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Executive Summary

Intel's $267 million net loss in FY2025 masks a structural profitability crisis: the Intel
Foundry segment generated a $10.3 billion operating loss on $17.8 billion revenue,
depressing consolidated operating margin to -4.2% versus a 21.1% semiconductor

peer median, while the core Intel Products business remains profitable at $12.7

billion operating income.

Intel reported FY2025 revenue of $52.9 billion, essentially flat year-over-year versus $53.1
billion in FY2024, with a reported net loss of $267 million *°<2*. The company's reported
operating loss of $2.2 billion (-4.2% operating margin) **“* reflects a $494 million non-cash
impairment charge on long-lived assets; excluding this charge, operating loss would have

been $1.7 billion (-3.3% of revenue) A<,

However, the fundamental issue is not the impairment but the operational drag from Intel
Foundry Services, which posted a $10.3 billion operating loss on $17.8 billion in revenue
w25 This segment loss, combined with depreciation of $11.7 billion **“** concentrated in
manufacturing assets, compressed consolidated gross margin to 34.8%, trailing the
semiconductor sector median of 53.1% by 18.3 percentage points *°" . The observed gap of
$7.9 billion “**¢ represents the scale of the margin challenge. Intel Products, by contrast,
generated $12.7 billion in operating income on $49.1 billion revenue, demonstrating that the
core CPU and data-center business remains competitive **“* . The company's operating
cash flow of $9.7 billion ****° is positive, supported in part by non-recourse accounts
receivable factoring **“*°, indicating underlying cash generation despite the reported loss.
Free cash flow, however, remains deeply negative at -$4.9 billion ***?* due to capital
expenditures of $14.6 billion (27.7% of revenue) *°<>°, reflecting the company's massive
foundry buildout in Arizona, Ohio, and Ireland. Intel's competitive position is under pressure.
Revenue growth of -0.5% *°“* lags the semiconductor sector median of 15.3% ®" by 15.8
percentage points. AMD's FY2025 revenue grew 34% to $34.6 billion ", while NVIDIA's
FY2026 revenue reached $215.9 billion with 65% year-over-year growth . TSMC, the
foundry benchmark, grew 35.9% in FY2025 to $122.4 billion " . Intel's foundry strategy,
critical to long-term value creation, has not yet secured a marquee external customer for its
most advanced nodes, and prospective customers question whether Intel can reliably offer

Mi

excess capacity while prioritizing its own products "™ . The company maintains strong
liquidity with $37.4 billion in combined cash and short-term investments “**“" and a current
ratio of 2.02x **“***  well above the 2.1x peer median ®°" . Leverage of 0.41x debt-to-equity

1025 s slightly elevated versus the 0.35x peer median ", but manageable. Interest
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coverage, however, is negative at -2.03x ' >, reflecting the operating loss. The strategic
priority is to restore operating profitability by addressing the foundry segment's structural
losses and improving gross margin. This requires three concurrent actions: (1) accelerating
Intel 18A process node yield and volume ramp to reduce per-wafer manufacturing costs and
support external customer design wins; (2) optimizing the Intel Products portfolio to defend
market share against AMD and Arm-based competitors in server CPUs and Al accelerators;
and (3) disciplining capital deployment to align fab expansion with demonstrated customer
commitments rather than speculative capacity. Without these actions, Intel's negative free
cash flow and rising leverage will constrain strategic flexibility and stakeholder confidence.
Period note: the value levers are measured on FY2025 filed statements. Market intelligence
reports later developments that bear on 1 of them. The figures are not adjusted for those

developments, and each affected lever carries a note M.

Key Strengths:

¢ Intel Products segment remains highly profitable, generating $12.7 billion in operating
income on $49.1 billion revenue **“*°, demonstrating competitive strength in core CPU

business.

e Strong total liquidity position with $37.4 billion in combined cash, cash equivalents, and

short-term investments “*** | providing substantial financial flexibility.

e Disciplined SG&A expense management at 8.7% of revenue, outperforming the

semiconductor industry median of 10.2% ®", indicating operational efficiency.

e Top-quartile R&D investment of 26.1% of revenue **“?* demonstrates commitment to
innovation and technology leadership, with recent launches of 18A process and Panther
Lake AI-PC platform ™,

¢ Substantial manufacturing footprint in U.S. (Arizona, Ohio, New Mexico) and Ireland with
CHIPS Act funding of up to $7.86 billion ", providing geographic diversification and

supply-chain resilience.

HOW TO READ THIS REPORT

The Business Health Score rates six dimensions (0-100) against a curated peer benchmark set calibrated to
this company's sector, geography, and revenue tier. A score of 50 represents the industry median — scores
above 65 indicate top-quartile performance. The Value Creation Roadmap surfaces only initiatives where
this company trails its peer benchmark; each dollar estimate is derived from the company's own filed
financials, not market averages. Benchmark methodology and peer set details are in the Appendix.
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REVENUE GROSS MARGIN OPERATING MARGIN NET INCOME
$52.9B 34.8% -4.2% -$267.0M
NET MARGIN TOTAL ASSETS TOTAL DEBT

-0.5% $211.4B $46.6B

EXTENDED METRICS

Free Cash Flow

R&D Expense

Operating Cash Flow

Capital Expenditure

-$4.9B $13.8B $9.7B $14.6B
EPS (Diluted) Current Ratio Depreciation Interest Expense
$-0.06 2.02x $11.7B $1.1B
Total Equity Impairment Charges
$114.3B $494.0M

Source: Filed financial statements (1 document analyzed) Currency: USD

Benchmark Gaps and Value Creation Hypotheses

1 benchmark gap for Intel Corporation quantified against the sector median on the company's own filed
revenue. Each figure is the observed gap, not a savings estimate: the addressable share depends on
business model, footprint and cost classification versus the peer set and is presented below as an estimate
with the questions that would test it. Directional initiatives that need further data are listed separately.
Observed gap, sum of additive levers: $7.9B. Addressable estimate: $3.2B EST . Risk-adjusted value: $1.3B
(feasibility-weighted on a 1-5 scale: 5/5 = full impact, 4/5 = 80%, 3/5 = 60%, etc.).

Priority Score Methodology: Each initiative is scored on two dimensions: Impact (estimated dollar value, scored 0-
100) and Feasibility (implementation complexity and timeline, scored 1-5 where 5 = most feasible). Priority Score =
Impact (0-100) x Feasibility (1-5) + 5. Feasibility is derived from implementation complexity: Low = 5, Medium = 3, High
= 2. A higher score indicates greater value with lower execution risk. Risk-adjusted value is feasibility-weighted on a 1-5
scale (5/5 = full impact, 4/5 = 80%, 3/5 = 60%, etc.).
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Observed Benchmark Gaps

1. Intel Foundry Yield Optimization & Cost Alignment 24 months

Gross margin of 34.8% trails the sector median of 53.1% by 18.3 points: an observed gap of
$7928M, of which $3171.2M (40%) is treated as addressable =°" . Gross margin of 34.8%
trails the semiconductor peer median of 53.1% by 18.3 percentage points *°", driven
primarily by Intel Foundry's $10.3 billion operating loss on $17.8 billion revenue **“** . The
foundry segment's negative margin reflects high fixed manufacturing overhead, process
node transition costs, and depreciation of $11.7 billion **“** concentrated in fab assets. The
observed gross margin gap of $7.9 billion “**“" represents the scale of the profitability
challenge. Period note: this gap is measured on FY2025 filed statements. Market intelligence
reports later developments that bear on it: Costa Rica: Intel began consolidating assembly
and test operations into larger sites in Vietham and Malaysia, with the transition expected to
conclude by the end of 2026 "' . How much of the gap they have already closed is not
established by the filed statements. Re-measure on the latest filing before treating the full
amount as open.

Industry Context: Gross margin: 34.8% versus proprietary P50 53.1% (medium confidence).
18.3pt gap x $52853.0M revenue + 100 = $7928M (capped at 15% of revenue; uncapped
$9672.1M) observed gap; addressable at 40% = $3171.2M (estimate)

Strategic Value: With an investment of $2.5B, this initiative is classified as Capped —
methodology-limited, see calculation basis. See calculation basis below for methodology.

CALCULATION BASIS

18.3pt gap x $52853.0M revenue + 100 = $7928M (capped at 15% of revenue;
uncapped $9672.1M) observed gap; addressable at 40% = $3171.2M (estimate)

Complexity: High — Intel Foundry requires major  Priority Score: 38.0 (Impact x Feasibility + 5)
process node maturation (18A/20A), external Impact: 95/100 Feasibility: 2/5 Formula: Impact (95/100)

customer design win execution, and structural x Feasibility (2/5) = 38
$3171.2M addressable (40% of the $7928M observed gross

manufacturing overhead reduction. The company
margin gap); the addressable share is an estimate to be tested

must simultaneously ramp 18A to high volume, in diligence.
secure firm customer commitments, and optimize

fab footprint while managing geopolitical and

supply-chain constraints. Process yield

improvements typically require 12-24 months of

production data and iterative design refinement.

Implementation Steps:

1. Accelerate EUV process node volume ramp for 18A to improve wafer yield rates and reduce cost per
wafer; target yield parity with TSMC's 3nm equivalent within 18 months.

2. Implement rigorous market-based transfer pricing between Intel Products and Intel Foundry to align

internal product costs with external customer pricing and expose true foundry economics.
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3. De-risk fab utilization by securing firm commitments from external fabless customers (e.g.,
Qualcomm, Broadcom, or emerging Al-chip designers) with multi-year volume agreements.

4. Optimize existing fab footprint and pause non-essential greenfield expansions until 18A
demonstrates sustainable high-volume yields and external customer ramps are confirmed.

Additional Strategic Initiatives

The following 4 initiatives warrant deeper diagnostic analysis to quantify. These are directional opportunities —
actionable but require additional data and management input to size precisely.
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1. Capital Asset Efficiency & Fab Joint-Venture Structuring 12 months

Asset turnover of 0.25x lags the semiconductor peer median of 0.47x ®" by 0.22x, indicating
capital tied up in slow-ramping fab infrastructure. Total assets of $211.4 billion *°¢2* include
substantial property, plant, and equipment concentrated in manufacturing facilities. The
company's capital intensity (CapEx of $14.6 billion, or 27.7% of revenue *°“***)) is among the
highest in the industry, yet asset utilization remains low due to fab ramp delays and foundry

customer acquisition challenges.

Industry Context: Semiconductor median asset turnover of 0.47x ®" . Intel's 0.25x indicates
that each dollar of assets generates only $0.25 in revenue, versus $0.47 for peers. Improving
asset turnover to 0.35x would require either $8.3 billion in incremental revenue or $58.5
billion in asset reduction.

CALCULATION BASIS
Not sized: the filed data does not support a calculated figure for this
initiative.

Complexity: Low — Leverages existing capital Priority Score: 50.0
partnership models (e.g., SCIP with Impact: 50/100 Feasibility: 5/5
Brookfield/Apollo) to co-fund manufacturing

assets and reduce Intel's balance-sheet burden.

Intel has already demonstrated this model with

the Ireland Fab 34 joint venture (repurchased in

April 2026 for $14.2 billion 'M'). The challenge is

structuring new partnerships quickly and

managing governance complexity.

Implementation Steps:

1. Expand Smart Capital co-investment arrangements for leading-edge fab construction (Arizona Fab 62,
Ohio fabs) to reduce Intel's capital burden and align partner incentives with fab utilization.

2. Monetize or redeploy underutilized legacy 200mm/300mm tooling across secondary fabs through
sale-leaseback arrangements or partnerships with regional foundries.

3. Drive overall equipment effectiveness (OEE) improvements through automated wafer scheduling,
predictive maintenance, and Al-driven fab optimization to increase throughput per asset dollar.

4. Establish target asset turnover of 0.35x by 2027, with quarterly tracking and accountability for fab
utilization and capital deployment.
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2. R&D Productivity & Portfolio Optimization 12 months

R&D spending of $13.8 billion (26.1% of revenue) **“*° exceeds the semiconductor sector
median of 18.2% B™ by 7.9 percentage points, yet revenue growth is -0.5% versus the sector
median of 15.3% ®" . This suggests R&D productivity is below peer levels. The company's
R&D spending declined 17% year-over-year, primarily due to lower payroll-related costs from
restructuring **“?° . Intel must reallocate R&D toward high-ROI programs: server CPUs and

Al accelerators (where demand is strong) and away from lower-priority initiatives.

Industry Context: Semiconductor sector P50 R&D as % of revenue is 18.2% " . Intel's 26.1%
indicates either higher innovation intensity or lower R&D efficiency. Peers including AMD
(R&D intensity ~25%) and NVIDIA (R&D intensity ~27%) achieve higher revenue growth,
suggesting Intel's R&D is not translating to market share gains.

CALCULATION BASIS

Not sized: the filed data does not support a calculated figure for this
initiative.

Complexity: Medium — Requires portfolio Priority Score: 30.0
prioritization and reallocation across CPU, GPU, Impact: 50/100 Feasibility: 3/5
foundry process, and emerging Al/quantum

programs. Intel has already begun restructuring

R&D; the challenge is ensuring remaining spend

targets the highest-return segments (server

CPUs, Gaudi accelerators, 18A process) while

maintaining innovation in longer-term bets.

Implementation Steps:

1. Conduct zero-based review of R&D programs by product line and market segment, prioritizing server
CPUs, Gaudi Al accelerators, and 18A process development.

2. Reallocate 15-20% of R&D spending from lower-priority programs (legacy process nodes, non-
strategic IP) toward Al and data-center product roadmaps.

3. Establish quarterly R&D ROI metrics tied to design wins, time-to-market, and revenue per R&D dollar
by product line.

4. Accelerate external partnerships with hyperscalers (AWS, Google, Microsoft, Meta) to co-fund Al
accelerator and CPU optimization work.
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3. Datacenter & AI Market Share Expansion 12 months

Consolidated revenue declined by -0.5% in FY2025 **“*** while semiconductor peers grew at
a median rate of 15.3% &“ . However, Intel's Q3 2026 Data Center and Al revenue rose 78%
year-over-year to $7.3 billion ", indicating strong underlying demand for server CPUs and
Al accelerators. The opportunity is to accelerate market share capture in Al-accelerator and

data-center CPU segments where hyperscaler demand is robust.

Industry Context: Industry median revenue growth rate of 15.3% ®" . NVIDIA's FY2026
revenue grew 65% year-over-year ", and AMD's FY2025 revenue grew 34% ", driven by Al
and data-center demand. Intel's server CPU market share is estimated at approximately 90%
in x86 server CPUs, but Arm-based alternatives (AWS Graviton, NVIDIA Grace, Google Axion)
are gaining share "'

CALCULATION BASIS

Not sized: the filed data does not support a calculated figure for this
initiative.

Complexity: Medium — Requires rapid scaling of  Priority Score: 30.0
software stack developer adoption (oneAPI) and Impact: 50/100 Feasibility: 3/5
securing advanced packaging sub-tier supply

(EMIB/CoWoS). Intel has demonstrated

competitive Gaudi accelerator performance but

must overcome NVIDIA's entrenched CUDA

ecosystem and secure design wins with

hyperscalers and cloud providers.

Implementation Steps:

1. Expand open-source software ecosystem integration (oneAPI) for Gaudi accelerators to reduce
developer friction and accelerate adoption among hyperscalers and enterprise customers.

2. Deepen co-development partnerships with top-tier cloud service providers (AWS, Google Cloud,
Microsoft Azure) to optimize Gaudi performance for specific Al workloads (LLM inference, training).

3. Secure dedicated EMIB/CoWoS advanced packaging capacity to eliminate supply bottlenecks and
ensure reliable delivery of Al accelerators to key customers.

4. Launch competitive benchmarking campaigns demonstrating Gaudi performance-per-watt and total
cost of ownership versus NVIDIA H100/H200 and AMD MI325X.
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4. Capital Structure & Debt Paydown Optimization 6 months

Total debt stands at $46.6 billion **“** with annual interest expense of $1.1 billion **<**,
generating negative interest coverage of -2.03x ' 1°¢'?5. due to the operating loss. Debt-to-
equity ratio of 0.41x **“** is slightly elevated versus the peer median of 0.35x ®*". The
company maintains substantial liquidity ($37.4 billion in cash and short-term investments),

providing capacity to reduce debt and improve leverage metrics.

Industry Context: Industry P50 debt-to-equity of 0.35x ®" . Intel's 0.41x indicates leverage
above the median, though manageable given the company's scale and cash generation.
Reducing debt to $40 billion would bring debt-to-equity to 0.35x, aligned with peer median.

CALCULATION BASIS

Not sized: the filed data does not support a calculated figure for this
initiative.

Complexity: Low — Uses cash proceeds from Priority Score: 30.0
non-core asset divestitures (such as Altera, sold in Impact: 30/100 Feasibility: 5/5
September 2025 for $4.3 billion net ™) to pay

down high-coupon maturing debt. No operational

changes required; execution is primarily financial

and treasury-focused.

Implementation Steps:

MI)

1. Apply proceeds from the Altera monetization ($4.3 billion net and other non-core asset sales

toward retiring senior notes maturing within 12 months.

2. Refinance high-cost debt using government-subsidized semiconductor expansion loans (CHIPS Act
funding of up to $7.86 billion ") to reduce weighted average cost of debt.

3. Enforce a long-term total leverage target of < 0.35x Debt-to-Equity, with quarterly tracking and
communication to credit rating agencies and stakeholders.

Segment-Level Value Creation

Segment revenue below is taken from the filed document. These opportunities are not sized separately: the value
bridge sizes margin and cost levers at company level, and segment-level margins are not in the extracted financial
data.

SEGMENT ANALYSIS

1. Intel Products Market Share Defense & AI-PC Expansion
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» Intel Products — $49.1B revenue (92.9% of total)

Intel Products generated $49.15 billion in revenue and $12.74 billion in operating income in FY2025

10K'25 | representing the company's most profitable segment. However, revenue declined -0.7% year-over-
year *%¢?°indicating market share pressure from AMD and Arm-based competitors. The segment
includes client computing (PC processors), data-center CPUs (Xeon), and emerging Al accelerators (Gaudi).
Q3 2026 Data Center and Al revenue grew 78% year-over-year ™, but Client Computing and Physical Al
revenue declined 5% year-over-year "', reflecting PC market weakness and memory supply constraints.
The opportunity is to accelerate market share capture in high-growth data-center and Al segments while

stabilizing PC revenue through AI-PC adoption.

CALCULATION BASIS

Segment revenue $49.15B (92.9% of total). Not sized separately: the report sizes
margin and cost levers at company level, and segment-level margins are not in the
extracted financial data.

Implementation Steps:

1. Accelerate Xeon server CPU roadmap with performance-per-watt leadership and secure multi-year volume
commitments from hyperscalers (AWS, Google, Microsoft, Meta) to defend against AMD and Arm-based
alternatives.

2. Expand Gaudi accelerator adoption through aggressive software ecosystem development (oneAPI), hyperscaler
co-optimization partnerships, and competitive benchmarking against NVIDIA H100/H200.

3. Drive AI-PC market share through Panther Lake platform differentiation, OEM design wins, and software
ecosystem integration with Windows and enterprise applications.

4. Optimize product portfolio and pricing to improve gross margin in high-growth segments (data-center, Al
accelerators) while managing PC market headwinds and memory cost inflation.

SEGMENT ANALYSIS

2. Intel Foundry External Customer Acquisition & Yield Ramp
» Intel Foundry — $17.8B revenue (33.7% of total)

Intel Foundry generated $17.83 billion in revenue and a $10.32 billion operating loss in FY2025 ' 10¢'25
representing a -57.9% operating margin. Revenue grew 2.9% year-over-year *°¢'#> put the segment
remains deeply unprofitable due to high fixed manufacturing overhead, process node transition costs,
and depreciation. The segment's losses are the primary driver of consolidated gross margin compression
(34.8% vs. 53.1% peer median ' BM)). The opportunity is to accelerate 18A process node maturation, secure
external customer design wins, and improve fab utilization to move the segment toward profitability.
However, this requires sustained capital investment and customer acquisition, with payback extending
beyond 2027.

CALCULATION BASIS
Segment revenue $17.83B (33.7% of total). Not sized separately: the report sizes

margin and cost levers at company level, and segment-level margins are not in the
extracted financial data.

Implementation Steps:

1. Accelerate 18A process node volume ramp and yield improvement to achieve competitive parity with TSMC 3nm
on cost and reliability; establish clear quarterly yield and cost milestones with accountability.

2. Secure external customer design wins with marquee fabless companies (Qualcomm, Broadcom, emerging Al-
chip designers) through aggressive sales engagement and process technology differentiation.
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3. Optimize fab footprint and manufacturing overhead to reduce cost per wafer; implement Al-driven fab
optimization and predictive maintenance to improve overall equipment effectiveness (OEE).

4. Establish market-based transfer pricing between Intel Products and Intel Foundry to align internal product costs
with external customer pricing and expose true foundry economics.

SEGMENT ANALYSIS
3. All Other Segment Stabilization
» All Other — $3.6B revenue (6.7% of total)

All Other segment generated $3.56 billion in revenue and $264 million in operating income in FY2025

10K™25 1 representing a 7.4% operating margin. Revenue declined -1.1% year-over-year ' *°€2° | indicating
modest headwinds. This segment includes non-core businesses such as Mobileye (autonomous driving),
Altera (programmable semiconductors, 51% divested in September 2025 ™), and other emerging
businesses. The segment's profitability is stable but growth is limited. The opportunity is to focus on high-
growth, high-margin businesses (Mobileye Al and robotics) while managing legacy businesses for cash
generation.

CALCULATION BASIS
Segment revenue $3.56B (6.7% of total). Not sized separately: the report sizes margin

and cost levers at company level, and segment-level margins are not in the extracted
financial data.

Implementation Steps:
1. Accelerate Mobileye Al and robotics strategy (including the Mentee Robotics acquisition completed February 3,
2026 for $637 million ' ™") to establish leadership in autonomous driving and humanoid robotics.

2. Manage legacy businesses (Altera, other non-core assets) for cash generation and strategic divestiture; redeploy
proceeds toward high-growth Al and data-center initiatives.

3. Explore strategic partnerships or joint ventures in emerging Al and robotics segments to accelerate growth and
reduce capital requirements.
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Business Health Score

Overall
38
Operations Financial
65 15
D Company P25 Median P75

Business Health Score Rationale

Overall Score (38): Weighted average of the rated dimension scores: Financial Health 15 x
20%, Operational Efficiency 65 x 17%; weights rescaled to the 2 rated dimensions (4 not

rated).
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Financial Health (15): Intel's financial health is challenged by a negative net margin of -0.5%
and operating margin of -4.2%, both significantly below industry medians. The company's
liquidity is strong, with a quick ratio of 1.65x and a current ratio of 2.02x, indicating good
short-term financial health. However, the negative ROA of -0.1% highlights inefficiencies in
asset utilization. Overall, Intel's financial health is under pressure due to poor profitability

metrics.

Weight 20% of the overall score. Starting point 60, -45 lost = 15.

v -15pts: Net Margin =-0.5% vs Industry P50: 16.5% — Significant underperformance against industry
median

v -15pts: Operating Margin = -4.2% vs Industry P50: 21.1% — Significant underperformance against
industry median

v -15pts: ROA =-0.1% vs Industry P50: 8.2% — Significant underperformance against industry median

Operational Efficiency (65): Intel shows strong operational efficiency with a DPO of 104.6
days, placing it in the top quartile. The company also manages SG&A expenses well, with a
ratio of 8.7% below the industry median. However, the gross margin of 34.8% and asset
turnover of 0.25x are significantly below industry standards, indicating room for
improvement in cost management and asset utilization. Overall, Intel's operational efficiency
is mixed, with strengths in payables management but weaknesses in profitability and asset

use.
Weight 17% of the overall score. Starting point 55, +40 earned, —-30 lost = 65.

v +10pts: SGA % of Revenue = 8.7% — Above average efficiency in managing SG&A expenses

v +10pts: Inventory Turnover = 2.97x — Above average inventory management

v +20pts: DPO = 104.6 days — Top quartile performance in managing payables

v -15pts: Gross Margin = 34.8% vs Industry P50: 53.1% — Significant underperformance against industry
median

v -15pts: Asset Turnover = 0.25x vs Industry P50: 0.47x — Significant underperformance in asset

utilization
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Market Position (Not rated): Only 1 metric could be observed in the extracted data; this
dimension is not rated and is excluded from the overall score. Intel's market position is
supported by a substantial revenue scale of $52.9 billion, reflecting its significant presence in
the semiconductor industry. The company's brand strength is a notable asset, contributing to
its competitive positioning. However, the lack of specific market share and geographic
diversification data limits a comprehensive assessment of its market position. Overall, Intel
maintains a strong market presence but faces challenges in quantifying its competitive
standing.

o Not scored: Market Share — not covered by the extracted data (Lack of specific market share data limits
assessment)

o Not scored: Geographic Diversification — not covered by the extracted data (Insufficient data on
geographic presence)

o Not scored: Brand Strength — not covered by the extracted data (Brand Strength is not covered by the

extracted data; not scored (no deduction).)

Strategic Readiness (Not rated): Only 1 metric could be observed in the extracted data; this
dimension is not rated and is excluded from the overall score. Intel's strategic readiness is
bolstered by a top quartile R&D investment of 26.1% of revenue, underscoring its focus on
innovation. The company is actively pursuing strategic initiatives in technology development.
However, the absence of detailed data on M&A activity and partnerships limits a full
evaluation of its strategic positioning. Intel is well-prepared for future challenges but could
benefit from more transparency in strategic collaborations.

v +20pts: R&D % of Revenue = 26.1% — Top quartile R&D investment indicates strong commitment to
innovation

o Not scored: M&A Activity — not covered by the extracted data (Lack of data on mergers and
acquisitions)

o Not scored: Partnership Ecosystem — not covered by the extracted data (Insufficient information on
partnerships)

o Not scored: Strategic Initiatives — not covered by the extracted data (Strategic Initiatives is not covered

by the extracted data; not scored (no deduction).)
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Growth Potential (Not rated): Only 1 metric could be observed in the extracted data; this
dimension is not rated and is excluded from the overall score. Intel's growth potential is
constrained by a revenue decline of -0.5%, significantly below the industry median of 15.3%.
The company operates in a large $256 billion market, suggesting opportunities for TAM
penetration. However, the lack of data on market tailwinds and expansion capacity limits a
comprehensive growth assessment. Intel needs to address its revenue growth challenges to
capitalize on market opportunities.

v -15pts: Revenue Growth =-0.5% vs Industry P50: 15.3% — Significant underperformance in revenue
growth

o Not scored: Market Tailwinds — not covered by the extracted data (Lack of data on market tailwinds)
o Not scored: Expansion Capacity — not covered by the extracted data (Insufficient information on
expansion capabilities)

o Not scored: TAM Penetration — not covered by the extracted data (TAM Penetration is not covered by

the extracted data; not scored (no deduction).)

Innovation & Digital (Not rated): Only O metrics could be observed in the extracted data;
this dimension is not rated and is excluded from the overall score. Intel's innovation and
digital maturity are supported by significant investments in technology development and
digital transformation initiatives. However, the absence of data on patent intensity and
Al/data capabilities limits a full assessment of its innovation strength. Intel is making strides
in digital maturity but needs to enhance transparency in its innovation metrics to fully
leverage its technological investments.

o Not scored: Patent Intensity — not covered by the extracted data (Lack of data on patent filings)

o Not scored: Al/Data Capability — not covered by the extracted data (Insufficient information on Al and
data capabilities)

o Not scored: Technology Investment — not covered by the extracted data (Technology Investment is not
covered by the extracted data; not scored (no deduction).)

o Not scored: Digital Maturity — not covered by the extracted data (Digital Maturity is not covered by the

extracted data; not scored (no deduction).)
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Market Intelligence

Key Market Trends

Trend 1: Al infrastructure is creating a new, faster-growing server-CPU demand cycle

Al systems still rely heavily on GPUs and custom accelerators, but inference and agentic-Al workloads
increase the need for host CPUs to coordinate workloads, move data, and manage larger numbers of
accelerators.

Trend 2: AMD and Arm are taking share as server buyers diversify processor architectures

Intel faces pressure from AMD's EPYC roadmap and Arm-based in-house or merchant CPUs.
Hyperscalers have incentives to diversify suppliers and use custom processors for workloads with
predictable performance and power needs.

Trend 3: AI-PC adoption is rising, but PC unit demand is weakening and costs are increasing

Al-capable PCs create an upgrade opportunity for Intel client processors, but the expected transition is
occurring alongside a PC market downturn and constraints in memory and other components.

Trend 4: Intel's foundry turnaround depends on process execution and external customer
conversion

Intel is both a chip designer and an integrated device manufacturer, while attempting to build a larger
external foundry business.

Trend 5: Advanced packaging is a constraint on Al-chip supply and an opportunity for Intel
Foundry

Chiplet-based designs and integration of logic with high-bandwidth memory are increasing the
importance of advanced packaging. Packaging capacity can limit shipment volume even when wafer
capacity and customer demand are available.

Trend 6: Export controls and trade rules add uncertainty to product markets and
manufacturing footprints

Semiconductor export licensing rules can change which products Intel may sell to particular customers
and destinations.
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Competitive Landscape

Competitor Type Revenue Key Differentiator Growth
Growing faster than
the overall
Ast 86 CPU portfoli it semiconductor
strong x ortfolio, competitive
g P P market: FY2025
Advanced performance-per-watt, and access to
. . Direct . . revenue rose 34%
Micro Devices, , $34.6B  TSMC's leading-edge manufacturing
Competitor . year over year to
Inc. (AMD) give AMD a fabless cost structure and
o ) $34.6B, led by data-
flexibility to scale production. i
center and client
demand. AMD FY2025
results
Growing substantially
Its GPU and software ecosystem, faster than the overall
including CUDA, is deeply established semiconductor
NVIDIA Market $215.98 in Al development; high demand and a  market: FY2026
Corporation Leader ) broad systems and networking revenue increased
portfolio reinforce its position in 65% year over year to
accelerated computing. $215.9B. NVIDIA
FY2026 results
Growing more slowly
than the overall
Snapdragon combines Arm-based CPU  semiconductor
cores with integrated graphics, Al market: FY2025
processing, cellular connectivity, and revenue increased
Qualcomm Direct . . .
, $44.3B  power-efficient system-on-chip 14% to $44.3B, with
Incorporated Competitor .
designs; Qualcomm also has growth supported by
established mobile and modem handset, IoT, and
relationships. automotive revenues.
Qualcomm FY2025
results
Taiwan Market $122.4B Leading-edge process execution, large-  Growing faster than
Semiconductor Leader scale capacity, high-volume the overall

Manufacturing
Company
(TSMC)

manufacturing experience, and a
broad customer base across Al,
smartphones, and high-performance
computing make TSMC the benchmark
independent foundry.
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Competitor Type Revenue Key Differentiator Growth

TSMC 2025 annual
report

Company-wide
revenue grew 10.9%

Vertically integrated semiconductor, in FY2025 to KRW
memory, and electronics operations 333.6T, slower than
Samsung . -
) Direct provide scale, substantial investment the overall
Electronics Co., , $234.8B i - ]
Ltd Competitor capacity, and the ability to offer semiconductor
) customers both foundry and memory market's growth
products. during the period.
Samsung FY2025
report
Growing faster than
the overall
semiconductor
Custom-chip design capabilities and
) ) ) market: FY2025 total
established hyperscaler relationships
) revenue rose 24% to
Niche allow Broadcom to tailor accelerators ]
Broadcom Inc. $63.9B . . $63.9B, while Al
Player and networking silicon to large

customers' specific Al infrastructure
needs.

Competitive Advantages

e Intel Products segment remains highly
profitable, generating $12,739M in
operating income on $49,147M in revenue

e Disciplined SG&A expense management at
8.7% of revenue, outperforming the
semiconductor industry median of 10.2%

e Solid short-term liquidity metrics including a
Current Ratio of 2.02x and Quick Ratio of
1.65x

semiconductor
revenue increased
65% to $20.2B.
Broadcom FY2025
results

Competitive Challenges

e NVIDIA's dominance in Al accelerators with
FY2026 revenue of $215.9 billion and 65%
year-over-year growth " creates intense
competition for Gaudi adoption. CUDA
ecosystem lock-in and hyperscaler
relationships pose significant barriers to

Intel's market share gains.

e AMD's server CPU market share is estimated
to reach approximately 27% in 2026 ", up
from lower levels, eroding Intel's traditional
x86 dominance. AMD's fabless model and
TSMC partnership provide cost and flexibility
advantages.

e TSMC's foundry dominance with 35.9%
FY2025 revenue growth to $122.4 billion ™
and established customer relationships
create formidable competition for Intel
Foundry. TSMC's advanced packaging
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capacity expansion (CoWosS to 1.08 million
wafers per yearin 2026 ") further

strengthens its position.

e Arm-based server CPUs from AWS (Graviton),
NVIDIA (Grace), Google (Axion), and
Microsoft (Cobalt) are gaining share as
hyperscalers diversify processor
architectures "' . Intel's x86 incumbency is
eroding as customers optimize for workload-
specific performance and power.

Strategic Competitive Assessment

Based on comprehensive analysis of Intel Corporation's market position relative to key competitors.

Market Position Overview

Intel faces intensifying competition across its core markets. NVIDIA dominates Al accelerators
with FY2026 revenue of $215.9 billion and 65% year-over-year growth "', leveraging its
entrenched CUDA software ecosystem and hyperscaler relationships. Intel's Gaudi accelerators
are competitive on performance-per-watt but lack NVIDIA's software maturity and developer

adoption.

AMD is gaining server CPU share with FY2025 revenue of $34.6 billion and 34% growth "',
driven by EPYC processors that compete directly with Intel Xeon. AMD's fabless model provides
cost flexibility and access to TSMC's leading-edge manufacturing, while Intel carries the
burden of integrated manufacturing. TSMC, the foundry benchmark, grew 35.9% in FY2025 to
$122.4 billion ™ and has secured the vast majority of external foundry customers, including

Apple, Qualcomm, and AMD.

Intel's foundry strategy is critical but unproven; the company has not yet secured a marquee
external customer for 18A, and prospective customers question whether Intel can reliably
offer excess capacity while prioritizing its own products " . Qualcomm is expanding its
Snapdragon X PC processor portfolio, competing with Intel Core in the AI-PC segment ™' .
Samsung Foundry is ramping 2nm production and has secured a $16.5 billion multi-year
contract with Tesla ™, demonstrating customer confidence in Samsung's process technology

and manufacturing reliability.
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Intel's competitive advantages remain substantial. The Intel Products segment generated
$12.7 billion in operating income on $49.1 billion revenue **¢?*, demonstrating that the core
CPU business remains profitable and competitive. Intel's brand strength, customer
relationships with hyperscalers and OEMs, and integrated design-manufacturing model

provide strategic advantages in customization and supply-chain control.

Mi

The company's Q3 2026 Data Center and Al revenue grew 78% year-over-year ™, indicating
strong underlying demand for server CPUs and accelerators. Intel's manufacturing footprintin
the U.S. (Arizona, Ohio, New Mexico) and Ireland provides geographic diversification and

Mi

supply-chain resilience, supported by CHIPS Act funding of up to $7.86 billion

The key battlegrounds are: (1) Al accelerator software ecosystem and developer adoption
(CUDA vs. oneAPI); (2) server CPU market share and hyperscaler design wins (x86 vs. Arm-

based alternatives); (3) advanced process node yield and cost competitiveness (18A vs.

TSMC 3nm); (4) foundry customer acquisition and capacity reliability; and (5) AI-PC market
share and OEM design wins. Intel must defend its server CPU franchise against AMD and Arm-
based competitors, accelerate Gaudi adoption through software ecosystem development, and
prove foundry capability through external customer wins and reliable delivery. Without these
actions, Intel risks losing market share to AMD in CPUs, NVIDIA in accelerators, and TSMC in

foundry services.

Competitive Strengths

Intel Products segment remains highly profitable, generating $12,739M in operating income on
$49,147M in revenue

Disciplined SG&A expense management at 8.7% of revenue, outperforming the semiconductor
industry median of 10.2%

Solid short-term liquidity metrics including a Current Ratio of 2.02x and Quick Ratio of 1.65x

Areas for Improvement

Operating Margin: -4.2 vs industry median 21.1 (critical)

Gross Margin: 34.8 vs industry median 53.1 (critical)
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Net Margin: -0.5 vs industry median 16.5 (critical)

Revenue Growth: -0.5 vs industry median 15.3 (significant)

EBITDA Margin: 18 vs industry median 29.8 (critical)

Asset Turnover: 0.25 vs industry median 0.47 (significant)

Debt-to-Equity: 0.41 vs industry median 0.35 (moderate)

Return on Assets: -0.1 vs industry median 8.2 (significant)

Key Competitive Battlegrounds
Al accelerator software ecosystem and developer adoption (CUDA vs. oneAPI)
Server CPU market share and hyperscaler design wins (x86 vs. Arm-based alternatives)
Advanced process node yield and cost competitiveness (18A vs. TSMC 3nm)

Foundry customer acquisition and capacity reliability AI-PC market share and OEM design wins

Financial Performance Analysis

Intel Corporation reported annual 2025 revenue of $52,853 million, representing a top-line
decline of -0.5% year-over-year compared to $53,101 million in 2024. Operating performance
remained challenged, with an operating loss of -$2,214 million (-4.2% operating margin) and an
EBITDA margin of 18.0%, significantly trailing the semiconductor sub-sector median of 29.8%.
The core structural challenge facing Intel is the operational division between its business
segments. The Intel Products segment performed robustly, generating $12,739 million in
operating income on $49,147 million in revenue. In contrast, the Intel Foundry segment
recorded a heavy operating loss of -$10,318 million on $17,826 million in revenue, driven by
high fixed overhead, process node transition expenses, and heavy depreciation ($11,706

million total D&A). This structural drag compressed consolidated gross margin to 34.8%,
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creating an 18.3 percentage point deficit against the industry median of 53.1%. Intel's cash flow
highlights intense capital commitment, with CapEx reaching $14,646 million (27.7% of revenue)
against operating cash flow of $9,697 million, yielding negative free cash flow of -$4,949
million. Furthermore, operating cash flows were supported by $2,600 million in non-recourse

accounts receivable factoring, which reduced reported DSO to 26.5 days.

Profitability Analysis Efficiency & Returns

Revenue: $52.9B Return on Assets: -0.1%

Gross Profit: $18.4B SG&A % Revenue: 8.7%

Gross Margin: 34.8% SG&A Expense: $4.6B

Operating Margin: -4.2% Total Assets: $211.4B

Net Income: -$267.0M Asset Turnover: 0.25x

Net Margin: -0.5% Operating Income: -$2.2B

R&D Expense: $13.8B

Depreciation & Amort: $11.7B

Working Capital Efficiency Cash Flow Analysis

Days Sales Outstanding: 27 days Operating Cash Flow: $9.7B

Days Inventory Outstanding: 123 days Capital Expenditure: $14.6B

Days Payable Outstanding: 105 days Free Cash Flow: -$4.9B

Cash Conversion Cycle: 45 days EPS (Diluted): $-0.06
Current Ratio: 2.02x
Interest Expense: $1.1B
Total Equity: $114.3B
Impairment Charges: $494.0M
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Financial Ratios (ratio engine v1.0, reported basis, FY2025)

Computed in code from the canonical financial block. These are the figures used throughout this report, the Excel

workbook and the scorecard.

Ratio

Gross Margin
Operating Margin
(reported)

EBITDA Margin

Net Margin

SG&A % of
Revenue

R&D % of Revenue

Revenue Growth
(YoY)

Return on Assets

Return on Equity

Return on Invested
Capital

Current Ratio

Quick Ratio

Debt-to-Equity

Debt-to-Assets

Net Debt / EBITDA

Interest Coverage
Asset Turnover
Inventory Turnover

Days Sales
Outstanding

Days Inventory
Outstanding

Value

34.8%

-4.2%

18%

-0.5%

8.7%

26.1%

-0.5%

-0.1%

-0.2%

-1.1%

2.02x

1.65x

0.41x

0.22x

0.97x

-2.03x
0.25x
2.97x

26.5
days

123
days

Formula

Gross profit (18375M) / Revenue (52853M) x 100
Operating income (-2214M) / Revenue (52853M) x 100
EBITDA (9492M) / Revenue (52853M) x 100 (EBITDA = operating income +

D&A (computed))

Net income (-267M) / Revenue (52853M) x 100

SG&A (4624M) / Revenue (52853M) x 100 (as reported (single line))

R&D (13774M) / Revenue (52853M) x 100

(Revenue (52853M) / Prior-year revenue (53101M) — 1) x 100

Net income (-267M) / Total assets (211429M) x 100
Net income (-267M) / Total equity (114281M) x 100

Operating income (-2214M) x (1 - 25% assumed tax) / (Debt + Equity -
Cash) (146601M) (tax rate assumed 25% (filed effective rate 121.1% is
outside 0-50%))

Current assets (63688M) / Current liabilities (31575M)

(Current assets (63688M) — Inventory (11618M)) / Current liabilities
(31575M)

Total debt (46585M) / Total equity (114281M)
Total debt (46585M) / Total assets (211429M)

(Total debt (46585M) — Cash (14265M) — Short-term investments
(23151M)) / EBITDA (9492M) (EBITDA = operating income + D&A
(computed))

Operating income (-2214M) / Interest expense (1091M)
Revenue (52853M) / Total assets (211429M)

COGS (34478M) / Inventory (11618M)

AR (3839M) / (Revenue (52853M) / 365)

Inventory (11618M) / (COGS (34478M) / 365)
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AP (9882M) / (COGS (34478M) / 365)

DSO (26.5) + DIO (123) - DPO (104.6)

FCF (-4949M) / Revenue (52853M) x 100 (as stated (reconciles to OCF -

Ratio Value Formula
Days Payable 104.6
Outstanding days
Cash Conversion 44.9
Cycle days
FCF Margin -9.4%

capex))

Key Financial Insights

DATA GAPS & LIMITATIONS

Severe operating loss in Intel Foundry
segment (-$10,318M on $17,826M revenue),
depressing overall gross margin to 34.8% vs
semiconductor peer median of 53.1%
[Estimate — verify against segment tables]

Persistent negative Free Cash Flow of
-$4,949M driven by massive capital
expenditures ($14,646M CapkEx), creating
ongoing cash burn

Elevated R&D spending (26.1% of revenue vs
18.2% peer median) has not generated top-
line expansion (-0.5% revenue growth vs
+15.3% peer median)

Operating cash flow of $9,697M is reliant on
receivables factoring ($2,600M non-recourse
sold) and divesting asset proceeds

Asset turnover of 0.25x lags peer median of
0.47x, indicating underutilization across
$211.4B of total assets

KEY STRENGTHS

Intel Products segment remains highly

profitable, generating $12.7 billion in

operating income on $49.1 billion revenue
10K’25 1 demonstrating competitive strength

in core CPU business.

Disciplined SG&A expense management at
8.7% of revenue, outperforming the
semiconductor industry median of 10.2% &

, indicating operational efficiency.
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e Top-quartile R&D investment of 26.1% of
revenue %> demonstrates commitment to
innovation and technology leadership, with
recent launches of 18A process and Panther
Lake AI-PC platform M.

100-Day Value Creation Action Plan

This 100-Day Action Plan provides a structured roadmap for Intel Corporation to rapidly

capture value and build momentum.

Days 1-30: Foundation & Quick Wins

Diagnostic & Strategic Alignment

Conduct zero-based review of Intel Foundry segment economics, including
per-wafer manufacturing cost, yield rates by process node, and external
customer pipeline. Owner: Chief Financial Officer

Deliverable: Foundry segment financial model with cost drivers, yield targets, and customer
commitment pipeline by process node (18A, 20A, 3).

Success Metric: Model completed and reviewed by CEO and Intel Foundry leadership; identifies
cost-reduction opportunities.

Establish R&D portfolio prioritization framework aligned with revenue growth
and gross margin targets, with clear allocation to server CPUs, Gaudi
accelerators, and 18A process. Owner: Chief Technology Officer

Deliverable: R&D program portfolio map with ROI metrics, market demand signals, and
reallocation recommendations by product line.

Success Metric: Portfolio review completed; identifies a portion of R&D spending available for
reallocation to high-priority programs.

Initiate customer engagement with top hyperscalers (AWS, Google, Microsoft,
Meta) to validate Gaudi accelerator roadmap and secure design-win
commitments. Owner: Chief Sales Officer

Deliverable: Customer feedback summary and preliminary design-win pipeline for Gaudi
accelerators and Xeon server CPUs.
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Success Metric: Meetings completed with 4+ hyperscalers; at least 2 design-win opportunities
identified for Q1 2027 ramp.

Evaluate capital partnership opportunities with institutional stakeholders
(Brookfield, Apollo, sovereign wealth funds) for Arizona Fab 62 and Ohio fab
projects. Owner: Chief Financial Officer

Deliverable: Preliminary term sheet and governance framework for co-investment partnership
covering Arizona and Ohio fab expansion.

Success Metric: Term sheet drafted; partner interest confirmed; expected capital contribution
identified.

Develop debt paydown strategy using Altera divestiture proceeds and CHIPS
Act funding to reduce leverage to 0.35x debt-to-equity target. Owner: Chief
Financial Officer

Deliverable: Debt paydown roadmap with maturity schedule, refinancing opportunities, and
interest-rate savings projections.

Success Metric: Debt paydown plan approved by Board; debt reduction initiated by end of Q1
2027.

Days 31-60: Build Momentum

Execution & Customer Wins

Execute foundry cost-reduction initiatives through yield improvements,
overhead optimization, and process efficiency. Owner: VP Intel Foundry Operations

Deliverable: Detailed cost-reduction plan with specific actions, timelines, and accountability by
cost category (manufacturing overhead, depreciation, process yields).

Success Metric: Cost-reduction initiatives launched; a portion of targeted savings realized or
committed by end of Phase 2.

Reallocate R&D spending from lower-priority programs to server CPUs, Gaudi
accelerators, and 18A process development. Owner: Chief Technology Officer

Deliverable: R&D reallocation plan with program-level budget adjustments, team assignments,
and quarterly ROI tracking.

Success Metric: Reallocation of R&D spending completed; high-priority programs staffed and
resourced.

Secure design-win commitments from at least 2 hyperscalers for Gaudi
accelerators or Xeon server CPUs with multi-year volume agreements. Owner:
Chief Sales Officer

Deliverable: Design-win agreements with hyperscalers specifying product specifications, volume
commitments, and ramp timelines.

Success Metric: At least 2 design-win agreements signed; combined annual volume commitment
of 500K+ units by 2027.
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Finalize capital partnership agreement with institutional investor for Arizona
Fab 62 and/or Ohio fab projects. Owner: Chief Financial Officer

Deliverable: Executed co-investment agreement with defined capital contributions, governance,
and profit-sharing terms.

Success Metric: Partnership agreement signed; co-investment capital committed; governance
structure established.

Execute debt paydown using Altera proceeds and refinance high-coupon debt
maturing within 12 months. Owner: Chief Financial Officer

Deliverable: Debt paydown execution summary with amounts retired, interest savings, and
updated leverage ratios.

Success Metric: Debt reduced; debt-to-equity ratio improved; interest expense reduced.

Days 61-100: Scale & Sustain

Scaling & Profitability Restoration

Achieve 18A process node yield and cost targets supporting external
customer ramp and gross margin improvement. Owner: VP Intel Foundry
Operations

Deliverable: 18A yield and cost performance report demonstrating competitive parity with TSMC
3nm equivalent on key metrics.

Success Metric: 18A yield reaches 70%+ and cost per wafer within 10% of TSMC benchmark;
external customer production ramp initiated.

Demonstrate R&D productivity improvement through revenue growth and
gross margin expansion in high-priority product lines. Owner: Chief Technology
Officer

Deliverable: R&D ROI scorecard by product line showing design wins, time-to-market, and
revenue per R&D dollar.

Success Metric: Server CPU and Gaudi accelerator revenue growth of 20%+ YoY; gross margin in
these segments improves by 3-5 points.

Ramp Gaudi accelerator and Xeon server CPU production to support
hyperscaler design-win commitments. Owner: Chief Sales Officer

Deliverable: Production ramp plan with quarterly volume targets, supply-chain commitments, and
customer delivery schedules.

Success Metric: Gaudi and Xeon volumes reach 80%+ of committed levels; customer satisfaction
scores exceed 4.0/5.0.

Complete capital partnership deployment and demonstrate improved fab

utilization and asset turnover. Owner: Chief Financial Officer

Deliverable: Fab utilization and asset turnover report showing progress toward 0.35x target.
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Ohio sites.

Owner: Chief Financial Officer

credit rating outlook stable.

SWOT Analysis

Strengths

¢ Intel Products segment remains
highly profitable, generating $12.7
billion in operating income on $49.1
billion revenue %%
demonstrating competitive strength

in core CPU business.

e Strong total liquidity position with
$37.4 billion in combined cash, cash
equivalents, and short-term
investments ", providing

substantial financial flexibility.

e Disciplined SG&A expense
management at 8.7% of revenue,
outperforming the semiconductor
industry median of 10.2% ®",

indicating operational efficiency.

e Top-quartile R&D investment of

26.1% of revenue %%

Success Metric: Asset turnover improves to 0.28-0.30x; fab utilization reaches 75%+ at Arizona and

Complete debt paydown and achieve target leverage of 0.35x debt-to-equity.

Deliverable: Final debt paydown summary and updated capital structure with leverage metrics.

Success Metric: Debt-to-equity ratio reaches 0.35x; interest coverage improves to positive levels;

Weaknesses

e Gross margin of 34.8% trails the
semiconductor peer median of
53.1% by 18.3 percentage points

EST |, driven by Intel Foundry's $10.3
billion operating loss on $17.8

billion revenue *°¢'% |

e Operating margin of -4.2% **“* is
significantly below the
semiconductor sector median of
21.1% B, reflecting structural

profitability challenges.

e Revenue growth of -0.5% **“** lags
the semiconductor sector median of
15.3% ®" by 15.8 percentage
points, indicating loss of market

momentum.

 Free cash flow of -$4.9 billion ***

due to capital expenditures of $14.6
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demonstrates commitment to
innovation and technology
leadership, with recent launches of
18A process and Panther Lake AI-PC

platform ™.

e Substantial manufacturing footprint
in U.S. (Arizona, Ohio, New Mexico)
and Ireland with CHIPS Act funding
of up to $7.86 billion ™, providing
geographic diversification and

supply-chain resilience.

Opportunities

e Al infrastructure demand is creating
a new, faster-growing server-CPU
demand cycle, with TrendForce
projecting server CPU shipments to
grow more than 40% in 2027 as
inference expands " . Intel can
capture share through competitive
Xeon performance and platform

integration.

e Gaudi accelerator adoption is
accelerating, with Q3 2026 Data
Center and Al revenue growing 78%
year-over-year " . Expanding
oneAPI software ecosystem and
hyperscaler partnerships could
drive meaningful market share

gains versus NVIDIA.

e Intel Foundry can establish external
customer base through 18A process
node maturation and design wins
with fabless companies (Qualcomm,
Broadcom, emerging Al-chip

designers). TSMC's capacity

billion (27.7% of revenue) creates
ongoing cash burn and financial

pressure.

e Asset turnover of 0.25x lags the
semiconductor peer median of
0.47x ¥, indicating
underutilization of $211.4 billion in

total assets %25,

Threats

e NVIDIA's dominance in Al
accelerators with FY2026 revenue of
$215.9 billion and 65% year-over-
year growth " creates intense
competition for Gaudi adoption.
CUDA ecosystem lock-in and
hyperscaler relationships pose
significant barriers to Intel's market

share gains.

e AMD's server CPU market share is
estimated to reach approximately
27%in 2026 ", up from lower
levels, eroding Intel's traditional x86
dominance. AMD's fabless model
and TSMC partnership provide cost

and flexibility advantages.

e TSMC's foundry dominance with
35.9% FY2025 revenue growth to
$122.4 billion ™ and established
customer relationships create
formidable competition for Intel
Foundry. TSMC's advanced

packaging capacity expansion
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constraints and Samsung's
execution risks create openings for

Intel.

AI-PC market is projected to reach
143 million units and 55% of the PC
market in 2026 "', with Intel's
Panther Lake platform built on 18A
offering competitive performance-
per-watt. OEM design wins could
drive incremental revenue and

gross margin.

Capital partnerships with
institutional stakeholders
(Brookfield, Apollo, sovereign
wealth funds) can reduce balance-
sheet burden and align partner
incentives with fab utilization,
freeing capital for debt reduction

and strategic investments.

(CoWosS to 1.08 million wafers per
year in 2026 M) further

strengthens its position.

Arm-based server CPUs from AWS
(Graviton), NVIDIA (Grace), Google
(Axion), and Microsoft (Cobalt) are
gaining share as hyperscalers
diversify processor architectures ™
. Intel's x86 incumbency is eroding
as customers optimize for
workload-specific performance and

power.

Export controls and trade
restrictions (e.g., U.S. licensing
policy changes in January 2026 for
advanced chips exported to China
ML) limit market access and create
compliance complexity, potentially
reducing addressable market and

revenue growth.

ValueChaser.Al

Key Questions for Management

The questions a diligence team would put to management first, in priority order. Each follows

from a benchmark gap or an observation above.

1. What are the specific 18A process node yield rates and cost-per-wafer targets for 2027,
and how do they compare to TSMC's 3nm equivalent? What customer design wins are
committed or in advanced discussions for 18A production ramps?

2. How does Intel plan to defend server CPU market share against AMD (estimated 27%
share in 2026 ") and emerging Arm-based alternatives? What is the revenue and gross
margin trajectory for Xeon server CPUs over the next 3 years?
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. What is the addressable market opportunity for Gaudi accelerators, and what is the
realistic market share target by 20277 How will Intel overcome NVIDIA's CUDA ecosystem
lock-in and hyperscaler relationships?

. What is the expected utilization rate and external customer revenue contribution from

Intel Foundry by 2027? What are the key customer wins and design-win pipeline?

. How will Intel balance capital deployment between fab expansion (Arizona, Ohio) and debt
reduction? What is the target leverage ratio and timeline to achieve it?

. What is the impact of the Costa Rica assembly and test consolidation (expected
completion by end of 2026 ™) on manufacturing costs and supply-chain resilience? What
is the expected cost savings and timeline?

. What is the latest status of the Mentee Robotics acquisition by Mobileye (completed
February 3, 2026 for $637 million ") and its contribution to Intel's Al and robotics
strategy? How does this fit into the broader Al and data-center roadmap?
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Appendix: Citation & Calculation Reference

Badge Legend

e

Metric extracted directly from the company’s filed financial report
(10K). Year suffix indicates the fiscal year (e.g. '25 = FY2025).

10K '25

Metric derived from extracted financials. Each numbered badge
cALc (CALC", CALC? etc.) corresponds to a formula in the Calculations

Reference table below.

Sourced from real-time market intelligence via ValueChaser's multi-
o agent research pipeline (Perplexity, industry databases, and public

sources).

— Industry benchmark or figure that is not from the filing and not

from ValueChaser’s proprietary benchmark set. Treat as indicative.

ValueChaser proprietary benchmark from the industry knowledge

— base, matched to this company'’s sector, geography and revenue

tier.

Calculations Reference

Ref Formula / Derivation

CALC' -$2.2B + $0.494B

CALC? 18.3 pts x $52.9B

CALC? $14.3B cash + $23.2B short-term investments
CALC* $14.3B + $23.2B

CALC® 18.3 pts x $52.9B revenue
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Appendix: Data Sources & Quality Metrics

Document Analysis Quality Metrics

Intel-10k.pdf high 2025

Analysis Data Sources

Uploaded Documents: 1 file(s) analyzed

e Financial Metrics: Extracted from uploaded financial statements

e Industry Benchmarks: ValueChaser proprietary industry knowledge base

e Market Intelligence: Multi-agent multi-LLM research methodology (45 citations)
e Strategic Analysis: Advanced synthesis and recommendation engine

¢ Data Confidence: high

o Data Gaps: Employee count not disclosed in primary filing tables, Adjusted operating

income not separately reported

How would you rate this report?

Click a star to open the feedback form

support@valuechaser.ai
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https://bnmkbwqgdfeizibkmanq.supabase.co/functions/v1/report-feedback-eu?r=FORM_1793920169557_RUGOSLVGY3A&s=1
https://bnmkbwqgdfeizibkmanq.supabase.co/functions/v1/report-feedback-eu?r=FORM_1793920169557_RUGOSLVGY3A&s=2
https://bnmkbwqgdfeizibkmanq.supabase.co/functions/v1/report-feedback-eu?r=FORM_1793920169557_RUGOSLVGY3A&s=3
https://bnmkbwqgdfeizibkmanq.supabase.co/functions/v1/report-feedback-eu?r=FORM_1793920169557_RUGOSLVGY3A&s=4
https://bnmkbwqgdfeizibkmanq.supabase.co/functions/v1/report-feedback-eu?r=FORM_1793920169557_RUGOSLVGY3A&s=5
mailto:support@valuechaser.ai
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ValueChaser

Executive-grade Insights. Al-fast Delivery.

About this Report:

This executive-grade report was generated using ValueChaser.ai's proprietary automated
intelligence platform, combining industry-specific expertise, verified benchmarks, and

multi-agent multi-LLM research methodology. Insights are derived from uploaded client
data, real-time market intelligence, and curated domain knowledge synthesized entirely

through secure, automated systems.

Disclaimer:

This report is machine-generated without human review. While advanced analytical
models and verification protocols are used, outputs may contain inaccuracies or
omissions. Use at your discretion.

Feedback & Support:

We welcome feedback to improve our platform. Please email us at

contact@valuechaser.ai with suggestions, corrections, or ideas.

Report ID: FORM_1793920169557_RUGOSLVGY3A | Generated: November 10, 2026
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