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Basic Policies of the New Medium-Term Business Plan
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Trajectory of Medium-Term Plans to Date

12D EFFIAMUR : 7.1%
75

Millions of JPY 12-year compound annual growth rate (CAGR): 7.1%
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F3DFETE RREIEEBIR

New Three-Year Plan Growth Strategies and Goals

AR Mkl EEUEEE DR ]

‘Achieving management that is conscjous of capital costs and share prices’

RAEFE T LEARIR 490n EFXRFRBIR 74&m

Final year sales and OP target: ¥49 billion & ¥7.4 billion
RDIMETEMUIEVERDE

The company we want to become in the next three years
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Sustainable and stable growth Enhanced profitability Solutions with a focus on global/growth markets

O [EREFFRBEISYINT12) |0BATIZESOEERRM

Global deployment of ‘Consulting-driven IT’

@ MBSEZZICUETOtAME /DX By 5tk B%

DX and process reform proposals using MBSE Growth Strate gy

@ RUAZIBSIEFAMODEREES

Nurturing and retaining young talent to lead the next generation

@ 3DICOBRZRIBALSATA - I\Yr—I5stHiBEADHA

A strategic move for the system and package design market with an eye to the spread of 3DIC

ZUKEN
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HERER Investor Relations (English) REEE A SHHEN BEYH— 7 Regional Sites
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Contributing to the establishment of advanced semiconductor packaging design and manufacturing processes

through extensive collaboration with semiconductor vendors, semiconductor manufacturing equipment suppliers,

materials suppliers, academia, and other organizations

ZURKEN

5 The Partner For Success




F3DFEtE REREIEETIATIV—A

New Three-Year Plan Growth Strategies and Timeframe

@ MREFFERBIADIYINT 1Y losnmistSoriEme

Global deployment of ‘Consulting-driven IT’

NI TT—X

Net Revenue Phase

@ MBSEZ#ZICUIIOEALE/DXIRE

DX and process reform proposals using MBSE

IHEIT-A @ 3DICHOERZRIFEAIL
vestnent prese Y274 Syr— St TiEA0mE

A strategic move for the system and package design market
with an eye to the spread of 3DIC

MBSEAPETRAERICHIRSEBEY

SAT A )\ —S55E HImS oA Rl (R
MBSE aims to contribute to profits during the current medium-term management plan period
System and package design lay the groundwork for market expansion

ZUKEN
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New Three-Year Plan : Targets Summaries

BAHH — = 1 BAM ass
Millions of JPY 5t LS Millions of JPY =X
Sales Operating Profit
60,000 - 10,000 -
49,000
43,000 \ 8/000 e e e e — e ————— ) .
40,736 ‘ . |
40,000 +- _ |
‘ : 6,000 |-5,392 5600
30,000 +- e . |
{ 4,000 - S —
20,000 - - |
EREFIHER: 15.1%
1. Operating profit margin
10,000 +- 2,000 . |
0 I [ I I 1 0 T I T T 1
FY3/25 FY3/26 FY3/27 FY3/28 FY3/25 FY3/26 FY3/27 Fy3/28
] SHE S SHE
plan plan plan plan

X hHREstEORIIEL—~ 150 yen/USD, 160 yen/EUR
Assumed exchange rate for the Plan

ZUKEN
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[Reference] Results of the previous medium-term plan

=pale = F=5 Vil = I
Millions of JPY Jls"aé = Millions of JPY Oﬁr&%vg*grﬁ
50,000 8,000
AB.466 40,736
40,000 r---emeeeeeeesmeme e 400
! 35,073 B
6,000 5.392
31,502 4,796
30,000 - b b b 4,428
4,000 ____§_’_9__O__Z_I' _____________________
20,000 - feee e e
2 000 +- - EEFBER: 13.2% }
10,000 -+ ! Operating profit margin
O T T T O T T T
FY3/22 FY3/23 FY3/24 FY3/25 FY3/22 FY3/23 FY3/24 FY3/25
X 24F38HFHL - Ave. exchange rate FY3/24 144 yen/USD, 156 yen/EUR
X 258E38HFHL - Ave. exchange rate FY3/25 152 yen/USD, 163 yen/EUR
=] . == Fev s =
SR | S5 L - BRIt tiaERa T
Final Year: Sakes and operating incorme both reached record highs
ZUKEN
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New Three-Year Plan : Factors of Changes in Operating Profit

=Pl [R{GERZEED
73 5 18
Millions of JPY Change in gross perso,#q‘g:/%x;enses
,%.J:is margin ratio increase g
Sales increase +37 A1.844 other expEenses
’ increase
A 1,850
+5,664

7,400
EEFSE 15.1%
B 3DICEhERFIGE Operating profit margin

263 AL, FFREI2{EMEEZS 0
B MBSERLERREECOVWTE. BXTOUY—-A
Be 52 Tighnz3 M FY3/28

B [ncluding approximately 200 million yen per year E-l-lT!lT
from FY2026 onwards for 3DIC-related development "P Ian

FY3/25

investment.

B [ncreases in MBSE-related development costs will be
mitigated by allocating resources between Japan and
the US.

ZUKEN
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[Reference] Factors Affecting Operating Profit for the Fiscal Year ending March 2025

s AGE - FEIN
EHiI B5AHH [RITRZEE) Personnel and
Millions of JPY Change in gross  other expenses
margin ratio increase
e 245
Sales increase + N s ms - 1z gzonie
Cost increase due to FX
+1,542

A 497
(R, RERE +390)

7 N
m AFEEHIR695HHMD55. MBSE

N pEmsaxMe7ERMEESD m - B

FY3/ 24 B Of the 695 million yen increase in personnel and FY3 / 25

other expenses, MBSE-related development
costs increased by 167 million yen.

ZUKEN
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Changes in Order Backlog

BhAH
Millions of JPY
20,000 _ . -
BI9347>M—ERX (4R<F) |
Client Services YoY
oo YVI-33 15,480 +11.9%
Solutions 13,827
12,934
12,000 11,126 (77, mmMTiESo
SEELNZE

9,346 : _
Received orders for multi-year
contracts in Asia and Europe

8,000
‘5&14 5,433 A3.2%
4,247 4,275
4,000 3 457
0 T T T T

FY3/21 FY3/22 FY3/23 FY3/24 FY3/25

FY3/2402AF S IDFZE TY)1—33 2 ERIKRA 956
M INDZEERIREERRORET R HERT— b

Solution order backlog decreased due to multi-year contracts in FY3/24, but total order backlog remained at a record high

level at the start of the next three-year period
-
LUKCN
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FERIRRODRG EBFREMRICHAITTDRE

View of the Business Environment and Challenges for Achieving Goals

4 RERBBROEENLBEERIY, DBORRE(ICL3EHEEL, )
ORI ?“Bunfi%iatwﬁﬂﬁkﬁkb}zaw EPHiEHFET TR BN

No direct impact from US tariff policies
Market instability on customer industries such as the automotive industry is unpredictable
\ and the outlook is uncertain

Macro Environment

_J
[ - HEME-A DL, HITEERBREANDDXZ—X (T HE \
¥elimhis |- E&Al@%&b\“%ﬁ%&.ﬁf‘ﬂ%\ 1 >TSS E DI K (e
ORLYE | YATA (L) SEt=—X0i8X (YIMNITIT7 FI74 > RiZFEDIEM)

Technology - Continuing DX demand for automation, labor saving, and technology transfer
and Market Trends | © The spread of generative AI promotes new product development and expansion
of infrastructure investment

\ - Increased demand for upstream system design (increase in software-defined development)
(- S o5 a8 - )
« CR-8000¥/ Il —3a>REFHsHARERICE—S
EL] « MBSEEIRADURER{L
Challenges - CR-8000 migration demand will peak during the medium-term plan period
- Monetizing the MBSE business
g W,
NIIBREDYAIICOW TSR T3 hEHEICI3RIRE T
Macroeconomic risks are not reflected in the three-year plan at this point
12 ZUKEN
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Direction of Product Strategy

— = —
E/EE3R555
E/E Implementation

Design

CR-8000

E? @ENESYS"

series

@ENESYS“: CR

DS-2

13

4‘> IS5=F7USY

SATLAX

(MBSE)

Systems Engineering

(MBSE)

2025—2028

:/ZT.L\I:EI:'I'GJ gjll{b
:/ZTAII!II-I-tg RAAL>
axatDiEHE

KLY MY —=ISERZHEL
Digitization of systems design
Coordination between systems design

and domain design
Point tools enable further automation

> FIHNALYR

Digital Thread

2028~

/ZT.L\:ET”I:MJE@’::U)Q
F=HAILT A NEES

SATLAETIVRUT Y

DOE/ERmBAFEY—ILTE

Data management infrastructure
for systems model distribution
Expansion of system model-driven
E/E product development tools

ZUKEN

The Partner For Success



HmikEzD M

Direction of Product Strategy

B

Current situation

¥

1B/ AT AT DTS HIE
Digitalization of concept/system design
ENESYSS

v

SATLAETIVOiE
Distribution of system models

@ENESYS‘
1B18/S AT \s5E
Concept/system design

CR-8000

v v v
ﬁﬁ/ ! ; %/ ! g ?/ !
L 4

B B . v

L 4
A ﬁﬁ/ !

v L4 v
; ?/ ! g %/ ! g v !

=S Bt
Implementation design Manufacturing

B

HmBEFRIOCADISIN IS (ERTEER) ISHRUEYII—-S3 65

Delivery of solutions that support the “shift left” (focus on upstream processes) development process

14

ZUKEN
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BARBSREFIETcOB AT

Basic Policy on Capital Management and Profit Sharing

B : [
Unit: Yen
100
80
60
40 s
20 32
0
FY3/22
[GEE
Dividend
SR
Dividend Payout Ratio 28.6%
BHSHARES
Share Repurchase
&R
Total Payout Ratio 28.6%

45 55

FY3/23 FY3/24

iaics - SRS
Special Dividend

32.7% 32.1%
¥4.0B
32.7% 135.1%

5.8% 5.6%

FY3/25 FY3/26
—-DOE st
plan

42.2% 47.8%

¥2.5B ¥3.0B

89.9% 114.9%
B: 108

DOE: %Kk EEBEARMYR-MHE KEEX (Hie)

DOE: Dividends on Equity Ratio=Dividends/Shareholders’ Equity (at the beginning of the period)

15

HENRLBRRRE (MAAF)
ZRIANT D BEATEE (SRR

SDLZTERR AREADFEDETT
7otz BE(CIRR
=DOE5%LL

fos - BB VVEHEDER
AP S MRS

A sufficient financial base to enable
flexible growth investments (M&A, etc.) is
currently largely secured.

More clearly presenting our policy of
stable returns to shareholders

= DOE of 5% or more.

An optimal return policy combining
increased dividends and share buybacks
will be implemented.

ZUKEN
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[Reference] Trends in ROE

15.0%

13.0%

—ROE

10.0%

7.8% 8.1%

BN FEAIRZIEIRUIEEZS D
ROE 10.6%

ROE excluding gains on sale of
5.0% stocks: 10.6%

0.0%
FY3/22 FY3/23 FY3/24 FY3/25 FY3/26

SHE
plan

ZUKEN
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New Three-Year Plan : Changes in Sales by Region

B5H i = =E 3

E * Overseas S
Japan +2,788 I

Millions of JPY

FY3/25 ~~_FY3/28
H& SHE
B EVIEDFTRNDOZ{EXKEREHBERDIT plan

BICLIEHEERADHZERIUYRAIER
B BEXRQFICAFREZESIC. BEIL.
HNEZBBELEDXEEN G

B The impact of changes in the trend
toward electrification and the future of US
tariff policies on the automotive industry
remains a risk factor.

B Against a backdrop of labor shortages,
demand for DX aimed at automation and
labor-saving will continue.

ZUKEN
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[2E] EAMI100RSEEABRBDERE (157> r-E28¢)

Industries of the top 10 customers in Japan (excluding “Client Services” revenue)

1
2
3
4
5
6
7
8
9

BN

Business Machines

BHILIMIZIA

In-vehicle Electronics

EEhEs

Automobile

&EFabam
Electronic Components

EEhEs

Automobile

/2 =
BaEH
General Electronics

FESR KR

Industrial Machinery

BHILIMOZIR

In-vehicle Electronics

FESRKER

Industrial Machinery

10 FESEKER

19

Industrial Machinery

=2y )Rl E

Business Machine

BEILYIMOZIR

In-vehicle Electronics

General Electronics

BHEILINOZIR
In-vehicle Electronics
BT

Electronic Components
d>>1—NY—
Consumer Electronics

BEILIMZIR

In-vehicle Electronics

EEE]

Automobile

EEJE]

Automobile

1>>1—N-—
Consumer Electronics

SEIE:

Automobile
&EFEbm

Electronic Components

=Y )aEl s

Business Machine

BEILIMNZIR

In-vehicle Electronics

RE R
Test Equipment

BHILIMNZIX

In-vehicle Electronics

EEJES

Automobile

Electronic Components

SEHES
Automobile
FELRS

Construction Machinery

BEEHILIMNOZIR

In-vehicle Electronics

General Electronics

SEJE:
Automobile
SI5FkEs
Business Machine
FERS i

Construction Machinery

FESENES

Industrial Machinery

=Y YRRl

Business Machine
1>>31—~-—
Consumer Electronics
SRR,
Construction Machinery
d>>31—N-—
Consumer Electronics

ZURKEN
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New Three-year plan : Changes in Sales by Region

SVl > 1 |

Millions of JPY E‘ﬂ'}‘ﬂ ,f\l-mse;g;s -|-753; r :
Europe !

rEErEmay) | T2,788

+1,412 Asia (inc. China) '

— W
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1

ks

FY3/28
sTEl plan
m TEREZESTHIES m EERSHIE. FEBEROD B PEKEHERADRZERAR
TLYMO=Y R, BELEHSE RBASICEDARERTE BT H DY, KEN -1HA
A—h—(F. FEA—H—ED B REARESERCLITE Oz LD
HIEEsE R LR 3 EIEEM: (X E25R &3> 8 (S E25H h
(A B The manufacturing industry B The impact on industries
L . as a whole is unstable due that export to the US is
" gZ?ng;Zrlr(r?; nC 8;; éi‘zélrzniSWIth to uncertainty surrounding inevitable. Still, the market
: : : economic policy. is expected to remain
gﬁ%ﬁgégéeg/selgrg%cs and B Demand is expected to relatively stable due to the
P ——— remain strong due to the development of markets
e cturqersp return of manufacturing to outside the US and within
! the US the region. 4
20 The Partner For Success




(&%&] 25438 HigBIBENEEERITIRTEDEIS 570 r-e220)

[Reference] FY3/25 Percentage of Sales to the Automotive Industry by Region (including “Client Services” revenue)

(e

Japan

TIT
Asia Pacific

\_

EDA

’19%

37%

J0-)\0
Global

Europe
40%

K

Americas

'7%

="

/

21

(e

Japan

7T
Asia Pacific

o

D1V N\-2R

Wire-harness

37%

49%

J0-/)L
Global

.22

%

Europe

'8%

A

Americas

A

/

ZURKEN

The Partner For Success




FrpAAstE HmErhl ARSeEtE

New Three-year plan : Changes in Sales by Product Category

BhAH
Millions of JPY

PEAZICEFE 3

F—HYRSAVH

Data Management

EDA(PCB)®  Wire Harness design +4,350 r I
PCB design +1,938 : +8,263 !
+1,975 I I

THLO A= MA=33>

Design Automation

FY3/25 , FY3/28
B TIZDOAV—MEBEEGA SHE plan
. ) B EhH; S5 =]

m CR8000ADB{FId u %%’i%??iﬂiﬁ?m “m BEODX=—-XEERIC

CD3MENE—S e PDMHLARICHARS
. ; - E3.infiniteZHLAR )

m FIESEREDAYY Mk B tFIVUF/(I5IHRESEERR

R, PyvI I & {RE m Continuing to capture A FYU1I-33>61A
demand for factory

B Migration to CR8000 will automation B Increased demand for PDM
peak over the next three B Developing business in the as companies optimize the
years power transmission and engineering process

B Promote upsells by distribution market B Security products are
emphasizing the benefits of B FExpanding sales of expected to remain strong;

E3.infinite in the
transportation sector

analysis integration and
other features

new solutions are also
introduced

ZUKEN

The Partner For Success
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[(2F] EREDEERRMMICONT

[Reference] Major Products of Each Category

HESFTOERMXD ERRm
Categories Used in Financial Reports Major Products

THLAOA—-MA—23>
=Y E R A e e PR Dcoon Automation - CR-8000 Design Force

; CR-8000 DFM Center
Printed Circuit Board design solutions U NEAR |
PCB(EDA)

 CR-8000 Design Gateway

mlgEEEtYYU1—->3>

Circuit design solutions DALYV N—-2A { E3.series/E3.infinite
Wire-Harness Cabling Designer3)—X

F—IIRIAV B DS-2 2VU-X

IT\JUJ_ :/3 > Data Management GENESYS
IT solutions FortiGate Darktrace
PreSight/visual BOM

BRI Y LREVII-SIVEG

Client Services

Divided among the above categories

DATFIM—ER : SLEADFRTF-PYIT—N (BF) OUH-UYIIREE
Client services are recurring revenue from the maintenance and updates of licenses. zURKEN
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Growth Sector (1) Sales Associated with Model-based Development

HAR75 &1 Basic Business Plan EFTINR-AREETES
Model-based Development Related Sales
_ . Vol
B [EAR]SIEEESELVERICEAZ , é% Millions CAGR
RET BN, T 0TI MOV | +15;1%
ClEUREBIE (51 A0RSE) DE R 3,000
g E | 1
[Domestic] Continue to promote 570 -y A : L.
adoption of MBSE across a wide range 4 ;!
of industries, while exploring ways to 2000 Lo 1970, b
accelerate monetization (license sales) ’ - : r
; ; |
for leading projects P 1,400 : :r )
1,085 Bx
1,000 A el Japan ;L
IRT'S > a . iﬁ%ﬂiiﬁ’&l’aﬂ?ﬁ 500 1 [ e -
Promote market entry plans for key - 1é 5 F
customers in Europe, Asia, and other 0 . | ' r; s T3 /e's :
regions, and develop overseas markets FY3/23 FY3/24 FY3/25 FY3/28
STIHE
plan
2UnCEN
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SRR PR B YT A S IES R ADIRTTENF

Growth Sector (2) Consulting-driven Customer Engagement Business Sales

%Kﬁﬁ' Basic Business Plan

B [ER]XFRDICHRERERASD

[Domestic] Continuing projects mainly
with major companies

m [EIR]EAFHBEELCOVTIE. #&
BEILRTEICKD . SO ATEE 7Y
7, 1859985

[Domestic] Increase license utilization
of existing customers and expand

installations through enhanced
functionality and utilities

B EANANI SOF71A%YV1-33
Y\ —JEL TN HIEICIEERN
([CREBd

Actively promote domestic best
practices as solution packages in
overseas markets

25

PDMESRATLEE[E&FE])
PDM Business Sales

BAHH [Reference]
JPY Millions CAGR
9,000 +7.4%
7,600
L= T a1 11 I
|
6,130 _- .
6,000 - S — -
| |
| |
4,500 4t B .
| |
B&
3,000 +- —Sapan—A -
2,000
1,500 - _———T :
w0 |
o - Overseas Sajes '}
FY3/23 FY3/24 FY3/25 FY3/28
St
— plan _
ZUnNCN
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NRASERAROEERME v
TOQRI—RNMSR—LNR—-SZTELZELN,

For an overview of Zuken Inc.,
Please visit our website via the QR code below.
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