=a=

Color & Comfort

DIC Corporation

Long-Term Management Plan Phase2

February 17, 2026



Presentation

A Message from the President and CEO

In Phase 1 of DIC Vision 2030, we succeeded in restoring our core
businesses to profitability, securing a foothold in growth areas and
consistently achieving our near-term targets. In Phase 2, the first year
of which is fiscal year 2026, we will further evolve our business model
with the aim of driving dramatic growth and enhancing corporate value,
including by enhancing shareholder returns.

» Promote the qualitative transformation of core businesses and

accelerate the expansion of growth businesses

Through ongoing structural reforms and portfolio transformation,
we will work to enhance the profitability of our core businesses. At
the same time, we will allocate resources to growth businesses in a
focused and timely manner to encourage balanced and dependable
business expansion.

Moreover, by deploying our Direct to Society* business creation
mechanism, we will advance the development of solutions-based
businesses in the areas of semiconductors, batteries and physical
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» Maximizing cash generation by improving capital efficiency
We will endeavor to enhance capital efficiency across the DIC
Group by accelerating decision making at the business unit level
while also integrating Groupwide management functions. By
rigorously enforcing our cash allocation policies, we will
strengthen our cash generation capabilities.

» Augmenting returns to all stakeholders
In addition to enhancing shareholder returns, we will
implement sustainability initiatives that aim to help realize
sustainability for society, as well as promote a social
contribution program centered on the fine arts.

Phase 1 of DIC Vision 2030 emphasized foundation building.
Phase 2 will mark a shift in our emphasis toward the expansion of
investments in growth areas.

While remaining firmly grounded in our identity as a producer of

Al. i 4 : e i
chemical materials, we will actively transition toward solutions-

oriented businesses, including software and services, in anticipation
of future technological advances. Through the effective execution of
our strategies, we will strive to progress as a provider of new value.

Address risks through multitrack strategies

In addition to seeking organic growth, we will concurrently
advance strategies targeting inorganic growth, such as through
M&As and corporate venture capital (CVC). At the same time, we
will also bolster contingency plans, including bold restructuring
measures that can be activated in times of uncertainty. Through the
simultaneous and multilayered pursuit of multiple strategies, we will
endeavor to ensure the reliable achievement of our plans despite
increasing uncertainties in our operating environment.

*Direct to Society: See page 29.

President and CEO, DIC CorporationTakashi |keda

On page three, we have the message from the president. Let me first explain the overall concept. | have four
points | would like to raise. As | mentioned, Phase 1 is from 2022 to 2025, and during this period, we reviewed
our business structure, especially our foundation, and firmly established our earning power. Based on that,
we aim to achieve growth in the latter half of the plan, which would be Phase 2.

In the case of our company, we have two major business pillars. One would be our core businesses. These are
essential businesses that are extremely global in scope, have had a decent position in the industry for a long
time, and can generate some steady cash flow.

The second is what we call growth businesses, which are based on the core businesses but have a variety of
products and technologies that are geared toward growth areas. Our fundamental strategy is to grow through
a good combination of these two pillars.

In that sense, our approach is to firmly establish a foothold in the core businesses in Phase 1 and then use
that to make a big leap forward in our growth businesses in the second half of the plan.

The advantage of having both pillars is that, of course, we will be able to realize stable business operations.
At the same time, though, by being able to invest the stable flow of cash that has been generated into growth
businesses as and when needed, we will also be able to realize balanced capital management.

The second point is that this is a long-term plan that extends to 2030, so it is necessary to consider how to
respond to various factors, especially external factors. As symbolized by the fact that the plan was reviewed
in 2024 after it was first unveiled in 2022, we must respond flexibly to the external environment.

When it comes to how we aim to get to 2030 under these circumstances, we have two or several strategic
options, and we will switch between them quickly depending on the situation. The other is responding to risks



in the sense of responding flexibly and boldly to risks as they arise, although it is difficult to anticipate
everything.

Under the Phase 2 plan for until 2030, in particular, we are considering several options for how we can add
growth businesses to our core businesses, based on a solid qualitative transformation of our core businesses.
We call them options, but what we are doing is diversifying our strategies. That is, we will put the organic
growth of our current base businesses as the first priority. At the same time, we will pursue inorganic growth
through various means such as M&A and venture capital to replace or further expand the existing base
businesses.

However, rather than stacking those in a two-step tiered fashion, we will have them overlap, so that even if
one plan does not work as planned, we can cover that with another inorganic strategy. When synergies are
successfully generated, one plus one becomes two or more. We are taking an approach of combining and
overlapping our businesses.

In addition, although we have not incorporated all of them into this plan, we have prepared restructuring
measures that can be activated should the various strategies described become difficult to implement under
various circumstances, as well as more drastic portfolio reshuffling measures, and cost reduction measures,
among others. This way, we will be able to respond to sudden changes in circumstances and somehow achieve
the target figures set forth here. That is the second point.

In addition to firmly committing to the KPIs toward 2030, we will improve capital efficiency, generate more
cash, and aim to create a structure that allows us to return this cash to shareholders and other stakeholders
appropriately and in abundance. At the heart of our plan is realizing this goal.

| will now provide an explanation based on the materials.
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Repost: Revision of DIC Vision 2030 Phase 1 Targets “Background to the Revision of Targets” (February 13, 2024)

Background to the Revision of Targets

® While the vision for DIC in the future and the basic policy of DIC Vision 2030 remain essentially unchanged,
targets for Phase 1*, ending in fiscal year 2025, have been adjusted in light of delays in the execution of plans
and recent changes in the business environment.

l Background to revision

@ Dispersal of management resources in new growth businesses > i+ New gl:owth businesses have not become profitable as quickly
and delays in selecting from among diverse themes as envisaged. . .
. . . . + Development and investment costs are risin,
@ New risks and changes in the business environment
+ Rising inflation worldwide and soaring costs due to high resource prices

+ Economic decline in the People’s Republic of China (PRC) and Europe ; J . S
« Increasing geopolitical risks arising from, among others, Russia's : hedup. =itiskes tlhme o rteallze' t:le benefitzior. rationalization: H
invasion of Ukraine sl e Sl bt Lol U $

- Realization of the expected benefits of acquisitions has been i

. Phase 1 targets Targets for final year of plan

Targets will be carefully reviewed and will

FY2025 (Fina| Year of Phase 1) be disclosed at the formulation stage of
(Billions of yen) — " Address challenges Phase 2 **.
Original targets Revised targets currently faced and

realize vision for DIC
Net sales ¥1,100 > ¥1,150 in the future Net sales ¥1,300 billion

Operating income ¥80 > ¥40 Operating income ¥120 billion

* Phase 1 of DIC Vision 2030: Foundation building phase (Fiscal years 2022-2025)
** Phase 2 of DIC Vision 2030: Phase for realizing vision for DIC (Fiscal years 2026-2030)

First, please turn to page seven. | won't spend too much time on this, but | would like to talk about a few
things as a review of Phase 1.



As | mentioned, the Phase 1 plan was reviewed in February 2024, right at the time | became president. As you
can see on the lower left section of the page, first, we reviewed the initial plan for last fiscal year, the last year
under Phase 1. With regard to the background to this, as noted in the middle of the middle section of the
page, during Phase 1, we explored a fairly broad range of themes as we aimed for a variety of growth
possibilities. As a result, while we were able to see certain possibilities, the reality remains that it led to the
dispersion of resources and the decentralization of management resources.

Another factor was the rapid changes in the external environment. In this regard, we were forced to change
our plans given such reasons as the occurrence of major unexpected events such as the COVID-19 pandemic
and the situation in Ukraine, as well as other unfortunate circumstances like the fact that it took a long time
for the effects of the acquisitions made in Europe to take effect.

At that time, we indicated that we would announce the target figures for 2030 under Phase 2, so today, we
are announcing our 2030 plan.
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Targets and Actual Results for Fiscal Year 2025 (Final Year of Phase 1)

@ Due to heightened concerns about the economic outlook caused by U.S. tariffs, demand fell short of initial expectations,
as a consequence of which net sales were below the target.

® The revised target* for operating income was achieved, thanks to efforts to, among others, expand sales of high-value-added
products, ensure appropriate pricing and reduce costs.

I FY2025 (final year of Phase 1) targets and actual results (Billions of yen/%) I Overview by segment

= Shipments of packaging materials were sluggish,

TN P
m Upper: Net sales particularly in the Americas and Europe, but efforts to

Lower: Operating Inmme Packaging & maintain sales prices by ensuring stable supplies and
Graphic services were successful.
[ = Sales of specialty inks, which center on jet inks and
security inks, were strong.

1,150 1,052.2

40 52.2 Packaging & Graphic

= Structural reforms in recently acquired businesses
progressed steadily, despite slight delays, underpinning
Color & profitability in the pigments business in the Americas
and Europe.
= Sales volume flagged, owing to declining demand,
Color & Display = u notably in Europe, as a result of which segment
operating income fell short of the target.

24 324

Display

102 109.3

Bolstered by robust shipments of high-value-added

Functional products used in electronics equipment, particularly in
Functional Products Products the area of chemitronics, operating income
significantly exceeded the target.

4.2% 4.4%

1.0 0.8

* Targets for I d net sales and ing income are revised targets published in February 2024. Targets for consolidated net income attributable to owners of the parent, EBITDA, ROIC, net D/E ratio,
and segment net sales and operating income are those published as part of the Company’s fiscal year 2024 full-term operating results announcement (February 2025).

Continuing on, please turn to page eight. | will make this brief, but as explained earlier in the announcement
of our financial results, the operating income in FY2025, in particular, greatly exceeded the revised target of
JPY40 billion under Phase 1 in 2024.

From that perspective, | think we have achieved the base set forth in Phase 1.
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Review of Initiatives Implemented in Phase 1

@ Initiatives focused on accelerating business portfolio transformation by ensuring the appropriate allocation of
management resources and implementing structural reforms and on improving capital efficiency.

Establishment of a foundation for
growth businesses*™

Withdrawal from unprofitable and
noncore businesses

Strengthening of the profitability of
core businesses”®

W Narrowed selection of themes and enhanced B Concentrated management resources on
the product portfolio by developing high-value- areas and products that leverage existing
added, sustainable products strengths and enhanced capabilities
Promoted structural reforms

B Promoted business renewal and reallocated
management resources to growth areas

+ Divested noncore business subsidiary SEIKO PMC
CORPORATION*® and applied proceeds to the
acquisition of promising new businesses

. . - * Integrated organizations related to materials for
* Acquired Guangdong TOD New Materials Co., Ltd.: semicondctors and batteries

Expanded sales of coating resins to local customers and
secured a production base for waterborne resins
* Acquired Sapici S.p.A.: Strengthened environmental

responsiveness by gaining ultralow monomer (ULM % ;
p an Y EaNing ( 1 ) for semiconductor substrates and sealing materials
technology*3 and securing a base for the adhesives

business in Europe = Resolved to eliminate the core development theme of

= Began operating closed-loop recycling system for secondary batteries, the commercialization of which was
polystyrene in Japanese market. scheduled for Phase 1, but initiated efforts to leverage

»  Publication inks: Promoted collaboration in the areas of evaluation technologies acquired in this area to develop
oroduction and [ogistics in Jagan, the rerger of and cultivate markets for battery materials that are
production facilities and transfer of production in Asia and more compatible with existing materials and
Oceania, and the closure of certain domestic and overseas technologies
production facilities = Promoted product portfolio expansion in growth

= Pigments (the Americas and Europe): Merged/ shuttered businesses (launched a resin lithium-ion battery (LiB)
production facilities and promoted labor force electrode binder and perfluoroalkyl or polyfluoroalkyl
rationalization substance (PFAS)-free surfactants)

+ Acquired a manufacturer of phenolic resins for
photoresists business (PCAS Canada Inc.**) and resolved
to make a capital investment in the area of epoxy resins

+  Withdrew from unprofitable businesses (liquid
crystal (LC) materials, housing materials, coatings
for building materials, alkylphenols and glass
photomasks, others.)

*1 Inks, packaging materials, pigments and polymers businesses *4 Chemitronics and Compasite materials/devices *6 Now CHEMIPAZ. Former subsidiary SEIKO PMC is a manufacturer
*2 Since renamed Guangdong DIC TOD Resins Co., Ltd. *5 Since renamed Innovation DIC Chimitroniques Inc. (Canada IDC) of papermaking chemicals and resins for printing inks.
*3 ULM is a resin raw material containing minimal harmful substances.
GCOPYRIGHT © DIC CORPORATION ALL RIGHTS RESERVED. 9

Let me explain that in more detail with the help of page nine. As mentioned at the beginning, we have
achieved qualitative changes in both our core and growth businesses.

First of all, when it comes to our core businesses, especially the representative pigment business, we said
earlier that they are in a very difficult situation. However, we were able to steadily reinforce our earnings base
by consolidating and eliminating production bases and streamlining our workforce. In terms of growth
businesses, we have also narrowed down several potential fields. With regard to semiconductors and battery
materials, in particular, we consolidated them into a single organization called Chemitronics, and within that
entity, we decided to expand the epoxy resin business, which has particularly strong growth potential. With
this, we believe we have firmly established our foundation for growth.

At the same time, we have been gradually withdrawing from unprofitable and non-core businesses, as we
pulled out from SEIKO PMC, liquid crystal materials, housing materials, and alkylphenols during this period.
By doing that, | think we were able to transform our system into a leaner and more solid organization.

Now, based on the results of Phase 1, | would like to talk about the concept of Phase 2.
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Commitments for Fiscal Year 2030

-~

,/ @ Build a business portfolio that delivers sustainable growth and profitability. \
| Promote the qualitative transformation of core businesses and foster growth businesses. |
\ : " : /
\_® Bolster corporate value by improving capital efficiency and enhancing shareholder returns. /

= Initial DIC Vision 2030: Dividend payout ratio of 30%
= Revision of DIC Vision 2030 Phase 1 Targets: minimum
limit for annual dividends per share of ¥100

Upward revision of shareholder returns

FY2025

Operating income)\ §/ Total payout ratio

FY2030 (W'4: {0 IS 10% or higher R\ 40% or higher

Minimum limit for annual

or higher dividends per share of ¥120

* Total payout ratio is calculated based on ordinary dividends (¥120 per share) and does not include special dividends (¥80 per share). 14

Please turn to page 14. First, we have summed up and listed here our three commitments for 2030.

First, in 2030, as our first indicator, we would like to aim for operating income, or profit derived from our
businesses, of JPY80 billion or more. Again, we see this as a business base that can be realized through the
successful combination of core and growth businesses.

Meanwhile, management recognizes that our current ROE of around 7% is far from satisfactory. We commit
to raising that ROE to at least 10% by further improving capital efficiency.

In addition, as mentioned earlier in the presentation of our financial results, we have set a policy of total
payout ratio not only for FY2026 but also for the years thereafter, up to 2030, and we will return profits to
shareholders in accordance with this policy.
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Commitments for Fiscal Year 2030

® Generate operating income of ¥80 billion by promoting the qualitative transformation of core businesses and building growth businesses.
® Strategic investments in growth businesses will underpin further increases in operating income.

Business portfolio transformation

Strengthen profitability through the qualitative transformation
of the inks, packaging materials, pigments and polymers

Core businesses. ¥69
_ @ Shift focus of product portfolio to environment-friendly and A
businesses high-value-added products. b'"'on

® Expand into growth regions.
® |mplement structural reforms.

¥80 billion*
Build businesses with the potential to become new pillars that /
drive growth. o
@ Contribute to an Al-integrated society, in which Al is integrated into all ¥17 ¥ 80h“]im I
structures of society. rs h . e B ¥
G Wth @ Positioning “Chemitronics” and "Composite materials/devices” as bl"lon A 8 or highe' / 4
L growth businesses that support an “Al-integrated society,” providing - /4
businesses solutions primarily in the semiconductor, battery, and physical Al fields.
S
® Make strategic investments aimed at inorganic business + Further
growth. a increases

* The total for operating income (¥80 billion) includes shared and other costs and so differs from the sum of
operating income targets for core and growth businesses.

Please turn to the next page. Allow me to break down these current commitments a little bit, beginning with
the business aspect. We have here JPY80 billion, and its breakdown is as shown here for the core and growth
businesses. As will be explained in more detail later, our core businesses are the group of businesses that are
extremely global in nature that serve as foundation of our business. The growth businesses may be a new
business pillar, but they are not businesses that will be built in entirely new and isolated areas. Rather, they
are product groups that leverage our existing business foundations, and with the surrounding areas as starting
point, expand those product groups into a group of businesses.

Their combined total of JPY80 billion will be the base, and we have a number of other measures in addition
to these, as shown at the bottom. In line with the diversification of our strategies, we will take a variety of
initiatives aimed at inorganic growth. Furthermore, these are not just on an as-needed basis, as we are already
planning some of these, and together with our plans for further restructuring and other initiatives, we will
rack up more than JPY80 billion. We have not assigned specific figures for these because, as mentioned at the
beginning, the idea is that we must first commit to JPY80 billion by assembling a multi-layered structure, while
making every effort to further increase that amount.
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Commitments for Fiscal Year 2030

® Balance allocation of cash to strategic investments—aimed at business growth and operating income expansion—
and shareholder returns.

Cumulative Cash Allocation (Fiscal Years 2026-2030)

Ordinary investments

¥240 billi
Cash provided e
by operating activities
¥409 billion Strategic investments + CVC == Profit expansion
¥90 billion + a

Shareholder returns. == Capital optimization

¥78 billion + a | « Total payout ratio: 40% or higher 1
s (Minimum limit for annual dividends 4
Asset sales, others Interest-bearing debt i per share: ¥120)
illi repayments
¥23 billion + a i pay i i * Flexible shareholder returns it
_¥24 billion I (Special dividends, share buybacks) [\

Continuing on, please turn to the next page. Under Phase 1, we announced our cash allocation for 2024, 2025
and 2026 two years ago. This time, we have presented our cash allocation plan for Phase 2, covering 2026
through 2030.

In terms of cash in, the idea is that if we further sell various assets in addition to operating cash flow, we will
use the cash generated for strategic investments, shareholder returns, and reduction of interest-bearing debt,
in addition to ordinary investments, as shown on the right.

The point here is that we have set the strategic investment amount for Phase 1, covering 2024, 2025, and
2026 at about JPY20 billion. The reason for this is that we made major strategic investments and M&As
especially in 2021 and 2022, prior to Phase 1, and we have been in a period of reaping the rewards of these
investments for the past several years.

We are thinking of investing aggressively for growth from 2026 to 2030, so the JPY90 billion and then some
that we have set is based on the idea that if further gains are generated through asset sales and so on, they
will be allocated here. That is how we view the JPY90 billion and then some.

With respect to shareholder returns, as we have said repeatedly, the base would be a total payout ratio of
40% or higher and a minimum dividend of JPY120 per share. Now, when there is additional income, and
similarly, when there is cash in, we intend to flexibly return them to shareholders.

The plan from a cash perspective is to target an ROE of 10% or higher through these measures, which are
capital optimization and earnings growth.
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Target Business Portfolio

@ Pursue qualitative transformation of the three core businesses that are currently pillars of profitability and foster
growth businesses in areas exhibiting outstanding potential.

4 Net sales 4 Net sales
. ¥1,120 billion or higher ’ ¥120 billion or higher
Core businesses / QperatingIncome® SieosichipUsIresses _//' Operating income*

¥69 billion or higher > ¥17 billion or higher

»
2025 2030 (FY) 2025 2030 (FY)
- ; Against a backdrop characterized by the advance toward an Al-integrated socie!
Inks and packaging materials - P, Y = " i B! % t,
& e e ; expand business scope beyond materials into solution-oriented
Al AN, 110 only comprehensive + Challenge circular ecosystem for packaging businesses.
supplier of packagin materials . . 5 : 5
'l - mapt‘:nals packaens + Develop packaging-related software Facus mainly on semiconductors, batteries and physical Al, which are key to an Al-
> ) Implement structural reforms in the publication integrated society.
*+ Leading share of the global e BiRIRa
printing inks market + Expand specialty inks Products currently offered
* Epoxy resins
- . = ’ . = Maleimide resins ’
Competitive advantages Qualitative transformation Chemitronics — Semiconductors| | Bonding materials
* One of the world’s largest * Provide a broad range of functional pigments » ‘Hollow-fiber mambrang madules
operating scales that contribute to the environment and saciety others
-~ Extensive product lineup * Implement structural reforms ’
« Global production * Leverage synergies with recently acquired ' Elociroda binder resing
configuration businesses i . i i
14 J . Batteries Insulating materials
e P Composi v
res i n . , others
. : a materials/ ra « Rabot
. /. Wide range of environment- * Promote the global deployment of o . obotics ==
friendly products environment-friendly products devices Physical Al + Sensor systems 5
* Superior resin design expertise « Shift focus to high-performance products , others
* Production facilities in high- * Capitalize on regional bases to cultivate local
growth regions customers * Net sales and operating income figures for core businesses and growth businesses

do not include shared and other costs, so the sums thereof differ from targets.

Please turn to page 18. Let me explain each business a little more. We will expand our core and growth
businesses. Our approach will be different for each. First, our core businesses are packaging inks, pigments,
and polymers. All of these products are either globally deployed as a strength of our business or have potential
for global deployment.

The common denominator for each of these is that we will be making a qualitative shift in them. The reason
why they have been able to contribute to earnings growth over the past two years, in 2024 and 2025, is that
these businesses have been able to make a solid profit base, despite the various external conditions. In this
context, we have been pursuing a rather bold qualitative shift, or structural reform, particularly with regard
to pigments.

We are aware that a qualitative change is necessary to further stabilize this business, so we will embark on
even bolder structural reforms, which will serve as the foundation for continued business operations and
further expand our earnings.

At the same time, we will strive for sustainability, a shift to more sophisticated products, and a qualitative
change in our product portfolio in order to achieve growth and generate stable operating income.

The growth businesses on the right are our chemitronics and composites/devices, which are mainly product
groups in the Functional Products segment, and we intend to further develop these and expand our business
beyond materials. In line with that, we have identified semiconductors, batteries, and physical Al as key areas
where we can expand.

We have a number of unique products, and by combining them into areas with growth potential, we hope to
achieve even more dramatic growth not only in 2030 but beyond, as shown in the graph on the upper right.

Let me explain our approach to each business a little more. | will begin with the core businesses.
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Segment Strategies (Packaging & Graphic)

¥625 billion
Inks and packaging materials Net Sales and FY2025 W FY2030
Boasts a leading share of the global printing inks market Operating Income or higher

& a comprehensive provider of packaging materials and solutions

B Create value and ensure profitability by responding to social, technological and environmental changes. As a provider of
sustainable solutions, help address customer challenges while driving growth through geographic expansion and the promotion
of production rationalization and product portfolio transformation.

) ® Provide solutions that go beyond conventional performance - @4‘\
® Need for the development of high- and product category boundaries ol e
value-added pmdUCts as the market « Expand applications for high-value-added jet inks. L
matures * Expand high-performance products, including functional coatings for
pharmaceutical, industrial and agricultural applications.
* Provide Aura, a service that supports sustainable packaging strategies and ‘i:) aura
® Growing social demand for reduced management (support for design creation, regulatory compliance and environmental w®  cloreerins slobal chanc
environmental impact and the impact assessment, among others).
tightening of related regulations ® Accelerate the development and deployment of environment-friendly products
= Promote solvent-free adhesives that employ a new bonding system (DUALAM™).
@ Potential for expansion in emerging . Develypsecuriiv inks that contribute to t{he safe operation of deposit return systems (DRSs)*. p
& i * Establish a circular ecosystem for packaging.
economies and other promising, 2 J

untapped markets ® Further explore high-demand markets, including in Asia,
the Middle East, Latin America, and Africa
® Decline in demand for publication i o =g g .
ke p ® [mplement structural reforms in the publication inks business
* Collaborate with other ink manufacturers to improve the efficiency of production and logistics.
= Merge and shutter production facilities.

* A DRS is a system where a small deposit is paid when a beverage is purchased and refunded when the container is returned after use.

Please turn to page 20, packaging inks. As stated earlier, our basic approach is to pursue qualitative
transformation of products and so on, in parallel with structural reforms. There is a comment on the business
environment on the left, but we are not necessarily optimistic about the situation we are in. Many regions
have mature markets, with price competition intensifying. And, in light of the global geopolitical risks, it is
quite difficult to expect stable economic growth.

The question is how we can ensure stable operations under such circumstances. On the right side of the page,
we have listed a few, including providing high-performance solutions that are not bound by product
boundaries, and developing environmentally friendly products. We believe that the most important thing is
to secure a position in this field and within this product group in which we, as a business, is chosen by the
customers.

Despite various environmental changes, they remain indispensable materials for life and society. With food
packaging, in particular, it has become indispensable in every region and country, and we are certain that
demand will arise in developing regions in the future.

There will be ups and downs depending on the situation, and in a competitive environment, competition may
intensify. Being chosen by customers then depends on whether or not we can offer a wide range of solutions.
By solutions, we mean not only our product lineup of adhesives and coatings on top of inks, but also to our
ability to respond to various customers, which is if we are able to provide whatever kind of solution for the
present and in the future. More than anything, customers choose after evaluating this range of solutions.

Business restructuring is happening not only in our company, but also in our industry, as well as in our
customers' industries. With that happening, companies that can supply stronger and a broader range of
products will be in demand. So, addressing that demand is our first and foremost priority.

Meanwhile, there are still areas with potential for growth. We believe that there is still room for demand
expansion in Asia, the Middle East, Latin America and Africa, not only until 2030, but beyond that.



If we continue to produce the same products in the same manner as before, that will not necessarily result in
cost competitiveness or optimal timing. So, we believe that we need various plans and ideas to determine
how best to boost our business. With these in mind, we will work to build a new foundation.

Meanwhile, in terms of restructuring or building our foundation, in the case of printing inks, we have both for
packaging and for publishing. In the area of publishing inks, we will go about the business while pushing for
the appropriate rightsizing in response to declining or disappearing demand. In some cases, we are
considering slimming down our earnings base once again by implementing more daring structural reforms.

Color & Comfort

Segment Strategies (Color & Display)

¥305 billion

Pigments
Leads innovation in the color materials sector by leveraging one of
the world’s largest operating scales and an extensive product lineup

Net Sales and FY2025 ¥16 billion FY2030

Operating Income or higher

M Established a solid global platform, product breadth, and customer base through the acquisition of Colors & Effects.
B Enabled one-stop solutions through an industry-leading full-range portfolio spanning organic, inorganic, and effect pigments.

® Product lineup and sales configuration ® Accelerate the efficiency of the pigments business’ production and supply
that are among the world’s largest configuration to create a sustainable growth model
* Finalize structural reforms in Europe and the United States, including realigning production bases and
® Diverse markets with varying growth streamlining labor forces.

= Create a foundation for deployment of the supply chain integration plan in global markets to help ensure
industry-leading operational quality.
* Reduce trade risks and establish a system for promptly responding to supply—demand fluctuations.

rates and technological needs

® Industry realignment spurred by

stagnant demand in Europe and new ® Develop strategic products aligned with growth markets and optimize the 3

trade policies existing product lineup

* Invest management resources in growth areas such as pigments for displays, for digital, automotive and

@ Rising demand for low-carbon products specialty applications, and for cosmetics.

to help achieve a circular economy ® Create new businesses that contribute to environmental and social value m’

) . . . = Launch highly decorative wavelength conversion inorganic materials/functional inorganic materials.

® Tightening of national and regional * Continue transition to low-carban in existing products.

laws and regulations and increased

s ® Provide safe and reliable materials that stay ahead of global regulatory requirements.

* Respond to changes in U.S. regulations and lock in demand for natural blue food coloring (Linablue®) from food
manufacturers.

Continuing on, we have the Color and Display segment, which is mainly engaged in pigments. Noteworthy
structural reforms are now progressing in this segment. As mentioned in the presentation of our financial
results earlier, we are well aware that as a stand-alone business, we are not necessarily at a satisfactory level
in terms of profitability, for example, in terms of such indicators as ROIC.

Once again, in that sense, | believe that we need to work on improving production efficiency and capital
efficiency in the true sense of the word. In this context, this calls for the further compression and integration
of the supply chain. In the case of our company, this means that together with those efficiencies, there is still
a lot of room to pursue such initiatives in light of our overall footprint, production bases and other factors.

Now, from the perspective of ROIC, we believe there is much room for improvement in various areas of cash
management, including working capital. Therefore, we will continue to improve not only our operating income,
but also our cash position.

The environment in our industry and in our customers' markets is similar to that of the ink business.
Consolidation is occurring among companies in the same industry, as well as on the customer and demand
sides.

Just like with inks, in terms of what is required, it is not just the fluctuations in apparent demand and price
movements in a competitive environment. What will be required going forward, especially toward the future,
is the ability to make proposals that contribute to the environment and social value.
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In conjunction with this, given the various changing global laws and regulations, pigments, in particular, are a
business that must be operated under extremely strict controls. Rather than simply addressing these
regulations, though, we must anticipate them, and as an industry leader, take the lead in providing safe and
secure materials. In the same way, we will continue our efforts to become a manufacturer and supplier of
choice. By doing that, we hope to maintain our position in an increasingly competitive environment.

Not only that, but we are also targeting growth. We possess groups of high-margin products with growth
potential, especially in terms of pigments for displays, digital and specialty applications, so we aim to raise
our profit margin by focusing on and expanding our product lineup.

Although it is still difficult to foresee an immediate recovery in demand in Europe, even now, we are still
making efforts to effectively avoid the impact of tariffs. In the US, we are taking advantage of the Buy
American policy by producing in the US, and although we would not say that we are the only one doing it, this
is a huge advantage. Therefore, we believe that we can still compete in such a changing external environment
by implementing measures that leverage our strengths.

Color & Comfort

Segment Strategies (Functional Products: Core businesses - Performance Materials, Specialty compounds)

¥250 billion

Polymers

Strives to be a global partner that provides functional materials that
respond promptly to local needs

Net Sales and FY2025 ¥16 billion FY2030
Operating Income or higher

B Strengthen profitability in the core polymers business by further developing environment-friendly and high-value-added
products and reorganizing the production footprint.

M Leverage production bases acquired in Phase 1 to pursue sustainable growth by promoting strategies tailored to regional
characteristics.

® Accelerate market deployment of high-performance and
® Accelerated demand for high- environment-friendly products
erformance products and
P i * Broaden applications for environment-friendly Green-WPU*!

environment-friendly products and expand the Waterborne polyurethane resins business globally.
« Expand sales of RHM adhesives*2 for electrical materials, textiles, and building materials.

« Develop new PPS products (heat dissipation, conductivity, sliding properties).
® Production facilities in growth ® Strengthen responsiveness to local needs and lock in local demand
markets in Asia * Expand specialty products in Asia, led by DIC Ideal Private Limited in India. 7 I . S
* Capitalize on Guangdong DIC TOD Resins to bolster sales of resins to local customers in i %'_A
the PRC and lock in demand for environment-friendly products (e.g., waterborne resins). bﬁ \ \ =

® Gradual decline in demand in the ® Optimize the production footprint in response to the contraction of

domestic polymers market the domestic market
*1 Environment-friendly water-based polyurethane resins

*2 Solvent-free, -friendly adh: with excellent and durability

Continuing on, let me discuss the Functional Products segment. Within this segment, | would like to talk about
polymers, which are positioned as a core business. We have a wide variety of environmentally friendly and
high-value-added products here.

In particular, we have been investing in Asia, China, and India as growth regions. The first pillar of our efforts
will be to capture the robust local demand, especially in the area of environmentally friendly products, and to
ensure that we get hold of growth in this region.

We also possess a number of highly functional and environmentally friendly products, and we aim to meet
the right demand at the right time. In the case of the environment, in particular, where there are ups and
downs in the market, we aim to build a track record, primarily in Europe, where environmental initiatives are
more advanced, and then gradually expand our business worldwide.
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In addition, in terms of demand areas and markets, as we assess the growth areas and mature markets, we
believe that restructuring, especially production optimization, would be inevitable here. Therefore, we intend
to implement these measures gradually until 2030.

Those are our measures for our core businesses.

Finally, | would like to discuss our growth businesses.

Eﬂ Color & Comfort

Initiatives Aimed at Establishing Growth Businesses

® The society in which Al is increasingly integrated into all aspects of social systems is defined as an “Al-Integrated Society”.
® Among the business fields supporting the Al-integrated society, we provide materials and solutions primarily in the
semiconductor, battery, and physical Al fields, where our management resources can be most effectively leveraged.

\

Current stages in the establishment of new businesses differ for each business field.

3
sl @\f promoting a strategic approach and leveraging management resources
o . o -
Market PGS in a manner tailored to the business’ current stage.
growth RNy

AP ¥
. 4 e
potential ‘ 6?'9\0@%‘& Semi diict Current stage: L ge existing business foundation to p further
) PO emiconductors Bk sandlon, <=

A !
D% ©? Phy5|cal Al * Integrate experience and information upstream and downstream across the

} Create businesses with the potential to become new pillars by

Q’ze,‘\% -‘ = y
\\%\30@1‘&00 semiconductor market and create new value by establishing a configuration that < Stlateslc M&A .
Ko Batteries integrates production, sales and technological functions. < -
- : e : Acquire resources and
Current stage: Create new businesses that utilize DIC materials
Batteries 5 4-“ technologies that are currently

) . . ; g . t lacking with a view to
Apply specialty materials, together with evaluation technologies acquired in astabllshing fiew bisinessas:

Phase 1, to enhance the functionality of batteries and develop new businesses.

Business fields in-which New m Current stage: Strive to cultivate new markets in areas with high growth potential

DIC has a proven track business
record fields = Build new business ecosystems for the physical Al era by deploying the Direct to

Society business creation mechanism, CVC investments and DIC assets. Focusing investments on the area
es.

Semiconductors

of physical Al, where market
pipelines and expertise are scarce.

Expanding business scope beyond materials, including solution-oriented business

X

First, please turn to page 24. Let me discuss our basic approach. As you can see in the picture on the left, the
core of these growth businesses will be the various product groups that we already have, centering on
materials for semiconductor applications.

When it comes to new business areas, we will expand the field by combining batteries, which are a peripheral
area that leverages this strength, with devices and solutions. We will also target the physical Al field, which is
expected to further grow in the future.

As we go through these steps that are going up, shown in the upper right portion, we will change the way we
invest our funds. In terms of semiconductors, batteries, and physical Al, basically, with bolt-on M&A at the
core, we will steadily expand our products, while also venturing into organic capital investment.

In addition, as we announced yesterday, we would like to operate our own fund and together with promising
startups, we hope to take advantage of the growth of physical Al from the perspective of market development
and social implementation. In this regard, our idea is to aggressively invest our funds.

| will explain our progress in this area a little more starting on page 25.
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m Color & Comfort
Segment Strategies (Functional Products: Chemitronics, Composite materials/Devices, Others)

Contribute to the evolution of semiconductors—the core of
digital Al—by capitalizing on product capabilities cultivated over
many years in the electronics sector.

Semiconductors field

@ Integrate experience and information upstream and downstream across the semiconductor market and create new
value by establishing a configuration that integrates production, sales and technological functions.

Enhanced functionality: Contribute to | quality through
[Advance toward an Al-integrated society] lower dielectric properties and higher heat resistance

= More stringent quality requirements Enhanced quality: Contribute to d ing
productivity by ensuring higher purity and improved quality stability

generated through upstream and downstream integration

Front-end pmcesses))) ’sachend processes ))) ’ Mounting
H Hollow-fiber E Next-generation
membrane g low-dielectric resi
Solutions el ric resin
SEPAREL® EPICLON® NE-X

Processes

Silver nanoparticle

N conductive material Low-dielectric
PLAZMO® bonding sheet
Improve yields Reduce transmission loss = Contribute to improved power consumption
Enhancement of Resolve to build a new epoxy resin production line at the Chiba Plant

production Facility expansion at Canada IDC

capacity Commence operations on new maleimide resin production line

at the Hokuriku Plant

Page 25 here shows the status of the businesses we now possess, mainly chemitronics and composites.

In the semiconductor field, in particular, we supply products to a wide range of areas, from upstream front-
end processes to downstream mounting processes. We will enhance the level of each of these solutions. In
particular, as shown in the right side in the middle, we aim to increase the degree of processing from the back-
end processes to mounting. We also want to develop new product lines by introducing new products and new
functions. The basis for this will be to reduce transmission loss, and to expand the so-called high-speed
communication capability by taking advantage of our strengths.

Meanwhile, in the front-end process, we are very strong in the area of hollow fiber membranes and resist
resins, and we will strive for growth by taking advantage of the superiority of our products in areas that require
very strict control, especially in terms of high quality, high purity, and quality stability.
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m Color & Comfort
Segment Strategies (Functional Products: Chemitronics, Composite materials/Devices, Others)

Combine proprietary polymer technologies with battery
evaluation technologies to help advance LiBs and other
batteries.

Batteries field

® Apply specialty materials, together with evaluation technologies acquired in Phase 1, to enhance the functionality
of batteries and develop new businesses.

Higher capacity, faster charging and longer lifespan: Enhance sustainability and usability across
a wide range of licati including EVs, data and robotics—and contribute to the
evolution and broader adoption of Al-related technologies.

e Expand product lineup to include downstream
Launch multiple polymer-based products i o A 2
: e Downstream products that capitalize on existing mixing
by leveraging existing assets o % 8 0 i
blending, dispersion and coating technologies B

_ # Down-
l stream
- Smart,

[Advance toward an Al-integrated society]
- Increasing demands for high-performance

B

!

=]
&,
&
=y

mn
2
%

4

ne

Cell materials Module peripheral materials
Electrode binders : %‘g—
R R Materials for solid-state batteries Functional tape
Electrode binder resin, etc. Polyphenylene sulfide (PPS) compounds AD**
' ESS:EMI";
v o . . sorage system
Expand product portfolio by promoting continuous product development across the battery supply chain o
intelligent device
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We have a similar approach in the area of batteries, shown in the next page. We already have several products,
but we would like to offer products that meet specifications of batteries that will go through various changes
in the future by combining them or creating devices with them.
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m Color & Comfort
Segment Strategies (Functional Products: Chemitronics, Composite materials/Devices, Others)

Build on capabilities in areas such as polymers and molding
Physical Al flEld materials to drive the evolution of finished products in the
field of physical Al.

® Build new business ecosystems for the physical Al era by deploying the Direct to Society business creation
mechanism, CVC investments and DIC assets.

Feed end-market insights gained through deployment of Promote commercialization by collaborating with startups making
@ the Direct to Society business creation mechanism back use of CVC and by leveraging the Direct to Society business creation
into materials and module development mechanism (to directly market materials as finished products)

5 1

: <CVC investment and collaboration in target areas> :

1 @ Establish a subsidiary in Switzerland to handle investments in startups in April 2026 |

: ® Create an investment pool of $62 million over five years; invest in collaboration :

1 with venture capital firms

i £ ] Wearables

Specialty Comn'ound Module Devices Solutions :
materials ; 8 comg Systems Services 1
1
1
. 1 .y Factory
1 B i
L) lg‘ i Automation

1 o

i ' ) i

: e - s

- m?ﬂbom-f et REC e o ¢ | 2.0 i Entertainment
]

1 MoR® HAGAMOSphere® Entertainment 1

1

micals to develop products and services essential to physical Al

On page 27, we present some ideas regarding the physical Al area. These are our ideas on development in
this field and business expansion, but | should note that it is still difficult to foresee how this field will develop.

On the right, we have listed the areas of application that we are currently targeting. As for our general
approach, although physical Al is now widely talked about, software, including Al, and semiconductors are
advancing rapidly ahead of other areas.

As has been said, these developments will be implemented in society in various ways. There will be more and
more of them around us. And the more this social implementation advances, the more we will need materials
and substances that we can actually touch. In anticipation of this, we hope to secure an indispensable position
as a materials supplier.

However, when we think about how to keep up with the various forms of implementation that | just
mentioned, we need to be at the forefront of this implementation. We must be directly involved in those
developments. Through our “Direct to Society” approach—to directly market materials as finished products—
we aim to identify and even create such opportunities ourselves. By doing so, we intend to establish ourselves
as an indispensable provider of materials and modules.

We have already developed some, and we would like to expand our businesses in this area, including through
investments in startups in the future.

That concludes our approach to growth toward 2030 for our core and growth businesses.
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Eﬂ Color & Comfort

Initiatives and Configurations Supporting Phase 2 Strategies

Q Strengthen the global management structure
)5

® Strengthen Groupwide collaboration on the operating front to
enhance global product deployment, expand sales of new
products and improve customer support.

® |everage Groupwide management resources—including skills,
technologies, facilities, intellectual property and data—to
strengthen strategic execution capabilities.

Generate ideas, guided by the Direct to Society
business creation mechanism

® Go beyond renowned ability to develop products that meet
customer needs, looking at the future from a consumer-adjacent
perspective and linking this to innovative product development
and commercialization.

@® Transform business model from that of a traditional chemical
materials producer and promote innovation and creative output.

w Advance human capital management

® Implement cross-regional and cross-divisional Groupwide talent
development.

® Appoint high-performing human resources to key positions
around the world.

0 Promote IT and DX

® Renew core business systems and build an integrated digital platform in
the Americas and Europe, having completed similar efforts in Asia, with
the aim of establishing a global framework for digital infrastructure
management.

® Promoting efficiency improvements and cost reductions by leveraging
generative Al across diverse functions, including inventory management,
administrative operations, manufacturing, and technology development.

29

On page 29, we list the various measures and structures that support the Phase 2 strategy. What is particularly
important is to work from the perspective of Direct to Society, as | mentioned earlier, and to support this with
human capital management and the enhancement of human capital, as well as the global management
system called the global operating model, which we started this year as our management system. With these,
we aim to allocate the necessary resources to where they are needed globally across regions and achieve

growth.
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m Color & Comfort

Consolidated Results Targets (Fiscal Years 2026-2030)

i 2025 2026 2030
(Billions of yen/%) e R | S & =B
Actual Targets Targets

Net sales 1,052.2 1,100 1,240 or higher
Operating income 52.2 56 80 or higher
Net income attributable to owners of the parent 324 33 -
EBITDA 109.3 111 134 or higher
4.4% 4.7% 6.0% or higher

1
i Packaging & Graphic 7.2% 6.6% 8.0% or higher
[ Color & Display 1.3% 2.2% 5.0% or higher
| Functional Products / Growth businesses 7.9% 8.3% 11.0% or higher
Return on equity (ROE) (%) 7.4% 7.1% 10.0% or higher
Net D/E ratio (Times) 0.8 0.8 0.8 or less
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On page 31, we show the consolidated plan figures based on these measures, as well as some KPls. We are
aiming for sales of JPY1,240 billion or more and operating income of JPY80 billion or more. We have put the
possibility of higher figures in all aspects because, as we have said before, these are firm commitments, and
by combining these measures in a multi-layered manner, we aim to achieve those higher figures.

With regard to ROIC, although we have not yet decided on target figures for each division, we are aiming for
6% or higher for the entire company, ROE of 10% or higher, and as for the D/E ratio, we are already seeing a

ratio of 0.8 times this fiscal year, so we are aiming to lower it to below 0.8 times.

This has been a long presentation, but that is all from me.
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Disclaimer Regarding Forward-Looking Statements

Statements herein, other than those of historical fact, are forward-looking statements
that reflect management’s projections based on information available as of the
publication date. These forward-looking statements are subject to risks and
uncertainties that could cause actual results to differ materially from such statements.
These risks and uncertainties include, but are not limited to, economic conditions in
Japan and overseas, market trends, raw materials prices, interest rate trends, currency
exchange rates, conflicts, litigations, disasters and accidents, as well as the possibility
the Company will incur special losses related to the restructuring of its operations.
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