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Presentation 

 

Ueda: We will now begin the briefing. Thank you very much for taking time out of your busy schedule to join 
us today at UACJ Corporation IR-Day. 

I am Kaoru Ueda, General Manager, IR, Finance Department, and I will serve as today's moderator. Thank you 
for your cooperation. 

Although forward-looking information may be provided in this presentation, such information is only our 
current forecast. Please note that actual results may differ significantly from these forward-looking 
statements due to various factors. 

Let me now begin today's program. First, Shinji Tanaka, Representative Director, President, will give an 
explanation titled "For achieving the fourth mid-term management plan." Kozo Okada, Chief Executive, 
Finance and Accounting Division Executive Officer, will continue his presentation on achieving management 
conscious of cost of capital and stock price. 

President Tanaka, please go ahead. 

Tanaka: I am Tanaka. Good morning, everyone. Thank you very much for taking time out of your very busy 
schedule today to join us at the UACJ Group IR-Day. 

The UACJ Group's IR activities have been greatly supported by investors and analysts through financial results 
briefings and other events. I would like to take this opportunity to thank you again. We will continue to actively 
develop our IR activities and look forward to your continued support. 

 

I will now explain today's program. In today's IR-Day, under the title "For achieving the fourth mid-term 
management plan," I will explain the financials, the five businesses collaboration figure, the domestic flat 
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rolled products business, UATH, TAA, and UWH from overseas, and finally, the aerospace and defense 
materials business, which was launched last October 2024. 

Today, we have representatives from the US and Thailand, so I hope that everyone will actively ask questions 
during the Q&A session at the end of the day. Thank you for your cooperation. 

 

Now, let me give you a general overview. This is the Group's corporate philosophy, which was redefined in 
February 2020. We have shown you many times, but we would like to confirm again. 

Our corporate philosophy is to contribute to society by using raw materials to manufacture products that 
enhance prosperity and sustainability. In other words, it shows our determination to contribute to the 
realization of a society that is sustainable and feels culturally rich, with skills and technology that draws out 
the functions and characteristics of materials as the starting point of our competitiveness. 

Just below that is the UACJ Way, which is our guiding principle. It expresses that we act in accordance with 
three values: respect and understand your associates, embrace honesty and foresight, and be curious and 
challenging. It serves as a guideline for our actions so that the UACJ Group can continue to be a company that 
supports society and people's lives in perpetuity. 
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Here is the materiality of sustainability. The key sustainability issues, or the materiality, is in the upper part of 
this compass, in terms of the environment, a future where the Earth can continue to be beautiful and bountiful, 
and in the lower part, in terms of wellbeing, a healthy and harmonious society where everyone can feel well-
being. 

The north and south of this compass represent the direction in which the UACJ Group is heading, that is, a 
guideline for heading toward the brighter world that the UACJ Group is aiming for. And we are working on 
our own activities. 
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We announced our fourth mid-term management plan last fiscal year, and the business environment has 
changed dramatically since then. With the beginning of a shift in tariff policy due to a change in the US 
administration, the global economic outlook is becoming increasingly uncertain, and we are now in a situation 
where we must make quicker and quicker decisions in the face of a fluctuating environment. 

We believe that this heightened awareness of the need to reduce environmental impact will continue, but we 
recognize that this was a year in which the UACJ Group was strongly called upon to find ways to connect its 
businesses in order to reach this goal. 

 

We indicate our perception of the current business environment. First, regarding FY2024, I believe that this 
was a year in which we were able to reliably meet customer demand for can materials and other products, 
both in Japan and overseas. Demand for can materials is expected to expand further in FY2025, and we intend 
to seize this opportunity. 

In addition, the Company will make capital investments with a view to medium-term growth. As for the US 
tariff policy, we recognize it as a risk, but we believe that its direct impact on our business performance is 
limited. It is currently not yet factored in. 

In FY2025, we plan to make strategic investments with a view to achieving the goals of this mid-term 
management plan and expanding our business beyond it. We plan to continue to take an aggressive stance, 
while at the same time protecting our financial health as we continue to strengthen our recycling-related 
activities. 

In the latter half of the mid-term management plan, we will work on expanding fields such as can materials, 
aerospace and defense materials, as well as expanding the aluminum recycling-oriented society and sales of 
aluminum as a value-added material. 
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Despite various changes in the business environment in which we operate, we have not changed our targets 
for the final year of the mid-term management plan, which are business profit of JPY60 billion and EBITDA of 
JPY100 billion. 

What measures each of these businesses are planning for FY2027 will be explained in the presentations from 
each business that follow. 

 

This section shows recycling-related items implemented in FY2024 as well as future plans. As you can see in 
the lower left of the PowerPoint presentation, we have set a target UACJ recycling rate of 80% in FY2030. 
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In response to this goal, each of our sites has been equipped to actively utilize recycled raw materials. In 
FY2024, we were able to increase this UACJ recycling rate to 73.9%. We are committed to implementing this 
measure to provide our customers with the value of reduced environmental impact. 

 

We are also strengthening our brand and other intangible assets in order to become the UACJ of choice. Last 
September 2024, we integrated the various product brands that existed within the Group as a family brand, 
ALmitas+. This past April 23, last month, we announced ALmitas+ FusPlate SMART, a recycled thick plate 
material. 

Also, just shown on the right of this slide, we are working to strengthen our management base in order to 
ensure UACJ's continued sustainable growth. 

In particular, to ensure the safety and security of our employees, we will not only implement measures but 
also pass on UACJ's technology for the future. "Monozukuri Gakuen" manufacturing academy was organized 
in April. 

We will accumulate systematic know-how and strengthen our training system in order to respond to the 
decline in the workforce, which has already begun. 
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Now, this is a summary of the key policies, strategies for growth, and added value set forth in the fourth mid-
term management plan. Here is an analysis of business profits for FY2023 through FY2025. 

As you can see, in FY2024, we experienced a slight, partial delay in the materials + processing business due in 
part to the impact of the backdating of the automotive-related business, but we have generally been able to 
steadily expand earnings in other areas. 

Although cost increases due to inflationary factors, such as the soaring costs of raw materials and labor, have 
been occurring earlier than originally planned, we intend to cover these costs by making good use of the 
recycling facilities we have already invested in and by making full use of recycled materials. 
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As I mentioned at the outset, there is no change in the financial targets for the final year of the mid-term 
management plan. We will steadily implement the investment plans that we are about to implement, aiming 
to increase earnings and improve asset efficiency in FY2030. 

 

There is no change in our basic dividend policy, which is to pay stable and continuous dividends. For the 
current fiscal year, we plan to increase the annual dividend by JPY10 to JPY160 per share. 
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We believe that FY2024 was a good start for the first year of the mid-term management plan. From FY2025 
onward, we will aim to achieve both revenue growth and a disciplined investment plan to achieve our mid-
term plan and VISION 2030. 

 

Finally, the materiality initiatives are described. Due to time constraints, I will omit details, but generally we 
were able to make progress on these items as planned. 

Now, Mr. Okada of the Finance and Accounting Division would like to report here on the current status of 
management conscious of cost of capital and stock price. Mr. Okada, please. 
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Okada: I am Okada, Chief Executive, Finance and Accounting Division. I will explain how to achieve 
management conscious of cost of capital and stock price. 

FY2024, the first year of our fourth mid-term management plan, has come to an end. We believe that we were 
able to achieve the results as originally planned. 

We will explain our plans for continuous improvement of corporate value in FY2025 and beyond, including 
our major capital investment plans for FY2025. 

As explained at the financial results meeting, this is our progress toward increasing corporate value and 
achieving a P/B ratio of 1x or more. By achieving the goals of the fourth mid-term management plan of ROE 
of 9% or more and cost of capital in the 7% range, we will achieve further expansion of the equity spread as 
soon as possible. 

As for the performance evaluation for FY2024, ROE was 9.9% in FY2024, up from 5.3% in FY2023. As for 
business profit, the results for FY2024 were JPY45.9 billion and the final profit was JPY28 billion. 

In February 2025, the Company also repurchased 3 million shares, or about 6% of its outstanding shares. 

On the other hand, we assess that the cost of capital has dropped from 9% in FY2023 to the 8% range in 
FY2024. Although the risk-free rate increased as interest rates on 10-year treasuries rose, our beta value 
declined significantly from 1.62 to 1.25. 

As for the evaluation of the improvement in beta value, we believe that the evaluation shows the effects of 
improved accuracy in profit-and-loss management, improved creditworthiness, and promotion of 
understanding of the Company through proactive IR activities and information disclosure. 

As for actions for FY2025 and beyond, we will continue to maintain a D/E ratio of less than 1x while realizing 
the goals of the fourth mid-term management plan of JPY60 billion in business profit, JPY100 billion in 
Adjusted EBITDA, and ROIC of 9% or higher. We are committed to corporate activities to achieve ROE of 9% 
or higher on a business profit basis as soon as possible. 

É UACJ Corporation. All rights reserved. 16
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with the aim of achieving a PBR of at least 1.0 as quickly as possible

Cost of capital

ROE

Equity spread

Further 

expansion

PBR 

1.0x 

or 

more

Targets for 
4th Mid-term

Management Plan

9% or more

7-8% range

Actions for FY2025 and beyondImprove ROE

Reduce cost of capital

FY2023FY2024

5.3% 9.9%

V Business profit (Ô43.4 ҜÔ45.9 
bn)

V Net profit (Ô13.9 ҜÔ28.0 bn)
V Purchase of treasury stock, etc.

FY2023FY2024

9% 8-9%
range

Improve beta

Toward Management Conscious of Cost of Capital and Stock Price

Improved accuracy of p/l management, 
stable and continuous profit

ҜImproved creditworthiness
(Achieved A rating
ҜPromoted understanding of our company
(Active investor relations and disclosure)

Business profit:60 bn yen(FY27)

Adjusted EBITDA: 100 bn yen(FY27)

ÅROIC:9% or more (based on business profit)

ÅD/E ratio:less than 1.0

(Reduction of financial costs, etc.)

Improve beta value
ÅContinuous business growth and increase in 

corporate value

ÅStrengthening disclosure and dialogue with 

capital markets 

ÅStable and consistent shareholder returns 

(dividend payout ratio of 30% or more)

ÅStrengthening creditworthiness 

(strengthening financial structure) Stock price

PBR

4,405 yen

0.77

24/3 End

4,770yen

0.74

25/3 End

1.62 1.25



 
 

 

Support 
Japan 050.5212.7790     

Tollfree  0120.966.744 Email Support    support@scriptsasia.com 
13 

 

In terms of reducing the cost of capital, in order to further improve beta value, we are firmly committed to 
continued business growth, active dialogue with the market and further strengthening information disclosure, 
and stable and continuous shareholder returns. 

 

We will explain the execution of strategic investments in "materials with more added value than before" to 
increase corporate value toward the achievement of the fourth mid-term management plan. 

First, let's look at the situation regarding funds. As shown in the fund operation table for FY2024, the amount 
of long-term financing was JPY81.1 billion, and the surplus of long-term funds was JPY31.4 billion. Short-term 
funds were JPY59.1 billion in shortfall due to soaring bullion prices, yen depreciation, and other factors. 

In response to these results, the Company's efforts in FY2025 are to generate adjusted EBITDA of JPY85.5 
billion by expanding sales volume and steadily implementing price revisions in the FY2025 plan, as a means of 
further generating long-term funds. 

For short-term funds, we will focus on controlling working capital by further strengthening our CCC 
improvement activities. 

Next, I would like to discuss the major capital investment plans for FY2025. With regard to capacity expansion, 
investment to increase the capacity of hot rolling mills at TAA will be completed this fiscal year. 

As for recycling investments, UACJ Yamaichi Aluminum's investment in UBC processing facilities at its Fukui 
Works and the expansion of UBC processing facilities at TAA will be completed in H2. 

Regarding the stabilization of the supply chain in advanced sectors, we will install equipment to increase 
production capacity of thick plate quenching furnaces for aerospace and defense materials, which should be 
operational in FY2027, and in the foil business, we will also begin investing in the expansion of production 
capacity for Li-ion battery current collector foil. 

Finally, in order to achieve the goals of our mid-term management plan for FY2027, we will actively invest to 
realize our "materials with more added value then before" strategy while maintaining a D/E ratio of 1x as a 
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means of improving our financial position, and in terms of shareholder returns, we will firmly implement 
stable and continuous dividend payments and strive to continuously increase corporate value. 

That is all the explanation from me. 

Ueda: Thank you very much, Mr. Tanaka and Mr. Okada. Next, under the title of "Progress on the fourth mid-
term management plan for the flat rolled products business," Keizo Hashimoto, Executive Vice President, will 
explain UACJ's approach to business collaboration and the progress of the mid-term management plan for the 
entire flat rolled products business. 

Mr. Hashimoto, please. 

 

Hashimoto: I am Hashimoto. Thank you for your time today. I would like to explain in some detail the 
promotion of business collaboration and the progress of the mid-term management plan for the flat rolled 
products business, especially in response to the changing external environment. 

First, I would like to discuss the promotion of business collaboration. In the fourth mid-term management 
plan, our priority is to develop materials with more added value than before and new business areas. As shown 
in the tree on the left, growth areas in existing areas are red apples, and new areas, new businesses are green 
apples. We are working to expand both. 

In order to do this, as you can see on the right side, we see it as important for each business to work together 
and collaborate beyond the framework, especially in a way that fully utilizes these talent, technologies, and 
assets. 
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In this context, the extrusion and metal components business division and the aerospace and defense 
materials business divisions were established in January and October of last year, respectively, bringing the 
total number of business divisions to four. Furthermore, in conjunction with this marketing, not only each 
business division but also R&D is involved in working with customers on new demands. 

Some of the results, as listed below, have been positive, and the value of recyclability and light weight has 
improved, which is where the relative valuation is going up. This has begun to open up new demand, especially 
in the construction materials, automotive, and IT sectors. 

In terms of collaboration, a casting control department has been established at the head office to promote 
the development of recycling across plants and businesses. 

In this sense, we would like to work together, not only in sales, but also in manufacturing, to strengthen 
collaboration and grow new demand. Gradually, this new market is also increasing, and we see this 
collaboration as beginning to have an effect. 
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We report on the current status of the flat rolled products business. First, in the flat rolled products business, 
we have three main production bases in Japan, as well as bases in the US and Thailand, and we are aiming for 
a production capacity of 1.5 million tons. 

We sold 1.19 million tons in FY2023 and 1.27 million tons in FY2024. We plan to sell 1.35 million tons in FY2025. 

 

This is the mountain that we presented in our previous mid-term plan as our ideal vision for 2030, and we 
would like to make this mountain bigger. 
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First, we expect the demand for aluminum, which is our field, to continue to increase. In this context, our 
customer base, our production technology and manufacturing capabilities, and the characteristics of 
aluminum are the foundation of our business, and on the mountainside above this is our comprehensive 
strength that covers a wide range of products and regions, as well as synergies with other businesses, which 
are our characteristics. 

Based on the keywords of R&D and production capacity and reducing environmental impact, we would like to 
expand our capabilities to the maximum extent possible on a global scale. We are currently the second largest 
group in the world in this sense, but we are now moving forward with the goal of surpassing this position and 
becoming the top company in terms of overall strength. 

 

This section describes the progress of the fourth mid-term management plan, beginning with what was 
accomplished in the first year of the mid-term plan. 

First, in terms of this shift from quantity to quality, we have established a new company and sales service 
center in Germany to respond to the extremely strong demand for can materials, especially in Europe, and 
also with an eye to the Middle East and Africa. 

In addition, as I will talk about later, we have decided to install a facility in Fukaya for this thick plate quenching 
material, and we consider this to be another major achievement this year. 

As for the shift from goods to services, as I mentioned earlier, we are expanding sales of environmentally 
friendly products. This, too, will be explained in detail later. Capital investments are being made as well. 

As for the three-country supply system, the first thing we are doing in the first year is to increase the capacity 
of each location and to strengthen this compatibility. 
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The left-hand side shows the sales volume of the three countries, and the right-hand side shows the business 
profit. As for sales volume, as you can see here, we are aiming for 1.42 million plus something extra in the 
mid-term plan for FY2027. We are planning 1.35 million tons for this FY2025, and I think we are well on our 
way toward something extra. 

On the other hand, business profit is slightly downward in FY2025. The main reason is the rising cost of 
recycled materials. 

We have already taken measures to broaden the area by expanding procurement sources or increasing usage, 
and to reflect this in prices, etc., and the situation has eased, so we are proceeding to achieve the level of the 
mid-term plan for FY2027. 
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Growth potential is shown with business profit on the vertical axis and timeline on the horizontal axis. 
Domestic core business, which is the base of the Company, will grow through these measures. Overseas 
operations in the US and Thailand will naturally grow as growth businesses. 

On top of this, the figure shows the added value, which is based on the economic value of reducing 
environmental impact both in Japan and overseas, and we want to add on to this and take a growth strategy. 

 

The specific initiatives of each company are listed in the following sections: increase production, reduce 
environmental impact, and sales strategy. 



 
 

 

Support 
Japan 050.5212.7790     

Tollfree  0120.966.744 Email Support    support@scriptsasia.com 
20 

 

I won't go into specifics because they would be redundant, but in the big picture, we are introducing the 
equipment for producing quenched thick plates I mentioned earlier and expanding our capacity to 360,000 
and 460,000 tons in Thailand and the US, respectively. 

Then, as for the reduction of environmental impact, it is necessary to install equipment. Side wells for melting 
scrap to efficiently melt recycled materials into slabs are in operation in Japan and Thailand. We will also start 
a JV with Yamaichi Metal for the processing and treatment of used aluminum cans in 2026. 

Also, the dross processing is mentioned here for TAA, and then the shredder line is also quite large and will 
be in operation starting in 2026, which I think will be an advantage. 

The sales strategy is described here. 

 

This is about the installation of equipment for producing quenched thick plates. The total investment will be 
JPY11 billion, and the plant is scheduled to start operation in H2 of 2027 with a production capacity of 10,000 
tons, approximately double the current capacity. 

Areas of demand include materials for aircraft, space, defense, and semiconductor manufacturing equipment. 
As this chart shows, demand is expected to grow in the future. And we have been able to respond only to a 
certain extent due to our current capacity constraints, so overseas materials are now entering Japan and East 
Asia as a result. We plan to capture that area properly with this capability. 

This quenched material has a high added value, and in that sense, we see it as a significant factor in improving 
overall profitability. 
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We convert the value created by the reduction of environmental impact into economic value. What we are 
going to do with this reduction of environmental impact is as shown on the left. I believe it is important to 
properly visualize and value this, as shown on the right. The work on the left side is something that costs a lot 
of money. By making the capital investment and operational costs into economic value, we can return them 
to this cycle to realize a sustainable society without losing out on costs. 

 

Specifically, this is a list of those we have press released.  
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Since 2022, we have been working in cans, automotive parts, and building material fields, and as mentioned 
earlier, we have also recently announced thick plates. 

It is not shown here, but as noted below, it is being used for a variety of things, including home appliances, IT, 
PCs and smartphones, and cosmetics, and the number of projects is increasing very rapidly. 

Everyone everywhere is seeing significant contribution aluminum can make in reducing CO2 emissions, so we 
are working on the situation with an increasing number of projects. 

 

As for cost increases, as I have mentioned before, there are various cost increases, including labor costs, raw 
materials, and energy, and we will make visible what we can see and surcharge them. 

Where we cannot, we are responding to rising costs by asking for periodic price reviews and including cost 
reductions both in the value-added area and by increasing production capacity and increasing volume. 
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This is about additional tariffs in the US. First, regarding the additional 25% tariff on aluminum products, which 
directly affects us, for one thing, the products we currently export to the US are 50,000 tons from Thailand, 
including can materials and automotive heat exchanger materials, which is equivalent to about 5% to 6% of 
the production in Japan and Thailand. 

For can materials, there is a shortage of materials locally, and for automotive materials, there are only a few 
places that make them. The can materials will be slightly reduced in some places because new mills will be 
built from next year onward, but there is talk of a local mill closing down for heat exchanger materials, so we 
do not expect any major change in volume for some time, and we do not expect any major impact. 

On the other hand, with regard to additional tariffs on automobiles, production in Japan may be slightly 
affected. Although it is mainly export for this part of the business, we are assuming alternative demand, so 
we do not expect any major impact on this year's or next year's financial results. 
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This is the global movement of our mainstay can materials. We compare FY2021 and FY2025. 

One of the major things is that there is FTA from Japan to Europe. In Europe, the shift from bottles to cans 
and from PET to cans is progressing considerably, and the supply is insufficient. The customers want us to 
export to Europe, so we are increasing the volume. As you can see from the figure on the right, there has been 
a significant increase. 

As for Thailand, as shown in the color-coded chart by region, North America in the red has been gradually 
reduced from 2021, while India, Oceania, the Middle East, and Africa are being expanded. We are also 
increasing the capacity of TAA to meet the strong demand in the US. 
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Finally, I would like to discuss the sales plan for domestic flat rolled products. As you can see on the lower left, 
we are dealing with various types of products, and Japan has a very small portion of growth. On the other 
hand, while there is a very stable demand, as you can see on the right side here, the demand for can materials, 
especially in exports, is increasing for Europe as I mentioned earlier, so the demand for cans is very stable in 
Japan, and exports are increasing here. 

The recovery of thick plates is a little delayed but will probably increase in H2 of this year or next year. There 
are other industrial materials that will also increase, such as MD and fins. Under such circumstances, the 
domestic situation is growing considerably in the form of increased production to reach the sales plan of 
620,000 tons. 

After this, President Henry would like to explain TAA, and then Executive Officer Boy would like to explain the 
situation in Thailand as well. 

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

Ueda: Thank you very much, Mr. Hashimoto. Next, IR-Day 2025, UACJ Thailand Co., Ltd. will be presented by 
Mr. Teerapun Pimtong, UATH Executive Officer, Vice Senior General Manager of Bangkok Office, UATH. This 
program will be presented in English. 

Let's begin the presentation. Boy-san, please go ahead. 
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Pimtong*: Hello. My name is Teerapun Pimtong. This is my first time here, so let me introduce myself first.  

I joined UACJ Thailand more than 11 years ago and have worked in QA, QC, and the sales area. I was appointed 
to be Executive Officer and Vice-Senior GM since last month. 

 I have a chance to contribute to Thai society. In the Aluminum Industry Club, I was Chairman during 2020 
until 2024. As of now, I am Honorary Chairman. In the 3R Foundation, related with Sustainability Management, 
I am a Committee Member. In Thai Institute of Packaging and Recycling Management, I am an Advisor. 
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Today, I will update the fourth mid-term plan and key activities in UACJ Thailand. As you know, UACJ Thailand 
already completed a 320,000-ton production base in Southeast Asia. As of now, we have 1,307 employees. 
Now we supply to customers mainly can stock, heat exchangers, and room air-conditioner fins to more than 
100 companies in approximately 33 countries around the world. 

. 

 

As of now, everyone knows that we completed the third phase since 2019 and achieved shipment of 321,000 
tons in 2021. We already recovered from the COVID impact. And last year, we supplied more than 300,000 
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tons already. We achieved 306,000 tons with the number 4 side well furnace installation that has run smoothly 
since April last year. We can increase more recycled material from aluminum by this facility. And now we are 
quite confident that we will achieve 336,000 tons this yearτeven though we have various challenging factors.  

 

About the fourth mid-term plan location in this slide. Next slide, please. Based on the sales volume on the left 
side, we still stick with 340,000 tons a year as the final goal in 2027. And at the same time, we will stick with 
the business profit of 8,500 million yen. Anyway, we need to take many actions. Expand sales in strong 
demand areas, for example, in India, the Middle East, and Africa. Improve the sales portfolio through cost 
reduction. Prepare new foil products for both production site and sales site. Improve rolled margin based on 
Chinese tax cancellation. 

. 
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And Now we have a corporate strategy for growth already. And how about production capacity? How to 
increase another 20,000 tons without any new investment? Three key bottleneck areas: casting, coloring, and 
finishing. 

We need to take the same action by increasing production speed. And in addition, for casting, we need to 
shorten dissolution time. In cold rolling and finishing areas, we need to shorten setup time between lot by lot 
or coil by coil. And in another area like hot rolling, we only need to reduce the breakdown time. If we would 
like to achieve 360,000 tons, we can do it with small investment. Just in case that we may need to take more 
capacity to achieve the targetτlike hot roll capacity. 

We will need big investment for the casting and cold rolling areas. Anyway, based on what everyone knows 
about the uncertainty of this situation, we should take more time to consider. 

. 
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The can demand that I show on the right sideτ It is in line with global can demand, which has already 
recovered and is growing continuously. Especially in Asia and in the Indian market. Now, eco-friendly trends 
are increasing. So our recycling activity is quite in line with this green demand. We plan to expand more in the 
EU, the Middle East, and Africa in the near future too. 

. 
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We will stick with the basic policy by expanding business globally for the can stock and managing the sales 
portfolio with a good price. Ensure our price level after the Chinese tax cancellation, and provide environment-
friendly products and expand to Europe once the Thai-EU FTA starts. 

 

Based on the automobile business being unstableτboth in Southeast Asia and the uncertainty in North 
Americaτwe need a tighter relationship with key heat exchanger customers and expansion to the U.S. 
because our competitor shut down their plant. About room air-conditioner fins, demand is still good based 
on climate change and global population growth. So we will keep expanding to Southeast Asia, Europe, the 
U.S., and India. 

. 
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Next, about the recycling and environment topic. It is quite a hot issue in Thailand at this moment.  

We already have a can-to-can closed loop collaboration among government agencies, brand owners, can 
makers, collectors, recyclersτincluding us in Thailandτfor more than 4 years already. We still consider how 
to pack more and make the MOU more efficient and try to extend this MOU more within this year. 

. 
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The outcome of the can-to-can journey is one part of the can-to-can closed loop collaboration. We selected a 
closed-pilot area in order to redesign or change to proper package, develop an extended producer 
responsibility system and waste management in both Koh Tao and Koh Phangan, which are located in the 
southern part of Thailand. Maybe somebody knows about Koh Samuiτit's not so far from there.  

The MOU for Koh Tao was signed in August 2023, and we found a good result by reducing the glass bottle 
usage by 80% within just 3 months after signing the MOU. I just got updated information before coming here 
that the 3R Foundation provided quite good results. They compared the result of the first quarter this year 
with the first quarter of last year. The glass bottles for beer are already reduced by 99%. It's quite good news. 

Next, about the MOU for Koh Phangan: 17 parties have already signed since December last year, and we have 
the goal to change beer glass bottles to aluminum cans 100%, the same as Koh Tao. This activity might be 
small, but the outcome is quite goodτgood for the community and good for UACJ. We expect that the 
government agencies, brand owners, and other stakeholders can form tighter collaboration. Finally, we can 
change all of Thailandτsame as our final ultimate goal. 

. 

 

Next, about localization managementτit's quite interesting. Next slide. We can see that now we have the 
expat in UACJ Thailand, 54 people, and we have the target to reduce to 37 people in 2030. At this moment, 
the ratio of local managers is almost double compared with 2014, and female managers have increased to 
46%. This is in line with the goal of UACJ Vision 2030τat least 15%. 

. 
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We cooperate with Suranaree University in order to find the CQL talent people in SUT, including expanding 
our reputation at the same time. And we signed MOU since March this year. Anyway, we did many actions 
before. We let SUT alumni, who are our employees, promote UACJ Thailand and provide information about 
aluminum knowledge to them. And we have another activity like providing the UACJ Sustainability Award and 
ǊŜŎǊǳƛǘƛƴƎ ƛƴǘŜǊƴ ǎǘǳŘŜƴǘǎ ǘƻƻΦ LǘΩǎ ǾŜǊȅ ƎƻƻŘ ŦƻǊ ǘƘƛǎ ŀŎǘƛǾƛǘȅΦ {ƻ ǿŜ Ǉƭŀƴ ǘƻ ŜȄǇŀƴŘ ƳƻǊŜ ǘƻ ƻǘƘŜǊ ǳƴƛǾŜǊǎƛǘƛŜǎ 
in order to CQL excellent human resource. 

bŜȄǘ ǎƭƛŘŜΣ ǇƭŜŀǎŜΦ hƪŀȅΣ ǘƘŀǘΩǎ ŀƭƭΦ Arigato gozaimasu. 

. 

Ueda: Thank you very much, Boy-san. Next, Henry Gordinier, CEO, Tri-Arrows Aluminum Inc., will continue 
the presentation on TRI-ARROWS ALUMINUM Investor Relations Day. 

Let's begin the presentation. Henry-san, please go ahead. 
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Gordinier*: Welcome everybody to be here. I appreciate your time and attention. Thanks to the folks at UACJ 
who helped make today possible. My name is Henry Gordinier. I'm the CEO of Tri-Arrows Aluminum, and also 
a Managing Executive Officer with UACJ Corporation. 

There we go. So, Tri-Arrows is headquartered in Louisville, Kentucky. It's in the Midwest of the United States. 
We have about 80 people in our corporate office. Our manufacturing facility is in Russellville, Kentucky. There 
are about 1,500 employees there. It is about 52 acres under roofτso a pretty large industrial facility. It is a 
production joint venture between ourselves and a competitor, Novelis. And our interests are shared, which is 
why the plant is successful. We're focused on safety. We're focused on quality, efficiency in terms of output, 
throughput, right? And cost. And right now, our take of it is about a billion pounds, or 490 KT. We are focused 
on can sheet, and we are a preferred supplier in the market. 

. 



 
 

 

Support 
Japan 050.5212.7790     

Tollfree  0120.966.744 Email Support    support@scriptsasia.com 
36 

 

 

I wanted to talk a bit about culture, because that certainly sets the tableτour mission and our strategy. We 
are relentlessly focused on building a culture that's going to be durable. It's not just what we're trying to 
accomplish today, but over the next midterm plan, over the coming decades. And we're focused on two things: 
Tactical executionτexcellence in tactical execution on the one hand. On the other side of that, connectivity. 
So the connectivity means that there's no independent decision. We link together across our functional areas 
to make sure it leads us to our mission, which is about driving valueτeconomic value. 

I've highlighted that for everybody to understand. That's how we make decisions across our organization: by 
cross-checking around what benefits us the most financially on the one hand, but also being forward-thinking. 
So the decisions that we're making today are setting the table for where we'll be in three and five years from 
now. I'm very proud of where we are with that. That leads us into what our strategy is: to be, today, the 
preferred supplier in the can sheet marketτbut also, looking to tomorrow to enhance our capabilities, to 
enhance our infrastructure. 

If you look over to the right, you'll see a little graphic with the word Ikigai on it. That's kind of our management 
philosophy. That philosophy really is our reason to beτour purpose. And around that are our principles. So 
this is really about how we do our workτnot what the work is, but how we're doing it. 

The significance is, when you peel back a philosophy or conceptτhow do you make that real? How does that 
translate into work? Well, underneath this are management systems that we've designed to help build the 
cross-functionality we've talked about. We've got data systems underneath it and an IT infrastructure to help 
organize how we work and how we manage. 

. 
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Big picture. All right. So the big picture for us is: our business is ready to compete, and it's ready to grow in a 
marketplace that we all know is changing. So we are further strengthening what is already a cost-advanced 
position. And we're doing that while delivering strong financial returns. 

when I think about what to know about our businessτ Number one: we're growing our production. Most 
important thing out there for usτƎǊƻǿƛƴƎ ƻǳǊ ǇǊƻŘǳŎǘƛƻƴΦ {ŜŎƻƴŘ ǘƻ ǘƘŀǘΣ ƛǘΩǎ ŀōƻǳǘ Ƙƻǿ ǿŜ ǎŜƭƭΦ hǳǊ ōǳǎƛƴŜǎǎ 
has been sold out since it was commissioned in 1983. Every single year, we've been sold out. That's how we 
manage it. That's how we run it. 

We're sold out today through 2027, which is the entirety of the midterm plan. We've got contracts that are 
built out over 2028, 2029, and 2030τŀƴŘ ǿŜ ƘŀǾŜ ƻƴƎƻƛƴƎ ƴŜƎƻǘƛŀǘƛƻƴǎΦ hǳǊ ōŀƭŀƴŎŜ ǎƘŜŜǘΩǎ ǎǘǊƻƴƎΦ hǳǊ ŎŀǎƘ 
flows are strong. Our balance sheetτour debt to EBITDAτis less than one. Tariff exposure? Very little. 

When you think about what's happening from a policy perspective in the United States, it's based upon 
companies that are sourcing input materials domestically, that are producing those materials domestically, 
ŀƴŘ ǘƘŀǘ ŀǊŜ ǎŜƭƭƛƴƎ ǘƘƻǎŜ ǇǊƻŘǳŎǘǎ ǘƻ ŘƻƳŜǎǘƛŎ ŎǳǎǘƻƳŜǊǎΦ ¢Ƙŀǘϥǎ ǳǎΦ ¢ƘŀǘΩǎ ǿƘŀǘ ǿŜ ŘƻΦ {ƻ ŀŎǘǳŀƭƭȅΣ ǘƘŜ 
current ŜƴǾƛǊƻƴƳŜƴǘ ǘƘŀǘ ǿŜΩǊŜ ǎŜŜƛƴƎτwhile there are puts and takes everywhereτis supportive for our 
business. And lastly, just to note about us: recycled content. Our recycled content is industry-leading, as are 
our Scope 1 and 2 emissions. 
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So, kind of key accomplishments. You know a little bit about us now. First thing that is an accomplishment for 
us is driving that culture of connectivity so that we can make the right decisions to drive the most economic 
value. That helps us balance the near-term opportunities that we see today, but also allows us to make sure 
those set the table for the longer-term stuff ǘƘŀǘ ǿŜΩǊŜ ǿƻǊƪƛƴƎ ƻƴΦ ²Ŝ ƘŀǾŜ ŜȄŎŜǇǘƛƻƴŀƭ Ŏƻǎǘ ŎƻƴǘǊƻƭǎΣ ŦǊƻƳ 
an accomplishment perspective, where we're actually beating inflationτso very proud of the results there. 

We're broadening our customer base, broadening our sales portfolio. We now have business with every single 
major brand in the United States, as well as every can maker in the United States. Continued debt reductionτ
on plan. Capital executionτvery important. Prior projects that are in production today, all of them have 
exceeded their capital justifications. Current projects that are underwayτevery one of them is on time and 
on budget. 

So, excellence when it comes to capital investments. We've done a lot to enhance our information and 
ǘŜŎƘƴƻƭƻƎȅΦ 5ƻƴΩǘ ǘŀƭƪ ŀōƻǳǘ ǘƘŀǘ ŀ ǿƘƻƭŜ ƭƻǘΦ LŦ you're going to grow your businessτif you're going to scale 
your businessτyou better have the right structure and systems underneath to do that. So building out the 
Oracle ERP system, enhancing that with other complementary systems, data analytics, data lake on top of 
ǘƘŀǘΦ !ƭƭ ǘƘƛǎ ƛƴŦǊŀǎǘǊǳŎǘǳǊŜ ƛǎ ōŜƘƛƴŘ ǿƘŀǘ ǿŜϥǊŜ ǿƻǊƪƛƴƎ ƻƴ ŀƴŘ ŜȄŜŎǳǘƛƴƎ ǘƻŘŀȅΦ ! ƭƻǘ ƻŦ ƎƻƻŘ ǿƻǊƪ ǿŜΩǾŜ 
accomplished. And lastlyτǿŜΩǾŜ ƛŘŜƴǘƛŦƛŜŘ ƳƻǊŜ ǿŀȅǎ ǘƻ ƎǊƻǿΦ {ƻ ǿŜ ƘŀǾŜ ŀ ƭƛǎǘΦ 
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²ƘŀǘΩǎ ǘƘŀǘ ƳŜŀƴΚ CƻǊ C¸нпΣ ŀǎ ȅƻǳ Ƴŀȅ ƪƴƻǿΣ ǿŜΩǾŜ ƳŜǘ ƻǳǊ ƳƛŘǘŜǊƳ Ǉƭŀƴ ŎƻƳƳƛǘƳŜƴǘǎΦ ²ŜΩǾŜ ŀŎǘǳŀƭƭȅ 
exceeded it quite significantly. As you can see in the chart, we delivered $226 million of EBITDA, US GAAP, last 
ȅŜŀǊΦ LΩǾŜ ǎƘŀŘŜŘ ƻǳǘ ŦƻǊ ȅƻǳ ŀ ƭƛǘǘƭŜ ōƛǘ ŀōƻǳǘ ǿƘŀǘ L ǘƘƛƴƪ Ŧƻƭƪǎ ŀǊŜ ŀǿŀǊŜ ƻŦΣ ǿƘƛŎƘ ƛǎ Ƨǳǎǘ ǎƻƳŜ ǊŜŀƭƭȅ 
historically advantaged pricing when it comes to input materialsτtailwinds. So when we release a midterm 
ǇƭŀƴΣ ǿƘŀǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǎŜŜ ƘŜǊŜ ƛǎ ǘƘŀǘ ǿŜΩǾŜτobviously we haveτgrown our business, but particularly 
been able to take advantage of some of these external market conditions. 

About halfway through this year, we saw the spreads on input materials tighten up, and we found ourselves 
ƛƴ ŀ ƳǳŎƘ ƳƻǊŜ ŎƘŀƭƭŜƴƎƛƴƎ ŜƴǾƛǊƻƴƳŜƴǘΦ ²ŜΩƭƭ ǘŀƭƪ ŀōƻǳǘ ǘƘŀǘ ǊŜƭŀǘƛǾŜ ǘƻ ǎƻǳǊŎƛƴƎ ƛƴǇǳǘ ƳŀǘŜǊƛŀƭǎΦ .ǳǘ 
nonetheless, in this space, our production exceeded our production plan. So we finished the year strong there. 
From a manufacturing cost perspective, we finished favorable. From a conversion revenue perspective, we 
finished favorable. 

Lƴ ŦŀŎǘΣ ǿŜ Ǉǳǘ ǘƻƎŜǘƘŜǊ ǎƻƳŜ ƛƴŎǊŜƳŜƴǘŀƭ ǾƻƭǳƳŜǎ ǘƘŀǘ ǿŜǊŜƴΩǘ ƛƴ ƻǳǊ ōǳŘƎŜǘτrelative to even getting slab 
sales. We were actually able toτin addition to thatτǊŜŘǳŎŜ ǘƘŜ ŀƳƻǳƴǘ ƻŦ ǇǊƛƳŜ ǿŜΩǊŜ ŘƻƛƴƎΣ ǊŜŘǳŎŜ ǘƘŜ 
amount of high-cost hardeners like magnesium we were doing. So overall, exceptional year, even with the 
market conditions changing. And hitting those resultsτvery proud. 
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So we're going to look forward now. Talk a little bit about demand. Over the coming decade, what we see is 
ŀōƻǳǘ ŀ о҈ /!Dw ōŜǘǿŜŜƴ ǘƻŘŀȅ ŀƴŘ нлолΦ !ƴŘ ǘƘŀǘΩǎ ƪƛƴŘ ƻŦ ōǊƻŀŘƭȅ ƘŜƭŘ ŀǊƻǳƴŘ ǘƘŜ ƛƴŘǳǎǘǊȅΦ ²ŜϥǊŜ ǎŜŜƛƴƎ 
it in some numbersτǘƘŜǊŜΩǎ ŀ т҈ ƛƴŎǊŜŀǎŜ ƛƴ Ŏŀƴ ǎƘŜŜǘ ŘŜƳŀƴŘ ǘƘŀǘ ǿŜ ǎŀǿ ŦǊƻƳ C¸но ǘƻ C¸нпΦ !ōƻǳǘ п҈ ƻŦ 
that was destocking or restocking with ŎǳǎǘƻƳŜǊǎΦ о҈ ƻŦ ǘƘŀǘ ƛǎ ǘǊǳŜ ŘŜƳŀƴŘ ƎǊƻǿǘƘΦ {ƻ ƛǘΩǎ ƪƛƴŘ ƻŦ ƛƴ ƭƛƴŜ 
with that. 

bƻǿΣ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƻƻτwhen we look at demand todayτǘƘŜǊŜΩǎ ŀōƻǳǘ орл Ƴƛƭƭƛƻƴ ǇƻǳƴŘǎ 
ƻŦ ƛƳǇƻǊǘ ƳŜǘŀƭ ǘƘŀǘΩǎ ŎƻƳƛƴƎ ƛƴǘƻ ǘƘŜ ƳŀǊƪŜǘ ǎǘƛƭƭΦ !ƴŘ ǘƘŀǘ ƛƳǇƻǊǘ ƳŜǘŀƭ ƛs coming in because we simply 
ŘƻƴΩǘ ƘŀǾŜ ŜƴƻǳƎƘ ǎƘŜŜǘ ŘƻƳŜǎǘƛŎŀƭƭȅ ǘƻ ƳŜŜǘ ŘŜƳŀƴŘΦ ²ƘŜƴ ǿŜ ǘƘƛƴƪ ŀōƻǳǘ ǘƘŜ о҈ ŀƴŘ ǘƘŜ ƎǊƻǿǘƘΣ ƻǳǊ 
customers share the same viewτǿƘŜǘƘŜǊ ƛǘΩǎ ŀ ōǊŀƴŘΣ ǿƘŜǘƘŜǊ ƛǘΩǎ ŀ Ŏŀƴ ƳŀƪŜǊΦ {ƻ ȅƻǳϥǊŜ ǎŜŜƛƴƎ ƛƴǾŜǎǘƳŜƴǘ 
being made broadly tƘǊƻǳƎƘƻǳǘ ǘƘŜ ǎǳǇǇƭȅ ŎƘŀƛƴΦ 9ǾŜǊȅōƻŘȅΩǎ ƪƛƴŘ ƻŦ ǇǊŜǇŀǊƛƴƎ ŀǎ ǿŜ ƘŜŀŘ ƛƴǘƻ ǘƘƛǎ ǎǘŜŀŘȅ 
drum over the coming five years. And in that period, we're going to retain our position as supplier of choice. 
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Manufacturing focusτǎǳǇŜǊ ƛƳǇƻǊǘŀƴǘΦ LǘΩǎ ƛƳǇƻǊǘŀƴǘ ōŜŎŀǳǎŜ ǿŜ ŀƭƭ ƪƴƻǿ ǘƘŀǘ ǘƘŜ ƛƴǇǳǘ Ŏƻǎǘǎ ŀǊŜ ǇǊŜǘǘȅ 
material to our business. And so we have seenτand will seeτvariability, right, to our earnings. Never lose 
ǎƛƎƘǘ ƻŦ ǘƘŜ ŦŀŎǘΥ ǿŜΩǊŜ ŀ ƳŀƴǳŦŀŎǘǳǊƛƴƎ ŎƻƳǇŀƴȅΦ ²ŜΩǊŜ ƴƻǘ a trading company. We have the skills to tradeτ
we certainly use those in terms of optimizing how we manage our input materialτbut the value of the 
ōǳǎƛƴŜǎǎ ŎƻƳŜǎ ŦǊƻƳ ǘƘŜ ǇǊƻŘǳŎǘǎ ǘƘŀǘ ǿŜΩǊŜ ƳŀƪƛƴƎΦ ²Ŝ ŀǊŜ ƎǊƻǿƛƴƎ ƻǳǊ ǇƻǊǘŦƻƭƛƻ ōȅ мо҈Φ ²ŜΩǾŜ Ǝƻǘ Ϸмнл 
millƛƻƴ ƻŦ ŎŀǇƛǘŀƭ ǘƘŀǘΩǎ ƛƴ Ǉƭŀȅ ǊƛƎƘǘ ƴƻǿΦ ²ŜΩǊŜ ƛƴŎǊŜŀǎƛƴƎ ƻǳǊ Ŏƻƛƭ ŎŀǇŀŎƛǘȅ 

Should probably slow downτLΩƳ ǘŀƭƪƛƴƎ ǘƻƻ Ŧŀǎǘ ŦƻǊ ǘǊŀƴǎƭŀǘƻǊǎΦ !ƴŘ ƛƴŎǊŜŀǎƛƴƎ ƻǳǊ Ŏƻƛƭ ŎŀǇŀŎƛǘƛŜǎΦ ²ŜϥǊŜ ŀƭǎƻ 
ŀŘŘƛƴƎ ƴŜǿ ŎŀǇŀōƛƭƛǘƛŜǎ ŀǘ ǘƘŜ ǊƻƭƭƛƴƎ ƳƛƭƭΣ ŀƴŘ ƛǘΩƭƭ ŀƭǎƻ ƛƳǇǊƻǾŜ Ǌeliability. Increasing recycling and our 
recycling capacity τ that is underway with this set of projects. Drives scrap. It drives higher recycled content. 
¢ƘŜ ƻǘƘŜǊ ǘƘƛƴƎ ƛǘΩǎ ƎƻƛƴƎ ǘƻ Řƻ ŦƻǊ ǳǎ ƛǎ ƘŜƭǇ ƛƳǇǊƻǾŜ ǳǘƛƭƛȊŀǘƛƻƴ ŀƴŘ ǊŜƭƛŀōƛƭƛǘȅ ŀƎŀƛƴΦ  

Lastly, we have continuous improvement. The continuous improvement, because as we improve recycling, 
ǿŜΩƭƭ ōŜ ƳŀƪƛƴƎ ƳƻǊŜ ƛƴƎƻǘΦ ¢Ƙŀǘ ƛƴƎƻǘ ƛǎ ŘŜǎƛƎƴŜŘΣ ǊƛƎƘǘΣ ŦǊƻƳ ŀ ǎȅǎǘŜƳǎ ǇŜǊǎǇŜŎǘƛǾŜ ǘƻ ŦŜŜŘ ƻǳǊ Ƙƻǘ ƳƛƭƭΦ !ǎ 
we feed that hot mill more volume, we are actually going to be moving downstream to our cold mill operations, 
ƻǳǊ ǎƭƛǘǘƛƴƎ ƻǇŜǊŀǘƛƻƴǎΣ ƻǳǊ ŎƻŀǘƛƴƎ ƻǇŜǊŀǘƛƻƴǎΦ {ƻ ƛǘΩǎ ŀǊƻǳƴŘ ǊŜŀŘƛƴŜǎǎ ŦƻǊ ǘƘŜƳ ǘƻ ƳŀƴŀƎŜ ŀƴ ƛƴŎǊŜŀǎƛƴƎ 
amount of volume. So we're focused on debottlenecking, as you can see. We're focused on continuous 
improvement. 

. 
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Production growth. So I'm trying to, again, focus on manufacturing τ our core. From a production growth 
standpoint right now, what we're seeing is the benefit that's actually providing to us from a low-cost provider 
position. These are some pretty remarkable statistics when you look at them. If we look at ourselves and 
compare Logan Aluminum to our competitors in North America, our cost position relative to CAMBODY is 40% 
lower τ four-zero percent lower. 

When we estimate where we're going to be from a volume perspective between this year, fiscal year '25, and 
fiscal year '29, we anticipate 14% growth overall in our volume. But by managing our costs flat, we're seeing 
an 11% τ we anticipate an 11% τ decline overall in what our cost per ton is. That right there has us ready to 
compete in the markets as we see them. 
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So looking forward τ ǿƘŀǘ ŘƻŜǎ ǘƘŀǘ ƳŜŀƴ ŦƻǊ ǳǎΚ {ǇŜŎƛŦƛŎŀƭƭȅΣ ǿŜΩƭƭ ƪƛƴŘ ƻŦ ƭƻƻƪ ŀǘ FY25 from a budget period. 
¸ƻǳΩƭƭ ǎŜŜ ƛƴ C¸нрΣ ƻǳǊ ōǳŘƎŜǘ ǿŀǎ ǎŜǘ ŀǘ Ϸнлу ƳƛƭƭƛƻƴΣ ǊƛƎƘǘΚ {ƻ ǇŀǊǘ ƻŦ ǘƘƛǎ τ the $233 million and the $254 
million and the $226 million τ ǘƘŀǘΩǎ ǇŀǊǘ ƻŦ ǘƘŀǘ ƘƛǎǘƻǊƛŎŀƭ ƪƛƴŘ ƻŦ ǘŀƛƭǿƛƴŘǎ ǘƘŀǘ ǿŜΩǾŜ ƘŀŘ ǿƛǘƘ ƛƴǇǳǘ ŎƻǎǘǎΦ 
Nonetheless, what I want to impress upon everyone: our budget set at $208 million τ that $208 was our 
midterm plan commitment τ and we are able to achieve the midterm plan budgetary target even in the worst 
ǎŎǊŀǇ ƳŀǊƪŜǘ ǘƘŀǘ ǿŜΩǾŜ ǎŜŜƴ ƛƴ ŀ ŘŜŎŀŘŜΦ 

So what that ǊŜŀƭƭȅ ƳŜŀƴǎ ƛǎΣ ŀǎ ǘƘŜ ŜƴǾƛǊƻƴƳŜƴǘ ŎƘŀƴƎŜǎΣ ǿŜΩǊŜ ǇƻǎƛǘƛƻƴŜŘ ƻƴƭȅ ǘƻ ƎǊƻǿ ƻǳǊ ŜŀǊƴƛƴƎǎ ŦǳǊǘƘŜǊ 
ǘƘƛǎ ȅŜŀǊΦ !ƴŘ ǘƘŀǘΩǎ ŜȄŀŎǘƭȅ ǘƘŜ ƳŀǊƪŜǘ ǘƘŀǘ ǿŜ ǎŜŜΦ {ƛƴŎŜ ǘƘŜ ǘƛƳŜ ǘƘŜ ōǳŘƎŜǘ ǿŀǎ ŘƻƴŜΣ ǿŜΩǾŜ ǎŜŜƴ ǎǇǊŜŀŘǎ 
open up quite a bit, which means import costs are falling. And in that space, what I really hope to do this year 
is be able to considerably beat our budget numbers. We find ourselves in a space right now, from an outlook, 
that has us more flat to what we achieved prior year. Now, there are some assumptionǎ ƛƴ ǘƘŜǊŜΣ ǊƛƎƘǘΚ LǘΩǎ 
ŜŀǊƭȅ ƛƴ ǘƘŜ ŦƛǎŎŀƭ ȅŜŀǊΦ .ǳǘ L ǎŜŜ ŀ ǇŀǘƘ ǊƛƎƘǘ ƴƻǿ ǿƘŜǊŜ ǿŜΩǊŜ ƎƻƛƴƎ ǘƻ ŀǘ ƭŜŀǎǘ ƳŜŜǘ ƻǊ ƎǊƻǿ ōŜȅƻƴŘ ǿƘŀǘ ǿŜ 
achieved last year. 
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Sustainability. We are demonstrating year-over-ȅŜŀǊ ƛƳǇǊƻǾŜƳŜƴǘΦ ²ŜΩǊŜ ŎǳǘǘƛƴƎ ƘŜŀŘǿŀȅ measurably every 
ȅŜŀǊΦ L ƳŜŀƴΣ LΩƭƭ Ǝƻ ǎǘǊŀƛƎƘǘ ǘƻ ǘƘŜ ƎǊŀǇƘ ōŜŎŀǳǎŜ ƛǘΩǎ ǎƻ ǘŜƭƭƛƴƎΦ ²ŜΩǾŜ ǎŜŜƴ ŀ пр҈ ǊŜŘǳŎǘƛƻƴ ƛƴ ƻǳǊ ŎŀǊōƻƴ 
emissions per ton of aluminum τ пр҈ ōŜǘǿŜŜƴ нлмт ŀƴŘ ǿƘŜǊŜ ǿŜ ŀǊŜ ǘƻŘŀȅΦ LǘΩǎ ǊŜƳŀǊƪŀōƭŜΦ {ŎƻǇŜ м ŀƴŘ 
нΣ ǘƘŀǘΩǎ {ŎƻǇŜ мΣ нΣ ŀƴŘ о τ so our Scope 1, 2, and 3 are 2.24. Industry leading. When we look at Scope 1 and 
2 τ same thing τ ƛƴŘǳǎǘǊȅ ƭŜŀŘƛƴƎΦ !ƴŘ ǘƘŀǘΩǎ ŎƻƳƛƴƎ ŦǊƻƳ ŜŦŦƛŎƛŜƴŎȅΣ ŎƻǎǘΣ ǘƘǊƻǳƎƘǇǳǘΣ ǊƛƎƘǘΚ ²Ŝ ŀǊŜ ǇǳǘǘƛƴƎ 
more volume and averaging costs across that. Sources of power ǘƘŀǘ ǿŜΩǊŜ ōǊƛƴƎƛƴƎ ƛƴ τ ǿŜΩǾŜ Ǝƻǘ ŀ ƭƻǘ ƻŦ 
ǇƻǿŜǊ ǘƘŀǘΩǎ ŎƻƳƛƴƎ ƛƴ ǘƘŀǘΩǎ ƴƻƴ-hydrocarbon based. 

We select projects τ and this is really, really important τ we select projects for our company around 
ǎǳǎǘŀƛƴŀōƛƭƛǘȅ ǘƘŀǘ ƳŀƪŜ ǎǘǊƻƴƎ ŦƛƴŀƴŎƛŀƭ ǎŜƴǎŜΦ ²Ƙŀǘ ǿŜΩre looking to do is to move projects, improve our 
sustainability environment τ ōǳǘ ǿƘƛƭŜ ǿŜΩǊŜ ŘƻƛƴƎ ǘƘŀǘΣ ǘƘŜȅΩǊŜ ƘŜƭǇƛƴƎ ǳǎ ŘŜŎǊŜŀǎŜ ƻǳǊ Ŏƻǎǘǎ ƻǊ ƛƴŎǊŜŀǎŜ 
ǊŜŎȅŎƭŜŘ ŎƻƴǘŜƴǘΦ !ƴŘ ƻǳǊ ǊŜŎȅŎƭŜŘ ŎƻƴǘŜƴǘ ƴǳƳōŜǊǎ ŀǊŜ ƛƴŘǳǎǘǊȅ ƭŜŀŘƛƴƎ ŀǎ ǿŜƭƭΦ !ƴŘ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ to 
ǳƴŘŜǊǎǘŀƴŘ ŀǎ ǿŜƭƭΣ ǿƘŜƴ ǿŜ ǘŀƭƪ ǎŎǊŀǇΣ ǿŜ ǘŀƭƪ ōǊƻŀŘŜƴƛƴƎ ǘƘŀǘ ƻǳǘΦ LǘΩǎ ƴƻǘ Ƨǳǎǘ ŀ ¦./Φ LǘΩǎ ƴƻǘ Ƨǳǎǘ ŀ ŎŀƴΦ LǘΩǎ 
part of what our current capital project means to us in terms of financial performance. It widens out the kinds 
of scraps that we can coƴǎǳƳŜ ƛƴ ƻǳǊ ƳƛƭƭΣ ǿƘƛŎƘ ƳŜŀƴǎ ǘƘŜǊŜΩǎ ƳƻǊŜ ǎǳǇǇƭȅ ƛƴ ǘƘŜ ƳŀǊƪŜǘΦ ²ŜΩǊŜ ŘŜǾŜƭƻǇƛƴƎ 
flexibility inside that system, but it helps us support our sustainability goals around recycled content. 
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So, just a quick summary aƴŘ ƻǳǘƭƻƻƪΦ LΩƭƭ Ƨǳǎǘ Ƙƛǘ ƻƴ ǎƻƳŜ ǘƘƛƴƎǎ ǘƘŀǘ ȅƻǳΩǾŜ ŀƭǊŜŀŘȅ ƘŜŀǊŘ ƳŜ ǘŀƭƪ ŀōƻǳǘΦ .ǳǘ 
the punchline τ ǘƘŜ ǇǳƴŎƘƭƛƴŜ ƛǎ ƻǳǊ ŦƻŎǳǎΦ hǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴŀƭ ŦƻŎǳǎ ƛǎ ƻƴ ǊŜŀŘƛƴŜǎǎ ǘƻ ǎŎŀƭŜΦ 9ǾŜǊȅǘƘƛƴƎ ǿŜΩǊŜ 
doing τ from an infrastructure perspective, capability perǎǇŜŎǘƛǾŜΣ ƎǊƻǿƛƴƎ ƻǳǊ ŎŀǇŀŎƛǘƛŜǎΣ ǘƻ ǿƘŀǘ ǿŜΩǊŜ 
doing with people and equipment τ ƛǘΩǎ ŀǊƻǳƴŘ ƻǳǊ ŀōƛƭƛǘȅ ǘƻ ǎŎŀƭŜ ǘƘƛǎ ōǳǎƛƴŜǎǎΦ 

{ƻΣ ǿŜ ƘŀǾŜ ŀƴ ŀŘǾŀƴǘŀƎŜŘ ŎƻƳǇŜǘƛǘƛǾŜ ǇƻǎƛǘƛƻƴΦ ¸ƻǳΩǾŜ Ǝƻǘ ǘƻ ǘŀƪŜ ǘƘŀǘ ŀǿŀȅΣ ƘƻǇŜŦǳƭƭȅ ǘƻŘŀȅΣ ǘƻ ǎŜŜ ƛƴ ǘƘŜ 
ƳŀǊƪŜǘǇƭŀŎŜ ǿƘƻ ǿŜ ŀǊŜΦ !ƴŘ ǘƘŀǘΩǎ ŘǊƛǾŜƴ ŀ ƭƻǘ ōȅ ǘƘŜ ŎǳƭǘǳǊŜ ǿŜ ƘŀǾŜΣ ŀƴŘ ƛǘΩǎ ŘǊƛǾŜƴ ōȅ ǘƘŜ ŦƻŎǳǎ ƻƴ ǾŀƭǳŜ 
ŎǊŜŀǘƛƻƴΦ LǘΩǎ ŘǊƛǾŜƴ ōȅ ŎƻƴƴŜŎǘƛǾƛǘȅ ōŜǘǿŜŜƴ ŦǳƴŎǘƛƻƴŀƭ ŀǊŜŀǎΦ bƻǊǘƘ !ƳŜǊƛŎŀ ŘŜƳŀƴŘΩǎ ƘŜŀƭǘƘȅΣ ƎǳȅǎΦ LǘΩǎ 
growing. Important to have confidence in that market and our ability to participate in that market. Our cost 
Ǉƻǎƛǘƛƻƴ ƛǎ ƭƻǿΦ LǘΩǎ ǘƘŜ ƭƻǿŜǎǘ ƛƴ ǘƘŜ ƳŀǊƪŜǘΦ 

!ƎŀƛƴΣ ǿƘŀǘ L ǿŀƴǘ ȅƻǳ ǘƻ ǘŀƪŜ ŀǿŀȅ ŦǊƻƳ ǘƻŘŀȅ ƛǎΥ ƛǘΩǎ ƴƻǘ Ƨǳǎǘ ƭƻǿ τ ƛǘΩǎ ƎŜǘǘƛƴƎ ǿƛŘŜǊΦ ²Ŝ ŀǊŜ ǎŜǇŀǊŀǘƛƴƎ 
ourselves further from the coƳǇŜǘƛǘƛƻƴΦ hǳǊ ŎǳǎǘƻƳŜǊǎ ŀǊŜ ǊŜǿŀǊŘƛƴƎ ǳǎΦ {ƻΣ ǘƘŜȅΩǊŜ ŎƻƳƛƴƎ ōŀŎƪ ŀƴŘ ǘƘŜȅΩǊŜ 
signing up for more. In fact, last year, we had two multinational companies τ brands τ recognize our 
business globally as supplier of choice. What an incredible recognition that ǿŜΩǊŜ ŘƻƛƴƎ ǘƘŜ ǊƛƎƘǘ ǘƘƛƴƎǎΦ 

 

Capital execution τ demonstrating excellence. And then lastly, we have identified ways that we can keep this 
going, where we can continue to grow our business. So, right now, I think we are well-ǇƻǎƛǘƛƻƴŜŘΦ ²ŜΩǊŜ 
executing wŜƭƭΦ LΩƳ ŜȄǘǊŜƳŜƭȅ ǇƭŜŀǎŜŘ ǿƛǘƘ ǘƘŜ ǊŜǎǳƭǘǎ ƻŦ ƭŀǎǘ ȅŜŀǊΣ ŀƴŘ LΩƳ ǾŜǊȅΣ ǾŜǊȅ ǇƻǎƛǘƛǾŜ ƛƴ ǘŜǊƳǎ ƻŦ ǘƘŜ 
outlook for the business in the future. There is more to come. 

Thank you.. 

Ueda: Thank you very much, Henry-san. Next, Mike Wargner, President of UWH, will continue with a 
presentation on UWH's business, titled IR-Day 2025 UACJ Whitehall Industries, Inc. This presentation is also 
in English. 

Let's begin the presentation. Wargner-san, please. 
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Wargner*:  

Hello everyone. This is my first presentation for IR Day, so let me introduce myself. The next slide. My name 
is Mike Wegener. I am the UWH president. I've been a committed member of UACJ Automotive Whitehall 
Industries since 2002, serving in various capacities in engineering and engineering management within the 
extrusion and manufacturing sector. 

Throughout my tenure, my team and I have played a crucial role in advancing precision extrusion capabilities 
and creating high quality automotive structural extrusions. I have successfully managed major plant 
expansions and was responsible for the installation of several extrusion press lines. Following 15 years in 
engineering management, I was elevated to vice president of extrusion operations in 2023, and then this year 
in January, promoted to president in 2025. 

. 
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A few things about me. For 23 years, I've been deeply involved with Whitehall Industries. I have faith in the 
commitment of the individuals of this organization. I prioritize operations with a strong emphasis on safety, 
quality, delivery, and cost. My management approach is hands-on, results-oriented, and I'm dedicated to 
achieving our objectives. 

 

A little bit about UWH. We have five manufacturing facilities. Two of them are in Ludington, Michigan. One of 
them is in Paducah, Kentucky, Flagstaff, Arizona, and San Miguel de Allende, Mexico. Throughout all of the 
facilities, we have over 1,100 employees. In 2024, we were $246 million in revenue with $21 million in EBITDA. 
Our products include sunroof tracks, bumper systems, crash boxes, and battery housings. Next slide please. 
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Let's talk a little bit about quality. UWH has grown from a small Tier 2, 3 supplier to a reputable Tier 1 supplier 
recognized for high-quality automotive extrusions. Quality is a way of life for every employee at UWH. This 
past year, we have won multiple quality awards. The picture to the left shows that UWH was the only supplier 
in North America to win the Excellence in Quality, Delivery, and Value award out of 600 suppliers.  

 

Strengths of UWH. We're vertically integrated process flow. We start with purchasing billet, and then we 
extrude, we fabricate, we assemble. We have superior aluminum extrusion process control. We do 
automotive crash critical extrusions. Our fabrication, we've been precision machining for over 50 years. We 
also do laser cutting, bending, punching, forming, automated assembly, welding. We have excellent quality. 
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Let's talk a little bit about our performance for 2024 and what we're looking at for 2025. As we came out of 
COVID, we increased our sales to a peak in 2023. In 2024, we dropped off a little over 13% in revenue. But as 
you can see in our EBITDA performance, we've really worked hard to increase our EBITDA from $2.6 million 
to over $21 million. In 2025, we have a higher outlook in revenue and also a higher outlook in EBITDA. Some 
of the things that we worked on were safety, quality, delivery cost. We had an organizational effort to reduce 
scrap. We had headcount reductions, and we focused on continuous improvement. In 2025, we have a few 
new launches. We are going to continue working on continuous improvement projects and cost reductions. 

. 
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Our headcount reduction. At the beginning of 2024, we were over 1,300 employees. And with continuous 
improvement projects, we have reduced our headcount down to around 1,100 employees, a 19% reduction. 
Other cost reductions worked on. There was a significant priority put into scrap reductions, direct labor 
content was lower, and we worked on many purchasing cost savings. We also expanded and built upon our 
visualization and management of our KPIs with our Power BI system. We implemented safety, reports, quality, 
gross margin, scrap, labor efficiency, inventory, and OEE. And these documents are live and we use them on 
a daily basis. 

. 
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Let's talk a little bit about sustainability. From 2023 to 2024, UWH reduced our scope one and scope two 
emissions by 12%. We've also implemented a guide to good environmental practices, created a waste 
management plan, CO2 reduction plan monthly meetings between the plants. We also got ASI certified 
aluminum stewardship initiative at our San Miguel de Allende, Mexico facility. And we are working on planning 
on having audits for our Ludington and Paducah facilities by the end of 2025. 

 

Now, looking forward. So, as in our business, there's headwinds and there are tailwinds. So, I'll talk about the 
headwinds first in North America. EV consumer adoption rates is not as sharp a curve as what was originally 
predicted. OEMs are adjusting vehicle planning, pausing and rethinking strategic portfolio plans. The current 
U.S. administration is not inclined to offer incentives for clean manufacturing. What does this do for EV 
rebates? Some other economic headwinds. There's economic uncertainty and consumer confidence may be 
wavering.  

Now, there's also tailwinds for UWH. Many new EV vehicles are going to be launching in the coming years. 
We're actively talking to multiple OEMs about future products. We demonstrate a high quality delivery as a 
tier one supplier and we have received multiple quality awards. More aluminum demand as lightweight, 
lightweighting becomes more important with fuel efficiency targets.  There's also some economic tailwinds in 
the U.S. There's a strong push for U.S. produced products due to the tariffs. Customers looking to resource 
product to the U.S. to avoid tariffs. 

. 
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A little bit about the business environment. North American automobile sales will remain around 15 million 
units. While internal combustion engine vehicles are declining, EVs are on the rise. By the 2030s, market is 
expected to be roughly equally divided among internal combustion, hybrid and electric vehicles. 

. 

 

There is a segment shift in North America. Americans have been buying mid-sized cars and full-sized trucks 
for many years. And that is starting to shift more towards compact SUVs. Many products that we are quoting 
on for the future align with what we're seeing here. 
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Now, I'm going to talk a little bit about vision. UWH is addressing the growing demand for lightweight solutions 
driven by battery electric vehicles, lightweighting and environmental initiatives in North America. As I look 
back over the past 10 years of what we did as UWH, we can build upon that in looking forward to the next 10 
years. 

 

UWH, we grew it the last 10 years to 250 million in sales, supported by a product mix of sunroof tracks, North 
American EV structural products, and we did a lot of rapid expansion. As I look forward, we can see a 
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significant growth opportunity in the American automotive market. I can foresee us getting to $600 million in 
sales with a diversified product mix, business profit focused, more vertical integration, including billet casting, 
and advanced manufacturing technology with a focus on environmental. 

. 

 

Aiming for profitable growth, we will diversify our portfolio and reduce order volatility by securing new orders, 
primarily from customers in the growing EV sector. We see a path to achieve 600 million U.S. in the North 
American market. Targeted customer mix, we vision going after multiple Japanese OEMs and multiple North 
American OEMs, also supported by a diversified customer mix. 

. 


