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Notes: 1. This is an English translation from the original presentation in Japanese.
2. In this presentation, “Fiscal 2024” or “FY3/24” refers to the year ending March 31, 2024.
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1. Outline of Overseas Electrical Construction Material Business

Target vision

Contribute to sustainable, safe, secure lifestyles by promoting electrification worldwide

Number of
sites/employees

16 affiliated companies overseas, sales in 109 countries and regions / Approx. 11,000 people (overseas/
consolidated-basis)

Business history

1987 Established electrical construction material factories in Taiwan and Thailand, started (licensed)
production of fluorescent lights in Indonesia

2007 Acquired Anchor Electricals of India to accommodate the rapid expansion of the Indian market

2014 Acquired VIKO Elektrik of Turkey to expand the electrical construction material business in Turkey and to
the CIS, Europe, and Africa
Established a factory for electrical construction materials in Vietham

® Expanding wiring device sales in the trade sales channel, enlarge the peripheral products rollout region

SIUrRIEEy ® Particularly focusing on India, Turkey, and Vietnam as key countries with high market growth
For each Country Panasonic Panasonic Panasonic Panasonic
No.1 Approx. 40% Approx. 60% Approx. 50% Toshiba Approx. 80%
Schneider JIMBO
Market shares: _ Makel ,
(Wiring devices) India Turkey Vietnam Japan
' Schneider
Havells Legrand Xalotho
Wiring devices Switchgear Cable ~ Lighting fixtures

Main products
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1. Our estimates (2022)
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1. Outline of Overseas Electrical Construction Material Business

Overseas electrical construction materials account for 40% of EW’s EBITDA

 Three key countries account for 30% of the total, while India accounts for
20% of the total

FY3/23 EW Company sales FY3/23 EW Company EBITDA

Overseas electrical
construction materials

243.5 billion yen, 24%
\ Three key countries:

Overseas electrical
construction materials
30.4 billion yen, 41%

Sales

Three key countries:
o (India, Turkey, Vietnam) EBITDA (India, Turkey, Vietnam)
1,004.5 billion yen 118.7 billion yen, 12% 74.7 billion yen 21.8 billion yen, 29%

India:

India:
83.6billion yen, 8%

1.7Dbillion yen, 23%

1. Figures by location
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2. Medium-term KGI

Expecting 100 billion yen growth (3-year total), which exceeds original
mid-term business plan.

GDP d rowth (three key countries) +6.7% +5.3% +5.9%
+100 billio n.yen (Billions of yen)
Sales (Excluding special factors)+12% (Excluding special factors)+12% +12%
290.0 970.0
260.0 '
243.5 s
Growth in Growth Foreign 140.0
192.6 ] three key in other exchange 130.0

Growth in Growth Specialfactors 124 8 countries regions
three key  inother (Forex, etc)

Other countries_ regions
regions 102.6
Breakdown of increased sales
8
Three key High value segment 20%
countries? (Excluding special factors)+22% (Excluding special factors)+14%
- = - =
FY3/22 FY3/23 FY3/24 FY3/25 FY3/25
Results Plan Results Outlook Target  Original
EBITDA .
(Within, three key 23.7 > 30.4 > 32.0 —_— 38.0 mid-term BP
countries) (17.5) (21.8) (24.0) (28.0)
1. Figures by location
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3. Awareness of the Business Environment: Macro Environment

Expecting demand to continue to expand in line with population increase
and GDP growth, centering on the three key countries.

. _ Demand of
Population trends (assuming 2021 = 100): External environment Competitors wiring device3

(2021=2024)
105 India
: * Global top population
104 Vietnam @ (expected to continue to . 70 billion yen
= * Increasing presence of local -
) grow) . =100 billion yen
=« Promote govt. policies for PN (rENEle, G
o7 Japan housing supply
2021 2022 2023 2024 2027 =+ One of the Highest-growing
© market in Asia centering on * Rise of local companies 9 billion yen
Real GDP per capita (assuming 2021 = 100)? © manufacturing and service (Xalotho, etc.) =15 billion yen
g - > industries
141 Vietnam . Weak currency, high inflation » Expansion of global companies N
136 : . » Our company exports to 9 billion yen
India * The interface between Europe -
and Asia Europe, where global =11 billion yen
companies dominate
108 Japan c Declining in new construction » Our company is the top 62 billion yen
100 §- starts manufacturer =67 billion yen

» Complicating customer requests * solution shift at each company
2021 2022 2023 2024 2027

1. Calculated from medium projections of World Population Prospects 2022 . . . .
(Population Division, United Nations Department of Economic and Social Affairs) 2 [hal= (puisiseel oAl 202e)) &, Ol Gl CH el (Z022)
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3. Awareness of the Business Environment: Industry Characteristics

To contribute to social responsibility as a facility infrastructure business,
the success factors are advanced development, sales and supply capabilities.

Continuous supply of a wide variety of products, meeting deadlines,

Facility
Industry : : : : :
C“gft?gge“ AU and high quality according to the construction site.
Business Building an ecosystem with multiple stakeholders
Development and manufacturing > Sales >
Large scale investment, Coverage of
Cost competitiveness the dealers’/installers’ network

Local product development system
(Multi-variety/installation efficiency/
high quality manufacturing).

Proposal know-how for
developers and specifiers.

SCM operations
(development, manufacturing and sales collaboration)
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4. Medium- to Long-term Strategy
Combining refined knowhow in Japan with strengths in local production/
local consumption to solidify the position in high-volume segment and
creating a market in the high value segment.

Initiatives for development-manufacturing-sales

StrEe\r/1Vg|]?hs Refined knowhow in Japan integration and local production/
i : local consumption
(PrOdUCtlon teChnOIOgy and marketmg) X (Regionally-led planning, development, practices)
Development and manufacturing > Sales >

Reinforce the [ Equipment expansion/  (2) Expanding the dealers’/

business model Manugf'sllgl_turlngautqmation Salctes _Installers network and
for our strenaths capability (Instilling Japanese routes in-store share
S g manufacturing technology)
Q High-volume segment (3)
© (for trade sales channel) |RYe4¥| Demand determination using DX, reform of the logistics structure
Z Initiati f
nitiatives for Expanding the lineu
future growth (4 1 P % g Q) Building an account sales
: Product ayer up tor. Proposal structure for key contacts
High value segment | geyelopment control/solution-related capabilities
(for developers and ducts
specifiers) produc
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4. Medium- to Long-term Strategy

1. Figures and extension rates are based on wiring devices if not indicated.
2. Turkey/Vietnam figures for FY 3/24

Investing in solidifying our strong position in business and for further growth.

Major initiatives What we're going to do KPI FY3/23  FY3/25 FY3/31

. (Turkey 2
. . . . Ind :
Investment in line with Continued investment, Quantity of (India) e -
(1) market growth smart factory groduction 500 600
= — Manufactur- (million/year) 80 90 _
— % ing + Established India, Sri city factory (22) Increasing factory floors(Vietnam, Turkey) Doubling
2 el capability Production capital investment Introduction of automatic machines Equipment 30 80% 90 80%
£ € utilization rate % | 200 I
)
o v . ) ) (India)
o O 5 Expansion of Regional expansion from Numbér of 95 110
c c (2) trade sales channel key countries retailers
e wn Sales . . _ _ _ (Thousand stores)
- 2 » Expanding channel handling our products India - Africa Regional Development Turk
wn 2 routes . Strengthening CRM to establish sales base * Turkey - Europe expansion Exr(Jc;Jrrtery;tio 35% 40%
c T . .
2 _ Digitization/ Manpower saving and (India)
= (3) logisticS improvement accuracy Improvement by DX Stoggag?ys 46 38
g SCM . Dealer portal * iitf‘ aggtreg%ion ’ + SCM Planning using Al out of stock
= « Automation/Capacity . : , 0 0
_ mprovement Construction management app ratio 7% 6%
H - -
= . (3) t Expanding lineup Lineup ~ developing solutions i
roduc Electric  ® Wiri i !
&0 D | m:fet::;s o \évvivrlltr(]: SSXFCGS. Lumpl/lighting fixture ® Effective lighting Sales ratio of 20% 40%
= evelop- system products 0
_QC-’ ment System/Energy ® Home loT
- ® Solar ® EV charger
| -
S . . . (India)
s (5) . Strengthening Strengthening proposal making Development
Proposal project development sales ystem introduction pe(rsonn? 200 300
ersons

F_______Jiccapability
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4-1. Reinforce Business Model for Our Strengths: (1) Manufacturing Capability

Instilling Japanese manufacturing technology and achieving high quality
and high productivity in manufacturing line.

Example (India) Acquisition(2007) 2013 2016

Transition of Fi_rst generation S_eco_nd generation Tr_1ird generati_op _ Fourth generation
manufacturing Recruitment and human Localization anc_i transfer of Increasing prodqctwlty with Becoming smart factories

: resource development authority automation

Improvement

At the time of acquisition Current From now on
Unregulated manufacturing Cell production Automation by local initiative S enlie 2 e O aLioN)
. ) o ) loT connectivity

|

Not worker-friendly Latest mold manufacturing

- ’W"“. YR
. \ |

(darkland[nolworktables)
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4-1. Reinforce Business Model for Our Strengths: (2) Sales Routes

Increasing sales by expanding sales regions and sales channels
In each country

Regional expansion strategy Efforts to expand sales channels
from three key countries in each countr

(Number of retailers of
wiring devices)

Expanding retailers

E— CIS - Support for sales expansion 95,000 110,000
P | _ measures —*
Panasonic India - supporting local exhibitions
EW Turkey South Asia - Strengthening collaboration
- Middle . i throth DX elevaloz FY3/22 FY3/25
North Africa = .~ g&Panasonic Goutieast Al ek (Actual)  (Plan)
EW India
East Africa i _ :
Panasonic Establishing a solid sales base
EW Vietnam Turkey _° CRM enhancements
Asia hub y Expansion of sales channels in Europe
India  « Deployment routes to the Middle East and East Africa - Utilization of strategic products of wiring devices

Regional
characteristics

» Close to Europe, sophisticated design
Route to Europe, North Africa and CIS Vietnam

Large number of emerging countries
with high GDP growth in the area

Turkey Increase adoption rate by improving delivery times

- Further enhance SCM over the competition

Vietham
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4-1. Reinforce Business Model for Our Strengths: (3) SCM

Strengthening SCM through modernization and DX utilization
Example

(India) . . Order Information and
. . Sales information
India version tore Inventory Inform

\V4

F ANCHOR
Panasoria

~Cmitra Project "4 KANNA

sales

production Logistics

planning Planning anagement Management Promoting expansion to
/ \ system system system App overseas sales channels,
including India from FY 3/24

Panasonic

Transformation! Inventory information

Logistics bases‘]:-:[ -m Delivery

Consolidation of sites and Digitization of distributers’, Digitization of construction
iImprovement of warehouse operations dealers’ and retailers’ operations management
Distributers Eff|IC|ent order and == |
dealers  delivery management _—=_ A Improvement
retailers * Reducing the risk of soon T+ = of construction SR C==
stock shortages e quality and — Eﬁ:
Accurate sales and inventory information efficiency i
Our :
company © PSI Accuracy Improvement
Approximately 30% reduction in both logistics Improve operational efficiency and Grasping projects and
costs and inventory days (compared to 2018) reduce lost opportunities B2B sales information
1. PX: A key strategy, promoting at Panasonic, for strengthening the management base beyond the IT system transformation.
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4-2. Toward Further Growth: (4) Product Development

Continuing to expand product line-up and starting service business in the future

Establishing a development system for

Expanding system related products and
launch service related business BECUEEUEEY

new products

 Establishing a development system for local « Expanding product line-up through KNX1
production for local consumption in three « Development and examination of service businesses
key countries.
« Meeting local regulation and quality Residential Non-residential
) KNXt ke
Planning q‘ (Development base in Turk‘ey) ;]C’FA-; .
Develop Smart adopter o~ 2 o -
-ment
Quality
R&D Assess-
ment i =<
Further strengthening of the system and , RX >
expanding beyond the three key countries Smart EV charging Solar EPC?2

1. KNX: an international standard protocol for home building automation 2. EPC: Contract system to undertake facility construction work as an integrated project of design, procurement and construction
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4-2. Toward Further Growth: (5) Proposal Capability

Building account sales structure and promoting business development
by projects

Development of key account system Example (India)
Rudraksh International Convention Centre!

Building an account sales structure for development
- For developers, specifiers(architect office) and general contractors
- Further increase from the current 200 member staff

India

2L

Prestl
Pge BRI(JADE

sssss

5

'| \ \' \!_LnMg.L e

Implementatlon and operation of CRM for project
management

Strengthening direct sales ability for key contacts
Turkey - Government offices, hospitals and hotels etc.
Developing market for KNX non-residential projects

[Products] Achieving contributions with one-stop proposals
Lighting Equipment controls
=== ' [ . |

Winning to get projects by a spec-in activities for
upstream layer

- Developers, general constructors and subcontractors
» Expanding number of dealers for projects and B2B

1. A complex with a 1,200 person main hall built in May 2021 in Varanasi, eastern India.

Vietham
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5. Medium- to Long-term Objectives

 Cumulative growth investment of 100 billion yen

 Aiming for 40% of overseas sales ratio and 50% or more of EBITDA

composition ratio within EW

Sales ratio in EW
40%
24%

243.5 billion yen

Other regions
Three key countries

FY3/23 FY3/31
Results Target

EBITDA ratio in EW

50% or more

30.4 billion yen -

FY3/23
Results

FY3/31
Target

Investments
(until 2030)

Cumulative growth 100 billion Y €N (including inorganic growth)

(of which: 30 billion yen until 2024)

Panasonic

© 2023 Panasonic Corporation All Rights Reserved.

Panasonic Corporation 14/14



Panasonic



Disclaimer Regarding Forward-Looking Statements

This presentation includes forward-looking statements about Panasonic Holdings Corporation (Panasonic HD) 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 HD 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 HD 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 the spread of the novel coronavirus infections may adversely affect business activities of the Panasonic Group;
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 Group’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 including interest rate fluctuations; 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; occurrence and continuation of
supply disruption or soaring prices of raw materials or transportation; 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 Group highly depends on in BtoB business areas; the possibility of not achieving expected benefits in connection with the transition to a new organizational
system in which Panasonic is a holding company; 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 in Japan or other countries over trade, manufacturing, labor and operations; failures in
proper tackling of environmental issues or taking initiatives in responsible procurement activities in the supply chain; 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, 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
HD’s securities reports under the FIEA and any other documents which are disclosed on its website.
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