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To Become a True Global Company
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Today, September 15th, we are commemorating our 110th Anniversary. | would like
to thank all of our stakeholders, including employees and families, together with our
predecessors who have shaped the history of Sharp over these many years. A big
“Thank You” too, to our business partners and shareholders who support us on a daily

basis, and our customers who use our products and services. Thank you very much.

Our company is currently undergoing a transition from being a manufacturing
company of hardware and device, into a solutions provider combining hardware,
software and services. We are also accelerating managerial reform from a global
perspective. Our aim is to continue to work on this target together in order to grow
into a true global company. We want to become a brand supported by customers

around the world for the next 50, 100 and many more years to come!

In line with our 110th Anniversary, from today onwards until the end of the year, we
will conduct various promotions and campaigns at all global regions. Let us work
together to make our activities a great success, and use this as a stepping-stone to

further expand our business and increase our brand power.

1. Visiting ASEAN Bases

As | mentioned in my previous message, | visited Vietnam, the Philippines, Indonesia,

Singapore, Thailand, and Malaysia over two weeks, starting August 7th 2022.During this
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visit, | conducted observations of our sales bases and production plants, held
meetings with government officials, arranged business meetings with our dealers and

sales partners, and conducted market research.

This fiscal year, we aim to achieve 15% growth in global net sales in our Brand
business, and ASEAN will be one of the leading forces to achieve this growth. | am
expecting each ASEAN base to achieve their target of 20% growth in net sales year on
year. This can be achieved by expanding sales using high, added-value models with
effective promotions, and aggressively taking on the challenge to create new

categories of merchandise as well.

Meanwhile, for Sharp, ASEAN is an important region for our business from the
production point of view. | would like the members at each production base to review
your daily operations and utilize the resources available for further cost reduction.
Work together as a team and ensure continuous product quality improvement,
factory automation which is the future trend, and promote digitalization to further

increase the competitiveness of our products.

Of course, it is essential to have each sales base, production plant and BUs to be in
close contact with one another in order to realize such goals. Let us continue to work

as One SHARP to further develop our ASEAN business!

Also, from my visit to ASEAN this time, | was reminded once again of the youthfulness
and energy of our members at each ASEAN base. One of our business policies is HITO
management, and | would like to further cultivate our young personnel resources at

each ASEAN base to become a formidable driving force for Sharp.



2. AMEBRD R

S I3RE. EFEICBRL BERAMDPBSDOBEANZVNABSHETE
BPRBEBEL TV e ZHWIC, REBELBFEMICETICIRDEAZEDTE
D, 8AICIF. BRADIYRX—v—DETAICTOEIC T X FZRBRL TVWIEEE
LTco SEIGRBICR LI NL—ZV IS0 2BAEL. HEDETADEED
[ L Z RIS R— F L TWKE R T,

—hH. DRICA L TURE. ZBEOZICETEFLHD. BSDBENEEINEMN
BoTWBRABHZLWVWSE2L»2DTIEBVWTL LS, SEIOEMDEAZ. &
BIEFICRSY. 5—E. BRBEBDISRZIAXILTy AT ETomFICL
TWEEITNUIE=EWT S,

Ffe. TBED. @/ TRXE— Py POV TR (FHREBEERS) #BEL
TWETH, IXBEICIFI09F — L., STILHDISERHD F LT, 5%IF. &
BEA/BREHRNTOLREE., 2RBEERT. RBICEHOBKREE®*FE
LTWEY,

SERBVWEIEVWEETF—LICEVWTIE. BELEBIEL. SEHLELDEER
EED—BEZTLIFTLWL,TUVWEREEFLEVWERBWVWET L. S5 LIEERDEAZE
LT BIlRAFIBT7A T T7RFEORE. MDA HICBIFTLWELLYE
EXZTVWET,

3. BLLWEERRICEAR LT

SH. MBRED®HEK] CMINTCREIORIEE. BBMXEASTIARDICHE
DEL DEDCER/EZSHOBRLLETET, MBERIFER. BEETRZIE
ICEEZRIEL. ROMREBICHZ D TERERLTVW ] CIEIRENTED. R
MICHBITBIHREBE LT RD52ZHIF5NTVWET,

2. Strengthening Personnel Development

Currently, we are promoting plans to make English our official language in order to
create an environment where any nationality can freely express their skills and
talents. In August 2022, we had managers in Japan take the TOEIC test. From here on,
we will prepare training programs for the members according to their results, and

continue to support their improvement in English skills.

Meanwhile, | am concerned that many of you may be caught up with your work and
putting aside your own skill development. | hope you can take this opportunity to not

only work on improving your English but also work on further skill development.

Also, we started our start-up contest for new business proposals from July 2022
onwards, and we received entries from 309 teams and 871 members. Following
preliminary and secondary reviews by each BU and company, we will hold an all-

company review in December 2022.

| would like each team to continue to brush up your ideas with the aim to realize
viable and profitable business start-ups. | would also like to use such events as a
channeland a means to find new ideas and talent within our company and create new

opportunities.

3. Facing Harsh Business Environments

Mr. Kazuo lnamori, founder of Kyocera and known as the “God of Management”,
passed away recently. | would like to extend my deepest condolences. Mr. Inamori
used to say, “Recessions are opportunities for growth. Companies succeed by
reinforcing their strengths during recessions and preparing for the next period of

prosperity”. He raised the following five points as measures against recessions:
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(1) Every Employee Must Be A Salesperson

If allemployees from sales, manufacturing, R&D and also indirect support functions
work together, promote products to customers, and win orders for our products,
they will not only make our customers happy but will also gain an understanding of

how the whole operation works.

(2) Put All Your Energy Into Developing New Products

During a recession, customers also have more time on their hands, and will be
seeking new products. We must proactively visit customers and listen to their ideas
or suggestions for new products, as well as their complaints and requests regarding
existing products. We should take this information back to the company and find

ways to use it when developing new products or even whole new markets.

(3) Minimize Production Costs

When you think that a task is difficult, that is the very moment you must resolve to
radically change the way you do business. You must review and revise the
manufacturing methods that were taken for granted in the past; streamline the
organization by merging job functions to increase efficiency, and reduce production

costs.

(4) Maintain High Productivity

Move personnel who are not needed for production to another area. For example,
have them work on plant maintenance or attend training sessions so that the plant
will be better prepared once the economy recovers. It is important to maintain the

same high level of productivity that was achieved with great effort, in earlier times.

(5) Establish Mutual Trust
A company's true quality and strength are tested when it faces a crisis. A recession

provides the perfect opportunity to evaluate and improve the corporate culture and
interpersonal relationships in the company. It is vital to take advantage of this

opportunity to improve the corporate culture even further.
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As | have been explaining previously, our current business environment is extremely
harsh with the background of COVID-19 and geopolitical issues, creating decrease in
demand, inflation, and sudden changes in currency rate, etc. It is important for us to
take these challenges as an opportunity to improve our company structure in order

to recover business faster than others, once the business situation has stabilized.

I would like each business representative to keep the management philosophy of Mr.
Inamori in mind when going about your daily business operations. Let us all work
together to change this current challenge into an opportunity for future sustainable

growth.

4. End Note

We are down to half amonth in our first fiscal half where an extremely harsh business
environment continues to prevail. | would like you to continue to work on recovery
until the very end for the next two weeks, and put in your best efforts to increase

business results.
Let us all return to the offensive together from the second fiscal half onwards, and
make this 110th Anniversary year a turning point for the better, for our future

sustainable growth.

Thank you.



