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FY2020 Earnings Guidance
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l 1-1. FY2020 Consolidated Financial Results Forecasts 4

(Billion yen) FY2019 results FY2020 forecasts Change (%)
Revenue 741.0 675.0 -8.9%
Operating income 69.7 64.0 -8.2%
Income before 69.0 64.0 -7.3%
Income taxes
Net income 47.2 45.0 -4.7%
OP margin 9.4% 9.5% +0.1p
ROA 5.1% 5.0% -0.1p
ROE 6.8% 6.7% -0.1p
Forex rate (Jpy/usD) 109.1 108.0 -

Numbers less than 100 million yen are rounded.

Nitto
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1-2. FY2020 Segment Financial Results Forecasts 5
- FY2020 o
(Billion yen) FY2019 results forecasts Change (%)
] Revenue 318.6 275.0 -13.7%
Industrial Tape ——
Operating income 20.5 12.0 -41.5%
_ Revenue 398.3 370.0 -7.1%
Optronics —
Operating income 57.3 60.0 +4.7%
_ _ Revenue 27.1 30.0 +10.6%
Life Science —
Operating income -2.5 0 -
Revenue 26.9 24.0 -10.9%
Others .
Operating income -2.6 -4.5 -
o Revenue -29.9 -24.0 -
Corporate / Elimination —
Operating income -2.9 -3.5 -
Revenue 741.0 675.0 -8.9%
Total .
Operating income 69.7 64.0 -8.2%
Numbers less than 100 million yen are rounded.
Nitto
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1-3. Background of the FY2020 Financial Results Forecasts

m COVID-19’s impact on demand will be mitigated toward the end of the current fiscal year.
m Despite the increasingly difficult operating environment, Optronics and Life Science
should post a year-on-year profit increase.

[Functional Base Products]

- COVID-19’s impact on demand will be mitigated toward the end of the current fiscal year.

- Demand for general-purpose industrial materials and housing-related products is expected to
Industrial Tape decrease year-on-year.
[Transportation]

- COVID-19’s impact on demand will be mitigated toward the end of the current fiscal year.

- Unit production of automobiles is expected to decrease year-on-year.

[Information Fine Materials]
- As more people work from home, demand for notebook and tablet computers is increasing.
- Demand for TV sets and smartphones, on the other hand, is expected to decrease year-on-year.
[Flexible Printed Circuits]
- COVID-19’s impact on demand will be mitigated toward the end of the current fiscal year.
- Further efforts will be made to expand applications other than HDDs.

. . - The nucleic acid drug market is faring well, despite the impact of the COVID-19 pandemic.
Life Science - Contract manufacturing of nucleic acid drugs and related businesses are driving
performance of this segment.

- Demand for seawater desalination, as well as for various industrial applications and in the energy
field, is expected to decrease year-on-year

Nitto
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Nitto’s Responses to Disturbances
Caused by COVID-19
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2-1. Nitto’s Responses to Disturbances Caused by COVID-19 - 1 8

m Dual approach of “growth strategies” in markets with growth potential and
“restructuring” in shrinking markets

‘Demand that won
recover”

Mu

Eliminate

“Demand that will
recover”

Gen

Reduce

“Demand that will
grow”

Dai

Replace

-In response to anticipated
changes, decide to “eliminate
(Mu)"” from the 3C perspective

4

Restructuring
Re-engineer product portfolio
Compress assets, review

resource allocation

-Changes in customer needs and
competitors’ strategies
Analyze the business
environment

Improvement activities
Improve the break-even point and
marginal profit ratio (through higher
quality, yields and productivity, etc.)

-Opportunities bring about new changes
Emergence of a new group of winning
companies
New values offered by Nitto

4

Growth strategies/Innovation
Sanshin Activities, Niche Top
Strategy, M&A, open innovation,

\/R
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i

eallocating people; goods, and money
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l 2-2. Nitto’s Responses to Disturbances Caused by COVID-19 - 2 9

B Creating new innovation for growing markets to expand business

Next-generation
communication
(Optical fibers)

Next-generation
mobile communication
(5G, 6G...)

Environmental/
social services
Businesses contributing to
the environment and society
Circular economy

mobility
interface
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Next-generation

« Electrical « High-precision circuits « Nucleic acid drugs
component « CISFLEX® [ CMO ]
materials « Ultra-thin polarizers + Drug discovery + DDS

* Neodymium  Optical tape, REVALPHA
mag nets DDS: Drug delivery system
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l 2-3. Nitto’s Business Model that Drives Innovation

0

>

a project

1

o

Productization

10

C

«Inspirations»
W Seeds
(original technology)
W Needs
(customer-orientated)
B World trends, unmet
needs/desires

-

Utilizing the management
fund
New business creation
conventions

©2020 Nitto Denko Corporation. All Rights Reserved.

«Integrity + speed»

B Group-wide project
m Collaboration with
external groups

M&As
Venture capital
investment

B Sanshin Activities

-

Collaborations
Convergence

«Ability to realization»

B Resource commitment
(people, goods, money)

W Stable production

B ANT®/GNT®

Overwhelming shares
High profitability

o

Launch a business

10

Commercialization

100

«Criteria» Differentiation technology-:-Competitive advantage-
Growth potential

Map out strategies

Find ways to win

-

Nitto
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Optronics Growth Strategies
(1. Information Fine Materials)
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starting to pay off

3-1. Changes in the Information Fine Materials Market Environment ,,
m Diligent efforts to prepare for an anticipated maturing in the three major markets are

Trend Impact
Market from last on Nitto's Nitto’s status
year business
o Succeeded in entering (as an approved
Smartphones gsg:g”by approx. 1% vendor) the market for high-end OLED
models
Demand increased by
Notebook / approx. 10%, as more Substantial increase in sales with the
tablet ’ people are working from ’ growing demand
home and communicating (polarizers for LCDs, ITO films for touch
computers remotely amid the COVID- panels)
19 pandemic
Down by approx. 3% Commenced mass-production of polarizer
TV sets (flat overall through alliance with a Chinese manufacturer,
panel LCD TV , South Korean panel » responded to LCD manufacturer’s
sets) manufacturer withdrew production shift
from the business (monetized royalty income)

©2020 Nitto Denko Corporation. All Rights Reserved.
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l 3-2. The Smartphone Market and Nitto’s Performance 13

Unit production of smartphone panels
and the percentage of OLED panels MBS [HEREEIeE
® Became an approved vendor for high-end OLED
models

® The shift to OLED panels is expected to increase
the number of Nitto’s products in each panel.

[Nitto’s products in LCD/OLED panels]

LCD OLED

M units/year

2,000

2 pcs. 4 pcs.
Cover glass Cover glass
. Transparent adhesive resin
OLED ratio Transparent adhesive sheet
Circular polarizer
: P tection fil
1,000 |_- ‘ Backllght ‘ rocess pl;:)zec ion film
‘18 19 20 21 22 23 [Sales indices]
100 110-115

Nitto
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l 3-3. The Notebook/Tablet PC Market and Nitto’s Performance 14

% of notebook/tablet PC production
by high-end brands

® As PC demand increased due to cocooning and
_ more people working from home amid the
M units/year COVID-19 pandemic, sales of relevant products
350 increased.
- Polarizers for LCDs
- ITO films for touch sensors
® Secured high penetration in high-end brands

[Sales of related products (indices)]

100 140
Ratio of high-end brands FY19 FY20
200 Sales of polarizers for LCDs and ITO films for touch
18 19 20 21 22 23 panels
Nitto
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3-4. The TV Market and Nitto’s Performance 15

% of made-in-China LCD-TV panels Topics on Nitto, etc.

® Completed start-up of collaborative production line
with the Jinjiang Group (Kunshan, China)

M units/year ® Expanded technical alliances with other materials
300 manufacturers .
® South Korean panel manufacturer withdrew from
LCD TV panel business
80% ° L|cense( royalty income grew strongly thanks to
the “Roll to Panel” approach to polarizer
manufacturers
Made in [Optimizing the business model in the LCD-TV market]
TV polarizer Licensin
el businesg
business
Profit on Royalty
product sales income
Scrapped existing equip. for producing

polarizers for FPDs and invested in growth
23 fields instead. Committed human/financial
resources to Optronics

Nitto
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Optronics Growth Strategies
(2. Flexible Printed Circuits)
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HDD unit production

Additive process

building up plating

? .

( c1s
\/

Forming a conductor by

M units/year Terminals m Data centers
400 o
Declining due to
switching to SSDs
200
 mmmEEERERER
J 0 2015 2020 2025

About 17 in one HDD
High-capacity HDD for
data center

©2020 Nitto Denko Corporation. All Rights Reserved.

HDD (Hard Disk Drive)

Increasing due to
higher capacity
requirements

Data center

3-5. CIS (Circuit Integrated Suspension) - Key Product for Printed Circuits 17

Storage capacity of data centers

Magnetic tapem HDD NAND(SSD)

Z byte
2.0

Video replay, SNS, e-
commerce website,
business support

0.0

2018 2020 2022

Nitto
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18

l 3-6. High-Precision Circuits — Key Product for Printed Circuits

Sanshin activities from CIS

New demand

lﬂmﬁ

New Smartpnoncs » High-precision
0 0 & #"ts

HDDs -
vPhotosensitive | , ap5lving new base material

_IS N polyimide . N
'ﬂ_/\?‘d’ vAdditive wiring JJ v Adding mechanical property
vMetal base New technologies

material

Net sales: 100M JPY

No. 4 comnleted

mHigh-precision  CIS

circuits
500 CIS Shenzhen Factory
CIS mass  established .
production . Total investment JPY26.8B
started Completed up to Phase 3 of 4 Phases
0o of capex
1996 2000 2004 2008 2012 2016 2020

Nitto
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Life Science Growth Strategies
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3-7. Nitto’s Oligonucleotide Business 20

Nitto BioPharma

® Designing nucleic acid drugs siRNA
® Designing DDS
Cancer-selective

DDS: Drug delivery system. Iiposome formulation

siRNA: Small interfering RNA

NITTO/Klnovate Nuclelc acid
® Synthetic a } } } /
materials

—~
>
e L
g S
€ S
Qwn
%'c
>cn
o2
05
N

o)
c
85
g 5 Nitto Denko Avecia Nitto Avecia Pharma Services
(1)
G5 @ Oligonucleotide manufacturing ® Formulation (Sterile fill & finish)
U c .ﬂ c ") . r—f
© tr S 0o o Formulation Sterile ( ﬂ
S 2 g BE > analysis fi &=y
- = o> © . ill &
S E &s g Bulk analysis finish s -
wn o
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cancer and other major diseases increasing

® Nucleic acid drug clinical cases
g 173

143
120
98

2014 2016 2018 2020

Commercially Clinical trials
approved (Ph2/3)

m Rare diseases
Common diseases
Major diseases

©2020 Nitto Denko Corporation. All Rights Reserved.

Business model Nitto seeks

3-8. Nucleic Acid Drug Market and Oligonucleotide Contract 2

Manufacturing Business
Momentum maintained, clinical cases of

Sustainable revenue base
m Nitto’s share in clinical cases

Synthetic Oligonucleotide
materials contract mfq.

New commercial Total sales:
approvals JPY30B+

® Commercial drugs
Clinical drugs

} Capacity ramp-up

— _ Investment
requirement
JPY10B
2020 2025

Nitto
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l 3-9. Expectations for Nucleic Acid Drug Discovery 22

m A breakthrough for diseases on which existing drugs do not have
much effect

Elucidating life principles — Evolving to definitive care

Nucleic acid
drug

O Taken orally O Minimal side effects O Chemical synthesis O Cures intractable
A Side effects A Complicated mfg. for stable production diseases
concerned (biosynthesis) A DDS*2 required A Safety yet to be

DDS: Drug delivery system, mRNA: Messenger RNA established

Nitto
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3-10. Progress in the Life Science Business (FY2019/2020) =3

DDS: Drug delivery system. KRAS: Kirsten rat sarcoma viral oncogene homolog

Clinical study underway by

Hepatic

Bristol-Myers Squibb
cirrhosis Studies for non-alcoholic steatohepatitis (NASH) is

planned to start in ‘21

S
S
>
T g Phase 2 int'l joint study underway
S S Pulmonary : ) _
© O fibrosis Japan added in Mar. ‘20 to accelerate the studies
I — To obtain license by 22
L5
g Phase 1 clinical trial underway
< KRAS mutant 1st half completed, preparing for 2nd half
cancers — Licensing DDS technology to monetize the business

Applied to drug
discovery Negotiating with multiple

companies for licensing
Cooperation Licensing DDS technology to monetize
the business

Nucleic acid DDS design
technology

Nitto
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l 3-11. Collaboration with External Organizations 24

m Accelerating the development of nucleic acid drugs through collaboration
with external organizations and experts

Hokkaido University Osaka International Cancer

Institute
Since 2008 2019
Nitto’s base Nitto Denko Corporation Collaborative research department for
Hokkaido Laboratory development of new nucleic acid drugs
Topics Intractable cancers, fibrosis, DDs Intractable cancers, rare cancers

DDS: Drug delivery system

Nitto
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Technology Strategy
(Initiatives for New Businesses)
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4-1. Corporate R&D Sector

m Promote R&D activities with technology, IPs, and processes joining hands

26

-

Corporate R&D Div.

Core Technology
Research Center

Adhesive Technology
Research Center

Sustainable Technology
Research Center

Optical Technology
Research Center

Nitto Denko
Technical Co CAUSA
Qingdao Tech. China

Research Institute

Corporate R&D Sector

New Business Devt Div.
Information Interface
Business Promotion Center

Optical Communication
Business Promotion Dept.

Neodymium Magnet
Business Promotion Dept.

Nitto Denko

Asia Technical Center
Singapore

Nitto Innovations CA,USA

Innovation Marketing Center

Nucleic Acid Medicine Div.

Life Science
Research Center

Nitto BioPharma cA,usa

Hokkaido Laboratory

Next Generation Mobility Center

Technology and IP Strategy Div.

Manufacturing & Production
Engineering Div.

~

_/

©2020 Nitto Denko Corporation. All Rights Reserved.

R&D Dept. in Business Sectors

Nitto
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. 4-2. Direction in Which Nitto Should be Heading 27

m Stable and sustainable growth through the creation of new businesses and
utilization of IPs to diversify the revenue model

Technology/process development Intangible values
vmi Itra-thin icensing icensing
er?‘ayr:étl polarizing out the EEngineering
& films pipeline nowhow,

POF: Plastic optical fibers

Raw

: m rial
TR aterials Components Products

The traditional
Nitto position

New business creatio} Service management

icensing in Roll

to
Panel

external

Tech. Expansion of the business field from

an intermediate material manufacturer

Nitto
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. 4-3. Utilizing IPs to diversify the Revenue Model 28

m Multiple positive outcomes from the new revenue model utilizing IPs

Licensing out the pipeline Licensing engineering knowhow

NASH: Non-alcoholic steatohepatitis

Hepatic cirrhosis TEChniC?I
(NASH) - suppor HANGZHOU
B I

ristol-Myers

z JINJIANG
Pulmonary : Nitto
fibrosis HEE> Squibb < GROUP

JPY15.0B
Service management Roll to Panel
Integrating customers’ and Nitto’s processes to Having others commercialize IPs generates
improve their P/L and B/S = more value than doing so in-house
Offered to ———
0 / other companies
— ) Reaping gains
Shlpplnr%l?;)larlzer Cut and laminated by on sale

LCD manufacturers

Nitto
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. 4-4. The Three Key Areas for New Businesses 29

m Strategically investing management resources to advance the business

portfolio

Information
interface

Infor. input process
Output

©2020 Nitto Denko Corporation. All Rights Reserved.

Next-generation
mobility

&,

H

Becoming an integral
supplier for transport
equip. manufacturers

Life science

5
aca XK

Expanding challenges
to advanced medicine

Nitto
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. 4-5. COVID-19-Induced Changes in Demand in the Three 30

Key Areas
m Evolution being accelerated, boosting emerging demands in Nitto’s key areas

RNA: Ribonucleic acid , CASE: Connected, Autonomous, Shared, Electric (vehicles)

Information Next-generation Life science
interface mobility

Expansion of Less important Genetic
ICT overall for people to diagnosis

Working from move
home CASE=CA(S)E

Virtual Unmanned RNA vaccines
experience logistics service

Gene medicine

Telemedicine
e-commerce Drones

» » Nitto provides technology, products, and services that
contribute to society even in Covid-19 pandemic

Nitto
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. 4-6. Pursuing New Businesses in Response to the Changes s
Brought About by COVID-19
m Building technology bases for broad application / Modifying our focus to

meet the changes / Seizing opportunities for new businesses Introduced on
Markets with growth potential \’ the following

Category Information interface Next-gene. mobility pages

Comm. @ata centers)CE-payment) Al surgery g J J
) (5-commerce) Remote Tools Comected cary | FOR/Low

éssistive robob dielectric

Dfones (lo isti§s substrates
i) (1o e Coar ) *~ Neodym
eodymium

(

Driving

magnets
*~_ Flexible
SENsors
c?eevrilz(e)ls‘ e Nucleic acid/ _
DDS (Appllcatlons Wlth>

growth potential

DDS: Drug delivery system, RNA: Ribonucleic acid , POF: Plastic optical fibers

Nitto
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4-7. Plastic Optical Fibers (POF) 32

m Need for POFs can be found everywhere in the growth markets

4 ARG

B

Real-time treatmen

Telemedicine

Competing

Properties POFs

Heat resistance
Flexibility (R) I 2.5mm I 2.5mm High-definition
Noise immunity I © I O e 2 k . endoscopic surgery,

Workability 1.5 min 1.5 min
L (connector joint) ) ) ’ .

XNitto’s figures are development targets. POF: Plastic optical fibers GOF: Glass optical fibers

Nitto
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<] ~100GBpS
3 | Faster signal
o speed
S
= ~20Gbps
©
L
c
=2
£ ~1Gbps “
£
o
O
3G Gpbs: Gigabits per second
2G
1G a
Voice Text ';2?1%’:

1980 1990 2000 2010 2020 2030

©2020 Nitto Denko Corporation. All Rights Reserved.

4-8. Low-Dielectric Substrates

£ 4.0

33

Low-dielectric
layer

Nitto’s low-dielectric
substrates

Cu

- Low-dielectric
‘Iayer\ -

Cu

Combining Nitto’s
core technologies
Polyimide

Porosity forming
process

PTFE:RUF NS ADOIFL > LCP:i&&RUY—. FPC:Flexible Printed Circuits

Smaller transmission

. LCP material |oss Previous FPC
PTFE resin =, competing material
polyimide material
O Nitto’s low-dielectric substrates
Dielectric
0.001 0.002 0.003 0.004 0.005 0.01 loss
tangent

Nitto
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Capex and R&D Expenses

Nitto
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l 5. Capex and R&D Expenses

35

B Capex being curbed due to demand declines resulting from the spread of the COVID-19 pandemic
m JPY34.0B set aside for R&D (unchanged from FY2019), to promote new business creation, etc.

64.4 58.9
I I 50.0

(Billion yen)

60.4

47.2
36.5

2015 2016 2017

©2020 Nitto Denko Corporation. All Rights Reserved.

2018

2019

2020
(Plan)

(Billion yen)

Ratio to sales 4.6% 5.0%
41% 4.0% 400 338 340

3.6%
32.1 32.0
31.2
30.4 I I

2015 2016 2017 2018 2019 2020
(Plan)

Nitto
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Shareholder Returns

Nitto
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6. Shareholder Returns (Dividends) 37

B Our basic policy is to return profit to shareholders in a stable manner.
B We are planning to pay an annual dividend of JPY200 per share for FY2020. We have

completed share buybacks in the amount of approx. JPY50.0B in 2020.

Yen

250 Bl Interim dividend per share 200
B Year-end dividend per share 180 (66%) 200
200 Numbers in ( ): consolidated payout ratio 160 (43%)
150
140 (38%) (30%)
150 120 (28%) 100 100
100 100 100 (25%) 90
(53%) (38%) (32%) 80
100 -
50 50 50
50 30 90 100 100
50 50 50 55
0
2011 2012 2013 2014 2015 2016 2017 2018 2019 2020
(Plan)
Nitto
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Nitto’s Management Approach to
Shaping the Future

Nitto
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7. Geared Toward Renewed Growth

39
Forward-looking policies to achieve a new round of sustainable growth
Nitto’s winning formula: “Deepening”

Creating ANTs and GNTs

Reinforcing Sanshin Activities to develop a customer-

oriented business model

* Win by expanding the value chain

* Win by converging technology/business domains

* Win by leveraging software/IPs
Structural x rortfolio-management * Developing more market- Growth

* Determining the direction to leading products .
refoum take * Creating new strategies

with non'?rOﬁtalble bUSIi(nesseS businesses/products
Divesting from loss-making :
businesses,/products, etc. % Conducting M&As and external

* Productivity reform alliances

Solid management infrastructure
Capital-cost-conscious / ESG-conscious management

Corporate Philosophy / The Nitto Way

Nitto
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Nitto

Innovation for Customers

The performance plans and forecasts presented in this material are based on
management assumptions made in light of information currently available, and hence
contain latent risks and uncertainties. Accordingly, actual results may differ from these
performance plans due to various factors.
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