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Operating Results

Overview

The Water Treatment Facilities segment’s sales and
operating income respectively declined 3.3% and 6.8% as
a result of customers’ cutbacks in capital expenditure and
capacity utilization. The segment minimized its earnings
decline by capitalizing on its broadly diversified customer
base and previous shift to a service business model and
by continuing to proactively invest in its ultrapure water
supply business.

Hardware

The ultrapure water production systems business saw a
sharp decline in orders from and sales to the electronics
industry both domestically and overseas, partly because of
a lull in capital expenditure among customers that had
invested heavily in such systems in the previous fiscal year.
Another contributing factor is that semiconductor, LCD,
and electronic parts makers clamped down even harder
on capital expenditures once they were forced to cut
production in response to the economic downturn from the
fiscal second half.



In general industries, although manufacturers generally
curtailed capital expenditures, the Group benefited from
intensifying solutions-based sales activities to meet
customers’ needs in terms of improving productivity and
mitigating environmental burdens. The Group also
benefited from brisk order bookings from electric utilities
and steelmakers. Sales to general industries grew
substantially, partly by virtue of sales derived from the
previous fiscal year’s order backlog, and this sales growth
buttressed the segment’s overall earnings.

Services

In the ultrapure water supply business, the Group
continued to invest heavily in installing ultrapure water
production systems at a large-panel LCD production
complex. The ultrapure water supply business grew solidly,
largely because of commencement of sales to this
complex from December 2008. In the fiscal year ended
March 31, 2009, the Group invested ¥52.0 billion in the
ultrapure water supply business, which increased its

ply business.
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revenues to ¥23.9 billion from ¥16.8 billion in the fiscal year
ended March 31, 2008.

The domestic maintenance business was adversely
affected by deferral of maintenance by customers in the
electronics industry in response to decreased capacity
utilization. Both orders and revenues from the electronics
industry consequently fell substantially. However, the
domestic maintenance business achieved growth in
revenues from its broad array of general industrial
customers by accurately identifying their productivity
enhancement and environmental mitigation needs.
Nevertheless, this sales growth was inadequate to fully
offset the drop in demand from the electronics industry,
so the domestic maintenance business’s revenues were
down overall.

In the tool cleaning business, an outsourcing service
that cleans semiconductor and LCD production
equipment’s jigs and parts, both earnings and profit
margins decreased as a result of a drop in revenues
triggered by reduction in customers’ capacity utilization in

Years ended March 31 (Millions of yen)

Orders Sales

150,000 150,000
149,659
135,960 136,995
120,000 130,007 5 . 120,000

119,213 19,133
110,239

90,000 90,000
60,000 60,000

30,000 30,000

2005 2006 2007 2008 2009 2005 2006

Operating Income

25,000

gy O

141,374
20000 03
18517
15,000
15471

10,000

gsis | 8
5,000

2007 2008 2009 2005 2006 2007 2008 2009

KURITA ANNUAL REPORT 2009 | &5 |  REVIEW OF OPERATIONS



KURITA ANNUAL REPORT 2009 | = |  REVIEW OF OPERATIONS

Review of Operations

conjunction with large production cutbacks in the fiscal
second half.

The chemical cleaning business, which cleans boilers
and heat exchangers at thermal power plants and large
industrial plants, achieved growth in both revenues and
profits by virtue of solid demand and continued efforts to
improve efficiency.

The soil remediation business encountered sluggish
demand for both assessment and remediation services in
the wake of the domestic real estate market downturn,
but it nonetheless achieved growth in orders versus the
previous fiscal year by meticulously meeting customers’
soil remediation needs. Revenues also grew, bolstered by
backlogged orders.

Outlook for the Fiscal Year Ending
March 31, 2010

While customers’ capital expenditure is likely to take quite
a while to recover, their capacity utilization in the
electronics, basic materials, and other industries should
gradually restabilize as production recovers from severely
depressed levels. Amid such an operating environment,
the Kurita Group expects orders for and sales of hardware
such as ultrapure water production systems and
wastewater treatment systems to decrease for a second
consecutive fiscal year. In service businesses such as
maintenance and tool cleaning, however, the Group
anticipates a gradual pickup in demand. In the ultrapure
water supply business, which began supplying water at a
new site in December 2008, the Group projects solid
growth overall, although growth will be dampened by
reduced operating rates at certain customers’ sites. The
Kurita Group will endeavor to profit from its group-wide
expertise in proposing solutions to customer needs
across all its businesses.





