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Presentation 

Ochiai: Thank you for your patience. Thank you very much for taking the time out of your busy schedule to 
participate in the EBARA IR Day 2026. Now, it is time to begin the event. 

The presentation materials are available on our website. Please refer to them during the session. 

 

Now I would like to introduce today’s speakers. 

This is Isao Nambu, President of the Precision Machinery Company. 

Nambu: I am Nambu. Thank you for joining us today. 

Ochiai: This is Takanobu Miyaki, President of the Energy Company. 

Miyaki: I am Miyaki. Thank you. 

Ochiai: This is Shu Nagata, President of the Building Service & Industrial Company. 

Nagata: I am Nagata. Thank you for your time. 

Ochiai: This is Tetsuya Fuchida, CFO and Executive Officer in charge of Investor Relations. 

Fuchida: I am Fuchida. Thank you for your time. 

Ochiai: I, Ochiai from the IR and Public Relations Division, will be serving as the moderator. Thank you. 

Today, the event consists of three sessions, and questions will be answered after each session. After a few 
opening remarks from Fuchida, we will begin session one. The event is scheduled to end around 4:00 PM. 

To begin, Fuchida, Executive Officer in charge of Investor Relations, will now deliver an opening address. 
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Fuchida: I am Fuchida, CFO. Thank you very much for participating in EBARA IR Day 2026. 

Later today, each Company President will present their medium- to long-term strategies for our three global 
business segments: Precision Machinery, Energy, and Building Service & Industrial. 

Before we begin, I’d like to discuss the perspective from which I’d like you to view today’s session, taking into 
account the roles of E-Vision 2035 and E-Plan 2028. 
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We achieved the economic value targets set forth in E-Vision 2030, our previous long-term vision, during the 
period of our previous medium-term management plan E-Plan 2025. ROIC, ROE, revenue, and operating profit 
ratio have all shown steady improvement, and our market capitalization has also expanded significantly. 

At the same time, since the formulation of E-Vision 2030, the business environment surrounding our company 
has become increasingly complex, due to factors such as growth and volatility in the semiconductor market, 
the energy transition, geopolitical risks, and the need for energy conservation and labor-saving measures. 

In light of these changes, we have established E-Vision 2035 as our new vision for the future, looking ahead 
10 years. The new medium-term management plan E-Plan 2028 defines the first three years as the period for 
laying the foundation for growth toward achieving that goal. 

 

This is a visualization of the business portfolio our company aims to build in order to realize the vision set 
forth in E-Vision 2035. 

We classify our five business segments into three global business segments and two Japan-based business 
segments. 

The three business segments—Precision Machinery, Energy, and Building Service & Industrial—which I will 
explain shortly, are the segments that will drive growth in the global market. While the Precision Machinery 
segment is expected to experience strong growth, it is subject to the volatility characteristic of the 
semiconductor-related market. The Energy segment is one in which demand is expected to grow over the 
medium to long term, yet it is strongly influenced by geopolitical factors. The Building Service & Industrial 
segment is a business that is closely tied to GDP and serves a broad market. While these three segments are 
positioned as growth businesses, each has its own distinct market characteristics. 

The key is not to view these through a one-size-fits-all framework, but rather to make growth investments 
tailored to specific markets and roles, and to work toward improving profitability and capital efficiency. At the 
same time, our two Japan-based business segments—Infrastructure and Environmental Solutions—serve as 
the foundation that underpins our stability and social significance. 
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By optimally combining these five business segments, we aim to enhance our corporate value over the 
medium- to long-term. 

 

Building on our core technologies, including flow control and rotating machinery, we have expanded our 
business scope while addressing social challenges and customer needs. 

As shown in the figure on the left, the Precision Machinery segment was established by combining the fluid 
analysis and control technologies developed in the pump business with the engineering technologies 
developed in the Environmental Solutions business, and by leveraging the customer relationships built 
through the pump business to expand into the semiconductor market. 

What I’d like to highlight on this slide is the value of having a diversified business portfolio. The examples on 
the right focus on the three global segments represented by today’s presenters. Each of these businesses 
serves different markets and has its own growth profile. By combining them, we are able to balance a stable 
earnings base that is resilient to changes in the business environment with ongoing investments to drive 
sustainable growth. 

We also intend to pursue synergies across our businesses by leveraging shared platforms, including 
technological ones, and those related to customers and data. One example of this is enhancing the value of 
equipment throughout its lifecycle by deploying industrial chillers, analyzing operational data, and utilizing 
diagnostic technologies and S&S. 

In the presentations of each company that follows, I hope you will take a look at their respective market 
opportunities and competitive advantages. 

That is all from me. I look forward to productive sessions with you all today. Thank you very much. 
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Ochiai: Then, we will now move on to the first session. Takanobu Miyaki, President of the Energy Company, 
will explain the Energy Company’s medium- to long-term strategy and its initiatives in the sustainability 
market. 
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Miyaki: I am Miyaki, President of the Energy Company. 

I would now like to explain the Energy Company’s medium- to long-term strategy and our initiatives in the 
sustainability market, while highlighting the latest developments. 

 

First, as shown here, I’d like to briefly review E-Vision 2035 and E-Plan 2028, which we announced this past 
February. 
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As one of the global business segments, we will continue to make investments and conduct business 
operations to realize the E-Vision 2035 business vision outlined above. 

E-Plan 2028 is a three-year period aimed at enhancing our competitiveness and profitability as we work 
toward our vision for 2035. We will advance our sustainability initiatives, establish a leading position in our 
existing business areas, primarily LNG and ethylene, and actively invest in technological research and 
development, AI, digital transformation, and human resource development. 

As a result, as shown on the right, we are targeting revenue growth of at least 8%—exceeding market 
growth—by 2028, and an operating profit ratio of at least 14.5%, representing an increase of approximately 
2.5 percentage points from the end of 2025. Today, I’d like to explain our strategy for achieving revenue 
growth and improved profitability. 

 

This slide was announced in February as part of E-Plan 2028 and outlines product development and launches 
to market in the sustainability sector. 

This aligns with the E-Plan 2028 strategy of establishing a leading position in the LNG sector while 
spearheading the transition to a decarbonized society through initiatives for CCUS, ammonia, and hydrogen. 
I will go into further detail later. 



 
 

 9 / 37 
 

 

First, let’s look at our initiatives in the LNG business. 

This area will contribute to both revenue growth and improved profitability. We believe that the market size 
in this sector will continue to grow in the future. We expect that global demand for LNG will continue to grow, 
driven by factors such as the geopolitical situation in Ukraine and the recent developments in the Middle East, 
which have heightened concerns about energy security, as well as LNG’s role as a bridge from conventional 
oil and gas to decarbonized energy sources. 

Next, we aim to expand our market share in this area. 

First, in response to decarbonization requirements, the power sources for LNG compressors, which were 
traditionally almost exclusively gas turbines, are gradually shifting toward electric motors. In response to this 
trend, we are expanding our power generation facilities in Jeannette, Pennsylvania, USA, to establish the 
capability to conduct proof load tests required for LNG main refrigeration compressors, with the aim of 
increasing orders for main refrigeration compressors—a market we have not been able to enter until now. 

Second, while equipment for LNG is primarily manufactured at the Jeannette plant, that plant is currently 
undergoing modernization and automation. Through these efforts, we will strengthen our competitiveness 
by shortening delivery times and reducing costs for the relevant equipment, and we will strive to expand our 
market share and improve profitability. 

Third, we are promoting the introduction of a new expander featuring higher energy recovery efficiency. This 
power recovery device enhances LNG process efficiency by utilizing cryogenic pressure letdown instead of 
conventional pumps. Through these initiatives, we intend to establish a leading position in the LNG sector 
while also striving to improve profitability. 
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Here is an overview of our initiatives at the Jeannette plant in Pennsylvania, USA. 

The photo on the left shows the completion of a power capacity expansion of up to 100 megawatts, which 
will enable us to step up our efforts to secure orders for electrification projects. 

In addition, as shown on the right, we are updating the production equipment at that plant and working to 
automate and streamline processes. 
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Next, I’ll discuss our initiatives regarding service & support. These initiatives will also contribute to both 
revenue growth and improved profitability. 

We have been working toward this goal since the previous medium-term management plan E-Plan 2025, but 
what we truly want to achieve is to provide prompt and comprehensive services in the areas closer to our 
customers. 

In recent years, customers in the energy sector have been shifting their business operations from their 
traditional hubs in Japan, the United States, and Europe to Asia and the Middle East. At the same time, the 
United States has become a very active exporter of oil and natural gas. 

In response to these trends, we plan to open new service shops in emerging markets, expand and enhance 
our capabilities in active markets, and close locations that have become unprofitable due to changes in 
customer patterns. 

Here is a breakdown of the specific optimization measures implemented at our locations. 
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I’d like to introduce a few of these in more detail. 

We operate a service shop in Houston, the industry’s hub, where the oil and gas export industry is booming, 
and we are currently working to expand the capacity and capabilities of this service shop. Construction is 
scheduled to be completed within the next two to three months. 

In addition, while we already have two service shops in Saudi Arabia, we are currently constructing a service 
shop in Abu Dhabi primarily to serve customers in Gulf countries other than Saudi Arabia. Until now, we have 
been relying on our service centers in Europe, but with the opening of this service shop in Abu Dhabi, we will 
be able to provide faster service to our customers in the Gulf countries of the Middle East. 

In Saudi Arabia, we are working to enhance our capabilities in response to customer requests for greater 
localization. Specifically, we are working to enable the final packaging of products such as compressors, and 
to strengthen our service & support capabilities. This construction is scheduled to be completed within the 
next year, 2027. 

We expect these initiatives in various regions to enable us to actively capture demand for service & support 
not only in the existing oil and gas sector but also in the sustainability sector, which is expected to grow in the 
future. 
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In addition, as part of our efforts to expand our service & support business, we are developing remote 
monitoring and predictive maintenance services. We believe this initiative not only enhances our after-sales 
services through the use of AI and other technologies, but also helps solve challenges faced by our customers, 
such as maximizing plant profitability and addressing an aging workforce, a shortage of experienced personnel, 
and aging equipment. 

We are currently conducting pilot tests with five of our customers, and we aim to launch the service for pumps 
in 2026 and for compressors and turbines in 2027. 
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Next, I’d like to share our progress in the sustainability sector. 

First, concerning hydrogen, we are proceeding with the construction of a full-scale commercial test facility for 
liquid hydrogen pumps and have begun operating some of the test facilities. 

As for recent developments, our liquid hydrogen pumps have received the world’s first type certification for 
cargo pumps used on liquid hydrogen ships. We believe that this acquisition will enable us to capture demand 
for liquid hydrogen pumps in the construction of liquid hydrogen carriers scheduled for the future. 

In addition, following the order received late last year for liquid hydrogen booster pumps for a domestic liquid 
hydrogen facility, we have continued to secure orders for other commercial projects. Most recently, we 
received an order for liquid hydrogen pumps for airport infrastructure, and inquiries regarding pumps in this 
field are also on the rise. 

Turning to ammonia, we have won multiple orders for ammonia pumps used in ammonia conversion projects 
at coal-fired power plants. We are also receiving inquiries for a number of additional projects. 

With respect to CCUS (Carbon Capture, Utilization, and Storage), we are advancing both compressor and 
pump solutions, as well as product development, tailored to our customers’ specific requirements. We already 
have a track record with pumps, and demonstration testing for compressors is scheduled to begin this year, 
with commercial market launch planned for 2027. 
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Next, I will explain our other initiatives. 

As mentioned in the service & support section, in our LNG business, in response to the trend toward the 
electrification of powertrains driven by decarbonization efforts and the increasing shift toward local 
production particularly in the Middle East, we are expanding our order intake not only in the downstream 
sector, where we have traditionally excelled, but also in the upstream and midstream gas processing sectors 
in the Middle East, in particular. 

With regard to our engineered solutions, or retrofit business, here, too, driven by the trend toward 
decarbonization and energy conservation, we are seeing growing demand for performance and efficiency 
improvements in equipment we have already delivered. In this regard, we will leverage our strengths in 
providing customized solutions to actively work on modifying and improving not only our own products but 
also those of other companies. 

Next, I’d like to say a few words about our regional focus. One is the United States, where our Jeannette plant 
is advancing modernization and automation; the Middle East, where demand is rising not only for 
conventional oil and gas but also for sustainability initiatives; and China—one of the world’s largest energy 
consumers, which is also actively pursuing sustainability initiatives. By optimizing our local operations in these 
key regions, we aim to expand our market share through shorter delivery times and improved customer 
satisfaction. 

Furthermore, by further deepening our ongoing global integration efforts, we will strive to improve efficiency 
through globalization while, at the same time, maximizing value and increasing profits by providing customer 
service tailored to each region. 
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Lastly, as the head of the Energy segment, I would like to explain my vision for managing the segment and 
how I intend to bring E-Plan 2028 and E-Vision 2035 to fruition. 

First and foremost, we prioritize the safety and health of our employees worldwide, and we are committed 
to continuously striving for improvement in the quality of our products and services, as well as in meeting and 
shortening delivery times. 

With that in mind, I will focus on the following points as our company’s strengths to maximize the value we 
provide to our customers and the market and to improve business efficiency. 

First, in terms of our technical and product strengths, we offer a wide range of equipment and services in the 
field of compressing and transporting both gases and liquids. We recognize this as a technical strength that 
goes beyond standalone pumps or compressors, and we believe we can leverage our strengths particularly in 
the CO2 sector, where liquids and gases—and, in some cases, both coexist—are involved. 

Furthermore, when it comes to compression and transfer equipment, specifically in areas such as materials 
and rotor dynamics, we recognize that we have particular strengths in the more challenging high-temperature, 
cryogenic, and high-pressure ranges. These include our highly competitive cryogenic pumps for LNG, as well 
as liquid hydrogen pumps, which we are currently commercializing and bringing to market, and, as we 
announced recently, our collaboration with NuScale on SMRs, small modular reactors. We believe that 
leveraging our strengths in these areas will contribute to our business expansion into these new fields. 

Next, regarding our organizational and cultural strengths, although we are a global company, we have 
locations in the United States, Japan, China, the Middle East, Europe, India, and other regions, which allows 
us to operate with flexibility and agility in each of these areas. We believe that workforce diversity contributes 
to enhancing corporate value, and it enables us to provide prompt and attentive service to customers in each 
region while maintaining global consistency. 

Furthermore, we possess advanced engineering capabilities. We recognize that one of our greatest strengths 
is our ability to understand our customers’ complex needs, provide customized solutions to their specific 
challenges, and bring those solutions to fruition. In particular, as we navigate the era of energy transition, new 
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solutions, rather than existing ones, are becoming necessary, and we believe this aspect of our business will 
be a major strength. 

Moreover, our service business is also one of our major strengths. We believe that our global and 
comprehensive service capabilities enable us to address our customers’ challenges and the issues they wish 
to resolve more directly, and that these capabilities also contribute significantly to the profitability of our 
business. 

Although it was a brief overview, that concludes my presentation for now. 

Let us begin the Q&A section. Thank you for your attention. 
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Ochiai: We will now move on to session two. 

Shu Nagata, President of the Building Service & Industrial Company, will explain the business vision and 
medium- to long-term strategy. 

 

Nagata: Hello, everyone. I am Nagata, President of the Building Service & Industrial Company. In this section, 
titled “The Building Service & Industrial Company’s Vision and Medium- to Long-term Strategy,” I will explain 
our vision for the next 10 years, as well as the specific strategies outlined in our medium-term management 
plan E-Plan 2028. 

 



 
 

 19 / 37 
 

First, I would like to explain our long-term vision, E-Vision 2035, which outlines our desired future state 10 
years from now. 

Our company identity is to create a new kind of comfort in the world and empower the industry to expand its 
horizons. 

Regarding the two markets our company serves, the building service market and the industrial market, in the 
building service market, we aim to make people’s lives around the world more comfortable through the 
products and services we provide for condominiums, commercial facilities, and other such venues. 

Furthermore, with regard to the industrial market, we aim to support the advancement of our customers’ 
industries by having them incorporate our products and services into their production processes. 

To that end, while we possess core technologies related to fluids, air, and heat, we aim to master these 
technologies and become leaders who pioneer “firsts” in the world and within our industry. 

More specifically, our goal for the next 10 years is to become a manufacturer capable of achieving three key 
objectives: new features; energy efficiency, labor-saving, and decarbonization; and stable operations. 

First, we aim to become a new-feature manufacturer that develops industry-first equipment and units in 
response to customer demand, delivering products that offer new features and value. 

Regarding the second point, we aim to be a manufacturer of energy-saving, labor-saving, and decarbonization 
solutions that delivers innovative products by replacing products our customers are already using and adding 
new features to help them achieve energy efficiency and address labor shortages. 

Third, by prioritizing service demand, we aim to become a manufacturer that ensures stable equipment 
operation by providing services such as remote monitoring of our customers’ equipment processes and 
predictive maintenance based on that monitoring. 

Our specific business vision is to leverage our cooling and thermal technologies, as well as our fluid 
technologies, to secure a leading position in markets with strong growth potential, such as the data center 
and electronic device markets. 

We also intend to increase added value by offering new solutions that combine pumps with heating, cooling, 
and refrigeration products, as well as control technologies, and by integrating digital technology into these 
solutions. 

Furthermore, rather than simply selling products outright, we aim to evolve our business model to maximize 
our lifetime revenue by providing various services to customers throughout the entire lifecycle of the products 
we sell to them. 

In addition, by shifting toward high-margin businesses—including the restructuring and consolidation of our 
business locations—we aim to build a more profitable and efficient business. 

By achieving these goals, we aim to provide water to 800 million people worldwide and deliver social value 
that ensures a comfortable lifestyle continues without interruption or downtime. 

As shown in this graph, with regard to revenue and operating profit ratio, we aim to generate more than 
double the revenue and achieve an operating profit ratio of 10% or higher over the medium- to long-term. 
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Next, I will explain the basic business policies of our medium-term management plan E-Plan 2028, which runs 
through 2028. 

First, regarding the provision of solutions and services, while we have already begun working on this, we will 
integrate IoT technology into our various products, such as pumps, refrigeration and heating equipment, and 
fans, to better meet our customers’ needs for energy efficiency, labor-saving, and decarbonization solutions. 
Furthermore, by establishing direct points of contact with our customers through IoT devices such as sensors, 
we will actively expand our service business and aim to provide value throughout the entire product 
lifecycle—going beyond simply selling devices. 

Next, in overseas markets where continued growth is expected, we intend to take a market-in approach 
tailored to in-person instruction across various regions worldwide, coordinating efforts globally to provide 
products and services that meet demand and ensure we capture that demand effectively. 

Finally, in so-called growth industries, such as the data center and electronic device markets, where significant 
growth is expected alongside societal development, we will take on the challenge of developing these new 
markets by working closely with our customers to provide timely and differentiated products and services. 

Based on these basic policies, we aim to achieve a CAGR of 8% or higher in revenue and an operating profit 
ratio of 9% or higher in the final year of the E-Plan 2028 period. 
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Next, I would like to discuss in detail the third point of our business vision outlined in E-Plan 2035: improving 
the efficiency of our overall business structure. 

Our company provides products and services across a wide range of industries and regions, generating 
revenue and profits by increasing sales volume; as such, I believe it can be described as a stable business with 
relatively low volatility. 

Specifically, we ship more than 1.2 million pumps annually to over 140 countries around the world. I believe 
there is significant room to improve the efficiency of the extensive logistics operations involved in this existing 
business by leveraging digital transformation technologies such as AI. 

Furthermore, we will shift the human resources freed up through efficiency improvements achieved by 
leveraging AI and other technologies to growing sectors such as data centers. With that in mind, we intend to 
transform our entire business structure. 

In addition, as you know, the construction market in China is currently in a severe slump, and we are 
streamlining our operations to adapt to this downturn. 

Moreover, to optimize our capital investment, we are reducing accounts receivable by reviewing various 
transaction terms and strengthening debt collection. In addition, through global collaboration between our 
manufacturing and sales divisions, we are working to reduce and optimize inventory across the entire business. 
Through these efforts, we are working to make our existing businesses more efficient. 

Also, we plan to expand our business in the data center and semiconductor markets, strengthen our services 
through technologies that provide direct points of contact with customers—such as the EBARA Maintenance 
Cloud—and, in addition, pursue growth in overseas markets, including through mergers and acquisitions. 
Through these initiatives, we aim to achieve an operating profit ratio of at least 9%. 
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Next, I would like to explain our DX initiatives. 

We are currently stepping up our DX efforts, particularly in our domestic operations. By leveraging this DX, 
we aim to drive business transformation from both an offensive and defensive perspective. With AI as our 
partner, we want to free ourselves from routine tasks and use data as our weapon to create value—all with 
the goal of achieving both operational efficiency and revenue growth. 

First, regarding our defensive DX efforts, as I mentioned briefly earlier, due to the nature of our business, 
which sells high-volume products, we handle a very large number of customer inquiries, requests for quotes, 
and order arrangements. We developed an in-house product quotation agent based on generative AI to 
handle tasks such as preparing quotations for these products, and by implementing it, we have succeeded in 
reducing annual work hours by more than 36,000. As a result, we have been able to significantly improve 
operational efficiency. 

Next, as part of our offensive DX initiatives, there is the EBARA Maintenance Cloud, which I mentioned briefly 
earlier. This platform connects us directly with our customers. Through remote monitoring, we help them 
reduce staffing and labor requirements, and by analyzing operational data, we enable predictive maintenance. 
Moreover, by providing a customer experience that minimizes equipment downtime, we aim to contribute to 
maximizing customer lifetime value. 

We also offer a maintenance and inspection AI agent, which we use to provide timely and efficient quote 
proposals to customers with maintenance contracts, with the goal of expanding our revenue through this 
service. 

In overseas markets, in response to the ongoing slump in the Chinese construction market, which I mentioned 
earlier, we have already consolidated our sales offices and reduced our workforce by more than 100 
employees. In addition, by integrating our operations for pumps and heating and cooling equipment in China, 
we are generating synergies such as strengthened sales collaboration and the ability to propose solutions that 
leverage both product lines. 
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From here on, I’d like to talk a little about our industrial chillers for the semiconductor market—a product 
we’re focusing on as a growth driver—as well as our products for the data center market. 

First, I'll talk about industrial chillers. This is used in semiconductor manufacturing equipment and the like, 
and as etching processes become more precise and operate at lower temperatures, the power requirements 
are increasing accordingly. As a result, we are currently seeing an increase in electricity and water 
consumption. 

Our industrial chillers are designed to operate in an extremely low-temperature range of minus 60 degrees. 
While covering this low-temperature range, by integrating our core cryogenic expertise with pump-centered 
fluid technology and controlling the system via a proprietary energy-saving algorithm, we can cut total chiller 
power consumption by 30% to 50% compared to conventional models. 

By minimizing the increase in power consumption even at these lower temperatures, we can meet our 
customers’ energy-saving needs, which they view as a major challenge, and we consider this to be our strength. 

The market for industrial chillers used in the semiconductor industry is currently estimated to be worth more 
than JPY100 billion, and demand is expected to continue growing in the future. Among these, we are 
particularly strong in the ultra-low-temperature products I mentioned earlier, and since demand for these 
products is expected to grow, we are currently stepping up our efforts in new product development to capture 
this demand. 

Next, another growing market is the data center market. As you know, the number of data centers has been 
increasing rapidly in recent years. At the same time, the rapid proliferation of generative AI has led to a 
significant increase in energy consumption at data centers. 

An important metric for measuring a data center’s energy efficiency is Power Usage Effectiveness, commonly 
known as PUE. This metric, known as power usage efficiency, should be kept as close to 1.0 as possible. In 
other words, efforts are underway to minimize as much as possible the electricity used for purposes other 
than powering the IT equipment itself, such as cooling. As a result, the market is shifting from air-cooling 
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systems, which cool the air throughout an entire building, to liquid-cooling systems, which cool the servers 
more directly. 

In this liquid cooling system, the most important requirements for the pump are, of course, energy efficiency, 
but also compactness—so it can fit within the limited space of a server rack. Also, since this is a data center, 
leaks of the coolant are highly undesirable; therefore, a leak-free pump design is required to minimize this 
risk. 

Going forward, we will supply products to the data center cooling market, which is projected to grow by more 
than 16% annually and is concentrated in the US, where hyperscalers are active, using our US base as a hub. 
In addition, we plan to offer our new, energy-efficient, space-saving, and unique leak-free cooling pumps and 
expand into global markets, with a focus on the United States. 

 

This will be my final point, but I’d like to talk briefly about the nature of the Building Service & Industrial 
Company's business and our vision for the future. 

We recognize that our company’s business plays a vital role in providing a stable revenue base among the 
three priority segments that drive our global business. This business operates in a stable sector with relatively 
low volatility and is not dependent on any specific market; it is expected to achieve steady growth in line with 
GDP growth in each region. 

Thanks to our diverse global workforce and network of locations, and by conducting sales in each country 
through local installation contractors and distributors, we are able to handle a wide range of logistics 
operations across many regions. 

Furthermore, by combining pump technology with heating and cooling technology, we can offer unique 
products and services. We believe this will enable us to meet demand across a wide range of industries and 
generate synergies within the Group by leveraging the customer relationships we have cultivated through 
other business units such as our precision machinery business. 
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At the same time, we recognize that we face challenges in terms of profitability and capital efficiency, and we 
are currently in the midst of a major transformation aimed at addressing those challenges. To drive this 
transformation forward, we intend to steadily implement measures such as business process transformation 
through digital transformation, as explained earlier; optimizing capital investment; shifting our business 
structure from product sales to high-margin, recurring-revenue models; and securely capturing rapidly 
growing markets such as the data center and electronic device markets. 

Through these efforts, we intend to achieve the goals set forth in E-Plan 2028 and, furthermore, aim to realize 
the business mission outlined in E-Vision 2035 and deliver social and environmental value through our 
business operations. 

That is all from me. 
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Ochiai: We will now move on to session three. Isao Nambu, President of the Precision Machinery Company, 
will explain the Company’s medium- to long-term strategy and the technological capabilities that support the 
evolution of semiconductors. 

 

Nambu: Hello. I am Nambu from the Precision Machinery Company. Thank you very much for taking the time 
to join us today despite your busy schedules. I will be speaking on the topic of “The Precision Machinery 
Company’s Medium- to Long-Term Strategy and the Technological Capabilities Supporting the Evolution of 
Semiconductors.” 
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First, I would like to explain our company’s business vision for 2035. 

Our business vision is to become a one-of-a-kind player in the industry by providing a diverse range of 
solutions that support our semiconductor customers’ rapid development and efficient production, thereby 
contributing to the advancement of cutting-edge semiconductors, supporting our customers’ energy-saving 
and decarbonization efforts, and underpinning the sustainable evolution of an AI-empowered society. 

This statement reflects our commitment to becoming an indispensable partner in the evolution of 
semiconductors—not only through process equipment that supports this evolution, but also through 
component solutions essential for energy conservation and decarbonization, and by pooling the Company’s 
resources to develop solutions for semiconductor fabs. Driven by the future growth of the semiconductor 
industry and the expansion of our company’s market share, we aim to achieve significant growth in revenue 
and profits by 2035. 

I would now like to explain our mid-term business strategy for 2028, which we have developed through back-
casting from 2035. 

Against the backdrop of the accelerating social implementation of AI and the resulting technological 
innovations in the semiconductor industry, the importance of CMP systems and components—areas where 
we excel—is greater than ever due to technological advancements such as miniaturization, higher integration, 
and 3D integration. 

In response, we will seek to expand our market share by offering a wide range of products—not limited to 
CMP equipment—including package plating and bevel polishing systems, dry vacuum pumps, gas abatement 
systems, vacuum exhaust for EUV lithography systems, ozone water generators, and the industrial chillers 
mentioned earlier. 

To that end, for all of our products and solutions, we will develop solutions that solve our customers’ 
challenges and deliver added value; we will proactively demonstrate the value of these solutions to our 
customers and, by earning their recognition, expand our market share. Through rigorous cost management, 
the expansion of our S&S business, and the strengthening of our global consolidated structure, we will build 
a solid business foundation to increase revenue and operating profit margins, and we will actively invest in 
future growth. The above outlines our company's policy. 

Under E-Plan 2025, we achieved a CAGR of 15%, significantly outperforming the market growth rate. As the 
market continues to grow, we believe these medium-term management plans are achievable by further 
strengthening our organizational structure and continuing to invest in growth. 
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You may have seen this slide a few times before. This slide shows examples of how products from the EBARA 
Group, including those from our company, are used in semiconductor plants. 

Within the cleanrooms of semiconductor plants, we provide equipment such as CMP systems, plating systems, 
and bevel polishing systems, which are directly involved in semiconductor manufacturing. 

In addition, an area called the “sub-fab,” located below the cleanroom, houses auxiliary equipment that 
supports the semiconductor manufacturing equipment in the cleanroom. We offer a wide range of 
components for that area, including vacuum pumps, gas abatement systems, vacuum exhaust systems for 
EUV lithography equipment, ozone water production equipment, and industrial chillers. 

In addition, in the machine room located beneath the sub-fab—which is upstream of the utility system—we 
also provide products from the Building Service & Industrial Company, such as feed pumps and chillers, as 
well as cooling towers on the roof. As such, we provide solutions for every level of semiconductor 
manufacturing. 

We believe that we are the only company in the world capable of supporting both our customers’ stable 
operations and the reduction of their environmental impact through our extensive product lineup, which 
covers everything from process equipment to sub-fabs and utilities. By leveraging this comprehensive 
strength, we intend to make a significant contribution to the advancement of semiconductor manufacturing. 
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This slide shows the overview of today’s presentation. 

Today, from the product groups I mentioned earlier, I would like to discuss two areas: CMP systems, which 
are used in semiconductor manufacturing, and components, which support semiconductor manufacturing 
equipment. 

In the first part, I’d like to discuss in detail our CMP systems, which are our biggest growth driver. Specifically, 
I will explain the history of our efforts to address challenges, the current role of the planarization process, the 
factors driving future growth in planarization needs, and examples of how our technology contributes to 
advanced semiconductors. 

In the second half, I'll talk about component products. As part of our solutions for the sub-fab sector, I would 
like to introduce specific initiatives aimed at saving space and reducing energy consumption by addressing 
overcrowding in sub-fab areas. 
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First, about CMP. 

Although CMP systems are now indispensable to semiconductor manufacturing, it is no exaggeration to say 
that it is the newest addition to the semiconductor manufacturing process. Although CMP became widely 
adopted in the 250-nanometer generation, semiconductors prior to that were manufactured without using 
CMP. 

When CMP was first introduced, it was regarded as a particularly messy and demanding process. Because 
CMP removes material by polishing with abrasive particles, it was considered a major source of contamination 
and was typically installed in a separate room, almost like a basement workshop, rather than in the cleanroom 
itself. The process after polishing was equally challenging. Before wafers could proceed to the next 
manufacturing step, abrasive particles and polishing debris had to be completely removed. To prevent these 
contaminants from adhering to the wafer surface, wafers were manually transported while submerged in 
water tanks, making the operation extremely labor-intensive and difficult. 

Amidst this, EBARA broke through the industry’s conventional wisdom that CMP was difficult to use in 
cleanrooms and successfully commercialized the world’s first “Dry-in/Dry-out” system, which performs an 
integrated process—from polishing to cleaning and drying—all within a single unit. 

By containing dust within the system and integrating cleaning and drying functions into the CMP system, we 
completely eliminated post-polishing manual operations and enabled the CMP system to be installed in a 
cleanroom. In this way, we have transformed the CMP—which was once considered a nuisance—into a clean, 
simple piece of equipment. We believe that the current advancements in the CMP process are made possible 
by the development of this Dry-in/Dry-out technology, and that our company deserves significant credit for 
making this a reality. 
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Next, I would like to explain the role of the current planarization process. 

Through the developments described earlier, the CMP planarization process has now become an essential 
step in modern semiconductor fabrication. 

The diagram in the center of the slide is a highly simplified representation of the front-end processes in 
semiconductor manufacturing. As shown, the CMP planarization process is performed repeatedly as part of 
the series of steps involved in circuit formation. 

Traditionally, CMP planarization has served three primary purposes. The first is to create the flat surfaces 
required for multilayer device structures. The second is to ensure accurate focusing of lithography equipment, 
enabling precise exposure and development. The third is to provide the high degree of surface planarity 
necessary for increasingly dense circuit patterns. 

As shown in the diagram in the lower right, if layers are stacked without planarization, the unevenness of the 
lower layer will directly affect the layers above it, making it impossible to achieve these three objectives. Only 
through advanced planarization can today's complex multilayer structures be realized. 

At a conference in 2018, a participant asked the famous Dr. Gordon Moore—known as the “father of 
semiconductors” and the proponent of Moore’s Law—what he considered to be the most unexpected 
technology in the history of Moore’s Law. At that time, he reportedly replied that if he had to name one 
particular technological advancement that had surprised him, it would be the use of CMP in metal 
interconnects, as it had been extremely difficult to increase the number of metal layers from one to two. I 
believe this exchange demonstrates just how highly CMP technology is regarded as a key technology for high-
density integration. 

Furthermore, in recent years, in addition to these traditional purposes, new applications—such as 
planarization for lamination and polishing to remove scratches—have been on the rise. Planarization is 
particularly required in cutting-edge areas such as BPDN and multi-layer stacking of memory, and our scope 
of activity continues to expand beyond the front-end process into the mid-end and back-end processes. 
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Next, I would like to explain the market trends that will drive the growing demand for planarization in the 
future, as well as the value we provide. 

We will continue to provide a wide range of solutions across all areas of logic, memory, and advanced 
packaging. 

First, in terms of logic, in addition to the transition to next-generation transistors and the miniaturization of 
circuit line widths, a high degree of flatness is required for wafer bonding processes, as exemplified by the BS- 
PDN. In addition, we are continuing to introduce new metal materials to reduce wiring resistance. In response 
to these challenges, our company’s strengths lie in control technologies that minimize irregularities in new 
materials and fine wiring, as well as planarization control technologies that bring the difference in flatness 
from the edge to the center of a wafer as close to zero as possible. 

Furthermore, by providing advanced cleaning technologies that reliably remove particles from wafers after 
polishing and reducing defects, we will continue to strongly support the manufacturing of next-generation 
logic semiconductors. 

In the memory sector, the miniaturization and stacking of peripheral circuits are advancing in preparation for 
the next generation, and high integration through wafer bonding is also progressing. For structures that are 
becoming increasingly complex and multi-layered, we provide a high-throughput platform that combines 
high-precision control with high-speed thick-film planarization, thereby helping our customers improve 
productivity as the number of process steps increases. Furthermore, in the bonding process, we will provide 
solutions that leverage superior sensing capabilities and advanced polishing control for metal layers such as 
copper, thereby contributing to improved yield and quality. 

Finally, in the field of advanced packaging, we provide CMP and plating systems designed to handle the 
increasing number of interconnect layers resulting from advancements such as chiplets. We also provide CMP 
and plating systems for panel-level packaging, which has been gaining prominence in recent years, and will 
continue to contribute to the establishment of PLP solutions. 
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Here, we will present two specific examples of how our precision control technology—developed in the front-
end process—provides solutions for the mid-end process, which is essential for cutting-edge semiconductors. 

The first one on the left is hybrid copper bonding. This is a bonding technology that directly bonds the copper 
electrodes on the wafer surface to the oxide film at the molecular level, without using solder bumps. The 
challenge here is to planarize the copper and the oxide film, which have different hardnesses. In this regard, 
our strength lies in our advanced height control technology for copper wiring, which is critical to the success 
of the bonding process. This allows us to perform a variety of control operations tailored to customer 
requirements while minimizing step differences between dissimilar materials. 

The second one on the right is the BS-PDN, Backside Power Delivery Network. This is a technology used in 
logic devices, in which signal lines are formed on the front side of the wafer and power lines are formed on 
the back side. The challenge here is that we must simultaneously planarize the oxide film—which has a 
completely different hardness—and the metal film used for power distribution on an extremely thin wafer 
bonded to a carrier wafer, which also requires advanced polishing control technology. 

In this regard, our strength lies in the integration of sensing technology for metal layers and in-plane 
uniformity control technology. This enables precise control of the remaining film thickness at the nanometer 
level, allowing for uniform planarization of dissimilar materials while preventing damage to extremely thin 
wafers. 

In this way, in the cutting-edge field of semiconductors—where structures are becoming increasingly complex 
and multilayered—our precision control technology is making a significant contribution to the evolution of 
semiconductors. 
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Next, in the second part regarding component products, I would like to explain the solutions we provide to 
sub-fab. 

Currently, as semiconductors become increasingly miniaturized and highly integrated, the number of steps in 
the manufacturing process is increasing, and the use of multi-chamber systems is becoming more widespread. 
We understand that, as a result, the sub-fab area below the cleanroom has become overcrowded with 
numerous pipes and auxiliary equipment crammed into a limited space, and that severe space shortages and 
increased power consumption have become major challenges for our customers. 

In response to this, we leverage our comprehensive capabilities as a manufacturer of rotating machinery to 
provide solutions through the development of energy-efficient and space-saving products achieved by 
optimizing their design and control systems. 

A specific initiative is presented on the right side of the slide as the integrated exhaust system solution. We 
have evolved beyond simply improving the energy efficiency of individual units to offering integrated solutions 
for the entire exhaust system. 

First, in terms of individual units, we are offering the “LA+,” a combustion-type gas abatement system that 
reduces the height of the housing to 50% of that of conventional models. Furthermore, “EVIS” is a system that 
integrates a dry vacuum pump and other equipment into the space created by the compact design of this 
“LA+.” 

Not only does this system achieve significant space and energy savings simultaneously, but its packaged design 
also eliminates the need for customers to conduct complex design studies. In recognition of this achievement, 
the system received the “Vacuum Component Grand Prize” at the “JVIA Awards 2025” presented by the Japan 
Vacuum Industry Association, JVIA. 

As the challenges in the sub-fab area continue to grow, we will evolve our strengths from standalone 
equipment to integrated exhaust system solutions, thereby contributing to both our customers’ productivity 
and their environmental needs. 
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This is the last slide for today. To wrap up today’s session, I’d like to share my thoughts as the head of the 
Precision Machinery business and discuss the vision we are striving to achieve. 

As shown at the top of the slide, our vision for this business is to provide a diverse range of solutions that 
support our semiconductor customers’ rapid development and efficient production; to contribute to the 
advancement of cutting-edge semiconductors; to support our customers’ energy-saving and decarbonization 
efforts; and to underpin the sustainable evolution of an AI-driven society. 

We recognize our strengths as our ability to drive technology and foster innovation as an industry pioneer, as 
well as our ability to address a wide range of our customers’ new challenges by offering both equipment and 
components. I believe this is a truly unique feature that only EBARA possesses in the industry. Above all, we 
believe that our greatest strength lies in our experience, support capabilities, and organizational culture, 
which have enabled us to sincerely respond to our customers’ needs. 

In addition, by achieving growth that exceeds the market average and improving our profit margins, we will 
build a solid business foundation that ensures the sustainability of our growth. Furthermore, we will never be 
satisfied with the status quo and will continue to pursue better solutions to the very end. Furthermore, 
through a process in which we all work together to support our customers in their challenges and do our 
utmost to resolve them, we will foster an environment where EBARA and its employees grow together, and 
where everyone can thrive and take pride in their work. We will move forward by upholding these principles 
as our company’s management philosophy. 

Through these combined efforts, we aim to achieve the goals of our next medium-term management plan E-
Plan 2028, and ultimately E-Vision 2035. With passion and a commitment to results, we will continue to drive 
the growth of our business, our people, and our organization, and strive to make even greater contributions 
to society. 
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This concludes my presentation on the Precision Machinery Company. Thank you very much for listening. 

 

 

 

 

 

 

 

 

 

 

 

 

 


