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Notice of Difference between Business Forecasts and Actual Performance for
the Year Ended March 2010

KITO Corporation wishes to announce the difference between business forecasts
announced on November 12, 2009 and the actual performance released today for the year
ended March 2010. Details are as follows.

1. Difference between consolidated forecasts and actual performance for the year ended

March 2010

(April 1, 2009 through March 31, 2010)

(Yen in millions)

Net sales Operating Ordinary Net income Net income per
income income share (yen)

Previous forecast (A) 24,500 700 700 300 2,218.49
Revised forecast (B) 23,925 437 471 122 910.72
Increase/decrease (B-A) (575) (263) (229) (178)
Percentage change (%) (2.3) (37.6) (32.7) (59.3)
(Ref.) Previous results 32,605 2,366 2,045 1,185 8,807.08
(Year ended Mar. 2009)

2. Difference between non-consolidated forecasts and actual performance for the year ended

March 2010
(April 1, 2009 through March 31, 2010) (Yen in millions)
Net sales Operating Ordinary Net income Net income per
income income share (yen)

Previous forecast (A) 14,800 (500) (300) (200) (1,478.99)
Revised forecast (B) 14,682 (886) (595) (251) (1,866.58)
Increase/decrease (B-A) (118) (386) (295) (51)
Percentage change (%) (0.8) — — —
(Ref.) Previous results 23,319 1,125 1,231 792 5,889.69
(Year ended Mar. 2009)

3. Reason for difference

There are signs of gradual recovery in some industries but have not attained the full-scale
recovery. Economic trend remains uncertain and it is taking time for the companies’
motivation for capital investments to recovery in full-scale.

Moreover, although inventory adjustment in the market is over, there is a delay in the
recovery of shipping. As a result, net sales fell slightly below the previous forecast. Profits fell
below the previous forecasts. This is because KITO made efforts to secure profits through all
kinds of measures including cost-cutting but there were temporary rise in less profitable
products and regions in sales.



