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® This is Shibazaki, General Manager of the Advanced Manufacturing Business
Unit.

® | will cover the first half of today's presentation on our future operating
policies and Hamid Zarringhalam, Corporate VP, who is managing the
business unit with me will cover the second half.




Outline

1. ADM business overview

2. Background of business unit establishment and future vision
3. Strategy and business plan

4. Additive Manufacturing market outlook and growth drivers

5. Global business development and application development

® Today, | would like to cover these topics.




Outline

1. ADM business overview
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® First, | would like to start with an overview of the business unit.
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Excerpt from Mid-Term Management Plan Progress Announced in May 2023

Digital Manufacturing: Status of Business Operations |~ 7 tems enclosedin red will be covered today]

Enable innovations in manufacturing with applied optics application technologies

In rial Metrol B —_—— e —— e e e e e e
Digital Manufacturing dustrial Metrology BU I W Expanded base for additive manufacturing business
. I « Built out infrastructure in Japan, US and Europe and accelerated co-creation within the
Advanced Manufacturing BU Nikon group Metal additive
ikon's i
I pemress e
) 1 overseas g
Progress in Year 1 of Plan I Pr— ot > @ e
P e e e e e e e e = e = e o e = o = - Caginvering Sarvios " 5
I M Material Processing (growth driver) 1 it 4 Growng to VL tlkon
« Built up a variety of measures aimed at accelerating growth, including the SLM acquisition,
launch of a new standalone business unit, and the establishment of a business headquarters | | @oﬁnsvs
on the US West Coast, where many customers need precision metal processing. al Aarsssoce anteneas

[iBawm's faryuet Acwmisivion Motsl adaitus manutacturiag squipmest
Loverage to drive scale asing Direct Enargy Depesiin

[
W Robot vision (growth driver)
« Validated upgraded and more efficient parts pick & place with promising partner | P HYBRID
M Laser radar and X-ray and CT systems

» Expanded product and sales infrastructure for automotive and EV batteries. Achieved solid
growth.

1 Joint davelopment with strategic partner
| m Riblet processing {
M In-line measurement ] - Implemented durability tests on effects of
- Serving the automotive, aerospace and other industries, executed automated drag reduction with ANA, JAL and JAXA for M
high precision non-contact metrology in large space and achieved compact, high speed, | potential deployment to flights resulting in
|

light weight format for industrial inspection. improved fuel efficiency and CO2 reduction. LM '__ )ru

Cultivate into core business of vision 2030 “a key technology solutions company

in a global society where humans and machines co-create seamlessly”

* ANA = All Nippon Airways Co., Ltd. JAL = Japan Airlines Co., Ltd. JAXA = Japan Aerospace Exploration Agency. Market size information estimated by Nikon based on various data sources. 11
£Y 22 sales was ¥42,08 and operating profit was -¥10.1B under new sesmentation starting 202

® This is a repost of the slide used in the progress report on medium-term
management plan in May.

® The ADM Business Unit, along with the Industrial Metrology Business Unit, is
a business unit that constitutes "Digital Manufacturing” a disclosure segment.

® Today, | will explain the items enclosed in red.
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Correspondence Relationship Between ADM Business Unit e

announcement material

and Company-wide Business Disclosure Segment Period ending March 2023
0Old Segment Business Unit (BU) Business Unit (BU) New Segment
Imaging Products | Imaging BU Imaging BU Imaging Products
Precision FPD Lithography BU | 5 Precision FPD Lithography BU ..
Equipment Semiconductor Lithography BU gﬁ;‘;l::me"t Semiconductor E;?ﬁ::f::nt
Healthcare Healthcare BU Lithography BU
Customized Products BU Healthcare BU Healthcare
Glass BU Customized Products BU
Components Digital Optical components, etc. Glass BU Components
Solutions BU I :?ﬁ:lel;\idli:)l :;‘[c));:essing |_ Digital Solutions BU
Industrial Industrial Metrology BU —H Lodustiisitetiolagy, I?U aigitafl _—
Metrology and Others —)I Advanced Manufacturing BU I anuracturing
Others | SLM | Others* Others
Headquarters division of the parent Headquarters division of the parent
Corporate company company Corporate
expenses, etc. I Next Generation Project |_ Next Generation expenses, etc.
Division (partly) Project Division

Departments and subsidiaries in the Material Processing Business have been consolidated under the Advanced Manufacturing BU
and combined with the Industrial Metrology BU to make up the Digital Manufacturing Business segment (aligns with Medium-Term

Management Plan business domain).
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® This is also a re-posting of the reference material used when the business
results were announced in May. The ADM Business Unit is a business unit
made up of a group of business units mentioned in the reference material,
which were spun off, and Nikon SLM Solutions Group AG (formerly SLM
Solutions Group AG (hereafter “SLM”)), which is a German subsidiary that
recently completed the acquisition.
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ADM Business Unit: Business Portfolio and Business Description

« Sales of LPBF™ type metal 3D printer
« Maintenance and service,
Nikon SLM including powder sales | =g
- e R—
Solut|ons «  Forerunner of multi-laser system, and tech leader -
« Due to M&A, making it a 100% Nikon subsidiary —

— Company name changed to “Nikon SLM Solutions”
NXG XII 600 SLM500

« Sales of DED™ type metal 3D printer
Nikon « Sales of_ high—precision ultra-short pulse laser
- ’ . processing equipment
Jrganic + Sales of auxiliary measurement devices !

+ Optical and measurement engine sales Lasermeister Additive Lasermeister Subtractive

i =T
E . — o

Process development / Engineering and manufacturing

s BV

Fuel saving / CO2 reduction

Products

« Manufacturing of high value-added metal parts
Manufacturing process contract development
and engineering

« Mass production transition support

Morf3D

« Improve efficiency and reduce fuel
consumption of fluid equipment

« Riblet pattern design and construction

« Performance prediction simulation

(%)
c
(@)
=
>
O
n

(Commetri
timing is TBD.

*1) LPBF: Laser Powder Bed Fusion; DED: Directed Energy Deposition. Both are methods of metal 3D printing.
*2) The cost related to riblets is attributed to the Next Generation Project Division and is recorded to investment in growth included in corporate expenses.
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® The ADM Business Unit business domain can be divided into 2 business
areas: the hardware sales business, such as metal 3D printers that are
described as products, and the solution business, such as the contract
manufacturing of high value-added parts.

® Products in the upper part of this slide can be divided into the company Nikon
SLM Solutions, which currently accounts for a majority of business revenue,
and the Nikon Organic business.

® SL.Mis a metal 3D printer manufacturer who is the 3rd largest in the world in
terms of sales volume and boasts a highly competitive position as leader of
innovation in the industry.

® Right below Nikon SLM Solutions in this slide is Nikon Organic, with sales of
types of metal 3D printers and ultrashort pulse laser processing machines
developed in-house that are different method provided by SLM. In the future,
the plan calls for us to also work on auxiliary measurement equipment used in
combination with these and the supply of optical engines and measurement
engines for machines, including SLM machines.

® For Solutions businesses in the bottom part of this slide is the company
Morf3D, a company that Nikon acquired in 2021. Morf3D develops 3D printing
processes for high value-added parts for the aerospace and defense industry,
and is also working on small-scale part production. In the future, we plan to
link this to SLM and Nikon equipment to expand equipment sales during the
transition to mass production.

® [n addition, we are aiming to start up riblet processing, microfabrication of
shark-skin-like patterns, as a solutions business. We are currently
considering the timing of commercialization, but we will work on improving the
efficiency of airplanes and wind power generation as a business that can
make positive contributions to the global environment.
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Outline

2. Background of business unit establishment and future vision

14

® Here, | would like to explain how and why we entered this business as well as
our future goals.

14



Background of Business Unit Establishment

Phasel: 2015-2019 Phase2: 2019-2023 Phase3: 2023-
In charge of R&D Semiconductor Lithography Business Unit Next Generation Project Div. ADM Business Unit - Next Generation Project Division*

= Digital Solutions Business Unit ADM Business Unit

remporal sequence |, 2016 X 2017 X 2018 X lHIQ X 2020 X 2021 X 2022 X 2023
+ + + + + + + +
5 pr——— ¥ _[LM100A series sales start
o - e s o : ¥_LM10008 sales start
Commerciali D D related to riblet p

zation

. # 4JET collaboration
# BST collaboration announcement

announcement
M&A & DMG Mori Seiki  HVT/Optisys investment announcement

investment tie-up announcement -

collaboration Morf3D M&A —— Complete
SLMMEA  — 4 Complete
Company-wide technical strategy review period #{'19-21 medium-term management plan 4 '22-25 medium-t plan

Company- ——— > |Position materials processing as a growth business announced
wide strategic Akey player in'a society where people and|
management machines co-create

# Established ADM
Business Unit

Started with small-scale R&D activities, and then was established as a new business unit via a large M&A

*) The cost related to riblets is attributed to the Next Generation Project Division and is recorded to investment in growth included in corporate 15

® The beginning of the project goes back to the time when | was the Sector
Manager of the Development Sector in the Semiconductor Equipment Division,
and | started small-scale activities to explore new businesses.

® After that, we commercialized the first product in 2019, the DED-type small
metal 3D printer Lasermeister 100A.

® At the same time, the material processing and digital manufacturing
businesses were positioned as growth businesses in the company-wide
medium-term management plan.

® Then last year, we announced the acquisition of SLM, a leading metal 3D
printer company in Germany, in order to significantly scale up our business.
On April 1 of this year, a new business unit, the ADM Business Unit, was
launched, and on September 1, SLM was made a wholly owned subsidiary.



Reasons for Nikon to Take on Digital Manufacturing

Nikon has accumulated massive amounts of technologies in lithography systems
But those technologies had mostly not been leveraged outside lithography

Inception

What else could those technologies be applied toward?
Could they be used to solve latent needs that had gone unnoticed up to this point?

Is there anything that Nikon is uniquely equipped to tackle? e
Would it be possible to launch something new that could become
a pillar of Nikon's business portfolio?

« Could that domain be Digital Manufacturing?

Hypothesis

Hypothesis Nikon's growth as a company
Propose Prove B
realization

T Amend |

Contributions to society

After numerous amendments, the hypothesis was proven and eventually became a reality

® \Why is Nikon engaged in digital manufacturing? We are often asked this
question.

® The original idea was simply asking in the semiconductor lithography
business, which was going through a difficult time, "Is it possible to apply this
vast accumulation of technology to fields other than lithography systems and
grow a new business?”

® A lithography system is also a machine tool that uses light to perform fine
processing on the wafer. So, | wondered if as an extension of this, whether we
could make other groundbreaking applications that would bring about major
social changes.

® That is the background of our involvement in digital manufacturing.
® However, that alone will lead to a so-called product-out failure pattern.

We will verify this hypothesis we established on a daily basis through various
activities, including dialogue with customers, and repeatedly revise it as
necessary. Through this cycle of revision, we aim to grow as a Nikon company
and contribute to society by providing value by solving potential needs that
have not been noticed in the world.
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ADM Business Unit Vision and Aspirations for 2030

ADM Business Unit vision

® Create new markets and industries for manufacturing

® Build a high-growth businesses utilizing Nikon's internal business and technology synergies

® Through digital manufacturing, promote fundamental solutions for personnel-dependent and location-
dependent manufacturing

® Through riblet pattern technology, contribute to reducing energy consumption and CO2 emissions

Vision for 2030: Revolutionize the world of manufacturing through optical application technology

® Establish a solid position as a manufacturer using "optical processing machines and solutions" and grow it
into one of the pillars of Nikon business

® Applications that are only possible with optical processing machines are being realized one after another

® Optical processing machines have become widespread as tools for machining, and are used in every
situation as a matter of course

® Riblet processing * for fluid machinery has been put to practical use in multiple fields, and it has become a
major business as a processing service

(Optical processing machine: A generic name at Nikon for pr i i that lies optical characteristics,
such as 3D printers and ultrashort pulsed laser processing machines)

*) The cost related to riblets is attributed to the Next Generation Project Division and is recorded to investment in growth included in corporate expenses. 17

® This slide is a verbalization and summary of the vision of the ADM Business
Unit and our aspirations for 2030.

® Although | will not read it aloud here, when | am in doubt during my daily
business operations, | always try to return to this starting point and not lose
sight of my goals.

17



Outline

3. Strategy and business plan

18

® Next, | will explain our strategies and business plans for realizing the vision
just described.
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Strategy, Business Plan, Major Milestones
Conceptual diagram of ADM Business Unit overall revenue and profit/loss
Nikon SLM Solutions FY2026 Operating profit
[ Nikon Organic__| el e e
()
2 Morf3D
& — Revenue approx. JPY 40B
2 EBITDA will turn positive
= Revenue > JPY 20B &
FY2023 (this fiscal year) FY2025 (medium-term plan end) FY2030 (vision)
« Made wholly owned subsidiary, PMI  « Make SLM-stand-alone operating profit « Fixed market leader
Nikon SLM complete positive « Significant expansion of AM market
Solutions « Started to achieve synergy with Nikon « No. 1 share in metal AM equipment base
'S market « Stable income from service business
E.;_ « Independent as a business unit « Supply of major modules to « Vs. business unit overall revenue > 20%
8 « Establishment of US headquarters SLM equipment « Profitable operations in the organic
§ |+ Start sales of equipment in the US « Equipment sales > JPY 2B business alone
= ©| - Start to achieve synergy with SLM « Riblet business commercialization « Scaling of Riblet business
S « Expansion of product portfolio
» Made wholly owned subsidiary, « Cash flow neutral « Multiple PJs shifted to serial production
restructuring complete « Contract development PJs from « Greatly contribute to sales expansion
« Focus on defense-related development PJ multiple Primes of equipment
« Construction of SLM and Nikon bases « First PJ shift to serial production
on site
*) Figures are based on excluding riblet-related sales revenue, costs, etc. 19

® This slide is a summary of our strategy, business plan, and major milestones
looking ahead to 2030.

® The bar graph above shows an overview and breakdown of sales for this fiscal
year, for FY2025 when the current medium-term plan ends, and for FY2030.

® As you can see, during the current medium-term plan period, SLM will
account for most of the ADM Business Unit's sales. For FY2030, we envision
growth of non-SLM sales ratio to about 20%.

® Sales for this fiscal year are several billion JPY less than the initial plan, but
they are expected to be more than JPY 20B. In FY2025, we plan to double that
amount to at least JPY 40B. At the same time, we are aiming to return to
profitability on an EBITDA basis as well at this point. For the entire business
unit, we plan to return to profitability in operating income, including
amortization of acquisition costs, by FY2026, one year later.

® \We'll go into more detail on our strategy by subsegment later on in the slide
deck, but we'd like to touch on some key milestones here.

® First, regarding SLM stand-alone, we are aiming for No. 1 share in metal 3D
printers, with both EBITDA and operating income in the black at the end of
the FY2025 medium-term plan.

® In Nikon Organic business, we aim to achieve sales of JPY 2B by FY2025. We
are also working on commercializing riblet processing.

® The plan for Morf3D is to complete restructuring and achieve cash neutrality
in FY2025.
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- Nikon SLM Solutions -
Becoming a Market Leader in Metal 3D Printers

Nikon SLM
Solutions

SLM's '21-'25 medium-term plan _ VISION2025

cumesumncmieromver. 1 arget bx revenue growth in 2021-2025
semmwe  wenmo o Become No.l in the industry by 2025

BY2025
/ Beyond

Large format
NXG600

CAGR > 30%

(Metal AM equipment market forecast: CAGR 26%)

/€105M

Close collaboration with key customers
Defense and aerospace Primes
"Hyper Car" OEM/foundries

Establishment of application development sites in the US and
Japan
First introduction and market expansion of NXG into APAC
Large format AM market expansion

Core module supply and technology provision from Nikon
Optical and measurement engines
Process control and calibration technology

Development and horizontal deployment of next-generation
platforms
Strengthen competitiveness of small and medium-sized
machines

Improve cost competitiveness

'_ % Medium format
&l | sLm280

_A &1 Small format
5. SLM125

Maintain our position as a tech leader. Through collaboration with Nikon,

= .

CY 2021 2022 2023 2025

Company name change and integration with Nikon brand
“Nikon SLM Solutions”
Leverage popular equipment segment

we achieved growth at a rate that exceeds the industry average

| will explain the details for each subsegment.

® |n 2021, SLM announced VISION 2025, a unique medium-term plan that aims
to achieve 5 times higher sales and a ranking of No.1 in market share in 5
years, significantly exceeding the industry's CAGR of 26%.

® Sales continued to expand, reaching EUR 756M in 2021 and EUR 105M in 2022,
and they are on track. Even after the M&A is completed, Nikon will continue to
follow this ambitious plan and provide strong support as the parent company.

® | will explain the measures to achieve this.

® \We will continue to collaborate closely with customers who have large use
case applications such as Aerospace, Defense, and Hyper Car, and further
expand sales of NXG Xl 600, a metal 3D printer model that can produce large
parts and has high profit margins.

® We will also establish application development bases in the United States and
Japan to accelerate the acquisition of market opportunities.

® |n the R&D field, specific collaboration and joint development are already
underway, including the provision of optical and measurement engines,
process control, and calibration technology from Nikon.

® |n the highly competitive small and medium-sized machine segment, we plan
to introduce a next-generation platform and expand it horizontally to different
models to strengthen our price competitiveness.

® |n addition, we have adopted a company name leading off with Nikon—Nikon
SLM Solutions—and we plan to use this synergy to expand sales, especially in
the popular machine segment.
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- Organic & Riblet -

Growth Utilizing Acquired Management Assets and Collaboration

Existing products

Future products

.
.

Riblet as a Service

Lasermeister 10XA
Lasermeister 1000S

Collaboration on SLM customer base utilization and
marketing

Application and customer development at US sites

Collaboration, technology introduction, and customer
acquisition with German company Fraunhofer ILT

Turbine repair equipment
Measurement linking and advar
automation Collaboration with domestic heavy industries,

: application in Japanese government projects, etc.
Next-generation DED 3D printej . 2

High speed and high definition®

Acquisition of certification through collaboration with
airlines and OEM

Commercial airframes
Wind-powered turbines
Freighters

UAV and special uses

Joint development of ultra high-speed laser mobile
processing technology

Market entry with freeform curve riblet film

Leverage collaboration to scale our business. Aim to grow to 20% of business unit sales by 2030

In Nikon Organic areas other than SLM, sales have traditionally been limited
to Japan, but we are aiming to sell our equipment overseas, including in the
United States. Leveraging collaboration with SLM, we plan to increase
equipment sales to over JPY 2B during the medium-term plan period.

Following the Lasermeister 100A series and 1000S, which are already being
sold, we are planning to introduce equipment and solutions that realize
automatic repair of turbine blades, etc., and ground-breaking DED-type metal
3D printers that achieve both high productivity and high resolution.

Regarding application development and sales expansion for these devices, we
will utilize SLM's customer base, collaborate on marketing, and utilize US
bases.

We aim to commercialize microfabrication businesses such as riblet
processing, including shark-skin-like patterns, in FY2025.

The envisioned business format is “Riblet as a Service”, a service that
undertakes performance improvement, and the main application is assumed
to be commercial aircraft.
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- Morf3D - MorfaD
Application Development Centered on the Aerospace and Defense Industry

Morf3D (Long Beach, California)

« Made it a 100% subsidiary in 7/2023. h"
e Structural reform implementation and shifts in I - ‘‘‘‘‘‘
business strategies ! =

il

Focus on aerospace & defense-related applications ™
Also used as a business development site for Nikon
and SLM

US government » US defense-related AM demand expected to grow rapidly

S it
233 ™

(CAGR > 50%)
l Budget « Application development requires engineering and time
Prime companies «  Only companies that meet certain requirements can be
involved.
Sponsorship l I Application development collaboration
Morf3D ) ) Prime companies and Service Bureaus
Shift to mass production
- Application development « Mass production deployment, support,
« Process development : and service
e Theory verification - | e Atleast 10 to 15 years
e Small-scale production T ; « Same equipment and same processes

Long-term Nikon/SLM equipment demand acquisition (lock-in effect) through “Copy exactly policy”

® Lastly, | would like to explain about Morf3D, which became a subsidiary
through M&A in 2021. Although we recorded an impairment loss of JPY 3.9B
in the previous fiscal year's results, we expect to continue to be in the red for
the time being as restructuring costs continue to mount this fiscal year.

® The plan is to narrow down our business areas to aerospace and defense-
related development projects, which can be regarded as the large use case
application for additive processing using metal 3D printers, and position this
development project as a catalyst for expanding sales of SLM and Nikon
equipment going forward.

® Demand for U.S. defense-related additive manufacturing is expected to grow
rapidly at a CAGR of 50%, making this a very promising field.

® Although it takes a long time for one development program to move to mass
production, once a process is locked, thereafter, factories produce the same
devices through the same processes by applying a so-called “Copy Exactly”
policy.

® By introducing SLM equipment into this development process from an early
stage, we will aim to achieve recurring effects.

® The plan is to share Morf3D's facilities in Long Beach, CA as the U.S. base of
the ADM Business Unit and SLM, and to use them for business development
and application development.
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Outline

4. Additive Manufacturing market outlook and growth drivers

23

® \We will now ask Corporate Vice President Hamid Zarringhalam to give a more
in-depth explanation of the prospects for the Additive Manufacturing market
and its growth drivers.
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Metal Additive Manufacturing

Untapped Growth(€B) - <2.5x adoption rate now

iAfyf On the cusp of near term growth
CAD Model Sliced Data Additive Process Finished Part ’7 - W/ Metal Am Market (€8)
CAGR
tz, - 26.1% j/
-
e il
r~
| o [ omminmenz— 350 ]
. . L. 2022 2027 " 2022 2027
Manufacturing of 3D object (part) from a digital 3D model (CAD) Total addressable market Addressable market
uuuuuuuuuuuuu -value al parts Metal AM total
Why Accelerating > 20% YoY growth
Advantages: 9.66
«Making complex 3D monolithic parts possible
«CAD to part - reduced cycle time CAGR
* Reduce waste 26%
21.2%
o 23.2%
Challenges: f] . ’—l ’—l /
« Still largely used in prototyping - not HVM 32%' S5 303
« Size limitation 15 202 203
« Limited materials osg 107
* Repeatability + speed - lower cost 2016 2017 2018 2019 2020 2021 2022 2027
Souce A POWER

As metal Additive Manufacturing (hereafter “metal AM”) is a significant part
of our Digital Manufacturing initiative, | want to spend a couple of minutes to
briefly explain what it is and why we think it is an attractive growth area for us.

Simply put, metal AM or 3D printing is the process of producing metal parts
directly from 3D model data like CAD, layer by layer by selectively melting
powder particles using locally directed energy like from laser. This compares
to conventional means which date back thousands of years like casting or
forging.

Using metal AM, give us the potential to make complex parts that are difficult
or sometimes impossible or expensive to make in a monolithic manner. It
gives us freedom of design , often resulting in lighter, more sturdy parts,
reducing waste, carbon footprint and cycle time.

The challenges here are that while metal AM has large adoption in
prototyping, it is not widely proliferated yet in High Volume Manufacturing.
The industry has required continued innovations to address challenges in
increasing size of parts that can be printed, wider availability of alloys suitable
for metal AM in addition to improvements in productivity and repeatability
which would create cost and quality parity with conventional methods.

And therein lies the opportunity that we see in metal AM. Despite rapid
innovations over the several years, adoption rate is still less than 2.5% - but
given the pace of innovation in all the areas | cited, it is expected that this
adoption will nearly triple in the next 5 years.

Between 2016 and just before the pandemic, we saw CAGR of 32%. This
growth resumed after the pandemic and the industry now expects CAGR to
increase to 26% over the next 5 years, tripling growth in.
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Metal AM Market Growth and Verticals

€B 26.1%
9.7 CAGR

29%
24%
31%
24%

25%

4 CAGR
CAGR 21.1%
CAGR
0.5% 232%) 2.5
5%
2.0 2.0
| . .
0
2019 2020 2021 2022 2027

urce | AM POWER

We are focused on the
fastest growing segments
of an already growing
market

These segments require
ultra large, high precision
and very high productivity

Our technology roadmap
and portfolio matches our
customer requirements
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the fastest growing segments and | will later show how we are serving these

markets.

The particular segments of aerospace, defense and automotive have been

some of the adopters of this technology and they are expected to be at the
forefront of both technology and demand and you can see their expected

growth in this chart.

Laser Powder Bed Fusion or LPBF is by far the largest and most widely used

technology in metal AM — and as you know, last year, we acquired SLM, a

global leader in this field.

The common requirement from these segments is maximizing the build

chamber to enable the largest possible parts that can be made in X, Y and
especially Z direction while maintaining high precision and dramatic increase

in productivity.

While the entire market is growing rapidly, we are concentrating our efforts on
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Right Solutions

Removal of limitations

Remove geometric or material limitation
preventing transition to AM

Competitors Us

Limited No Limit

. 0
i |
o
' ' .
' 1
v [
dmate More the Is - Open
offered Architecture allows for easy adaptation
a u

Productivity Reliability and scalability

Productivity has increased exponentially
resulting in significant cost parity with
conventional means

Productivity Evolution
Driving Growth

PRODUCTIVITY CC/HR

YEAR

850+ Install base in every major industry

zzzzzzzzzzzzzzzzzzz et T e eanhivar

HONDA BMW KLS Martin Group RMIT University
Porsche Volkswagen BONE 3D EMERSON
Collins Aerospace NASA BOEING Swiss m4m Center

RFA Baker Hughes AIRBUS @
SAFRAN

SIEMENS Blue Origin
AND MORE!
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® | would like to show you now how we are addressing some of the fundamental

challenges.

® First, we have continued to take size beyond metal AM limits — our latest
machine NXG Xl 600 which is already in production at several customer sites
allow us to print 600 x 600 x 600mm now with 1m and 1.5m in z axis
extensions already announced.

® We will continue to remove any geometric limitation so we can remove
barriers for transition from traditional manufacturing to metal AM.

® \Ve have made our machines work with variety of materials and in fact
material innovation and collaboration in that arena is of our core focus areas.

® Ve have continued to press hard on productivity — we have the industry’s first
12 laser system which has allowed us to improve productivity by a factor of 6
to date and with our innovations in the pipelines, we much more headroom.

® \We are also addressing reliability and scalability by having had a large
installed base to date - we have 850+ machines working in some of the
world’s largest companies, producing some of the world’s most demanding
applications.
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Nikon SLM Solutions — Leading Edge LPBF Portfolio

Nikon SLM

saliTiaes

2003

accfH

20m

2013

PRODUCTIVITY

=i

First Laser System
Build Rate: Up to 3 CC/H

BUILD VOLUME

First Quad Laser System
Build Rate: Up to 171 CC/H

First Dual Laser System
Build Rate: Up to 88 CC/H

(mm)

i
=
oL

280 x 280

125x125

280 x 500

First 12 Laser System
Build Rate: >1000 CC/H

600 x 600

@-U—é— i

>>1000 x >>1000

—
r

No Limit,

FIGURES IN EUR MILLIONS

REVENUE GROWTH
AND
MARKET EXPANSION

2020

2021 2022

2023F

Market expansion a

nd growth driven

by several favorable developments

Productivit
generatior
@)

mpletion of
ses of

Cor
proces:

7

singly being integrated in
ized produ

ation
FAM produced parts

ongoing cer

27

® Here is the evolution of our story over time addressing the limitations of size
and productivity through relentless commitment to innovation.

® As we have done so, our revenues have grown at a faster pace than the
overall market and expect that to continue.

® As a shared commitment to technology and innovation between Nikon and
SLM, we will continue to unlock the potential of metal AM and have already
announced and shared with customers our future offerings that are already

under development.



Capitalize On Aerospace & Defense Opportunity Using Nikon Assets

Accelerate adoption — goal to make SLM Solutions defacto standard

Global f

Fastest Growing Segment

(€B) CAGR —7 117
00— | ™

2022 2027 o

Source: AM POWER

Northrop Grumman Bechtel

Primes Raytheon Technologies
Transfer

Production Lockheed Martin

Long Beach, CA (Morf3D)

Collaborate with primes for development
of applications using SLM platforms and
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® | now want to spend some time talking about one of the fastest growing
segments in metal AM, how we are uniquely positioned to capitalize it.

® Aerospace & Defense is one of the fastest growing segments and is growing
faster than the overall market.
Aircraft, Ships/Submarine and Satellite.

® \We are indeed well positioned in these segments because we are on the
cutting edge of what these segments need — size, productivity and scale.

® Our goal is simple — if it is metal and can be printed in LPBF, we want to see
Nikon SLM Solutions as the de facto standard platform.

® We have our 90K facility in Long Beach, CA which is built to have the latest
technology as well as the ability to collaborate with our customers for high
value parts in an ultra secure setting that our customers uniquely require.

® \We will work with our prime customers and their customers very closely to
optimize design for metal AM manufacturing in POC (Proof Of Concept) and

The 3 most applicable metal AM segments in defense industry, we believe are

LRIP (Low Rate Initial Production) which can either continue or be transferred

to a production facility of their choice for FRP (Full Rate Production), whether
that is in house or a 3rd party service provider —in this way, we will have
collaborations across several important sectors in this space.

® The intent is when design is fixed, it will be then produced on SLM tools in
manufacturing.

® Through this collaboration and comfort, we believe we can even collaborate
further with our customers for other applications.
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Outline

5. Global business development and application development
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Global Presence — BD, Demo, Apps, Support
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® Metal AM adoption for manufacturing will be taking place at a global level.

® Customers are looking for companies who have the strength, commitment and
global footprint and scale who they can count on long term for their
manufacturing needs.

® Nikon as a company with more than 100 years of being a trusting global
partner is such a partner and we are betting on this market.

® Ve have already established California as the global HQ of Nikon Advanced
Manufacturing (ADM) Business Unit so that we can be close to customers at
the cutting edge - this is the first time in Nikon history that global HQ of a unit
is outside Japan.

® \We also have or soon will have deep global presence for demo and application
centers in Japan and Germany as well as our ultra secure facility in Long
Beach, CA.

® This footprint allows us to work closely with our customers and meet their
needs around the world at scale.
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Recap

Digital Manufacturing is a growth
driver and key component of Nikon
Vision 2030

Nikon's comprehensive technology
and manufacturing portfolio
coupled with its trusted brand will
accelerate adoption of AM into
manufacturing

Our vision is to revolutionize
manufacturing by use of advanced
optical technologies at scale

Nikon’s investments in both
organic and inorganic assets
and their integration are paving
the way to realize this growth

Metal Additive Manufacturing is
at the cusp of adoption, creating
a major market yet to be tapped

We expect Digital Manufacturing
to be a core business and source
of growth and profit for Nikon by
2030
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| will now re-cap our vision for Digital Manufacturing.

® As stated publicly, Digital Manufacturing is a growth driver and a key
component of our Vision 2030.

® \We intend to utilize our immense capabilities in advanced Opto-mechatronics
and precision equipment to revolutionize metal manufacturing.

® |t is the right time because the market is on the cusp of adoption which can
be accelerated by innovations that Nikon has a long track record for.

® That in turn will unlock a large yet to be tapped market.

® We have been investing in both organic and inorganic assets to not only have
a full complement of products and solutions but also accelerate adoption.

® This will then allow us to realize our stated objective of creating a new source
of growth and earnings for Nikon by 2030.
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