
Overview of the Semiconductor Industry

The semiconductor industry is broadly divided into analog and digital semiconductor products. Analog
semiconductors condition and regulate “real world” functions such as temperature, speed, sound and
electrical current. Digital semiconductors process binary information, such as that used by computers. Mixed-
signal devices incorporate both analog and digital functions into a single chip and provide the ability for
digital electronics to interface with the outside world.

The market for analog and mixed-signal semiconductors differs from the market for digital semiconductors.
The analog and mixed-signal industry is typically characterized by longer product life cycles than the digital
industry. In addition, analog semiconductor manufacturers tend to have lower capital investment
requirements for manufacturing because their facilities tend to be less dependent than digital producers on
state-of-the-art production equipment to manufacture leading edge process technologies. The end-product
markets for analog and mixed-signal semiconductors are more varied and more specialized than the relatively
standardized digital semiconductor product markets.

Another difference between the analog and digital markets is the amount of available talented labor. The
analog industry relies more heavily than the digital industry on design and applications talent to distinguish
its products from one another. Digital expertise is extensively taught in universities due to its overall market
size, while analog and mixed-signal expertise tends to be learned over time based on experience and
hands-on training. Consequently, personnel with analog training are scarcer than digital trained engineers.
This has historically made it more difficult for new suppliers to quickly develop products and gain significant
market share.

Advancements in digital processing technology typically drive the need for corresponding advancements in
analog and mixed-signal solutions. We believe that the diversity of our applications allows us to take
advantage of areas of relative market strength and reduces our vulnerability to competitive pressure in any
one area.

Business Strategy

Our objective is to be a leading supplier of analog and mixed-signal semiconductor devices to the fastest
growing areas of our target markets. We intend to leverage our pool of skilled technical personnel to develop
new products, or, where appropriate, use acquisitions to either accelerate our position in the fastest growing
areas or to gain entry into these areas. In order to capitalize on our strengths in analog and mixed-signal
processing design, development and marketing, we intend to pursue the following strategies:

Leverage our rare analog design expertise

We have developed a strategy to invest heavily in human resources needed to define, design and market
high-performance analog platform products. We have built a team of experienced engineers who combine
industry expertise with advanced semiconductor design expertise to meet customer requirements and enable
our customers to get their products to market rapidly. We intend to leverage this strategy to achieve new
levels of integration, power reduction and performance, enabling our customers to achieve differentiation in
their end systems.

Continue to release proprietary new products, achieve new design wins, and cross-sell products

We are focused on developing unique, new, proprietary products that bring value to our target customers in
our target markets. These products typically are differentiated in performance but are priced competitively.
We also focus on achieving design wins for our products with current and future customers. Design wins are
indications by the customer that they intend to incorporate our products into their new designs. Our technical
talent works closely with our customers in securing design wins, defining new products and in implementing
and integrating our products into their systems. We also focus on selling our complete portfolio of products to
our existing customers, as we believe the technical expertise of our marketing and sales team allows us to
identify and capitalize on cross-selling opportunities.
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