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A Message from AGC GROUP CEO

At the launch of the revised
Code of Conduct

To All AGC Group Members,

In 2008, the AGC Group integrated the codes of conduct
of its group companies and regions and introduced
a unified code of conduct for the entire Group -- the
“"AGC Group Code of Conduct.” | believe that sharing a
single code of conduct has clarified what all of us must
comply with as members of the Group.

Now we have revised the Group Code of Conduct
- drawing on our recent group-wide Compliance
experiences and with very thorough consideration
of the principles that are important to us as a global
organization with a vision to enhance our business
strengths and, above all, to Grow Beyond . |n addition
to updating the Code content, we have adopted a new
style and format that we hope everyone will find to be
easy to understand and appealing.

Please be sure to read through this booklet and learn and comply with each Code principle. Compliance with
the Code is essential for the AGC Group to earn and maintain the trust of our customers, local communities
and other stakeholders. Maintaining such trust requires enormous efforts, and such efforts are important
because a single violation of the Code could instantly destroy all the trust we have built and require a very
long time for recovery. We must therefore always take personal responsibility to observe the Code in all
respects.

Your efforts to follow this new Code will benefit not only the AGC Group as a whole but also each and every
one of you because you will know that you are complying with the law and high standards of ethics and that

you are in working environments in which you can feel safe and of which you can be greatly proud.

| request that each of you join me in making a renewed and sincere commitment to full compliance with our
new Code.

Sincerely,
President, CEO & Chief Compliance Officer

K Nobimuna
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| INTRODUCTION

What is Our Group Code of Conduct?

The AGC Group Code of Conduct (“Code”) is the reflection of our Shared Value “INTEGRITY” in the AGC Group vision
“Look Beyond” . |t sets forth requirements for all AGC Group companies and their employees to assure that their
business conduct is consistent with laws, company policies/rules and business ethics.

Why Do We Have a Group Code of Conduct?

The AGC Group has set “Integrity” as one of its Shared Values under the AGC Group Vision “Look Beyond?” . All AGC
Group companies must follow these Shared Values— key standards that all members of the AGC Group must share as the

basis for every action taken.

To achieve sustainable growth as a global company, the AGC Group must respond effectively to the reasonable
expectations of our employees and their families, our customers, suppliers and shareholders and the communities in
which we operate (collectively “stakeholders”) and gain the trust of these stakeholders. To this end, we must steadfastly
follow the Shared Value of Integrity.

To truly adhere to the value “Integrity”, it is necessary that we follow all laws, all company policies/rules and business
ethics. This Code explains how we must do so—and thus how we act with Integrity.

Complying with the Code is essential to our success, to our pride in being a part of the AGC Group and to upholding the
responsibilities that we have to our stakeholders.

AGC Group Vision
“l ook Beyond”

Innovation & Operational Excellence

We will continuously seck innovations in the technology, products and services we provide by thinking beyond
conventional ideas and frameworks.

We will continuously create new value which satisfies the needs of our potential and future customers by
thinking from the customer’s perspective and accurately forecasting the changes in society and markets.

Our We will continuously improve our operations for maximum efficiency and quality in every activity and will
Mission strive for the highest possible standard of performance.
$S10
Diversit
LAIVETSILY
We will respect individuals with different capabilities and personalities, and our global management will
operate without regard of nationality, gender and background.
Our P! g Y> 8 g
We will respect cultual diversity regardless of race, ethnicity, religion, language, and nationality.
Sh d P ty reg: 1y, g guag Y-
are We will respect different perspectives and opinions at all times.
P persp P
Values
Environment
We, as good global citizens, will contribute to the creation of a sustainable society in harmony with nature.
We will strive to ensure and further improve occupational health and safety in our working environment.
Our Integrity
Spirit \)i/teavnv(iil;rztslild open and fair relationships with all of our stakeholders based on the highest ethical

We will strictly comply with applicable laws and regulations.

We will fulfill our responsibilities in relation to all the products and services we provide to
achieve customer satisfaction and trust.

Revised April 2012
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10. Conflict of Interest (Principle 10)

In dealing with current or potential customers, suppliers, public
officials , contractors , competitors and other third parties, we
as employees must act in the interest of the company and not
in our personal interest or in the interest of our family or close
friends.

Conflict of Interest means a situation in which our own personal interests (including
the interests of family members or close friends) conflict or may conflict with our work
duties. In such a situation, we have to give priority to our company’s mission and
interests and avoid exploiting our role or position in the company in order to pursue a
personal interest or a financial gain for ourselves, our relatives or our close friends.

It is forbidden to hold a position as a board member of or advisor to, or to have any
other influential position with, a competitor of, a supplier to or a customer of the AGC
Group. Exceptions require prior company approval.

You must make prompt and full disclosure to your management or any of the
Compliance Resources listed on page 5 of this Code where you consider that there is an
actual or potential conflict of interest.

Examples of potential or actual conflicts of interest:

+ Doing business or proposing to do business with a company or a person where you
or any of your relatives or close friends has control or holds a managerial position.

+ Utilizing information or a business opportunity acquired as a result of your
function in the AGC Group for a personal interest or for any third party interest,
including suppliers, competitors and others who are not supposed to receive such
information or opportunity.

+Using your position or function in the AGC Group to yourself, or to influence
another employee to, enter into a contract with a supplier, a partner or any other
third party as a result of which you or, any of your relatives or close friends receives
such a personal benefit.




M Hong Kong Regional Supplement

In any conduct which involves a conflict between company's interest and personal interest (conduct
with conflict of interest), if you, in your own self-interest, do any competitive conduct with our company's
operation, make a trading with our company, or do any conduct for your customer's convenience, such
conduct of yours will give our company unfavorable results. And so, doing such a conduct itself with
conflict of interest is principally forbidden in our companies' work rules.

When making such an individual person or corporation a trading partner with our company as is yourself
or any relative of yours, or is managed by such person, the one must obtain your supervisor’s approval.
In addition, in the event that a director of each company does any conduct with conflict of interest
including dealing mentioned above or any competitive trading against our company (competitive trad-
ing), Companies Act and other laws oblige him to go through a strict procedure including an approval by
the board of directors and so on.

[Examples of forbidden conduct with conflict of interest]

® To do business against company interest with such an individual person or corporation as is yourself

or any relative of yours, or is managed by such person.

@ To utilize such information or business opportunity as you have become acquainted with through
your business activities not for our company but for any interest of yourself or any third party
including our competitor, etc.

® To be engaged with the management of any company which competes with our company.

@ To conclude any contract with any outsourcer, supplier, or joint developer for your interest such as
receiving entertainment or gifts although the contract is unfavorable to our company.

You should not, without the prior knowledge and consent of the Company, do anything which would
compete with the businesses of any companies in the AGC Group or which would conflict with your
obligations to any company in the AGC Group, even if you do not stand to personally benefit from such
activities.

You cannot use your position in the Company for your own purposes, such as to obtain contracts for your
relative’s or your own business.

@ Main Hong Kong laws concerned:

Companies Ordinance (Cap 32)

4f)
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Q My department decided to
* revise our products catalogue.

As my uncle is running a printing
company, | got quotes from his com-
pany in addition to quotes from a few
more companies. The quote from my
uncle’s was a little higher than the
others. However, | intend to place the
order to his company because | was
told by my uncle that his company
was facing a tough management
situation. Is there any problem?

As your behavior is regarded
* as conflict of interest, you
must not proceed. In fact, you should
not be involved in any way in the
consideration of your uncle’s com-
pany as a supplier to AGC. If you have
a concern about a conflict of interest,
you should contact the procurement
department beforehand.
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11. Gifts and Entertainment (Principle 11)

We do not offer or provide inappropriate gifts or entertainment.

We do not accept cash or any other personal benefit that may
affect our ability to work in the best interests of our company.

We respect the entertainment and gift policies of our customers
and suppliers and of others with whom we do business and seek
to do business.

The exchange of business gifts or entertainment requires our common sense and best
judgment. Excessive gifts and entertainment distort normal business dealings and
jeopardize the transparency of our transactions.

We must never accept a gift or entertainment which could influence our judgment.
You should not accept any entertainment or gift (except of very limited value) from
someone that you are doing business with without reporting it to your management.
Allowing a supplier or customer to pick up the check at a meal is permitted, so long
as it is for a reasonable amount and there is no intent to influence decisions made on
behalf of the AGC Group.

It is also our policy that common sense and moderation prevail in providing gifts and
entertainment to any representatives of a company with which we do business. If we
are aware that a supplier or customer has a policy regarding gifts or entertainment, we
will always follow any such policy.

Also keep in mind that some countries have limitations on providing entertainment and
gifts to private companies, as they may be viewed as illegal commercial bribery.




Il Hong Kong Regional Supplement

Under Section 9(1) of the Prevention and Brib-
ery Ordinance in Hong Kong, any director or
staff member soliciting or accepting an advan-
tage in connection with his work without the
permission of the employer commits an
offence. The term “advantage’, as defined in
the Ordinance, includes money, gift, loan, fee,
reward, employment, contract service and
favour. The person who offers the advantage
may also commit in an offence under Section
9(2) of the Ordinance in Hong Kong.
Entertainment refers to food or drink provided
for immediate consumption and any other
entertainment connected with and provided
at the same time. While entertainment is an
acceptable form of business and social behav-
iour, directors or employees shall turn down
invitations to meals or entertainment that are
excessive in nature or frequency, so as to avoid
embarrassment or loss of objectively when
conducting the Company’s business.

However, Company employees are allowed to
accept (but not solicit) the following gifts
offered voluntarily:

(a) Advertising or promotional gifts of a nomi-
nal value; or

(b) Gifts given on festive or special occasions
subject to a maximum limit of HK$500.00
value, otherwise prior written approval (via
Appendix form 2) should be obtained from the
Code of Conduct Committee for registration
and handling.

@ Main Hong Kong laws concerned:

Prevention of Bribery Ordinance (Cap. 201)

Q | received "Red Pocket” money during
" Chinese New Year as festival occasion

gifts from company X, Y and Z. | found the
"Red Pocket” money given from company X
which is exceeded our maximum limit value
in accordance with our Code of Conduct. |
reported to my department head and was
told to keep secret. Is this OK?

A No, company employees are

* allowed to accept (but not solicit)
subject to a maximum limit, and you should
apply with the form given from Code of Con-
duct Committee for registration and
handling if the value is exceeded in accor-
dance with the guideline of Code of Con-
duct.
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12. Relations with Government Officials
and Politicians (Principle 12)

We do not inappropriately give money or anything else of value
to politicians, political parties or public officials.

As part of our commitment to winning business the right way, the AGC Group does not
tolerate bribery or corruption in any form.

Bribery and corruption mean directly or indirectly giving or offering an undue reward
with the intention of influencing the behavior of politicians and public officials in order
to obtain or retain a commercial advantage—tangible or intangible.

Bribery and corruption can take many forms, including cash or gifts to an individual
or family members, inflated commissions, fake consultancy agreements, unauthorized
rebates and political or charitable donations. A “kickback” is also a form of corruption
that involves the return of a sum already paid or due to be paid as a reward for
awarding or fostering business. In most cases, the mere offer of any of these kinds of
bribery or corruption is unlawful. The same is applied to foreign public officers.

The consequences for violating any of the laws related to anti-corruption or political
activities can be very severe. It is therefore especially important if you have any
qguestions about these laws that you ask management or contact any of the Compliance
Resources listed on page 5 above—especially before making any decisions to which any
of these laws might apply.




M Hong Kong Regional Supplement

<Facilitating Payment>

While making a facilitating payment is
discouraged by the AGC Group, if it is
unavoidable under the circumstances, a
nominal payment to facilitate an official’s
performance of his or her duties may be
allowed in very limited circumstances. To be
clear, “facilitating payments” are small
payments made to officials to expedite
routine government actions, such as issuing
permits. This would never include any deci-
sion by a government official to award new
business or to continue business with the
company. These types of payments require
prior approval by management, which has to
carefully check their necessity every time a
request for approval is made. All payments
should be properly accounted for and
recorded by the company.

The Prevention of Bribery Ordinance prohibits
bribery and sets out the standards of integrity
for employees when they are conducting
their employers'business with public officials.
Directors and employees are subject to the
Prevention of Bribery Ordinance in Hong
Kong.

@ Main Hong Kong laws concerned:

Prevention of Bribery Ordinance (Cap. 201)

| am currently conducting AGC
Q- Group business in a geographic
area that is known to solicit bribes. Since
this is part of a cultural norm in this
location, may | make a personal payment

to a local public official in order to ensure
future business for AGC Group?

No, you may not. Even if you are
o representing AGC Group in a part
of the world that commonly uses bribes
when conducting business, you have
a duty to uphold the Group’s ethical
reputation. We must conduct ourselves
with the utmost integrity, even if doing
SO causes us to lose out on business. If
you are asked to pay a bribe or make
another improper payment, you must
refuse, stating the Group's anti-corruption
position, and you should then report the
incident to your management or any of
the Compliance Resources that are listed
on page 5 above right away.
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13. International Trade Controls (Principle 13)

We respect International Trade-Related Laws.

As a global company, we deliver our products and services, and provide information
about our technologies, to people and companies all over the world. We likewise
acquire raw materials and business information from many places around the globe.
It is therefore critical that we carefully comply with all country and local laws that
regulate our international trading activity.

Export laws not only apply to the export of products, they also apply to export of
technological information. These laws vary from country to country. For example, in
some cases, it can even be a violation of a country’s export laws for an AGC employee to
disclose technological information that originated in that country to another person—
even another AGC employee—who is not a citizen or resident of that country.

Import activity, or bringing the goods we purchase from a foreign or external source
into another country, is also generally subject to various laws. Specifically, this activity
may require the payment of duties and taxes, as well as certain filings with government
offices.

Thus, all employees involved in any way with the processes of exporting or importing
materials and technological information should understand and comply with all
applicable above-mentioned laws and not hesitate to seek guidance from your
management or any of the Compliance Resources that are listed on page 5 above if
there is any uncertainty about the applicability of these laws.




M Hong Kong Regional Supplement

The legal basis for strategic trade control in Hong Kong is the Import and Export Ordinance, Chapter 60 of
the Laws of Hong Kong. The Ordinance lists strategic commaodities as one of the categories of goods the
import and export of which is prohibited unless licensed by the Director-General of Trade and Industry.
The Ordinance thus establishes a licensing requirement for import and export of strategic commaodities.
The import and export licensing control on strategic commaodities is administered by Trade and Industry
Department. Failure to comply with the Regulations is punishable by severe criminal penalties and fine.

@ Main Hong Kong laws concerned:

Import and Export Ordinance (Cap 60)

We are now in negotiations
with a customer about export
sales of our high-tech material.

The other day, we found that this
customer intended to divert our mate-
rial to be used for remote-controlled
aircraft for military purposes. Can we
proceed with the export negotiation
despite such circumstance?

No. You must stop and have it

« checked whether it is legal to

make such an export. You may not

ignore what you learned. Contact the

department in charge of export control

before doing anything further about
this prospective export.
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14. Confrontation with Anti-Social Powers (Principle 14)
Il Hong Kong Regional Supplement

You must not provide anti-social powers with fund or convenience including magazine subscription
or pecuniary contribution which will do them good.
We never submit to any threatening or intimidation by anti-social powers, and firmly confront them.
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— Appendix

Appendix 1
Certificate

1. Purpose of submitting the Certificate:

By submitting Certificate periodically, we expect to renew our recognition of compliance and to
prevent the fading away of our emphasis upon compliance. We do not only submit the Certificate but
also expect the following action:

v To read the GCoC with local supplement once again;

v/ Each employee reviews his/her conduct and the climate of his/her working place from the
standpoint of compliance. They will lead any problem on compliance, if any, to an improvement.

v' They will consult or ask about GCoC with local supplement, or give his/her opinion about GCoC
with local supplement.

2. Positioning of Certificate

All employees subject to the submission of Certificate (excluding cases of long absence including
leave of absence from work) will submit his/her Certificate.

In submitting his/her Certificate, if there is any reason for not submitting Certificate (e.g. he/she doubts
whether his/her present job should satisfy the compliance, or he/she hesitates to make an oath
because the improvement commenced in his/her working place has not been accomplished, etc),
please submit your Certificate by writing such circumstances in the free space. In such cases, we deem
you have submitted your Certificate even though without your signing in the signature space. How-
ever, if you do not submit your Certificate without any reasonable reason, this represents your refusal
to swear a Certificate. In this case, your action will be informed to the chief of your department, and be
made an example to review the compliance measures in each department.

3. Method to Submit Certificate

All employees subject to the submission of Certificate shall submit his/her Certificate periodically.
The person to whom you should submit your Certificate shall be a Chief Compliance Officer or the
president of your company, contingent upon each company's structure.

In case any dispatched employee with leave of absence from work, if he/she submitted his/her Certifi-
cate to his/her original company, his/her present company may deem that he/she has submitted
his/her Certificate to his/her present company where he/she is dispatched.

AGC Group and its local company aim at expanding employees subject to the submission of Certifi-
cate to all employees.

/ To Chief Compliance Officer,(or President)

Personal Certificate on the Code of Conduct

*| acknowledge that | have received and read the Code of Conduct of AGC Group (Hong Kong Edition).

| understand and agree with that I, as an employee of , have obligations to comply with the AGC Group
Code of Conduct.

*| declare that | will comply with and will not violate the AGC Group Code of Conduct.

Name:
Signature:
Date(Y/M/D):

Space for Free Comment

Disciplinary action may be taken when violate AGC Group Code of Conduct

38



Appendix 2
Report on Personal Benefits Received/Benefits Given

Report on Personal Benefits Received/Benefits Given

To:

Name of Donor/Recipient:

Position: Department:

Description of Gift Date of Receipt Estimated Value (HKS$)

Reason for Gift:

(e.g. Appreciation, festive occasions — X’mas or CNY, etc)

Recommended Action:

(e.g. recipient to keep gift, gift to be shared, donated to charity, etc)

Head of Department Signature & Date

Approved by Managing Director:

Signature and Date

Acknowledged by Finance & Admin. Dept:
(on behalf of Code of Conduct Committee) Signature and Date

Filing record date:




__ Appendix
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Appendix 3
The AGC Antitrust Guidelines

Global Guidelines in Relation to Compliance with the Antitrust Law Established September 2005

Prior to having meetings with competing companies (including meetings with trade associations), take every
possible step to confirm if the objective of such meetings is appropriate from the perspective of applicable laws.
Limit the frequency of attending such meetings to the lowest possible. If keeping a relationship with any trade
association becomes unnecessary, leave the association.

. At any meetings with competing companies, tell them your intention to comply with the Antitrust Law and avoid

initiating unnecessary contact with them.
If you intend to have a meeting with competing companies, inform your supervisor of the purpose of such
meeting and obtain his or her permission in advance.

4. Always maintain a written record of the details of discussions with competing companies.

Refer the written record mentioned above to your Legal Department (or, when directed by your management,
with a law firm) regularly for review.

If any competing company contacts you in a way that gives rise to suspicion of possible antitrust issues, notify
your supervisor and Legal Department of the situation without fail and seek their advice.

If you have heard or seen any employees engaged in conduct that gives rise to suspicion of possible antitrust
issues, report this to your supervisor or to the Legal Department and/or to those persons in your business in
charge of Corporate Compliance.

Guidelines concerning relationships with competing companies and trade associations

for Japan/Asia
September 1, 2005 Rev. November 1, 2011

It is prohibited to form cartels or to rig bids with competing companies or trade associations.

Actions that may induce suspicion of such acts may not be taken.
<Reference> Code of Conduct (Fair Competition-Compliance with Antitrust Laws)

The following cartelistic activities among competing companies or by trade associations are generally illegal (per
se illegal) and could be subject to fines and/or criminal charges. (For cases where there is a legitimate business
relationship, please refer to I. below.)
Discussions concerning prices (product prices, construction fees, transportation fees, maintenance fees, visiting
fees etc.).

- Making arrangements regarding volume of sales, shipping and/or production, or fixing their ratio to be
maintained among the competitors.

- Discussing issues such as the limitation of the number of days (or percentage) that facilities should be in
operation, limitation on expanding or building facilities, or limitation on the adoption of new technologies.
Discussions concerning bidding.

Customer allocation.
Making arrangements concerning market share.

The following are also prohibited, because they are highly risky behaviors that may cause suspicion of cartel
behavior. (Refer to I. and V. below.)
- Offering information on prices, volumes of sales or production etc. to a competitor unilaterally.
- Taking no counteractive action when information such as the above is unilaterally transmitted from a
competitor (orally, or via e-mail, facsimile etc.).



1.
V.

Communication/meetings with competing companies, and participation in trade
associations are allowed only on an extremely limited basis, and only to the extent that
they do not raise antitrust concerns.

1. Communications and/or Meetings with competing companies
(1) Communications and/or meetings with competitors may be made only when necessary to carry out a specific
legitimate business relationship, such as certain types of OEM manufacturing, licensing, sales consignment,
joint venture, or technological partnership.
(2) Discussion at such meetings must be limited to those relevant and necessary for the above businesses, and the
exchange of any other information must be avoided. Further, sales personnel shall not be allowed to attend
meetings unless there is a legitimate necessity.

2. Participation in trade associations

(1) Participation in trade associations is allowed only if the purpose and details of its activity are clearly defined in
the convention of the association, and the association complies fully with the Antitrust Act. Involvement in
informal organizations/ meetings with competing companies must be avoided.

(2) Discussions at trade associations must be limited to those within the scope of the purposes of their activities,
and exchanging any other information must be avoided. In addition, sales personnel shall not be allowed to
attend the meetings unless there is a legitimate necessity.

(3) Discussions at trade associations must be limited to the following items that do not lead to cartel behavior and
serve a social and public purpose.

- Establishing common specifications and standards based on social and public needs such as environmental
and/or safety concerns.

- Carrying out public relations and dissemination activities for purposes such as improving the overall position
of the industry, promoting demand and disseminating information about proper use.

- Collecting and releasing information on past business activities. Note, however, that collecting any
information concerning current and future sales or production plans, or cooperating in such conduct must
be avoided.

- Expressing opinions or requests to the national or local government.

When meeting with competing companies or participating in trade associations, the
person attending must obtain prior permission from the his/her supervisor.

A summary of the discussion/meeting must be recorded, along with important
exchanges that were made.

Participation in events (such as dining, get-togethers, get-acquainted trips and
golfing) to socialize with competing companies shall be extremely limited. If
someone participates in such activities, he/she must abide by Il. and Ill. above.

(1) If you are going to hold/attend a meeting with competing companies, you must report the purpose, agenda
and planned participants to your supervisor in advance, and obtain his/her permission. The supervisor must
cancel the meeting in case he/she judges that the meeting is not necessary or raises antitrust concerns in
light of criteria I. above. Contacts with competing companies before or after the revision of pricing should
be avoided in particular. Whenever you find it difficult to make a judgment by yourself, consult with Legal
Department.

(2)  When hosting meetings, prepare an agenda well in advance, and do not discuss other issues. For meetings
held by trade associations, ask the host to prepare an agenda.

(3) Records of meetings will become necessary when we are suspected of being involved in a cartel. Be sure
to record the date, participants and topics of meetings and keep it safe so that it will not be disposed of
or discarded. If there is no record of the meetings, it will be extremely difficult to deny the accusations.
Exchange of important information should be made in written form such as facsimile or e-mail, and they
should be stored. Whenever there is any contact, discussion or exchange that might be suspected to be in
violation of the Antitrust Act, contact Legal Department for advice.

4
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Holding social gatherings among competing companies after meetings and events such as year-end parties,
golf competitions and get-together trips, or participating in these in itselfi s a highly risky behavior that
may cause suspicion of cartel behavior. After thoroughly examining factors such as necessity, risk of getting
drawn into a cartel and the timing of events, only those that are indispensable should be attended. In that
case, relevant personnel shall be sure to obtain permission of the relevant supervisor in advance and keep a
record, even for social events.

Legal Department shall check the status of storage of such records and their content periodically.

Collecting and releasing information on past business activities. Note, however, that collecting any
information concerning current and future sales or production plans, or cooperating in such conduct must
be avoided.

Expressing opinions or requests to the national or local government.

V. If you get drawn into conduct suspected of cartel behavior, you must make sure to
announce your position clearly and with evidence that you and AGC will never participate
in cartels.

)

If information on prices, quantity or rate of production or sales, etc. is provided at meetings, the participating
person must make a clear statement that AGC will never participate in such cartelistic behavior and walk out
after requesting to have the statement recorded in the minutes. After that, the relevant person must inform
his/her supervisor and consult with Legal Department on the subject.

If information on prices or bidding is offered unilaterally via media such as facsimile, e-mail or telephone,
it must be reported to Legal Department, in addition to protesting via document, or depending on the
situation, orally, that "AGC will never participate in activities contrary to the Antitrust Law and request that you
stop sending such information.” Further, what happened and what was done must be recorded in writing.

Cartels can be established even if there is only a verbal understanding or tacit consent.

Even if you are absent from a meeting, if you later receive information on the agreement and it is followed, it
will be regarded as a violation of the law, in that an illegal “implied consent” exists.

Even if you and AGC are not actively involved in a cartel, an ambiguous attitude can be regarded as having
taken partin it.



Appendix 4

Guidelines for “Prohibition of Fraudulent Transactions” (Asia)

Finance &Control Office
June 2012

1. Introduction:

As a public institution that serves for the benefit of society, ensuring “proper financial reporting” is absolutely necessary
for a company to sustain its business operations and continue to fulfill its social responsibility into the future.

Some may think that financial reporting is performed solely by the accounting department. In reality, however, the
accounting department alone is not capable of creating a complete reporting. Proper financial reporting is possible only
when proper reporting is made at every division.

In this sense, false reporting never benefits the Company even if you tried to do it for the Company’s interest. Please keep
in mind that even if it may appear to be beneficial for the Company for the short term, reporting that is contradictory
to the fact will eventually cause damage to the Company. “Proper financial reporting” is therefore a crucial aspect of the
Company which every one of us must follow.

2. Prohibition of fraudulent transactions

The following acts are strictly prohibited as “fraudulent transactions.”
(1) Processing a fictitious transaction or creating record as if the transaction exists even though there is no substance
such as purchase, sales, or inventory.
Conversely, not correctly recording the actual transaction even if it exists.
(2) Creating record that does not reflect the actual situation, failing to faithfully perform duties and/or conduct
budget management in compliance with the Company’s rules and regulations.

3. Compliance with the AGC Group Accounting Standard

The AGC Group prepares its financial statements based on the AGC Group Accounting Policy, and the recording of
sales and purchases, booking of inventories and capitalization of equipment, costing and profit/loss calculation are all
performed in compliance with the policy.

Outlined below are some of the major rules set forth in the policy. If you have any questions or concerns about the
handling of particular transactions or any other issues, please always consult with the accounting department.

4. Outline of major rules concerning “Prohibition of fraudulent transactions”

(1) Sales

[1] Transactions to be recorded in Sales

Sales are revenue from transactions that are performed for business purposes established in the articles of incorporation
and that generate a profit from short- or mid- and long-term perspectives.

Accounts Target transactions
This includes revenue from sales activities of products and merchandise which are the company’s

Sales of products principal operations (including the related service rendered).
and merchandise Sales of products purchased from an outside manufacturer are also included in sales of products and

merchandise.

This includes contract revenue from construction of plants, buildings, roads, etc. which are the
company’s principal operating activities.

Revenues are classified by the type of sales as below:

(a) Equipment and materials: Sales of products and merchandise

(b) Construction: Construction revenue

(c) Design and technical services: Revenue from technical services rendered

Construction revenue

Revenue from technical | This includes revenue from providing a method, design, and other technology information rendered in
services rendered the company’s principal business.
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[2] Sales recognition
Sales recognition is described in the “Revenue” section of the AGC Group Accounting Policy. Please check with the
accounting department if you have any questions or concerns.

Types of transaction
1. Domestic sales of products, merchandise, and plant equipment and materials
2. Export sales of the same items as those listed above
3. Contract works and plant construction
4. Sales of purchased products not involving logistics operation
5. Sales of know-how, industrial property rights
6. Sales of royalties
7. Sales of engineering fees
8. Sales of service fees
[Note]

+ Recording of sales at the end of the closing month
You are not allowed to deviate from the rules on sales recognition in order to control the
internal budget and/or profit targets.

+ Handling of provisional unit prices
If a product is sold at a provisional unit price, the final unit price must be determined before
the end of the accounting period, in principle.
Please check with the accounting department for the handling of specific transactions.

(2) Purchase and related transactions
[1] Transactions to be recorded in Sales

[1] Purchase recognition

In principle, it is the date when the merchandise is inspected and accepted.

Purchase of Provisional unit price: If any raw material or equipment is purchased at a provisional unit price,
merchandise the final unit price must be determined before the end of the accounting period, in principle.

Please check with the accounting department for the handling of specific transactions.

Acceptance of

. In principle, it is the date when the service is inspected and accepted.
services

[2] Prohibited acts

Raising Off-the-book It is strictly prohibited and is considered socially-unacceptable behavior to manipulate purchase
money and/or other transactions together with suppliers and raise off-the-book money.

You are not allowed to deviate from the rules on purchase recognition in order to control the
internal budget and/or cost/profit targets.

(Example)
- Fraudulent advance acceptance of research expenses:
Accepting research expenses in advance and making/recording the payment at the end of the closing

month even though the research commissioned is not yet completed.
Fraudulent advance/ 9 4 P

delayed recordin )
y 9 - Fraudulent advance acceptance of construction expenses:

Accepting construction expenses in advance and making/ recording the payment even through the
construction ordered is not yet actually completed.

Recording construction expenses in excess of the actual amounts with intent to record a reduced
amount for a different construction item in the subsequent term or later, because there will be a surplus
of the budget for the current term.
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3. Issuance of slips

Accounting slips must properly express the actual transaction including the purchased product, construction, service, etc.
and must be recorded in the correct accounting titles to reflect the facts.
Budgets must not be diverted into an irrelevant expense item or construction item.

[Prohibited acts]
- Recording a false construction item, expense item and/or budget code.
- Diverting the costs for construction of a plant, etc. to a different construction item.
- Distorting actual transactions (E.g. Asking a supplier to pay for entertainment costs and paying back the equivalent
amount in the form of fraudulent product purchase.

4. Sales of reusable products (e.g. iron and paper scraps)

The sale of reusable materials must be treated as an independent revenue and must not be offset with product or other
purchases.

5. Inventories

Inventory difference must be clarified and corrected through physical stocktaking by the department in charge or by
obtaining the inventory certificate and confirming the balance based on the inventory control table.

6. Monthly costing and profit/loss calculation

« The quantity of production, work-in-process, cost allocation base, sales, and other data that are needed for monthly
costing, and profit/loss calculation must be recorded by the departments in charge in accordance with the applicable
rules.

- Calculations must be made based on the correct data. You must not distort any amount by recording a false quantity.
Materials consumption rates and yields must also reflect the actual data.

7. Value-added tax, customs duty, etc.

* You must always comply with the laws and regulations concerning value-added tax, customs duty, etc. associated with sales and
purchase transactions.
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