
 

I’m Katsuhiro Natake, and I assumed the position of President in April this year. In my position of heavy 
responsibility, I will do my utmost to ensure the sustainable growth of the Company and to enhance its 
corporate value. 

Thank you very much for attending today's briefing on the Kureha Group's financial results and new Mid- to 
Long-Term Management Plan. 

First, in our financial results for FY2025, we recorded impairment losses of ¥36.5 billion due to a worsening 
business environment that exceeded our initial expectations, resulting in a loss, which has caused great 
concern and inconvenience to our shareholders and other stakeholders. As management, we take this very 
seriously and deeply apologize. 

The new Mid- to Long-Term Management Plan starting from FY2026, which we will explain today, was created 
as a new portfolio strategy to ensure sustainable growth in corporate value without postponing the risk of 
losses. 

The entire company will work together to achieve solid results. 

As a technology-driven company, we have contributed to society through the power of chemistry, guided by 
our founding spirit of “If it’s nowhere to be found, we’ll create it.” We will continue to value this DNA as we 
work to strengthen our earning power by linking the power of technology to solid earnings. As a corporate 
group that continues to meet the expectations of our stakeholders by creating and generating value that 
enriches people's lives through the power of chemical, we will do our utmost to achieve our goals under our 
new Mid- to Long-Term management Plan. 

I will now explain our Mid- to Long-Term Management Plan. 

Kureha Corporation 
Mid- to Long-Term Management Plan Presentation 
and Financial Results Presentation for the Fiscal Year Ending March 2025 
 
May 13, 2026 



 
 

 
 
       
    

1 
 

 

First are the executive summary and key messages. This will be a review of the previous Mid- to Long Term 
Management Plan, “Toward Creating a New Future.” In the previous mid-term rolling plan, operating income 
and ROE were not achieved. The main reasons for this were the stalling of the PVDF business and the failure 
to meet the sales target for PGA. As I mentioned earlier, we recorded impairment losses of ¥36.5 billion, 
mainly in the PVDF business. 

On the other hand, many promising new business candidates have made progress. We believe we have 
generally achieved our goals, which are centered on strengthening our research and technology development 
capabilities. 

Next is the FY2035 Long-Term Management Plan - Technology to Value -, means to turn the evolution of 
technology into further value. The previous Mid- Term Management Plan targeting FY2030 has been 
withdrawn, and a new ideal state for FY2035 has been established. In addition to the mainstay businesses, 
advanced materials and specialty plastics, the plan is to strengthen the development of the Life Sciences field 
and establish a three-business portfolio structure. We aim to achieve a ROE of 12%. 

Next is the Mid-Term Management Plan -Technology to Value 2028 - for the next three years. We will position 
this period as a period for planting seeds and solidifying the foundation, aiming to establish a business 
structure that will enable us to achieve 8% ROE as soon as possible. 

The key message is to improve the profit structure, which is skewed toward certain businesses, and to work 
toward achieving a stable business portfolio. 



 
 

 
 
       
    

2 
 

 

As a summary of the previous Mid-Term Management Plan, we saw an increase in profits until FY2022, partly 
due to the strong performance of the PVDF business, but in FY2023 and FY2024, both sales and profits 
declined. 

Although core operating income excluding non-recurring items increased in FY2025, it was the first deficit in 
30 years due to the impairment losses. 

 

By segment, this is also mainly due to PVDF and PGA in the advanced materials business. 
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Regarding the recording of impairment losses, in September 2025, the Trump administration eliminated 
subsidies for EVs in the United States. Since then, we have carefully monitored the market environment. In 
addition, in FY2025, a major US automaker also posted an impairment loss amounting to several trillion yen, 
and a major European automobile group also posted a similar loss, based on a situation in which they were 
forced to shift back from a system in which they had shifted to EV. Major Japanese automakers are also in a 
situation where they are posting large losses as they review their systems shifting to EV. 

Under these circumstances, we still believe that we need to take a very conservative view of the EV market. 
In addition to the conservative view, we are very excited about the development of products for LFP type, 
which we are currently focusing on, but we also took into account the risk that sales of these products may 
not materialize and conducted an impairment test, resulting in a large impairment loss. 
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In our initial assessment of the PVDF market, we expected a large growth in NMC batteries, which is our forte, 
but in reality, the growth of NMC batteries in the European market was sluggish and the growth in the US 
market was very slow. 

Then there is the LFP type, which has grown significantly, especially in China. In addition, as shown in the 
graph in the middle, our initial assumption was that the batteries would be used for EV, but in reality, batteries 
for ESS have been added, and approximately 20% of our sales are ESS storage batteries. These are almost 
exclusively LFP-based. In any case, the shaded area in the graph on the right is largely because the initially 
anticipated sales were not achieved. 
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In the case of PGA, the shaded area on the right side, where the sales plan has not been achieved, is also a 
major reason for the shortfall. 

 

Looking back on non-financial initiatives, we believe we have generally achieved our goals. Some issues remain 
incomplete, indicated by a triangle, and we will continue to work on them. 
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Although there were delays in the launch of some of our technological developments, we were able to raise 
new businesses with growth potential, which are listed below, as a stage during the period of the previous 
mid-term plan, and we believe that we were able to make steady progress. 

 

The number of patents related to new businesses has also increased significantly. 
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The P/B ratio is as shown. 

 

Cash allocation has changed significantly during the period of the previous Mid- Term Management Plan. 

We have reviewed our capital policy and are strengthening shareholder returns beyond our rolling plan. 
Shareholder returns are ¥25.5 billion higher than planned in the rolling plan due to acquiring treasury stock 
and an increase in dividends through the introduction of the DOE. Accordingly, the Company increased 
borrowings and promoted asset sales. The net DE ratio and equity ratio have almost reached their targets. 
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As for investment for growth, although we considered M&A, we did not actually implement it, so this part of 
the investment was restrained. 

 

Looking back, we can summarize our recognition of the issues in the previous Mid-Term Management Plan as 
follows: external factors were the drastic reduction of environmental policy subsidies in Europe and the 
United States, stagnation in Europe, stalling in the United States, and a drastic change of direction in EV 
strategies by automobile companies. Another major trend is the rapid rise of Chinese manufacturing, including 
the chemical sector, in global growth markets. 

One internal reason for the underachievement is that the growth strategy and plan were still overly 
dependent on PVDF business profits, which is one of the reasons for reflection. As for PVDF, we had planned 
a growth scenario for NMC type, but in fact, LFP type has been expanding. In addition, the development of 
new products took longer than expected due to a misjudgment about the Company's technological 
development capabilities. 

In addition, we underestimated the time required for new PGA product development due to an 
overestimation of our technological development capabilities. 

In terms of PVDF, we have shifted our development focus from NMC to LFP since last year. Although LFP 
batteries with increasingly strong performance are being developed in the market, we regret that we initially 
underestimated the technological innovation of LFP type. 

Based on these results and lessons learned, we recognize that the key challenges carried over from the 
previous Mid-Term Management Plan are to further strengthen the competitiveness of our core businesses 
and reinforce our business portfolio. 
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We have redefined our ideal state for FY2035. We are committed to monetizing our technology and aiming 
to become a high-value-added company that can win in the world. To this end, we have organized what we 
will work on in the long term toward 2035, and what we will accomplish in the new Mid-Term Management 
Plan period, in the next three years. 

 

In 2035, our main businesses will be the Advanced Materials business and the Specialty Plastics business, with 
the addition of the Life Sciences business, and we will aim to build a business portfolio that is not overly 
dependent on any particular business and that has excellent capital profitability. 
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In each business segment, the Advanced Materials business, in particular, will introduce new grades of 
products and pursue the development of high value-added products around existing products. Now that we 
have completed a round of large-scale facilities, we will proceed with the development of high value-added 
areas while making full use of our existing facilities. 

In the Specialty Plastics business, we will work to enhance brand value. We will also continue to promote 
environmental responsiveness to add more value to our products. We would like to concentrate on how we 
can enhance our brand value and add value by effectively utilizing our current facilities here as well. 

In the Specialty Chemicals business, we will focus on the Life Sciences area, particularly in the three areas of 
crop protection products, agricultural inputs, and medical materials. Also, the new business pipeline, so far, 
is progressing well. We would also like to focus on the creation of pipelines so that we can firmly start a new 
business cycle here as well. We also believe that M&A will be an issue to consider expanding this business. 
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or FY2035, we envision a profit portfolio in which our three businesses—Advanced Materials, Specialty 
Plastics, and Specialty Chemicals centered on Life Sciences—each contribute to earnings in a balanced manner, 
serving as the three pillars of our business. The ROE target is 12%, and the ROIC target is 8%. 

 

In terms of our business portfolio, we aim to develop home products and crop protection products, including 
both existing products and new active ingredients, into growth drivers. While PVDF is currently facing 
challenging conditions, we believe it can make a meaningful contribution to society in the coming era of EV 
adoption, and we will work to position PVDF as a growth driver. We also aim to develop agricultural inputs 
into a new growth driver.  
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Our earnings base will be supported by existing businesses such as PPS, carbon products, and fishing lines. 
We also plan to develop PGA into a business that contributes firmly to this earnings base. 

 

As for our basic policy for the next three years, we have set five quantitative targets. The quantitative targets 
are as follows: core operating profit of ¥19 billion, EBITDA of ¥33 billion, ROIC of 4.8%, ROE of 8%, and an 
equity ratio of approximately 50%. 

 

As mentioned earlier, we have set long-term targets of ROE of 12% and ROIC of 8% for FY2035. Over the next 
three years, we will work to firmly establish our foundation by achieving five quantitative targets, and then 
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use that foundation as a platform to fully realize the benefits of our investments. We would like to work 
toward the goal of having Specialty Chemicals, Specialty Plastics, and Advanced Materials equally support our 
earnings. 

 

In terms of recognizing issues and addressing long-term challenges, as I mentioned earlier, we are 
strengthening the competitiveness of our core businesses and evolving our business portfolio. 

 

These portfolio changes are assumed for FY2025, FY2028, and then FY2035. 
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The goals of the new Mid- Term management Plan are as described. During these three years, we will continue 
to make a solid increase in sales and profits from Advanced Materials. In Specialty Chemicals, we will continue 
to plant seeds and use the funds to nurture the business, but we do not expect much in the way of results 
over the next three years. We have set an EBITDA target of ¥33.0 billion for FY2028. This is close to the record-
high level achieved in FY2022, when PVDF performed strongly, and we aim to reach this target without relying 
on PVDF. 

 

We aim to increase core operating profit from ¥14.5 billion in FY2025 to ¥19.0 billion in FY2028. While this 
period is positioned as a phase for sowing seeds for future growth and solidifying our foundation, we intend 
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to steadily improve core operating profit without depending significantly on PVDF. If the EV market 
environment improves, or if sales for LFP type, which we are currently focusing on developing, are realized, 
we believe that we will be able to achieve an upward swing in this area. 

 

To enhance capital efficiency, we are planning to implement full-scale ROIC management starting in FY2026. 
By making ROIC a common language within the Company, we would like to clarify the action guidelines in 
each department. 
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This shows the progress we expect to make over the next three years in strengthening the competitiveness 
of each of our core businesses. As mentioned earlier, LFP type products have not been factored into the 
current plan. However, we will focus on new grades for ESS and EV applications, and work to begin sales of 
these products. 

 

As part of our efforts to strengthen competitiveness to support earnings from our main businesses, we have 
been working on an initiative called the Production Transformation Project since FY2025. In FY2025, we 
established 22 full-time employees and spent a year formulating a plan to streamline the factory's production 
system, improve efficiency, and strengthen functions where they need to be strengthened. This year, we will 
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enter the verification and demonstration phase of the project. We intend to support our main business by 
firmly increasing our competitiveness here. 

 

This slide outlines the action plan for developing the Life Sciences field. I would like to explain it in a little more 
detail. 

 

As to why Life sciences, we have many years of experience in the field of fungicides. In particular, we have 
know-how in sales alliances and overseas consignment production, as well as research and development, 
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biological evaluation technology, safety assessment, production technology, and other foundations for crop 
protection products. We intend to leverage them to further develop the business. 

The roadmap is shown at the bottom, and we will continue to firmly develop the pipeline, and at the same 
time, we will strengthen our search for new business themes. This information is provided for the four items 
that are currently making good progress as new businesses, as well as sales targets for FY2025 and peak sales. 

 

In the Life Sciences field, we have been focusing on specific fungicides, and our sales have been in the ¥10.0 
billion to ¥15.0 billion range, but our policy is to focus on this area and grow our sales to the ¥40.0 billion level. 
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Regarding cash allocation during the new mid-term plan period, dividends are planned to be paid at 5% DOE. 
We will also spend money on research and development during this period to expand our business, especially 
in the Life Sciences field. We have allocated ¥27.0 billion for strategic investments, and while focusing 
primarily on the Life Sciences field, we intend to enhance the added value of our existing products through 
these initiatives. 

 

Shareholder returns. Our basic policy is to pay stable dividends while enhancing internal reserves for active 
investment in future business development. We announced a DOE of 5% for FY2025 and FY2026, and we are 
planning to pay dividends with a target DOE of 5% for FY2027 and beyond. 
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On the other hand, if the business environment changes more than expected, or if we make investments for 
growth beyond our expectations, we will flexibly revise the DOE dividend ratio.  

I would appreciate it if you could refer to the following pages of the accompanying materials. 

That is all from me. Based on this plan, we will work together as a group to promote initiatives that can be 
implemented. 

This is Kawana. Thank you. 

I will now explain the financial results for the fiscal year ended March 31, 2026. I would like to give you a brief 
explanation of the key points, and then I would be happy to answer any questions you may have. Thank you. 

 

Page 3 is the FY2026 results. Compared to the previous fiscal year, sales revenue remained almost unchanged. 
On the other hand, profits increased by ¥4.5 billion. 

The main reasons for this are in the YoY comparison in the upper right-hand corner. As for the third section, 
the improvement in PPS profit and loss, including equity in earnings of affiliates, and the absence of inventory 
write-downs in PVDF, which were recorded in the previous year, were the main factors behind the increase 
in profit. The impairment was recorded in adjustments. 
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Page 4 is the forecast for the current fiscal year. Although revenues are expected to increase, profits are 
expected to decrease. 

 

I would be happy to explain this on page 5. 

Core operating income for FY2025 was ¥14.5 billion, but ¥10.0 billion is projected for the current fiscal year. 
One of the main reasons for the decrease in profit is PVDF, which is mentioned on the previous page. 
Regarding the capacity expansion of the Iwaki Factory, depreciation will occur in the latter half of the fiscal 
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year, although not fully. Also, the loss of the gain on the reversal of inventory valuation that existed in the 
previous year has had one major impact. 

On the other hand, PGA recorded increases in both revenue and profit. However, last fiscal year, we 
experienced a production issue that had a significant impact on performance. A major factor behind the 
improvement this fiscal year is the absence of that impact. 

 

The next page shows impairment losses. I will skip this part since it was explained by Natake earlier. 
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Finally, on page 7, I will explain the impact of geopolitical risks. 

At this point, thankfully, we are not in a position to immediately halt production and sales, and our business 
operations are stable, but there are still some uncertainties. Therefore, we have incorporated raw material 
and fuel prices into our earnings forecast. Specifically, please refer to the table below for the sensitivity of the 
crude oil price. 

On the other hand, it is still difficult to forecast the situation where production or sales will not be possible, 
so we have not factored this into our forecast. 

In any case, we will keep a close eye on geopolitical developments and will disclose information as necessary 
after we continue our assessment of the impact. 

That is the end of the explanation. Thank you. 
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Question & Answer 

 

PVDF  

[Q]: In the document on page 28 of the new Mid-Term Management Plan, you expect a ¥0.4 billion 
deterioration in PVDF operating income from FY2025 to FY2028. On the other hand, on page 5 of the financial 
results presentation material, I understand that the PVDF profit and loss for FY2026 is expected to deteriorate 
by ¥3.1 billion compared to FY2025. First, I would like to confirm whether your company's view is that FY2026 
will mark the bottom for profit and loss. 

In addition, with respect to PVDF earnings in FY2028 under the main scenario outlined in the new Mid- Term 
Management Plan, I would appreciate your comments on both the upside and downside risks. 

You introduced LFP type products as not being factored into the Mid- Term Management Plan, but I would 
like to know your expectations if possible. How much lower is the unit price for LFP type compared to NMC 
type? In that case, would the profitability be about the same, would it still be lower, and how much upside 
can we expect in terms of volume? I would like to know more about this area. 

[A]: First of all, regarding profit and loss, our view is that FY2026 will mark the bottom, with a recovery from 
FY2027 onward. 

As for earnings in FY2028, our assumptions are based on a scenario in which there are almost no PVDF sales 
for LFP type. Therefore, from an upside perspective, if PVDF sales for LFP type  materialize, they would make 
a significant contribution to profits. 

Regarding PVDF for LFP batteries, some major battery manufacturers in China currently use around 15,000 to 
20,000 tons per company. We aim to capture part of this demand by offering high-value-added products. 

As LFP batteries are facing certain limits in terms of battery performance, improving production efficiency has 
become increasingly important. Although emulsion-polymerized polymers are typically used for LFP batteries, 
we are developing suspension-polymerized products with the aim of solving customers’ challenges. 

In fact, we have already proposed our materials to major customers, and we are currently working on 
evaluation and joint development with some of them. 

[Q]: Could I  ask for a brief follow up. When you refer to major Chinese companies are you referring to one 
company, or more than three or more ? Also, I think the main focus of your company has been NMC polymers, 
which are co-polymers of suspension polymerization, but I wonder if you are referring to homo-polymers in 
suspension. 

[A]: First, I think it is fine to understand that there are more than three Chinese customers. Then there are 
homo-polymers in suspensions, and then there are modified-polymers in suspension, which we are 
developing with both technologies in mind, depending on the customer's requirements. 

[Q]: In that case, I feel that the cost would go up for the customer, but is it my understanding that if the quality 
is improved, that would be acceptable? 

[A]: In the past, battery performance was the key priority. Today, however, customers are increasingly focused 
on maximizing output from existing production facilities. Our proposed materials are designed with this in 
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mind, and customers recognize that even with a certain premium, they offer overall benefits in terms of total 
efficiency and productivity. We are advancing development in that direction. 

[Q]: Am I correct in understanding that products for Chinese market will be made in China? 

[A]: We will determine our production strategy going forward. While our basic policy is to use China as a base, 
we are also constructing a plant in Japan, so we would like to consider sales from Japan as well. 

 

PGA 

[Q]: According to the Mid- Term Management Plan document, the operating income is expected to improve 
by ¥3.3 billion from FY2025 to FY2028. On the other hand, page 5 of the financial results presentation shows 
that PGA's profit and loss for FY2026 will improve by ¥3.1 billion compared to FY2025, but then I imagine that 
earnings will remain almost flat from FY2026 onward. I would like to know the upside and downside scenarios 
as well. 

On page 30 of the Mid- Term management Plan, there is a plan for full-scale sales of new grades for low-
temperature and ultra-low-temperature applications, and I think the market potential is very large. The full-
scale sales from FY2026 and onward do not show very much profit. Could you explain why, and please address 
this point as well? 

[A]: In FY2025, as mentioned earlier, we experienced a production issue, which required us to record 
significant maintenance expenses. As a result, earnings deteriorated substantially compared with our plan. 
For FY2026, we do not expect a recurrence of this impact, and we also expect a partial reversal of inventory 
valuation losses. As a result, we expect PGA to turn profitable. 

From FY2027 onward, we expect profitability to improve rapidly once PGA passes the break-even point, and 
this represents a potential upside. Although there will no longer be any benefit from the reversal of inventory 
valuation losses, we expect PGA to exceed the break-even point and turn profitable based on its standalone 
performance for that year. 

As for upside potential in FY2028, if sales expand further, we believe we are positioned to achieve a substantial 
improvement in profitability. Regarding the market environment, until about two years ago, we had explained 
that medium- to high-temperature applications accounted for around 25% to 30% of the overall market. 
However, electricity demand has been increasing, and gas demand in the U.S. is currently very strong. LNG 
export capacity is also expanding as more LNG terminals are being built. Against this backdrop, the market is 
moving differently from oil-price-linked trends. Based on our current assessment, medium- to high-
temperature applications now account for around 40% to 50% of the total market, meaning that the market 
has expanded by approximately 15 to 20 percentage points. By contrast, oil production volumes have been 
somewhat stagnant. 

Although we have also launched products for low-temperature and ultra-low-temperature applications, we 
are currently prioritizing medium- to high-temperature applications due to resin allocation constraints. 
Demand in this area is strong, and our market share is very high. Given the current backdrop of gas prices, 
electricity demand, and LNG shipments, we expect favorable conditions in the medium- to high-temperature 
market to continue for a certain period. Since this is our main market, we believe that focusing on this area 
will enable us to move beyond the break-even point. 

In addition, we completed development of low-temperature products, and we would like to accept further 
market expansion if the production of resin goes well.  
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[Q]: If the good performance of medium- to high-temperatures is followed by good performance of low and 
very low temperatures, will any additional capacity investment be required?  

[A]: We have sufficient capacity for resin production. While plug manufacturing is currently carried out in-house in Japan, 
our affiliated company has similar production facilities. If sales volumes were to increase, we would consider 
expanding production at that site. Since this would involve utilizing existing facilities, we believe we could 
respond without making additional capital investments. 

 

Specialty Plastics Business 

 [Q]: I would like to know your forecast for the current fiscal year and the movement of Specialty Plastics over 
the three years of the Mid- Term Management Plan. 

For FY2026, profit is expected to decline due to cost increases stemming from the situation in the Middle East 
and higher sales promotion expenses. My understanding is that, because many of these products are sold in 
BtoC markets and price pass-throughs are generally not implemented, the impact of higher costs is directly 
reflected in earnings. Is that correct?  

For FY2027 and beyond, based on page 28 of the Mid-Term Management Plan materials, should we 
understand that the improvement to positive ¥0.6 billion will be driven mainly by volume growth? 

[A]: First, for FY2026, the negative figures on page 5 reflect increases in raw material and fuel prices. Another 
reason for the decrease in profit is that the fixed cost load is a little higher in FY2026 due to the timing of the 
fixed repair of the Iwaki Factory being brought forward to the beginning of next year. 

For FY2028, this includes Krewrap and other products that are expanding sales and increasing profits. That is 
all. 

 

Construction and Other Operations 

[Q]: For FY2026, page 22 of the financial results presentation materials shows a fairly substantial profit decline 
forecast for both the Construction-related and Other-related segments. Historically, these segments have 
often outperformed the Company’s forecasts. Could you explain why profit in the Construction-related 
segment is expected to decline so sharply despite a significant increase in sales? As for the Other-related 
segment, I understand the expected decline in low-concentration PCB treatment projects. However, profit 
seems to be declining by more than sales. Should we understand that this is the level of performance you 
currently expect? 

[A]: Unfortunately, the construction-related business has seen an increase in revenues but a decrease in 
profits due to the difference in the composition of construction projects. 

On the other hand, with respect to the Other Operations, particularly the Environmental Engineering business, 
that is essentially correct as you described. 

 

Cash Allocation 

 [Q]: I would like to ask a few additional questions about the cash allocation material on page 35.  
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Looking at the cash outflows on the right side of the slide, your company will maintain a DOE of 5%, which I 
believe will have a positive effect on the share price. How sustainable is this dividend? How likely is it that this 
strategic investment line will be used? 

[A]: As for the amount of strategic investment, we do not have anything concrete in mind currently, but we 
have established a strategic investment framework aimed at medium- to long-term sustainable growth as 
part of this new Mid-Term Management Plan. 

[Q]: Is it correct to understand that subsidies have a larger weight on the left side of subsidies and asset sales? 

[A]: Yes, that is correct. Subsidies represent a large portion.  

 

Production Transformation Project 

[Q]: At page 28 of the Mid- Term Management Plan, I would like to ask you about the second from the right, 
Production Transformation. Compared to FY2025, this is plus ¥1.5 billion. According to your explanation at 
the beginning of the presentation, this fiscal year is in the stage of verification and validation, so I believe that 
the actual contribution amount will come out in the next fiscal year or later. What kind of  timing should we 
anticipate ? Is it correct to imagine that it would be about 50 to 50, and that it would appear in FY2027 and 
FY2028? 

[A]: As you mentioned, this year will be the verification and validation phase. Since it involves a fairly 
significant change in the system, it means that there are aspects to be done with caution. The actual effect 
will begin to emerge in FY2027 or later, in FY2028. Rather than a 50 to 50 split, we expect the impact to build 
gradually toward the latter half of the period. 

 

Overall Direction of the Mid- to Long-Term Management Plan 

[Q]: In the history of your company, there was a period in the past when you generated significant profits 
from the drug Krestin, and then you went into the red on an operating income basis, followed by a period of 
profit from the drug Kremezin, and then you focused on PGA, only to see your most recent profits come from 
PVDF. That is my recognition. 

On the other hand, I understand that Home Products and Crop Protection Products each may firmly has 
supported earnings. From now, I believe that the Mid- Term Management Plan aims not to rely on Advanced 
Materials alone, but to leverage both Specialty Plastics and Life Sciences field, which are included in Specialty 
Chemicals. 

I would like to ask the President to comment again in his own words on the Company's culture and the 
probability of success, as well as what Kureha will do to make profit from now on. 

[A]: We have not been in the red in 30 years since Krestin, so this is the first time in a long time that we have 
been in the red. Subsequently, we focused on PVDF and PGA, partly to strengthen our advanced materials. 

As you pointed out, Household Products and Agrochemicals have been providing steady earnings support, 
and we have been working to increase profitability, focusing on advanced materials, including in the previous 
Mid-Term plan. On the other hand, given the significant changes in the market environment, including 
geopolitical risks. Considering the situation where we are truly global, where trade itself may not be the norm, 
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or the catch-up of various manufacturing qualities in China, I believe that it will become increasingly difficult 
to extend the traditional winning pattern. 

Rather than being an upstream company, we would like to compete on the application side, where we can 
add value to our products. 

To achieve this, Advanced Materials needs to further strengthen its application capabilities and added value. 
It means more brand power in Home Products.  

And we are trying to make one more pillar, which is Life Sciences. Kureha's history and technological 
background in this area indicate that it is a business that can be sufficiently expanded, and that it will take a 
very long time before it actually contributes to profits through commercialization. 

We have been moving forward since the previous Mid-Term Management Plan, so the stage has been raised 
considerably. Once commercialized, these products have the advantage of contributing to earnings for a 
considerable period. We believe that by adding the Life Sciences field to higher-specification-change areas 
such as Advanced Materials, we can establish a solid portfolio. This portfolio is essential to ensuring 
sustainable growth. 

[END] 

 


