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Presentation

Moderator: Good morning, everyone. Thank you very much for taking the time out of your busy schedule to
participate. We will now begin the SWCC Corporation analyst briefing to discuss the business strategy for the
current FY2026.

Let me introduce today's attendees: Mr. Tetsuo Komata, Executive President, Representative Director, and
CEO; Mr. Yukio Kawase, Senior Managing Executive Officer, Chief Business Officer, and Head of Business
Segments; and Mr. Takashi Yamamura, Executive Officer and President and Representative Director of

TOTOKU INC.

Finatech will serve as moderator.
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Here is today's agenda.

First, Mr. Komata will present the earnings forecast for FY2026. Next, Mr. Kawase will discuss the growth
strategy for the energy and infrastructure business. Next, Mr. Yamamura will discuss TOTOKU’s business
strategy. Then, we will take questions from the audience.

The time allotted for the presentation is approximately 30 minutes. This session is scheduled to close by 10:30
AM.

Let’s get started right away. Mr. Komata, please go ahead.

Komata: Once again, thank you all for taking the time to gather here today despite your busy schedule.
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First, | would like to present my forecast for this year, FY2026.

As this is the first year of our new medium-term management plan, our financial targets are designed to
ensure continued growth in both revenue and profit.

Revenue will increase by 17% to JPY325 billion, but this figure takes into account the fact that current copper
prices are higher than they were last fiscal year.

Operating profit will rise 4.3% to JPY28.5 billion. While this increase is slightly smaller than the growth in
revenue, the Company is starting the year with a cautious outlook.

We also plan to increase the dividend by JPY27 from last year, with a payout ratio of 40%.
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Regarding the point | mentioned earlier about being cautious, we are seeing the impact of the situation in the
Middle East on our business performance, particularly in terms of pricing, specifically, the plastic materials we
use for our cables.

Given the price surges and supply chain disruptions we were observing as of May, we will pass on these higher
costs to our selling prices. However, we recognize that this may be difficult to implement for contracts that
have already been finalized, and we have factored this into our financial projections.

In addition, while uncertainty regarding supply chain disruptions persisted as of May, we did not anticipate
that they would have a significant impact. Now that we’ve entered June, | recognize that supply chain
disruptions and uncertainty have eased considerably, so | believe we’ve returned to an environment where
we can begin to recover from the situation we’ve been monitoring closely.

In addition, we intend to drive a solid recovery in our growth businesses, namely the energy and infrastructure
business, the semiconductor business overseas, and the semiconductor business.
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Factors contributing to the increase or decrease.

As | mentioned earlier, the surge in copper prices will boost sales by JPY38.3 billion. Excluding that factor, the
three growth businesses | mentioned earlier will contribute JPY13.9 billion, and the question is how much
further we can exceed that figure.

While operating profit is expected to decline by JPY4.2 billion due to the impact of the Middle East mentioned
earlier, we anticipate a JPY3.7 billion increase in sales revenue. We have factored in the resulting JPY500
million difference as an impact on operating profit.

Last year’s temporary copper-related profit uplift will reverse this year, creating a negative YoY impact. In
addition, while we expect an JPY800 million decline in the structural reform and seismic isolation segments,
which are driving our final sales push of the year, we plan to offset the cumulative JPY2.2 billion decline with
JPY3.4 billion in growth businesses.

In particular, our energy and infrastructure business saw a JPY700 million increase in operating profit last year,
and we would like to further boost this figure, which is what I'd like to discuss today.
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Yesterday, we provided an updated overview of the reorganization of the subsegments within the
communication and components business. We restructured complex existing segments and created new
segments starting this year.

As a result, the semiconductor and mobility category was split into two subsegments: the semiconductor
business and the mobility business. We reorganized our reporting by consolidating semiconductor-related
sales, which were previously categorized under vibration control and other in energy and infrastructure, into
the semiconductor subsegment of the communication and components business.

While the communication and components, semiconductors, and overseas communications segments
continue to grow, we expect to increase operating profit by approximately JPY3 billion, from JPY7.3 billion last
year to JPY10.2 billion.

In particular, as this marks TOTOKU’s second year since joining the Group, we plan to significantly boost
operating profit through synergies and other initiatives. Mr. Yamamura, the new president of TOTOKU, will
discuss the details later today.

That's all from me.

Next, Mr. Kawase will discuss our energy and infrastructure business.
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Kawase: | will now discuss our growth strategy for the energy and infrastructure business.

This is the diagram of the power grid, which | shared before. To reiterate, these green lines represent power
transmission lines, and the green dots represent substations that connect the various transmission lines.

Today, I'd like to discuss the future of the data center market. Since we view this as the cornerstone of our
growth strategy, I'd like to discuss it in detail.

In terms of market size, the domestic electricity market, including data centers, is projected to grow from
JPY150 billion in 2024 to JPY244 billion by 2030. The estimate is that the data center segment will grow from
JPY10.9 billion to over JPY30 billion, representing roughly a threefold increase.

While estimates suggest that the Japanese data center market will grow by 1.5 times to 1.6 times between
2024 and 2030, we believe the power infrastructure market will grow even more significantly.
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Our strength in the data center market is that demand for expansion is accelerating rapidly, and the hyperscale
data centers are expected to continue growing. | will discuss how to address this on the next page.

To recap, the power infrastructure market for data centers is currently valued between JPY10.9 billion and
JPY32.7 billion, representing a growth rate of approximately 20%.

When it comes to data centers, one of the biggest challenges for those building them is how to ensure a
reliable power supply and how to enhance communication infrastructure. Today’s presentation is about how
we plan to use our expertise to solve that challenge.

One of the major challenges in data center construction is that, as demand for construction surges and data
centers are currently being built at a rapid pace across the country, we must figure out how to capture this
trend. Other significant challenges include shortening construction timelines and securing a sufficient
workforce.

One of our proposals is a Y-splitter. Our connectors are highly unique. They are extremely small, lightweight,
and feature a simple design, and the fact that they require minimal assembly is a major strength of our
products.

We hold about 90% of the domestic market share for systems rated at 66 kV or less. Although these products
were originally developed for electric utilities, we are now leveraging this strength to expand our market share
in the data center sector as well.

The other one is e-Cables. This greatly simplifies the cable installation process. You can acquire the skills
needed to perform the work easily, even without prior experience, and in a very short period of time. Our
approach is to address the challenges in this market by developing SICOPLUS, a system that enables rapid skill
acquisition, while providing cables and connectors that are easy to install.

= SCRIPTS

Asia’s Meetings, Globally

8



BHATISEE HSDCTHEADH SR £ sl

Creating for the Future

HSDC&(C TR (154kV)EREMEATEZ-ARU
154kVE RzFFELUSAIMMEDESZEIEY .
HEBHEBRREL 1 4~5

F—HELy—-EE L TR H#tD154kvVUI1—->3> BRBERR 66kV | 154kv
Gk Dd% Y5y B REBDHLTE ] [P AP AP AP
>
(oo —ig L EE

le-Cable®¥E7E |
> 20254 L&
I [ETAMOSEESIN] T hn{E A
DT b
Bhatt RIS St

¥FY23-FY30 154kVOET AR

Bl == AT
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Earlier, | discussed the 66 kV system, but now, let’s talk about hyperscale data centers, which require 4 times
to 5 times more power than typical data centers.

4 times to 5 times that amount is roughly equivalent to the power output of a single small-scale power plant.
However, this means that the voltage must be upgraded from the current 66 kV to a higher voltage class,
specifically a 154 kV transmission system, in order to meet the demand. We would like to address this issue
as well.

Based on our internal data, we anticipate that by 2030, revenue from hyperscale data centers will account for
roughly 60% of the total, while other revenue will make up the remaining 40%.

We are currently developing a unique Y-splitter connection, which | described earlier, that supports voltages
up to 154 kV, and we aim to launch this version in 2028. The e-Cable mentioned earlier was already launched
last year.

Installation of 154 kV requires specialized skills, and we plan to allocate our construction staff to the job. As
noted previously, we intend to entrust the 66kV extra-high voltage work to partner companies, while our staff
will handle the higher-voltage 154kV work.

We are currently implementing initiatives to double our workforce by 2030.
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This is something | haven’t covered before.

While we do serve electric utilities, our strength also lies in the commercial market, and today I'd like to
discuss our approach to that sector.

In the private sector market, steel companies are currently preparing to make significant investments, which
are expected to drive overall growth in the private sector market by about 120%.

In the steel industry, steel companies are making various investments and upgrading their furnaces. Since
upgrading the furnaces requires upgrading the electrical equipment, the steel market is likely to grow by about
five times. We consider that to be our target.
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There have been two changes in the commercial market.

First, steel companies have been unable to get around to upgrading their cables. This is called an OF cable, as
described here. It’s a cable filled with oil, and replacing it with a CV cable is our first strategy.

Of course, since our cable manufacturing division has already discontinued OF cable production, customers
effectively have no choice but to transition to CV cables.

In addition, while power utility companies have already committed to replacing their CVs by 2045, steel
manufacturers are now facing the same urgency. We are entering a market where demand for CV
replacement is set to grow rapidly.

One issue that emerged is a shortage of engineering and construction resources in the steel companies. How
should we handle this?

Our strength lies not only in the design of cables and joints, but also in our ability to provide comprehensive
solutions in multiple areas, including installation and maintenance. We are currently offering these services,
and we are receiving a steady stream of inquiries from major steel companies.

On average, the market size is equivalent to about 30 km of cable per year. Over a 10-year period, that
amounts to approximately 300 km. To give you an idea of the scale, TEPCO has replaced approximately 700
km of overhead power lines in the past. So, | think you can imagine that a distance of 300 km is quite
substantial.

In terms of revenue, that amounts to about JPY5 billion annually, so we’re looking to capture a share of that
market.
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Another factor is the strategy to transition to electric arc furnaces. Under the government’s GX policy, this
transition will move forward in the future.

A single electric furnace requires a power supply with the same capacity as a power plant, and as demand for
ultra-high voltage increases, there will be a growing need for even higher voltages, such as 154 kV.

The challenge remains the same as before, but based on our domestic research, we estimate the market size
to be around JPY1.2 trillion through 2030.

Furthermore, with the transition to electric arc furnaces expected to continue for more than a decade through
2035 and 2040, we hope to enter this market, which is projected to be worth between JPY5 billion and JPY10
billion.

As | mentioned earlier, we intend to continue expanding our energy and infrastructure business by capitalizing
on the significant growth potential of this power infrastructure market, including the data centers | mentioned

earlier.

We will also aim to penetrate the private-sector market, where we have a strong track record, particularly
among steel manufacturers.

That's all from me.
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Yamamura: Next, |, Yamamura, will discuss TOTOKU'’s business strategy.

First of all, TOTOKU joined the Group last year, and as the vice president transferred from SWCC, | worked
closely with the previous management team for a year.

This year marks our second year as part of the Group, and | believe it will be a year that truly tests the value
of this integration under the new management team. | am committed to ensuring the success of this
integration.

Here are TOTOKU's three initiatives for this fiscal year.
One is TOTOKU's ability to develop new products and expand sales, particularly in the semiconductor sector.

Another key area is price rationalization and customer portfolio optimization. Since this is an area where
SWCC excels, we at TOTOKU are planning to try implementing what SWCC has been doing successfully.

Another key point is that, by joining the SWCC Group, we plan to focus on structural reforms and the optimal
allocation of personnel.

Specifically, regarding [inaudible], an area of expertise held by SWCC, SWCC will take the lead on that, while
TOTOKU will allocate all its resources and [inaudible] to our growth businesses. This is the approach we intend
to take this fiscal year.

As you know, TOTOKU has three subsegments: semiconductors, mobility, and industrial. As you are aware,
the semiconductor market is currently booming, particularly in the areas of Al servers and Al semiconductors.

Today, | would like to focus primarily on three key products within our semiconductor business: contact
probes, RUOTA, and TIW.
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First, let’s look at contact probes for the semiconductor business.

As mentioned earlier, in response to the growing demand for Al semiconductors, we intend to leverage the
materials and processing technologies of SWCC and TOTOKU to accelerate our comprehensive expansion and
the establishment of a production capacity expansion framework.

To recap, a contact probe is a very fine needle used in testing equipment. TOTOKU specializes in these straight-
type wire probes, which are used in packaged circuit boards—a segment traditionally referred to as the “back-
end process” —and holds approximately 35% of the global market share in this sector.

As we look to expand further, we intend to boldly tackle this upstream process, which we haven’t touched
before, by leveraging SWCC'’s technology.

On the right-hand side here, we have set a very ambitious sales target for contact probes this year: a 95%
increase compared to last year.

The business environment is currently very favorable. Although the market was slow to take off during our
first year after joining the Group last year, it has become very active since H2 of last year, and we’ve seen a
significant increase in inquiries.

Another major factor is that our diligent sales efforts in China have finally paid off, resulting in a significant
increase in orders and shipments to that market. This is the current business environment.

In contrast, for the current fiscal year, we are implementing production investment that is 1.5 times higher
than the previous fiscal year. We are enhancing our production capacity by utilizing our facilities in China, as
our customer base there has been growing, and then launching the products developed in the earlier phase |
mentioned earlier.

We hope to grow our semiconductor business in a way that meets customer expectations.
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Here's another unique product. There is a product called RUOTA, a high-performance coaxial cable.

As you can see in the image on the left, this is equipment from a major test equipment manufacturer. The
interconnected cables linking these devices are our RUOTA coaxial cables.

The strengths of this product include the 20% thinner width compared to conventional models and a
lightweight and low-loss profile. As a result, the use of this type of connecting cable is currently on the rise. A
too-thick cable is not compatible with some products, which is why we’re currently seeing a significant
increase in inquiries about this RUOTA from TOTOKU.

As | mentioned earlier, regarding our business environment, a leading manufacturer of semiconductor
inspection equipment has adopted our product for use in its mainframe systems. Although it took about ten
years to meet the various specifications required for inclusion, we have finally succeeded, and this has led to
significant growth.

We've been told that orders from other testing equipment manufacturers are on the rise, and that this
demand is expected to continue at least until 2030.

To that end, we are currently working hard on our production expansion plan. Since inquiries have been
steadily increasing recently, we have revised our investment plan to quadruple production, up from our initial
target of doubling it compared to last year, and we are working diligently to achieve this goal.

We've also been receiving various inquiries from new customers, so we plan to continue expanding our sales
in these areas as well.
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The third product is TIW, a three-layer insulated wire designed for power transformers in Al servers, or more
specifically, for the semiconductor industry.

Demand for servers is extremely strong, and when it comes to Al servers in particular, it seems that high-
capacity power transformers must be made smaller, thinner, and more heat-resistant. TOTOKU’s TIW product
is designed to meet these needs, and sales of this product are currently on the rise.

TIW is characterized by its small diameter and high heat resistance. Since these are used exclusively for servers,
we estimate that power transformers account for about 35% of the global market share, and as that share
grows, so will demand for this TIW.

As | just mentioned, the current demand in our core business is such that, with the Al server market expanding
rapidly, demand for compact, heat-resistant high-capacity power transformers exceeds our expectations, and
we have received orders amounting to about 40% of last year’s total.

While this is a happy cry of being unable to keep up with demand, as | just mentioned, we plan to increase
our investment in production capacity by 1.5 times as part of our FY2026 initiatives. Since we also have a base
in China, we intend to make effective use of that facility as well to meet our customers' needs.
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Finally, looking at TOTOKU’s business strategy for this year, a key feature is the balance between growth
strategies and structural reforms.

TOTOKU has had several owners over the years, which has caused some confusion.

However, while we are steadily implementing structural reforms, we possess highly unique and outstanding
technologies and products, and our client base includes some of the world’s leading companies. We therefore
aim to drive growth in operating profit by focusing on these areas.

Looking at revenue growth in this expanding business, one key area is the semiconductor sector, as mentioned
earlier. Our growth strategy involves integrating SWCC’s material technology with TOTOKU'’s microfabrication
technology to achieve comprehensive expansion in the semiconductor testing equipment market and to build
capacity through investment in increased production.

On the other hand, the mobility sector is currently at a standstill. TOTOKU and SWCC offer similar seat heater
wires, while TOTOKU’s production volume is significantly higher. Consolidating the SWCC-side heater wire
operations into the TOTOKU facility to enhance the synergy effect is currently in our plan.

Another key point is streamlining the organization and leveraging the Group’s management resources. As |
mentioned earlier, we plan to have SWCC handle whatever they can, with a focus on the [inaudible]
department.

| want to do my best to drive the growth of our business as the engine of the Group, leveraging TOTOKU’s
technical expertise and our customer base. Specifically, this fiscal year, we intend to do our utmost to achieve
a JPY1.5 billion improvement over last year’s results.

That's all from me.
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Question & Answer

Moderator [M]: We’d like to move on to the Q&A session now.
We have received two questions in advance, so I'll start by reading them out loud.
From Mr. Katsuyama at Goldman Sachs Asset Management.

Katsuyama [Q]: | understand that your company sources fiber from external suppliers. Have you encountered
any issues with procurement? Also, regarding the businesses you have identified as requiring improvement,
do you expect profitability to improve primarily starting next year, with performance for the current fiscal
year remaining on par with the previous year?

Kawase [A]: All right, I'll answer that.

First, regarding the procurement of fiber, as is well known, there is a global shortage of optical fiber, but we
have a diverse supply chain and have secured procurement channels from various fiber manufacturers, so we
are not currently experiencing any procurement issues.

The second question was about whether profitability for the challenging projects will improve next year or
later. We are currently addressing these challenges by implementing various measures, but you can expect
our profitability trends for this fiscal year to be on par with those of the previous year.

The wire winding business, which has been identified as an area requiring improvement, will result in the
closure of one of our factories. We have decided to close the Yamamoto plant in Miyagi Prefecture and are

currently making preparations for its closure later this year.

In addition, the market for general-purpose windings is facing intense price pressure, and we are taking steps
to improve profitability through negotiations with customers by securing better pricing terms.

The next area identified as requiring improvement is wire harnesses. Although we manufacture wire
harnesses at our facilities in China and Vietnam, the top priority in our structural reforms is the consolidation

and reorganization of our production sites, and we have already begun taking steps in this regard.

In addition, regarding our relationships with wire harness customers, particularly through our efforts to
engage with local Chinese home appliance manufacturers, we are working to improve profitability, as these
initiatives gain momentum. We won’t see the results until next year or later.

Moderator [M]: Thank you. The next question is from Mr. Nakao at Tokio Marine Asset Management.
Nakao [Q]: Could you give me an idea of the sales volume and profitability of contact probe pins?
Yamamura [A]: Thank you for the question. This is Yamamura, and | would like to offer my answer.

First, this is what a contact probe looks like. Please note that annual sales for this product are approximately
JPY4 billion.

As for profitability, in this industry, profitability tends to increase, as products become increasingly smaller.
While we are certainly working to increase production volume, we are also focusing on ramping up production
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of ultra-fine products, said to be as small as 15 microns, which only TOTOKU can currently produce. We aim
to improve our profitability through these efforts.

Moderator [M]: Thank you. Next, Mr. Tani from Mizuho Securities, please go ahead with your question.

Tani [Q]: | am Tani from Mizuho Securities. Thank you for the presentation. | have two questions regarding
the energy and infrastructure business and the semiconductor business.

First, regarding the power sector, you have outlined various sales expansion initiatives. | would appreciate
your explanation of the potential for improving profitability and profit margins. Given that the volume growth
driven primarily by SICONEX and SICOPLUS has likely been highly profitable, it seems that profit margins have
risen to a very favorable level.

This was around the time SICONEX launched and expanded sales of products like e-Cables and Y-splitters,
which would lead to further improvements in profit margins, and they were already making good progress.
Could you share your thoughts on whether there is still room to improve profitability further?

Kawase [A]: Thank you.

When it comes to profitability, SICONEX is our key strength. SICONEX has significantly improved its profitability
by leveraging its unique strengths in weight reduction and miniaturization, which other companies cannot
replicate.

Another area we are currently focusing on is the shift toward high-voltage work among our construction
personnel, as shown at the bottom of the document. Up until now, we have focused primarily on 66 kV and
77 kV systems.

However, when it comes to higher-voltage systems, such as 154 kV and 275 kV, we can obviously increase
profit margins by leveraging the SICONEX technology, and by shifting our construction personnel to these
projects, we can shift our focus toward the higher-margin segments.

Given this, | believe we can expect our profit margins to increase by another 1 percentage point or 2
percentage points.

Tani [Q]: So, improving the configuration within SICONEX is the key to that, isn't it? | think the expansion of
the e-Cable lineup and the Y-splitter connectors will contribute to increased sales volume and revenue, but
when it comes to efforts to improve profit margins, will SICONEX be the one to take the lead?

Kawase [A]: The Y-splitter connector is also based on SICONEX technology. So, although I've placed it in a
separate category, you can think of this as part of SICONEX as well.

Tani [Q]: Regarding the semiconductor business, you mentioned contact probes, RUOTA, and TIW. You’ve
been discussing increasing production, and | get the feeling that your current capacity for each product is
probably pretty tight. You are planning to quadruple RUOTA production compared to last year, but with other
companies aiming for a 1.5-fold increase as well, looking at such a growth rate, | imagine demand can quickly
outpace the supply before long.

Do you have sufficient capacity to meet that level of demand? If you plan to increase production volume
further in the future, please advise whether this can be achieved simply by adding production lines without
expanding the facility, and whether it is possible to do so while keeping lead times relatively short.

Yamamura [A]: Thank you for the question. | would like to address the question.
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As | mentioned earlier, with production orders increasing rapidly, our initial investment plan is proving to be
insufficient. As you pointed out, we’re also facing space constraints, so we’re currently working on installing
equipment while making the most of the available space.

In this case, the Ueda district of TOTOKU will be primarily responsible for capital investment. In addition,
TOTOKU has a subsidiary in Zhejiang Province called TOTOKU Zhejiang—some people refer to it as “Mini-Ueda”
—and basically, anything that can be produced at the Ueda plant can also be produced at that factory in
Zhejiang.

Therefore, we plan to make effective use of these resources, invest in the necessary equipment to meet the
demand we're seeing, and shorten lead times to better serve our customers.

Tani [Q]: While you anticipate an increase in fixed costs, given the current rapid expansion in demand, do you
have a system in place that allows you to negotiate prices effectively enough to fully absorb those costs? Or
perhaps this is an area where price negotiations are tough due to long-term contracts. Could you just confirm
that for me?

Yamamura [A]: | see. While all three of our main products have their own strengths, the RUOTA product in
particular has generated such strong demand from customers that they are asking us to increase production.
This means we will be able to fully recoup the costs of this investment through the product’s price. That is one
key point.

As | mentioned earlier, in the industry, contact probes with a diameter of 40 microns or less are classified as
thin, while those with a diameter of 70 microns or more are classified as thick, and the price difference
between the two is 2 times to 3 times. The narrower it gets, the higher the price; in other words, the greater
the added value.

Other companies handle thicker materials, but when it comes to 40 microns, there are only TOTOKU and
maybe one or two others. Therefore, we plan to focus our investment efforts here and improve profitability
by increasing production in this area.

Tani [M]: Understood. Thank you.

Yamamura [M]: Thank you.

Moderator [M]: Thank you. The next question comes from Mr. Ko from UBS Securities.
Ko [Q]: This is Ko from UBS Securities. Thank you for the presentation.

First, let me ask you a few questions about the contact probe. You previously mentioned that the adoption of
the four-terminal method would serve as a tailwind for the future growth of the contact probe market. | would
like to ask about the current status of your company’s technological advantages in this market, as well as the
adoption and progress of the four-terminal method.

Yamamura [A]: Thank you for the question, Mr. Ko. I'd like to answer your question.

As you say, as the market for contact probes grows alongside the development of chips that are even smaller
than the so-called four-terminal chips, we are seeing a surge in the production of ultra-fine contact probes—
those measuring 30 microns or less. Another major feature is that the number doubles when it becomes a
four-terminal system.
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This is an area where we intend to focus our efforts, so as | mentioned earlier, we plan to expand our
production capacity, with a focus on small items, to meet this demand.

Ko [Q]: Is it correct to understand that the four-terminal market is expanding steadily?
Yamamura [A]: As you may know, the Nikkei recently published an article reporting that production has begun
on Google’s TPU, a tensor Al chip. Since devices like those are also made up of extremely thin, microscopic

chips, we expect the use of four-terminal configurations to expand in that area as well.

Ko [Q]: Also, regarding the expansion of your front-end operations, given the competitive landscape in that
sector, the samples you’ve provided, and the fact that sales are set to begin this year, I'd like to hear your
thoughts on the market response, as well as your outlook on how much market share you expect to gain.

Yamamura [A]: We've already received orders for this product, known as COBRA, and customers are asking
us to ramp up production as soon as possible. Given that these products are sure to sell once they’re made,
we’re working intensively to establish mass production techniques and expand our production facilities, and
COBRA will play a central role in this effort.

As for cantilever-type devices and this MEMS technology, demand is already emerging in the field of new
testing equipment. As | mentioned earlier, this is where SWCC’s material technology comes into play.

Therefore, by effectively leveraging synergies with these partners, we hope to bring this project to fruition
within this fiscal year.

Since the concept has already taken shape to some extent, we plan to continue producing samples and
establish a system to supply them to our customers.

Ko [Q]: One last question: Could you share the current sales figures for three-layer insulated cables, even if
it's just a percentage of TOTOKU'’s total sales?

Yamamura [A]: TIW is a product characterized by the process of twisting together enameled wires, commonly
known as burned-in wires, and then insulating them in three layers with tape in this manner.

| suppose our annual sales are currently somewhere between JPY2 billion and JPY3 billion? As I've been saying,
I think it would be fair to think of this as an increase of about 40%.

Ko [M]: Understood. Thank you.

Yamamura [M]: Thank you.

Moderator [M]: Thank you. Next, Mr. Nakanishi from lyasaka Asset Management.
Nakanishi [Q]: Thank you for the presentation.

I’d also like to ask about TOTOKU. I'd like to get a better sense of the customers who buy this wire probe from
your organization. Since the focus is currently on back-end processes, | get the impression that your main
customers are likely different from the typical wafer-level test probe card manufacturers.

Just to give us a hint, what kind of particular products do semiconductor fixture manufacturers typically
produce?

Yamamura [A]: Thank you for your question, Mr. Nakanishi.
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While | am unable to disclose the company’s name, but as you mentioned, our major clients include
manufacturers that produce jigs for testing equipment.

In addition, since these contact probes are consumables that need to be replaced after a certain amount of
use, there are two scenarios: either the fixture manufacturer purchases replacement pins, or the tester
manufacturer purchases them directly.

Is that a sufficient answer?

Nakanishi [Q]: Regarding the applications driving demand right now, is it correct to understand that both logic
and memory are contributing significantly rather than one dominating?

Yamamura [A]: It used to be mainly logic, originally, but recently memory has also been growing strongly.
With both segments expanding, demand for test pins like these has been increasing.

Nakanishi [Q]: Looking at the situation among probe card manufacturers, | understand that HBM is a major
driver of the significant growth in the memory market. Is it correct to assume that HBM is also a major driver
of memory demand for TOTOKU’s wire probes?

Yamamura [A]: Yes. As for HBM, we’re seeing a significant increase in inquiries for the so-called fine-pitch
products—those with pitch sizes of 40 microns, 30 microns, and smaller—so | believe this is likely evidence of
growth in the HBM market.

Nakanishi [Q]: So that’s playing a major driving role, then.

Finally, you mentioned earlier that the increasing number of terminals is a major driver for these wire probes.
Is the underlying reason for this increase in the number of terminals the miniaturization of semiconductors?

Yamamura [A]: My understanding is that both miniaturization and higher capacity play roles. In short, given
the need to process massive amounts of data and the inevitable trend toward larger semiconductors, we view
the adoption of four-terminal technology as one of the means to achieve further miniaturization.

Nakanishi [Q]: So, increasing the number of terminals increases the capacity, right?

Yamamura [A]: Correct. That is my understanding.

Nakanishi [M]: Very clear. Thank you. That's all from me.

Moderator [M]: Thank you. Next, we have Mr. Shibata from SBI SECURITIES. Thank you for joining us.

Shibata [Q]: Good morning. This is Shibata from SBI SECURITIES. Thank you for the presentation. | have two
questions.

First, | would like to confirm this. I'm surprised to hear about the steel industry and other topics today,
something that was not covered before. Could you please confirm whether this growth in the steel sector has
been properly factored into the medium-term management plan?

That's my first question.

Kawase [A]: Of course, we factored that into the medium-term management plan. I've also included some
figures. However, we are currently receiving far more inquiries than we can handle. However, since the actual
implementation won’t take place until next year or the year after, we are currently in the planning stage.
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We've included figures through 2030, but as | mentioned earlier, | imagine the actual results will likely exceed
those projections.

Shibata [Q]: One more question, please. I'd like to ask about e-Ribbon, as there wasn’t much information
provided in today’s briefing, but given the current cable shortage, could you tell us how your company views

this situation?

For example, please let us know if there are any specific cases where there might be business opportunities—
or where there might not be—or where your company could capitalize on the current cable shortage among
major wire manufacturers to maximize potential gains.

Kawase [A]: As discussed previously, the main pillar of our business model is the sale of e-Ribbon.

We have two business models. One involves sourcing fiber, shaping it into ribbon form using our proprietary
technology, and then our customers will apply it to assemble cables. The other involves cable manufacturing,
where we produce and deliver finished cables directly to our customers.

Our core business is the sale of e-Ribbon.

Shibata [Q]: For example, with so many cloud service providers out there, major cable manufacturers are
already at full capacity. In such cases, are they turning to SWCC more often than before, or has that not
changed? What's your take on that?

Kawase [A]: We are currently in the process of making capital investments, and we are receiving a wide variety
of requests from our customers. We are currently planning and implementing investments to meet those
needs.

Shibata [M]: That's all. Thank you.

Moderator [M]: Thank you. Now, Mr. Ko from UBS Securities, please go ahead.

Ko [Q]: Sorry to ask another question.

Considering the e-Ribbon figures mentioned earlier, as well as this fiscal year’s sales targets and the plan to
increase production sevenfold by 2025 outlined in the medium-term management plan, | believe the targets
set in the medium-term management plan are already on the low side, or rather, there is room for them to
exceed expectations. Could you please discuss your thoughts on this, including the current situation?
Kawase [A]: Thank you.

As we discussed during the presentation on our medium-term management plan, we anticipate that e-
Ribbon’s revenue will grow at a CAGR of 38% from the current 2026 revenue level. You can expect that e-
Ribbon will account for roughly 70% of our total revenue of JPY35 billion.

Ko [Q]: So, is it fair to say you are making progress at a pace exceeding your plan?

Kawase [A]: That's fine. Based on our current sales projections, we are planning to invest JPY3 billion between
FY2026 and FY2030, and we are working toward that goal.

Ko [M]: Understood. Thank you.

Moderator [M]: Thank you. That concludes the Q&A session.
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Komata [M]: This is Komata.

| didn’t cover e-Ribbon in today’s presentation materials, and | received some questions about it. Regarding
the point about cable manufacturing that Mr. Shibata raised earlier, our e-Ribbon technology, which utilizes
a ribbon-like structure, is indeed our most competitive offering, and we are planning to increase production
of this product sevenfold starting from current levels as part of this medium-term management plan.

We've started receiving inquiries about cables, and there’s been talk that if we can produce e-Ribbon this year,
we should expand to cables as well, so that’s been included in this year’s plans. Therefore, if production of e-
Ribbon continues to increase, we can expect to expand into cables and increase added value, as outlined in
our medium-term management plan.

We've seen some growth in that area this year as well, and if we pursue it more aggressively, I'd like to add
that, as Mr. Ko mentioned in his earlier question regarding the 2030 sales, revenue and added value will both
increase in the cable sector, so we’d like to view that as an upside opportunity.

Moderator [M]: Mr. Komata, would you like to add something else?

Komata [M]: [inaudible], but according to the outlook for this fiscal year that | just discussed, profits are still
expected to increase by 4.3%.

As | mentioned today, while the power infrastructure market itself remains very robust, we maintain a slightly
cautious view, particularly regarding the supply chain, due to certain issues related to the Middle East.

However, as | mentioned earlier, the situation has been easing, and | feel we’re starting to see more positive
trends in terms of sales and inquiries.

In addition to its high-growth semiconductor business, TOTOKU also operates the core cash-cow businesses
as well as the industrial sector. We’ve made significant progress in improving that area through structural
reforms, so | believe this will be a year where we’ll see how much further we can raise the figure, starting
from a baseline of JPY28.5 billion, and | hope you’ll look forward to seeing the results.

Thank you for your attention today.
Moderator [M]: That concludes the analyst briefing.

We appreciate your continued support of SWCC. Thank you for your participation.

[END]
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Disclaimer

JPX Market Innovation & Research, Inc. (“JPXI”) reserves the right to edit or modify, at its sole discretion and
at any time, the contents of this document and any related materials, and in such case JPXI shall have no
obligation to provide notification of such edits or modifications to any party. This event transcript is based on
sources JPXI believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this
transcript does not purport to be a complete or error-free statement or summary of the available data.
Accordingly, JPXI does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness
of the information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which JPXI’s event transcripts are based, companies may
make projections or other forward-looking statements regarding a variety of matters. Such forward-looking
statements are based upon current expectations and involve risks and uncertainties. Actual results may differ
materially from those stated in any forward-looking statement based on a number of important factors and
risks, which are more specifically identified in the applicable company’s most recent public securities filings.
Although the companies may indicate and believe that the assumptions underlying the forward-looking
statements are accurate and reasonable, any of the assumptions could prove inaccurate or incorrect and,
therefore, there can be no assurance that the anticipated outcome described in any forward-looking
statements will be realized.
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PROVIDED ON AN "AS IS" BASIS. JPXI DISCLAIMS ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING,
BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR
USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-
INFRINGEMENT.
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or distributed in any form by any means, or stored in a database or retrieval system, without the prior written
permission of JPXI. JPXI’s content may not be used for any unlawful or unauthorized purposes.
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