TAPE STARTS -[00:00]

Steve Sanghi: The day | joined the company, the rumor came out, and confirmed that the VCs were looking
for a replacement for the CEO. | was still signing all the papers in HR, where | said, “Oh my god, what did
| get into here?”

EIIALNERIEBR, ESEH, FELNIRIEASH CEO RIBE. FEE HR BREEMBISUY:, BS
BiEE: "R, BREXBEEETHA?”

Dave Finch: From EETech Media, this is Moore’s Lobby, where engineers gather, to talk about all circuits.
I’'m Dave Finch. Today in the lobby, | am joined by Microchip Executive Chairman, Steve-Sanghi, who
delivers so much industry insight in this episode. You will not want to miss it. So, block out some time, and
enjoy our conversation, check this out.

XEREETechffMoore's LobbyT5H, FEDave Finch, EXE, TEIFIRR—E, HiKEXEEN—
). SKITEERIEET MicrochipflfTERE Steve-Sanghi, MHSTEIX—EHIBRETI MR, {F—
EAMEETE. AL, L, EZENNEEE!

If you know about Microchip, you’ve probably heard of Steve Sanghi. Sanghi served as Microchip’s Co-
Founder and CEO for 30 years before relinquishing that title recently, to take up the role of Executive Chair.

You don’t want to miss this, because there’s a lot you don’t know about Steve Sanghi, Microchip, and our
industry as a whole.

WNERIE T R Microchip, #&B]EEITIRIE Steve Sanghi, Sanghi &E1B{E Microchip HIEXSEIIR AFREEHIT
B 30 %, ®iASanghiffETCEO—ER, {JIBEMITERE. BEEX—&KF, THREIEZHEXSteve Sanghi,
Microchip FIEEMTILAYIER.

Sanghi grew up in India, came to the USA to attend school with $150 cash in his pocket. His career began

in the 1970s when the semiconductor industry was full of promise, but few understood exactly how world
changing, it would become.

Sanghi EENERKK, & 150 SETTiMEREIEE L5, tAYBRWAETEIRT 20HIS70 S8, ZRFFESIK
Tl FERRE, BROEARI T HHEHFSINETEL,

He took the CEO position at Microchip when the company was on the verge of bankruptcy, and over the
last 30 years, has brought it to be a $5.5 billion company. So, how did they pull this off? The answer is a
mixture of technology, being among the first to develop programmable, low costs, small form factor
microcontrollers, and leadership choices that some thought, unwise, at best.

Sanghilmfg3as, £ Microchip BllGtsr=RY, BETERHIITE—ER. EIEM 30 F, ZAREHA—
K{E 55 {ZETINE.  BPA, MEIIRINAMERX—RE? BXRFBRERN, REFTREIRE. (KK
FEYNRTEBRI, DR—EABANFEENRSERE,

In this episode of Moore’s Lobby, we’ll hear the insider story of Microchip, and learn how it parallels the
astronomical growth of the semiconductor industry.

fEMoore’s LobbyRUiX—EH, FH{JEIFZEI Microchip IARRLNE, H 7 HECIESHESMITIRIRIETF
PRIBIFHIT,

Alright, Steve, welcome to the Lobby. You don’t need me to do this. Start us from the beginning.
YFRY, Steve, XiEkZEIMoore’s Lobby, ZHRANEFAU T, LLFAIIEFHAE,

Steve Sanghi: | came from India with only $150 in my pocket and a plane ticket, no place to stay, and
admission to a college with no money to pay the tuition.
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HF, BMEIERIEERSE, ORERE 150 ETil—KIE, REEBRIMS, MERESIIAEFZE,
Dave Finch: Oh my gosh. K[!

Steve Sanghi: One-way ticket. | landed in Utah, in Salt Lake City and was snowing. Now, I've never been
in snow before, | ‘didn’t have the appropriate attire and shoes, and all that, either. But anyway, | landed at
the airport and | said, how do | go to the city? They said, take a bus. So, | had a suitcase, and | took the
bus, and just walked down and just picked any hotel and stayed in a hotel overnight.

BIEER, BEEEIMNEMN, SEETSE. RURNRBREIETE, RiREEERIRIRIIETF,
B, BXiew, BT, ik, BEAXHRX? ik, LREL8E, TR BEETE
8, BEBL, METREER—EE, EEEET K.

Next day, | was really hungry and | went down to breakfast, and it was some donut or something | ordered,
and the guy said, “dollar-fifty.” Now, you know, the languages can have so much difference. In England,
boot of the car is the trunk, right. You know these things, no strange about it.

FR, RERRH, HTRIZER, R 7T —LHHB KRR, BBztkin, “dollar-fifty” . {REDE,
IESULIBRAIIAR, #ZRE, “"boot of the car "1EHIREEME, WIE? XL(REIIE, —~&EAS
II‘R

°

Dave Finch: Yes.ffsz,

Steve Sanghi: So, if you have to say, “dollar-fifty,” in India, you would say, “one dollar and fifty cents,” if
you say, “dollar-fifty,” it would be interpreted as $150. So, when he said, “dollar-fifty,” | thought the donut
was $150.

A, WRRER—ETHTESD", EEE, {R&ii‘one dollar and fifty cents”, ISR dollar-fifty”,
NSNS 150 T, AL, Zfthi dollar-fifty’Bt, FRIAAEHIHBIE 150 7T,

Dave Finch: All of the money you had in the world. IXA# 2@ AR 7152

Steve Sanghi: Now, | knew the US was expensive, but the donut was 150. So, | said, “What? | don’t want
the donut.” | stepped back and | stayed hungry and didn’t have breakfast, until | figured it out what the hell
was going on. And then | joined the university, did one quarter in the university. | was in a microwave
program. | did some experiments on best frequency at which there is a minimum absorption in the human
flesh. You know, microwave ovens, they operated at 2.4 gigahertz, because that’s the frequency at which
human body absorbs the least amount of radiation.

Wi, FAEXERR, BFHHBIEARE150ET? Fin: “HA? HAZHHE Y. " HREFE—EH
£ IRELEE, BEIRFEEIRRETHA. RREHEAKE, ZT7T—1FE. HEMT MUK
B, BM7—LXTARRKS/NREREOLR. S8, KPR IERE 2.4 GHz, EAXE
AR R DERETHISTER

But my interest was in microelectronics, but | got a 4.0 grade point average from Utah, and | used it to get
an admission and scholarship in University of Massachusetts, where | transferred and | completed my

masters in microelectronics a year and a half later.
BIAGEREMBET. BRERTIMBINRER4.00FIRERE T BEEERZNEHRIIRES, —FF
[EFER1E T BREERIREE F 1L,
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Dave Finch: Did you have this confidence, or did you think, ‘I have to do this, so better make it work.” Did
the foreshadow what it was like, taking over Microchip when the company was bleeding cash and nobody
would invest in it?

BEBEXMEL, HEBETAN, “BOIUXEM, FIURFILERIEER. "XEEMREEATNE
MEMRBABEREREE Microchip 22 4HF?

Steve Sanghi: Yeah, if you have no fallback, you work extremely hard because that’s all you got going on,
otherwise, you got no place to fall. And in the case of coming here with no money, if | run out of money, |
don’t have anything, then I'll be on the street, or put back on the plane and get deported or something. So,
| had to work very hard, and so | worked very hard, did great job for my professor, he didn’t want me to
leave.

20, MRFRLBRE, FHSIFESIMIIE, EAXMBIRETAI—T], &N, RaiEEmnitss.
MAERERXENERT, NRKERARTT, BOAHRE, BARKMamEEL, HERZ T LE
KRR AR, FRLA, BRAEEESOMTIE, FREHSTRIXEMRY, ARAOEIRMERT, MAEIL
EKEF,

In the case of Microchip, things had gone wrong, we were bankrupt. So, humble beginnings coming to this

country and very humble beginnings at Microchip, but in both cases, we’ve prevailed, and here we are now,
market cap of the company today, we're worth $43 billion, something like that.

it Microchip 5, SBHTEA™, B~ 7. P, XMNEREESHRER, M Microchip ASESHR
R, BAEXFMERT, FMNMBHT EX, TERIIMEXE, SKABNHEERRIU30ZET, XD
BIXHE,

Dave Finch: Yeah, piece of cake, right? This episode of Moore’s Lobby is brought to you by CUI. CUI Inc.,
a Bell Group company, is here to deliver power when you need it. As a leading provider, AC to DC and DC

to DC power supplies, they are dedicated to offering choice, reliability, and ease of access to their products
and first class service.

21, NFE—E, XIB? KEIMoore’s LobbyH I/RERNE FRICUI Inc ZABIHEE . {E S EHY AC - DC 0
DC - DC BBRAtRRS, fMiIBUhFRALERE. TSt TFHRB R —RaiRS.

CUl's goal, is to assist you during your design process and provide the right power supplies for your
consumer, 10T, medical, and industrial designs. CUI Inc. products and resources, can be found through
their diverse distribution network, or at CUl.com.

CUIN B2 EEANITIIRER ABRMESR, HAGRIHERSE. WK, BT TIMIHRHSERRIR.
CUl Inc. AU MRANRIFEI LUBISEZHURID THEMEEEE CUl.com £#E,

Alright, we're here with Steve Sanghi, Executive Chairman now of Microchip, formerly CEO. And Steve,
let’s dive in here a little bit to how you managed to take a company that was just hemorrhaging, and couldn’t
even be sold, and how you led the charge to transforming Microchip, into a company with a market cap of
something like $43 billion.

§7R9, F(15 Microchip BUEHUTER. RIEFEHITESSteve Sanghift—#2, Steve, ILFATRNTHE—T
R EE —REESIREENEHEN AT, LARIRINEMSMicrochipEEEET A—RKMEIXE]
430 {23t ED,

Steve Sanghi: So, | joined the company on February 28, 1990, was the exact date. And the day | joined
the company, the rumor came out, and confirmed that the VCs were looking for a replacement for the CEO.

| was still signing all the papers in HR when the CEO called HR and said, “Can Steve be released by 10
o’clock AM because there’s a staff meeting”. And they released me. They said, “Okay, you can finish the
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papers later,” and | came to their staff meeting. And Dan Solchek, the CEO, announced that board is
basically asking him to leave, and they’re in search out. | said, oh my god, what did | get into here? | had
come as the Senior Vice President of Operation.

HIANAEIRAE 1990 F£ 2 B 28 H, AEMALTRIER, ESEH, FESERKIRIEAESH CEO BIBK
#. ZCEOFTHIRS HR I “BEAREE LT 10 mZAlniserkiStevelIRA, RABRISWE, HIAE
HR (X EEF. BEfE, ftfilik: 8, RELEEBREEXE, "AREHKE TIfR TSN,
SRRIBEFEH{TEDan SolchekEMEFRIEESHHIAICEOBRALL, EX LMRRHMESEF. HOE:
R, HAXEBE THA? RRIFASREERISHFKAT,

Dave Finch: And you were coming from Intel, which was not experiencing these problems, correct?
FRERE/R, BRBBEXLER, I5?

Steve Sanghi: | had left Intel two years earlier.
EIXZhI, REEEFRE/RRET,

Dave Finch: Okay.470E,

Steve Sanghi: And | was the VP of Operations at Waferscale Integration.
2 Waferscale Integration Uiz E &I5#K.

Dave Finch: Okay, yeah.[&#! T2 7,

Steve Sanghi: About a year and two when | was at Waferscale, there was a proposal to merge Waferscale,
with Microchip Technology. Waferscale had a pretty good non-volatiie membrane technology, and
Microchip had factories, while Waferscale had no factories. They sent me to come to Microchip and conduct
some due diligence. And when | looked at it, | reached the conclusion that, Microchip’s factories combined
with Waferscale’s technology, could actually make a pretty good product, and we could win. And | made a
proposal to the board of Waferscale, that we merge those two companies at a 50-50 deal, where each
company will own 50% of new co. But all other venture capital on both sides, wanted 65% of the joined
company.

7T Waferscale TYERAN—MERS, BAIRINIEG Waferscale 5 Microchip Technology &7, Waferscale
BRESTERIHERMERERAR, Microchip B/, M Waferscale ;2B . ffiJiKEE Microchip #1T
—LRINEE, SREICH, BSHIER, Microchip BT 48 Waferscale HIRA, SERR EATIL
MHARSAENTR, MERAITLSRME. A Waferscale EESIRIN, BIIUUARFEHXFARAT,
BRATHGHEAF 50% HORRM. (ENSMAFERBRIRIRE, EEEHATTER 65%.

Dave Finch: That’s right, that's right. Waferscale is saying, hey, our technology is more important, we
should get two-thirds. Microchip is countering that, saying, well, it's our manufacturing that matters, we
should get two-thirds of the company. So, that deal doesn’t happen, it completely falls apart. And the

aftermath of that, all those executive leadership leaves Waferscale, and you’re left holding the bag for eight,
or nine months or something. Is this when you decided, you know what, | need to go find something else?

LB, Waferscale i:  “IR! HAJIAEEE, HMNMZER=52—. " Microchip Ek: "I8?
BAAEENERIINGNE, RINZKEQNT=0Z2 "KM, " Ll XEXBFASRE, EREDH
Hiff. EHRZE, FrEXYTEMSEEEF 7 Waferscale, R BT /\MNBEENNE? REIRAE
BRWKIHINS?
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Steve Sanghi: So, nine months after that, | left, and | was actually trying to form a new semi-conductor
company, like the world leader in other semi-conductor company.

FrLA, EBRZERINAR, BBEAT, HLFERAESHEZ—FINFESART, MEREMEFSHAT
HNEKMSE—H.

Dave Finch: Right. 1%,

Steve Sanghi: And | had a business plan, and | was seeing various VCs to fund my company, and | happen
to see the VCs that were the VCs here, and they said, well, why don’t you come here, and implement the
idea here rather that start with nothing and build a team and having infrastructure? Here, you have factories,
you have people, you have design team, you have sales force, why don’t you come and implement here?

HE—TEitR, REESHSFNNEREANRNATRMES. BMINEEIXE (Microchip) 9
MBEIREA, B0 IRANAFRKIXE? EXELEXMEE, MARN—TREFEEII— MR,
HWEEMIRE, EXE, FEI), (FEA, (FERITE, REHEEEN, FATAFKXE-ERIRAY
BHa? "

Dave Finch: How did you feel about that?
AL EHMRREAERY?

Steve Sanghi: | accepted the idea and took the job as a VP of operations and came to Microchip, and then
very first day, the news broke that they were trying to get rid of the CEO. So, | had already left my other job
and all that, and had moved my family, and so | rolled up my sleeves and said, okay, we will do what we
will do.

BEZTXMEEARETIZERIBHAIE, KET Microchip, AME—X, MAEHEEH, BIMELR
EfER CEO. (B, MAECKIRBIRET, HELBA THRZANIIE, FAEERBIZIL., ATLATFERE
g IR, FMSEBEANXEAT,

Dave Finch: This was anything but a healthy company. | mean it was a spin off from General Instruments,
correct?

XEAR—FERIOINE). HIMRERNERYEEAT] (General Instruments) SiFHKAT, 3FB?

Steve Sanghi: It was a semi-conductor division of General Instruments, and under General Instruments,
the company made largely, raw memory products, semi PROM. When the Japanese competition came in
the mid-1980s, General Instrument was unable to compete with those commaodity-run products, and they
were losing tens of millions of dollars a year, on a $60-million business. So, General Instruments decided
to shut it down at one time. In fact, there was a big set aside when everybody was going to be called into
the cafeteria, and said, the company is closing down, you're all laid off.

BE& General Instruments JETR—MESMER], EEEFRIGFMERETRAFESIAPROM, 2 20tHEZ
80 FRFHIH AR FEIRAT, General InstrumentsFik SEBLEILAIRL RS, XFF—16000 H3ET
BONLSS, A LS IS ERESIRET 55T, Et, General InstrumentsE—E/EEREXT, =
S E, SBPASRUEIEE, RATEAT, (RMIETRAEHE, ESTERHERRIEEAR.

But at the very last minute, a group of venture capitalists pooled together, | think about $12 million, to
purchase this company. But the company was purchased from General Instruments, for $0, so General

Instrument got no money. The $12 million all came into the company to recapitalize R&D and working
capital and some money going into capital equipment and all of that.
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BERE—X, —HEXNKRERIEREKSEX, HMAEITKLY 1200 5E7T, WL TIXKRAE, {EGeneral
InstrumentsiliREEBEI—54k. 1200 BETEEHAN T Microchip, BFURAAINE zESHITEANES,
RE—EREATEARES.

And on April 12, that deal closed, and this company became a private company, Microchip Technology, run

by the venture capitalists. And in the first year, they burned the $10 million, out of the $12 million that the
VCs had given them. And the company was back in trouble.

4 B 12 B, &B5%H, XRLEUAT—FFAELE, BHESKAIMIcrochip Technology, HXEIRE
REE. HFEF, iIRE T XSIREATSEMEIAY 1200 535THAY 1000 37T, NEBXEARE.

Dave Finch: That $10 million, | mean were they putting money back into commodity type products? Is that
what some of the problem was?

BB 1000 537, HANBREMINCEKEFRRAZBERENTRPTID? XHEERAAED?

Steve Sanghi: No, they basically kept making the same products, and some of the products had a negative
risk models. The more you ship, the more money you lose. After a year then, they had basically nothing
left.

A, MIER E—EEMEHT R, BEFRE— I RAENNXEER. (REEA#S, (RIS
Z. —FZkF, MIEFEAARRET.

Dave Finch: But then, the Taiwanese company Winbond comes a long, and some conversations are had.
And the CEO at the time, of Microchip, was trying to convince the CEO of Winbond, to buy his version of
Microchip for something like $15 million, right? What happened with that deal?

BpEfE, BEATWinbondKT, MNMIZEB—LEXFiE, Microchip ZAFAY CEO IEiXEiRAR Winbond B9 CEO,
LA 1500 BETAEARINMEMIEXATEY Microchip, Bi8EIXEIE? IPERXZNEEAME?

Steve Sanghi: So a year ago VCs had for 12 million and they were very distraught with the company. And
if they could get 15 million, they were ready to take it, so they accepted the offer.

—FRINIRTE T 1200 73, IS ARIZRSATIRRIER CIEEL. GIRABMIBEEE 1500 75, fbIUESE
2, FrlbiMtfiIEe 7T XMEN.

Dave Finch: Right. They must have been thinking like, oh my, thank God we found somebody to buy this.
%iE. 1 —EREE, B! B LT, BIHET7T XA

Steve Sanghi: And then during the due diligence process the Taiwanese stock market crashed.
REHERRREEDREH, 58KRMERT.
Dave Finch: Oh boy. <!

Steve Sanghi: In May 1990 if we look back. So Winbond had cold feet and they didn’'t want to use their
cash and they backed out. They backed out from buying this company for $12 million — $15 million.

WNERFAIELE, £1990 &£ 5 BWinbond ANBFEFE, A EmIEIE, FrLUHITERE Y. iIBGE
TLA 1200 BZE 1500 FETRINMEKIEIX R AT,

Dave Finch: Right. [F]!
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Steve Sanghi: So we seized, proceeded to them, take the CEO out and they started a search for the CEO
both inside and outside. It basically sort of turned out that | was putting the vision together for the company
and what it could do. So after a lot of search inside and outside, 90 days later, they gave me the job.

FTUAFRA IR BB AT E X, CEORERY . fEIIFFAATEASRFIINBS HHhY CEO. SERIEAFKIEEANT
REFLMNEEESRESR. Eit, IIAIMINBIAERE, 90 XE, a7 TR,

Dave Finch: So you're signing paperwork and three months later you’re running the company?

FTLMREESE XM, RE="BRIFREATENEXT?

Steve Sanghi: Yes. To this date, | believe | got the job because nobody else would take it. The company
was doing so bad — | mean | got numerous letters from friends, from Intel, from Waferscale, from the industry
and saying, you took the job as the CEO of Microchip? We thought you were more intelligent than that.
Nobody would take that job. That company is headed for bankruptcy. | didn’t take that as a compliment. |
basically said, | think | got the job because nobody else would take it. So now it's mine and I'm going to
prove everybody wrong. And that’s what | set up to do.

2RI, FERESALE, BAEGEBERBATXHNIF, ENRBEMAREERE. XRLDWISREER —
BHREEREEI TREMRAIKRE, KERISFRHN, KB WaferscaleRd, REFAY, BIJR: "RE
PAIEXZT Microchip CEORYER(? IXIFEAABREN. iREASEZIMMIIE. BRABIEEER. K
TNASIXZE—MH4E, HEFLRR, BANBEGRITXOIE, BARBRMASERE. FRUREE
BEA, HEIRECATZEN. XHEHEMAT.

Dave Finch: Absolutely. | mean what other choice do you have? You've inherited what other people
considered to be this albatross. Now what? What are your first moves? What do you do next?

B3R, HNBRERIFREBHAEE? FEFT—NMEFLF. BA? FNBE—ERHA? T—20FE
B2

Steve Sanghi: | was sitting together in my office and I’'m pondering over this series of very bleak scenarios.
BRUAEDNER, EEREX—RIAEBESRIGE.

Dave Finch: Right.
WEERBK.

Steve Sanghi: | had some consultants. | called on and one consultant told me that we should improve
cycle time which would liberate cash. Other consultants said we should implement statistical process control
because it will improve quality and customer service. Somebody else said we should shut down a lot of our
factories and take it to subcontractors. There was a time other people are going fabless. Essentially each
of the consultant told me that their expertise was a panacea to my problem.

BE—LmA. PATRESER, —URESFE, RONZEERRE, NMESe. HERaRk
MIAZLHESRITHIEES, FHAXBRERENEFRS. EtARKINIMZXARS T FHERES
2. BEEBRNBRSFSHLTECEHREER . EXLEMHTEERFHR, BB TWANRE
RERTRRRRIR FHD .,

Dave Finch: Right.[EI&
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Steve Sanghi: And it became rapidly clear to me that none of those piecemeal solutions were going to do
the job. Financially for nine months from that point on, July, every other Tuesday | would not know whether
the paychecks will clear on a Friday.

HRRMIEE, XETHAMBRDZIRABRAT AR, MBEE, BE7AFR, &89 A, 8F—
NERT, HPUCR, FRIEZERRREREETIBARAIFK,

Dave Finch: Oh wow. {¥/%,

Steve Sanghi: So my CFO and myself, we just withheld enough check to the vendor from the vendors.
Check is in the mail, check was never was in mail. That bought us two or three days and they would call,
well, | said check was in the mail. Oh | checked, the secretary didn’t even put it. Whatever. We really just
said everything in the book to push out payables and collected enough money from the customers like
borrow or steal that the paycheck cleared on a Friday.

FTLAFeRY CFO I B C, FNARARMHNEBREE T BBAIXE, XEEMRES, HLXENRIEHRE
. BAIRWA=XRZfE, BNSFTRESE, FE, RRXXECLKaEmEdT. RE, REFT, wH
RAMEIREE. ZTieW[, HNETRFRTEAERER, RO, FANEFIEREVERRIR, MM
SRS FK,

Dave Finch: Oh my gosh.F¢ARHE!

Steve Sanghi: | would not deposit my paycheck. And at one point in time, | remember | had 12 paychecks
sitting in my drawer. | would’'t deposit them.

BASTIMERIFK. B—R, HICERRIHEER T 125KF7KE, BR—REBEIIHR.

Dave Finch: Do you think the employees at the time at Microchip understood these dire financial
circumstances or were they sort of oblivious?

BINJ9=5RT Microchip IR TEE 7 XL RSN, B2 I1—FRrA?

Steve Sanghi: So it’s a very delicate balance. You have to tell them enough to enlist them to do the job so
we get out of it. If everything is hunky-dory then they’re not motivated to the point.

FRIAX 22— MERMRTE. (ROMEFMIIEBRIEE A BELLMITTAX T TR, XA 5EER
iR, MR AEAAE, BFEERIRBNITmX—IH.

Dave Finch: Yes.2H.

Steve Sanghi: But if you go too far, then you have scared them and everybody’s looking for a job and then
you don’t have employees, you need to turn it around.

BINFRIREAENTRN, BBARMSITEIME], IMSEHITIE, MFDRERT, (REEHESH.

Dave Finch: Yes. 2,

Steve Sanghi: So it's a very delicate balance, but the reason | wouldn’t cash my paycheck was if the
paychecks do bounce, | want mine to be the first one. And | wouldn’t deposit them because that would
leave some extra money and maybe pan operators’ paycheck will cash rather than one of mine.

FRLAFRGOX R . BERARIHNFKNERRR, NRFKFHLRE, HHRERNRAE . EX
SEINZEABEE T —LEIMIR, MERMEEERNFUXTER ZRMARRAIFTK.
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Dave Finch: So here you are, kind of a newly minted executive, inheriting this massive ball of problems,
and meanwhile you were the — this is the same person who stepped off the plane in Salt Lake City, Utah
with $150 on his pocket, one way plane ticket, no road back, only forward. How do you take this company,
Microchip, and turn it into the massive success that it is today? And when | say massive success, | mean a
massive success for the electronics industry having this technology supplier but also a massive success
for its shareholders, for its employees, for you personally. How do you take that challenge on and actually
do it?

FTLMRRAFH EENEE, #F 7XNEEF. REHMREEEAEMNER R T HR—NA, RO
BRE 150 5w, RENER, REELE, RgaE. TSRS Microchip IXRABFHEREUSSXAY
EXAIN? HEiREXAIRINAT, ?JZE’J“%‘EE'%'EEE¥ TIABEIXREAENERE XKD, BB ARRIK.

RIFENANTRTERN. (RIMITEZSXMESHEIEMEIX—R?

Steve Sanghi: So essentially | travel to Sand Hill Road in the Bay Area, to money in Chicago, to money in
Boston, to money in New York, to money in Minneapolis, to money in Houston, Los Angeles. Over the nine
months, | traveled — | don’t know, | must have traveled a million miles. | aged 10 years in just 1 year.

FTLAEAR EFHREATEXAISand Hillfg, EZINEME, ERTIRE:, AW, EIRRMIRFIHR:,
ERIUVARRENR.. EXNNRE, BAHE, BER—EET—BARE. REEE—FAMET 10
%,

Dave Finch: That’s exhausting.
ERMHEIR.

Steve Sanghi: Finally, when | think 1st of April or something like that, | got a $2 million check from Kleiner
Perkins towards my — | was trying to raise $10 million. And they said, here’s $2 million, we start the fund
and I'll go raise the rest of the money. And once Kleiner Perkins caliber starts the fund and gives me $2
million, there was a $4.5 million commitment from the existing VCs, only if | could raise new money. So
once | raised $2 million, that became $6.5 million and pretty quickly | raised the other $3.5 million within a
month, so close the $10 million round. The valuation for that round was $10.5 million pre-money, $20.5
million after money and we got a new breath in life. | had a credit line from Citibank at that time. It was a $5
million credit line but they only would let me draw $2.5 million and keep the other $2.5 million as a reserve,
which got me interest for 5.

&g, M Kleiner Perkins BRERIGEI T —5K 200 B3I E, HRREHEMEGERATRITR. KIER

ElEL 1000 535w, AE, iIfIEKRIR: "X& 200 5w, " BiIEsEE, ReXZE56F Tk,

—B Kleiner Perkins|Sai TiZEE&FHL5 T 200 BT, MBHNIKHSEE 450 H37T, BIREHEES

SRFRe. BEt, —BEEET 200 535w, MM T 650 53ET, BRREE—HAREST B 350
F3E7T, MmseRk 7 100050 EcaImEs. 1z pitdfaE 1050 B35, MEEREER 2050 B3ET,

BMERIE. SNRERERTHNERIE. X2 5005ETRIEHEME, BEftiIR1EERR 250
35T, FHREBSIM 250 hETIENESES, HEERS%IFIR

Dave Finch: Geez. FHIE XS5 !

Steve Sanghi: So like the interest was double. | could yet — to this date, | couldn’t understand what the hell
that deal was. And during that whole time, | also had a bankruptcy plan. We had a bankruptcy filing written,
but never filed. So one of those days, one of those Fridays that the paychecks don’t cash, then we filed a
plan, but we never did. We were in violation of bank covenants. | wasn’t allowed in the front of the bank, |
had to go through the back office.
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FERALE, BEFERXERZEIREMNA. ERRIEE, FEE—IEFIHR. BNE T
BiE, BNKERY., FUEBLAFE, B— 2R, FKkfERl, AEHRNFETXMNTL, &
FEAINKAEZIE. BANBRTRITRY, BASATFERTRIE, RemBadEa.

Dave Finch: Wow.

Steve Sanghi: It's called “work up”, right, you go there and we hear a bunch of things from the stupid guy
who wouldn’t know how to operate the company for one day, but he’s the banker.

XA RAMBAIRIEESR", X, REBE, BMNFET—MEENRKZI—HESE, ARANENEE
ENE, BRETR.

Dave Finch: Yes, he’s cutting the checks.

EHY, fBIEEHIRZE.

Steve Sanghi: You got his money and he get to tell you what he wants to tell you.

FEET bR, RIS IFREESIFRRES.

Dave Finch: Steve, this is — | always just assumed it was the workers down here where | was, there’s the
big black box of finance, money just shows up, and then there’s the board of directors. But what you're
describing is these are the clouds that you're having to fly through as the pilot of the company. You're
having to go with hat in hand to the bank, you have the vision for the company and some no name banker

with a checkbook .

Steve, EHENAEET, KMEENKE, REEESMBIT. (FAAERNEIRMEALNE KITRHAMR
KHNZE., FReE=TIEERT, BEAMRNATERT, BEEEEENINEEIBL S ZERIRIT
%0

Steve Sanghi: Well, a pilot job is really to keep the passengers as much less worried as he could and even
in distress keep the plane as steady as he could. And it may crash but it may not crash and might save it.
And so there was a situation. | mean this thing was heading for the ground. So we were basically within
inches of the ground for those many months. Like | said | wouldn’t know on a Tuesday whether on Friday
we’re filing the bankruptcy. But we saved it, we had made the company profitable, cutting expenses and
improving yields, and making improvements in manufacturing. The company was breakeven. We had made
it profitable already. | went to a operations meeting one day and | said all these negative margin products,
we’re not going to ship them. And everybody was against me saying, where are you coming from? What
are you talking about? The customers need that product. The customers need that product and they will
pay me to the point at least at breakeven. And | had to teach my marketing guys and operations guys and
others that it's okay to raise prices because we were losing money. And if the customer didn’'t want it at a
higher price, it was okay.

$FIE, ®ITRNTIELR ERISRERAsEMED, BfEBRAhERATRARR WWIRE. BER AT
S, IREREEEH. BRRIMicrochipIEEIGERMG "EAith" atSith. FTLAEXILNBE, HIIEXLEE
WEREJETRIER. MEKRRNEE, RER—AERAKNEESHRER. BERIIBETE,
BEATRA, BB THXFRETTE, ASATHE. AaBRSFE. HNEKILERANT. B—
R, BENT—NEESN, BRMEXERFEFR, BIIFERE. SPABREHIR, RABBER?
RERHA? ERFERNTR. EPFERM~m, NELSERSFERIHREHK. BAEAEF
BEHEAR. BEARMAEMA, BESNMEETLIRY, RARIIERSK. NREFAAMEEESHINGE,
ABHIRKR.
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Dave Finch: Yes. As somebody who steps into this executive leadership role, the pilot of the company, do
you start looking at process improvements before you start thinking about product roadmaps or how do you
prioritize it?

2. EABREHITISAEBNA, AFYTR, AFREE~REBEENNTHERLR A, B
BFHAE SIAESUE?

Steve Sanghi: Connecting back to when | said, all these consultants think | should do this and | should do
that. That for me created a business performance puzzle. I'll take the results in manufacturing, every

hundred wafers manufacturing will begin processing, 50 will come out, the other 50 will be either
misprocessed or break in the fab.

ERFRAIRHE, FIAXLRAEANBMZXEM, FAOZIBEE. XFRIRENE T — Il S5
R, HRBEFISIREPIGER, SHiE 100 MRE, EFRBE50MMm, B35 50 MEHGER RS
EE IR,

Dave Finch: Oh wow. [ !

Steve Sanghi: And out of the 50 that came out, die yield on each wafer would be 50%, or 70% | think, 70%.
So now 70 times 50 would be 35. And then you take the 70% of the die which were good and send it to the
backend for assembly and test, and another 20% would fail, 80 would come out. So 35 times 80, that’s
28%. So out of 100 that we begin, we will ship 28. We asked the people, can you start building 100 cars
and ship 287 You start building 100 refrigerators and you ship 287 You build 100 houses and you sell 287

fEHRAY 50 MR, BNRERRAEREEE 50%, BEHINNRE 70%, SME70%IE, FrLAE 70 3Rld
50 B2 35%., ARIRKE 70% FAGE REEIRIRHEHTHEEIR, 35 20% 2KM, 80% KX, ATLA
35 3kLA 80, B 28%. FTLATEREAIFFEAAY 100 AR, FflRAER(T28. BRA(REAR, {REESEF™ 100 %
IRERRZNS 28 #AI5? {REEFNE100 GukFE, SRR 28 57 {RET 100 thsF, ARREERE 28 #5?

Dave Finch: Right. BB4&XIA~1THY,

Steve Sanghi: Can you do any 100 and only ship 28 and become a business, successful business? You
can’t survive.

{REEEFEEIZREG100 4, AFEREER(T281, MA—RKEW, EEZAINAEWE? (RIEEFN.
Dave Finch: Right. Right.;&58,

Steve Sanghi: A year later, just one year later, out of 100 wafers we begin, | think yield had moved into 85,
90, die yield had moved from 70 to 85, 90. The backend yield had moved from 80 to 90. So when you
multiply all those out, those 28 had already doubled, became 56, 60 and we were making money. And they
kept improving rapidly. A few years later, our line yield was 97, our die yield were 95, our assembly test
yield were 99 and we were shipping 92% out of the 100 out the door up from 28. The cost had gone to one-
third, gross margins had crossed 50, down from 30.

—Fg, (UX—FE, ERIIFEN 100 MEEF, FANREEE EFHE 85%F/90%, HRAREREEMN
70 EFEI 85-90%. [EiHREHELEM 80% EFEI0%, FrLABIRIGFTAIXLIEN, BB28NEEH T —&,
RLT 56 NEI60 1, FAIFFIAMSR T, HERERSSEAImEHE. UEE, BINNETEARERE 97%,
BAIROS R RER 95%, HIINEHEMKRERE 99%, BHNIEEF=100 8USHEFE 9285 LAER, B4
BHREIZRIN=52—. FIEEMN30%EHZEL50%.,
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Dave Finch: Were you a public company at this point because the investors must have loved this news?
HHRR—R EHAEE? FAREE —ERENXNEED,

Steve Sanghi: Yeah. So we went public in 1993 — March 19, 1993 and the fiscal year finished about 11
days later. And sales that year were $89 million. And we went public at a market value of only $85 million.
Yeah, because a lot of improvement were still coming. One year later, actually end of that calendar year,
market value had gone to $1 billion. Stock was up 10x.

B9, FA)E1993 & 3 B 19 HEM, MEFEREKRY 11 RafEHR. JFAIHER 8900 K=,
ILARA 8500 HEhIE L. 2/, RARSHHEAERE. —FF, EREEBBRFEER,
HEEFE 10 {235, KRITEKT 10 &,

Dave Finch: And so Forbs listed this as the most successful IPO of 1993, correct? Or Fortune.

FRUABREMGES I/ 1993 F&ATIRY IPO, X157

Steve Sanghi: Yeah, there was — out of the 200 companies that went public, we were the most successful
IPO. And | still remember a quote. | don’t know which paper had it, either Wall Street Journal or Investor’s
Business Daily, they said the most successful IPO of this year’s crop, Microchip Technology, can wear the
growth-stock hat with panache.

BHY, 1E 200 R LA, RIVESAIN PO, MERESE—0E. ROTFERBRRET,
(/RERIE) B (RASTLER) , (IIRSERAMAIPO, Microchip Technology, ATEM FAHE

BRERINEF .

Dave Finch: How about that? That’s remarkable. So from a product perspective, now kind of shifting gears
here, what did you observe as the need of the engineers at that time in the industry? What did you see
Microchip being able to address on behalf of the engineers?

BBNEARE? XRTAE, BANTRNAEXRE, IEXMERATR, (RREZFh AR TEIMRIEK
2A? 1EIA Microchip BEIZ(LZR T2 MR RBRLE ) ?

Steve Sanghi: Majority of the microcontrollers back then used to be ROM-based, where you have to send
the mask and get them made in 14 weeks.

AR AZ R A VERET ROM By, BWARIXIIEFHE 14 BRZRHIE,
Dave Finch: Yes.2Y.

Steve Sanghi: So we pioneered field programmable microcontrollers at a very cost-effective price. The
strategy that | needed to find was you cannot sell ice to Eskimos, you can’t. They’re surrounded by it and
it's free. And in making EEPROMSs, with large amount of volume EEPROMSs being made by Japanese and
Intel as a leader, Samsung was making EEPROMSs, and STMicro and others, you couldn’t compete with all
these heavyweights building EEPROMSs which were only selling per cost. So — but we had a good EEPROM
technology and we needed to marry that EEPROM technology with a product which would be valued. So
we took the PIC architecture which was essentially only ROM-based and PICs were $3 million or $4 million
business at that time in 1990. Maybe it wasn’t even that, maybe a couple of million dollar business, all
ROM-based, with a handful of customers that had custom products for them based on PIC architecture. So
we said let’s take this architecture, make it programmable by using our technology, the Intel-based 8751s
and field programmable products from Motorola and all that were selling for $15, okay?

Fitt, BAIARERRARmAINBRCHER TR RIZEERTl. RFERINRBEIRTERZTEE
AHEKR, FABE. MIREEE, ©R%R%M. EHiE EEPROM 5H, LIBAFIZE/RABIIEIK
B4 EEPROM, =EtEHiE EEPROM, EEESAMEMABBEXAM, BRESHAXLHIE
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EEPROM NEERHIERRF, XLEERFIEHRIZMAHE. BHNIE—MRIFAY EEPROM K,
HAFER EEPROM SIARS—PMEMERIRESIEER, FTLAFKIRAT PIC® 2818, BEXRRLRARET
ROM A9, £ 1990 FFAB MR PIC® MCURIMLSSZ 300 J5EL 400 5565, HIFEEARR, BIF/LEHZET
ArSS, 2EBETF ROM, WIFREDHEFES TET PIC 22K m. ATLAFA IR IRAIXFIE,
B ERERIINRAGEARE, EFHRE/RAY 8751 MRS NI RiE - mLARFEEtt = REMN
#E15 55T,

And if we could sell them cost effectively, let's say for $5 or $4 when the ROM’s worth $3, people will pay
that much premium to have off-the-shelf parts. And we made them. And then we created some great
development tools, we were the first Windows-based development tool for easy programming, we created
a revolution in distribution because distribution couldn’t stock ROM-based microcontrollers because they
will be obsolete if the computer changer a core, so they will stock a little bit of field programmable
microcontrollers but they were very expensive and only on for the prototyping needs, so even if the
distributor created a design, they lose it when it goes to ROMs because people go direct. So we created
field programmable microcontrollers, stock the distribution worldwide, tell everybody lead time is zero, parts
are on-the-shelf, the dayshift can program them, the nightshift can put them in the circuits and we created
a revolution.

SNERFLNIBELARLABRISUHEEA], RiR ROM #ME 3 S5tht, FMILA 5 355tk 4 SSTiIMsHER
FPICES &, BAMNMIGREHBEFEBI R XL, TREAIMINT. RRHiIelET—
LRENFRTER, HNE—MEHET Windows® NBZFRENFRTR, HIIERE T OHNE,
EHADHEBLEEFET ROM NBELRT, RANRITENER—IA%Z, BIIMEE, ALMbiISE
F—RIZARERERT, BeiliEESR, MERBTRERINEER, AUBESHEBET—MR
it, MIEHEA ROM FEEEKXE. Eit, HNETIZARERA, ELKeENER, SiFE
PMAREHEAT, FaBERE, BT EIETRE, RIETLUSEIIMARRES, HeET
—inEan.

Dave Finch: Did you know intuitively that you could make this a cost competitive $5 or $4 microcontroller
and you just had to get there or did you have any idea?

e T RIS EHREERASE N 5 L5Ta 4 Eaarh, MEREETHTRERY
HEREEEET 8%

Steve Sanghi: No, we modeled it, we knew what our yields were, we knew what our wafer cost was, we
knew what the die size would be and we did the cost analysis through the backend and all that and obviously
we’ll have to make some improvements to get there. So a most successful customer example | can give is,
it was early customer that built remote controls. They built all sorts of remote controls, for TV, audio, video,
karaoke, their whole job was remote control. In a given week, they will build 500 different remote controls
for various cars and brand names. And every one of those remote controls had a Motorola part and it was
a ROM-based part and my salespeople said, “Hey, we want to break into this account. We've been working
for a while and haven’t been able to, so we want to take you in and see if we can produce something.”

A, HMNGEHTER, HMNAOERNNRRESD, BITMERMNNERMARZD, BITMECHR
TRED, HMNBSRRHTTHADTES, BRI — LK, ZeEsCIBR. BENLRMK
DIRIBIFIE. FAIBENTRBNEFREHEERSR. SIS T SMSHR0ERSE, B, M. 0.
RHIOK, NS IFmMREE. FREN—ER, IS AZMHSENREFIE 500 M HRRERNER
2. SBNERRPEELSAENMY, ERET ROM RUEME. HAHEARNR, 12, FAVEFTNXMKF,
HMNELTRT—ERIE, B—ELEHE, FUBIIERREEEERNEGEE~H—E/RA, ~

Page 13 of 17



And one thing that happens is when the CEO goes in, sometimes you bring your high level person rather
than just the purchasing guys, so VP of manufacturing showed up and the president showed up and they
said, “Great.” We took the opportunity, | popped the question that | have popped hundreds of times, it's one
of my pet questions and | said, “Sir, what is it that you cannot do today, but would love to do if you only
knew that it could be done?” It's a million-dollar question. So what is it that you cannot do today, but would
love to do if you only knew it could be done? And | stopped. And usually, the customer tells you all his
problems in answer to that question.

RERN—HER, 3 CEO BREY, BRMFSHE LIFNERAR, MAMUNRRBWAR, FrLAGIERSEH
WMy, BEBEHRT, iR, “KEFT. " FIUVETXMIE, BRETERELKRHSEERREE,
XERRERNETR—, BFiik: vt BHASFBRIFRSKAEMA, BEURIFMRETLUSE, RER
RREEMAE? " XE— M EHELETNEE, FET TR BE, SREREERRESIFEt
RYRTRIRIRE,

Dave Finch: Yes. 333,

Steve Sanghi: In this particular case, the guy didn’t say a word. He got up, he said, “Follow me.” Okay, so
we follow him, the CEO, the president, and | followed him, took me to his production floor. He gave me a
smock and he put on a smock himself, “Let’'s go in.” | said, “Well, he’s going to show me obviously
something.” We went in, he said, “Look at all those pile of parts. They’re all scrap. They're all scrap because
customer change their core and nobody wants them anymore, | had to waste all that money.”

FEXMEHRBER T, XRUK—DIERIRR. S, B: IRk, " F19, FLFNRER, BFHITE,
R, HIREML, WERETHNESEE, METHR—HIER, ECF LT —HIER: “BlilEE
e, ” Fein: L, MEASRIER—LERA. " FAIHEXT, ik "EEBHETRE. SiERER.
EifEER, BAZFEETHINRZ, REABEEENT, HAMEANREMERIEK. 7

Dave Finch: Yes.lZ,

Steve Sanghi: “Look at those cubicles, there are 25 planers, one on each cubicle, they’re all on the phone,
they’re all expediting various ROM cores. I'm having to forecast 16 weeks ahead of time, 500 different
skews in exact model mix. | need 10,000 of those and 8,000 of those and 100,000 of those and this scrap
is because some have too many and some have too little. The too little I'm expediting and too much I'm
scrapping. Can you solve that problem?” | say, “Yes, sir. What if | solve their problems, do | get all those
designs?” He said, “First, tell me what you will do.” | said, “We’ll change all these designs to a field
programmable PIC and your nightshift will program these parts to these cores and your dayshift will put
them into the circuits. There is no wastage, everything will have the same part and all you have to now
forecast is how many total remote controls you build in a month.”

“BEIBLIRIE, B 25 MK, SNMRE—, (EMETRE, SIEMENaSi ROM Wz, i
/RRT 16 FEFTNAIHEEA SR 500 MAENME. HEEEFRY 10,000 4. HPAJ 8,000 4, i£2
Hrpy 100,000 4, XEEHERABLEAS, BEAD. BINSEIAL, MEAERKIKS. (REEHER
ABANAEES? 7 Bk “2RY, . WIRBMRTMINEE, RSEIFREREIRITIE? 7 ik Bk,
HIFRIREMA. ” FiR: BNSBIEXERITESCIINZARE PIC MCU, SRIRIISGIXLEE Y
RIERIXER%R, MENBIISKENBARES., RERE, S—RERANESEERNTY, ST
PRI EFUNEE—" B REELERANERRR S,

Dave Finch: How many consecutive quarters of profitability did you...
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RESNANFREF)..?
Steve Sanghi: One hundred twenty-one. 121/,

Dave Finch: One hundred and twenty-one consecutive profitable quarters? So as — and now you’re feeling
the time is right to, like you said, hand off to somebody that presumably you've been cultivating, who is very
much invested in the culture that you've created, is it important to you on a personal level that this culture
is maintained and is part of the fabric of the company now?

EE—A M EERF? AU—NEREERIRT, BMEREN, RE— MR8 —BEEEFRY
A, EIHRENERISAMIFERAN. ENABEL, XMXUEREBEIHFFARNERATDEEHN—EET,
EENEIRER?

Steve Sanghi: Yeah, so the company also had an extremely strong training program, mentoring program
and succession planning. Since 2001, | didn’t hire any VP from outside.

2, FTURFIEE—MEERREITE. ESItf4kEtel. B 2001 FLsk, FIBMINREE
IBEHARESE.

Dave Finch: Wow. E!

Steve Sanghi: And many of them came to the company as new college grads. A guy who'’s the senior VP
of backend manufacturing, came to Microchip as a new college grad. The guy who’s running about a billion
dollar business, came from — came to Microchip as a new college grad. The guy who runs my 32-bit
microcontroller business, came to Microchip as a new college grad. They’re all VPs, senior VPs, so it has
been such a strong tradition of promoting from within, which is very motivating to people.

i IPRIFZ ABBRAZE— AR TR, MIPEHNARERERFESREISH, BHAZEEX
£9 10 {z3dlss, BRAEERRIS2MBERILSS. HIHBEVPEZEESHRVP. MIIERAF 55
K9, FrA—BEAREAISBBRBINRERIEIMES, XRIFESFALN.

Dave Finch: Absolutely. i5A0;55,

Steve Sanghi: It is not even a thought that | would step down and the company would go get a CEO from
outside.

BREZSEEEHSTE, AFSMIMNER—ERHITE.
Dave Finch: Right, right. 13H!

Steve Sanghi: | worked on it for years to groom the guy and him and | are already grooming the next guy
which is not publicly known but him and | have picked a guy that we’re grooming.

BESFR—EAEEFARIIA, FEMIKREREE T T —EHRIA, FRES, RENERNERER
FIXPARME

Dave Finch: Steve, it occurs to me that Microchip has done everything just differently, antithetical to the
norm across the industry. | kind of love this and | think this is really the key to your success.

Steve, FRPAEZE, Microchip FrEI—tIEREEARRE, EEMTIPREIIRIT. RESEWH, FAAX
IE2IRATIDAIRE,
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Steve Sanghi: At Microchip, we see things differently, we hear things differently, we do things differently.
We're different by design.

7E Microchip, BAIUARBNAXEGEY, URARNARBIFEY, URRNARME, BII08HESR
A,

Dave Finch: Different by design. And by the way, | love that because poetically, if you look back to your
company’s origins, you had no differentiated products and you were failing. Once you differentiated
yourselves, the success took off for 121 consecutive quarters.

RitAR. IER—, RERX—R, BANRFRRATMER, RREERANm, (RIEEXRK.
—BRiAmt, RIhMERES 121 MNFE,

Steve Sanghi: Yeah, so when you look at the dimensions of it, we differentiated ourselves in products and
technology, we differentiated ourselves in culture, we differentiated ourselves in training, we differentiated
ourselves in commissions, how we went to market, sales force, we differentiated ourselves in organization
structure. We were kind of different pretty much everywhere for a number of years, almost a decade, the
national Training Magazine has named Microchip as one of the 100 best training organizations in the
country.

=1, FUSREENEER, BRIIEFRMRALERHKECS, RIMNEXHNLEERKES, BHi1ES)
EERHBEC, RiERELERNEC, BIIWNERATS, HEWME, BIEEREN LERUEC.
SR, HVFEEMESEHELERRE, HtFk, (EEE)IZRE) 5 Microchip FFAZE 100 R
EF)Ilelz—,

Dave Finch: Not just in electronics but every company.

MREBFTI S, MEESTREF.

Steve Sanghi: Every company. And | think we were the only ones in the semiconductor. So we were —we
have been very, very focused on training really right from the beginning and those in the area are talking to
another CEOQO, this Training Magazine recognition had just come out and he said, “Steve, we spend all of
this money on training? | don’t like to do training because there’s so much turnover, you spend all this
money in training and what happens if the people leave?” So | said, “Well, what happens if you don’t train
and they stay?” So we have always used training because when you train them, they stay longer, they
energize, they get their next promotion within the company without having to leave. It creates better
employees, it creates better productivity, it creates better promotion paths. So | don’t know of any company
that went from $600 million to $6 billion over the course of 20 years never hired a VP from outside.

BIMREL, BOANFNEFSHEREE—RE. FUBMNIN—TFERIEEESETEI.  F)IERE) /19
INEINIRIESE, 4TRSS —(ZCEOHIYL: “Steve, FefilETFRIAEXLEIEIII? FHAEWMIHII, FAA
RifaIAK, (REFERSSEERIIL, MRARBRTEA? » FHik: 8, WRIEARF)I, i)
M TRE? 7 FRLARAI—BEESI, RASMRE)IMBIE, MISREEX, iImEEh, wilE
BRRE T REAMALEF. CBEETEFNRT, BeliETEFNEF, BeliET BEFIETE
2. FTLEAREREIRAENE 20 FHIBIEEMN 6 {Z3ETTEIKE 60 12355T, ENKIRBMNINEIEIET
St A

Dave Finch: Publicly traded companies, no less.

BMEIER ETHAT), tBEELE,

Steve Sanghi: Publicly traded company, it doesn’t exist.

EHRT, BERNAEFEXER.
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Dave Finch: It doesn’t exist, except at Microchip. Your story is profoundly inspiring, Steve. To create what
you've created after feeling like you couldn’t even buy a donut on your first day on American soil, is
astounding. You've done it. All right, a sincere thanks to Steve Sanghi for a tremendous conversation, check
us out on allaboutcircuits.com, we’re on social media. If you love this podcast, please subscribe to us, as
well as leave us a review on Apple or any other podcast platforms where you might be listening to us. So
for now, I'm Dave Finch on behalf of EETech, thanks for listening.

SIS BEXEER, BRT Microchip, {REVEBEIEESZEAL, Steve, ERIECEEELME FHNE—KE
EMEAZFHEB G, IEHRAENIENRA, XESAEEN. REE£MET. T8, JOESE
Steve Sanghi HERXHiE, /518 allaboutcircuits.com, FHEHREAR ESHI1ESR), MBREEWRRIRE
i, BTN, FE Apple SERTBEERIITENIMHIEMBEFE LEFKNBTTE. BREKXKE
EETech 4 Dave Finch, SR,

TAPE ENDS - [37:25]
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