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 I will call the name of the business C&P, for short.
 The goal of C&P's Medium-Term Business Plan 2022 (for which FY2023/3 is to be the final
year) is to shift the business model toward growth.
 KPIs are shown in the lower right graph. In the Components area, which consists of
automated machines and printers, we will aim to increase sales via partners.
 In the Platforms area, which consists of the EMS Group, we will aim to expand sales of
overall manufacturing comprehensive services.
 The goal of Medium-Term Business Plan 2022 is to increase the ratio of sales in these two
focus areas from one-half to two-thirds.
 After this, I will talk about growth strategies for our focus areas.
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 In the previous fiscal year, due to the COVID-19 impact and its prolonged duration, KPIs
for business model shift was delayed by a year.
 The main reason for this was a delay in the recovery of demand from our main customers
for our comprehensive manufacturing services. In addition, in the business via partners,
orders for equipment for distribution and retail were lower than expected.
 However, structural reforms to support growth in the current fiscal year are progressing as
planned.
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 First, I would like to talk about the business environment in our society and in our clients'
companies.
 There is a trend of focusing management resources on core processes, a shift is occurring
from products to services, and the importance of connecting cyber and real is being
questioned.
 In this environment, we are developing our Components business, which provides
terminals and modules for automation and labor saving, and our Platforms business, which
provides manufacturing itself as a service.
 The key word for growth is to support the society in the background. Our products and
module services have been provided under the OKI brand, but we aim to provide them
more widely to our partners in the future. Through this business model shift, we aim to
grow our C&P business.
 In this mid-term plan period, there are 3 areas that we will focus on in particular: products
for partners, operation services, and DMS. In order to achieve these goals, we will
concentrate our 700-person development team, which were established through the
integration of the 3 businesses, and global production bases into priority fields.
 In order for OKI to be recognized as a partner by our customers, we must play a supporting
role, but I believe that we cannot be trusted without knowing the market. We would like to
enhance marketing and increase our resources with the new Business Collaboration
Promotion Division centered, in order to gain the trust of our customers.
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 I would like to talk about our two growth initiatives in the Components area, products for partners
and operation services.
 In the past, we have mainly focused on providing products in the financial market, but we will now
shift our focus to the new fields of distribution, retail, and even medical care, where growth is
expected.
 As for products for partners, a number of development projects are currently underway
simultaneously, with product launches scheduled to begin in the second half of this fiscal year.
For this reason, we have significantly increased our investment, and at the same time, we have
shifted the allocation of investment from traditional areas to retail devices, which is our focus area.
 On the other hand, we have an installed base of many devices in Japan. We are shifting our
business model from the footprint we have built through product sales to the form of operational
services.
 Looking at the current application status of the service, it is still at about 20% of our footprint, and
we recognize that there is still room for expansion. We will continue to update and expand this
operation service as a solution to the recent needs of our customers for operational efficiency.
 In this way, we intend to aggressively shift to the retail and recurring domains. To this end,
preparations for product development and service menu development are progressing as
planned, and we have already received a large OEM order for retail, as just one example.
 In addition, our operation services have been mostly provided to the financial industry, but we are
now approaching other industries as well, and we would like to expand our services by utilizing
the know-how we have accumulated through ATM operations.
 Here, too, OKI must have market knowledge in order to be trusted and recognized by customers.
We recognize that marketing is the key in this field, as well.
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 I would like to talk about two measures: expanding the process and scope of the platform
area.
 Process expansion, as we have already announced, means that we will expand the
processes that we can be entrusted, including product development and design, these
upstream processes, as well as downstream processes for maintenance services, although
so far, we have only been entrusted with production.
 By expanding the scope of our business, we mean that we will take advantage of the effects
of the integration of the 3 businesses, especially mechatronics technology, to expand the
scope of orders from mainly PCB mounting to units and finally to the entire equipment.
 In response to these measures, we have been fortunate to receive a lot of inquiries and the
number of business negotiations has been steadily increasing. However, the order rate has
been stagnant, and we believe that there is still room for growth.
 We believe that, regarding the issue of how to capture these strong opportunities, we are
lacking responsiveness in each process. We would like to strengthen our business
negotiation, development, and production capabilities throughout the current medium-term
business plan.
 As for the delay in the recovery of demand from our major customers, as I mentioned at the
beginning of this report, this segment has been recovering rapidly since the fourth quarter of
the fiscal year under review, we received more orders in the semiconductor equipment field
in March and April than before.
In this way, by expanding the process and the scope of coverage, we will strive to grow the
business of comprehensive manufacturing services.
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 So far, I have talked about the growth strategy of the focus areas in C&P. Here is the
essence of the content, including the time frame. The dashed line indicates the
development investment phase. We will concentrate the development resources we
have consolidated through the integration of the 3 businesses into focused areas. The
solid line indicates the revenue contribution phase. The products and services we have
developed will expand sales and contribute to earnings as growth drivers.
 In the Medium-term Business Plan 2022, we will make upfront investments in our focus
areas, as well as in existing areas and additional areas. "Additional areas" refers to the
first part of our focus areas. We will secure revenue here.
 In the next medium-term plan, we will aim to boost our top line through mass
production of DMS and products for partners created by the investments we have
made as described so far.
 Unfortunately, the recovery in profitability has been slow due to the unprecedented
business environment caused by COVID-19, but we are making steady progress in the
measures to build a foundation for growth, which is the most important activity in the
Medium-Term Business Plan 2022. In spite of the difficult situation, the performance of
the fourth quarter of the fiscal year under review alone was significantly better than that
of FY2020/3, due to a combination of risk-averse demand in response to the recent
instability in the supply chain.
 Therefore, we are determined to achieve business growth by implementing the
structural reforms, investing in advanced development to expand our top line, and
conducting solid marketing.
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