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Presentation 

 

Moderator: Thank you very much for your patience. This is a briefing session on FUJI SOFT INCORPORATED’s 
financial results and mid-term management plan for the fiscal year ended December 2021. Thank you very 
much for taking time out of your busy schedule to join us today. Now, I would like to introduce today’s 
speakers from the Company. 

Satoyasu Sakashita, President & Representative Director. 

Sakashita: I’m Sakashita. 

Moderator: Masaki Shibuya, Director & Senior Executive Operating Officer. 

Shibuya: I’m Shibuya. Thank you. 

Moderator: Seto Arai, Director & Senior Executive Operating Officer. 

Arai: I’m Arai. Thank you. 

Moderator: Mari Morimoto, Director Operating Officer. 

Morimoto: I’m Morimoto. Thank you. 

Moderator: Masashi Umetsu, Operating Officer. 

Umetsu: I’m Umetsu. Thank you. 

Moderator: That is all for the speakers. Thank you. 

Next, I would like to explain the content of today’s proceedings. Today, as announced, we would like to explain 
our financial results for the fiscal year ended December 2021 and our medium-term management plan. First, 
Mr. Sakashita will explain the financial results for the current fiscal year. After the presentation, we will have 
time for a question and answer session regarding the financial results for the current fiscal year. 

After that, we would like to explain our medium-term management plan. Afterwards, we will hold another 
question and answer session. We will be happy to answer any questions you may have regarding the medium-
term management plan and general matters. 

Please let us know your company name and your name and ask us questions. We will now explain the financial 
results for the fiscal year ended December 2021. 

President Sakashita, please begin. 
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Sakashita: Yes. I would like to explain the financial results. 

As you can see in the highlights of the consolidated financial results, sales were JPY257.891 billion, operating 
income was JPY16.838 billion, ordinary income was JPY17.976 billion, and net income was JPY9.130 billion. 

Sales were up 107% YoY due to strong sales in finance and system infrastructure. Although there were some 
unprofitable projects, operating income increased due to higher sales. Operating income was 105.4% as 
written here, and ordinary income was 110% due to foreign exchange gains and other factors. Net income for 
the year was 106.5%. 
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Operating income. This is a graph, and the increase in revenue is positive, but the increase in cost is a little 
negative. SG&A expenses are also increasing. However, this is the way to frame the increase in profit. 
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As for the section results for the fourth quarter, I would like to briefly say that this is also a similar trend. 

Sales and operating income were 106.4% and 106.1%, respectively. As before, financial infrastructure, 
machine control systems in embedded systems, and automotive fields were strong, resulting in approximately 
106.4%. As for operating income, general and administrative expenses and such were curbed by strengthening 
the order-taking system, resulting in an operating income of 106.1%. 
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Main group companies. Sales of the main unit were up 107.1%, and operating income was up 104.3%. As I 
explained earlier, machine control sales increased in operation, financial infrastructure, and 
embedded/control software. The trouble means the story of the main body of our company. 

Cybernet Systems. Domestic CAE solution services and Taiwan, China, Korea, the US, and Canada are in this 
area, and subsidiaries are also seeing increased sales. Operating income was slightly negative in terms of 
performance due to the fact that SG&A expenses for investments in personnel, digital marketing, etc. 
increased. 

Overseas sales of VINX are a bit negative due to the impact of the coronavirus. Domestic sales and DX, as well 
as the distribution industry, are making considerable progress in terms of DX, and the Company is doing well 
in cultivating existing customers and increasing sales. Operating income is supposed to be higher than that. 

Cyber Com. In the software development business, telecommunication and business-related development 
was strong, and the service business was also strong, resulting in 113.6% and 115.2%. 

As for FUJISOFT SERVICE BUREAU, both BPO and call center services are performing well in terms of local 
government projects, but due to price competition from various market entrants, profits are low. This means 
that sales are growing a little. As for the Group as a whole, FUJISOFT SERVICE BUREAU and Cybernet Systems 
were slightly on par with the previous year. VINX and Cyber Com are doing well, and the main body is in the 
middle. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
7 

 

 

This shows net sales and operating income by consolidated segment. The figures here are 107% for the 
Company as a whole and 105.4% for operating income compared to the previous year, but in the area of 
embedded control software, sales were 105.3% and operating income was 103.4%. An increase in revenue 
had a positive effect on profit. 

As for operation software, the financial and distribution sectors did well, with double-digit growth of 114%. 
Operating income is also at 121.4%. 

Products and services. Sales increased by 105.1% YoY due to GIGA school-related PC sales and other factors, 
which is a considerable increase in terms of numbers. 

Operating income declined due to a decrease in sales of our products, which is a little difficult to explain. In 
the first half of the first half of the year, sales of GIGA and Wi-Fi routers were strong, but in the second half of 
the year, the flow of GIGA dropped a little, so there was a downward trend. So it has moved a lot in the past 
year. 

Outsourcing is a mix of this, but there has been a slight drop here due to a decrease in service usage fees 
caused by overseas store closures. Operating income has also declined accordingly. This is the sales and 
operating income by segment. 
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Consolidated income statement There is not much about the cost of sales ratio either, but it is getting a little 
worse due to GIGA-related PC and other one-time unprofitable projects. 

In terms of non-operating income and non-operating expenses, there was an increase in foreign exchange 
gains and a slight movement in non-operating expenses due to foreign exchange losses and subsidy refunds 
from the previous fiscal year. 

Particularly in the area of the Special Measures Law, there is a tendency for the sale of shares and the 
extraordinary loss to be a loss on the sale of affiliated companies and joint stock companies, which has 
resulted in a slight impairment of assets. 
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There’s not much about the consolidated balance sheet either. In addition to the reduction of policy stocks, 
all the companies are reducing their long-term debt and borrowing in response to the coronavirus measures. 
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Consolidated cash flow statement Operating activities have been increasing steadily, and investing activities 
have been positive due to the sale of securities and affiliated companies. 

In the previous fiscal year, there was a negative figure due to construction expenses. This is why the difference 
is quite large, turning from negative to positive. 

Financial management. We talked about long-term loans earlier, but this time we are talking about short-term 
loans. This is due to the repayment of loans and the borrowing of working capital. The YoY difference is due 
to this decrease. 
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Orders received and order backlog. We have annotated three figures here, but the overall orders received in 
the SI business were up 104% YoY. 

It looks like the order backlog is decreasing due to a slight increase in sales, but this is actually due to a change 
in the timing of posting orders for some projects, as written here. It seems that these three numbers are 
moving due to the change in the accounting. However, if we compare these three figures before the change, 
the order backlog at the end of the period for the SI business was 98.6%. System construction, this 107% is 
110.1%. 

As for embedded control software, orders for machine control systems and the like increased, resulting in 
104.6%. This is 96%, but if we use the conventional accounting method, it would be 103.8%, which is not 
negative, but 103.8 level. The operation system is also good, and orders and order backlogs are also very good. 

Products and services. This is also what I was talking about earlier, but in the previous year, we had a large in-
house sales project related to another company’s licensed GIGA school, so the sales volume was down YoY. 
Order backlog at the end of the fiscal year, last year, or the year before last, I guess. The reason why the 
numbers were a little larger is because of the impact of the coronavirus, which I mentioned earlier, and the 
fact that there was a huge increase in orders for GIGA at one time, but not last year. 

Outsourcing, which is similar to what I mentioned earlier, saw a decrease in the use by overseas stores, but 
the number of operation and maintenance projects increased, so it was on par with the previous year. The 
order backlog is slightly negative due to this effect. 
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This is a two-year comparison for each segment. The gray area here is where we experience the coronavirus, 
and if you compare the fourth quarter with the fourth quarters of the previous year, the point is the sales of 
embedded systems. In the first year of the project, sales were quite low, but then they started to grow, and 
now they are in line with the sales before the coronavirus. 

The operation field was also affected by the coronavirus, but the increase was steady. If we look at the 
negative and positive numbers, there were more positive results. 
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In terms of orders, in comparison with the same period of the previous year, orders for embedded systems 
declined for a while and then recovered slightly. I think you can see that the operation field has been 
consistently strong. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
14 

 

 

Dividends. This is as originally planned, so JPY26. With JPY26, we would like to set the annual dividend at 
JPY52. Here is a little summary of the situation. 
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Results of the initiative. First, AIS-CRM. We are focusing on integration, strengthening human resources in 
high value-added areas, plant business, and group synergies, but in the sense that this AIS-CRM and this AIS-
CRM technology have high added value, DX and this AIS-CRM technology are in a close area with a very high 
affinity, so this is a very good deal. 

I will talk about the three-year plan later, but we will also change those figures. 

In the area of system construction, the recovery trend in the DX field and other factors have led to the 
emergence of new technologies and new projects, which in turn have led to the occurrence of transient 
problems. 

However, resources have been flexibly allocated from the market which has been affected by the coronavirus 
to high value-added businesses, and AIS-CRM and the integration business have been shifting to high value-
added areas as needed. 

We are strengthening our human resources, including our personnel system. As for products, as I mentioned 
earlier, sales of mobile routers related to licensing and GIGA schools have been strong throughout the year, 
but the first half of the year was good and the second half slowed down. 

Group Cybernet Systems, one of our group companies, announced its financial results yesterday, and 
announced that its sales and profits will decrease in the next fiscal year due to the termination of sales agents. 
The slowdown in this area has been seen a little more since last year, but other companies have been able to 
secure very high profits. 
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In a nutshell, I gave a general sense of the direction of business conditions. What has changed a bit is the 
machinery manufacturing industry. As for this robot, which is the AIS-CRM robot, the overall trend is expected 
to be recovered, but the situation is still flat because the robots are not recovering well. 

Also, in terms of Microsoft’s licensed product services, the cloud license O365, M365, and these are the main 
topics. 

Products that are strong in security such as M365 are growing quite well, but O365 in the coronavirus situation 
is on a flat trend. 
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5% for the products and services. This is our own product, the Wi-Fi router, and it was quite strong the year 
before last, so it is flat. 

Licenses, which are mainly for Microsoft, are also flat. 

In terms of sales of goods, there was an increase over the previous year for the entire year. 
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The consolidated forecast for this year, or rather the year ending December 2022, is JPY265.5 billion for sales 
and JPY17.3 billion for operating income. Ordinary income is to be JPY18.5 billion, and net income is to be 
JPY9.7 billion. 

103%, 102.7%, and 102.9% YoY. This may seem slightly low. 

As I mentioned earlier, Cybernet Systems, our subsidiary, has announced its forecast and plans for the next 
fiscal year, and it is planning a decrease in both sales and profits. 

Although the Company as a whole and the Group as a whole will naturally cover this amount and bring it to a 
positive level, we do not expect the growth to be that large, which is why we have provided a consolidated 
forecast. 
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Dividends. Our company will be in the prime market from April. We are reviewing various policies and 
changing our dividend policy in order to go to prime. 

As mentioned in the dividend section, we would like to proceed with a consolidated dividend payout ratio of 
30% or more. 

The current plan is to do 35.2% for the next fiscal year, and the current plan is JPY109. JPY109 for the full year. 
We would like to proceed with the assumption of JPY109 per year. This concludes my presentation on the 
status of the financial results for this fiscal year. That is all. 

Moderator: That is all the explanation for the financial results. 
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Presentation 

 

Moderator: We will now explain the FUJI SOFT medium-term management plan. President Sakashita, please 
begin. 

Sakashita: Yes. Next, we would like to explain the new medium-term management plan. Before we get into 
the management plan, I would like to talk a little bit about our company’s history, growth and foundation. 

 

This is a chart of sales and profits for the past 50 years since the Company was established. The chart is divided 
into figures for the first 25 years of the Company’s existence, the next 10 years, the next six years, and the 
current 10 years. We dared to write this because I thought it would not be connected to the rest of the story 
if we didn’t tell you a little about our company’s history. 

With the background of our company’s challenge and creativity, we have been trying to grow as an 
independent company without any affiliation or backbone. 

As you can see here in the first 20 years of the Company’s existence, while challenging and creating with the 
spirit of a venture, the Company has proceeded with high growth, with a CAGR of 56% in 10 years, and 33.9% 
in 10 of those years. 
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Then, from 1995 to 1996, the Company underwent M&A and grew rapidly, riding the wave of the cell phone 
business. 

On the other hand, after that, the Company was unable to compensate for the shrinking cell phone business 
and the wave of declining demand, and it continued in a recessionary phase for five years to six years, hitting 
bottom until the Lehman Shock. After that, as the economy recovered from the Lehman Shock, it proceeded 
on a path of renewed growth while taking various measures. 

 

We have slightly adjusted the figures for the last 10 years, because the fiscal year ends in a nine-month period. 
Here, the sales curve has been up. 

The capital adequacy ratio, while maintaining financial discipline, REO is still 7.5%, and education is improving, 
and operating income and net income are rising steadily. 
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In terms of CAGR, sales have been 7.2% for the past 10 years. Recently, the CAGR has been decreasing a little 
bit for the past three years due to the impact of the coronavirus, but it has been 5% to 6% from 10%. 

However, operating income has a 10-year CAGR of 9.6%, so it has grown more than 10% recently. In the 
coronavirus crisis, there was an aspect of operating profit that was achieved through cost saving, but business 
is growing steadily. 

The profit margin may not always be appreciated by everyone, but we have been steadily improving our 
operating profit. 

Net income is naturally growing at the same rate as operating income, and equity capital is naturally growing 
at a slower rate than operating income, but we have come this far. ROIC has improved, and ROE has also 
steadily improved, although some may point out that it is still low. We believe that we have been able to 
maintain our capital adequacy ratio and financial deadlines. 
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The basic idea is that we started out without a backbone, and that our basic management stance is to be 
aggressive, so we have been challenging and creating new businesses, growing and innovating for the past 10 
years. 

Sales profit, profit, and sales emphasize growth, and quality improves with quantity. I don’t know if this is the 
right way to put it, but we are still growing without aiming for a shrinking equilibrium type. We will increase 
the value. 

In this environment, we have been working for the past 10 years to achieve solid growth and increase value, 
and we have invested in human resources, prime business lines, new technologies, products, and group 
reinforcement. I can’t say that we doing that well globally, but I can say that we have done these things. 

So, instead of the CAGR that I mentioned earlier, just in terms of 10-year growth, sales increased by 1.9 times, 
operating income increased by 23 times, profit margin increased, net income increased by 2.3 times, and ROE, 
ROIC, and shareholders’ equity also increased. Equity capital is 1.6 times, and the stock price has risen 
tremendously. 

In thinking about the future direction and the future of the Company, it is important to remember the spirit 
of venture and to challenge and create. On the other hand, since we have made the choice to go into the 
prime market, we will behave properly as a major IT company suitable for the prime market. 

In that sense, we will continue to grow sales and profits, and we will continue to improve our operating margin. 
It’s not going to happen in a single step, but we will continue to improve. This is the capital market. We will 
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incorporate capital related to cash flow, review our dividend payout ratio and maintain our financial 
soundness. 

 

AIS-CRM figures are disclosed this time. The CRM field has been around since 2011, and AIS has been in full 
swing since 2018. 

AIS, on average, is in this field, there are some figures, but due to the complexity of various fields, the figures 
can be categorized in either of these fields. To put it another way, the AIS-CRM segment has a CAGR of 15.8% 
over the past four years. 

AI is about JPY1.9 billion or JPY2 billion now. JPY2 billion for AI is not much. 

However, JPY2 billion in contract development, mainly development, is probably much larger than most 
venture companies. 

IoT is also steadily increasing. Security, which includes licensing, is a business worth over JPY10 billion. In terms 
of development, security is also a very broad area. 

Cloud. This is another area that is difficult to define, but if we look at licensing, SI, infrastructure-related, and 
Internet businesses, cloud-related business is JPY50 billion. This figure is based on the main body, so the 
original figure was 1,670, but about a third of the total can be called cloud-related. 

The robot field is little shrinking in this development department. The market is currently in a slump, so the 
CAGR is negative, but it is definitely a promising field. 
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We haven’t seen much growth in mobile, including this development part and our own products, but we think 
we can grow this in the future. 

If you look at the automotive industry, the growth rate has been about the same in view of the genuine 
automotive field. 

 

Regarding how to steer our company’s corporate value, you may say that this is almost the same for any 
company, but we dare to write it. 

Enhance corporate growth and business. For this reason, I think that building and expanding customers is very 
important. 

Naturally, we must also take into account the fulfillment of our social responsibilities. As a company, our main 
characteristic is our human resources, and we invest in training and developing our people. 

In order to do this, we need to create the seeds of competitiveness and create attractive jobs that will grow 
our people and increase our contact with customers, while having various alliances and R&D, and increasing 
our compensation. Cutting in on competitiveness. 

We are a company without a backbone, so we need to be credible. Without this, there will be no people and 
no customers. It also means that we can’t create competitive stories. This is a very balancing act. 
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Investing in human resources costs money, and in order to build credibility, we need to create various brands. 
In a sense, the key that this chart is trying to show is that it is very difficult to manage a business while 
maintaining a balance between these aspects. 

Naturally, we place importance on our corporate philosophy and corporate governance, and we also place 
importance on internal control. Therefore, we have been trying to value the relationship with each 
stakeholder. 

 

And now, I will talk about owning real estate. Recently, there have been many questions from analysts and 
others about our real estate business. I thought I’d explain real estate again here, so we have included this 
chart with the movements over the past 10 years and so on. 

Real estate. We are not engaged in any real estate business, but rather, we consider it as an investment in 
software development, which is our core business. In-house use. A production factory is different from a 
normal factory in that people work there, and creating that environment is like building a factory. 

So some of the space is used for data centers, and of course the unused space is leased out to increase 
efficiency. 

We have a production site that can increase sales and be cost competitive, and we can offer this at a much 
lower price than it is normally leased. It’s also cost competitive and will naturally contribute to cost reduction. 
There is a minimum level of rental demand, so naturally we disclose the revenue as well. 
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The rate of return on investment if this area is defined as a production factory in the future. We also measure 
these things. 

We are also evaluating the effective use of our own buildings by comparing production in leased offices with 
production in our own buildings. The leasing business is also profitable, and although the data center business 
is not growing very fast, it has a certain level of profit and is useful from upstream to downstream in an 
integrated manner. 

More than anything, it’s about strengthening the contract business in this area, cost competitiveness and 
secure environment. Since we do embedded control, we have an environment where it is difficult to do things 
without ensuring security, so we have to create this environment, and since the environment is different for 
each project, we have to create this environment and change it easily. 

Of course, in terms of trust and brand motivation, I believe that seeing this kind of thing has a tremendous 
positive effect on the motivation of employees and the sense of trust of customers. Long-term stability of the 
corporate base. 

This is why we have been investing in buildings. In the future, from the perspective of medium- to long-term 
corporate value enhancement, we will consider the possession of real estate, including whether or not to do 
so, as the occasion demands. We are thinking of doing it this way in the future as well, and I dare to explain it 
in one page here. 
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In this past, when we were on an uphill climb, we were known to some companies, not well known, and 
recognized as an information industry in professional journals and other media. It has grown in this area, and 
it was highly recognized by some people. But it was not that highly recognized, and it was around here. 

In the past 10 years, we’ve been able to handle more than JPY200 billion as part of the major information 
industry, and we’ve been able to receive so many [inaudible], and we’ve been featured in many magazines. 

We are not only pursuing sales and scale, but also sales, profits, and capital efficiency, but sales are important. 
I also think it’s important to grow. 

First of all, as I will explain soon, we would like to aim to become a JPY3 billion company in three years, and 
further develop beyond that. 

 

This is the background and thinking behind the creation of the medium-term management plan. 

Our basic philosophy is More Society, More Customers, More Earth. With this basic philosophy, we have been 
pursuing this mid-term policy for the past 10 years, and we want to further develop our employees’ mission 
in the context of society, customers, and the earth. We are striving to be an innovative corporate group that 
links the development of ICT with the enhancement of customer value. 

Our company is listed as a subsidiary, but we have a group company charter. This is also the information that 
is disclosed, but around the second and third points, each company respects each other’s dignity and 
independence as an independent company. Group management based on the principles of coexistence, co-
prosperity, and mutual cooperation. 
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With this as our goal, we are creating synergies with both listed companies and [inaudible]. 

 

In our mid-term policy, we have expressed the development of ICT and the enhancement of customer value, 
and if we focus on these three years, we will focus on digital technology, IT and IoT. We want to lead DX from 
both sides and contribute to innovation and increase value for customers and society. 

We believe that there are not many IT companies that can handle both IT and OT on such a large scale. This 
is the axis around which we will proceed for the next three years. 

However, we live in an era of rapid change, so we must innovate, and at the same time, we must promote 
stability, sustainable growth, and increased added value. 

Five levels. Strengthen governance. This is a prime market, and governance will be firmly addressed and 
strengthened. I would like to think about the future in terms of four or five layers: human resource 
development, business innovation and DX, continuous technological innovation, customer value 
improvement, and the provision of DX to customers. 
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It’s a three-year plan, and of course we have a plan, but regarding the PDCA cycle and the OODA loop, the 
fact that the work style reform like now has promoted, and that there has been the shortage of 
semiconductors due to the coronavirus pandemic that happened three years ago, cannot be predicted by 
anyone. 

I believe that there is a great deal of country risk as well as the trade frictions mentioned in the attached sheet, 
and I wonder what will happen in the future. 

It’s called an OODA loop but, we turn PDCA so that it’s okay no matter what happens. The basic idea of our 
company is to steer the ship properly, not only by policy, but also by responding swiftly in the age of VUCA. 
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Commissioning field. Strengthening human resources is the base, but operation systems, embedded control, 
and products. All of these, each field, will be strengthened. We’re going to expand that for each customer 
scene. And AIS-CRM, a new field, which I will talk about later, will be actively involved with 5G. 

Furthermore, new business creation. This is where the challenge comes in. 

We will continue to take on the challenge of creating services that combine smart factories, IoT services, and 
other services by gathering our in-house know-how and working with our customers, and we would like to 
make strong efforts in this area. 
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We have been talking about AIS-CRM and AIS-CRM, but we would like to strongly strengthen AIS-CRM + DX5G, 
service design, and IT consulting. 

DX Solutions. It will be a joint model as mentioned earlier, but regarding the way we work, we will focus on 
DX solution that includes smart factories, digital twins, 5G, new retail across the Group. 

In addition, we are strengthening the IT consulting unit internally for service design application by 
strengthening the upstream, but we will not only have the internal unit but will also have alliances with 
external consulting companies and digital marketing companies. 

In addition, 5G is an area in which we excel, such as telecommunications. While focusing on this, we are also 
working on local 5G initiatives in R&D within the Company. Regarding the global. We haven’t been able to do 
much in this coronavirus situation, but we are planning to strengthen it here as well. 
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With respect to segments, we haven’t released very detailed segments yet, but we have divided them up. 

From mechanical and operation fields to operation systems and embedded systems, I believe that this gray 
area overlaps with both. 

It’s an IoT system. Products and services, our own and others. The segments are circled or double circled here. 
We can expect segments with double circles. The circles are about normal, but in that sense, there are many 
fields in which we can expect a lot. 

Moreover, the AIS-CRM segment will grow by 10% to 20%. We will come back to this later, but overall, we are 
determined to achieve 5% to 6% growth. We are thinking of moving forward with the idea of leading the 
whole thing pretty much in the AIS-CRM field and so on. 
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This kind of personnel policy of our company. At the top of the list, regardless of one’s background, our 
company’s policy is to give proper jobs to those who are truly capable and want to work, without any 
consideration of nationality, company history, or educational background. 

We are actively recruiting people after improving the environment and systems, training them in a variety of 
engineering fields, and using these various tools to share information and have them go on to [inaudible] 
various careers. Educate them. When we expand our hiring, we will also look at the cost and improve the 
treatment of our employees. We are striking a balance between the two while strengthening human resource 
development. 
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DX. In terms of our own DX, we define FUJI SOFT’s DX as five levels of the 01234 hierarchy, which is simply 
put, efficiency. We are advocating business reform, IT-based efficiency improvement, and digital architecture, 
and we will implement these within the Company. 

Improve efficiency through short-term IT improvements, such as the maintenance of the core system, to 
create an integrated structure. In addition, in our core business of system development, etc., we will improve 
the quality of our own productivity and the value of our plan services. 

The DX consultants will add value to the service design approach, and as I mentioned earlier, we will be able 
to realize joint business and other under new business models in DX. After that, of course, we will expand our 
business to our customers as well, so we are planning to make this a three-year period in which we will 
strongly promote our own DX and provide it to our customers. 
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In terms of our financial policy, it may be obvious, but for us, the most important thing is to improve operating 
income and increase net income. However, it is also true that it costs a lot of money to invest in labor costs 
such as expanding recruitment and training. 

On the other hand, we have to make a lot of upfront investments, such as in DX systems. 

More capital-related. This also means that ROE, ROIC, EBITDA margin, etc. will improve, and will improve to 
double digits in the future. 

We would like to maintain a dividend payout ratio of 30% or more and improve our financial technology to 
keep it sound. While maintaining the balance in this area and controlling the numerical values, we would like 
to proceed with this medium-term management plan. 
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Numbers. In 2024, we have just announced the figures for the next fiscal year, or rather the figures that we 
are currently running, but after that, in the fiscal year ending December 2024, we will have sales of over 
JPY300 billion and operating income of over JPY20 billion in three years. The operating margin will improve 
slightly, but it will be more than 6.7%. We will move forward with ROIC, ROE, EBITADA margin, and a dividend 
payout ratio of 35%. 

This is a CAGR of about 5%, but we are aiming for a higher level of performance to increase sales and profits. 

We would like to proceed based on the various policies I mentioned earlier, with the aim of achieving the 
goals in the three-year medium-term plans. 

This concludes my presentation on the medium-term management plan. 

 

 

 

 


