Toyota Provides Annual National Dealer M eeting
Highlights

September 12, 2012

LASVEGAS, NV (September 12, 2012) — Toyota Motor Sales, U.S.A., Inc. held its annual Toyota division
national dealer meeting here yesterday attended by representatives from over 1,400 of Toyota s U.S. dealers.
Speakers included Toyota Motor Corporation (TMC) President Akio Toyoda, Toyota Motor Sales, U.SA., Inc.
(TMS) Chairman and Toyota Motor Corporation (TMC) Executive Advisor Y oshi Inaba, TM S President and
CEO Jim Lentz, Toyota Division Senior Vice President Automotive Operations, Bob Carter, Toyota Division
Group Vice President and General Manager Bill Fay and Vice President-Scion Doug Murtha.

Mr. Toyoda shared his vision for the company and his focus on collaboration as a key contributor to the
company’ s success moving forward, when speaking about the new tag line, “Let’s Go Places.” Some key points
from his speech included:

o “Let’'sGo Places,” Toyota s engaging new tagline, reflects the company’ s commitment to more exciting
products and the promise that customers are invited to take part in shaping Toyota' s future. The new
tagline will beintegrated into al of Toyota's national and regional advertising in 2013.

e Collaboration not only within Toyota, but across the industry and with key businesses in other industries.
Mr. Toyoda pointed out recently formed alliances with Tesla, Microsoft, Salesforce.com as well as BMW
and a partnership with Ford on the development of an advanced new hybrid system for light trucks and
SUVs. These collaborations help the company stretch beyond its own boundaries and create cars that will
improve the lives of customers.

While acknowledging that his vision of collaborating with competitors may seem unorthodox, Mr. Toyoda
explained, “Let all of usin thisindustry strive to make the best cars we can and work together for the greater
good of all our customers.”

Highlights from other executive speeches included:

e Seven new or updated Toyota and Scion vehicles launched in 2013. The company continues its
commitment to building in the U.S. with strong product cadence including the new Avalon and others.

e Toyota's Sales Recovery. Customer loyalty was key to realizing the strong and successful recovery.
Toyota' s U.S. sales are up 31 percent from last year, while the industry is up only 14 percent. The
company expects to sell over 2 million vehiclesin 2012 — the first time since 2008.

e Priusfamily launch. The brand continues its success and domination of the hybrid market with more than
50 percent market share.

e Thelaunch of the new generation Camry. The passenger car sales leader launched successfully,
resulting in large gains appealing to younger drivers and families. The average Camry buyer is now just 52
years old, down from 60 years old previously and below the segment average of 58. There are 7.5 million
Camrys on the road today, and Camry continues to have the highest owner retention in the segment.

e Toyota’scommitment to putting a fuel cell vehicle on theroad by 2015. Toyotais researching bio-
fuels and next-generation materials to help make vehicles that will be lighter, safe and more fuel-efficient.
Telematics, another area of investment for the company, will contain research into car-connectivity
technology such as gesture recognition and an autonomous car project that would help eliminate driver
distraction and improve safety innovations.



e Toyotaiscommitted to the communitiesin which it does business. Since 1991 the company has given
nearly $600 million to charitiesin the U.S. and with the 100 Cars for Good program in its second year,
more than 200 local organizations will benefit from the use of a new vehicle to do good.

e Thenew Customer First program. Executives lauded this new program’s launch designed to help
connect customers throughout the ownership cycle, from shopping and sales to parts and service.



