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Presentation 

 

Ogawa: Mr. Momii, President of the Chemicals Company, will explain the business strategy of the chemicals 

business. Mr. Momii, please go ahead. 

 

Momii: My name is Momii of the Chemicals Company. Thank you for your participation today. 

Today, I would like to explain the overview of our chemicals business and our business strategy as shown in 

the table of contents. 



 
 

 

 

This is the business scale of the chemicals business. 

In FY2023, sales amounted to JPY574.1 billion, or just under 30% of the AGC Group's total sales. Essential 

chemicals was JPY402.8 billion. Performance chemicals was JPY166.9 billion. 

 

 

 

 



 
 

 

 

This is the product flow of the chemicals business. 

Starting from the self-sufficiency of soda ash, which is a raw material of glass, this chemical chain has been 

formed over the subsequent approximately 100 years. With the electrolysis of salt water as the source of 

our business, we have developed our own chemical chain while diversifying our business and enhancing the 

functionality of our products. 

 

 



 
 

 

 

This is the performance trend of the chemicals business. 

Last year, 2023, ended with a decrease in profits after the boom in the chlor-alkali market that continued in 

2021 and 2022. However, both the essential chemicals and performance chemicals segments have steadily 

expanded their business scale over the past decade. 

The ratio of operating income between essential chemicals and performance chemicals was almost 50-50 

last year. 

 



 
 

 

 

This is the history of the chemicals business. 

Our chemicals business began in 1917 when we started production of soda ash, a raw material for glass, at 

our Kitakyushu Makiyama Plant. 

Since then, essential chemicals has expanded its business axis in Southeast Asia, while performance 

chemicals has expanded its business by creating high-functional products one after another. 

 

 



 
 

 

 

Now I will explain our business strategies for each sub-segment, essential chemicals and performance 

chemicals. 

These are the main products of essential chemicals. 

Chlor-alkali products, baking soda, and urethane-related products are the main products. In particular, we 

have the number one production capacity in Southeast Asia for caustic soda, PVC, and epichlorohydrin. 

 

 



 
 

 

 

Moving on to our regional development. 

Essential chemicals operates in Japan and Asia. In particular, we are expanding our business by adopting a 

strategy of concentrating on the high-growth markets of Southeast Asia. 

 

 

 

 



 
 

 

 

This is the outlook for the supply/demand balance for major products in Southeast Asia. 

Demand for caustic soda and for PVC in Southeast Asia is growing at an average annual rate of 

approximately 4% and is expected to continue to exceed the production capacity in the region, giving the 

region a so-called excess of imports. We expect this situation to continue for some time to come. 

Therefore, in the essential chemicals business, we plan to grow the business by concentrating resources in 

Southeast Asia. 

 



 
 

 

 

This slide shows our vision for the essential chemicals business and its strengths. 

With the largest production capacity in Southeast Asia, a strong sales and distribution network backed by a 

long history, and stable production technology, we will continue to contribute to the region's growth and 

development via the growing Southeast Asian market. That is our aim. 

 

 

 



 
 

 

 

These are the strategies and measures we will take. 

As part of our strategy to concentrate on Southeast Asia, we will complete the expansion of our chlor-alkali 

products manufacturing facilities in Thailand in 2025, next year. Based on the results, we will further 

strengthen cooperation among our three Southeast Asian bases. 

In addition, we will further strengthen our business base via digital transformation of our manufacturing 

plants and by further developing and securing our supply chain. 

In terms of contributing to a sustainable society, we would like to take measures such as introducing 

biomass co-firing to our in-house power generation facilities in Indonesia and expanding sales of bio-based 

products. 



 
 

 

 

This is the production capacity and market share of the essential chemicals business in Southeast Asia. 

After the expansion of the chlor-alkali product manufacturing facilities in Thailand, the production capacity 

of each of caustic soda, vinyl chloride monomer, and vinyl chloride resin will all exceed 1.6 million tons. 

After the expansion, the share of caustic soda and vinyl chloride resin in terms of production capacity is 

expected to exceed 50%. 

 

 



 
 

 

 

From here, we move on to performance chemicals. 

These are the main products of performance chemicals. 

Performance chemicals consists mostly of fluorinated products, although some fine silica products are also 

included. Performance chemicals has many products that have the world's number one share in niche fields, 

such as fluorinated resin ETFE and fluorinated electrolyte polymer for fuel cells. 

 

 



 
 

 

 

This shows our major demand sectors. 

Performance chemicals' fluorinated products are in demand in diverse fields due to the unique 

characteristics of fluorine. The three fields of electronics, including semiconductors, transportation 

equipment, such as automobiles and aircraft, and construction account for approximately 60% of the total 

demand. 

 

 



 
 

 

 

This shows our vision for and the strengths of performance chemicals. 

With our manufacturing, sales, and development functions operating on a global scale, we have the ability 

to quickly capture the most advanced needs of our customers. Our global-niche strategy of aiming for 

number one in specific markets is our strength, and we will grow our business while contributing to a 

sustainable society. Our goal is to realize this vision. 

 

 



 
 

 

 

These are the strategies and measures we will take. 

There are two areas that performance chemicals will focus on going forward. The first is the semiconductor 

field. 

As semiconductors become more sophisticated, the specifications required for materials, such as heat 

resistance, chemical resistance, and electrical characteristics, are also becoming more sophisticated. Under 

such circumstances, the demand for fluorinated products with unique physical properties is expanding year 

by year. 

In addition to expanding existing products, such as fluorinated resins and fluorinated rubbers used for 

semiconductor manufacturing equipment components, we plan to introduce new products with excellent 

electrical properties such as Fluon+, EA-2000, and fine silica for the upcoming high-speed, large-capacity 

communications. 



 
 

 

 

The other field of focus is the hydrogen-related market. 

The decision was made earlier this year to construct a new fluorinated ion-exchange membrane 

manufacturing facility at the Kitakyushu site. AGC plans to provide materials for the coming hydrogen-based 

society based on two pillars: ion-exchange membranes for water electrolysis devices for producing 

hydrogen, which is unique to AGC and that no other company can imitate, and electrolyte polymers for fuel 

cells that use hydrogen. 

 

 



 
 

 

 

This is our image of the medium- to long-term performance of performance chemicals. 

Currently, our focus field of semiconductors and hydrogen-related products account for about 5% of our 

sales, but we aim to increase this to 20% by 2030, with the goal of achieving sales on the scale of JPY300 

billion by 2030. 

 

 

 



 
 

 

 

Next are the performance targets for Chemicals segment. 

Essential chemicals will focus on Southeast Asia, while performance chemicals will find growth in the 

electronics, environment, and energy fields. 

We expect operating income to be around JPY86 billion in 2026, while maintaining ROCE of around 10% for 

essential chemicals and more than 20% for performance chemicals. 

 

 



 
 

 

 

Finally, I would like to briefly explain the current status of PFAS regulations, as they could be a very 

significant risk for the performance chemicals business. 

First of all, draft PFAS regulations were released last February as a proposal for the European REACH 

regulation, but discussions are still ongoing, and the details of the regulations are not yet clear. 

What AGC, which handles fluorinated products as its business, can say at this point is that almost all of our 

Performance Chemicals products are included in PFAS, which is a generic term for fluorine compounds, but 

that AGC has already completely eliminated or has no record of manufacturing and selling PFOS, PFOA, and 

PFHxS, which have already been designated as controlled substances under the law. 

In order to fulfill its social responsibility, the AGC Group is committed to minimizing the environmental 

impact of its business activities and resolving environmental burdens. 



 
 

 

 

As for the latest development of the proposed PFAS regulations, ECHA has received more public comments 

than expected on the draft regulations, and it has taken some time to consider the proposed regulatory 

amendments. At this point, there is no clear timeline as to when we will move to the next step, which is the 

discussion phase at the European Commission. 

This concludes my explanation. 

Ogawa: Thank you very much, Mr. Momii.  



 
 

 

Presentation 

 

Ogawa: The time has arrived and Mr. Suzuki, President of Electronics Company, will give a presentation on 
the business strategy of the electronics business. Mr. Suzuki, please go ahead. 

 

Suzuki: Hello, everyone. I would like to explain our electronics business. 

Here is today's content. I will explain accordingly. 



 
 

 

 

First, an overview of the electronics business. 

Last year, the electronics business had sales of JPY313.2 billion. It accounts for 16% of the AGC group's total 
sales. The electronics business includes the display and electronic materials segments, and last year sales were 
slightly higher in the display segment. 

 

 

 



 
 

 

 

The graph shows the performance of the electronics company. Historical sales are shown by segment. The 
line graph shows operating profit. 

In the past few years, we have been steadily expanding our business in the electronic materials, this dark 
orange area. Display, on the other hand, continued to struggle in the last two years due to the reversion of 
stay-at-home demand seen during the pandemic. The display business incurred a loss, resulting in a large drop 
in profit in 2022, but last year, we saw a slight improvement. 

 

 



 
 

 

 

This is the electronics company's main manufacturing sites. 

Our sites for TFT display glass are located in China, Taiwan, Korea, and Japan. In addition, we have many sites 
for electronic materials in the US, Thailand, and Japan, and we are expanding globally. 

As for the main products of electronic materials, optoelectronics products are mainly manufactured in 
Thailand and Japan. In addition, the blanks are manufactured in Japan. CMP slurry is also expanding its 
business to the US and other countries, although it is mainly manufactured in Japan. 

 



 
 

 

 

We will now move on to a description of the issues and strategies for the display. 

The display segment includes glass substrates for TFT and organic EL display and specialty glass for chemical 
strengthening used in smartphone cover glass. 

 

 

 



 
 

 

 

These are the issues and strategies of the display business. 

The challenge is clear: improve profitability and asset utilization efficiency. From 2022 to 2023, earnings 
deteriorated due to lower sales as a result of the reversion of stay-at-home demand seen during the pandemic, 
higher prices for raw materials and other items, and the depreciation of the yen. 

We are working on three earnings improvement measures, which are listed here: revise pricing policy, 
strengthen competitiveness through technological innovation, and structural reforms to focus on large-sized 
display panel glass substrates. We will explain in detail on the next page and beyond. 

 



 
 

 

 

First, let's talk about price and technological innovation. 

Prices were raised last year in response to a sharp rise in raw material and fuel costs and a significant increase 
in production costs due to the exchange rate. We continue to request our customers to review prices in this 
fiscal year. 

Meanwhile, with regard to technological innovation, we aim to strengthen our competitiveness by launching 
competitive new products and deploying equipment with higher combustion efficiency than ever before. 

 



 
 

 

 

With respect to business structure reforms to focus on large-sized panel substrates, we have been 
implementing profit improvement measures for some time, and as announced in February of this year, we 
have launched a project headed by the CFO to accelerate business structure reforms in the display business. 

We have already decided to reduce our production capacity by 20% from the 2022 level by the end of this 
year, including the partial withdrawal from small- and medium-sized, low-profit sizes and the suspension of 
operations of the LCD display glass substrate production line at Takasago plant. 

We will continue to closely monitor the business environment and implement structural reforms with a sense 
of speed, aiming to achieve a 10% ROCE in the display business during the current medium-term management 
plan period. 



 
 

 

 

Next, I will explain our business strategy for electronic materials. 

The strength of AGC's electronic materials is that we have organic and inorganic materials, material and 
fabrication technologies, and superior design/evaluation/analysis technologies, which can be combined to 
provide unique and original solutions. 

For example, we were able to commercialize blanks by having synthetic quartz as a material, then precision 
coating process, membrane design capability, and superior analysis. We also manufacture slurries for 
semiconductors from materials, and we believe we maintain our superiority by having both organic and 
inorganic materials. 

We also believe that glass core substrates for semiconductor packaging, which are expected to grow in the 
future, are another product where these strengths can be utilized. 



 
 

 

 

Here is the description of main products. 

In semiconductor-related materials, we handle EUV mask blanks, CMP slurry, synthetic quartz, which has a 
large share of the market for semiconductor lithography equipment, and copper-clad laminates used for 
circuit boards. 

In the field of optoelectronic materials, in addition to IR-cut filter used for color correction, our mainstay 
products, we also handle DOEs and diffusers used in sensors, etc., high refractive glass expected to be used in 
AR and VR, and aspheric lenses used in cameras. 

 



 
 

 

 

In terms of individual products, I will first explain the situation regarding EUV mask blanks. 

We are the world's only manufacturer for EUV mask blanks that covers the whole production process from 
materials. For all processes, our strength lies in our ability to respond to customer requests and make 
proposals. We will continue to invest aggressively to respond to demand and ensure our superiority by 
leveraging our advanced technologies in the next generation area too. 

The market for EUV mask blanks is correlated with the number of lithography equipment, and we expect the 
market to grow in the future because shipments of lithography equipment are strong now and the number of 
EUV lithography layers will increase as the level of semiconductor integration increases. As for sales, we 
originally expected to sell more than JPY40 billion in 2025, but we now see the possibility of achieving this 
goal one year ahead of schedule. 



 
 

 

 

Next, I will explain the CMP slurry. 

In the area of CMP slurry, our ability to provide solutions in partnership with our customers is highly regarded 
for our entire production capability from raw material abrasive powder to slurry, as well as for our high quality. 

Since slurries are used in semiconductor process, they are affected by semiconductor utilization rates and the 
market. However, since our products are widely used in next-generation semiconductors, we aim to grow 
faster than the growth of the overall CMP slurry market. 

 



 
 

 

 

We will continue with the IR-cut filter. 

The typical example of our optoelectronic materials is the IR-cut filter. I will explain its strategy. As explained 
below, the image received by the image sensor used in a camera has different tints from those visible to the 
human eye. The role of the IR-cut filters is to compensate for this as the human eye sees it. They are used in 
various types of cameras, including smartphones and digital cameras. 

Our strategy is to build partnerships with our highly demanding customers by leveraging our technological 
capabilities to obtain information about new products. In addition, the camera unit is now increasingly used 
for moving images, etc., and its high functionality, including moving image performance, is advancing. By 
proposing technology that matches these needs, we are able to achieve even higher added value, which is 
helping to increase sales. 



 
 

 

 

Next, here is an example of new business initiatives. 

First, the semiconductor-related materials on the left. In this area, we are focusing on exploring business in 
the packaging field, which will become even more important in the future. Introduced here are glass core 
substrates that are expected to be widely used for future chiplet substrates. Currently, resin is used, but it is 
said that this will be replaced by glass in future next-generation products. 

In the optoelectronic products on the right, we are focusing on the search for optoelectronic materials 
required in the new fields of AR/MR, etc., as well as the spread of automated driving and higher performance 
of automobiles. 



 
 

 

 

Next, I will explain our targets. 

Last year, sales were JPY312 billion, and operating profit was JPY18.4 billion. This year, we expect sales of 
JPY330 billion and operating profit of JPY33 billion, an increase in both sales and profit compared to last year. 
We plan to increase this to JPY380 billion in sales and JPY53 billion in operating profit by 2026. 

Regarding ROCE, we are targeting a 10% ROCE by 2026, as display will be improved through the 
implementation of the measures I just explained, while operating assets will be reduced. 

In electronic materials, the business already has a high ROCE, but we have set a target to expand the business 
during this medium-term management plan period while maintaining ROCE, especially in semiconductor-
related products. 

This concludes the description of the electronics business. Thank you for your attention. 

Ogawa: Thank you very much, Mr. Suzuki. 

  

  



 
 

 

Presentation 

 

Ogawa: The time has arrived, and Mr. Murano, President of Life Science Company, will give a presentation on 
the business strategy of the life science business. Mr. Murano, please go ahead. 

 

Murano: I am Murano of the life science company. Thank you. 

I will now give a brief overview of our life science business. 



 
 

 

 

The AGC group's life science business is as you can see here. 

Sales are on the left. To the right are the two main businesses of the life science business. One is the small 
molecule pharmaceuticals and agrochemicals CDMO, and the other is biopharmaceuticals CDMO. The details 
of the service are as described here. 

 

 

 



 
 

 

 

Next page, please. This is the performance trend of the life science company segment. 

The graph from 2018 shows that we have achieved a growth rate of over 30% per year until 2022. However, 
if you look at 2023, the reality is that the brakes have been applied. 

The contents are described here. Both sales and performance have temporarily deteriorated in 2023. The 
main reasons for this are the deterioration of the biopharmaceuticals CDMO market environment, the delay 
in the launch of a new line of biopharmaceuticals CDMO in the US, and the cost of large, aggressive 
investments that we had already prepared for. 

As for the sales breakdown of the life science company, as shown in the graph on the right, 70% are 
biopharmaceuticals CDMO and 30% are small molecule pharmaceuticals and agrochemicals CDMO. 



 
 

 

 

Next page, please. Here is the history of the AGC group's life science business. 

As you can see in the various details, in 1973, the life science team was launched, and commercial operations 
began in the '80s. In particular, with regard to biopharmaceuticals, our history is that in 2000, we formally 
launched the protein contract manufacturing business at our Chiba Plant, and since 2016, we have been 
expanding our biopharmaceuticals CDMO business, mainly through M&A. 

 

 



 
 

 

 

Let me explain the current situation on page eight. I touched on this a little earlier, but I would like to explain 
the status of biopharmaceuticals CDMO in particular. 

The impact of the decrease in capital inflows with respect to the main customers of the AGC group 
biopharmaceuticals CDMO, which is called biotech ventures, had started in 2023, and we now see that it is 
still continuing to some extent. The business environment itself is recovering on the actual front, but we are 
not very optimistic about the pace of recovery. 

We believe that in the medium to long term, there will be a definite recovery, including the supply-demand 
balance, but we think that we need to be more cautious about the pace of recovery this year. We will take 
various measures according to the situation. 

The new biopharmaceuticals CDMO line in the US, which had a large impact on our business performance last 
year, is located at our plant in Colorado, and last year, it was barely in operation, which had a considerable 
impact on our business performance. This line has resumed commercial operation this year, and we expect it 
to contribute to improved business performance this year and next. 

Those things are written here, and as I have just told you about the launch of the new line, we expect it to 
make a significant contribution to our business performance from now on into next year. 



 
 

 

 

I will now explain our business performance and business strategy starting from the next page. 

First, the business environment. Page 10 is the market for drug substance CDMO, which is our industry. This 
is the assumption of the market size. 

Although there was a temporary problem with the capital inflows from biotech ventures, etc. in 2023, we are 
almost certain that the CDMO business will grow in the mid- to long-term as the pharmaceutical industry 
moves to outsource production to CDMO companies like AGC. 

The CAGR is shown on the right side of the chart and looking at the investment by CDMO companies and the 
expansion of supply capacity, we expect that the demand-supply balance will remain quite strong at least until 
2030. In particular, the small molecule pharmaceuticals at the bottom are expected to show stable growth, 
while the purple and orange biopharmaceuticals products above are expected to grow significantly. 



 
 

 

 

The next page shows AGC's strengths. 

Our strengths include the ability to provide a high standard of CDMO services at 10 sites in three regions, 
Japan, the US, and Europe, and to handle everything from early-stage development to commercial phase. We 
believe that each of our global sites has strengths as a trusted CDMO because of their extensive manufacturing 
experience and track record of inspections called FDA and EMA. 

The AGC group is a materials manufacturer, and in the mid- to long-term, we believe that we can differentiate 
ourselves from our competitors by applying technologies that are unique to the AGC group, such as digital or 
materials informatics. 



 
 

 

 

The page 12 shows what I have just discussed. 

One of our characteristics is that we are engaged in both small molecule pharmaceuticals and 
biopharmaceuticals, and we have a flexible production system from early-stage development to commercial 
scale. 

 

 

 



 
 

 

 

Next page, please. This is a short- and medium-term strategy. 

Basically, we are planning to further expand small molecule pharmaceuticals, agrochemicals, and 
biopharmaceuticals business, as well as to expand our modality in terms of technology. 

 

 

 



 
 

 

 

The next page is specifically for modalities. 

We are aggressively investing in our mature small molecule pharmaceuticals and proteins, as well as in 
growing antibody drugs, future gene/cell therapy, and mRNA, and we intend to adopt business strategies 
accordingly. 

 

 

 



 
 

 

 

Finally, our medium- to long-term performance targets. 

As I mentioned earlier, in 2023, sales were temporarily affected by the market environment and capital 
investment was made here, resulting in a one-time drop in operating profit, but we believe that the market 
will recover in the mid- to long term and we will grow in this manner. 

By 2026, we intend to achieve performance targets on the scale described here. That is all the explanation 
from me. 

Ogawa: Thank you very much, Mr. Murano. 

[END] 

 


