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English HAEE
Oike Good afternoon, everyone. Thank you for joining today’s Fireside Chat. Bk, ZAICHBIE, RBIZZE D Fireside Chat ICT& MW= 72 2 3
Bt o , IZHYDNEDITITNET,
Last year, we invited our CTO and Group CEO. This year, we have
invited our Chief Supply Chain Officer to join the discussion about | FEFIE CTO &7V —7 CEO ICk 2 EBEITL X LA, SFIL
our supply chain strategy with our Group CEO. Chief Supply Chain Officer @Y £ v )L b &Iz, /)L —7CEO DX
FEEBIIEHDOY T IAF - — VEBICOWTHHEITWET,
First, I would like to ask both of you to introduce yourselves.
ZNTIEET. BTAroBCBNEEEVLET,
Lefever I think everybody knows me, so I don’t need to give much of an | DI EIEIZHFLZEBVWETOT, FLLWEHSBNIILELRWTL
774N introduction. I am the Group CEO and am responsible for all o BMITN—7CEO & LT, SHDOH O ZEXEHICHITES
activities across the company. STLET,
Lately, I have been working much more closely with my colleague Fld, Y774 F 2=V HEHICE > TREGERBREL>TL
Richard on the supply chain front because it represents a big BIEhD. CORETREOY £yl b & INFTUUEICREICE
. . ELTBRYBEATHWES, ZNTIE, YeErIL b, BEWLWLET,
opportunity for the company. Richard?
Junger Thank you. My name is Richard Junger, and I am the Chief Supply HYHEH>TETUEF, Chief Supply Chain Officer ®U b v L b 2
V- Chain Officer. YH—=TT,

I have worked in the semiconductor industry since 2006 in many
different supply chain roles. This is a very special occasion to discuss

the supply chain.

Fhld 2006 EH HIEEFERTHWNTEY, CNETH TS5 Fz—
VICETAIFEIERRBEERBRL CXE L, SE. 2S5 LY S
FTAFz—VIIDOWTHBELTED I L AARERHRARESITERLT
WEzEFT, KALLKEBEWLET,

[Structural Changes in the Market/ ~—% v b OFEERIZEAL]
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Thank you very much. My first question. How has the rise of Al

changed the environment surrounding Advantest’s supply chain?

HYNEHITITVWET, BUDEMTT, Al DEERRERIZK > T,
TFRRVFRINOY T I5AF 2 —vHRMYECEBIETZ. DL ICE
ILTE=DTL &£ 9D,

Lefever

774 =N

Probably the biggest change brought about by Al has been the shift
to high-volume production of advanced packaging. That added a
level of testing complexity that had not existed before. It resulted in
increases in test time and test content that the test industry had

never experienced.

Semiconductor unit volume has always been a driver, along with
increases in test content associated with transistor counts and
Moore’s Law. But this has now reached an entirely different level. In
some cases, we are seeing test times increase by multiples from one
generation to the next. That created an exponential ramp in test

demand and the resulting challenge for us to meet that demand.

FT. AL THZDLINTERADE LI, BZ 6 LiH/ Sy 7r—
CORIEHREEADBITTT, TNITEL-2T, ZNETICEALL
NIVTTRAMDEMEDPELE LT, TORER, TAMEALET R
bavTFoyh, TRAMERTINEFTREBELAZZEDAWIZEEMN
L* L7,

WEkh o, FEEOHEEMIIFEZHL LIFT2ZERTLZ, Z1IC
MAT, Iy AZBOEIMPCL—TOFRIIIHEN, X3V T
YYBLEBMLTEE LT, L L, BEREZNEZEFST-KERBD K
TTIELTWET, BEICK > TE, HEA—DELZIF T TA b+
A LHPEEICEBINT 27— AERoNEzT, CNICE-TT RIS
ENEHEHNICSE L, TOFEICELIEOIWILT DA EVIR
BErELE LT,




No one really predicted the extent of the increase in test content, so
almost everyone, including our customers, was caught off guard.
Fortunately, we were able to stay ahead of it, and Richard can talk

more about that.

The other factor, which perhaps could have been anticipated but has
become increasingly apparent, is that our testers have a similar
component mix to data-center racks. As a result, we sometimes find
ourselves competing for components with the very customers we

serve.

PCBs, standard components, cables, connectors, and many other
items used in data-center racks are also required for our testers. We
therefore depend on many of the same supply chains. That creates a

level of complexity that may not be fully understood.

We work closely with our customers because they understand that
they need testers to test the components that ultimately go into
those racks. We therefore maintain constant communication on this

1ssue.

I think those are the two major factors behind the recent changes.

TRV TUYNZIZETEMNT 2 & 1E, ERICIFFEDFALTYL
FEATLI, ZD70, BHOBEEEED, ZL{DANITESTF
BADEREERY £ L, FO, HHIFZNICEALTHLT S L
MTEFELTy 2ORICOVTIE, VEXIL DAL I HIZEEL <FHH
TZEHEREVET,

H I —DODNERIL. HEIREFIFETEALILAELNETAN. &
FICHE>TETETHREICA>TELZETT, TNIE. HHOTR
ENT—RE Y R—DY—N—=F v 7 - & 5 RERERICH > T
Wb EWS ATY, ZTORER., HHEICEL > TE, HHoBEKRE SR
OEREFEVESIRRAPELCTWET,

PCB (U v FEMR), NAEGE. 77— 7, Ix72%&IZLH, Y —
N=Z v 7IERIND L DEmIF. BHDOTXRXIZHHETT,
2D, BHIFIBREEZCOEATRILY 7714 Fz—v2HE
LTWEd, THLESTBICKY, Aol RAICKWTTI4F <
— v EOEMIPELCLTVET,

CORBEICOVWTIE, BEREDBBERICEEL CLWET, BEKD.
RIS —N—=F v JICBHINDEmE T AT 2720I121E. T
AEADNNEBETCHDHZ EHZBRLTVWEINADLTT, £D7-H, ZOEE
ICOWTIEHBICEERETII 22— a3 E2R->TWET,

INBL27008N, REODENEZH-HLLTWARETRERLERT
WE 9,

I would echo what Doug said about the supply base, which has
changed significantly.

This is not like the disruptions we saw in 2021, when there were
shortages. The industry is now undergoing a major transformation,
as many suppliers of key commodities are shifting toward
supporting Al. That creates another set of changes that we must

address within our supply chain.

As Doug said, we need to work with our customers and supply chain
partners to anticipate these issues and respond to them as they

arise.

P74V —OERERBRIBEICOVTIE, FI7PELIZEICBRA
BTT, Y774V —2MYEBIRERFIREEMLTVET,

I, BRARHIFEELT: 2021 ERLHOBY T T4 F -V DE
BLEFEARY 9, RE. ERIIRELZTERICHY ., FELEBM %
HIRT L DY T4V =P, AIBBEOEE~ADOIGICY 7 FLT
WET, TORBR, BHOY 774 F = ICBVWTH, FHZITHIG
LAETNIEESBWIEFIEREMMAELTWET,

RITDIRARI-E S, 2HLIMEEHONLORBL, ERICERE
LEcBRICBYICHSTED LS, BEFECY 74 Fz—>D/8—h
F—EEEL TRYEATHSRELRHY £7,

[Evolution of Advantest’s Approach to Supply Chain Management / 7 RNV TR DY T34 F - 2T AV b DEAL]
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As the business environment has changed, how has Advantest’s

approach to supply chain management evolved?

EEBEATI TSR, TRNAVTFAMNDODY T S5A4Fz—vvnIX
YHMIIHTEREZ AR, EOLSICENMLTEZDTL &9 D%

We have made several fundamental changes since 2021, when we
faced significant supply shortages. Those challenges forced us to

reconsider how we respond to the industry’s dynamics.

We moved away from a classical waterfall-style forecasting model (*)
toward a top-down approach that we call “anticipating.” This
enabled us to make major and sometimes bold decisions to prepare

and put capacity in place ahead of demand.

Anticipating does not mean looking only at customer demand. It
means examining the broader ecosystem, understanding how it is
evolving, looking into the future. From there, we determine what
steps and decisions we need to take to respond to and support the

industry.

Another major change came from recognizing the high degree of
uncertainty in the market. Even our customers sometimes find it
difficult to anticipate what they will need. We therefore decided to

treat inventory as a key strategic tool.

This means moving from a just-in-time environment, which limits

the available bandwidth, to a just-in-case environment. That

2021 FITRA G RICEE L TUREE, FA7 B 1EW < 2D DIkAR
BEFZT>TEE LT, SRDBREZ E >0 ITIC, EROENRICE
IWMIGT 20 ERHTRET Z &I LT,

REDVH—2—T7 4 —LEOFEFHET L) SBRAL, Fofcb
A Tanticipating (FFROBEXBHL THZ )] LRIy TEY
VEIOT O —FAEBITLEL, INICLo T, BEICKALT
HfEEED, DERBIRENZRRT 2720, KRET, BICIEKE
BEBREETADLIICAY £ L1,

(FkDBEXRBBL THEZ D] Lld. BICBEHROFELITERD
WS ZETREHY FHA, SYVEWI AT RTLEEKEZRZ. Z1
NEDESIZENRLTWEIOLZERLI-LET, HREREXS LW
DT ETY, D LT, FEROZENLMICHIGL, TOFHEEZZZATWLL
T2OIC, AT BAED LS BITEZEY . DL HREBEBRRAELZLT
WK RENZBIED E T,

H I —DODRETAREIE, MBI FEBICEVWTEEMEDLH 5 L BH
L7c2&TY, BEKRAEFL. MRAPRBEBILLDIDDZE TS ZD
NELWHEEDHY XY, TITHhLHIE, EEZEZLHBNFR
CLTERYTSZCICLELL,

INE. BERLOZRELRICHERELITHRT S [Pv X b -
AV - ZALE] o, FUOREIHBAS [Py XAy 7=
AE] ~DBITERRLET, Vv A b - Ay A LBTIE, #ia
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required a substantial change in how we utilize our capital to

support customers.

Another result of anticipating the industry is top-down decision-
making. We still collect bottom-up data from customers and the
industry, but we know that this provides only a small window into
what may happen. We therefore also take an ecosystem approach,
and a top-down review and use it to guide the company in making
bold decisions, including expanding capacity ahead of demand to

support our customers.

(*) building demand forecasts from customers and using them to make

decisions on production, component procurement, and capacity expansion.

RHICRELHDT-0TT, ZD1BHICIE, BEKRAXZD7-H1CY
HoBEHEDL S| ;Eﬁﬁ’&%b\%k‘é% ZBELHY F LT,

EROETEERBI L TEENZE D —2DED. by TXY
VEIDBEBRETY, bbAA. BERVCERISRNLT v T TT
—ﬁ%ﬂﬂ%?% LESHmITTWES, LA L. £S5 LEBHRET
I. MRECVEBZZLED—EHOLIMEAONTEVWI EHE DD - T
uiio%mtw\1:9%?Aé%%%@¢577u—?thv7
LI TOLE1—%T\, ZNZFEHMT "iﬁb\bﬂ\i% 9
L7=EZAAICEDE, BEKRAEZZAD=0HIC IZ9EA U TEERESN
%%ﬁ?%@f\ﬁﬂﬁﬁmﬁﬁﬁﬁofbi¢o

N BEED L LN > T IREFHZIEEICEA LT, 2hEd LI
HFE - BIMEDE - BENIERE RO TV HE

Lefever I would reinforce Richard’s final point about the top-down approach. DeEXILMAREIELEZ MYy 7E T 7a—=FICO0T, h b
774=N Over the last couple of years, we have relied much more on top-down LRALIWERWES, JIHE MBIy TR VEORER
decision-making. REZLUBICHE L TERTDLHICH>TVET,
One reason is that customers are sometimes hesitant to provide the ZOEAD—DIE, FERIEVLRTRTFRAZRRT 2 I LICREIC
right forecasts. We have a highly experienced management team, & %ii%é'\b{‘% 5N IETT, %E{L FETHRRBELRET —
and I give Richard a lot of credit for making decisions based on our ABZS2TLET, ZORTH, KROFRLIHT SI7H OR
- . EEEICERBREALTCELZVEYLIOEBEIREVEB >TLE
conviction about the industry. +.
We a?so have e?icellfznt c'ustomer | re?atlonshl%)s. Sometimes, S MM BEEY T ERAEEEENTNE T, B
executive-to-executive discussions provide information that does not S EE L D E 5B SN BIEEA. Ak LT 70 BTN B IER
match what we are hearing through bottom-up channels. In those F—BLANBALHYET, ZOLSAEEICIT. BEREL AL
cases, it is easy to decide that we should rely on the executive-level | 25N 7-1E3ATET 2 & WS HEA LT < 7; / ) 4,
information.
—AT, ZOLFIFET, RELTy 7 TRETEZBERIWEL T
I will say that bottom-up visibility has improved over the past year. g * L 7. S UEBMAEEFHNAZITENE LS ICA->TWET,
We are beginning to receive longer-term forecasts. In some cases, we LTI 18 jJ H FHETCOFHZZITERSZEHHY) £T L.
receive 18-month forecasts, and some companies are even willing to *5155'6 FTCOFRE CHBLAEIDBEEROHTETCWET, ZNIE
provide multiyear forecasts. That helps tremendously. ETHLREBPTICHE>TNET,
They are doing this because they are also adopting a top-down BPEBRDNIS LIBEREHB LS DL ICHLBRICIE, BEK
approach within their own companies. This has become part of the BELINTh Y TXY /7 705' —TFERY)ANTNDZEABY F
business, and I do not think it will change. Our top-down decisions To CHETTIHEXEZO—RMLLoTHY, SRLR . EDLBE
are the reason we had the right capacity in place when these demand EATLET, BEIBBLARIC, SHTBRAGUEEDES Vih\
LOBBRTETCWEDIF, 2H Ly 7E 7 BORBREEZIT-
ramps occurred. TEEHSTE,
Oike So, this change is occurring not only on the supply side but alsoon | 2F Y. TOZEMLIFEIEAIZZ T TR, BEEAITHRZ LA LW
it the customer side. D IE&TIML,

Yes. That is a major change.

Managing demand and supply has become a much more strategic
effort across companies rather than simply a technical process of

saying, “I need a tester, so I will buy one.”

The discussion is now about securing long-term capacity to support
customers. It has therefore become a strategic conversation at the
executive level, although it continues to be complemented by tactical

forecasting.

I believe this is one of the biggest changes we have seen. We call it a
top-down approach, but it has really become an exercise in strategic

alignment across companies.

[F0, TNIFFEBICKELZTINTT,

FEBLrHEOEERIL, HIC [TRAPBELELIS 1 BEEATSE] &0
SN AE 7O R TIE AR, BERTL Y EEAICERY BT —
I TWET,

REOZEMWIT. PERERPNICXZ 27010, RERAHRGENZ LY
SHERTEHENSIHDIZHE->TWET, ZDH, RELT vf?
BETAIERBLANILOBEFAZS EHEIFAL OO, REFE
NI TERT NEHEN T —~ IR > TLET,

N, B PREBRL CEARTERIAREREMDO—D/ZLBN
F9, bz by T T TO—FERATHETH, £
BRICIZ, BEMTEHERNAAREZ T YEHLE2EIYBEANERKEL
TWBEERDTLE D,




Strategic Scenario Planning

Cross-functional planning forecasts tester counts and module configurations 2-3 years ahead

lllustrative scenario paths 2-3-year planning horizon

/ High case

P  Expected case

| ADVANTEST.

How the scenarios are built (e.g.)

Customers demand

v

v
v
v

Customer-provided forecasts

Tester utilization rate

Manufacturing capacity (wafer / package)
Investment in advanced nodes

Technology advances

v

Miniaturization, Advanced packaging technologies

v Test content

Overall market conditions

v
v
v

Data center investment
Geopolitical conditions
Our market share

[Decision-Making Framework / EERE 7L —L 7 —7]

English HAEE

Oike Thank you for sharing that. So, with considerable uncertainty inthe | Y A& 5 2 WE 3, Tl HHOREERUENIEBICSEDH, 7
Bt market, what indicators does Advantest look at when making BAY TR TR EEEANICETIETREZITOR. Cokix

capacity decisions? You have already touched on several of them, but BEREZERLTLWDIDTLEI A TTIENC2ADRUCHN TN

.. ZEXE LA, EIAICHEENHNITEENELZT 0,

do you have any additional comments?
Lefever The whole world is asking this question. It seems to be discussed in | ZNIE5, HREFDHEAIBLNTWEEMTT, LOSHOEHRS
774 =N every boardroom: How long will this continue? TH,. [ ZOWRITVWDE TR D] L WS ZFBITHONTLWSE LR

We monitor many different signals. We look at large language
models and profit per token. We look at data-center capital
expenditure and energy sources. We look at foundry and memory
wafer starts, the amount of clean-room space being built, the
semiconductor production equipment and materials industry, and

even raw materials.

We examine the entire supply chain stack and look for
discontinuities to confirm that all of these areas are growing

sufficiently.

Ultimately, however, we rely on the customers we deal with face to
face. More often than not, people overcompensate for cycles, whereas

we take a long-term perspective on growth.

There will be downward cycles, and we know how to manage them.

The bigger risk is not having sufficient capacity.

The Al and data-center market will eventually transition toward
edge and physical Al. Everyone understands that this will happen,
although no one knows the exact timing. It will create another

significant tailwind for the industry, so we must be ready.

There is a great deal of discussion about a supposed bubble. In the
end, however, we continue to advance according to a very long-term
vision for the company, somewhat independently of short-term

cycles.

W&,

Ff=bld, SEIFHIITFLEFRLTCVWET, FIZIL, KEES
BETAR =7 (AIPUET HIFREDEN) K- OIS,
TR A —DOEBRECENRGENZRETCVWET, /2. 77
7Y RSP XEYFEERDY L —/NMERE, BRPDOI Y-V IL— L
ORFE, FEERBEREE - MREROBE., X oICIXRERME X TR
CRTVWET,

2FY, YT TATF e BEELLERIBEL, TORICTRERME
NEWHEERT D ET, INHOBEEIATDICKEL TWEH %
EHrOTWET,

T BIRRIC IR, Ao A EFEAE A > TLWIEEEISEBEONDE
WEBHRLTWET, ZL0HE, FE0TA 7LICHL TRHEME
ICRIG LA B TTA, A BIERANARREEWVWOIOBATIRA TWE
EIR

bHbAHA, SBRLFBENELALREIIRHSTLLI, LAL. £
LBEICIETONISTEE T, ZNLYHBREGRY X T71F B8R
ez R L AN ETT,

Al CTF—=2tr2—mFF WINT Yy AR T7 4P hILAINER
NoTWCTLED TNDWVWDRIDDD, EHERZA IV T IL5HE
IZHODY FEADN, WITNZOIRDZEIFHDLIPERL TWET,
ZNIRERICESDTH-RARERBVWELE RS-0, FA7=blaZ NI
WA TEIRITNIERY FEA,

Whid [NTIL] 2#HHERLBEAICITTONTVWET, LHL.,
BIEHICIE, FA=BIEEEN A SR YA ZVICBEICERSIND Z &
B, YHoERBICERNAEY a VICEDWTEELFNIZED TV
9,

I would add that this is really about what we call scenario planning.

We evaluate all those parameters and define different scenarios.
That allows us to adjust and validate them over time while aligning

our strategy with developments in the ecosystem.

This goes beyond the detailed supply chain. We must also examine
the global economy and geopolitical environment, understand how

they could influence supply chain shifts and changes, and

A ZE, TNIFEFSICHEBED [F VAT 7| &
ATWBEEZXHFTY,
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incorporate those factors into our scenario planning.

i?T%ﬁﬁ%éwﬁiﬁ%L\%5Lt%$%>#U#737:V
SHYRATOLBER D Y £T,

Expanding Annual Production Capacity of SoC Test Systems

Proactively investing ahead of demand to ensure reliable supply and capture growth opportunities

Increasing Semiconductor Complexity Fuels
Structural Growth in Test Demand

10,000+

systems/year

" , S i g 5,000+
l\’ y systems/year
3,000+
1000 + systems/year r
systems/year -
/
_ Eem N
2021 2025 2026 Accelerating as much as possible
| ADVANTEST. A1 Rights Reseried - ADVANTEST CORPORATION
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Oike Looking ahead, what gives you confidence that Advantest can | 5%, RORXT—Y OEERNLAZEEICEDHTWITFE LW BIE
== deliver the next phase of capacity expansion? . EIhBERTVWEIDTLEID?
Junger The short answer is that we have done it before. IHIICE AL, INEFTICHRBLTCELEENHEHHTT,
AV H—

Over the past five or six years, we have established a strong track BEL~6F|IZhI-Y, INFEFTCITHBLTCE-ERYEAZBL T Y
record of significantly expanding our supply chain through the |#EHY 774 Fz—> ORIGEENZKBICHEAL TE LI AEEN
processes we have described. We prepared ourselves by ensuring DY ET, HEBEICTHABERE - RGN EHRTE 2 £ 5 FaIC

e (i 7
that capacity would be available when needed, and we demonstrated EiEL. FRORMICORRICHINTED ZLZRIALTEELT,
that we could respond quickly. WRIZ L > TREERENE 10 181, £~ BOEY 2 — L TREA
For some products, we increased capacity tenfold, and for some 20 IS F THALE LT,
modules, as much as twentyfold. BHEEEN A X S ICRD L NILAB|Z FIF3(1C1E. BUAZAEY EH
NEE A ‘Lo RORT vy FICHF =2 2 P EE
Taking capacity to the next level will require another major effort, PREIBY T, LD L, ROAT Y ZIcES t%‘zﬁ’@.ﬁruti\d’
but Ireadv have the thought d vlannine in place £ TICE->TLEY, CNETICHLERB L CERREEDLLERBDLH
ut we alrea ave the thou rocess and planning in place for N . _
h Y ) sabp ) P i pf . E5ICTTILEE BB TEBEESDTL2H 52, BIEEE
the next step. We are confident because we have done this before, we STV ES, A BHERICE PEB T E . BN E XS ITS
have a strong track record, and we are already thinking ahead of BTWEET,
time. We are not stopping where we are today.
Lefever Richard, perhaps you could talk about what we learned in 2021, JEvib b, 2021l FO IR S B TRAGERTRICER L 72BIC,
774 =N during the COVID-19 pandemic, when we faced significant supply | 72 DPMAZZALZDONICOVWTHHML TH LR ET D

shortage.
Junger It was a challenging period, but also a very valuable one because we | FEEICE L WK TLEZA ARICZL DI EZFATZE WD BEBKRT,
aAvh— learned many lessons. AEEBELRBETHHY £ L7

One lesson concerned supply chain visibility. We needed end-to-end
visibility deep into the supply chain, sometimes down to the wafer
level, so that we would have enough time to respond quickly to

changes.

Another lesson concerned buffer strategy. We accepted that the
industry is so dynamic that we need to use different tools to prepare

ourselves.

Partnerships with suppliers were another key element. We began
engaging much more deeply with our core and key suppliers at both
strategic and tactical levels. Strategically, we intensified exchanges
between executives, while we complemented this with digital
transformation (DX) initiatives and tools that connect our companies

and provide a more timely flow of information.

We also adjusted our supply chain models. Many lessons from that

period were incorporated into our strategy.

ZD—2N, Y774 F -V ORERETT, B E B ICHR
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Another element was the decision to put capacity in place ahead of
demand and to use scenario planning. Advanced planning became

another building block arising from those lessons.

We continue to evolve because the industry does not stop, and

neither do we. We must continue developing our capabilities in

ALl

oIl BEVBEENT DR OBRMEENZHERL THE I L,
ZL T FIFT IV V% FRTHIEbEERERERY FL
Too 2O LEERD S, &Y SERERFTEDH/AERY EADITD
—DenYFE LT,

RIFHZTEM L TEY, bbbl Ezs I eldhlY £LA,

logistics, data management, and supplier engagement. *f*%,m\ T—REE, YT IAV - DEEE Lo T-BENERENICS
HTWHEDNHY £,
Lefever When I look back, I sometimes have different memories because of |#RYUIR-> THB L, HRFIFT R AL —¥ 3 VS EHOBERED
774N all the escalations and daily calls. But we did several very important | ® XIS Z D >7cDT Ve viL belId LESTRIBLHY £T,

things.

We established long-term agreements, or LTAs. These are now
common, but at the time we were creating them for components we

had never thought would require such agreements.

We also moved toward multi-sourcing in many cases—not just two
sources, but sometimes as many as half a dozen. We created a new
procurement team and introduced DX initiatives and digital

transformation tools.

Another major change was the establishment of escalation channels
and executive-level relationships with our suppliers. Traditionally, I
spoke mainly with the top executives of our customers. Following
what happened in 2021, I also needed relationships with the CEOs

of our suppliers.

Those relationships have become extremely useful as we deal with
the current challenges of expansion. These are just some of the
lessons we learned in 2021 that are benefiting us now as we face

another period of shortages.
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On the supply side, we use strategic inventory. As a company, we
have adopted a just-in-case operating model, which gives us

considerable flexibility in inventory management.

It allows us, in a positive sense, to build inventory when business

slows so that we are ready to capture the next wave of demand.

This is enabled by our long-term platform strategy for our products.

That strategy gives us confidence that inventory prepared for the

next ramp will remain useful because the platform provides
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continuity in the use of supplies and materials.

We complement this by using contract manufacturers. Their
economies of scale help support us through business cycles. We have
benefited considerably from this model because it keeps our fixed-

cost structure low and allows our variable costs to follow the cycle.

These two tools help us navigate business cycles.
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I would add that our management team and Board of Directors

understand that strategic inventory is gold.

We do not view it simply in terms of obsolescence risk. We take the
opposite view: we want to hold this inventory because we have strong

conviction about the long term.

As Richard said, our platform strategy includes platforms that can
last 10 to 15 years. That makes the inventory liquid for us because
it can be used. If there is a downturn, the inventory will still be

useful when demand returns.

This differs from the conventional business approach of focusing
heavily on days inventory outstanding and the risk of excess and

obsolete inventory.

We take a different approach. We are much more concerned about
our ability to meet demand than about the possibility of having to
record write-downs. For the company, the risk-reward trade-off is

very clear.
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So, this is closely connected to the platform strategy.

DFY, INET Ty b7 —LEESEBEICEMTLTWDE E WS
Z & TI .

Yes. It is definitely enabled by the platform strategy.

TV, ZOBY T, 77V b 7+—LEBEAHINASIZF, TDL
S ER Y AN ABEIC R > TWET,




Maximizing benefits through ecosystem collaboration
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diversify the supply base for future growth
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Our Ecosystem Foundation: Strategic Partnerships, Long-Term Relationships, and Mutual Trust
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Lefever We have worked very hard to earn a high level of market share in é’l*ﬂ:ti\ SoC &L AEYDEANBFICEWTEKEDY 2 T2 EET 57
Z74—=N both SoC and memory. WIS, BhEBRABERTELLT,

In most cases, customers prefer to work with a single supplier
because it is more efficient in terms of engineering resources and
managing their installed base, provided they can obtain the testers

and capacity they need.

We never want to give customers a reason to look elsewhere. The
real value for customers is the tangible efficiency gained by relying

on a single vendor.

We have earned that trust, and that is why Advantest’s market

share has continued to rise.
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There have recently been questions about the sustainability of Al
investments and what that could mean for the market. As we
conclude, what key message would you like investors to take away

from today’s discussion?
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We have been through many cycles in this industry, and one thing

we have learned is that technology prevails.

We experienced the dot-com cycle, and today everyone uses the
Internet. We experienced the mobile-phone cycle, and today

everyone uses mobile phones. We also experienced the cloud cycle.

Over many years, Advantest has demonstrated its ability to manage
these cycles. We are preparing ourselves to do the same in the future.
This is reflected in all the strategies we discussed today and is
intended to ensure that we can sustain ourselves through the next

wave of cycles.
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Richard covered most of the main points.

We have an experienced management team whose members have
been through five or six major cycles during their careers. We know
how to manage downturns. We still have the scars from those

experiences.

We know how to leverage our variable-cost model, and we know how

to scale back. That is the easier part.

Our main focus is scaling up because insufficient capacity is the only

thing that could truly stop the progress the company is making.

We are highly willing to act proactively, and that is something
everyone should recognize about Advantest. Unlike many other

companies, we have strong long-term conviction.

I have always told my children, “No risk it, no biscuit.” Part of that

mindset has become ingrained in the company.

We are very excited about the future. We believe this upward trend

will continue well into the future, and we intend to be ready.
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1.

Note

business strategy, outlook and expectations as to market and business developments, production and capacity plans. Generally, these forward-looking statements can be identified by the use of forward-looking
terminology such as “anticipate,” “believe,” “estimate,” “expect,” “intend,” “project,” “should” and similar expressions. Forward-looking statements are subject to known and unknown risks, uncertainties and

other factors that may cause Advantest’s actual results, levels of activity, performance or achievements to be materially different from those expressed or implied by such forward-looking statements. Except as

This document contains “forward-looking statements” that are based on Advantest’s current expectations, estimates and projections. These statements include, among other things, the discussion of Advantest’s

required by law, we do not intend to update or revise any forward-looking statements as a result of new information, future events or otherwise.

The content of this script may not necessarily correspond to the Fireside Chat.

ARERICE FROBRICOVTO., BHOBFHRICETEHF. RBEVSLUFAICEIGERAEFNTEYET . ChoDIFEDBRITFRDELRIE, BTHITEEROHFBIKROFEIK

WA, HERFRDFBRICRSERICLOTHRIN TS LD FLFBEREIN TS LDEEERERZELSINLLNEBVELSBHBIURMDIRY  FHEREZOHOERNRBTENTE

Y, BHELTEDRBRENRITDBENLDOTEHYFE A ZFITKYVRBHTONTVHIZEERE, DL HLER. FHROLEESE. FEZTOMDEHICKY, FHERFRICEHY S

EEHFLIIBETIEFEHBYFEEA,

KR TrDORNBEIL Fireside Chat E T LE—BLEGWNEENHYET,




