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HITACHI
Overview of this part

We will introduce how to use generative Al to help you "gather information" and “form a hypothesis”.

Gather information Form a hypothesis

» Gather your customers' * Organize the strengths and
business goals and issues weaknesses of your company

» Gather key stakeholders' hot and your competitors basgd on
buttons (important interests) the hot buttons of the project

+ Organize your own proposal

Practical  Practical Skill 1:
Skill Use generative Al to efficiently collect and organize "customer interests"
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Overview of this part

HITACHI

We have developed prompts that can be used for "gather information" and "form a hypothesis”.

Gather information Form a hypothesis

» Gather your customers' * Organize the strengths and
business goals and issues weaknesses of your company
and your competitors based on

* Gather key stakeholders' hot - ;
the hot buttons of the project

buttons (important interests)
» Organize your own proposal

Practical  Practical Skill 1:
Skill Use generative Al to efficiently collect and organize "customer interests"
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4 prompts we will present today

We will introduce it with a demonstration.

O © o o

 Gather your customers' business
goals and issues
Gather
information
 Gather key stakeholders' hot
buttons (important interests)
 Organize the strengths and
weaknesses of your company and
Form a your competitors based on the
: hot buttons of the project
hypothesis
* Organize your own proposal
4 Confidential: For Hitachi employees and authorized NDA-bound audiences only

HITACHI

Customer Analysis Prompt

Quickly gather the information you need to understand your customers by simply entering
a customer name and case summary

Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the
information collected

Differentiation Strategy Planning Prompt

Organize how to leverage your company's strengths and proposed measures to respond to
the competition based on the strengths/weaknesses of your company and the competition

Proposal Organizing Prompt

Quickly summarize proposal content based on information organized through data
collection and 3C analysis

© Hitachi, Ltd. 2025. All rights reserved.



HITACHI
4 prompts we will present today

The first prompt is the Customer Analysis Prompt.

. - Customer Analysis Prompt
* Gather your customers' business y P
goals and issues Quickly gather the information you need to understand your customers by simply entering

a customer name and case summary

Gather
information
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Gather information

(1) Customer Analysis Prompt | Purpose

Customer Analysis Prompt
Quickly gather the information you need to understand your customers by simply entering

a customer name and case summary

Efficiently gather the customer's business goals and issues necessary to understand the customer.

Fully understanding the customer is the first step in the proposal process. We need to gather extensive information on the customer's
management philosophy and vision, changes in the business environment, mid-term management plans and business goals, target project

goals, etc.

R Information required for -

customer analysis

Management Philosophy/Vision
|

Changes in the business environment
(External and Internal Environments)

Mid-Term Management Plans and
Business Goals

v

Goals of the project
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frameworking

 —

"Vision Understanding Sheet"
to help you gather all the necessary information

HITACHI

Inspire the Next
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Even if you have a point of view to keep in mind, it's hard to fill

it in manually from scratch.
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Customer Analysis Prompt
Quickly gather the information you need to understand your customers by simply entering

a customer hame and case summary HI IA‘ :HI

Gather information

(1) Customer Analysis Prompt | Purpose

Efficiently gather the customer's business goals and issues necessary to understand the customer.

Fully understanding the customer is the first step in the proposal process. We need to gather extensive information on the customer's
management philosophy and vision, changes in the business environment, mid-term management plans and business goals, target project
goals, etc.

R Information required for . P "Vision Understanding Sheet" -
customer analysis to help you gather all the necessary information
e HITACHI
Management Philosophy/Vision 2. EY3VIReR Inspire the Next
| BEERTEROLYRARROMIEEET S
Changes in the business environment frameworking

(External and Internal Environments)
R
|

BHT ANENERIEOEL

* OO

Mid-Term Management Plans and
Business Goals
NG #i Developed “"Customer Analysis Prompt” to gather
information more efficiently and in less time.

OO

Goals of the project
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Customer Analysis Prompt
Quickly gather the information you need to understand your customers by simply entering

a customer hame and case summary HI IACHI

Gather information

(1) Customer Analysis Prompt | Overview

Simply enter the customer name and case summary to quickly get the information you need.

Simply enter the customer name and a brief case summary as shown below to get the information you need to understand your customer, in

an organized manner
% User Input Sample \

No in-house knowledge v @

# Prerequisites

Customer XX International Airport Inc.

Name

Title of the Renewal of automatic telephone answering equipment at the telephone center
project

Renewal of the automatic answering system of the telephone center at the international airport.
Features of the  Automatically respond to telephone inquiries and provide voice guidance and flight information.
project In addition, it connects to the operator terminal and exchanges calls with the staff of the passenger
guidance service company.

industry International Airport Operations
Company size  ¥82.9 billion I
[ Edit Question Template v ]
& J
How to use . -
) . o () | BEEOES2ABEPHAE2EEYT | JOC T MILUTFIOY T REEI UV D . EEOF TR ABEDMAE. EUn VIR — R TEREL

Please refer to the item on the right of the special site " 3 TEESN(EY 3 VIBRS— b)) EH
1.1 Collect customer and competitor information according to the frame" on the (FOY 7 +OFRAEICE D) e USNHETOVT Mo, BEEOEEEEAYEANTE .
special site for utilizing CPC generation Al. EYa Yy - KB BEEOMEAHATNS

ED

* Click on the blue text above
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Gather information

(1) Customer Analysis Prompt | Output

|Mana9ement Philosophy (Vision, Mission, Values!l

Vision: Strengthen its position as an international hub for comfortable air travel by providing fast and accurate information to all
passengers using XX International Airport.

Mission: To improve customer service at international airports and to maintain and improve advanced information delivery systems to
meet the needs of passengers.

Values: Customer-first, innovative, trustworthy, and sustainable, and transparent service to all stakeholders.

Principal Businesses

Business domain: Efficient and prompt information provision services to international airport users.

Main products and services: Updating the automatic telephone response system, providing flight information, and customer support.
Business composition ratio: Specific percentage is not available

sales

Sales trends for the last three years: FY2021: 80.0 billion yen, FY2022: 81.5 billion yen, FY2023: 82.9 billion yen.

Year-on-year change: 2021-2022: 1.9% increase, 2022-2023: 1.7% increase.

Compared to the industry average: The industry average growth rate is about 2%, and the growth of XX International Airport is almost
the same as the industry average.

Number of Employees

Total number of employees: Approximately 1,200 people.

Breakdown by employment type: 800 full-time employees and 400 part-time and contract employees.

Personnel composition by department: 600 in the operations department, 300 in the customer service department, and 300 in the
administration department.

|Changes in the external environment to be aware of |

Market trends: International travel demand is recovering and is expected to grow by 10% year-on-year in 2024.
Competitive Landscape: Major competitors: Other international airports (e.g., Tokyo Haneda Airport, Kansai Airport).
Market share: International airports account for approximately 25% of the market.

Competitive strengths: high service quality, advanced IT infrastructure.

Legislation: New security standards and enforcement of data protection laws can have an impact.

Social demands: There is a need to strengthen sustainable operations related to SDGs and ESG investment.

| Changes in the internal environment to be aware of |
Organizational structure: A review of business processes associated with digitalization is underway.
Human resource situation: The turnover rate is high, and recruitment difficulties are an issue, especially in IT-related positions.
Technical capabilities: The company has introduced the latest automatic response technology, but its technological superiority over
competitors is insufficient.
Company culture: Customer-oriented and highly conscious of service improvement.

- Actual output N

Customer Analysis Prompt
Quickly gather the information you need to understand your customers by simply entering

a customer name and case summary

HITACHI

(Continued to the right)

v

|Mid-Term Management Plan Goals I

Sales and profit targets for 3~5 years: Sales: 90 billion yen, Profit: 10 billion yen.
Priority measures: Renewal of the automated response system and expansion of digital services.
KPIs: customer satisfaction, system uptime, and response time.

Business Objectives

Specific goals of the main business: Maintain a 99% utilization rate of the automated response system.
Direction of new business development: Introduction of personalized information provision services using Al.
Measures to strengthen existing businesses: Strengthen collaboration with operators and implement training programs.

Goals of the project

Concrete results: Smooth renewal and operation of the telephone center automatic answering system.

Expected Results:

Quantitative: 30% reduction in response time, 10% increase in customer satisfaction.

Qualitative: Improving operational efficiency and reducing the burden on operators.

Success criteria: The uptime rate of the new system is at least 98%, and the positive feedback rate from customers is at least 80%.

What this analysis reveals

Customer Strengths:

High brand power and good international access.

Management Issues:

1. Poor customer service due to aging autoresponder systems.

2. Outflow of human resources due to high turnover.

3. Internal resistance to the introduction of new technologies.

Opportunity:

1. Increase in the number of passengers due to the increase in international flights.
2.Al service can be improved by advances in technology.

3. Demand for sustainable service delivery due to increasing environmental awareness.
Threat:

1. Improving the service of competitors.

2. Decline in travel demand due to economic recession.

3. Business constraints due to changes in laws and regulations.

Future Directions:

Prioritizing technology-based service innovation and focusing on strategies to improve customer satisfaction.

J
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extra

(1) Customer Analysis Prompt | Check Prompt

Customer Analysis Prompt
Quickly gather the information you need to understand your customers by simply entering

a customer hame and case summary HI IACHI

Outputs the results of a check to see if the vision comprehension sheet is properly filled out.

% User Input Sample \
No in-house knowledge v @
Customer XX International Airport Inc. Completed Samples
Name
Title of the Renewal of automatic telephone answering equipment at the telephone center : girpﬁgﬁ*:’%}%}“iﬁ;g,’{gggéff*‘“W
pl"OjeCt MEROMR X RRORLENETSLHCLBLNES
Renewal of the automatic answering system of the telephone center at the Sl A—
international airport. B v b iz A L
Features of - L . . .
the project A_utomatlcally respond to t.elep‘hone inquiries and provide voice guidance and
flight information. In addition, it connects to the operator terminal and JArture: KE(TAILINABEREC
exchanges calls with the staff of the passenger guidance service company.
FARGRCLLIIRENLRERS
FERCLIEAA L
industry International Airport Operations 937 erEy7e
el ;Eg;gtv’%ﬁqﬁiiﬁf GRS
[ Edit Question Template % ] AN RN
LIVIVAR )
. J
How to use 0 _;ﬁja)ev*zagwﬁa& LEa j;‘m;zhmx;j’uy?f%faou Wy . EUS VIS — FTEELESELE1—LET,
. . . -3 ASFRRIOLTHETa VERL— .
Please refer to the item on the right of the special site " kver) . ?Eﬁﬁjfma)jhtégﬁﬁifﬁﬁg%éﬁ L. %Eg
. , S . R N P 3 VBB — kR STV, B s PR
1.2 .ReV|ew the collected contents" on the special site for the use of CPC generation Al. (FO>7 OBRAEIRCES) TR Y OEEEICRE SN TV OF £ v FEH
* Click on the blue text above WHIThED
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4 prompts we will present today

HITACHI

The second prompt is the Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt.

_9

Gather
information
Gather key stakeholders' hot
buttons (important interests)
1 Confidential: For Hitachi employees and authorized NDA-bound audiences only

Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the
information collected

© Hitachi, Ltd. 2025. All rights reserved.



Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the

information collected HITACHI
(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Purpose

9 Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt
Gather information

Based on the information collected on key stakeholders, formulate hypotheses on hot buttons (key
Interests).

Pressing the hot buttons is extremely important, as it is believed to be a major driver of customer decision-making. To consider the hot buttons of
key stakeholders, you need to gather not only superficial information about the stakeholder, but also deeper, more personal-focused information.

Deep dive into key "Hot Button Analysis Sheet"
— - N
stakeholders to help you guess hot buttons
Department/Position 4 Ry RIS~k lggtﬁ?ﬂ!t
facade F= YYDy MRS EEROK) FEE-EHTS
Mission at work BEED | o o L | eweo | axnawme e
i BE | 5T e - e Danaes e — WELEDS
. Personal Values and
motive -
Personality
Past Statements
HOt BUttonS Hitachi Confidential & Hachi, Ltd. 2024, All rights reserved. 9
. J . J
The “real reasons” why customers choose a service. The motivations that It is difficult to generate hypotheses from relationships and experience.
lie behind superficial needs and are rooted in emotions and values. Even if you do a hearing, it is difficult to hear without a hypothesis.
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Gather information

Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt
9 Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the

information collected H ITACH I

(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Purpose

Based on the information collected on key stakeholders, formulate hypotheses on hot buttons (key

Interests).

Pressing the hot buttons is extremely important, as it is believed to be a major driver of customer decision-making. To consider the hot buttons of
key stakeholders, you need to gather not only superficial information about the stakeholder, but also deeper, more personal-focused information.

N

Deep dive into key

facade

motive

stakeholders

Department/Position
Mission at work

Past career

Personal Values and
Personality

Past Statements

\V
Hot Buttons

frameworking

"Hot Button Analysis Sheet"

to help you guess hot buttons

J

The “real reasons” why customers choose a service. The motivations that
lie behind superficial needs and are rooted in emotions and values.
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to quickly formulate hot button hypotheses
from collected information.
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It is difficult to generate hypotheses from relationships and experience.

Even if you do a hearing, it is difficult to hear without a hypothesis.
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9 Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the

information collected HITACHI
(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Overview

Gather information

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the information collected.

In addition to the customer's name and a brief case summary, as shown below, a hot button analysis sheet can be attached to formulate a hot
button hypothesis for each key stakeholders.

% User Input Sample \

No in-house knowledge v @

# Prerequisites

Customer XX International Airport Inc.

Name

Title of the Renewal of automatic telephone answering equipment at the telephone center
project

Renewal of the automatic answering system of the telephone center at the international airport.
Features of the  Automatically respond to telephone inquiries and provide voice guidance and flight information.
project In addition, it connects to the operator terminal and exchanges calls with the staff of the passenger
guidance service company.

industry International Airport Operations
Company size  ¥82.9 billion I
[ Edit Question Template Vv ]
N\ J
How to use . . . S . - - -
Please refer to the item on the right of the special site @) | F=N—V OFy FESVERE | TOLTHEUFTIOLT REES Y S C EEE——VSOFy hE RV, iy kER L —
1.1 Collect customer and competitor information according to the frame" ve MmOty bR AL R FTERLES
: h . T N %ij A e . UDHETOVT R ﬁéﬁﬁviﬁmg%?\hb @EeE
| | r ilizin neration i > FEREECES EQOESHEEAD LRy FAZ —FEREHELTL
On? (B E{PEEEl S el U g EEEe Ed BRIy Sty FHE SOBRI ST E
* Click on the blue text above %,
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Gather information

(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Overview

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the information collected.

In addition to the customer's name and a brief case summary, as shown below, a hot button analysis sheet can be attached to formulate a hot

Attach as a PowerPoint file

button hypothesis for each key stakeholders.

% User Input Sample

Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the
information collected

HITACHI

No in-house knowledge v attachment

# Prerequisites

¥82.9 billion
[ Edit Question Template Vv ]

Company size

4. Ry MRIYHHT Y-k

¢

HITACHI

Inspire the Next

Customer XX International Airport Inc.
N a " e K& - BERE
F&h gﬁ;g&%%ﬁ
Title of the Renewal of automatic telephone answering equipment at the teleph
project =
Renewal of the automatic answering system of the telephone centen
Features of the  Automatically respond to telephone inquiries and provide voice guid Ry
project In addition, it connects to the operator terminal and exchanges calls| e« w7
guidance service company.
Tah  |DXHEESE
industry International Airport Operations i
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.
How to use . . . s N 3 3
Please refer to the item on the right of the special site @) | F=N—V OFy FESVERE | TOLTHEUFTIOLT REES Y S C EEE——VSOFy hE RV, iy kER L —
1.1 Collect customer and competitor information according to the frame" 78 EEQT bF Y2 A EREHLERHT FTEELET,
: o . . = . o c UVIEIOVT R BERPEEBELANL, GHYE
on the special site for utilizing CPC generation Al. (Fa>7 FORRAEELES) EOREBEEAN LIy A8 o — b EFR LTS
; I, E¥—/N—Y YDy bREVORBEAEATNE
* Click on the blue text above 7
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Gather information

Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the

information collected

HITACHI

(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Output

s

TEA

EEZEOFEORS (BTEE)
1. AT LOEEHE

2. DXHEEE £ DR

LA REpE

. EEETOEHAN
REEAEEOE
CEhEE

LF—RER

e AT LDEIEE
HEE-—AoinE
EBEOBEER
EERED I

LA AL—2OREEE
. BFHbOH#E

. FBEET GOt
AT LOEEE
EE——AoEk
.7 I FilfEmE
R Ta A OBEEY
e AT LFREE
S OIERE

. DeE

LI HMEROER
LA BEROELE
AT LOBEERE
5 FEEEROE E

B P S LI I Yy N e ¥ o B O e e L L ST R AR R, B A P

Actual output

REROES (RENLENLEREHE)

FEAR LW EFERDANTRELTWVELLY EBATED., S0P 27 LICHT 2R EVWEEIGNS, BREEEQT A —JRLIcEFS5 7400, BHNE AT LIBEETH S,

T F1 7P OERTRLLTED. FUREFECRTEEFERORE LICEI RN EaNEER S,

FLUYATLOEAICSVT, IR FHBRHBETH 3 o] BENDRERET 3EAH 55,
STEERL LTESSETICMET 310, STEHORRENFEELEOEES 3.
TLhver2—OBEEE LY, BREORVEOEICAE, OERICELSIET.

FLEahtABEOENERELTED. T—2OlE - SN LE2BEEATERYFEETH S,
BRFEATLTOREERNS, AT LOEEEYEERIA TS EEISNS,
BEORTEMEELIET. SNEYEY - EAEERTIIHRHSNTLS,
FAL—ROBEEEETAEHOSATFLERAHETHD. EBORLICEN S,

FEEHTETE b Ee

IEEOFEERPESICENLELVY EOREHS. EEREECHTIBVEACHSS LEBITNAS. FAND LTRSS

WBEFRELEBOY—EAFLTRHTFEVEVIF VALY SHD. ARGRIAFETEHTVAEFEIL 5N1S.

BLShEOREEETSIET. TAL—20BBFEELELWEVLWS - —ThEa,
BASEHEEBELTED. EB0BEREICHY SHFIIEL.
FErSORVELEICH T SHEERRICTOIILT. Y—EAGEOELEED L,
BEBLROY—EAFELERT2 L8, AT LOETHFREETHES EEZEAGHE,
FEREOETEBRIHSLHIC. YATLERETORBEEEEERELTVLS,
EENAEFLRLIOOERIEET. FEECETRLSE I OO AT LOHERL NS,
I—T71 - 7HBEOESHEHLEAEENSED., Y ATLYTOEERET I EHFLTLS.
RN AFLEE I e EFET S LODEENPETHAIEEL SN S,
ERICEHYAESOEEEF RS oh. YATLOEEETEALTL S,
REEAEEOREEEESHIL. FIRIENFEETHEEEEIENE,

SNSHWEBA— YA OFRFEFEL., 757 HESEOEFLE#RIRKHSATLS,
AOF+OEFETABFE-TLWEWLWI Eh S, HEBOERFAILRETHS.
TLAYES—OREBEE T3R80 AT LUEN RO SNTED. BHENGERIEETES.
FERICE>TORBERLEIE S HOEEHNHET. LAFLOSENFO—RE L THEMRIT SIS,

Points are output according to each person.
Example: Mr. F is a manager

Keywords such as “return on investment”
and “improvement of customer satisfaction”

that managers are concerned about appear.

J
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Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the

information collected HITACHI
(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Output

9 Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt
Gather information

r Actual output

K EERCFORD (BREE)  EROE4 (RENLERCEEE)
FEA L ATLOFEHE FEAIR MALLWCEEMDANTHRELTL IV EBNTED. SHOEFPLATLIRT B BEVWEEIGNE, EREED X—JALILEST 28, BHNLSATFLIEETHS,

2. DXHEE & DR R—TT4 7P DERERELTED. TURIFECHTEEFROMLICR D EAFEER L.

3. A FEE HFLLULAFTLOEACEVT, DA ARV EETHS 0. BETHIRETERT ZERISH S

4. ZEETOREE ESMaZERLLTESERCHSY o e, EFEHoBAEFEELROE LTS,

5. FEEREEOEL FltvtrSd—OREFELIY. BEORVESLEICARN OERICGLAZET. BEEAEETA LTV EVSEANH 3.

[Example of additional instructions]

In addition to the hypotheses you just outputted,
please output 5 other key interests you consider with detailed reasons
(Please do not duplicate what you have already outputted)

5. {80 IEREE FEICEHY AESEOERENES SN, AT LOEEETERALTVLS.
TEA 1. DXiEE FEEAEBEOEEETESSII. FURIMENBEETHS EFEI NS,
1251 MERODER SNSPWEBR— U~ OFFEFRL. 7577 HESOERAZEHIEDSNTLS,
3AARFEOELE AO0FOEETASFE-TLWELWI eh s, BERORERIAZIGHEETHSS.
4. AT LOBEEE FLAyt 2—0REFFFf OO0 AT LAENF KD SATED. DENGERVEETE S,
5. FEEEROmE E BRLES>TORRETR L 2D OEENBET. LA7L0MENT0—RELTUEMITSN S,
NS J
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Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt
9 Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the

information collected HITACHI
(2) Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt | Check Prompt

Outputs the results of a check to see if the hot button analysis sheet is properly filled out.

r User Input Sample \
Customer XX International Airport Inc. Com p|eted Sam ples
Name
Title of the Renewal of automatic telephone answering equipment at the telephone center PE i % e
pro‘JeCt M2A BRELH REFEZALLT L REEEOFE
VEx-Jv- SHRTHFCASN HOry

LDl

Renewal of the automatic answering system of the telephone center at the
international airport. sah mRass
Automatically respond to telephone inquiries and provide voice guidance and

RERTOFE
HOLH

Features of
the project

F=Jr-

flight information. In addition, it connects to the operator terminal and R v % e
exchanges calls with the staff of the passenger guidance service company. h e + | e
industry International Airport Operations I o g;é,;‘,f'lﬁz;
[ Edit Question Template v ] Hitachi Confidential & Hitachi L. 2024 Allightsresenved. 0
. J
Howtouse py fer to the it the right of th ial site "
ease refer to the item on the right of the special site @ | F=N=Y>oky bREVELE | FOYTHRUFIOLTREEI U S o By RE RIS — FTEELERELEI-LET.
i o ial si - raJsRR7OrF tohy bREZ VSR _
1.2 Review the collected cqntents on the special site 1-93% o oy ( e UUSETOVT b, EESDEASEE AN L. B L
for the use of CPC generation Al. (FOY T ORI = 5 5) ey bRE VS — FERMIL TSRSV, Ry bRE
g ENNa) Bk N - N = ¢ & :
* Click on the blue text above Y ORERCRREOT 3 v TREDEIENET
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HITACHI
4 prompts we will present today

The third prompt is the Differentiation Strategy Planning Prompt.

« Organize the strengths and _9 Differentiation Strategy Planning Prompt
weaknesses of your company and ] Organize how to leverage your company's strengths and proposed measures to respond to
Form a your competitors basgd on the the competition based on the strengths/weaknesses of your company and the competition
hypothesis hot buttons of the project

19 Confidential: For Hitachi employees and authorized NDA-bound audiences only © Hitachi, Ltd. 2025. All rights reserved.



Differentiation Strategy Planning Prompt
9 Organize how to leverage your company's strengths and proposed measures to respond t:

o
the competition based on the strengths/weaknesses of your company and the competition H ITAC H I

Form a hypothesis

(3) Differentiation Strategy Planning Prompt | Purpose

It is to get an idea of how to differentiate your company based on the strengths and weaknesses of
your company and your competitors.
Once you have sorted out the strengths and weaknesses of your competitors, you need to consider how to incorporate this information into

your proposal. We will produce a differentiation strategy that highlights our strengths to our clients while highlighting the weaknesses of our
competitors.

What the customer
wants to achieve

We make customers think that
what they want to achieve that “our
company can do that the
competition can't” is important to
them.

Make the “things the competition
can do, and the company can't”
appear small among the things
the customer wants to achieve.

Competitor Differentiation

Strengths

What our
company
can do

What the
competition
can do
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Form a hypothesis

(3) Differentiation Strategy Planning Prompt | Overview

9 Differentiation Strategy Planning Prompt

Organize how to leverage your company's strengths and proposed measures to respond to

the competition based on the strengths/weaknesses of your company and the competition H ITAC H I

Based on strengths and weaknesses, develop a strategy for how to leverage your company's
strengths and differentiate yourself from the competition.

- Input Samples
@

Customer Name XX International Airport Inc.

Title of the Renewal of automatic telephone answering equipment at the telephone center
project

Renewal of the automatic answering system of the telephone center at the international
airport.

Automatically respond to telephone inquiries and provide voice guidance and flight
information. In addition, it connects to the operator terminal and exchanges calls with the
staff of the passenger guidance service company.

Features of the
project

1. Aggregation and analysis of customer feedback, 2. Labor saving in passenger guidance

AU LS operations, 3. Stable operation

Competitor A systems

Weaknesses of 1. Service outage accidents due to equipment failure in the past

Output (excerpt) \

(5. #RHLA > b (BT HURET 2 BMHE L ZOBRER)

6. REDBPAEBIEZ T - T+ 7

ERHEER > b BHOSREASEIAr BELST —XOMEENEEAL. REOSEM|AICIE - 947 L.
TE LY —E2F2H,

- BREOSEESSGE

« T2V —ILIC & BER{E £ atR

- MEERICEZ Y A TLOTEY

-BEEO-—XICBRSWERE

ARaAl: TEIEREORBIIBIBTIN. 3 3

TIEERBE LTRELLWAS LW ERA. IF-SEAREEERICED. BICREL-Y—ERE2E#H[cE

_9.-0J

TR
BEOHGESATLOFESEZETY V4 L. BEENEERAEET.
BHOTREROEFH1% R L -2 % /ER.
BEO-—XITESWEARE T ABEE1T5.

1. He0EKICEBEFRIFNMIZI-X T > HiEE
s BREAfL: [EIEAR A THSBC EidEhICE

I Our Strengths 1. Possess high-precision real-time speech recognition and text-to-text functions, ~~~ I—
Your company's 1. Expensive compared to competing vendors
weaknesses
Strengths of 1. Existing vendors, 2) Existing equipment can be diverted, 3. Easy migration from existing

Competitor A
[ Edit Question Template v ] ‘

The weakness of the competition implies
that the business characteristics of the

e, BENICREEEDO-—XIEZ5

ICEFTEELES AT LERELET.

T g R
BEDBEDEMENEZBNTEZTI—AR
BxHoEfiEFIcEY eI —2HE.
BEOXEETavEETULIL, BEENAREETS.

airport make it very critical.

(.
How to use ) ) o
Please refer to the item on the right of the special site " (4) | BHEREDMA/BLERETS 7|'_'EI > 7 HEUFIOYT hE%ﬁ Uy . REFICHT 3 EH/MAEORB/BHN 5. EIHEPT 271
1.1 Collect customer and competitor information according to the ERfba A7y IRRTREER I DRA Y PR ET.
frame" on the special site for utilizing CPC generation Al. (FOXTHOBRFHARLLD « UDURTOYT O, BFRE, Ky RS, Bt e
rame P g+-9 ENBNDEE L BHEANILTREE V. BRHLEA S M
Click on the blue text above rhHAOThET,
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Form a hypothesis

(3) Differentiation Strategy Planning Prompt | Overview

Differentiation Strategy Planning Prompt

Organize how to leverage your company's strengths and proposed measures to respond to
the competition based on the strengths/weaknesses of your company and the competition

HITACHI

Based on strengths and weaknesses, develop a strategy for how to leverage your company's
strengths and differentiate yourself from the competition.

- Input Samples
@

Customer Name XX International Airport Inc.

Title of the
project

Renewal of automatic telephone answering equipment at the telephone center

Renewal of the automatic answering system of the telephone center at the international
airport.

Automatically respond to telephone inquiries and provide voice guidance and flight
information. In addition, it connects to the operator terminal and exchanges calls with the
staff of the passenger guidance service company.

Features of the
project

1. Aggregation and analysis of customer feedback, 2. Labor saving in passenger guidance

AU LS operations, 3. Stable operation

Our Strengths 1. Possess high-precision real-time speech recognition and text-to-text functions, ~~~

Your company's 1. Expensive compared to competing vendors

N

Vs

Output (excerpt) \

5. ZRHEERT >+ (BHETHRET S SMEEE ZORRER)

c BREERA Y b BHOBREELSERArSELT — 2oL EERA L. REOSEHZ|MICINE - 9470,
TE LY —E2F2H,

- BREOSEESSGE

« T2V —ILIC & BER{E £ atR

- MEERICEZ Y A TLOTEY

-BEEO-—XICBRSWERE

HMEOBHEBUIESZ TR Tr »JHRE

- BiBA: EIEREBORBIEBANTTH. BEOT—EAFLEOVRIZERT 3. RERIROSNIFE
TIFEREC LTRBEALWYS LI ERA. FSIEMRILBRICED. BICEELLY—ERZRHETES
Tol
- TOaVE:
BEOHEYZATLOFEZSZETU VY L. EFNLEAZET.
BHOTRIEHROBEHIE T L BB Z fE.
BEO-—RBESVWEARAIT A AREET 5.

HMEOHAHBEERITMIZI—XTr JHBE
FEREAM: TBERVATHZ I CdEMIZOTTN, ZoRER I TORESFLICSENIEBHTT. EFHH

weaknesses
Strengths of 1. Existing vendors,|2) Existing equipment can be diverted, 3. Easy migration from existing
Competitor A systems

Weaknesses of 1. Service outage accidents due to equipment failure in the past

fuwe, BENICEEERO-—IEashidhshd LhEtA. EHEIEHEMEEEL. EXHEOEXE
(CAF-TEEL - AT LEERMLET.]

« PO g VR

BEEDBREOKMEFNZBNT BT —RAAXT1 1Bk

Competitor A o =
El BHORMEFRICET 3 F— %,
(Ledit Question Template - BEORRE U3 ELTY VYL, BHNRERETS,
(. J (.
How to use ) ) o
Please refer to the item on the right of the special site " (4) | BRHIMBOWH/BHERRTS | TOVTHEUTIOYT EEIUYY . BEEICBIT3EH/ME0RA/BRAN S, EIEPT—2F 1
1.1 Collect customer and competitor information according to the ‘ERMLAT 27+ > IRmIRTM I DRA Y PR ET.
frame" on the special site for utilizing CPC generation Al. (7O T+ OBRRSARLL D) « UNOHRTOCT M, BEEE, Ry bREY, B - WS
rame P 9+-9 ENBNDEE L BHEANILTREE V. BRHLEA S M
Click on the blue text above EHHAIhET,
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HITACHI
4 prompts we will present today

The fourth prompt is the Proposal Organizing Prompt.

Form a
hypothesis

Proposal Organizing Prompt
* Organize your own proposal ] Quickly summarize proposal content based on information organized through data
collection and 3C analysis
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Proposal Organizing Prompt
Quickly summarize proposal content based on information organized through data

collection and 3C analysis H ITACH I

Form a hypothesis

(4) Proposal Organizing Prompt | Purpose

Formulate a proposal hypothesis from the information collected and organized.

Based on the background information and hot buttons obtained through information gathering and the company's proposal policy organized
through the 3C analysis, we will formulate a proposal hypothesis.

: Worksheet to coIIect_ Eliminate the gap between the hot button and the proposal and discuss the
—— information and summarize N -

the results of 3C analysis Proposal Content Discussion Sheet

v

D79 ME R RA
o — HITACHI
?%%WET‘ij]"}“\/ﬂyy_l“ Inspire the Next

BAELORENBEEBLEAEICS O GHELERT 5, 7-7Y-FToLERREEEAT S,
[ SEV
HREER
Why
N EEEE
What
Hot Buttons hReY 1 2 3
EERLE
HFFEZTE2HE
Benefit
IVRI-YHZZTE
%25 Benefit
- HRE
Feature
EEFA
Proof Paint
Hiz@ansEh
Discriminator

HHHHHH
P e | | — AL

Deal and Customer Information Vision/Background/
: Procurement Overview

AR5

List of key stakeholders : ‘ .
and hot buttons Solution & Benefits

Characteristics, Proof,
Differentiation

HITACh HITACHI

Competitive information and

analysis results :
‘‘‘‘‘‘‘‘‘‘‘‘ Tis |

Proposal in a nutshell

IDREE—FTWIE
(WinT—Y)

Trying to put it all together well is difficult

and time consuming.
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Form a hypothesis

(4) Proposal Organizing Prompt | Overview

Proposal Organizing Prompt

Quickly summarize proposal content based on information organized through data
collection and 3C analysis

HITACHI

From the information organized by information gathering and 3C analysis, the proposal is quickly summarized.

Attach the completed worksheet below to organize a tentative draft of the Proposal Discussion Sheet.

-

Customer Name

Title of the
project

Features of the
project

industry

Company size

No in-house knowledge v @

# Prerequisites

XX International Airport Inc.

Renewal of automatic telephone answering equipment at the telephone center

User Input Sample

Renewal of the automatic answering system of the telephone center at the international airport.
Automatically respond to telephone inquiries and provide voice guidance and flight

information.

In addition, it connects to the operator terminal and exchanges calls with the staff of the

passenger guidance service company.
International Airport Operations
¥82.9 billion

[ Edit Question Template v ]

-

.

How to use

Please refer to the item on the right of the special site " M

1.3 Thinking about the proposed concept" on the special site for the use of CPC

generation Al.

* Click on the blue text above

Ty bREIVICBDERREREE
BETS

JOV7 REUTF7ax 7 rEE2 0w o
=1 2= Z " =

(FOr7 rOBFRAEIF_ES)

o EFRCHATEIEEN SRy bRI Y, BREPREILET

o U»oRTOYT R BERVEHEEZANL. EAL

FEREEARTr AN v ari— b TEELEY

EI—22— FEFE LT RSV, BERET 1 2Ny
2 vy~ FOBBEAOERNHATNE T,
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Form a hypothesis

(4) Proposal Organizing Prompt | Overview

Proposal Organizing Prompt

Quickly summarize proposal content based on information organized through data

collection and 3C analysis

HITACHI

From the information organized by information gathering and 3C analysis, the proposal is quickly summarized.

Attach the completed worksheet below to organize a tentative draft of the Proposal Discussion Sheet.

Vs

# Prerequisites
Customer Name

Title of the
project

Features of the
project

industry

Company size

No in-house knowledge v

User Input Sample

Attach as a PowerPoint file )

attachment

XX International Airport Inc.

Renewal of automatic telephone answering equipment at the teleph

Renewal of the automatic answering system of the telephone cente
Automatically respond to telephone inquiries and provide voice gui
information.

In addition, it connects to the operator terminal and exchanges calls
passenger guidance service company.

International Airport Operations
¥82.9 billion

[ Edit Question Template v ]

N

: 6 completed worksheets

1. EHBEYTY

HITACHI
Tespire the New

2. ¢vavEy ol

HITACHI
eapire the Nest

4. hy bRV ST~ G

HITACHI
Tnspire the Newt

-SRI AU ERLT) CRN-BRIZ

HITACHI
Inspire the Nest

- = HITACHI
6.ttt BIh ? 501 Teupit the Rt

Ty bREIVICBDERREREE

JOXTRRUTFIOYTREEZ DS
= BF 1 Zhws 2=

(FOr7 rOBFRAEIF_ES)

o BEHICATIEREN ST Y bRE 2, BRARPEEI LT
FERENET AN v gy — b TEEBELET

o U»oRTOYT R BERVEHEEZANL. EAL
fD =02 —bEFFLTCES V. BEAET AN v
3 v— FOBEEORENHIINET,

How to use
Please refer to the item on the right of the special site " (M
1.3 Thinking about the proposed concept" on the special site for the use of CPC ERT3
generation Al.
* Click on the blue text above
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Form a hypothesis

(4) Proposal Organizing Prompt | Output

Proposal Organizing Prompt
Quickly summarize proposal content based on information organized through data

collection and 3C analysis H ITACH I

- Actual output N
%8 me 4-3. REHED
LEEYTay FElaEE L LTOREEREL, YO/ ULEREF Y M7 —SORBICERMT S, BR by ILALOEEEBNT.
- EAEREOMI EHA MmE
2. EREEM - BRNE - BEYE ) 708 . — _ _
C LAY E YA —EBEE Y R T AORTEESRL D ES THET 5. 5. BERE - MERAbEAE (ACT/ACT) £##AL. LATLOEREERL
3. EEiRE CTl, VR, BEBT. WESRHTOTLH Y 2-BHEEY 2T LEEE 6. BEHNESTISFHEE U RTFLAAY A LERIRICINE . BELEH—F A EER,
4.y bEEY (BEELE)  STHEOBOSY - . REEAXBOSAL. TERE s . i
T.IYEI—H-HESTEFSHE - BICARTSREY-—ECELD, BEOEHEERS.
5 -1 . . - ERGNECERICL BV A
4-1. SERODEDEN - 9iF 8. ¥ - baaE < DTS A LOBEEEREE
=E ME 9. k8 - OFETORAERFICSL D, 99.9% O£ HF.
. - BRESEBEERICL 3T -2 REOHHIL 10. RS . PR F LB £ D, DE U2 EHH— k.
5. MRE ARV ERAL. EROMTTERIE BHERIANETEHR FELELATLEHICLD. BEOEDRIAEHH
6. EFHEBRTESRE THEEO-AEUTLAALTIEEL, ¥—EAHBICERTES. |11 WinF—7 | $FHROZLEEZEHL. BEOFZLE{HEI. o TE3tHAEEIETLA»EVY2—ICRIET 3. |
T.IVFA—Y—HERTESHE - Suro@LRRREICLD. BEEEENALT S, COTRAvayo— BBl BREATEEEL. BRO-—XIIGLBREETREL TV EELL 3.
cBET—20 ) TILAE A LaiaeE
. 4t - M CFHZ P F— B OEHIEE
9. SitfA CBEICEALCEETOEERES AT LN5%M EOREESEEERLEEESHD.
10. Bt E B~ EFERA - EEECTARERAICELD. HICHEAXTEEOEEERICEETE 5.
4-2. IRERENEBOEAL
bl =| AE
. * WROBAIZELBF <L —2OEBHEH
- Bk - AR
6. BFHVEETI 3G CANL—XOEFEEEETERL. LDUENTEEN R,
T.IYFA—Y—HEBTIZHE - FEREOERICLD. BESEEIALT 3.
+ FEEMGOIVRI T L
8. 10 - 8 - EEOBEEER TR
9. SiE8A CIBEOTOZ S T, ARL—2DEEEI0%EH L 25,
10. B ERE A EFER cBVWERADICED. EELEY—ERAREN TR
\_ J
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Proposal Organizing Prompt
. @ Quickly summarize proposal content based on information organized through data
Form a hypothesis

collection and 3C analysis H ITACH I
(4) Proposal Organizing Prompt | Output

- Actual output N

=A wE 4-3. EEEGE

1L.@ELEYay Ela=Er L TORBERECL,. FO-/ULERERy FD =S 0RBICERT S, A My TLAILOTEEBHT.

- EEES 2O b= = HE
2 EREAH - BANE - BEE 22 OEM ) _ _
CFLAVELA—EBEE D AT LAOETEEAR O EF TS AT 5. 5. EERE - ME{CEA (ACT/ACT) £#REL. “ATLOEEEEmE

3. EERE CTl, VR, BEHT. ESHEOT L Ryt w2 —B8EES 27 LEEE. 6. IBEHNESTEISRILG L RATLAY A LAERIRICHIE, BELEY—F AR,

4. Fy kFey (BEEEALE) BSEEOBOEYH - 0. REEAEFOEAL. TEES . g m
T.IvFA—H—HEBSTISHE - BICHETSESY—F LD, BEEOEHEERE.

1 % - & . J—93— MERL# ICR
41 BEHOEOES - D L . Zemhih i 2 HITACHI
- nE BEREBT1ADYY3yy-k Inspire the Next

i - BREEGEAEECLE T -2 NEOEEE Eppy—— e - ) =

5. BRE e AL LR L. MEORETAE u . EREZ I h AL SEFRATE

6. BEHEBTE SR CBEO-—AEUTAEALTEEL, —F AAEICEATS 5. mELY3Y

1. IVEI—Y—HESTEsflE - REr RS EEEECED. BEEREraET 5, ’-E‘f;it ELp

o s - it WA — R0 T LT Why

. cFEI T2 OEHEHE AEEE

9. 5F8A CBHICEALEEETOEEEEY AT LHO5%E FOEREEER L

10. B %R A F B - ARG TAEEEAIC LD, A TEEORE FRICRETS 3 1 2 3
4-2. REEAEFOEAL RR

=8 AE HENERTEEHZE
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Form a hypothesis

(4) Proposal Organizing Prompt | Output

Proposal Organizing Prompt

Quickly summarize proposal content based on information organized through data

collection and 3C analysis H ITACH I

- Actual output N
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4 prompts we will present today

HITACHI

Please take advantage of it — Posting site:_CPC generative Al utilization site

O © o o

 Gather your customers' business
goals and issues
Gather
information
 Gather key stakeholders' hot
buttons (important interests)
 Organize the strengths and
weaknesses of your company and
Form a your competitors based on the
: hot buttons of the project
hypothesis
* Organize your own proposal
30 Confidential: For Hitachi employees and authorized NDA-bound audiences only

Customer Analysis Prompt

Quickly gather the information you need to understand your customers by simply entering
a customer name and case summary

Key Stakeholders' Hot Button Hypothesis Formulation Support Prompt

Able to formulate hot-button hypotheses of key stakeholders with high accuracy from the
information collected

Differentiation Strategy Planning Prompt

Organize how to leverage your company's strengths and proposed measures to respond to
the competition based on the strengths/weaknesses of your company and the competition

Proposal Organizing Prompt

Quickly summarize proposal content based on information organized through data
collection and 3C analysis

© Hitachi, Ltd. 2025. All rights reserved.


https://hitachigroup.sharepoint.com/sites/dmtou/SitePages/proposal-ai.aspx

CPC Generation Al Utilization Site

HITACHI

The use of generative Al is disclosed in an organized process and tied to actions.

Generative Al utilization site

Special site;:_URL

The prompts introduced today are published in the “1.

Information Gathering” phase of this process.
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£ / Engineer
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Introduction of CPC Generation Al Utilization Site

HITACHI

You can also go to the top page of the CPC portal site

- CPC Portal Site

EBIA] MRk : B AR(D S SENESUNCPC) RREE: AhyA—7 HITACHI

Hitachi Connect
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Generative Al utilization site N
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HITACHI
Cautions for using Generative Al from GenAl Ambassador Mr. Oyama

It is “you” who are responsible for judging the quality of the output of the generated Al and
creating proposals that will appeal to your customers!

Output by generative Al Compiled by generative Al
Customer Hotbutton Tips Proposal

Evaluate the output of the Al “You" generate and maintain Proposals that
consistency/quality in proposal activities impress customers

Collected and organized Designed by generative Al
Proposed Differentiation Strategy

by generative Al
Customer Information
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HITACHI
Overview of this part

We will introduce how to use generative Al to help you "gather information" and “form a hypothesis”.

Gather information Form a hypothesis

» Gather your customers' * Organize the strengths and
business goals and issues weaknesses of your company

» Gather key stakeholders' hot and your competitors basgd on
buttons (important interests) the hot buttons of the project

+ Organize your own proposal

Practical  Practical Skill 1:
Skill Use generative Al to efficiently collect and organize "customer interests"
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