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VI New Year’s Greeting 2011

Happy New Year! | hope you had won-
derful moments with your family and
friends during the holidays. On behalf
of Kanefusa, | am very grateful for
the kindness that you showed us last
year.

In 2010, it became clear that the eco-
nomic dynamism of developing coun-
tries overtook that of developed coun-
tries. The financial crisis in Greece and
Ireland caught a lot of attention and the
weak economy of Latin countries made
the whole economy stagnant. The
American economy recovered gradu-
ally, but the situation is not all optimistic
due to the lack of a strong leadership
of the US government and the financial
anxiety. On the other hand, the econ-
omy of developing countries in East
Asia, mainly China and those with the
strong domestic demand like India and
Brazil maintained big growth involving
neighbouring countries. In Japan, pes-
simism regarding the Japanese econo-
my was strong and business recovery

was poor. Emergency economic pack-
ages took effect but the slump of stock
market and the appreciation of the yen
affected the export business seriously.

In this difficult situation, Kanefusa has
achieved the expected sales budget in
the domestic market thanks to the ex-
pansion of the present market share
and the development of new mar-
kets. In the overseas market, owing
to the booming economy in China,
East Asia and also the American au-
tomobile industry, we marked a very
strong recovery from previous year’s
recession. As a result, we expect that
we will make reasonable operational
profit by the end of the fiscal year, a
big change from last year's deficit. |
feel that this was a great achievement
especially in view of the strike in our
Indonesian factory that lasted from
mid June through December last year.

We resumed formulating our three-
year mid term management plan that

M. Watanabe — President

was suspended after Lehman’s shock.
In addition, during last year, Kanefu-
sa do Brazil was launched soon after
Kanefusa India started its actual op-
eration. | believe again that the new
goals, challenges and dreams are al-
ways possible to achieve. This is our
very important first year of the midterm
management plan.

J/\' Resolution: Overseas Division for 2011

H.Tsuruta — General Manager, Overseas Division

A fresh year has just started. This
year is the first year of the mid term
management plan from 2011 through
2013. To achieve our goal of an over-
seas sales ratio of 50%, we have to
grow drastically for the next three
years and this cannot be done only
with an extension of natural growth.
To be recognized in the world as a real

www.kanefusa.net

global company, the overseas division
will work on the following issues this
year.

1) Establish Kanefusa Brand in the
global market

We will participate in LIGNA in May
and EMO in September, both of them

are the biggest trade shows for each
industry in the world. Through trade
shows we create a strong brand
image of high quality machin- (
ery knives and saw blades.

We'd like to make a
“Kanefusa” a syno-
nym for “Differenti- >




ated and Reliable products”.

- Periodical advertisement on industrial maga-
zines, especially for metal working domain.

- Enhance the recognition of Kanefusa products
by supplying Kanefusa products to machine
builders as OEM supplier.

- Hold Kanefusa seminars for dealers during the
tradeshow week.

- Supply information through our website in Eng-
lish and multiple languages.

- Build up a logistic and inventory system for sup-
plying a range of products speedy.

- Consider a global common inventory system
and select items and quantity for KFJ and over-
seas affiliated companies suitable for each mar-
ket. Integrate item codes and share the inventory
information within the group online.

2) Expand sales and service network

- Expand sales network by developing new sales
dealers.

-Start up a new sales office and grinding shop in
China.

- Prepare the plant construction of Kanefusa do
Brazil.

- Develop marketing and sales in Eastern Eu-
rope and Russia.

- Enlarge grinding service at Kanefusa India and
Kanefusa USA.

3) Effective use of SE

- Hold technical meetings regularly with machine
builders. Provide comprehensive technical prop-
osition and increase their confidence in Kane-
fusa products.

- Provide technical presentations and sales prop-
ositions to users and dealers.

4) Strengthen sales force

- Train both Japanese and local sales persons.

- Reform and speed up training system for sales
persons.

- Provide presentations on strategic items to ma-
jor dealers.

5) Management of trade account receivable

- Observe credit report to set a fair credit limit.

- Conclude agreement on general terms and
conditions and review them regularly depending
on sales amount.

There were only 10 people in the office when |
was transferred to the overseas division 30 years
ago. It was a small section with a very small
turnover, incomparable with the sales budget
of 2011. We have now around 500 workers al-
together with the overseas division in the head
office and offshore staffs. All these staffs have
pride of being professional and we will surely
carry out as planned to achieve the goal. It is
said that the total demand of machinery knives
and sawblades is JPY 200 billion. As a first step,
our goal is 10% of the global market share.

V' Challenge for Kanefusa India

S. Egawa — General Manager, Kanefusa India Pvt. Lid.

What kind of image does this word bring to you
in first place, “India”? Everlasting heat, curry,
turbans, Yoga, Bollywood films and the world-fa-
mous Taj Mahal? It depends on each person and
all of the previously mentioned terms are “India”,
but only a small part of it.

Personally, it's been already 4 years to be in
charge of the Indian market, but I still make new
and surprising discoveries. Those experiences
make me realize the long heritage history and di-
verse culture of this country. The attractive coun-
try plays an important role among BRICs and its
economic power is very strong and it obviously
has a lot of commercial potential. India has the
second largest populations with 1.1 billion.

The shape of the population pyramid is ideal,
because it spreads wider at the bottom where
younger people are located. Abundant working
manpower and spending power are promising
for the future of this country.

In these days the middle class, around 300 mil-
lion people who have an annual income around
5,000 to 20,000 dollars, lead the consumption.
Their average annual incomes keep increasing
about 5 to 10% per year. Thanks to the expan-
sion of the domestic consumptions, the GPD
rose 8.9% from October to December 2010.
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level of
Not only world major IT companies, but also the
high level of the automobile industry, to which
Kanefusa relates a lot, is outstanding in India.

dia nearly reaches the

The latter come back from the depression, af-
ter Lehman’s fall, compared to other industries
which can be seen from the production amount.
The seven months from April to December 2010

cumulated to a business volume of over 1.4 mil-
lion (a 34% plus compared to the same period of
the previous year). In this budgetary year around
2.4 millions sales of cars is estimated. The fa-
mous car “NANQO”, which costs 100 thousand
rupees - around 2,200 dollars - of TATA Motors,
is steadily developing sales and is often seen
on the streets. Kanefusa India Private Limited,
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WOODWORKING INTERNATIONAL

hereinafter called KFIN, is a fresh subsidiary es-
tablished on Aug 18th, 2009. We mainly work
with existing customers of FM cold saw blade
by now. We have 8 staffs, 2 Japanese and 6 lo-
cal people. For the next budgetary year we set
our sales goal 2.2 times higher compared to this
year and we are encouraged and excited about
this high level.

In India customers are very special regarding
price and service. Even price negotiation is tak-
en for granted.
Therefore, the
first proposal is
considered as
“before deduc-
tion” and if it's
without deduc-
tion, it some-
times make
them upset.

As these expe-

riences are not familiar to us, it sometimes sur-
prises us, but we feel their power at the same
time. Hence, people take time for sales negotia-
tions and business in India is apparently tough.
In this tough and challenging market, we will

1) develop re-grinding services and yield a profit.
2) enhance sales of PCD saw blades for alumi-
num cutting.

3) increase sales of plywood and paper cutting
knives.

All of them are promising and are large markets.
Of course, it's never easy due to other competi-
tors. However, we’d like to develop products that
fit perfectly to the Indian market and make a
strong appearance in this country.

The international magazine for the woodworking
industry. We report on all aspects of woodworking
from wood treatment to machines, tools and technical
know-how, from timber engineering supplies to the
latest developments in technologies and markets.




V' The Advantage of Saw Blades

for Flying Cut Off Machines

Flying cut off machines are developed
for tube mill plants to cut formed and
welded tubes into particular sizes. As
the cutting unit moves synchronously
with the welding speed, people call it
the flying cut off machine. Japanese
manufacturers are eg Nakata, Kusak-
abe, Chinese ones are Dalian SAGE
Group, SRET Equipment and from
Austria is Linsinger - these are well
known names as a large flying cut off
machines. On the other hand, Italian

-
n Conventional Tungsten carbide ti

made Oto-Mills is popular in the small
flying cut off machine market. From the
view of a cutting toolmaker, the cut-
ting condition of this machine is fairly
tough. Even with high-hardness-mate-
rial welded parts the cutting speed is
over 400m/min. The cutting material
is unstable and coolant flows inside
the tubes make these conditions hard
enough for saw blades. To overcome
this, Kanefusa has developed new
designed saw blades for flying cut off
machines and we receive good repu-
tations from all over the world.

Especially for large flying cut off ma-
chines a high-resistant tooth shape
for cutting high —hardness-material is
important regarding performance. We
design unique tooth shapes which are
based on chipping-resistant specifica-

F. Okabe — Saw Blade Division

tions for each customer. Secondly,
crack-resistance in heat change is in-
dispensable for performance. | men-
tioned above that a coolant run inside
the tube. The cutting edge is wetted
with coolant directly in the high rotation
rate. Heating and cooling of the edge
is repeated and the tube extends and
shortens. In this process heat cracks
happen. As this crack bears a risk to
bigger chippings it should be crack-
resistant to heat change.

~/ New Tungsten carbide tip

Lastly, another feature of this new
designed saw blade is abrasion-re-
sistance in high rotation - our special
coating improves abrasive resistance.
It performs better in conditions of over
350m/min rim speed and fits to high
speed cutting of flying cut off machines
that have become standard. The spe-
cial abrasion-resistance tip and origi-
nal coating technology for high-speed
cutting made us find a solution for the
flying cut off machine market.

From now on the demand of oil well
tubes and welded steel tubes for
construction will increase as well.
Kanefusa will take advantage of an
opportunity in this domain. We’d like
to solve problems together with you
- your input and requests are always
welcomed.

Welded Steel tube production 2008
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KANEFUSA CORPORATION

Head Office / Factory

1-1 Nakaoguchi, Ohguchi-cho, Niwa-Gun
Aichi-ken, Japan, Postal Code 480-0192
Tel: +81 587 95 7221

Fax: +81 587 95 7226

E-mail: sales-ex@kanefusa.co.jp

KANEFUSA EUROPE B.V.
Europe Office

De Witbogt 12, 5652 AG, Eindhoven,
The Netherlands

Tel: +31 40 2900 901

Fax: +31 40 2900 908

E-mail: rocky.hayashi@kanefusa.nl

KANEFUSA USA, INC.

2762 Circleport Drive, Erlanger, KY 41018, USA
Tel: +1 859 283 1450

Fax: +1 859 283 5256

E-mail: kanefusa@hotmail.com

P.T. KANEFUSA INDONESIA

EJIP Industrial Park, Plot 8D, Cikarang Selatan,
Bekasi 17550, West Java, Indonesia

Tel: +62 21 897 0360

Fax: +62 21 897 0286, +62 21 897 0287
E-mail: sales@kanefusa.co.id

MALAYSIA OFFICE

Suite 839 Level 8, Pavilion KL 168
Jalan Bukit Bintang

55100 Kuala Lumpur, Malaysia

Tel: +60 3 92057721

Fax: +60 3 92057720

E-mail: kanefusamal@myjaring.net

KANEFUSA CHINA CORPORATION
KUNSHAN KANEFUSA CORPORATION
NO.50 Zhuzhu Road, Lujia Town Kunshan City,
Jiangsu, China

Tel: +86 512 57875072

Fax: +86 512 57875073

E-mail : yy@kfcn.szbnet.com

KANEFUSA INDIA PRIVATE LIMITED
Plot No.232, Sector-8, IMT Manesar,
Gurgaon, Haryana PIN 122 050, India
Tel: +91-124-420-8440

Fax: +91-124-420-8441

E-mail: s.egawa@kanefusa.co.in

KANEFUSA DO BRASIL LTDA

Rua Joaquim de Almeida, 75, Sao Paulo
SP, Brazil, CEP 04050-010

Tel: +11-2372-7664

Fax: +11-2372-7663

E-mail: vendas@kanefusa.net.br

Let us hear your opinions and comments concerning
the quarterly newsletter, please e-mail to

sales-ex@kanefusa.co.jp



