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Last year, we launched the Drive for Growth mid-term plan aimed at
building a foundation for profitable and sustainable growth.

As FY2017 is the first year of the plan, we made concerted efforts
company-wide to achieve three goals: to rebuild credibility damaged
by the improper fuel economy issue, to put the business
performance back on a V-shaped recovery trajectory, and by
launching new models successfully.

In terms of business performance, we have been making a strong
recovery exceeding our forecast announced in February, as you can
see here.

Revenue increased 15% from the previous fiscal year to 2,192.4
billion yen. Operating profit grew substantially from 5.1 billion yen in
the previous fiscal year to 98.2 billion yen. Net income was 107.6
billion yen, which is a significant turnaround from the previous fiscal
year in which we reported a large net loss.

Our unit sales increased 19% from the previous fiscal year to 1.101
million units thanks to the strong sales of pick-up trucks in Thailand,
continued strong sales of the OUTLANDER in China, the launch of
XPANDER in Indonesia, and the global sales launch of ECLIPSE CROSS.



As a recap of FY2017, let me first explain two successful new product
launches.

The first one is the XPANDER which we released in last September in
Indonesia. This vehicle was well received by customers because of its
innovative design, spacious interior, and high driving performance. Earlier
this year, the XPANDER was awarded Indonesia’s Car of the Year.

In March, the XPANDER was ranked number one in sales ranking by
models and more than 39,000 units have been sold by the end of April,
and we started exporting the XPANDER to the Philippines last month.

On April 25th, the ceremony commemorating the export launch of the
XPANDER was held to mark the start of export. His Excellencies President
Joko Widodo and many other related parties gathered to celebrate the
ceremony.

Over the next few months, we will aim to further increase sales by
expanding export destinations, particularly in ASEAN markets such as
Thailand.
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Last year, we also launched a new small SUV called ECLIPSE CROSS.
We began shipping this global product to Europe from Japan last
October, and already launched in 60 countries in FY2017.

ECLIPSE CROSS have been sold 23,000 units worldwide by the end of
April. And we have a plan to release ECLIPSE CROSS in China as well.

For the domestic market where this was the first new product that
we launched in 4 years, we opened our “Night Showroom” in January
as a part of marketing program as the first attempt in the industry
and carried out various advertising activities.

As a result of these efforts, we have sold more than 6,000 units in
Japan by the end of April. We have thus made a good start.
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With these successful new car launches, sales volume grew largely in
the Bed-rock, Focus and Recovery markets, which we defined as core
markets in the MTP.

We made a good progress in Fiscal 2017 to achieve the Key
Performance Indicators set in the mid-term plan.
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For the fiscal year 2017, Mitsubishi Motors reported revenues up
15% year-on-year to 2,192.4 billion yen. Operating profits rose
sharply to 98.2 billion yen, representing an operating margin of 4.5%,
compared with an operating profit of 5.1 billion yen in fiscal 2016.

The company generated ordinary profit of 110.1 billion yen and net
income of 107.6 billion yen for the year, reversing a net loss of big
deficit in the prior-year period.

Global sales volume for the year ended March 31, 2018 increased
19% year-on-year to 1.101 million units, due primarily to recovery in
Japan, robust sales of Pickup Truck in Thailand, introduction of the
new XPANDER MPV in Indonesia, and stronger growth in China,
where the locally produced OUTLANDER is selling well.
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This page provides analysis of our 12-month accumulated operating
profit movements.

Volume and model mix produced a positive impact of 28.9 billion
yen as a result of solid sales growth in China, ASEAN, and recovery in
Japan.

Sales expenses had a negative impact of 23.9 billion yen due to
increased incentives on our main models, and advertisement for
brand rebuilding particularly in the U.S. and Japan.

Cost reductions produced a positive impact of 42.8 billion yen
thanks to synergy with Nissan.

In FX, we saw a positive impact of 9.1 billion yen as the depreciation
of the Thai Baht was offset by benefits from other leading currency
movements.

Others had a positive impact of 36.2 billion yen, reflecting the
reduction in large amount of cost on quality measures in market
recorded last fiscal year.
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In Japan, sales volume rose by 23% to 98,000 over the same period
last year, expanding sustainably due to the resumption of Kei-cars
sales, with encouraging demand for models including the “eK
WAGON” and “eK SPACE” as well as the DELICA D:5 and other “ACTIVE
GEAR” series.

We will continue to work on increasing the number of retail sales
volume by launching the ECLIPSE CROSS.

One important initiative of the brand rebuilding has been the
continued expansion of our DENDO DRIVE STATIONs, our dedicated
EV dealerships. At the end of March, we have opened the 28 new
dealerships.
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ASEAN sales increased by 33% to 275,000 units due to the strong
performance of the new XPANDER MPV, which was launched in
September in Indonesia.

In addition to the recovery of total demand in Thailand, the volume
increased mainly in pick-ups due to our service campaign aimed at
enhancing trust in our company.

In the Philippines in which we have a high market share, the volume
of the PAJERO SPORT grew significantly on a year-on-year basis. We
also saw improving demand for the MIRAGE series following the
launch of localized production.

In Indonesia, we brought forward a second shift at the Bekasi plant
from October to meet demand for the XPANDER. Moreover, we have
started to export the XPANDER to the Philippines since last month
and afterwards will start to export to ASEAN countries.

ASEAN is therefore one of our strongest performing markets, where
we anticipate further growth in the year ahead.
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In China, sales of GMMC, our JV company, increased by 73% to the
previous year due to demand for the localized OUTLANDER. So, our
total sales in China rose by 55% year-on-year to 136,000 units. For
the region as a whole units sales were up 44% to 157,000 vehicles.

We will work to accelerate the start up of new dealers. We plan to
increase the number of dealers in China from 302 at the end of fiscal
2017 to 350 by the end of fiscal 2018, and 400 by the end of fiscal
2019.

We will continue to strengthen advertisement and also work to
enhance the dealer network and efficiency of dealer shop
performance to further increase our market share.
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Unit sales in North America rose 8% to 155,000 vehicles.

In the US, we were affected by the continuing impact of incentives
in the wider market. Even so, sales of our key the OUTLANDER
model continued to grow and the volume of our sales slightly
increased by 10,000 units compared to the same period last year.

In December 2017, we started launch of the OUTLANDER PHEV. And
from January 2018, we have begun the shipping of the ECLIPSE
CROSS to US market.
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In Western Europe, we began shipments of the ECLIPSE CROSS in
October 2017, and we have since received orders for 36,000 units.

By country, we significantly increased volume in Germany (+20%), in
which we are relatively strong. Similarly, solid sales growth
continued in the U.K (+4%).

In Russia, where demand has been on a recovery trend, sales of the
PAJERO SPORT which has resumed production is steadily increasing.
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In Australia and NZ in which we have a high market share, stable
sales have continued during recent years and increase 14% to
95,000 units in fiscal 2017.

Sales of mainly SUV and pick-up trucks which we have a
competitive advantage have steadily increased in the 12-month
period, greatly exceeding total demand.

We will continue to focus on the sales of SUV/LCV models which are
our strengths and on the growing trend in the Australian/NZ market.
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In Latin America and Middle East and Africa, our sales rose 2% to
128,000 units. It was successful fleet negotiation in the Middle East,
and increased sales mainly pick-ups in Latin America.

Taken together, our regional sales results reinforce our view that we
are on the right path in many of the markets where we operate. We
expect volumes to grow further as we introduce new products and
as we strengthen our dealer networks.
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Given the strong sales performance and the progress of cost
reduction during fiscal 2017, we have released the following
forecast for the full fiscal year 2018, as you can see here.

We expect net sales in the current year to rise to 2,400.0 billion yen,
up 9%.

Operating profit is expected to reach 110.0 billion yen, up 12%,
while ordinary profit is projected to be 125.0 billion yen, up 14%.

We are forecast net income of 110.0 billion yen, up 2%, and for
sales volume to rise by 14% to 1,25 million units.
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We are offering greater detail here on the sales forecasts by
different markets, which show how we anticipate continued growth
in our core markets.

Our growth will be driven strongly by China and ASEAN. The sales in
Japan will be recovered by launching new model and improving
brand image.
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We have stayed on the V-shaped recovery trajectory to achieve the
MTP target of at least 6% COP margin in FY2019.

Although the recent foreign exchange market environment is
against us, we expect to grow steadily in FY2018 as well.
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This page shows a breakdown of the year-on-year COP change.

COP for FY2018 is projected to be 110.0 billion yen, an increase of
11.8 billion yen from 98.2 billion yen in the previous fiscal year.

Related to sales, we plan to increase our volume in our core
markets: ASEAN and China expect to see an improvement of 41.0
billion yen. While Cost Reductions are estimated to have a 26.0
billion yen positive impact on COP, we have reflected a 24.2 billion
yen increase in Others for R&D and other expenses.

The FX assumptions are 105 yen against USD, 130 yen against EUR,
and 3.40 yen against THB, which indicate JPY appreciation against
these currencies. The FX is therefore projected to have an
unfavorable impact of 31.0 billion yen.

20



In Fiscal 2018 we are planning to release three new models, as you
can see on this page. We will make sure to launch these
successfully and build a base for strong growth in the future.

We plan to launch two models in the Japanese domestic market.
We also plan to launch a global product as our core model intended
for overseas market.

In addition, the actual registration of one of these models for the
domestic market is expected to be April.
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Next I will explain our stronger focus on core markets.

First, let me explain our initiatives in the bedrock ASEAN markets.

In this fiscal year, we will start export and the sales of XPANDER,
which is popular in Indonesia, to the Philippines and Thailand.

With this, we will further increase our sales and presence in the
ASEAN region. Indonesia will play a leading role as the second full-
scale passenger car production site after Thailand.

In Indonesia, we will increase the plant’s production capacity during
FY2018 to meet the increased production volume for export.
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Our target in China is to strongly increase our sales volume, in
addition to increasing the number of dealers.

Since the start of local production of the OUTLANDER, sales volume
has increased tremendously. To bolster the SUV brand, we will
launch and produce ECLIPSE CROSS locally in the Chinese market in
this fiscal year.

We will also increase the number of dealers from 300 at the end of
2017 to 350 and enhance the dealer network in conjunction with
this.

To support this growth, in this mid-term plan period, we will
promote the localization of engines and expand production capacity
of vehicles.
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In Japan, our home market, we will work to achieve a further
recovery of sales in this fiscal year.

In addition to ECLIPSE CROSS released in March, we will launch two
new models. In addition, we will release the 2019 model of the
OUTLANDER PHEV in August.

We plan to deploy the NIGHT SHOWROOM to other models as it
greatly contributed to our sales growth. We will also focus on
locking in customers using digital marketing that can demonstrate
the attractiveness of the product to customers who cannot visit our
dealership stores.

Moreover, we plan to plan to strengthen our customer support both
during purchase and aftersales. Therefore, we have acquired 100%
ownership of MMC diamond finance corporation last month. We will
further strengthen our ties with our sales companies to improve
customer satisfaction.

24



In FY18, we will continue to invest in our future growth.

For CAPEX, we will keep interesting in reinforcing the development
of new products and IT.

In addition, we have been discussing the possibility of repurchasing
the assets we had sold in the past to use the cash we have.

And as we received reasonable offers for some of those assets, it
is already factored in the current fiscal year’s budget to repurchase
those assets.

As a result, we expect the ratio of CAPEX to net sales rising up to
5.6%, however, if we exclude aforementioned one-time impact, the
ratio will be around 5%.

We will scrutinize each project prudently to ensure that our
spending is not excessive and kept within the financial discipline to
maintain a healthy cash flow position.

As for R&D to strengthen the development of new products we will
launch, as well as to refine our SUV and electrification technologies,
we are increasing R&D resources on an ongoing basis.
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Lastly, I will mention shareholder returns.

For FY2018, our dividend forecast is 20 yen, an increase of 3 yen
from the actual dividend paid in FY2017, by keeping the balance
with investment for growth.
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In Fiscal 2017, we launched new models in to the market as planned,
and delivered better results than planned, making a good start to
putting the company back on track to recovery.

The second year of the MTP, FY2018, is a very important year. While
making aggressive investments continuously to ‘establish a
foundation for profitable and sustainable growth,’ we will use our
best endeavors to ‘expand the size’, ‘improve COP margin’, and
‘maintain healthy cash flow’, all of which are the goals we announced
today.

We cannot rebuild our credibility overnight. We have opened
“Training Room to Learn from Mistakes” in Okazaki taking up various
safety and quality issues of our vehicles since 2000. It was created
with the intention to make sure that our memories of the problems
do not fade away and for our employees to reflect back on the
mistakes of the past and keep in mind at all times that the most
important thing for us is safety and quality.

Each and every employee will make continuous efforts to pursue
their task.
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