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1. Executive Summary ],',",D'T%,C]'\.",!f

“Urban Solutions Business Unit” contributes to solving business issues

and increasing the value of business operators in urban field.

n Established “Urban Solutions Business Unit”

® Aimed at Expanding service businesses that accelerate the Social Innovation
Business in urban fields: real estate, stations & cities and life & social
Infrastructure.

Contributing to solving issues and increasing the values of

business operators using digital technologies

® Using digital technologies including the urban service platform (“Lumada”)
to promote the service businesses that contribute to solving business issues
and increasing the values of business operators in urban field through
collaborating with partners.

3 Developing into a total solution provider of the Hitachi Group's

products and services
@ Starting as a service provider for operators in urban field, Urban Solutions

Business Unit will integrate multiple solutions and provide them as a total
solution, and develop into a business that increases the values of business

O pe rato I'S. © Hitachi, Ltd. 2016. All rights reserved. 3
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2. Business Overview HITACHI
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Contributing to solving issues and increasing the values of
the services provided to end users by business operators in urban field.

Real estate field Station and city field
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In Apr|I 2016 the “Urban Solutlons Business Unit” was establlshed under the “Social Innovation

Business Division”, which is in charge of developing businesses for accelerating social innovations
through coIIaboratlve creatlon with customers.
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3-1. Market Environment: HITACHI
New Trends in urban field Inspire the Next

Acceleration of urbanization in both developed and emerging countries
Growth of market of IoT, which realizes safety, security, comfort,
and low cost demanded by users.

Forecast of the world IoT market (Hardware)

(US B$)
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Source:Gartner "Forecast: Internet of Things — Endpoints and Associated Services, Worldwide, 2015" 29 October 2015, loT Endpoints Hardware Spending, sum of Hardware Revenue.

Graph created by Hitachi Ltd. based on Gartner research

Estimates of real

?Stgtgﬂs;elated fields 159 51 4
Expectations for loT | ®Building owners’ needs for cost reduction and increase
are high due to: of real estate values

loT: Internet of Things ® End users’ needs for high value-added services

Disclaimer of graph numeric :

The Gartner Report(s) described herein, (the "Gartner Report(s)") represent(s) research opinion or viewpoints published, as part of a syndicated subscription service, by Gartner, Inc. ("Gartner"), . . .

and are not representations of fact. Each Gartner Report speaks as of its original publication date (and not as of the date of this Prospectus) and the opinions expressed in the Gartner Report(s) © HItaChI, Ltd. 2016. All rlghts reserved. 7
are subject to change without notice.



3-2. Market Environment: Situations of Business HITACHI
Operators in Urban-Related Fields Inspire the Next

Business operators in urban-related fields are facing fierce competition
and are therefore studying effective measures to cope with the situation

with service improvement.

: : : Needs and issues of operators
Situations of business operators e b et

(EBIT Ratio) Aim for growth of O 2010 Facility management business operators
both revenues ® 2015
20% - di N
alfd Income ® Improve the efficiency of asset management, etc.

Transport business . .
o%erators @ Avoid service outage caused by breakdown

@ Reduce maintenance and management costs

15% -
Transport business operators
Comcp an @ Attract customers to in-station shopping areas
10% 1 = and areas around the station

@® Improve the convenience and safety of station

, *

o L users

.
Compa Company-
Al G : Real estate business ® Reduce maintenance and management costs
5% <O Company . operators

- : Real estate business operators
. . @ Improve the earning rate by improving real estate

...... values
O% T T 1

@ Retain contracts with tenants who remain stable
0 10 20 30 in the long term

Revenues(US B$
Source: IR information from each company ( ) . Reduce management costs

EBIT: Earnings Before Interest and Taxes © Hitachi, Ltd. 2016. All rights reserved. 8
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4-1. Business Strategy HITACHI
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Contributing to the realization of high value-added services
that satisfy user needs

C@)Ie C@nt Talked-
about

Users, Residents, visitors, etc.

“high value-added services”

- , ; O
Real estate Facility management ~ Railway irﬁgﬂfrlgﬁg{e %(;g\'ﬁ Jower Local - r %r;ltziﬁtlons L.
business operators i business operators J§ business operators } business operators ll telecom carriers municipalities M international events

Increase Cost Predictive High Service CoO, . oo
Partner Company of asset valuejll reduction il maintenance [l efficiency jimprovement Ml reduction

Consulting, Solutions Total Solutions

Urban Solutions BU

Monetization expertise Urban service platform

Profit sharing Performance contract (Use of Lumada) coe

Products, services Platform
Each business unit and Hitachi Group Company / Services & Platform BU

R&D, Technology(Big Data Utilization, Al, Analytics, 10T), Experience and Know-how

Al Artificial Intelligence © Hitachi, Ltd. 2016. All rights reserved. 10



4-2. Priority Strategy: HITACHI
Services to Provide in the Three Fields of Focus ~ 'mspire the Next

Through collaborative creation with customers, we will provide our partners with digital

solutions that will help to increase the value of each business operator in the fields
of real estate, stations & cities, and life & social infrastructure.

Real estate field Station and city field in'fri;%ta}ﬂgtjfec}?éld

Collaborative creation of services Collaborative creation of services Collaborative creation of services that
that realize safe, secure, that respond to the needs of users optimize the operation of cities and
comfortable offices of stations & cities improve the level of resident satisfaction
- _ r— ‘__%1.
et sWEEREET |- NG > -3
Building districts Areas around stations Residential districts
® | CC optimization services ® User-oriented services ® Urban infrastructure O&M
- Predictive failure diagnosis - Reducing congestion in crowded services
- Repair plan optimization stations _ - Area energy optimization
- Equipment operation - Attracting customers to commercial Obtimizati Finf
optimization facilities - Optimization of infrastructure
® New services for building owners - Multimodal maintenance cost _
- Improvement of tenant ® Services for optimizing stations’ LCC ~ ® Urban enhancement services
productivity - Energy optimization - Local payment
- Providing the advanced Information - Optimization of maintenance and - Hospitality improvement
services for building users management

Urban service platform (Use of Lumada)

LCC: Life Cycle Cost © Hitachi, Ltd. 2016. All rights reserved. 11
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4-3. Priority Strategy:. Real Estate Field

HITACHI
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Thoroughly analyzing big data collected via IoT

- Maximize the values of real estate

®Needs and issues

elmproving the efficiency of operations
management
e Avoiding service outages caused
by breakdowns
eReducing congestion
eIncreasing revenues and income and
reducing,costs

—=

[

Information T
terminals _equipment

... Monitoring Elevators and §
Security “cameras  escalators K

Lighting

) -/{
_ H
PAC Chiller units

) i

. Storage cogeneration UPS
batteries

tible Power Supply

®Example of Solutions

%%%%?réggélggﬁ\;m/provement i Service for building users

P N §7  Improving tenant
i aéi‘#l]"" ,

Providing the advanced

productivity with information services for
; human behavior building users
R analysis

Human behavior

: Operation
EQEWSS

Urban service platform (Use of Lumada)

( Building management data + ) X Big data analysis

Equipment

Optimizing the operation of
air conditioners, elevators,
and other equipment based
on the behaviors of people

-—":,  Predicting the failure

@L‘{ . of equipment based
_hilis. 7 on operating status
v information

© Hitachi, Ltd. 2016. All rights reserved. 12



4-4. Priority Strategy: Station and City Field lyJT%Cmf

Maximizing movement of people and visualizing & navi%_ating

the lean operation of city resources by means of lo
- Maximize the values of the area

®Needs and issues ®Example of Solutions
2Reducing congestion e 1o commetci faclities
eRevitalizing the in-station shopping — onb Aitrect t t
i ; educing congestion by racting customersto
area and the area around the station i g checking the passenger .-=2=- shops and stores by guiding

elmproving the convenience of
station users
eEnriching payment services

[ m
ﬁnﬂﬂlﬂ"ﬂ. .-

Commercial facilites Payment

flow and guiding
passengers based on
operation data analysis

= flow analysis and linking

I between payment

infrastructures, etc.

I‘E‘»; fiﬁi@them based on passenger
"

Human behavior
EQEWSS

Urban service platform (Use of Lumada)

(Railway and transport data + ) X Big data analysis

Operation

Transport
connection

Energy optimization Multimodal

— o gr(])grtrollti:%gr]n ﬁgncl)p%mﬁéng . Creating flows of people
= gy y ﬂmw% A from the station to the

P e, <. Station and station o] o
© e~ M= puilding in accordance 332 town by linking between
2 the station, public

i ¢ e
Bea 7 M@ With conditions such as
- the movement of people transport, and the last mile

] o )
peration of the Transport ™~
station and city connection point

|
S

© Hitachi, Ltd. 2016. All rights reserved. 13




4-5. Priority Strategy: HITACHI
Life and Social Infrastructure Field Inspire the Next

Visualizing the improvement of the convenience of life

and industrial revitalization by making use of loT
- Maximize the values of the local area

®Needs and issues ®Example of Solutions

eRealizing an efficient, comfortable cities Services for improving hospitality @ Linkage with local payment

eBenefiting from demand from inbound tourists - . o
9 fi& ([ Services for inbound o | M, Local revitalization
u

eRevitalizing local industries : ﬁ‘*’ touri;ts that are services linked
eCost reductions that support the local ~§\ T provided based on kQ with transport IC

JO— ~ N Q\* behavior analysis _ R cards, etc.

Tourism

A Urban service platform (Use of Lumada)
\ ( Urban data + ) X Big data analysis

Il

| industries eonle

Infra-
structure

Optimization . . :
of infrastructure maintenance cost Optimization of area energy

- Optimizing the = e t of
o= .~ maintenance and = LIEIIEE O Elree)
A i management of social Aiﬁ_. == energy through
EP 4T WS mfra_st ructure (\ngth w =  optimization of
""""  redictive di W~  demand and supply

predictive diagnosis -

© Hitachi, Ltd. 2016. All rights reserved. 14



4-6. Priority Strategy: HITACHI
“Total Solutions” in urban field Inspire the Next

Developing into a total solution provider of the Hitachi Group's
products and services for urban field.

Buildings City, Developers

Control elevator operation ‘ Select store locations that Contribute to
based on crowd flow E ﬂ?:
=]

iIncreased sales
Improvement of tenant productivity

l Ensure the high-level security

,':: ‘h- - g -

®Building/elevator 4 @ Store operation utilizing Al
management (Japan) " ey alide __ _ _ (Japan)
®Human behavior wiiilt  eVideo surveillance (U.S.)

analysis(Japan) ®Area energy management
®Energy-saving services . (Japan)
(Asia) =g ne

Railway, Mobility i Local governments
Fa Financial
Flexible operation diagram in response ’ E ~ Area energy supply and disaster

to change in passengers Ny 7 w9 prevention
Minimize the impact of traffic congestion _-:: .Iu : Settlement by digital network

e Traffic control of railway (Japan) :_?é?;rg%rglt(gr'a";’:\'/% tion
®Traffic amount analysis (Vietnam) system ( Japarl?)
®Crowd flow analysis (Japan) ® Settlement solution (India)

-

© Hitachi, Ltd. 2016. All rights reserved. 15



4-7. Priority Strategy: Target Markets HITACHI

Inspire the Next

Expand the business by partnership with local partners

In the markets of Japan, Asia, and North America & Europe.

® Promoting'the service
business by cooperating with
major Asian companies

- Real estate and station & city fields @ ¢

- Cooperating with the government
andJapanese companies

North America and Europe

® Promoting the service
business by cooperating

with major North American

®Open innovation through collaborative - Real estate field |
creation with customers - Using the Hitachi Consulting channel
- Real estate, station & city and life & social
infrastructure fields

© Hitachi, Ltd. 2016. All rights reserved. 16
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5. Business Performance Trends: HITACHI
Sales orders goal Inspire the Next

Developing into a total solution provider

of the Hitachi Group's products and services.

(Billion Yen)
100

50

33

0 -

Orders goal of the Urban
Solutions business areas

33 billion yen 100 billion yen

© Hitachi, Ltd. 2016. All rightsreserved. 18



Cautionary Statement HITACHI
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Certain statements found in this document may constitute “forward-looking statements” as defined in the U.S. Private Securities Litigation Reform Act of 1995. Such “forward-looking
statements” reflect management’s current views with respect to certain future events and financial performance and include any statement that does not directly relate to any historical or
current fact. Words such as “anticipate,” “believe,” “expect,” “estimate,” “forecast,” “intend,” “plan,” “project” and similar expressions which indicate future events and trends may identify
“forward-looking statements.” Such statements are based on currently available information and are subject to various risks and uncertainties that could cause actual results to differ materially
from those projected or implied in the “forward-looking statements” and from historical trends. Certain “forward-looking statements” are based upon current assumptions of future events which

may not prove to be accurate. Undue reliance should not be placed on “forward-looking statements,” as such statements speak only as of the date of this document.
Factors that could cause actual results to differ materially from those projected or implied in any “forward-looking statement” and from historical trends include, but are not limited to:

B economic conditions, including consumer spending and plant and equipment investment in Hitachi’'s major markets, particularly Japan, Asia, the United States and Europe, as well as levels
of demand in the major industrial sectors Hitachi serves, including, without limitation, the information, electronics, automotive, construction and financial sectors;

B exchange rate fluctuations of the yen against other currencies in which Hitachi makes significant sales or in which Hitachi’s assets and liabilities are denominated, particularly against the
U.S. dollar and the euro;

W uncertainty as to Hitachi’s ability to access, or access on favorable terms, liquidity or long-term financing;

W uncertainty as to general market price levels for equity securities, declines in which may require Hitachi to write down equity securities that it holds;

B uncertainty as to Hitachi’s ability to continue to develop and market products that incorporate new technologies on a timely and cost-effective basis and to achieve market acceptance for
such products;

W the possibility of cost fluctuations during the lifetime of, or cancellation of, long-term contracts for which Hitachi uses the percentage-of-completion method to recognize revenue from sales;

W credit conditions of Hitachi’s customers and suppliers;

| fluctuations in the price of raw materials including, without limitation, petroleum and other materials, such as copper, steel, aluminum, synthetic resins, rare metals and rare-earth minerals, or
shortages of materials, parts and components;

B fluctuations in product demand and industry capacity;

B uncertainty as to Hitachi’s ability to implement measures to reduce the potential negative impact of fluctuations in product demand, exchange rates and/or price of raw materials or shortages

of materials, parts and components;

increased commaoditization of and intensifying price competition for products;

uncertainty as to Hitachi’s ability to achieve the anticipated benefits of its strategy to strengthen its Social Innovation Business;

uncertainty as to the success of acquisitions of other companies, joint ventures and strategic alliances and the possibility of incurring related expenses;

uncertainty as to the success of restructuring efforts to improve management efficiency by divesting or otherwise exiting underperforming businesses and to strengthen competitiveness;

uncertainty as to the success of cost reduction measures;

general socioeconomic and political conditions and the regulatory and trade environment of countries where Hitachi conducts business, particularly Japan, Asia, the United States and

Europe, including, without limitation, direct or indirect restrictions by other nations on imports and differences in commercial and business customs including, without limitation, contract terms

and conditions and labor relations;

B uncertainty as to the success of alliances upon which Hitachi depends, some of which Hitachi may not control, with other corporations in the design and development of certain key products;

B uncertainty as to Hitachi’s access to, or ability to protect, certain intellectual property rights, particularly those related to electronics and data processing technologies;

B uncertainty as to the outcome of litigation, regulatory investigations and other legal proceedings of which the Company, its subsidiaries or its equity-method associates and joint ventures
have become or may become parties;

B the possibility of incurring expenses resulting from any defects in products or services of Hitachi;

B the potential for significant losses on Hitachi’s investments in equity-method associates and joint ventures;

B the possibility of disruption of Hitachi’'s operations by natural disasters such as earthquakes and tsunamis, the spread of infectious diseases, and geopolitical and social instability such as
terrorism and conflict;

W uncertainty as to Hitachi’s ability to maintain the integrity of its information systems, as well as Hitachi’s ability to protect its confidential information or that of its customers;

B uncertainty as to the accuracy of key assumptions Hitachi uses to evaluate its significant employee benefit-related costs; and

B uncertainty as to Hitachi’s ability to attract and retain skilled personnel.

The factors listed above are not all-inclusive and are in addition to other factors contained in other materials published by Hitachi.

© Hitachi, Ltd. 2016. All rights reserved. 19
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