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Presentation 

 

Ueda: It is now time for us to begin the briefing. Thank you very much for taking time out of your busy schedule 
today to participate in the UACJ Corporation’s IR Day. I am Kaoru Ueda, General Manager of the IR Department 
and Finance Division, and I will be your moderator today. Thank you. 

This briefing will be conducted using the explanatory materials available on our website. If you do not have 
the materials at hand, please visit our website. 

Although this conference call may contain forward-looking statements, these statements are based on our 
current expectations only. Please note that actual results may differ significantly from these forward-looking 
statements due to a variety of factors. 

Let me now begin today's program. Please go ahead, President Tanaka. 

Tanaka: Good morning, everyone. I am President Tanaka. Thank you very much for taking time out of your 
busy schedule today to participate in the UACJ Group’s IR Day. My name is Tanaka, and I am taking over as 
president from Ishihara since April. Thank you. 

The UACJ Group has long been active in IR and SR activities, receiving advice from investors and analysts on a 
case-by-case basis through small meetings and quarterly financial reports. I would like to take this opportunity 
to thank you again. 

We will continue to actively develop our IR and SR activities, and we look forward to your continued support. 

I will now explain today's program. At today's IR Day, I would like to begin by explaining once again our fourth 
medium-term management plan, which was announced on May 13. Then, the person in charge of each 
business will explain in the following order: financial strategy, domestic plate business, TAA and UATH for 
overseas business, UWH for automotive parts, and finally, mechanisms for value-added creation. 

Today, as last year, we are joined by business managers from the US and Thailand, so we hope to hear your 
questions and opinions during the Q&A session at the end. 
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Let me begin by explaining the fourth medium-term management plan. 

The fourth medium-term management plan is titled, “Value, Connect, and Lightens the World.” I will explain 

in detail later on. 

First of all, here is the corporate philosophy of the UACJ Group. 

The corporate philosophy was redefined in February 2020, which is “contribute to society by using raw 
materials to manufacture products that enhance prosperity and sustainability.” This shows our determination 
to contribute to the realization of a sustainable and culturally rich society by using technology that draws out 
the functions and characteristics of materials, i.e., skill and art, as a source of competitiveness. 

In terms of values, we have established the UACJ Way, a set of action guidelines to guide us toward our stated 
philosophy, and we provide opportunities for employees from various backgrounds to actively and 
continuously discuss our philosophy through dialogue meetings and other means. 

In addition, since this April, we have been developing an activity called "Tsunagu Meeting" to communicate 
the advantages of aluminum from employees to the outside world, with an awareness of the expansion of 
aluminum recycling. I feel that we are definitely moving in the direction of thinking about what kind of value 
each of us can provide to society and putting it into practice. 
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Here is a review of the UACJ Group's sustainability, including materiality, in the midst of major changes in the 
environment. 

From an environmental perspective, the UACJ Group's goal is to create a future where the earth is beautiful 
and abundant, and from a well-being perspective, a healthy and harmonious society where everyone can feel 
happy. In other words, the north and south, up and down, of this compass are oriented to be a guideline to 
move toward UACJ's idea of a lighter world. 
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Here, I would like to briefly explain the thoughts behind our fourth medium-term management plan, “Value, 

Connect, and Lightens the World.” 

First of all, "Value" implies that we will transform ourselves from a mere materials manufacturer to a 
corporate group that earns money by creating value-added products in addition to materials, and we will give 
back to society. We believe that this is an important role for us as a public institution of society. 

The second, "Connect" has three points. First, connecting customers and business partners with UACJ in a 
circle of circulation. Together with various stakeholders, we will connect the value creation of new businesses 
and business models. Finally, by connecting people within the Group, from person to person, and by 
expanding cooperation, we hope to become a corporate group where each and every employee can feel a 
sense of fulfillment and happiness. 

The last, "Lightens the world," is a corporate philosophy that reiterates the UACJ Group's desire to contribute 
to environmental issues on a global scale with the skills and techniques unique to the UACJ Group. 

With these thoughts in mind, we have created our fourth medium-term business plan, “Value, Connect, and 

Lightens the World.” We will develop activities that are unique to the UACJ Group, valuing the connections 
and linkages with our shareholders and investors. 
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In formulating our fourth medium-term business plan, we first considered how we could contribute to the 
changes in the world and the social issues that will emerge from these changes. 

This slide shows the changing world and the major trends in the world. 

In addition to climate change countermeasures, new trends have emerged in recent years, such as compliance 
with new sustainability-related laws and regulations and resource depletion. These changes have resulted in 
a significant shift in the attitudes of both people and companies, especially with regard to the environment. 
Throughout the world, companies and individuals alike are becoming more and more aware of the need to 
reduce their environmental impact. 
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Once again, we turn our attention to the market environment surrounding our company. 

The left side shows the market environment surrounding our company. The aluminum we deal with has a 
wide range of applications and areas of use, many of which we believe will continue to expand in the future. 
Furthermore, as I mentioned earlier, we believe that the rise in environmental awareness will be one of the 
factors contributing to the significant increase in global demand. 

Business opportunities for us include further expansion in existing fields such as can materials and 
automotive-related materials, expansion of the aluminum-recycling society with an awareness of the need to 
eliminate plastics, and supply of value-added materials due to the growing adoption of high-performance 
materials for aircraft and other applications. 
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Against this backdrop, in our fourth medium-term management plan, we aim to transform ourselves from a 
company that provides materials to one that provides materials plus extra added value. To this end, we have 
three policies. 

The first is a growth and value-added strategy to maximize earnings and improve profitability through 
expanded value creation. Specifically, as shown here, we will work strategically in four areas, beginning with 
the expansion of recycling. 

The second point is to strengthen the muscular and supple structure of the business. We will implement 
flexible responses to changes in the environment and improve asset efficiency, such as increasing 
management speed cultivated through structural reforms and ROIC-conscious management from the third 
medium-term business plan. 

The third point is to strengthen the foundation. In order for us to create added value and continue stable 
business operations, we need a solid business foundation to support it. To this end, we will strive more than 
ever to enhance the value of our intangible assets, including human capital, brands, and other assets. 

Today, I will mainly focus on the first point, growth and value-added strategies. 
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First, in the first of the priority policies, the growth and value-added strategy, we have established four priority 
areas as a strategy for materials plus more. 

The first point is the promotion of recycling. With beverage cans as our representative, we have been working 
to become the heart of the aluminum circular economy. On the other hand, aluminum is used in so many 
applications other than beverage cans. In this medium-term business plan, we will further strengthen our 
recycling efforts for beverage cans and expand the scope of our recycling efforts to include various products 
other than beverage cans. We are planning to build a recycling-oriented society for aluminum. This will lead 
to the expansion of applications of aluminum as an environmental material. 

In the second point, expansion of the materials plus processing business, we are considering the automotive 
materials field, which we have been working on, as well as the air-conditioning and thermal management 
fields. From the perspective of reducing environmental impact, there is still a place for aluminum as a means 
of reducing GHG emissions throughout the product lifecycle. To ensure that we capture this target, we will 
expand our business combining our materials and processing. 

The third point, contribution to supply chain stabilization in advanced fields. These products are particularly 
targeted at batteries, semiconductor manufacturing equipment, and aerospace and defense applications, as 
highly functional, high-value-added products that require a stable supply in Japan. As the largest aluminum 
manufacturer in Japan, we will actively participate in Japan-wide initiatives to provide high-value-added 
products and services. 

In the fourth point, expansion into new areas, we will further strengthen and expand in the areas of mobility, 
lifestyle/health care, and environment/energy, as set forth in VISION 2030. 

I will now explain in more detail about the promotion of recycling indicated in point one. I will explain points 
two and three in the last part of today's presentation, which is a mechanism for creating additional value. 
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This slide shows how the UACJ Group can contribute to solving social issues through recycling. 

Aluminum recycling can contribute to solving social issues by promoting the recycling of aluminum resources 
within Japan and the ASEAN region, thereby contributing to the strengthening of the supply chain in the region. 
Recycling also directly leads to a reduction in CO2 emissions throughout the product life cycle, which in turn 
reduces the use of new bullion. This will lead to the suppression of bauxite mining, which in turn will lead to 
nature positivity. 

By working with the entire supply chain in this way, and by reducing the environmental impact of aluminum 
materials, we aim to transform our business model, involving the entire supply chain. 
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Now, let me explain the transformation of our business model in recycling. 

Shown here is a picture of an aluminum recycling loop that mimics the human body. The heart is depicted in 
the center, with images of blood pumped from the heart, arteries circulating in the body, and veins returning. 
The left side is the conventional figure, and the right side is the figure we are aiming for. 

There are two major differences between these left and right diagrams. The first point is that the thickness of 
the arteries and veins in the recycling loop are very different. 

In the figure on the left, a lot of bullion enters the recycling loop, and the veins returning recycled raw 
materials such as scrap generated during the manufacture of customers' products and scrap derived from 
used products, which correspond to the veins marked PIR and PCR, are very thin. Many of the materials used 
in products are not recycled and are used for other purposes, thus falling outside the recycling loop. 

On the other hand, in the figure on the right, the ratio of new bullion is reduced by maximizing the use of PIR 
and PCR to make the arteries and veins thicker and by minimizing the amount of scrap that falls outside the 
recycling loop. 

The second point is the size of the recycling loop. You will notice that the recycling loop is clearly larger in the 
figure we are aiming for. The UACJ Group believes that achieving this kind of change is the key to increasing 
the recycling rate and expanding aluminum applications. 
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Here are some examples of activities to promote recycling of aluminum cans, a typical application. 

As an explanation using the recycling loop introduced earlier, on the left side of this recycling loop in Japan, 
we have started to establish a new collection scheme with the cooperation of not only can manufacturers but 
also customers from other industries as part of our collection efforts. In anticipation of future expansion of 
UBC usage, a joint venture with Yamaichi Metal was established. Construction of a UBC processing facility is 
underway at the Fukui Works. 

On the right side of this loop, in addition to developing materials that are easy to recycle, we have also begun 
offering UACJ SMART Mass Balance, a branded product with third-party certification of Scope 3 GHG 
emissions for our customers.  

By adding the environmental value of GHG reduction in the form of third-party certification, this activity is 
designed to communicate this value to customers in an easy-to-understand manner and create opportunities 
for them to use the product. In Thailand and North America, where the collection rate is still said to be low 
compared to Japan, we will also promote efforts to improve the collection rate of aluminum cans by involving 
governments and associations. 

In this way, we aim to become the consumer's choice by expanding our business upstream and downstream 
and by expanding our recycling loop. 
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We plan to allocate JPY22 billion, or about a quarter of the growth investment planned in our fourth medium-
term management plan, to the promotion of recycling as I have explained. 

In FY2027, the final year of the fourth medium-term business plan, we expect the recycling business to 
generate approximately JPY8.5 billion in increased profits. 
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In addition, the Company has also indicated branding initiatives as part of the priority policy, to strengthen 
the foundation. 

Expanding the use and application of aluminum is an important issue to be addressed. The more aluminum is 
recognized and accepted by end consumers; the more applications will be expanded. To this end, we have 
launched this ALmitas+ brand. 

This ALmitas+ has the meaning of adding fun and excitement to aluminum, enriching people’s hearts. We 
have already launched brands such as ALmitas+SMART and ALmitas+Mass Balance and will aggressively 
expand these brands in the future. 
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After developing these activities, the financial targets for the fourth medium-term management plan are 
shown here. 

In FY2027, the final year of the project, we have set goals of JPY1.05 trillion in sales, JPY60 billion in business 
income, and JPY100 billion in adjusted EBITDA. 

Based on the foundation strengthened in the third medium-term management plan, we will further improve 
the profit level in the fourth medium-term management Plan.  

Kawashima will explain in detail in the next part on financial strategy. 
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In addition, the Company's shareholder return policy under the fourth medium-term business plan is to aim 
for a dividend payout ratio of at least 30% of net income, and to aim for stable and continuous dividend 
payments.  

This too will be explained in detail in the next part. 
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By steadily implementing the priority policies of the fourth medium-term management plan, we aim to grow 
EBITDA from JPY79.8 billion to JPY100 billion in the final year of the third medium-term management plan, 
and beyond that, to VISION2030. 
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Last but not least, here is the value creation process for the continued growth of the UACJ Group in FY2030 
and beyond. 

Based on the solution of social issues, we will utilize our six capitals to deliver value to society, and we will 
achieve results through a cycle of creating and delivering value. 

We will proceed to challenge social issues and use our capital to continue to grow and create value for you to 
see. In order for everyone to see how we continue to address social issues, continue to create, and continue 

to grow, we will put into practice our fourth medium-term business plan, “Value, Connect, and Lightens the 

World.” Please look forward to it. 

This is the end of my explanation. Thank you very much. 

Ueda: Thank you very much, Mr. Tanaka.  

Next, Teruo Kawashima, Director and Executive Vice President, will continue with an explanation of UACJ's 
financial strategy, titled "Toward the realization of corporate value enhancement." 
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Kawashima: My name is Kawashima. Thank you very much for taking time out of your busy schedule today to 
attend our mid-term business plan presentation and IR Day.  

I would like to explain from a financial perspective what we are considering in our fourth medium-term plan 

under the concept of “Value, Connect, and Lightens the World,” as just mentioned by the president, regarding 

numerical values and corporate values. 

First, I would like to take a look back now that this third medium-term management plan is over. 

I believe that the third and fourth mid-term management plans will be at completely different stages. The 
third was a very difficult time, with structural reforms and the start-up of the Thai plant. Therefore, the 
objective of the third medium-term management plan was to achieve the structural reforms formulated prior 
to the plan. 

As a result, we have completed the structural reform announced at the end of September 2019, which took 
two and a half years to accomplish, and we have launched a factory in Thailand. At the same time, we 
implemented structural reforms in our pricing structure in response to inflationary factors such as rising 
energy and other costs that occurred during that period. This has allowed us to create a different level of solid 
business foundation for ourselves over the past three years. In short, we believe that we are now a company 
that can stand on the starting line for positive growth in our fourth medium-term plan, which is about to begin. 

In numerical terms, just before the start of this third medium-term plan, the current business profit base was 
only JPY14.6 billion. In terms of EBITDA, it was only JPY45 billion. In the final year of the third medium-term 
plan, business profit was JPY43.4 billion, and EBITDA doubled to JPY79.8 billion. I don't think this is a fluke. 
The business base has changed dramatically; the market has changed. 
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Regarding financial strength, another key point, the Company was able to achieve a D/E ratio of one time. 
This was not only a debt repayment, but also a capital buildup. Therefore, we would like to think that we are 
at the start of how we will be able to build money. 

In this context, what does this fourth mid-term plan of the UACJ mean? I would like to talk about what it 
means to build money, or in other words, how much we earn. This is what we are putting out in this medium-
term plan, but I think our message is how to create and bring the numbers in a capital cost-conscious way. 

 

 

I believe that the financial targets for the next mid-term plan that we are considering now are numbers that 
can be achieved during the mid-term period. We are looking at how quickly this can be accomplished, and 
what can be done to achieve this. 
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Here we are summarizing the financials of this medium-term plan. 

In terms of profit, business profit is JPY60 billion, and final profit is JPY30 billion. Regarding the cost of capital, 
we have made ROIC the centerpiece of our corporate management during the third medium-term plan. In 
contrast, in the fourth medium-term plan, we considered how to produce a spread of the figures, in short, to 
clarify both internally and externally what it means to earn money. 

We consider ourselves to have a current cost of capital of 9%. We would like to bring this to the 7% range as 
soon as possible. Then, how do we lower these big beta figures? In short, I think it is a matter of improving 
our credibility while presenting ourselves to the market. 

When we consider the cash allocation required to achieve this, we assume a total EBITDA of just under JPY400 
billion for the four-year period, minus financial expenses and taxes; and then operating expenses, which will 
also increase due to higher sales. If we deduct this amount, operating cash flow will be JPY220 billion. Of this 
JPY220 billion fund, JPY160 billion will be used for our own investments and approximately half will be used 
for growth investments. 
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By spending JPY78 billion on growth investment, we will be able to increase our current business profit of 
JPY43.4 billion to about JPY80 billion in terms of EBITDA, which we would like to link to the JPY100 billion. 

However, since it is an investment, the timing of this profit is divided into the fourth and fifth medium-term 
plans. Please also understand that the JPY100 billion target of the fourth medium-term management plan is 
a passing point toward that goal since a portion of this will contribute to profits in the fifth medium-term 
management plan. 

Regarding cash allocation, in the third medium-term plan, we made a large investment before that, so it was 
how we could use that investment as our tool. Therefore, we reduced the investment to 80% of depreciation. 

In the fourth medium-term business plan, we will earn by making large investments in our own growth. 

Regarding the part about “lighter world,” this is a plus for aluminum. 

According to think tank, the global consumption of aluminum material in 2023 is estimated to be just under 
32 million tons. By 2030, this figure will be about 38 million tons, an increase of about 6 million tons. This is 
used for many things, not just plates. However, the big part of that is beverage cans and automobiles, and it 
is our ability to supply aluminum to them. 

On a current year basis, the board sold about 1.2 million tons in the period that ended. We have a production 
capacity of 1.4 million tons. It is the United States that occupies a large portion of this market. Since Henry 
and David are here, I hope to hear more details about America from them today. 

We believe that we will increase the value depending on how much and where we spend it. As we will show 
in the allocation, we believe that it is how we spend money for recycling. 
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This is how we are considering our portfolio. 

In this chart, TAA is moving from right to left, but this is due to the fact that the last period was very good, 
and that high growth will continue and the market environment will expand, but the way profit/loss is 
reported will change slightly, so it is moving a little to the left. 

However, in general, we will take the Company to a form that exceeds this cost of capital that we have, based 
on WACC. We believe this is how we build money. 
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This was also mentioned earlier by the president, regarding how to bring JPY43.4 billion to JPY60 billion. 

In this context, the Company will add JPY32.5 billion in profit from volume growth of JPY5 billion in existing 
fields and from the promotion of recycling to the expansion of cutting-edge fields and new areas. We expect 
costs to decrease by JPY20.9 billion to JPY60 billion due to the impact of inflation and other factors. 

In order to generate the JPY32.5 billion, we are considering allocating the investment we mentioned earlier 
in a way that will make it a major competitive force. 
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What is the total to date, and what do we have to gain? How do we build money? 

The point is the so-called PBR. Right now, our PBR is still hovering around eight-tenths. We believe there is 
still value here. If we think in terms of EBITDA, it is worth JPY100 billion, so we will raise it more; and to do so, 
we will lower the cost of capital while keeping in mind the denominator and numerator, and ROE. Then I think 
it's about making the disclosures stronger and understanding them. 
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Finally, how do we return this windfall? 

As President Tanaka mentioned earlier, we will pay a dividend payout ratio of at least 30%. We will think of 
this as a minimize and the shareholders should enjoy the benefits of the period that comes out of it. This is 
how we would like to proceed. 
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In addition, on the next page, regarding TSR. We will raise the stock price. The stock price rose significantly 
during the past year, 222% over the past five years, and this will be raised further to increase the value. 

In short, we aim to allocate in flow and then increasing the value of the shares. This is how we aim to create 
a lighter world and building money. We believe this is our financial goal. 

That’s all from me. Thank you very much. 

Ueda: Thank you very much, Mr. Kawashima.  

Next, Mr. Keizo Hashimoto, Senior Managing Executive Officer, will explain the fourth medium-term 
management plan for the aluminum plate business, titled "Toward the world's number one comprehensive 
aluminum plate business.” 
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Hashimoto: This is Hashimoto. I will explain the medium-term management plan for the plates business. We 
have titled our business the world's number one comprehensive aluminum plate business, which I will explain 
later. 

First, the efforts of the plate business. I would like to explain about the plate business as a whole and in Japan. 

First, I would like to begin by reviewing the third medium-term management plan. We have three priority 
policies, and we evaluate that we have been successful in implementing each of these initiatives. 

First, we completed the structural reforms by suspending the lower processes at Fukaya Works as planned. In 
the area of turning large investments into profits, UATH's three-phase capital investment, TAA's new cold 
rolling mill, and Fukui's continuous finishing line for automotive panel materials have all been launched and 
are turning into profits. 

The second is to strengthen the foundation for growth. We have established a 450,000-ton production system 
for TAA and 320,000 tons for UATH, respectively, while strengthening and expanding the production system. 
Sales of 610,000 tons by 2023 have been achieved. 

The third, contributing to a lighter world, involves expanding the use of recycled materials and promoting 
horizontal recycling. As mentioned above, we have formed a business alliance with Toyo Seikan, established 
a JV with Yamaichi Metal, and in Thailand, established a closed recycling system in the ASEAN region. I believe 
that these will lead to results in this medium-term plan, which was started last year. We are also the first 
Japanese aluminum rolling manufacturer to obtain ASI certification at our Fukui and Rayong plants. 

We believe that we have achieved each of the above goals of the third medium-term management plan as 
planned. 
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It then states that the Company aims to become the world's number one comprehensive aluminum plate 
business. 

We believe that number one is not about quantity or variation, but about how much we can expand the added 
value we can create. However, we believe that this requires a wide field of demand and a supply chain of 
customers. 

We see comprehensive strength here as having two major perspectives. 

The first is the vertical axis, the variety axis and the regional axis. We produce a wide variety of products and 
have a diverse customer base and applications, and we have a number of business pillars. We have production 
bases in Japan, Thailand, and the US, as well as in China and Europe, and have established a global supply 
system. 

The second is our comprehensive ability to create synergies with other businesses. It is the ability to create 
new solutions and synergies to the market through collaboration with businesses outside the board based on 
human resources, technology, and assets as the UACJ Group. 

With these two strengths, the Company hopes to become the world's number one comprehensive aluminum 
plate business with this ability to handle different types of products and to respond globally. 
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This is the image. 

The foot of the mountain is supported by business foundations such as customer base, production technology 
and manufacturing, quality, and the UACJ Way.  

On top of this, the two comprehensive strengths I just explained will function to create solutions and added 
value for social issues together with our customers by promoting the reduction of environmental impact 
through our core research and product development capabilities. We want to be the world's number one 
comprehensive aluminum plate business. 

We believe that this top part must become larger and stronger as our products are evaluated. 
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We believe that these three basic policies are important in advancing this process. 

The first is a shift from quantity to quality. By aiming to improve profitability and asset efficiency, we believe 
it is important to specifically optimize the sales portfolio, select and expand sales areas, and enhance new 
development. In addition, we will improve quality by building a production system that can flexibly respond 
to increases and decreases in demand in priority areas. 

The second is the shift from goods to services. This is about providing solutions to environmental challenges 
as described here, for example, EcoEnd. As I will explain later, we will promote CO2 reduction, horizontal 
recycling, ALmitas + SMART Mass Balance, et cetera, at the supply chain level. 

The third is the evolution of a three-region system. We will strengthen our ability to respond to customers 
and to meet changes in demand by expanding the interchangeability of production items between the three 
regions of Japan, Thailand, and the US, and especially between the domestic and Rayong Works. 
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The three manufacturing plants in Japan, Thailand, and the USA, these are the three regions. We plan to sell 
more than 1.42 million tons in FY2023, up from 1.19 million tons in FY2023, at our five major plants combined. 
We have a capacity of 1.5 million tons, so we still have a little extra capacity, but we would like to increase 
our sales volume to 1.5 million tons if possible. 

We aim to achieve business profit of more than JPY56 billion in FY2023 from JPY46.3 billion in FY2023 results 
for the three regions. 
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As mentioned earlier, the global demand outlook is expected to grow particularly for can materials, air-
conditioning fins, automotive materials, battery materials, and thick plates due to reductions in 
environmental impact, the IoT, and the spread of generation AI. 

The graph on the right is a graphical representation. The can material market is expected to grow by 19% over 
the next seven years, the automotive market by 45%, and all product categories by 30%. 
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Next, I will explain the volume and profit and loss outlook for the board business as a whole. 

The sales volume of these three regions, shown on the left side, had a large scale of business due in part to 
the 2021 nesting demand, et cetera, but it is a fact that the business has since entered an adjustment phase. 
In this context, we have bottomed out with respect to the decline in demand, and we are beginning to see a 
gradual increase in demand starting this year. 

In 2027, the last year of the medium-term plan, we would like to aim for more than 1.42 million tons. As a 
result, we plan to achieve more than JPY56.5 billion in business profit for the board business as a whole. 

As Mr. Kawashima mentioned earlier, the volume decreased in 2022 and 2023, but in 2023, we revised our 
pricing structure, et cetera, and our business earnings expanded significantly as a result of structural reforms 
and the implementation of our growth strategy, all of which took shape. The direction is to further expand 
this medium-term plan along that line. 
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Representing the strengths of the three domestic plants, UATH, and TAA, this figure is the actual sales volume 
for FY2023. We aim to take advantage of the characteristics of each. 

Fukui Works mainly produces can materials and automotive materials and provides high quality products in a 
timely manner with its overwhelming competitiveness by utilizing its volume. 

Nagoya Works is engaged in multi-product production and will be the starting point for UACJ's value creation. 

Fukaya Works specializes in thick plates and provides high-precision thick plates for semiconductor 
manufacturing equipment, aerospace and defense materials, and other applications in Japan and overseas. 

UATH has become a global supply center and presence, primarily for can materials, but also for air 
conditioning and automotive heat exchanger materials. 

As you know, TAA is a key supplier of can materials in North America, mainly can materials, selling 
approximately 500,000 tons per year in the North American market. 
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Next, I will now explain our efforts in the domestic plate business. 

First, as I mentioned earlier, the sales volume has been decreasing toward 2023, but from here we will 
increase it toward 2027, aiming to reach 620,000 tons. 

As you can see on the right, we will proceed based on the policies for each of these areas. Particularly large 
growth in sales volume is expected in the foil ground area, mainly for battery foil, and in thick plates related 
to semiconductor manufacturing equipment. In addition, we expect that the number of automotive panel 
materials and air-conditioning fins will also increase. 
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Starting on the next page, we will briefly explain each specific area. 

First of all, we expect a decrease in demand for can materials in the domestic market due to the declining 
population and other factors, but we plan to maintain and expand the volume of can materials by increasing 
the supply to the European and US markets, where demand is growing again. 

In automotive materials, although there is a view that domestic production will continue to grow slightly, we 
expect it to increase gradually toward FY2027, especially with the development of new applications associated 
with electrification and the expansion of closed-loop recycling. 
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Next is the battery market.  

As shown in this graph, the global market has expanded significantly in line with the electrification of 
automobiles. We are considering targeting Japan, Europe, and the US, where demand for high value-added 
materials is particularly strong.  

For battery foil, we will focus on capturing overseas demand and improving profitability, while for battery 
cases, domestic battery manufacturers are expanding overseas, and we intend to increase volume by 
capturing demand while responding globally. 
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As for thick plates, as shown in the graph here, demand for semiconductor manufacturing equipment-related 
products bottomed out in 2023, and while it has been decreasing, demand is expected to be substantial from 
2025 onward. 

Demand for air-conditioning fins will also continue to rise steadily as demand for air conditioners and heat 
pumps increases. We are planning to expand the volume by establishing another aluminum circulation 
scheme with air conditioner manufacturers, while establishing an optimal supply system for the global market 
in cooperation with Japan and Thailand. 
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Finally, we will promote the two initiatives described above on a global basis to reduce our environmental 
impact. 

One is the application of ALmitas + SMART Mass Balance to reduce environmental impact. We will support 
our customers in reducing their environmental impact by utilizing environmentally guaranteed materials 
made from green raw materials. Some of our customers have already adopted our products, and we have 
received requests for other areas of demand and are in discussions with them. 

Another is the promotion of horizontal recycling. In particular, for horizontal recycling of aluminum cans, we 
developed EcoEnd jointly with Toyo Seikan to expand the use of recycled raw materials for can lids. As a result, 
we are studying the possibility of launching a product this year that can reduce 40% of greenhouse gas 
emissions. 

We have also decided to proceed with a joint venture with Yamaichi Metal for the processing of used 
aluminum cans, which will start operation in two years. UATH will also promote intra-regional recycling in the 
ASEAN region through the construction of a new melting furnace. 

We have begun efforts to increase the horizontal recycling rate not only for can materials but also for 
automobiles, home appliances, and various other fields through the collection of PIRs and PCRs, as mentioned 
earlier. 

That concludes my explanation. With demand for aluminum plate expected to grow in every field, we will 
continue to contribute to society and maximize profits by creating environmental value while strengthening 
our ability to solve environmental issues and respond globally. 

That's all. Thank you for your attention. 

Ueda: Next, Henry Gordinier, Managing Executive Officer and CEO of Tri-Arrows Aluminum, will explain TAA's 
fourth medium-term management plan for the can business in North America. 
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Let's begin the presentation. Mr. Gordinier, please begin. 

Gordinier*: Thank you. 

This morning, I was in bed jet-lagged and thinking about a large composition. I was thinking about how I could 
convey why today, and the present are important. 

I was thinking about how passionate we are about this company and this industry, and how much we are 
looking forward to it, and I think we are really and truly living in an era of transformation. This is a time of 
change.  

First of all, as a background situation, I believe that aluminum is at the core of the UACJ Group's value 
proposition for the future, as well as for the transformation of society. I think this is a major factor in the 
success of what we want to do. I would like to discuss the meaning of this. 

Now, consumers are clamoring for single use plastics, no more disposable plastics, and of course the media is 
screaming about biodiversity and human impact on society. Aluminum is very advantageous in this respect. 

Electrification is also expanding. The rate of growth and timing of this growth is a matter of some debate, but 
there is no doubt that electrification is occurring. Also, we have the world's best infrastructure in terms of 
charging stations. In the US and in other markets, electrification is happening now. This is a macro trend that 
will continue for the next 10 years. 

Also, there is 95% decarbonization and recycled aluminum, and low in GHG intensity. Then again, 
decarbonization is a global issue. Right now, our businesses, our individuals, and the rest of the industry, are 
all looking for some solution. I think aluminum will play a very important role in this process. 

In North America, there is also pressure on trade, especially in terms of rule-based trading. So, as a 
macroeconomic trend, I believe it will be a tailwind not only for Tri-Arrows, but also for the UACJ Group. We 
would like to promote such efforts in cooperation with Japan and Thailand. 

In terms of product diversity, we offer a variety of products to society, including can plates and extrusion 
molding. 

Last but not least, I also believe that ingenuity and human resources are extremely important. When I was a 
child, I could not imagine facing the Japanese people and speaking to them in such a situation. 

I am proud not only of the current generation of leaders, but of those we are now fostering. A generation with 
superior capabilities is following in our footsteps. I am very proud of the future, and I am very, very excited 
about the industry and the UACJ Group. 

So, although I did not write that in my presentation, I wanted to mention it at the beginning of my presentation, 
and now I would like to go into the contents of the presentation. 
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Tri-Arrows Aluminum is based in the Midwest, in Logan, Kentucky, in the northeastern United States, and has 
1,500 employees. 

An important aspect of TAA is that we are known as a global low-cost producer. We have world-class 
productivity there. We now have a sales volume of 490,000 tons per year. 

We focus on can sheets and, as a preferred supplier, we provide products to various can manufacturers and 
brand manufacturers. 

We built the Logan plant as a production joint venture. This is a plant built based on safety, quality, efficiency, 
sustainability, and long-term partnerships, and we place great importance on people. We place great 
importance on long-term workers. 
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This is our mission to create our value. We want to create value, and we want to partner with forward-looking, 
dependable people who are conducive to our growth. 

We want to be a competitive supplier in the can market. We have expanded our infrastructure and the 
capacity of our organization to grow with it. 

This is the corporate philosophy of Tri-Arrows. I wrote "ikigai" here. "Ikigai" is the reason we are alive. That is 
why we have adopted "ikigai" as our corporate philosophy. 

We build various principles around that. We work together as a team, and we believe it is our duty to provide 
the best economic value to our parent company and the best value to our customers. 
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This is the big picture. 

The can sheet market in North America is now improving in demand after a period of inventory adjustment 
in 2023. 

New orders were received in Q1, and these are at levels not seen since 2022. The level is high. There is a very 
healthy outlook for the market, and a normalized cycle is expected for growth in the coming year. 

From January to March of this year, can sheet shipments exceeded expectations. Then trade protection 
measures are in effect. Concerns about inflation have now calmed down and I believe it is a tailwind. 

Macroeconomic trends continue to favor the aluminum package. The advantage of aluminum over the tax 
system, both directly and indirectly, has been reported in the media every day of the week. Then again, scrap 
migration, which is what our industry will be focusing on in terms of the importance of recycling. 

As for TAA, we are working to optimize our assets. As I said earlier, we are also focused on having a structure 
already in place, i.e., preparing an organization that can respond immediately when opportunities arise in the 
market. We intend to seize the opportunity to move quickly when it arises. 

We also believe that our business maintains a cost-advantaged position in the market. Everyone here 
understands our cost advantage, and we intend to maintain this competitive position in the future. I think it 
is a very big advantage now. 

All our products are sold out. We have intentionally constructed our customer portfolio, so our production is 
sold out.  

Finally, we have established a leading position in sustainability. We believe that sustainability is an advantage 
over our competitors. We believe this is a very important value proposition, and our clients value this as well. 
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Let me explain the main points of what has been accomplished to date. 

We would like to become a more durable company that can live on for the next decade. 

We are creating a culture of connectivity. The key here is that when we make decisions, we want to make 
sure that they are connected to all sectors and we want all sectors to understand what these decisions mean 
economically, in the short term, and in the long term. I believe this is culture. 

Then another thing, we are investing in information platforms, data lakes, data analytics, things like that. 
Through this investment, we want to maximize business outcomes and accelerate decision-making. 

The integrated work system is streamlining various functional areas by integrating them. 

Then we will give full attention to liquidity and meet our needs for working capital. 

Governance has also been strengthened. 

Cost control has also been quite outstanding, and we are keeping the rate of cost increases below inflation. 

We are executing sales agreement as a preferred supplier. Capital investments are made on-time and as 
budgeted. We believe that we have been able to achieve various gains not only through capital investment 
but also through continuous improvement activities in parallel. 
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This is a growth we are really proud of here. We were able to achieve YoY growth over a period of seven years. 
I am extremely proud of it. 

The year of 2022 and 2023 were outstanding years. There are two layers in this chart. Please see the base 
part. In order to optimize the asset, we have improved manufacturing costs, material mix, and efficiency 
including eliminating costly hardeners such as magnesium, for example. 

In addition to this, we have had inflation for the past several years, which has had various effects on the 
economy, and I believe we have enjoyed a tailwind from this inflation.  

Of course, we have managed by controlling costs, but inflation has been a tailwind, which has been the trend 
for the past two or three years. The scrap market has changed in many ways every year over the past three 
years, and in the last two years we have been able to turn it into a significant profit. 

But even considering the trend, we have had a period of very solid YoY growth for the past several years, six 
years. 
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Next is the medium-term plan. 

The focus of our plan should be to generate stable returns and to position the business to capture future 
opportunities. The plan is designed to win against market changes. 

During the second medium-term plan, we were able to obtain an investment of USD420 million from the 
parent company. I would like to thank them.  

There were various tailwinds including pricing. We are on continued growth and following a stable path in the 
third mid-term plan as well. 
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Now, about can sheet. 

Long-term demand is very important. We hope you understand that the market is healthy. It is healthier than 
ever. The inventory adjustment ended, and then strong growth was achieved in 2023. 

The driver of this is the growing awareness of sustainability in packaging. The long-term growth forecast is 3%. 
Both the customer and supplier sides forecast growth in the market. It can change from YtoY, and on the 
graph, the timing gap may occur in the future, but I believe that the long-term growth will be 3%. I think it is 
great to do business in a growing market. 
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This is our manufacturing strengths.  

From a manufacturing perspective, we will focus on maintaining a low-cost position during the medium-term 
plan. There are several ways to do this. The first step is to remove operational bottlenecks and continue to 
make continuous improvements. 

Hot mill production is fully loaded over the fourth medium-term plan period. We will produce completely.  

We also invest capital for growth. There are two areas. The first step is to expand the capacity of the coils. A 
13% rise in manufacturing will be realized by 2026. New technologies will also be introduced. This increases 
the reliability, capability, and capacity of the equipment. It also significantly increases scrap processing 
capacity. The rise in growth from there will support a rise in ingot production. 

It also improves reliability and utilization rate. Continuous improvement, however, is needed in the entire 
process, both in the hot mill and as we increase capacity in ingot production. We will optimize the system as 
a whole for finishing, coating, and slitting. 
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I will touch on the topic of sustainability. We focus on the environment. 

Sustainability is a very important focus during this medium-term plan period. Our Scope 1 and 2 emissions are 
at industry-leading levels. 

We are considering new technologies, such as hydrogen, electric fork trucks, oxyfuel burners, or even heat 
capture and reuse. 

We also plan to aggressively increase the recycling ratio of packaging, currently 76%. 
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This is the challenge that scrap in North America is currently facing, but the point here is that we are working 
on multiple ways to increase the recycling ratio in North America. 

The current recycling ratio is 45%. A billion dollars of metal has been input, and the whole supply chain is to 
make sure that this valuable input is utilized and then used in the manufacture of the industry. 

In terms of carbon, 75% efficiency is good, and we are working with the legal administration, both at the 
current legal level and at the state level. 

We also support new scrap sorting technology. We are also working with stakeholders to develop financial 
and operational models for recycling. 
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Here is a summary and outlook. 

We are more focused than ever on becoming a durable company and on creating long-term value. For the 
North American can sheet market, we expect healthy long-term growth as inventory adjustments end and 
demand returns. 

TAA will continue to focus on production cost management and recycling. By investing, we will address current 
and future market challenges. 

As a preferred supplier, we will continue to win in this great market. Thank you. 

Ueda: Next, Mr. Tetsuya Yamada, Managing Executive Officer/President of UACJ (Thailand) Co., Ltd., will give 
an explanation of UATH's fourth medium-term management plan, titled "Becoming part of the world's 
number one comprehensive aluminum sheet business.” 
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Yamada: Sorry, I will speak in Japanese from here. I am pleased to introduce the fourth medium-term 
management plan of UACJ (Thailand), which is aiming for becoming part of the world's number one 
comprehensive aluminum sheet business.  

My name is Tetsuya Yamada, and I was appointed President of UACJ (Thailand) in April. Thank you. 

First, a brief overview of UACJ (Thailand), as shown on this slide. We now have more than 1,300 employees. 
We supply aluminum sheets to countries around the world. 

We are currently working to establish a 340,000-ton per year system under the fourth medium-term plan by 
taking advantage of our three major strengths listed here. 
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From here, I would like to somewhat recap the steps we have taken so far. 

As you know, we have made large investments in the first, second, and third phases of the project through 
2021. As a result, we were able to achieve our goal of 320,000 tons per year by 2021. 

Unfortunately, the volume has declined over the past year or two due to the economic slowdown after COVID 
and inventory adjustments by customers, but we believe that it has bottomed out last year in FY2023, and we 
expect a V-shaped recovery from now on. 
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This is the review of the third medium-term management plan and our outlook for the fourth medium-term 
management plan. 

The main theme of the third medium-term management plan was to build a system capable of producing and 
selling 320,000 tons per year. Thanks to your support, we believe that we have generally achieved this as 
planned. 

In this fourth medium-term management plan, I believe that our major task is to make maximum use of this 
outcome to firmly aim at improving profitability. 

At the same time, we have been working to reduce our environmental impact. In particular, with regard to 
our efforts to build a Can to Can Loop, we have been reaching out to Thai society, not only to our customers 
but also to the Thai government, and we will continue to do so in the fourth medium-term business plan. 
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In light of this, the first basic policy of our fourth medium-term management plan is to enhance our value and 
our presence as the only company with mills in Southeast Asia. Within UACJ, we will play a role in maximizing 
the production capacity of the flat rolled products business division. 

In a word, we believe that we are moving into a phase in which we will be able to recover the large investments 
we have made to date. 
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I will now briefly explain our perception of the market environment for the three materials that are our 
mainstay products. 

First, our core product, can stock. As you can see in the graph, the ASEAN region, India, and Oceania, which 
are our main target areas, are areas where the can market is expected to grow further in the future. Our major 
challenge is to capture the growth in these areas. 
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First, regarding automotive heat exchanger materials, we believe that the need for automotive heat 
management will continue to expand and we believe that our technology can be fully utilized in this area. 

In the area of air-conditioner fin materials, although the current situation is a bit difficult, air conditioners can 
now be said to be part of the infrastructure of daily life in emerging countries as well. For this reason, we 
believe that air conditioners will continue to spread, especially in emerging countries. 
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Based on the above, we are presenting here our plans for sales volume and business profit in this fourth 
medium-term business plan. 

We would like to achieve a V-shaped recovery and further strengthen our production capacity from 320,000 
tons to 340,000 tons. In doing so, we will naturally improve roll margins and thoroughly pursue various cost 
reduction measures, which we believe will lead to a significant increase in business profits. 

  



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
60 

 

 

 

I would like to add a few words about can stock here. 

As for our strategy, our basic policy is to work toward the 340,000 tons- per-year structure that we have been 
talking about. To this end, in addition to the target areas I mentioned earlier, we are already making various 
efforts to expand our sales channels to the Middle East and Africa. 

In addition to the price revision, we would like to make sure that our customers understand that the materials 
we supply are high value-added products that can contribute to the environment through recycling. 
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From here, we will briefly introduce these three main initiatives for reducing environmental impact. 

First and foremost, we are moving to maximize the recycling rate. In March, we made our last major 
investment in a side-well melting furnace for efficient melting of UBCs, and the furnace has been completed 
and has been operating smoothly since April. 

With this, we now have all the weapons we need to improve recycling, and we will continue to increase the 
recycling rate. 
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In order to do so, we believe that the first step is to promote the significance of recycling and the value of 
recycling, as well as the characteristics of aluminum, in Thailand. We call it Can to Can Journey. 

 

 

We would like to continue to promote the significance of recycling not only in Thailand, but also in the ASEAN 
region and beyond. We recognize that this is a base activity. 
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This is a story related to Scope 2. 

As you are aware, we have installed solar panels on the roofs of most of the buildings at Rayong Mill, and 
these panels have been generating power steadily since 2022. 

As shown in the graph on the right, power generation has been generally in line with plans, and even in FY2023, 
when sales and production volumes declined, this has contributed to a reduction of approximately 12,600 
tons of CO2 emissions. In terms of emission intensity, this is equivalent to about 5%, a figure that we believe 
has a considerable impact. 

We would like to continue to maintain and keep this facility well maintained. 
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I would like to introduce one of our Nature Positive initiatives. 

We are committed to the utilization of water resources. What we have been doing is implementing various 
measures from the perspective of eliminating waste, and this alone has led to very significant results. We will 
continue to make efforts toward more effective use of water resources by firmly conducting improvement 
activities, which is one of our strong points. 

In addition to this water resources, the value of implementing waste management firmly is being recognized 
in Thailand, and Amata City, where we have our manufacturing plant, has received the Amata Best Waste 
Management Award at the Platinum level, the highest level, for five consecutive years. This is also very 
motivating for the Thai people, and we will continue to work on these issues. 
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Last but not least, we will train the Thai people well in promoting these activities. It may sound a bit 
presumptuous to say "train" but I believe that it is absolutely necessary to make efforts to have Thai people 
take charge of business operations. 

We are aiming for a company that is rooted in Thailand, and as a core company of the UACJ Group, we would 
like to continue to make our presence known throughout the world. 

This is a brief introduction to our medium-term management plan. Thank you very much. 

Ueda: Thank you very much, Mr. Yamada. Mr. David Cooper, CEO of UACJ Automotive Whitehall Industries, 
Inc., will continue with an explanation of UWH's fourth medium-term management plan for the automotive 
parts business in North America. 
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Cooper: Thank you very much. My name is David Cooper. I am the President of UWH. It has been 20 years 
since I joined UWH. I became President in 2014 and have been CEO for two years now. 

We are a tier one supplier to automakers. We entered the automotive market by making sunroof guides from 
extruded aluminum parts. Since then, we have also offered things like bumpers, crash management systems, 
rocker panels, and crash boxes. 

We also offer some parts in the battery. In addition, the Company manufactures side frames and internal 
components. 

For example, a luxury sports car uses 30 of our components. 

In addition to traditional car companies, we also have relationships with EV manufacturers. There are two 
manufacturing facilities in Michigan, one in Detroit, and one in Arizona for EVs. We have the very best 
performing plants in Kentucky and Mexico. It has 1,300 employees and generated USD288 million in sales last 
fiscal year. Then there is EBITDA of USD22 million. Profitability has improved considerably over the past few 
years. 
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We are a vertically integrated supplier. We start with billets, extrusion, and then add various processing steps. 
Of course, we offer a wide range of services, including machining, laser, welding, and bonding. We then 
assemble it into the final product and ship it to the customer. 

We are confident that we have the best control over the aluminum extrusion process, which is one of our 
strengths. In precision machining, we have very good technology backed up by a history of about 50 years. 

We are striving to reduce costs and improve capability by adding cutting-edge technologies to our 
accumulated technologies. 

We can offer world-class quality. Out of a shipment of 1 million pieces, only about 20 become defective. You 
can see by the ratio that we maintain high quality. 
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This is our growth trajectory after joining the UACJ Group. 

It has grown by about 14% since 2017. As for organic growth for auto parts manufacturers, it would be very 
difficult. We still need to secure an engineer to make the investment in advance, so the investment cost is 
incurred first before the revenue is generated. 

For that reason, for the past several years, there was a period when investment was made upfront, and then, 
as in your case, there was the impact of COVID on shipments. However, we managed to establish a factory 
and added three new press lines. 
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Our performance last year was very good. Sales were sluggish in some areas; however, we reviewed fixed 
costs, implemented structural reforms, worked to optimize human resources, and reduced downtime. This is 
something we do every year. 

Rainwater measures were also taken to preserve the plant. 

We have also reduced the inventory of billets, the raw material, and I think this has been a very good success. 
Yields have also improved by 20% in the extrusion field. We are also working with the Big Three to develop 
new alloys. 
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We grew 14%, but sales did not grow as fast as we would have liked because manufacturing and sales for EVs 
are a little slower than planned. Of course, EVs themselves are growing at a healthy pace, but not as rapidly 
as we had hoped. Thus we have been working to reduce costs within the Company, and this has produced 
some results. 

Salespeople also succeeded in raising prices. As for the improvement in the manufacturing side, we were able 
to reduce procurement costs, and also transportation costs. 

We have also implemented structural reforms at our plants and at UACJ, and as a result, we have been able 
to reduce fixed costs considerably, and EBITDA has improved significantly, as I mentioned in the previous slide. 
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This is what I consider competition. These are the competitors in this vertically integrated automotive 
structural parts supplier. 

We are proud to say that we are the most capable company among them. Although not the largest, it is the 
best, especially in extrusion. I think we are second to one in manufacturing. The same is true for sampling. 

We have always been a very agile, flat, and very flexible organization, and I think that is why we were able to 
respond so quickly to the EV business. EV customers require a different response than traditional customers. 

Our quality is extremely high. Also, we have very competitive cost advantage.  
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This is what I am most proud of: all the people we have in our various factories. 

They are scattered, including Mexico, but they are very stable team, worked together for a long time, 
challenging and sincere, and everyone shares things with us. Everyone was willing to cooperate, and as a 
result, I think we achieved a very good performance. 

  



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
73 

 

 

 

Six years ago, when the UACJ brought us into the Group, we were very concerned about our ability to handle 
the big, new, automated Honda, but the people on the team have achieved it, without any errors. 

Out of 600 suppliers, we were honored last month with the Multiple Supplier Award for accomplishing a 
complex process in terms of quality and other aspects. I hope to acquire these things in the future as well. 

We have also received the Zero PPM for GM award for 12 consecutive years. 
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Next, I would like to introduce the EV market. 

What is happening now? Although the growth has not been as rapid as you might expect, there is no doubt 
that it continues to grow significantly.  

Price is the biggest bottleneck to the spread of EV. It is relatively expensive and has some charger issues. Then 
again, there is the issue of interest rates. I believe interest rates have a significant impact on sales. 

However, OEMs are investing in building new factories, and the government is also investing now in promoting 
electric vehicles in conjunction with them. 
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Although there has been news about the slowdown in EV adoption, in 2023, 7.7% of the total new vehicle 
sales were EVs. This translates to an increase of almost 60%, YoY. 

Many program launches are planned for the coming months. 22 programs are planned to be launched in 2024. 
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This graph shows the bullish and bearish cases. This is about the adoption of EVs. 

I am an early adopter. I drive a Tesla Model S and I love it. I charge the battery once a week in the garage. 
Once you drive one, you will find that it is truly clean, quiet, fast, and a pleasure to drive. And everyone may 
look back. I am what is called an early adopter. 

I don't think anyone can say with certainty how quickly adoption will spread, or whether it will be fast or slow. 
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This is the prediction I requested to make. The outlook is still shifting toward a gradual slowdown. In 2027, in 
the US, 23% will be EVs, and in 2030, 35%. The fact that growth is still quite fast at this pace means that the 
situation is good even as growth slows. 

The weight should be reduced in all vehicles. Weight reduction is necessary, whether it is a hybrid or internal 
combustion engine. This is where our work in aluminum products comes in. 
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The use of aluminum for vehicles is expected to go from 13% in 2020 to 26% in 2040. 

I think we are in a good position in this market as we have enough production capacity in place. 
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During the period of the medium-term plan, most of the improvement measures we make will contribute to 
expand margin as it grows topline without increasing costs. This is because there is no upfront cost as before.  

Inflation and depreciation are factored into the plan, and the effects of the improvements are also factored 
in. 
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Examples are shown. This is an example of this year's improvements. 

We are targeting USD3.5 million in transfer business due to anti-diving duties. Also, the hiring of human 
resources has been on hold for some time. 
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We expect to reduce the percentage of sunroof sales in the future.  

The sunroof segment will be lowered from 14% to 4%, and instead, higher margin products will be expanded. 
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We have a lot of business, mostly related to EVs. Despite concerns about the slowdown in adoption rates, 
there are many positive events. Many new product launches are anticipated in the future. As for tariffs, there 
has been an increase in tariffs on Mexico and China. 

Last week, an OEM which we had declined due to our concerns on production capacity approached a Chinese 
supplier, but asked us to reconsider due to tariffs. The inquiries have been very strong, indicating that there 
are no concerns about top-line growth. 
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In the environmental field, we reduced Scope 1 and 2 emissions last year. It is reduced by 32% per ton of 
production. We also report emissions to our customers. 

We are also beginning to consider joining ASI, or the Aluminium Stewardship Initiative. We conduct self-
assessments, and it has been scheduled in all plants. As for the CO2 reduction plan, it is envisioned that 
Michigan will be 100% renewable energy by 2028. 
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Last but not least, UWH has a great and stable team of very competent and dedicated employees. Top-line 
growth temporarily stalled in 2023, but this was due to the slow adoption of EVs in North America. 

We also believe that the EV market will grow, and that we will be able to capture that growth. Thank you. 

Ueda: Thank you very much. This will be the last program of the day. Joji Kumamoto, Managing Executive 
Officer, will present “Synergistic collaboration, mechanisms for creating added value.” 

Kumamoto: This is Kumamoto. I am in charge of business strategy. Thank you. 

Kawashima reviewed the numerical results of the third medium-term management plan, but I would like to 
look back on the management strategy from the perspective of a person with whom I have a lot of 
conversations within the Company. 

The approach of thinking about how we can abandon our internal constitution, "this is the way we have always 
done it" or "this is the way we do business," and discuss on shared purpose and implement things rationally 
has become widespread. This has led to our major outcome that I am going to discuss now.  

In the theme of "earn, connect, and lightens world," the word earn is translated to value in English, and how 
we add value to our business. We add value by growing. Ultimately, from my perspective, the value or profit 
is reflected in the share price, and the share price rises. This is how it works. 

I would like to introduce two or three examples of the mechanisms we incorporated in the fourth medium-
term management plan to earn money and increase corporate value as a preliminary step of what I mentioned 
above. 
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This slide that you are seeing now, I think this was mentioned in Tanaka's explanation at the beginning of the 
presentation. 

Please see the area highlighted in red. Expansion of the materials plus processing business, supply chain in 
advanced fields, and collaboration among businesses and divisions shown at the bottom are the main 
keywords for adding value. 

The point is to maximize the power we have. I understand this to mean synergistic collaboration, and this is 
the mechanism we thought to maximize the power that we have. 
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Specifically, I would like to inform you that we have created the extrusion and metal components business 
division, the aerospace and defense materials business division, as well as the Casting Supervises Department 
under flat rolled products division.  
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We thought about it on two axes. One is the process axis. It might be better to call it an axis of processing 
means. Another is the customer-market axis. That is where we consider things based on the customer. 

The flat rolled products division on the top is the process. This division considers what production to 
implement. The next division, extrusion and metal components business division, focuses on extrusion as a 
process axis and processed products as a market axis. These approaches are equally combined.  

Below that, for automotive parts business division, this is more of a market-driven organization, or rather, 
customer- and market-focused business as we outsource the manufacturing in-house.  

The aerospace & defense materials business division at the bottom is a hybrid of market and process, or rather, 
market-oriented. 
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Extrusion and metal components business division.  

We have four extrusion manufacturing sites and six processed products manufacturing sites nationwide. What 
these indicate is that, for example, in the processed products manufacturing sites, we are working on more 
of a material system such as rain forces, the material for extruded bumpers, or side frames. 

In the processed products manufacturing sites, the most typical example of a processed product is the 
honeycomb panel for construction, shown at the bottom right. 

We intend to hybridize the processing business, which knows the materials, and the materials business, which 
processes the materials. 
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We want to develop them into role models of material with added value. I am talking about something quite 
large, but this is the envisioned expansion of the basis of our business.  

The left-most part is around the years from 2040 to 2050. The materials area of extrusion has its own presence 
in the market, so we are not going to stop this at once, but rather, we are going to expand this part of our 
business. 

For the processing area, we are also engaged in various types of processing, which we will continue to expand. 

After all, it is the blue part. We are now considering to grow this area about 1.5 times in the medium-term 
plan by combining materials and processing. The end of the medium-term plan is around the middle part of 
this chart, and we hope to increase the scale of this business by about 1.5 times by then. 

In terms of the scale of business profit, we would like to bring it to the point where it exceeds JPY6 billion. 
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Aerospace & defense materials business division.  

We are actually already doing work in this area at our company. Hashimoto's division handles flat rolled 
products for aircraft, and the casting and forging division handles shapes and forgings. 

We are currently reshuffling the organizations to provide customers and the market with a one-stop shop for 
the aerospace- and defense-related products shown in the boxes at the middle.  

This is a new division that requires a different level of management than general contracted products in terms 
of information security and quality control, and we are now preparing for the full-scale launch of the division, 
which will officially begin on October 1 of this year. 

Because of this, we do not have any figures on the scale of business or the scale of earnings, but only an image 
of what it will be like. As shown in the other materials of the fourth medium-term plan, we are aiming for 
sales of over JPY10 billion in FY2027, and we would like to double that to JPY20 billion in FY2030. 
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Although this was only announced at the end of March in a very modest way, as an organizational change 
effective April 1, I believe that this is actually a very significant mechanism. 

This was explained by both Tanaka and Hashimoto, but we want to make the recycling loop thicker. Our 
intention is to make each part bigger, make more use of scraps, and become the heart of the circular economy, 
but this is the very heart. 

The question is how to utilize recycling to create alloys. The raw material used in the flat rolled product is 
called a slab and in the case of extrusion, it is called a billet. It is very important what kind of raw materials we 
create. 

We have so-called casting facilities at three of our flat rolled product manufacturing sites and two of our 
extrusion sites, and until now each of these facilities belong to each manufacturing site and function 
independently. For this, we created a horizontal organization called the Casting Supervises Department.  

This department will centrally manage how to share the production technology of scrap or the information of 
raw materials of scrap, and the reaction we get from customers when we provide them with these information. 
We believe this mechanism will promote recycling.  
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Finally, let me share something from a recycling perspective.  

As you can see here, Sumitomo Realty & Development, Toyo Seikan Group Holdings, and our company are 
working together on this project. 

Let me tell you what makes this unique. 

You may have a can in your possession that has a triangular aluminum mark on it. The current recycling policy 
in Japan is designed to impose an obligation on those who manufacture and sell beverages to recycle them. 

This is not to deny the scheme at all, but it means that we participate in the act of collecting cans currently 
done by Sumitomo Real Estate, who owns many buildings and places vending machines, in other words, those 
who sell or provide a place to sell. 

Although the act of collecting cans is the same, the scope of this project has expanded depending on who 
collects the cans, and we are considering taking a slightly different approach. This is one example of how 
recycling is becoming more prevalent in the world. 

That is all. Thank you. 

Ueda: Thank you very much, Mr. Kumamoto. 
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