While the entire staff of ULVAC G.m.b.H. (UG) may consist of
only 12 employees, together they form a dynamic team ready to take
on all of Europe. Each member of this highly effective team has been
assigned clearly defined responsibilities and plays a major role in oper-
ations.

UG’s main areas of specialization include: equipment and spare
parts, vacuum gauges and pumps, leak detectors, thermal analysis
equipment as well as repairs and maintenance. In some instances
one person takes care of two areas. With rapid expansion of the busi-
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ness expected in the future, a move to new digs as well as a personnel
increase is in the works for the coming year. The move will double
UG’s floor space and enable some of the maintenance work on stan-
dard products to be performed on site.

Takaaki Yamaguchi, who has been appointed president of UG
took time out of his busy schedule to talk to us about recent develop-
ments in Europe.

President
Mr. Takaaki Yamaguchi

Bringing the ULVAC Brand to Europe

— With PV and Vacuum Component Solutions

— What were your first impressions after coming to work at
uG?

Since I was scheduled to take over the reins as UG president on April
1, I came to Germany in early March to get settled in. The 2009 Photovoltaic
Technology Show was taking place in Munich then, so I really had to get
right into the swing of things the morning after I got here.

—— What’s UG’s home town of Ismaning like?

Ismaning is located just 12 to 13 km north of downtown Munich,
Germany’s third largest city with a population of 1.3 million. Although
Ismaning is not so far away from Munich, it seems like a sleepy country vil-
lage by Japanese standards. It used to be a major semiconductor business
hub about two decades ago when Siemens had its semiconductor plants and
research facilities in Munich and Regensburg. Due to its proximity to these
cities, Ismaning served as a good location for semiconductor manufacturers
like ULVAC to set up shop. By mid April, UG will have moved its opera-
tions to Garching (Parkring 11, D-85748), right across the Isar River from
Ismaning.

—— What is the role of UG in the European market?

UG serves as a conduit for all ULVAC products and services in Europe.
We also recognize the importance of the MENA (Middle East and North
Africa) market and are focusing on those areas as well. The only way we’ll be
able to do all this is by working together with ULVAC Japan (UJ). This kind
of cooperation requires taking a close look at all our resources both in terms
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of people and operations.
What were some major highlights at UG during the last year
and what are your plans for this year?

We have been actively participating in photovoltaic exhibitions since
last year as requested by ULVAC’s flat panel display (FPD) and photovoltaic
(PV) divisions. We have also been using these exhibitions as vehicles for pro-
moting our key component products, such as the UJ Component Division’s
“HELIOT” leak detectors, and ULVAC-Kiko’s dry pumps. At the same time,
ULVAC-Riko’s “ZEM-3" and other products have been promoted at major
international conferences for thermoelectric specialists. Last year we also
started working with the UJ Sales & Marketing Planning Department on
branding strategies for Europe. We plan to pick up the pace as we keep mov-
ing in this same direction over the next year. We now have a big PV contract
in the works and if we are successful in closing the deal, we will need an




additional service station, more personnel and training. Of course we have to
get the orders first (laugh).

How are the vacuum and thin film industries in Europe
doing?

Europe has always been home turf to some of our biggest competitors
and one of the most difficult markets to break into. It has been even tougher
in the last ten years. The competition’s reorganization strategy over the last
decade has been to spin off a whole new crop of companies specializing in
different areas of expertise. Another factor is that as a result of the expansion
of the European Union (EU) after the end of the East-West conflict, emerging
vacuum equipment manufacturers in the former Soviet block countries have
leveraged their huge cost advantages to make inroads into the market.

What's the solar cell industry like in Europe?

The implementation of the feed-in tariff program sparked a PV boom
in Europe. I don’t know exactly how it happened because I wasn’t here then.
Unfortunately, last year Germany, Spain and Italy decided to make some
changes to their feed-in tariff programs, like lowering the buy-back rates for
grid connected solar PV systems and caps on tax incentives that took some of
the air out of Europe’s ballooning PV market. Despite this little glitch in the
market, I don’t think solar PV power generation is just some passing fad. It’s
definitely here to stay. While there were a lot of companies looking to turn a
quick profit who rode the PV wave while it was high and then got out when
the tide started to turn, the long term forecast is sunny. Major solar cell manu-
facturers are riding out the economic storm, triggered by the fall of Lehman
Brothers last October, and making further investments in new PV cell produc-
tion facilities. The solar cell venture companies that were spawned by the
PV boom are doing everything they can to stay afloat in the choppy market
waters. Left with the choice of sink or swim, they are scrambling to find fund-
ing for R&D investments that will improve power generation efficiency and
production investments that will boost productivity and cost efficiency.

Our customers feel that the major players in those countries that have
both the financial and technological muscle will definitely enter the German
market. I personally believe the Italian and Spanish markets will be domi-
nated by venture companies that are able to hold on to their lead.

—— Tell us about the vacuum component industry in Europe?

When it comes to components, we are dealing with a global market.
Our competitors’ products are designed to be marketed around the globe with
specs that meet major international safety standards and voltage requirements.
They are also sold at relatively low prices since their production costs are bud-
geted in light of a global sales strategy. While the CE mark used to be criti-
cized as a non-tariff barrier, nobody complains about it anymore. It’s a huge
victory demonstrating the strength of the EU. I wonder what would happen if
Japan did the same (laugh). UJ now supplies an increasing number of compo-
nents aimed at the global market. These products are quite sophisticated and
should be able to compete on the global market.

What do you think makes ULVAC stand out among its
European competitors?

Ever since I started working in Europe, I feel more strongly than ever
that ULVAC has a very unique quality that no other company comes close
to having. We have three competitors in the solar cell market. The stiffest
competition comes from two EU-based players, Oerlikon Solar and Leybold
Optics. Oerlikon gave up its FPD business four years ago and shifted its focus
to solar cells. Leybold Optics also shifted its focus to the solar cell business
as a result of a new alliance strategy. ULVAC, which would never think of
using the now familiar business strategy of “selecting and concentrating” on a
particular area, has been able to maintain a technological edge over potential
rivals in emerging markets for decades. This is how our solar cell business
came into being. It’s really quite a remarkable accomplishment. There aren’t
many companies out there that can keep focused on R&D and still turn a
profit. I think we should stay this course since it’s a route that is sure to take us
to higher profitability.

—— UG participated in the Photovoltaic Technology Show 2009
which was held in Munich this past March.

The exhibition was attended by about 10,000 people from all over the
EU. So many people visited our booth we didn’t even have time for a lunch
break. Takeshi Haginouchi, the general manager in charge of ULVAC’s FPD
and PV sales, spoke at a seminar introducing ULVAC’s solar cell manufactur-
ing equipment technology, which attracted an audience of 400 people. While
I can’t give you the details about the business inquiries we received during the
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show, I can tell you that the feedback was tremendous.
—— What is the organizational structure of UG?

We have twelve employees, including four in the field, seven perform-
ing double duty to cover sales and marketing as well as administration func-
tions, plus the president. We are planning to hire additional employees to
work at our new office.

—— What are your plans for participating in trade fairs and other
events?

We will take part in ACHEMA 2009 (Frankfurt, May 11 through
15), Intersolar 2009 (Munich, May 27 through 29), and the 24th European
Photovoltaic Solar Energy Conference (Hamburg, September 21 through 25).
So please come and stop by our booth.

— Finally, is there anything you would like to say to the indus-
try as a whole?

We provide ULVAC products and services to the entire European mar-
ket, with a particular focus on EU countries. The Schengen Agreement, a
treaty designed to enable people to move freely between signatory countries,
has been ratified by an increasing number of nations beyond the borders of the
EU. UG is keeping pace with these political developments by expanding our
business sphere beyond the countries of Western Europe that include England,
Germany, France and Italy to encompass more of Central Europe. Our con-
veniently located office is just a 30 minute drive from the Munich Airport, a
gateway to numerous cities and countries in the region. We are committed to
ensuring customer satisfaction with our renowned quick service and technical
expertise. Boasting a staff of multilingual employees, we can easily commu-
nicate with customers in German, English, French, Italian, or Japanese. Our
European customers are sure to find ULVAC products and services to be the
exact business solutions they need.

Aiming for 10 Billion Yen in 5 Years
Mr. Hidenori Suwa President & CEO, ULVAC, Inc.

Until now ULVAC, Inc. had not provided for significant expansion of
ULVAC G.m.b.H. However, in the age of a globalized market, Europe has
become more important than ever and we plan to make gradual yet prudent
investments that will put ULVAC G.m.b.H. on a new path toward a brighter future

Information is everything today and the information these days is that the
EU is shaping Europe into an economic powerhouse that could rival any market
in the world. One look at the European market for photovoltaic cells, an environ-
mentally friendly technology poised to change the nature of global energy con-
sumption, tells us that Europe is on the threshold of a burgeoning new market.

We also foresee the distinct possibility that the EU will adopt new require-
ments on a par with the current mandatory CE mark that signifies compliance
with EU regulations. ULVAC G.m.b.H., located at the center of the European
information vortex, is keenly positioned to learn about the latest breaking devel-
opments as they occur and transmit them back to ULVAC, Inc. They are also
perfectly positioned to harvest the seeds of technological innovation that will
sprout in Europe’s growing fields of technological development.

Despite the fact that the EU has a population of over 500 million with
a GDP equal to 14 trillion US dollars, geographical distance has prevented
ULVAC, Inc. from putting as much resources into its European operations as it
would have liked. We are now in a position to focus our efforts more toward the
development of our European market operations. Eastern Europe is a particu-
larly promising area as a manufacturing base for Western Europe as well as an
independent market on its own. We believe that Europe will provide us with a
bridge to the markets of North Africa and the Middle East and would like to take
advantage of ULVAC G.m.b.H. as a starting point for building further inroads into
the EU market and beyond.

Our competitors have been riding high on a wave of profitable M&A’s in
Europe. As long as this trend continues, ULVAC is determined not to miss the
boat and will keep an eye out for promising M&A opportunities.

The road ahead looks bright and over the next 5 years we expect ULVAC
G.m.b.H. will bring in orders totaling 10 billion yen.
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