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Business Portfolio Management

Continuing to address evolving social issues through
business portfolio management

Over the years, the Panasonic Group has expanded the scale and scope of its businesses in response to
evolving needs of society. In order to respond promptly to market and industry issues and be a company of
choice for customers in competition with companies specialized in each business area, we transitioned to
an operating company system, which makes each business more specialized and focused, in 2022 with
Panasonic Holdings as the holding company. The transition to such an operating company system made it
easier to strengthen our business focus, as we delegated authority to the operating divisions and enhanced
our agility to form capital alliances with other companies, expanding our strategic options.

We continue to review our business portfolio from three perspectives: (1) Relevance to Group-wide
common strategy; (2) Market position & competitiveness; and (3) Best ownership. Among these perspec-
tives, best ownership is particularly important. In a rapidly changing business environment, there are limits
to strengthening every business on our own. Based on that, we transfer businesses that face challenges in
responding to market changes or maintaining ongoing investments, while they still maintain a certain busi-
ness strength, to partners whose growth-oriented approach aligns with ours and who are committed to
carrying them forward in a timely manner. This means, without stifling potential opportunities, our accumu-
lated technologies, businesses, and human resources can be utilized for the benefit of society, and also, we
can concentrate our limited management resources on the businesses we want to strengthen. From fiscal
2025 onward, businesses in such areas as automotive devices and housing equipment, worth just over 2
trillion yen in total, have commenced operations under new ownership.

Starting in fiscal 2027, we will address social challenges through three strategic areas: Solutions,
Devices, and Smart Life, along with enhancing business competitiveness.

Over the three years through 2028, we will invest a total of 500 billion yen
to enhance the Devices businesses, which support the evolution of Al
data centers—now essential infrastructure for social activity—by ensur-
ing energy efficiency and stable operations. In addition, in the Solutions
business, we will enhance our organizational capabilities in services and
engineering to contribute to more sophisticated social operations that
underpin daily life.

We will further evolve by continuously reviewing our busi-
nesses, aiming to generate sustainable growth by creating
value for our customers and society.

Kazuyo Sumida

Director, Executive Officer
Group Chief Strategy Officer
(Group CSO0)

I Three areas of Panasonic Group

The Panasonic Group has contributed to the development of both society and industries and has continu-
ously evolved by helping resolve social issues that change with the times. Toward 2032, the Panasonic
Group aims to address two key challenges—the efficient use of energy and the alleviation of frontline labor
shortages—by making contributions in the three areas of Devices, Solutions, and Smart Life, thereby achiev-
ing further growth.

In the Devices area, we address the rapidly growing Al data center market by supporting Al infrastructure
through contributions to Al server acceleration, advancement, stable operation, and power efficiency. As a
main pillar of profit for the Group, this area will drive Group growth in both sales and profit. We have strong
products, particularly data center energy storage systems, high-performance multi-layer circuit board materi-
als, and conductive polymer electrolytic capacitors. And, we have built strong relationships of trust with its
leading customers in the Generative Al market. By leveraging this strength, we anticipate future customer
challenges and translate them into concrete design proposals, we are targeting sustainable growth.

In the Solutions area, we will support the operations of various companies and public agencies with
“always-on, energy and labor-saving” solutions through service and engineering by combining our hard-
ware—already chosen by many customers across a wide range of industries—with Al- and digital-enabled
service and engineering capabilities. We will transform our business model to further contribute to the
evolution of our customers’ operations. Then, we will make this area the profit growth core from fiscal
2030 onward.

The Smart Life area—our consumer electronics business—plays a vital role in strengthening the Panaso-
nic Group brand. We believe that contributing to the daily lives of our customers and earning their trust
through our unique core technologies enhances the recognition and credibility of our B2B businesses. In the
consumer electronics business, we will rigorously pursue global-standard cost efficiencies and enhance its
competitiveness to achieve high return and sustainable growth.

The Panasonic Group will continue to transform itself to help resolve social issues that arise with the times.
*In fiscal 2026, energy storage systems for data centers were positioned within the Solutions area. However, because continuous technologi-

cal advancement in devices, which is capable of keeping pace with the evolution of Al server technology, is key, they are positioned within
the Devices area in fiscal 2027 onward.

Devices area Solutions area
Drive growth by contributing to Al Expand recurring business through
infrastructure services and engineering

PEC PID PCO PEW  PHCC

Smart Life area
Enhance global trust by maximizing Panasonic’s brand
awareness and value PC

PEC: Panasonic Energy Co., Ltd. PCO: Panasonic Connect Group PHCC: Panasonic HVAC & CC Co., Ltd.
PID: Panasonic Industry Co., Ltd. PEW: Panasonic Electric Works Co., Ltd. PC: Panasonic Corporation
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Segment-Specific Strategies: Devices

Kazuo
Tadanobu

Panasonic Energy
Co., Ltd.
CEO

Masato Ozawa

Panasonic Industry
Co., Ltd.
CEO

E n e rg y Business CEO Dialogue I n d u St ry

Support the “brain” and “heart” that power Al

with

devices

Contribute to evolution of social infrastructure

Confident in achieving fiscal 2029 targets for Al infrastructure-
related businesses

Q1

As demand for Al infrastructure continues to expand alongside advances in Al,
the Panasonic Group’s Al infrastructure-related businesses are also growing
significantly. How do you view the market environment behind this growth,
and what future do you envision?

Al is evolving as new capabilities, such as agents, are added to its existing learning and inference
capabilities, and as these capabilities begin to interact with one another. The semiconductors that
support this, such as GPUs*!, ASICs*? and CPUs are also evolving, not just as standalone com-
ponents, but in a way that could be called “orchestration,” where they work together to achieve
functionality across the entire system.

These advancements have led to an explosive increase in data processing volume, making it
crucial to address the resulting increase in power consumption. As power supplies for servers
move toward higher power and higher voltages, the devices used inside, such as capacitors, are
shifting into the high-end segment to meet demanding conditions like high temperatures, high
currents, and space constraints. In addition to our high-performance multi-layer circuit board
materials such as MEGTRON and conductive polymer electrolytic capacitors, Panasonic Industry
will expand the product lineup it has cultivated for automotive applications into the Al domain to
capture growth opportunities. The impact is expanding beyond data-center-centric infrastructure
applications to edge domains such as ADAS*® and robotics.

Furthermore, we plan to make capital investments in production facilities of approximately 150
billion yen over the three years leading up to fiscal 2029, aiming to double our production capac-
ity and strengthen our supply system. Through this, we aim to reliably capture the growing
demand and increase Al-related sales to approximately 430 billion yen by fiscal 2029, about
double the sales of fiscal 2026.

*1 Graphics processing units (semiconductors for large-scale Al computing)
*2 Application specific integrated circuits
*3 Advanced Driver Assistance Systems
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As Mr. Ozawa mentioned, the advancement of Al has led to a rapid increase in power consump-

tion in data centers, and the role required of power supplies is changing dramatically. In addition
to the traditional requirements of backup power and peak suppression, more advanced power
management, such as absorbing fluctuations in power load and optimizing the entire system, is
becoming essential. In this environment, the importance of power supply systems that are not
only highly efficient and high-output but also flexibly controllable is increasing even further.

Based on this understanding of the market, Panasonic Energy aims to be a power solutions
provider for data centers, centered on its safe battery technologies. The goal is to enhance cus-
tomer value not just by supplying products, but by providing solutions that optimize the entire
energy storage system in server rooms.

To ensure future growth and capture expanding demand, we will invest approximately 350
billion yen* over the next three years to simultaneously increase production capacity and develop
next-generation power supply technologies. As part of this effort, we will strengthen our produc-
tion systems not only in Japan but also in North America, and promote the construction of a
North America-based supply chain to enhance our supply capacity and competitiveness. This will
enable us to achieve sustained growth while maintaining our leading position in the fast-growing
market for distributed power systems in data centers. As a specific target, we are aiming for sales

of at least 950 billion yen, with our sights set on the 1 trillion yen level, for fiscal 2029.
* Includes investments in common infrastructure with In-vehicle battery production at the Kansas Factory
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Winning through technological capabilities and ability to propose
solutions, backed by strong customer trust

Q2

Where can we find our current competitive advantage, and what do you think
is the key to maintaining and strengthening going forward?

For more than ten years, Panasonic Energy has built strong relationships of trust with its hyper-
scaler customers by being deeply involved from the conceptual and design stages and by deliver-
ing value that goes beyond simply supplying products.

At the core of this is our ability to anticipate future customer challenges and translate them into
concrete design proposals. By engaging with customers at the level of device specifications and
power control, we can propose solutions that anticipate future needs and identify the optimal
solution jointly with customers.

Another crucial strength is our advanced manufacturing capabilities, which enable us to reliably
translate those proposals into tangible products. In addition to our development and supply capa-
bilities that enable mass production while achieving high levels of performance, safety, and reli-
ability, we are able to effectively capitalize on market opportunities by making swift investment
decisions and establishing production systems to meet expanding demand.

By combining these proposal capabilities with manufacturing capabilities and quickly embody-
ing design ideas co-created with customers, we are in a position to establish these designs as
industry standards.

As a result, we have built a business model that includes development capabilities and a supply
framework on both the device and system sides. This has become a strong competitive advan-
tage of ours that other companies cannot easily imitate, and we will continue to maintain and
strengthen it.

In fields where adoption as a reference design** is key to market deployment, Panasonic Industry
has built a position where we are continuously chosen by our customers by deeply engaging with
them from the design stage. A specific example is our conductive polymer electrolytic capacitor,
whose market rollout over 20 years ago started with its adoption in a reference design for PCs.
Since then, placing great importance on our relationships with semiconductor manufacturers and
EMS*$/ODM*¢ customers, we continued to address each design change individually, deepening
these customer connections. Furthermore, as hardware and infrastructure become increasingly
sophisticated and diversified alongside social and technological developments, we have accu-
rately grasped these changes and expanded our application areas from PCs to servers, telecom-

munication base stations, and Al/data centers.

*4 Recommended and Reference Designs Provided by Semiconductor Manufacturers and Other Suppliers
*5 Electronics Manufacturing Services
*6 Original Design Manufacturer
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What supports this growth is our black box technologies for materials and processes. Our
strength in materials lies first and foremost in our material formulation design, which is based on
years of accumulated technology. Because our design involves a chemical reaction that changes
material properties, other companies cannot reproduce it even if they analyze the product. Fur-
thermore, in our manufacturing process, for example, we employ a unique manufacturing process
that involves multiple steps in sequence, and this cannot be achieved simply by buying the equip-
ment and setting it up. Having these unique strengths in both materials and processes is the
source of our competitiveness.

Going forward, we will continue to shorten development lead times by utilizing smart labs that
incorporate Al, data utilization, and automation, and promote open innovation through indus-
try-academia collaboration and cross-industry partnerships, thereby further strengthening our
R&D capabilities and competitive advantage.

Aiming to expand business opportunities through new product
offerings

03 What new product offerings are you considering in light of anticipated changes
in technology?

As the advancement of Al drives higher power consumption, data center power architectures are
undergoing significant changes. The introduction of dedicated power racks and advancements in
HVDC (High Voltage Direct Current) technology are now requiring different power supply configu-
rations and system designs than before.

To address these structural changes, Panasonic Energy is developing and deploying next-
generation power solutions such as CBUs (Capacitor Backup Units) and BBUs (Battery Backup
Units) for dedicated power racks. These are products optimized for next-generation architectures,
helping manage power-load fluctuations and achieving higher efficiency.

In the case of CBUs, we plan to begin mass production during fiscal 2027 in collaboration with
Panasonic Industry, and have also begun developing next-generation models. Similarly, for
HVDC-compatible BBUs, we plan to complete preparations for mass production by the end of
fiscal 2027 and establish a system to respond quickly to future market needs.

These efforts are supported by development capabilities that integrate both devices and sys-
tems. Going forward, we will continue to engage with customers from the conceptual stage and
provide solutions that anticipate technological advancements, thereby ensuring that we can
capitalize on new business opportunities.

Panasonic Energy’s CBUs use Panasonic Industry’s supercapacitors as their core device. This is
a proprietary product developed based on technologies cultivated in the automotive sector,
leveraging the technology platform common to both batteries and capacitors. By taking advan-
tage of its ability to supply large currents instantaneously and absorb fluctuations in power load,
it can contribute to improving power efficiency. Furthermore, for devices such as relays and
inductors, we are leveraging the strengths of high heat resistance and reliability cultivated in the
automotive sector and deploying them to Al infrastructure. Rather than merely extending existing
technologies, we are pursuing breakthrough technological development to create innovative
devices that will become a new de facto standard. Going forward, we will continue to steadily
capture expanding market opportunities in pursuit of business expansion that exceeds market
growth in fiscal 2029.

In the Devices area, as a business that supports Al infrastructure, we will continue to propose
products that meet the needs of customers and contribute to addressing the social challenge of
making more efficient use of energy in order to achieve sustainable business growth and improve
the value of the Group.
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E n e I'gy (Panasonic Energy Co., Ltd.) I n d USt I'y (Panasonic Industry Co., Ltd.)
Fiscal 2027 forecast (As of May 12, 2026) Fiscal 2027 forecast (As of May 12, 2026)
Contributing to a sustainable Sales... ¥1,372.0 bilion A device manufacturer SEIC— ¥1,130.0 biion
: Adjusted : ;
society through a focus on : - that continuously creates Adjusted
- operating profi........¥ 173.0 bilion - operating profit......... ¥110.0 bilion
Green (EVs) and Digital (Data ERITDA ¥ 263.0 bilion unique value through 165.0
Centers) materials x process EBITDA......cccoevreiene ¥ U billion
Fiscal 2029 Management Targets a
(Energy Storage Systems for Data Centers) technologles
- Fiscal 2029 management goals (Al-related)
Sales...ccnnencrrenieaes ¥ 950.0 billion
Kazuo Tadanobu (Approx. 3x vs. fiscal 2026) Masato Ozawa SaleS..veeeeeeeeesressen ¥430.0 bition
CEO ROIC * ..ot 20% or more CEO (Approx. 2x vs. fiscal 2026)
*Target for the Energy Solutions Business Division
Changing needs of the Al data center industry Global data center capital expenditure
Use Social media/cloud > Al trainingfinference > Al agents M [nvestment in data centers (DCs) (Unit: $B) 25.30 Includes: Driven by advancements in Al, global data
: continues to grow as generative Al 2,000 CAGR 20% Servers ' center capital investment is projected to
GPU Hopper L il EGHINER becomes more widely deployed 2% Storage grow at an average annual rate of 20%
- m Evolution of GPUs has increased DC Key Market 1,000 Network equipment | from FY2026 to FY2031, doubling by
EKe¥ Mafke‘t g power consumption, making optimization Environment —— Other FY2029 compared to FY2026. Demand
nvironmen E of energy efficiency essential 0 . for our devices, which support the “brain”
= : f ; f Al, is increasing as data processing
g " B There is rapid growth in demand for 0 )
P k reducti
§ ower peai recuction advanced power supply solutions for 2026 2029 2031 (FY) volumes and power requirements grow.
2 Power backup (stable operation 365 days a year) DCS that achieve both |mpr9ved overall Source: DellOro Group (as of January 2026)
efficiency and stable operation
2022 2025 2028
(1) [Strengthen priority businesses] More than double supply capacity from FY2026 to FY2031 of our
high-perf Iti-I ircui ial i I | I i
(1) Based on two-pillar management encompassing in-vehicle (for EVs) and industrial & consumer wlﬁicr?ineoernsgchei}érT:;Ie:g(?)rrcC)g;:Si:g()ar:%hm—itjerl;ﬁnst aanr?dCr:)iggﬂzxse‘igtﬁleéﬁvﬁz:?nyetrﬁ rc:(;)jrc(;t_ors,
(including energy storage systems for DCs), optimize management resources across our entire ments of Al servers. Proactively respona to growing Ejemand
sef:ondary battery business to achieve sustainable growth . . . Key Growth (2) [Expand products and markets] Introduce into the Al domain products that leverage the strengths
Key Growth (2) With energy storage systems for DCs as a growth driver, shift resources from in-vehicle systems, Sty teai Panasonic has cultivated over many years in automotive applications, such as supercapacitors for
Strategies thereby further strengthening development capabilities and the supply system, achieving both rategies server power supplies. Acquire reference designs for Al semiconductors to expand into edge fields
business growth and sustained profitability and maintaining industry leadership such as ADAS and robotics.
(3) Now that the Kansas Factory has been successfully launched, establishing a supply system primarily (3) [Create innovative devices] Accelerate capital investment and R&D to achieve further growth.
for strategic automotive customers and the fast-growing DC business, evolve it into a major earn- Instead of simply extending current products, pursue discontinuous technological development to
ings-generating production hub following the Nevada Factory create products that will become new industry standards.
(DC business) Rapidly commercialize solutions co-created with customers and establish them as [Proactive marketing based on future hypotheses]
industry standards, supported by our dominant market position Panasonic has built long-standing relationships of trust with key players in the industry such as semicon-
(1) Strong relationship of trust with hyperscalers based on more than 10 years of proven experience ductor manufacturers and EMS* providers. The insights gained from these relationships allow us to
Strengths (2) Ability to anticipate increasingly sophisticated power supply needs and propose concrete solutions Strengths construct highly accurate hypotheses about the future and anticipate technology trends. We pursue
Supporting that define the required functions Supporting design-in and reference design activities in which we participate in the customer’s design process from
Our (3) Development and production systems that achieve high output, high safety, and high reliability Our the initial stages and offer proactive proposals during specification review.
. through proven technology L *EMS: Electronics Manufacturing Services
Competitive (In-vehicle business) Development and supply capabilities for batteries that achieve the performance Competitive [Stay ahead of competitors and deliver value that is difficult to replicate]
Advantage requirements of strategic customers Advantage What allows us to propose solutions ahead of competitors is black box technology for materials and pro-
(1) Development capabilities for automotive cells that combine industry-leading energy density and safety cesses. Our material formulation designs involve chemical reactions that cannot be analyzed or reproduced
(2) Early entry into US production and a production system that can respond quickly to customer needs from the outside. Similarly, our continuous manufacturing processes, which require little manpower, cannot be
(3) Resilient supply network through multi-sourcing adapted to each country’s policies easily imitated. These technologies act as barriers to entry, giving us a competitive advantage in the Al field.
o Investor Day https://holdings.panasonic/global/corporate/investors/presentations/ir-day-2026.html o Investor Day https://holdings.panasonic/global/corporate/investors/presentations/ir-day-2026.html
® Panasonic Energy Integrated Report https://www.panasonic.com/global/energy/sustainability/report.html ® Panasonic Industry Corporate Website https://www.panasonic.com/global/industry/
. .
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Segment-Specific Strategies: Solutions

Transforming
the Business Model
in the Solutions Area

Ken Sain Eiichi Katayama
Panasonic Connect Panasonic HVAC & CC
We will expand our contributions to customers through businesses supporting social opera- g;‘:)“p EZ'(‘)Ltd'

tions and transform these businesses into growth drivers for the Panasonic Group.

Currently, labor shortages are becoming increasingly severe across a wide range of oper-
ational sites, including manufacturing, logistics, and commercial facilities. In addition, rising
energy costs and growing demands to address environmental issues are making on-site
challenges increasingly complex. Amid these changes in the operating environment, the value
sought by customers managing frontline operations has expanded beyond equipment func-
tions and performance to include overall operational optimization, encompassing efficiency,
labor savings, and environmental friendliness.

The strength of our Solutions area lies in our hardware, which has been adopted by cus-
tomers across a broad range of industries worldwide over many years, and in our ongoing
engagement with customers honed through servicing and maintenance activities. We refer to
the products operating at our customer sites as MIF* (Machines in the Field). As this MIF*
installed base expands, it strengthens the foundation for delivering ongoing contributions to
our customers.

Going forward, we will expand equipment connectivity across our MIF* base and leverage
Al and digital technologies to broaden our value proposition beyond servicing and mainte-
nance to include services and engineering offerings such as consulting, operational support,
improvement recommendations, and system integration. By expanding our focus from hard-
ware to services and engineering, we will transform our business model to deliver sustainable
contributions that are difficult for competitors to replicate.

Through these initiatives, we will continue supporting uninterrupted customer operations
while contributing to energy efficiency and labor savings, thereby driving further growth in the

Solutions area.
* Stocks of installed equipment on which the Company’s customer base is established
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CO nn ECt (Panasonic Connect Group)

Fiscal 2027 forecast (As of May 12, 2026)

SaleS oo ¥1,350.0 bilion

Providing solutions to our
business customers to help

Fiscal 2027 forecast (As of May 12, 2026)

SaIES s ¥1,155.0 bilion

Contributing to a sustainable
and prosperous society by

. e Adjusted . S o Adjusted
them solve issues arising operating profit............ ¥ 95.0 vilion enhancing building lifetime operating profit............ ¥ 92.0 biion
from their various gemba EBITDA e ¥171.0 vilion value (LTV), leveraging electrical  ggitpa.............. ¥120.0 vilion

(operational frontlines)

Fiscal 2029 management goals

Adjusted
operating profit margin

Ken Sain
CEO

9%

SCM software market size
The market environment for supply chain

infrastructure as the foundation

Fiscal 2029 management goals

Adjusted
operating profit margin .............. 10 %

Kiyoshi Otaki
CEO

Market size of electrical equipment (products)

FY2026-2031 ) n Indi u |n the Japanese market, growing
(MUSD) 13.7- management software is expected to see n Japa dia demand for decarbonization and human
80,000 CAGR A% conti;i#otfisly growing demand dri\_/en by the (trillion yen) capital is driving the expansion of
rowth of e-commerce, progress in 40 About 30% CAGR+9% high-value markets. particularly in
Key Market 60,000 g " e 4.0 ) igh-value markets, particularly i
Env)i’ronment ki personalization, the restructuring of supply EKe)_' Market 30 are high-value energy management and well-being
40,000 Chzirlisbthroagh reshoring and nearshoring, nvironment 20 products / solutions.
20,000 and fabor s ortages. ﬁ """" m |ndia’s GDP growth continues to be
e o sty e G s S e P driven by population growth and expand-
Software, Worldwide, 2024-2030, 2Q26, Amarendra et al., 24 ing domestic demand, resulting in a
2005 2006 2027 2028 2029 2030 2031 (FY) . enc e Spencing bese. Oncmer bon P2y 2005 2031 2023 2031 (Fy)  rapidly expanding market.
B Strengthen the competitive advantage of the Blue Yonder business by improving decision-making
accuracy, speed, and execution through Al integration, leveraging its advantage as an SCM platform
that links everything from demand forecasting to inventory, logistics, and execution management in an [Japan]
end-to-end fashion. Continue to strengthen cybersecurity, data governance, and our talent base. By enhancing building lifetime value (LTV), we will increase the share of solution-based sales to 50%,
Key Growth (SaaS RPO* at the end of Fiscal 2026: +36% year-on-year) Key Growth transform our business structure, and strengthen profitability.
Strategies * orlder backlog expected to be recognized as revenue at fiscal year-end, as a portion of the total contract Strategies [India]
value
m Building on its world-leading market share in in-flight entertainment, expand the Avionics business into Strengthen our electrical products business and proposal capabilities to secure a stronger market
aftermarket, satellite connectivity, and digital services, and accelerate lifecycle revenues and growth position and expand revenue to JPY 200 billion.
through integrated solutions directly linked to airline customers’ added value.
Blue Yonder's strategy consists of 3 elements: (1) Cognitive Al that is close to human cognitive abilities; Our competitive advantage is rooted in our robust business foundation, built on a strong ecosystem with
(2) An integrated platform that manages the entire supply chain on a single data foundation; and (3) An stakeholders and the ability to deliver a diverse portfolio of products with the quality our customers
Strengths end-to-end solution that gchieves overall optimization, incigding suppliers and Iogistics in addition to the Strengths expect and on time.
Supporting  COTPany’s own SCM. This enables us to consistently provide value to customers with complex chal- Supportin Leveraging our market-leading product portfolio and extensive sales channels in Japan, we remain
Our lenges, from planning through execution. ) ) PS 9 connected with customers throughout the entire building lifecycle—from project proposals for building
Competitive In our Avionics business, we create barriers to entry through an integrated, industry certified hardware ar owners and designers to engineering, maintenance, and after-sales services—providing optimal solutions
Ad P t software services model and an installed base, and secure customer lock in and a solid market position Competitive at every stage.
yantage through medium to long term contracts and high switching costs. Our partnership networks with aircraft Advantage Furthermore, through the connectedization of our products and the utilization of data, we enable labor

OEMs and airlines, as well as our status in the after-market, allow us to maintain a competitive
advantage.

® Panasonic Connect: Who We Are
® Panasonic Connect Sustainability Report

https://connect.panasonic.com/en/about/who-we-are
https://connect.panasonic.com/en/about/sustainability

savings and enhanced asset value, creating a framework that delivers continuous value creation and
sustainable profit growth.

® Panasonic Electric Works Corporate Website https://panasonic.net/ew/business/

® Environmental Initiative

https://panasonic.net/ew/activities/index.html
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Segment-Specific Strategies: Smart Life

T
4 ) 4 )
-
HVAC & CC (Panasonic HVAC & CC Co., Ltd.) Sma I't Llfe (Panasonic Corporation)
Fiscal 2027 forecast (As of May 12, 2026) Fiscal 2027 forecast (As of May 12, 2026)
Almlng t? be the company WIth_the Sales.....counernenens ¥ 1 ,3600 billion Focusing on J.apan, China, and Sales.....overrneens ¥ 1 ,3350 billion
industry’s deepest understanding of Adiusted Southeast Asia, where we have a Adiusted
f juste: . . juste:
our.customer‘s, capable of proposing operating profit............. ¥60.0 bilion wide range of businesses a.nd operating profit............. ¥ 75.0 bilion
optimal solutions from three per- 105.0 vii broad customer contact points, 114.0 vii
spectives: economic value, environ- EBITDA oo ¥ -U billion with particular emphasis on EBITDA oo ¥ -V billion
mental value, and safety value Southeast Asia as a growth market
Fiscal 2029 management goals
Eiichi Katayama Adjusted Akira Toyoshima
CEO operating profit margin .... 7% or more CEO
Rapid global warming and stricter environmental regulations are expected to drive market expansion. (1) Japan............... Although Japan is a mature market with low growth and mainly replacement
(1) Residential air conditioners demand, it remains an important fgundat@orj for stable earnings growth, supported
As global warming progresses, household penetration rates are rising in emerging countries and by strong brand recognition and differentiation through high value-added products
Europe and services
Ly o i 2) Chi Although growth has slowed, Chi i ket where pri it
Envitonmaat (2) A2W (Air-to-Water heat pumps) (2) China......cccooeeene / 1 oug. growt ! as slowed, ma remains a vast mar et w erg price competition
Market expansion in Europe due to ongoing regulations to phase out gas boilers Ke¥ Market is intensifying while demand for high-value-added offerings continues to expand,
(9 Lo-tmp/ Mctmp erchandsing dlycass e ot et sl We e cfereiation )
Stricter refrigerant regulations are driving increased demand for switching to models that use natural :
refrigeran 3) Southeast Asia... Southeast Asia is a priority market with relatively strong growth, where demand for
efrigerants
essential home appliances is expanding alongside growing interest in higher-value
products driven by increasingly diverse lifestyles, both market expansion and
premiumization are progressing in parallel.
We define each business’s role along three axes—global strategy, differentiation strategy, and cus-
tomer strategy—and make the businesses work together, thereby improving profitability.
(1) Global strategy (RAC*, CAC*, A2W) (1) As an qperating company focused primarily on B2C t_)usinesses, we_drivg the Group’s brand by
To expand scale and improve profitability, by strengthening global collaboration in development, maximizing the recognition and value of the Panasonic brand to achieve increased trust and corpo-
manufacturing, and sales, with focus on countries and regions where our strengths are relevant rate value globally
Key G"°‘_Nth (2) Differentiation strategy (Cold chain, 1AQ*) Key Growth (2) Strengthen our revenue base and build a more resilient management structure by achieving global
Al Leveraging our global No.1 position and further improving profitability to drive a differentiation strategy Strategies standard cost levels (which enables us to compete with globally operating rivals) and adopting an
. . . . 9 asset-light model through partnerships and other initiatives
(3) Customer strategy (Environmental systems & engineering, Devices) o o
Achieve high growth and high profitability by deepening internal collaboration and keeping pace with (3) Build a virtuous cycle of profitable growth in differentiation areas by leveraging nearly 100 years of
customers in growing markets proprietary core home appliance technologies to deliver products and services backed by quality and
liability, while strengtheni brand and sales ch |
* RAC: Residential air conditioner CAC: Commercial air conditioner IAQ: Indoor air quality equipment reliability, while strengthening our brand and sales channeis
By achieving global standard cost levels and adopting an asset-light model through partnerships and
. o ) L . ) . other initiatives, we will strengthen our cost competitiveness and business competitiveness, enhancing
We will strengthen our profitability by identifying focus areas according to our business and regional Strengths the resilience of our management structure. At the same time, leveraging proprietary core technologies
Strengths positioning and by_leveraglng software alliances, while also refining our differentiated technologies and Sunportin accumulated over approximately 100 years in home appliances, we will enhance brand value and
Supporting  Strengthening our integrated proposals. i o PS 9 strengthen distribution channels to establish a competitive advantage in differentiation areas.
Our We will also rectify our COSF s?ructure by opt\m‘\zmg our global production system and reviewing our c u:'t' Specifically, within the differentiation areas, we will strengthen both product competitiveness and
Competitive development system, primarily in our HVAC business. ) ) o ) ompetitive ., y.qting to drive higher profitability through greater value added, that enable customers to recognize
Advantage At the same time, by transforming our business structure into a service-engineering model, we aim to Advantage clear differences in value. Through these initiatives, we will promote sustainable improvement of corpo-
expaqd our recurring revenue business modgl |n_wh|ch growth in the installed base (the number of rate value on two fronts: strengthening our management structure and developing capabilities that clearly
Machines in the Field) leads to improved profitability. differentiate us from competitors.
® Panasonic HVAC & CC Co., Ltd. website https://www.panasonic.com/global/hvac-cc.html ® Mission & Vision https://www.panasonic.com/global/about/mission.html
. J . J
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