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|. Outline of Medium-Term Management Strategy
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I1. Main Strategies (Enhance Value and Increase Customers) RIGOL
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111. Main Business Strategy Progress (Imaging Business)
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111-i. B to C Transition (1) RIGOL

e Enhance market share by offering a full lineup of color machines

Create new color
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111-i. B to C Transition (2)
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e Enhancement and strengthening of color machine lineup [

Previoustarget markets and launched machines
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111-i. B to C Transition (3) RIGOL
eTarget Areaof GELJET printer
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i, High Speed Mechine SdlesBxpansion_ H51

e Expanding to New Area

Print
Speed
CRD _ .
| Downsized host print
High /| POD
T T \
! Expanding area !
! at present |
Mid
Main target area
In the past

Host printing / Production

CRD: Central Reprographic Department  POD: Print On Demand 8



111-iii. Solutions Business Promotion RIGO

e Expanding market share by proposing advanced solutions

Expansion of

~__ Market share /

W

*Printing solutions *Document solutions
(TCO solutions) (improving work flow)

TCO: Tota Cost of Ownership 9



111-iv. Technology Strategy RIGO

e Technologiesfor Main strategy

New technology Strategic technology

BtoC * Strongest Engine * Advanced EP process by
transition * GELJET technology nano-technology
High-speed * Strongest Engine * High-speed image data

transfer by photonics

* GW architecture

Solution * Ricoh Document
Highway Web service

* Ubiquitous universal
office

e Technologiesfor Value-added solutions

: * Embedded pattern
Secur ity printing technology

* Copy guard technology

* QSU (Quick Start-Up)

E nVI r On merlt * H ybr | d QSU (QSU+Capacitor) EP process:. Electric Photoconductive process
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V. Original Target
e Review of 14th Mid-term Plan Target (Original)

RIGO[X

(¥ billion)
FYO03/3 FY04/3 FY05/3
Actual |%of netsaes| Forecast |% of net sale3Growth ratio Original Plan % of net sales
Domestic]  896.0|51.5% | 900.0|50.6%| 0.4% 1,000 50%
oveseass| 842.3|485% | 877.0|49.4%| 4.1% 1,000| 50%
NetSdes | 1,738.3 1,777.0 2.2% 2,000
operating 133.6| 7.7% | 153.0| 8.6% |14.5% 180 | 9.0%
Pretax Profit 123.4| 7.1% 144.0| 8.1% |16.6% 160 | 8.0%
Net Income 725 4.2% 85.0]1 4.8% [17.2% 90| 4.5%
¥122.0/$ ¥113.3/$ ¥120/$
¥121.0/EURO ¥131.1/EURO ¥110/EURO
ROE 11.2% 12.0%
ROA 6.6% 8.5%
Equity ratio  34.9% 40.0%

Free cash flow ¥87.5 billion(Fy02/3)

*ROE: Net income on shareholders investment  ROA: Pretax profit on total assets

¥150 billion(3 years)

*FY 05/3 forecast will be released on April 2004.



V. Our Vision

e Creating new value

Group vision : Winnersin the 21st Century

Customer

Employee

Shareholders

Society

*

*

*

World No.1 Products
Solid relationship with customers

Vital and motivated culture
Performance Excellence

Responsible action as a cor porate
citizen

Present

RIGO[

Future

Contributeto productivity improvement
and knowledge creation for individuals
wor king anytime, anywhere, providing
high reliability and new value creation.

Repliesto shareholders' reliance
by maintaining higher growth
and profitability
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V. Our Vision RIGO

. Expanding cor por ate value by higher growth and profitability

A
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V. Our Vision RIGOW

e Higher growth rate of sales and expansion of profit
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V1. Target Areas RIGOL

e Areasfor growth

Printing
<EXisting area> <New area>
- Office color - Downsized host print
- Solutions - GELJET printer
- POD, etc
Growth
Chance
Emerging M arket Non-imaging
Nehina - Existing business

- Other areas - New business
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VI-i. Target Areas: Printing RIGOR

® Strengthening the positions on existing area and expansion to new areas

Document

Volume MFP/LP
High

Mid

L ow

GELJE
Low-end MFF

Business : Host printing Market
Per sonal Office / Production 16




VI-ii. Target Areas: Emerging market RIGOM

e Obtain No.1 position on emerging market

A
g l[l China and others

I:l Europe
I] The Americas
[|I Japan
Chlna strategy
- Other area strategy

Present Future




VI-iii. Target Areas: Non-imaging RIGOL

e Establish new business area
Investment on
growth areas

Present Future
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VI-iv. Summarize of Target Areas RIGO

e Growth areasand strategies
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RIGO[X

* The Company bases the estimates above on information
currently available to management, which involves
risks and uncertaintiesthat could cause actual results
to differ materially from those proj ected.
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