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FY2020 1H Results and 2H Forecast

. vs. FY19 Full-year vs. FY19 e
(ven:billions) | 1Hresults | s pyqg | 2HTorecast | vs pyqg |Qedmiiimn| fOrecast | vs FY19 |Gimiodmmn| foronact
the construction | (As of October 31) the construction orecas
business business
Sales 9932 (+421) 9668  -1182 +27.3 1960.0 761 (+694)  +10.0
Adjusted OP 45.8 54.2 _ N 100.0
(rate) 4.6%) +22.7 (5.6%) 12.6 2.5 (5.1%) +10.1 +20.1 +12.5
Otherincome/loss -4.7 -4.4 79.2 +104.2 +15.4 74.5 +99.8 +11.1 -
Operating Profit 411 - 133.4 174.5 -
Ope et (+183) Fron +91.6 +12.9 > +109.9 (+31.3 +125
Capital investment 16.6 -5.1 26.4 +5.9 +5.9 43.0 +0.8 +0.8 -8.0

Operating Profit (vilion yen)

Projections and business plan for the second half

+ . 174.5 . . B In the second half, there will be impacts of
99 8 Life Solutions consumption tax hike and market deterioration, but
Overall strengthening the constitution and annual adjusted
operating profit is expected to increase
,,,,,, - . . B |ncrease in sales in Asia, but profit is expected to
. o nghtmg decline due to struggle in Europe
m =
o >
"""" =
64.6 . (o) @, %_ Energy B In the second half, sales will decrease in Japan due
,,,,,, 5 ‘g =) s to the tax increase, but will recover in India and
| T ] 0] 8 yStemS ASEAN, and annual profit is expected to increase
i —my T 5 4 & 3 :
S8 - m Qo c o = @ Panasonic
290 L. 3 [elg=1 @, 173 5] -~ - )
2 o B Profit increase due to new product launch in Japan
El Q @ o9 S 2 o Ecology
IS = o] g 8 @ g % 2 Syst and sales increase in China and India
=2 = < stems
Sa 5 E] %) Yy
R Q ) 0wy < T
g S S E % g Housing B n the second half, minimize the reaction of the tax
59 T [ 3 ® s increase by new product launch and promotion of
[ - 3 g » « VStemS rationalization, and increase annual profits
12 "
_ Adjusted OP +10.1 N ) B |n Q3, new construction contract / condominium
J Panasonic business is expected to grow, and annual profit is
FY19 FY20 Homes expected to increase excluding the deconsolidation
+109.9 1> f t effectin Q4
result orecas
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Market Environment

Japan: Focus on non-residential renewal market
Overseas: There is potential for business expansion

Japan: New housing starts will shrink, but non-housing renewal market is expected to grow

Number of new housing Housing renovation Non-residential Non-residential
starts (units) market size (trilion yen) ~ private construction floor area renewal market size (trilion yen)
950,000 (million m2) - 90
56 =) 55 46 - 43 8.2
~
580,000
FY19 FY31 FY19 FY31 FY19 FY31 FY19 FY31

RtHlfLHrll insport and Tou ?uerLuuth ort and Tour Resul
-ast: Estimated by L orecast: Yano Research Institute Ltd. Forec: st

Forecast: Yai

Overseas Market expansion is expected to continue in China, ISAMEA and Southeast Asia

| Real GDP annual growth forecast (CY21) | Nominal GDP growth rate New housing

;;'-Ci”:».s (CY18->21 CAGR) starts (CY21)
$ . ey
- i ISAMEA 9.64
/ I H +1 20/0 e
) ndia million
China oot A 214
outheast Asia i
Indonesia 9% million
M 10% or more SO_Utheast
M 6%-10% Asia China +8% 15.46
= 3%- 6% ° million
0% - 3% .
. less than 0% ISAMEA v /’ )
_ India, South Asia, Middle East & Africa Source: IMF Source: IMF, Freedonia
Panasonic Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives 4

Mission and Vision of Life Solutions Company

Company Mission Expand “A Better Life” to home, community and society

Company Vision Make a better comfortable life with human centering solution

Mobility

Community / Society
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Business Areas of Each Business Category

Company Mission Expand “A Better Life” to home, community and society

Company Vision Make a better comfortable life with human centering solution

Housing
Materials

Community / Society

Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives
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Medium-term Strategy: Concept of Portfolio Management

Profit pool (FY2019>FY2031)

[Japan] Evolving into spatial solutions business
and improving profitability
[Overseas] Strengthening the foundation through
mass production business

™

Strengthen competitiveness
through co-creation

5%

Electrical Constructionfll Electrical[Construction) t

Materials (Japan) Materials](overseas)] Housing TTTT T T,

n
H n
Materials Constructlon:

Adjusted OP

Sales

IOtherI
—|

Lighting Housing Systems Panasonic Homes
Energy Systems (excluding solar)

Sales department Construction Solution
Panasonic Ecology Systems (Matsumura-gumi, P-Construction Engineering)
Sales department

Panasonic
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Medium-term Strategy:

Scale of electrical materials business in LS

Profit trend
(adjusted OP)

Sales trends

(yen: billions)
( o )
7.4%
Japan 570 656
21
overseas VL) 280 (8.2%)
FY16 FY19 FY16 FY19

Target markets and major products

Residential

LED lights, lighting control systems, building energy management, distribution
boards, wiring devices, piping materials, ventilation systems, disaster
prevention equipment, security systems, etc.

Positioning of Electrical Construction Materials Business

Covering a wide range of fields from non-residential to residential businesses with the advantages of
high profitability and a dominant presence in the market

Core Growth Business

Sales (yen: billions)

Business regions

> 4
Elropels Cak (W
- - v . 7
¢ Yo
" N e
ISAMEA -
— L)
-— b
Seullhicest ASE) Oseenta
cﬂiﬁtﬂn — fnergy Ecology

materials  Lighting ~ Systems  systems
Percentage of -
overseas sales
*Results in FY2019

Market share "Surveyed by LS

/ | Top - place
\-\) _77 -

Energy Systems Ecology Systems
Condominium HA  Ventilating fan

Lighting Energy Systems
LED lights Wiring devices

Wiring devices: 2nd place in the global market, top share in 9 countries
(offering in more than 60 countries)

Korea

Turkey

» ). P . JTaiwan
Saudi Arabia ' . )
(3rd place) Philippines

Thailand_Indonesia_Vietnam

Ventilating fan: Top share in the global market

Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives
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Medium-term Strategy:

v Non-residential domain v Main business targets
accounts for 70% are new buildings
Life cycle cost of
non-residential building

Sales composition

30% Operation
Repair / maintenance
service

v Mainly selling products

Present major battleground
— Receiving 0 q Maintenance/
Proposal Designing Construction Crmies

Vv Have expanded distribution partners and
achieved growth at a faster pace than markets

Southeast Asi Chi
Jsawe Soupeasthsia, Chirs,
Market| +8% | | +7% | | +6% |
LS| +14% | [ +8% | [ +8% |

Sales trends
7 o
|

Electrical construction materials j Electrical construction materials

FY16 FY19

*Estimated by LS

FY16 FY19 FY16 FY19

Future Direction of Electrical Construction Materials Business

Renovation Construction
30%
50
years
residential 20%

Core Growth Business

Future direction

v Make contributions in the growing renovation
market of non-residential domain in which LS
has established a management base.

v Shift from one-time selling of a single product.
Secure profits by proposing a set of equipment
and designing space with a broad lineup and by
taking advantage of its major presence in the
market (spatial solutions)

v Still have a growth potential as markets will
continue to grow

v Grow with profit centering on mass production
business in three priority regions using know-
how developed in Japan
(Growth driver of LS)
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Medium-term Strategy: Electrical Construction Materials (Japan)
Target markets for spatial solution

Core Growth Business

In non-residential market, in addition to selling products in the new construction / large-scale renovation
area (A Work Domain), expand into the renewal area of individual tenants (C Work Domain) and keep in
touch with customers through maintenance and service.

Present: Non-seamless *Surveyed by LS
Market scale in value chain

g (For equipment in domestic office market)
A Work Domain
3
Q
S 5 ’ Maintenance/
%) C Work Domain Proposal, : Service
£ Design /¢ work Domaing
[]
E
SIS ﬂﬂmIﬂIDDD DDII—IWWID .
Building lifecycle (50 years)
A Work Domain C Work Domain
15 years Maintenance/
Renovation cycle  (New construction/Large- Nileais it Service
scale renovation of buildin (e e ) fl 4,000 billion yen + a
g) C Work Domain
Client Building owner Tenant owner
Solution Total optimization of building Ind|v1d;1ch:;::rr::rz‘tat|on &l Target market scale will expand from 2,500
A, billion yen to 7,500 billion yen
;'=//,: Further, expand market by creating new value
== ﬁ
o =
mm [—
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Medium-term Strategy: Electrical Construction Materials (Japan)
Offering value through spatial solutions

Core Growth Business

Create value from the viewpoints of both owners and users—improve productivity, comfort of users, etc.
Enhance human-centering value of space by utilizing loT technologies and update space based on data continuously.

Design / Proposal Package for space

Reproduction of space by VR, Build the optimal space for each customer Accumulation and analysis of spatial data

effect visualization etc.

(Sensing / device operation information)

s P
Update space %‘: = information

software
Infrastructure for space —I— Devices for space — Package for space
o ) Collaboration with AP / CNS, Q
~Ventilation/Air and other companies outside of Panasonic

conditioning ducts Cloud

Ventilation

. Air conditioning
Sensors

Security camera

- - Audio/Visual
Communication wiring
. » Disaster prevention
Electrical wiring equipment
Distribution board - Lighting fixtures
Power unit -
Signage

Air quality Tree-planting

Panasonic Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives 11
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Medium-term Strategy: Electrical Construction Materials (Japan)

Ideal state of spatial solutions

Expand business domains throughout the value chain and establish circular business

NOW

One-time selling of single product accounts for a majority of sales.

Risk of lowering profits due to fierce competition
Maintenance/

Delivery of Service
products l

Proposal 2Bl

:

|

Profitability

Deepen business model by conducting demonstration experiments to

materialize the providing value

While analyze motion of working persons based on data provided by LPS* which can grasp the
location of persons, collect and analyze operation data of lighting and other instruments to enhance

solution development.

*Local Positioning System
(Co-working space)

point 0 marunouchi

Partners:
Okamura, Daikin Industries, Tokio Marine & Nichido Fire

Core Growth Business

AFTER

Delivery of
“package for space”

Maintenance/
Service

Proposal Design

Acquisition of
data

Analysis
of data

—————

————————

Sales target for electrical
construction materials (Japan)

(% : adjusted OP rate)
(yen: billions)

656
(Co-working space)

TENNOZ Rim

Partners:
Mitsubishi Estate Residence, Warehouse

Insurance, LION, MyCity, Asahi Breweries, TOA, TOTO

683 683
. ij

FY19 FY20 FY22 © FY31
Opened in Opened in
July 2019 June 2019 Solution ratio in the electrical construction
business in Japan
30% 32% 35% 70%
12
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Medium-term Strategy: Electrical Construction Materials (Japan)
Long-term vision of spatial solutions

Core Growth Business

Co-create an ecosystem with partners that responds to social changes/issues and
maximizes the value created by space users and providers in order to realize company

vision “Make a better comfortable life with human centering solution”

User of Space
Person / People

Emphasis on Kansei value (value of sensation)

v Person who he/she wants to be (personality)
v Diversified lifestyle and work style

r::‘l’trma"CEI Activity data/

yalty Sensory evaluation Continuous
Flexibility/ Feedback improvement
comfort of environment

Coordinate space
Panasonic

Co- Business design/
Py Data analysis
partner

Continuous proposal / realization

4 N

e

Realizer of Space
Products/ services / technologies

Provider of Space
Business
Maximize value and business opportunities
Design/

Construction
I Distribution

creation

=" Panasonic

> Other
~>manufacturers

Improve competitiveness and consider
resources and the environment

/ Construction of
package for space

' Space providing Space using

companies companies

ﬁ aw

v Utilizing assets / improving productivity
v Securing diverse and excellent human resources
v Reduction of energy use and emissions

-

Panasonic

A/
Trust and compensation
for products / services

Service
/
13

Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives

Copyright (C) 2019 Panasonic Corporation All Rights Reserved.



Core Growth Business

Medium-term Strategy: Electrical construction materials (overseas)

As a growth driver of LS, achieve profitable growth driven by mass production business
in three key regions

ISAMEA Achieve substantial growth of business with the focus on India and Turkey Stalest_tar et tfor_ ellec(:trical

(Expand products’ lineup in addition to wiring devices. Enhance domestic construction materials (overseas)
(CAGR 14%) and overseas sales network). (% : adjusted OP rate)
FY2020=FY2022 (billion yen)

Russia and CIS countries

m Europe o

< Sales trends > FY16 =100 < Sales trends > FY16=100 Estimated rate 377

15‘,V o for FY20 280
200 200 13% (264) -
CAGR CAGR )
19‘V 10% = (9.4%J 5 6% 9.0%)
/V . .
100 100 C Inve;
Middle East / Africa m Southeast Asia
/7 FY19 FY20 FY22 FY31
FY16 © FY19 FY20 " FY22 FY16" FY19 FY20" FY22 Overseas ratio of electrical construction business
28% 29% 35% 50%
4 Expand market sales through distribution channels in Vietnam,
SOUt/%S;ﬁLASIa Indonesia, Thailand. Speed up the expansion of B2B business
. with lighting business as a springboard Business composition of the three priority regions
(CAGR 11%) *FY2019 results

China Through collaboration with leading local partners, offer D 5
s “

/Northeast Asia solutions for urban development focused on health and -
(CAGR 13%) nursing, etc. (Collaboration with CNA Company) N ,
n? Lighting
ania

g . Energy Systems
. Ecology Systems

Vxing|RanasonBIock Southeast Asial Gce

Sk
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Apartmentihouse for
constructionsitelworkers

\ Glodon I Bz
—e . g

JEEews Delos

Innovate Well

Medium-term Strategy: Construction/Housing materials/Solar businesses Co-creation Business

Construction Housing materials

Set up a new company with TOYOTA Motor  |5r0ve profitability by expanding value

Corporation and achieve growth by urban chain and strengthening constitution
development

Present

Creating new value of life

SgaE \ \ \ \ \
within the whole town \ Design/ \ Skeleton Infill \\\\Constr \ Gl x\Maintenance >
Proposal %:/ (Framework) / (Housing materials) /;'/' uction ) / IService
/. /I / /

/ //

Prime Life Technologies

Corporation -
TOYOTA P - Strengthen the ability to earn
Panasonic profits/Division of production
‘ Broaden lineups of devices (materials), OEM supplies, etc. ~o.
Prefabricated
i Al homes

2\ 8 L PSJ construction
C) MISAWA Panasonic Homes Prefabrication : method
TRowe: a Panel assembly of main structure of housing,
Panasonic Construction Engineering ‘Mi“"‘n‘i“ packaging construction materials

Increase the competitiveness of solar panels through
collaboration with GS Solar
(Transfer of Malaysia Factory, setup of new R&D company)

LS focuses on energy solution business

Panasonic Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives 15
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Medium-term Strategy: Ideal state for FY2022

Improve profitability of electrical construction materials business (Japan) while
steadily expanding overseas business toward 2030

Sales Adjusted OP

1,700 bitlion yen To 7%
LS

FY2020 FY2020
1,600 billion yen 5.7%

1,060 billion yen 70 10%

Core growth business  Grow sales mainly overseas Improve profitability in Japan
(Electrical construction materials)

FY2020 FY2020
963 billion yen 7.9%

*Figures for FY2020 are after taking into account the effects of deconsolidation in the construction business

Panasonic Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives 16
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Disclaimer Regarding Forward-Looking Statements

This presentation includes forward-looking statements about Panasonic and its Group companies (the Panasonic Group). To the extent
that statements in this presentation do not relate to historical or current facts, they constitute forward-looking statements. These forward-
looking statements are based on the current assumptions and beliefs of the Panasonic Group in light of the information currently available
to it, and involve known and unknown risks, uncertainties and other factors. Such risks, uncertainties and other factors may cause the
Panasonic Group's actual results, performance, achievements or financial position to be materially different from any future results,
performance, achievements or financial position expressed or implied by these forward-looking statements. Panasonic undertakes no
obligation to publicly update any forward-looking statements after the date of this presentation. Investors are advised to consult any further
disclosures by Panasonic in its subsequent filings under the Financial Instrument and Exchange Act of Japan (the FIEA) and other publicly
disclosed documents.

The risks, uncertainties and other factors referred to above include, but are not limited to, economic conditions, particularly consumer
spending and corporate capital expenditures in the Americas, Europe, Japan, China and other Asian countries; volatility in demand for
electronic equipment and components from business and industrial customers, as well as consumers in many product and geographical
markets; the possibility that excessive currency rate fluctuations of the U.S. dollar, the euro, the Chinese yuan and other currencies
against the yen may adversely affect costs and prices of Panasonic’s products and services and certain other transactions that are
denominated in these foreign currencies; the possibility of the Panasonic Group incurring additional costs of raising funds, because of
changes in the fund raising environment; the possibility of the Panasonic Group not being able to respond to rapid technological changes
and changing consumer preferences with timely and cost-effective introductions of new products in markets that are highly competitive in
terms of both price and technology; the possibility of not achieving expected results or incurring unexpected losses in connection with the
alliances or mergers and acquisitions; the possibility of not being able to achieve its business objectives through joint ventures and other
collaborative agreements with other companies, including due to the pressure of price reduction exceeding that which can be achieved by
its effort and decrease in demand for products from business partners which Panasonic highly depends on in BtoB business areas; the
possibility of the Panasonic Group not being able to maintain competitive strength in many product and geographical areas; the possibility
of incurring expenses resulting from any defects in products or services of the Panasonic Group; the possibility that the Panasonic Group
may face intellectual property infringement claims by third parties; current and potential, direct and indirect restrictions imposed by other
countries over trade, manufacturing, labor and operations; restrictions, costs or legal liability relating to laws and regulations or failures in
internal controls; fluctuations in market prices of securities and other financial assets in which the Panasonic Group has holdings or
changes in valuation of non-financial assets, including property, plant and equipment, goodwill and deferred tax assets; future changes or
revisions to accounting policies or accounting rules; the possibility of incurring expenses resulting from a leakage of customers’ or
confidential information from Panasonic Group systems due to unauthorized access or a detection of vulnerability of network-connected
products of the Panasonic Group; as well as natural disasters including earthquakes, prevalence of infectious diseases throughout the
world, disruption of supply chain and other events that may negatively impact business activities of the Panasonic Group. The factors
listed above are not all-inclusive and further information is contained in the most recent English translated version of Panasonic’s
securities reports under the FIEA and any other documents which are disclosed on its website.

(Reference) FY20 1H Results

> billi irst half results and initiatives
Sales (yen: billions) First half results and initiat
993.2 B Soaring demand before consumption tax hike
———————————— contributed to favorable sales in the entire
J Life Solutions Company
9 @_ Qverall B [ncreased sales and profits brought about higher
"""" 3 Q profits from expanded sales and streamlining of
IT ] :
9511 oo @ o business
. 33 =
,,,,,,,, omv ©r 208 S
- wom 888 %2 ] E] o B Enjoyed sales success in India and Indonesia,
g % 2 g8 2 g g & ] Lighting etc. while sales declined in the U.S., Europe and
] = g‘a o< 8 » Q@ l China, resulting in decreased sales and profits
@ < o
7]
R FY20 Increased sales and profits driven by robust
FY19 +42.1 > 4H It Energy domestic sales of high-function products such
1H result resu Systems as housing distribution boards and sales growth
in ASEAN and India
. Increased sales and profits driven by large-scale
Operating Profit (yen: billions) Panasonic projects in environmental engineering business
Ecology and brisk sales of IAQ* business (bathroom
Systems dryers in China and domestic sales of Ziaino,
rrrrrrrrrrrrrr 411 etc.) *Indoor Air Quality
-Qn Q . Increased sales and profits due to increased
Q g. 3 Housing sales of new products of plumbing equipment
228 Iv 3 E] = Systems and housing construction materials, as well as
oo = ®
,,,,,,,,,,,,,, omUo ©T S5 @ e 5] rush demand.
< oE SO0 I [s) <}
- wm & o 17 D o >
<Q $3 ©9 8 @ g ¢ S S g f Growth of new housing contractor business and
X 2@ 349% 33 3. a - Panasonic . A
= % « a<3 va@ © ® 19 Homes renovation business have boosted sales and
@ 2= =) & profits
. Adjusted OP +22.7 1
Increased sales and profits brought by brisk
FY19 +18.3 FY20 Others sales of domestic engineering business and
1H result 1H result construction contracting business

Panasonic Life Solutions Fiscal 2020 Second-half and Medium-term Initiatives
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(Reference) Businesses whose sales are disclosed

v Businesses whose sales are disclosed Main products/ service

B Lighting equipment (for residential,
v Lighting facility, out door, store etc.), lighting
device, lamp

Electrical ®  Wiring device, home distribution board, piping materials,
construc- electric tool, condominium HA, disaster prevention

v Energy SYStems equipment, building systems
System for solar PV and storage battery, HEMS

tion
materials

v m |AQ related-equipment

Panasonic (ventilation system, ceiling fan, home appliance),
environmental systems and engineering

Ecology Systems (purifying system of water and air, construction)

B System kitchen, system bathroom, washbasin,
toilet, interior door, floor material, delivery box,
drainpipe

Housing
materials

B New construction contract (detached house |
/ condominium / multi-story house),

renovation, urban development, overseas
Construc S ————————

Bl ————

(Panasonic
Cycle Technology)

Bicycle

W Elderly care service & products,
reform / rental for elderly care

Elderly

il | (AGE-FREE)
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