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The Progress of Sharp’s
Medium-Term Management Plan

Aiming to Strive Forward
from Restructuring Stage to Re-growth Stage

May 12, 2014
Sharp Corporation

Basic Strategy of Medium-Term Management Plan and
POSltlonlng Of FYZO 14 *Same slide from last year’s presentation

- Maintain Basic Strategy of Medium-Term Management Plan implemented May 2013.
- Speed up the actions to strengthen corporate structure for the re-growth.

Restructuring stage

Rl e
FY2012 2H FY2013 FY2014 FY2015

Operating income Net income

Operating

surplus surplus Strqngth(_en income ratio Recovery and
(Accomplished)  (Accomplished) = Profitability 5% Growth
v (Return to bond

market)
Basic Strategy (Changes implemented with the medium-term management plan)

@ shift to “advantageous markets and fields”
@ Exit closed innovation and aggressively utilize alliances
9 Enforce executions by innovating governance system
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The Progress of “5 Major Plans”

SHARP

5 Major Plans to Realize Recovery and Growth

u Restructuring Business Portfolio
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Directions of Innovation per Business

Digital Information
Equipment

Communication
Systems

Health &
Environmental
Equipment

19npo.Id

Solar Cells

Business Solutions

" Business | Bwcpoly | ek

Focusing on profitable
businesses and areas

- Focus on large-size LCD TVs
- Improve profitability of TV business in Europe and
blu-ray business

Focusing on the domestic
market

- Maintain and enforce the No.1 domestic maker position

by strengthening products

Concentrating resources
overseas

- Business expansion by shifting emphasis to ASEAN
by forming the most powerful supply chain in the area

Implementing restructured
and innovating business
models

- Shrink businesses in Europe and U.S. and focus on the
domestic market
- Shift to a energy solution business system

Sustainable growth as a
cash cow business

- Develop office solutions of MFP / display collaboration

including consideration of forming alliances

Display Devices
(LCDs)

Electronic Devices

Shift to a growing force
driver

- Stabilize profitability by enforcing relationships with
major clients
- Expand added value zones with higher profitability

Concentrating on No.1
categories

- Thorough concentration on camera module and sensor fields

- Expand added values by built-in / systemization

*Same slide from last year’s presentation

SHARP

The Achievements in Each Business Area - 1

W ievement / Challenges Future Directions

Digital
Information

= Improvement of profit in LCD TV business
= Improvement of profit in blu-ray business
by further restructuring

Equipment

«Difficulty in expanding large-size models
=Reduction of profitability in Europe’s LCD
TV business

[Basic Strategy]
Focus on the higher profit-margin business / region
[Actions]
=LCD TV strategy to expand large-size/ high
resolution models
=Further restructuring of TV business in Europe

Communication

Systems

= Maintained No.1 position among Japanese
manufacturers in Japan market with the
launch of smartphone “EDGEST” using
narrow-edge design display in Japan and
improved cost competitive strength by
applying common-specification and
reviewing the operation management.

=Market changes commaoditized smartphone
market in Japan.

[Basic Strategy]

Strengthening the collaboration with mobile phone
operators and cultivation of the new businesses

[Actions]

= Offer a differentiated smartphone product by
strengthening the collaboration with mobile phone
operators

=Promote new business using Sharp’s
telecommunication technology

Health &
Environmental

= Advanced the operation schedule of
Indonesia new plant.

=Expansion of air purifier business in China

=Adapt to the demand increase before the
raise of consumption tax in Japan

Equipment

S M S M S

=Slowdown of the business in ASEAN region

=Slow demand in Japan after the raise of
consumption tax

[Basic Strategy]

Invest business resources strategically for the
overseas business

[Actions]

= Adapt to the ASEAN region potential growth with
all-company based support, led by the newly set
Asia-Pacific Group.

= Innovate the market with new category products

SHARP




The Achievements in Each Business Area - 2

Achievement / Challenges Future Directions

POl Focused the resources in Japan, and [Basic Strategy]

Es achieved highest record sales Speed up the transition to energy solution business

3 = Terminated the solar module production

3 in Europe and the U.S, and innovated -

- %h les of Home Energy M t
Solar Cells *Expand the sales of Home Energy Managemen

System(HEMS) including battery.

fsJl *Adapt to the price decline of industrial- = Raise the proportion of value-adding businesses,

9 use modules affected by the entry of such as improving the proportion of EPC*? |

g Chinese manufacturers in Japan solar IPP*2/0&M?*3sales for mega-solar projects, with

Rl cells market value-added proposal

=Expansion of printing service business in
convenience stores (in Japan)

=Solution business proposal using unique i
displays and digital equipment networks [Basic Strategy]

=Restructuring and consolidation of the sales Innovation toward office solution business
companies to strengthen at Sharp Business
Solutions (sales company in Japan) for
further expansion of B2B business [Actions]

SIUBWAABIYIY

Business

Solutions . . i .
- Adapt the business scheme to the =Speed up the transition to be a solution provider,

;; transition of paper-less trend focusir}g on the gnhancement of the efficiency in
@l - Secure MIF (Machines in the field) to the office operation
e face the acquisition of dealers by

competitors

%1 EPC: Engineering, procurement and construction business %2 IPP: Independent power producer business

SHARP %3 O&M: operation and management business

The Achievements in Each Business Area - 3

Achievement / Challenges Future Directions

= Improvement of profitability in LCD [Basic Strategy])
§ business Transition to be the growth-driver business
g =Expansion of business with Chinese [Actior)s] )
EQll  smartphone manufacturers » Stablize the orders by strengthening the
. . ZAl + Secure the profit in the engineering relationship with major clients including newly
Display Devices business acquired clients
(LCDs) . Impr0\_/e the profitability.by accelerating the
+ Strengthening of the relationship with expansion of the proportion of small- and
% major clients and business expansion medium- sized LCDs at Kameyama No.2 plant
5l - Further improvement of the proportion =Expand the value-added zone in addition to
e of small- and medium- sized LCDs in strengthening the cost efficiency in the volume-
Kameyama No.2 plant zone
=Business expansion of camera modules [Basi )
g mainly targeting major clients Basic Strate q
= Focus on the No.1 category business
§ =Development of new sensors and LED
& components with high color .
. Z ponents g [Actions]
Electronic reproducibility )
=Strengthening the cross sales of LCDs to
Devices accommodate the order expansion from Chinese

smartphone manufacturers

=Strengthen the development of new category
products and user support system to create new
added values

=Expansion of sales (camera modules /
various sensors ) to Chinese smartphone
manufacturers

sabua||eyd
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Directions of Innovation per Business

(Italic: revised part from last year)

Digital Information
Equipment

Communication
Systems

Health &
Environmental
Equipment

19npo.Id

Solar Cells

Business Solutions

I B

Focusing on profitable
businesses and areas

= Improvement of profitability in Europe TVs business

~Promote LCD TV strategy to expand large-size / high
resolution models

Strengthen the collaboration
with mobile phone operators
and create new business

-Offer a differentiated smartphone products by strengthening the
collaboration with mobile phone operators
~Promote new business using Sharp’s telecommunication technology

Concentrating resources
overseas

~Adapt to the ASEAN region potential growth with all-company
based support, led by the newly set Asia-Pacific Group.

Accelerate the transition
to energy solution
business

~Expand the sales of HEMS including battery.
~Improve the proportion of EPC, IPP, O&M sales for mega-solar
projects

Innovation of office
solution business

~Innovate the business scheme focusing on the efficiency of office
operation with the possibility of collaboration with IT companies

Display Devices
(LCDs)

Electronic Devices

SHARP

Shift to a growing force
driver

~ Strengthen the relationship with major clients including newly acquired
clients

“Improve the profitability by expanding the proportion of small- and
medium- sized LCDs at Kameyama No.2 plant

Concentrating on No.1
categories

~Strengthen the cross sales of LCDs to accommodate the order
expansion from Chinese smartphone manufacturers

~Strengthen the development of new category products and user support
system

5 Major Plans to Realize Recovery and Growth

Improving Profitability of LCD Business

SHARP

*Revised slide from last year’s presentation




Improving Profitability of LCD Business (FY2013~2014)

Strengthen the profitability by improvement of the initial cost and further enhancement of
small-to medium-size LCDs in the production line of Kameyama No.2 Plant

(Billions of yen)

75

50

25

<Major Plans>
1) Strengthen the relationship with major clients
2) Accelerate small-and medium size LCDs in
Kameyama plant
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Strengthening the Relationship with Major Clients

New clients for smartphone applications in China will be cultivated in addition with the
current major clients. The total sales of LCDs for FY2014 is targeted to reach 1 trillion yen.

Xpanaing tne sales with major clients
(Billions of yen)

1,200
Others
(includes
large-size panels)
1,000 ¢
—
O
O 800 + ] — —— — —
98]
% 600 - = Chinese
5' Major
D JCIlent
wn
@ 400 - New
wn Major
QD Client
D c
3 200 Major
Clients
0 . -
FY 2012 Medium- Result Medium-  Forecast
(Result) Term Plan Term Plan
FY2013 FY 2014
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Proportion of High-resolution Panel Orders for Smartphones
targeting China

Proportion of high-resolution-zone panels with higher profitability will become the

majority of orders in FY2014

Transition of high-resolution panels for smartphones in China

(based on units)
100%

HD720

75% -

50% -

25% -

sjaued auoz-uonnjosal-ybiH

0% -

1H 2H 1H 2H
FY2013 FY 2014
SHARP (Result) (Forecast) "
Sales Increase in IGZO LCDs
Expansion of IGZO businesses with clients has contributed to the sales of IGZO LCDs.
The sales of IGZO LCDs are estimated to become over 7 times in 1st Half of FY2014 and
9 times in 2nd Half of FY2014 compared to the 1st Half of FY2013 .
Sales increase of IGZO LCDs
(1t Half FY2013=1)
10
o mSmartphones / Tablets
Notebook PCs / Monitors
w 8
=N
@ 7
S 6
© s
N
(@) 4
5 3
9 2
1
O 4
FY2013 FY 2014
(Result) (Forecast)
SHARP s&number of company and sales excludes internal sales 13




Proportion of Small-and medium-size Panels in
Kameyama No.2 Plant

The expansion of small-and medium-size panels in Kameyama No.2 Plant is half year
behind the estimate. Still, the proportion is forecasted to become 50% in the first half of
FY2014 by the contribution of expanding smartphone demand

(based on panel input)

100%
% - - =
50% -
“l I I
0% +32 e - - .
2 B 2 2 |Apr-dune|  [July-Sept] 2H
El El El El 3 (Oct-Mar)
[ Aprdune | | July-Sept | | Oct-Dec | | Jan-Mar | FY2014 (Forecast)
FY2013 3
Slow market demand for note-book PCs and tablets using ultra-high-resolution Further enhance FHD panels for
displays. Delay in the development schedule of new panels for smartphones i | smartphones
SHARP 14

5 Major Plans to Realize Recovery and Growth

u Expanding Overseas Businesses Focusing on the ASEAN Market }
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OUtIine Of Overseas Strategy by Region *Same slide from last year’s presentation

Resources will be allocated with modulation — emphasize on developing Asian market

" Area | Contiiraton | Regional Srategy (basi policy

2012 2015 || - Targeted as a driving force, where resources will be concentrated
Asi h thoroughly for business expansion.
Sla 21% > .U - The most powerful value chain will be structured based on
0 production bases in Indonesia and Thailand
Middle East / 2012 2015 || _Targeted as a driving force following the Asian market. Business structures
Africa / ’> ' will be formed to match the characteristics of each region in the Middle East
4% 0|| /North Africa/ Sub-Sahara / CIS to expand business
2012 2015 i i e - -
China 'Y - Improve profitability by innovating distribution mix-up / product mix-up
20% > Q - Grasp the demands of each region and exploit mid-size cities of inland China
2012 2015 || - shift to a business style emphasizing on profitability
Americas ’ > ’ - Creating new development opportunities with new product categories and
38% || new sales routes
2012 2015 || - Concentrate on growing areas and products efficiently
> > . - Structure a business promoting system to efficiently operate in
17% () all of Europe
*sales configuration of product business by overseas region
SHARP
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The Business Progress in each Region - 1

SHARP

| Areas | Achievement / Challenges | FuureDirecton |

>
(@]
=y
@
<
@
3
@
>
=

sabus|leyd

- Advanced the operation schedule of Indonesia new
plant.

- Expanded the sales network in the newly emerging
countries including Myanmar and Sri Lanka

- Conducted sales promotion using Japanese animation
character

- Adapt to the decrease in demand affected by the
slowdown of the economy and severe competition in
the market

- Strengthening the brand image by value-added
products in parallel with the increasing the sales units
of affordable-price-oriented products

- Concentrate the resources in the area of
driving force of growth for the business
expansion

- Grasp the demand of potential growth in
ASEAN regions under the new Asia-
Pacific management

[The new plant in Indonesia]

[Example of the
advertisement in
ASEAN region]

[Example of outdoor
advertisement in Myanmar]

17




The Business Progress in each Region - 2

Middle East /
Africa

Europe

m Achievement / Challenges Future Direction

- Started the production of air conditioner in Nigeria
- Strengthened the support for agencies of the sales
companies (supply of service parts)

shBpp

- Expansion of air conditioner business especially in
sub-Sahara region and acquiring consumer appliance
clients.

- Establish business structures and expand
business in the Middle-east and Africa
region especially sub-Sahara region
targeting this area as a driving force
following the Asian market

>
3
Fs
2
3
3
3
=
@

- Recovery of LCD TV sales by calming down of the
negative sales campaign against Japanese products

- Strong air purifier sales supported by the vibrant
demand

sabuajeyd

- Continue to maintain management with good balance
to achieve maximum sales growth under cash-oriented
business management.

- Improve profitability by innovating
distribution mix-up / product mix-up

- Grasp the demands of each region and
exploit mid-size cities of inland China

- Develop the brand image of white goods
emphasizing on “Sharp as the
manufacturer of health and environment
products”

- Stable sales in document business

- Establishment of the business model which is less
affected by price competition

- Strengthen the IT service business being a
high profitability business model

- Creating new development opportunities
with new product categories and new sales
routes

- Steady achievement by improvement of the efficiency
of pan-European business scheme

- Stagnant growth in LCD TV business by decrease in
demand and increased market competition.

-Shift to solution business areas (document,
energy, etc.)

- Develop an efficient business promotion
structure envisioning pan-European

operation

SHARP
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Outline of Overseas Strategy by Region

(Italic: revised part from last year)

*Revised slide from last year’s presentation

Resources will be allocated with modulation — with continued emphasize on
developing Asian market

m Sales Configuration* Regional Strategy (basic policy)

2012 2013 2015 - Targeted as a driving force, where resources will be concentrated
Atk thoroughly for business expansion.
- Grasp the demand of potential growth in ASEAN regions under the new
21% 21% %|| Asia-Pacific management.
Middle 2012 2013 2015 - Establish business structures and expand business in the Middle-east and
East / Africa region especially sub-Sahara region targeting this area as a driving
Africa 4% 5% 8% force following the Asian market -
(v =t
2012 2013 2015 - Improve profitability by innovating distribution mix-up / product mix-up 7
China . - Grasp the demands of each region and exploit mid-size cities of inland China =
} - Develop the brand image of white goods emphasizing on ““Sharp as the =
20% 29% %|| manufacturer of health and environment products” 2
<5}
2012 2013 2015 - Strengthen the IT service business being a high profitability business model o«
. } - Creating new development opportunities with new product categories and
38% 29% 06| | New sales routes
2012 2013 2015 - Shift to the solution business area (document/ energy, etc.)
- Develop an efficient business promotion structure envisioning pan-European
17% 16% % operation
SHARP *sales configuration of product business by overseas region
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5 Major Plans to Realize Recovery and Growth

u Reducing Fixed Costs by Reformation of Cost Structure }

SHARP 20
Details to Cut Down Fixed Costs
R

1 Streamlined

M Propel outsourcing

headauarter Development, management and support of IT system. Outsourcing of
(small and standard operations
strong M Redefine the responsibilities of corporate and business groups / Redefine
headq uarte I’) the function of regional marketing management
. B Natural decrease in personnel
R?;jbuocrt?(;]sf f M Control new employment
M Cost reduction including overtime work fees
3 M Concentrate shipment locations: 3 locations in Tokyo area and 3
Domestic / locations in Kinki area to one location each.
overseas bases M Review of the solar module production business in Europe and the U.S.
M Strengthen the management of overseas sites under the executive vice
restructure president. Middle-east and Africa regions will be managed under the
Asia —Pacific Representative’s management.
SHARP
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Lowering Break-Even Point with Thorough Cost Restructuring

The fixed cost of FY2013 was reduced by over 167 billion yen, a 16 billion yen

more-than-expected reduction (comparison with FY2011).

Continued actions for the cost reduction will be made in FY2014 and onward.

Main Measures

1

Streamlined
headquarter
(small and strong
headquarter)

Reduction of
labor cost

3

Domestic / overseas
bases restructure

SHARP

4

ransition o

1,000 (Billions of yen)

800 H

600 -

1Xed

osts (consolidatea

40%

37.3%

.

¥ Fixed costs (left axis)
m Sales comparison (right axis)

Reduced over
167 billion yen

30%

unsey
TT0ZA4

unsay
Z10ZA4

ueld

131 -WNIPSN
1nsay

3
FY 2013

ueld

131 -WNIPSN
15803104

3
FY2014

- 20%
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5 Major Plans to Realize Recovery and Growth

5

Improving Financial Position

SHARP
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Cutting Down on Inventory

Improvement on the reduction of inventory above the standard set in the Medium-Term
Plan was achieved. Continue to improve the efficiency of the finance by optimizing the
level of inventory will be made.

Transition of inventory for FY2011~2014

(Billions of yen) (months)
600 3
527.4 .
- == |nventory (left axis)
258 -m- Ratio vs. monthly sales (right axis)

400 - 2

200 - L1
0 - F0
FY2011 FY2012 Medium- Result Medium-  Forecast
Result Result Term Plan Term Plan
FY2013 FY2014
SHARP 24

Transition of Capital Investment

Balanced allocation of capital investment in FY2013for both LCD and non-LCD area.
Retaliate in FY2014 by strengthening capital investment for personnel / technology /
marketing as well as the investment in the facilities

Transition of capital investment for FY2011~2014

(Billions of yen)
150 6%

118.8 Investment for LCDs
== |nvestment for non-LCDs

M:N -m- Capital investment vs. sales (right axis)
100 -+

4%

82.4 80.0 80.0

50 -

FY2011 FY2012 Medium- Result Medium-  Forecast
Result Result Term Plan Term Plan

SHARP FY2013 FY2014 25




Cutting Down on Interest-Bearing Debt

The interest-bearing debt has been reduced to the planned level with the end of FY2012 as
its peak. Further reduction of interest-bearing debt through the improvement of cash flow
will be made.

(Billions of yen)

1,200
1,127.1

Straight

Bond
op 9318

900

Convertible

Bond

= g
= S
E1 Z z
600 2 = 2 g
@® o &
2 = i 2
5 2 ® &
300 = = 8 8
@ 8 = =)
= - é’o, 3
g g
0 g
4Z Pl py) 42 m m
[12) @ o o
FY2011 FY2012 R g g S8 3 3
Result Result os = - og 8 8
37 g7 =% 0 #
SHARP FY2013 FY2014 "

*Net interest-bearing debt= interest-bearing debt — cash, time deposits, and restricted cash

Improvement of Cash Flow

Assignificant improvement in the operating cash flow was made, achieving surplus for the
first time in 3 years.

ransition or operating casn Tiow

(Billions of yen)

198.9
200 167.4
100
0 ,
(100)
1433
(200)
72 7 X 3% 72 2%
25 28 28 25 g 5
=0 =y -5 =Y e =
1S) [ ro w o N~
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Estimate for the Redemption of Straight Bond

Allocation of the finances is reaching an expecting level for the redemption of straight bond
due in September 2014 (100 billion yen)

Estimate for the redemption of straight bond

(Billions of yen)
400 3795

300

200

100 +

0 - ; T :
Cash balance Redemption of Capital Operating income, Cash balance
as of March31, 2014 straight bond investment, etc. etc. as of Sept 30, 2014
(Result) (Forecast)
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Strengthening Corporate Governance
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Strengthening Corporate Governance

groups to speed up the
business matched to the

[Challenges]
= More autonomic management in each
business group

[Achievements] LN e Further advancement of
= Thorough management based on business =h
_ characteristics S business group structure
Introduction of + Accomplished one-stop organization 3 - Propel the transfer of the
Business Group covering R&D, production and sales m - :
System X authority to each business
(@]
=
=
>
w

market
Introducing [Achievements] F
C + Established structural innovation ® Strengthen corporate grip to
orporate (Structural Reform Group dissolved in order expand overseas business
Management to enhance the corporate structure) R - Expand overseas regional
Csatrouq an(IJI [Challenges] @ headquarter structure
ructura + Strengthen management to hoost the Q (especially in ASEAN
Reform Group overseas business = region)
: =8 @ Innovation of management
[Achievements] ) a meetings
Management = Propelled the decision-making process o - Establish a transparent
At = Carry out a thorough corporate management R R
Participation you ugh corp g 5 system by increasing the
from 2 Main [Challenges] = number of outside directors
Banks * Further improvement of the corporate = (from 1 director to 3
governance directors)
SHARP 30

For Sustainable Growth
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Future Development Strategy and Main Business Areas

With our strengths in manufacturing, we will accelerate “development of current areas”
utilizing strategic alliances and exploit “5 new business areas”.

Engineering assets as our driving forces Customer oriented
Display Movie / Picture Processing User Interface
(IGZO, light alignment, super thin frame) (8K, picture recognition) (Touch panel, XMDF, voice recognition) . .
b < S L > : Life-adapting
Sensing Energy Conversion Compound Semiconductor
(light / sound / touch / gas / organic) (solar, HMS, power device) (IGZO, GaN, GaAs, GaAlIN)
> < 7 < 5 < Region-adapting
Nature Technology Clean Technology qu'Bor%rrthncl)caggHO !
(Moth-eye, fan application) (Plaseciusser, cyclore, micro reno-bubble) (LTE, IrSS, cloud)
; W Ve \ One-of-a-kind
Mechatronics Light Control Functional Organic Material
(copiers, washing mechines, manufactLing robots) (backlight, LED lighting) (micros toner, LCD material) P
\, J \ \ J
#4® Alliance with Strategic Partners

Denso Makita LIXIL L) Qualcomm SamM
——— v

New Areas MVain Business Areas (Ind ustry Conventional Areas ‘

g il Product Business
Healthcare / mart Home / MobiliTgle  co.. and Security of

Medical Services Robotics (lncIudmgcc)afrﬁa;é)llam:es)/ oty —" &

Device Business

SHARP 32

Progress in the New Business Areas

Cultivated various new area business product. Increasing requests from various clients with
ongoing business discussions. Steady progress in the new business areas are seen with some
new products already in transaction.

The Achievements and Progress

Health / (-Commercialized equipment that will enhance the features of protein analyzer (July, 2013) )
. d?gal Scs:Sice - Fluorescent Imager, Image analysis software

~Exhibited concept model of healthcare support chair at CEATEC (October, 2013)
( . . A
=Exhibited prototype of cleaner robot for mega-scale solar systems and professional-use cleaner robot
Robotics at CEATEC (October, 2013)
=Testing of cleaner prototype at mega-scale solar system in Thailand (from April 2014)
N J
(- Developed “Cocoro-engine” and deployment in the appliances (July, 2013)
O ) | - Provided watch-over service using TVSs to a partner company (August, 2013)
/ Office *Provided communication tool “Cocoro-board” (September, 2013)
N J
(= Started feasibility test of plant factory in the Middle-East (September, 2013))
SR | - Commercialized microbe-sensor enabling automatic speedy monitoring of air-bourne microbes
Food / Water / Air (October, 2013)

\_"Mass production of PM2.5 sensor modules (fastest and smallest in the industry) (February, 2014) )

( )
= Commercialized 60V-inch touch-screen display “Big Pad Campus” for schools (May, 2014)
- Educational tablet terminals for interactive education and studies
N J
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Future Challenges and Actions for the New Business Area

Promote the steady emerging new products with great potentials to be launched in the

market for speedy business expansion
Speed up the development of business model, sales network / eco-system, new products

Challenges

- . - - - - N
In order to accomplish “future pillar businesses” from highly-potential new businesses;
- Further cultivate business models matching new product
- Enhance sales network matching the products and strengthen the collaboration

with partner companies
- Speed up the development of new products with value-added features )

Directions

(New Business Development Division (May 2013) and )
Market Development Division (April 2014);
- Business planning to innovate the market that will not be limited by conventional
value chain.
- Establishment of new sales network and new eco system
- Development of product lineup that will enhance the client value by mutual
development using Sharp’s and partner companies’ technology assets

J
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For the Personal Applications in Various Scenes
— Technology to Customers
Strive to commercialize new possibilities based on the various unique technology,
with no limitation in the business area
By accomplishing the innovation and expansion of business, Sharp will become the
company that will provide “good life” to every person in various scenes
. t
at PUDIC veg;c\e school athome hOS?)titaJ alone 4 ith
1ce faciliti®® ftends With
a ot Healthcare / Smart Home / Tamyy,,

Medical Mobility/Office Roboticg
Services E,

Cdyc, atio,
Energy
Area S Office
expansion solution R lﬁf’én r

1o 1650 cal- - 4
“ods! e Ciog,
psO alth & Y Safe,
St En?ii&‘xtlnental Solar Cells Documen; -
Equipmen solution BuSiﬂL‘SS
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Forward-Looking Statements

This presentation material contains certain statements describing the future plans, strategies and

performance of Sharp Corporation and its consolidated subsidiaries (hereinafter “Sharp”). These statements

are not based on historical or present fact, but rather assumptions and estimates based on information

currently available. These future plans, strategies and performance are subject to known and unknown risks,

uncertainties and other factors. Sharp’s actual performance, business activities and financial position may

differ materially from the assumptions and estimates provided on account of such risks, uncertainties and

other factors. Sharp is under no obligation to update these forward-looking statements in light of new

information, future events or any other factors. The risks, uncertainties and other factors that could affect

actual results include, but are not limited to:

(1) The economic situation in which Sharp operates

(2) Sudden, rapid fluctuations in demand for Sharp’s products and services, as well as intense price
competition

(3) Changes in exchange rates (particularly between the yen and the U.S. dollar, the euro and other
currencies)

(4) Regulations such as trade restrictions in other countries

(5) The progress of collaborations and alliances with other companies

(6) Litigation and other legal proceedings against Sharp

(7) Rapid technological changes in products and services, etc.

*Amounts less than 100 million yen shown in this presentation material have been rounded down.

SHARP
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