
This material is supplemental material for the financial results for the fiscal year ended March 31, 
2025 and the Medium-Term Management Plan of Vital KSK Holdings, Inc. 
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I will begin with an explanation with respect to financial highlights for the fiscal year ended March 
31, 2025. 

I will then move on to explain our Medium-Term Management Plan 2027 released on April 17. 

Finally, I will explain our full-year earnings forecasts and shareholder returns. After that, I would 
like to answer your questions for as long as time permits. 
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Let us start with the financial highlights for the fiscal year ended March 31, 2025. 
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In the fiscal period under review, we achieved increases in both sales and profits in all the 
categories. Additionally, the progress made against all of our earnings forecasts exceeded 100%. 

The conditions at the start of this fiscal year were difficult, including the NHI drug price revisions 
and the loss of revenue from the contracts for delivery of COVID-19 vaccines recorded in the 
previous fiscal year. However, we posted strong financial results. 

First, net sales increased by 2.2% year on year to ¥600,370 million, thanks to increased sales in 
the Pharmaceutical Wholesaling Business, our core business. 

Operating profit was ¥5,706 million, up 2.7% year on year. This was mainly due to increased 
profits in the Pharmaceutical Wholesale Business as well as improved profitability in Other 
Businesses. 

Ordinary profit was ¥6,970 million, up 6.3% year on year, due primarily to foreign exchange gain 
on investment securities in addition to increased operating profit. 

In addition, progress in sales of cross-shareholdings led to the posting of extraordinary income of 
¥4,238 million. Consequently, profit attributable to owners of parent rose 25.1% year on year, to 
¥7,308 million. 
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ROE also reached 6.9%, the highest level since FY2016. 
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I would now like to explain the situation by segment. First, in the Pharmaceutical Wholesale 
Business, sales and profit increased. 

Net sales increased 2.1% year on year to ¥564,614 million because the increase in revenue due 
to sales of products eligible for the price maintenance premium, mainly anticancer drugs, original 
drugs, influenza test kits and treatments and sales of COVID-19 vaccines and cervical cancer 
vaccines exceeded the decrease in revenue due to the NHI drug price revisions and the reduced 
sales of COVID-19 related treatments and other products. 

As a result of our efforts to negotiate appropriate prices, gross profit exceeded the level in the 
previous year. However, selling, general and administrative expenses also increased slightly due 
to the recording of allowances for doubtful accounts following the bankruptcy of some customers 
and the recording of business investment expenses. 

As a result of the above, final operating profit was ¥5,163 million, up 5.1% year on year. 
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Next, I will explain in detail the main factors behind the increases and decreases in net sales in the 
Pharmaceutical Wholesale Business. 

We have been focusing for some time on sales of products eligible for the price maintenance 
premium, which allows products to maintain prices for longer. These efforts have paid off, and our 
sales in this category increased by ¥13,300 million. In addition, sales of original drugs and generic 
drugs increased by ¥15,200 million and ¥5,800 million, respectively. However, sales of long-term 
listed drugs fell by ¥25,200 million, largely due to the impact of NHI drug revisions and elective 
care introduced from October last year. 

Meanwhile, sales of vaccines, which we have been pushing for some time, rose by ¥9,900 million, 
reflecting strong sales of COVID-19 vaccine and cervical cancer vaccine; however, sales of 
COVID-19 treatment fell by ¥4,700 million

As a result, net sales increased by ¥11,700 million year on year to ¥564,600 million. 
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Next, I will explain the results of our analysis of the operating profit of the Pharmaceutical 
Wholesale Business. 

In the previous fiscal year, the segment achieved operating profit of ¥4,913 million, which included 
¥1,367 million in revenue from local government contracts for delivery of COVID-19 vaccines and 
reversal of an allowance for doubtful accounts. 

In spite of the loss of this revenue this fiscal year, our previous efforts to carefully negotiate prices 
that took into account the value and distribution costs of each individual pharmaceutical product 
proved successful, resulting in an increase in operating profit to ¥5,353 million, effectively up 51% 
year on year. 

The profitability of the Pharmaceutical Wholesale Business, which is the Group's core business, is, 
therefore, increasing steadily. 
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Next, I will discuss the Pharmacy Business. 

Net sales increased by 2.3% year on year to ¥19,552 million due to the opening of one extra store 
in March 2024 and an increase in the price per prescription. 

However, as a result of the insufficient growth of gross profit due to the impact of the NHI drug 
price revisions, operating profit was ¥251 million, down 19.0% year on year, resulting in an 
increase in sales but a decrease in profit. 
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Next, I will explain the results of the Veterinary Drug Wholesale Business. 

Although negatively impacted by the switch of some products due to the commencement of direct 
sales from manufacturers, net sales increased by 5.4% year on year to ¥11,626 million due to the 
acquisition of Arrowmedical Inc. as a consolidated subsidiary in August 2024. 

However, operating profit was affected by rising purchase prices and other factors. It was ¥314 
million, down 10.4% year on year, resulting in an increase in sales but a decrease in profit. 
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Next, Other Businesses. 

Due to sales in each business recovering, losses were reduced by ¥30 million. 

As a result, net sales were ¥4,577 million, up 2.4% year on year, and the operating loss was ¥78 
million. 
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Finally, I would like to explain the balance sheet. 

As of Mach 31, 2025, total assets were ¥299,426 million, a decrease of ¥17,831 million from the 
end of the previous fiscal year. 

Current assets decreased by ¥15,407 million. This is attributable to a fall of ¥11,612 million in cash 
and deposits, reflecting the settlement of accounts payable in the fiscal year under review because 
the end of the previous fiscal year was a bank holiday. 

Non-current assets decreased by ¥2,424 million, reflecting sales of cross-shareholdings. 

Subsequently, total liabilities came to ¥192,120 million, down ¥19,197 million from the end of the 
previous fiscal year. The main factors behind this included a decrease in accounts payable of 
¥16,682 million due to the aforementioned settlement of accounts payable in the fiscal year under 
review, and payment of accounts payable - other. 

Net assets were ¥107,306 million, an increase of ¥1,366 million. This is because the decrease due 
to dividends paid and the purchase of treasury shares was more than offset by the increase 
resulting from the recording of net profit. 

This brings me to the end of my explanation of the financial highlights for the fiscal year ended 
March 31, 2025. 
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Next, I would like to talk in detail about Medium-Term Management Plan 2027 
launched from this fiscal year. 

12



Let me start by explaining our vision under Medium-Term Management Plan 2027. 
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This is summary of the six-year period starting from FY2019. 

The sales strategies we have implemented so far have paid off, and our net sales 
have increased steadily over the past few years. While we continued to face a 
challenging environment, with repeated NHI drug price revisions and the COVID-
19 pandemic, our operating profit margin also rose to 0.95% thanks to 
widespread initiatives focused on transaction costs. 

Meanwhile, from a capital profitability perspective, our ROE is now 6.9%, 
improving each year; though as a listed company, we still have a way to go. 
Similarly, we recognize that our PBR also needs more work. 
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This shows Our Purpose and Long-Term Vision 2035. 

We aim to implement stable and profitable management as an indispensable 
presence in regional and community healthcare. 

We recognize that this Medium-Term Management Plan 2027 covers an 
extremely important three-year period between now and 2035. 
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This shows the three managerial goals in Medium-Term Management Plan 2027. 
We are committed to achieving them in the three-year period ending March 31, 
2028. 

The first is net sales of ¥660,000 million. This represents a 110% increase from 
FY2024. While this is a fairly challenging goal given the continuation of annual 
NHI drug price revisions, we aim to work together to achieve this. 

The next goal concerns the core operating profit margin. Starting from this fiscal 
year, we will aggressively invest in growth more than ever before. A typical 
example of this is the pharmaceutical business I will explain later. The expenses 
associated with this will be recorded as research and development expenses in 
SG&A expenses for several years to come, and this will have a negative impact 
on operating profit. We have, therefore, defined operating profit before deduction 
of research and development expenses for the pharmaceutical business as "core 
operating profit," with a view to making investments for the enhancement of 
corporate value in the future while at the same time reliably increasing the 
profitability of existing businesses, and we are committed to achieving this 
managerial goal. We will aim for a core operating profit margin of 1.15% or more. 
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Finally, we have a KPI related to capital profitability. Here, too, we have defined 
ROE before deduction of the aforementioned research and development 
expenses for the pharmaceutical business as "adjusted ROE", and we will aim for 
adjusted ROE of 8.0% or more. 
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This slide shows the positioning of Medium-Term Management Plan 2027. By 
further developing the initiatives implemented to date, we will advance to a new 
stage on the path towards realization of Long-term Vision 2035. 
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Next, let me explain our three priority measures. 

18



The first is business portfolio management. In line with a business portfolio basic 
policy, we will evaluate and monitor each business and realize sustainable growth 
based on an awareness of the cost of capital and medium-to-long-term 
improvement in corporate value. 

The second priority measure is financial strategy and capital policy. We will focus 
on improving our balance sheet, which has often been identified as an issue by 
institutional investors. We will also establish a cash flow allocation policy and 
allocate cash in a well-balanced manner to future growth and enhancement of 
shareholder returns. 

Our third priority measure is to strengthen group management. We will push 
further ahead with strengthening the diversity and independence of the Board of 
Directors. 
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First, let me explain in more detail about business portfolio management. 
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This shows our business portfolio basic policy. 

In our four existing businesses, that is, the Pharmaceutical Wholesale Business, 
Pharmacy Business, Veterinary Drug Wholesale Business and Other Businesses, 
we will perform evaluation and monitoring each fiscal year based on ROIC and 
CAGR. For the capital profitability hurdle rate, we will use consolidated WACC. 
Average WACC for the past three years is recognized to be around 6.0%. 

For businesses which, due to unprofitability or low growth, are positioned as 
"areas in need of rebuilding" in the bottom left of the grid, we will quickly formulate 
a turnaround plan and judge whether to attempt to rebuild them or withdraw from 
them. 

By allocating limited management resources effectively, we aim to achieve 
sustainable improvement in corporate value. 

21



Next, I will explain the business portfolio targeted under Medium-Term 
Management Plan 2027. 

To improve ROIC and encourage growth in existing businesses, we will further 
strengthen the profitability of our Pharmaceutical Wholesale Business while also 
scaling back or withdrawing from loss-making businesses, reducing costs through 
business integration, and investing in the nursing care-related rental business, 
which has high capital profitability. 

We will also focus on creating new businesses to serve as future pillars of 
earnings, expand the logistics services business focusing on 3PL, and enter the 
pharmaceutical business. These are medium-to-long term initiatives looking 
further than the coming three years to FY2028 and beyond. 
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Next, I will explain about the Pharmaceutical Wholesale Business, which is our core business. 
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Let me start with a review of the previous Medium-Term Management Plan. We 
focused on sales of prime maintenance premium products and vaccines and, as a 
result, sales grew steadily. In addition, we negotiated prices politely based on the 
prices of individual pharmaceuticals and distribution costs, and our operating 
profit and operating profit margin both improved significantly. 

Under our new Medium-Term Management Plan launched this fiscal year, we aim 
to strengthen profitability further through continued implementation of these 
initiatives. More specifically, we will continue focusing on compliance with the 
Guidelines for the Improvement of Commercial Transaction Practices of Ethical 
Drugs, and complete stabilization of contributed profit. We will also realize optimal 
drug distribution for the area characteristics, whether urban or suburban, and for 
each customer, including hospitals, clinics and pharmacies. Furthermore, we will 
also pursue further business efficiency through the promotion of DX and use of 
AI, in anticipation of decline in the working-age population. 

Through these measures, we will improve ROIC and generate stable free cash 
flow. 
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This is a conceptual drawing of the growth of the Pharmaceutical Wholesale 
Business. 

Based on our founding spirit "Deliver medicines to people who need them at any 
time", we will leverage the values and strengths we have developed to date to 
grow and advance onto the next stage. 

We have established three concepts for further strengthening the profitability of 
the Pharmaceutical Wholesale Business. These are "Improve productivity", 
"Leverage human resources" and "Raise quality". Let me explain them 
individually in detail, 
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starting with "Improvement of productivity". 

Japan's working-age population is shrinking and it is becoming difficult to secure 
labor. Meanwhile, the work volume of pharmaceutical wholesale MS and logistics 
staff is increasing year by year as a result of pharmaceutical shipment 
adjustments and decline in the number of MR. 

To address these difficulties, we seek to increase efficiency by promoting DX and 
encouraging the use of AI, while also working to raise the quality of works and 
improve the working environment. 
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I would like to highlight digitization of product receipts as one specific initiative. 

The traditional workflow using paper-based product receipts involved many tasks 
which had to be dealt with through analog systems, for example, the sorting of 
forms according to the delivery course, the scanning of collected receipts and the 
storage of receipts, making it impossible to reduce the workload of delivery staff 
and branch staff. 

Digitizing product receipts will allow us to increase the efficiency of form-related 
work. The previously mentioned work of sorting forms according to the delivery 
course, scanning collected receipts and storing receipts can be significantly 
reduced and we expect this to lead to a roughly 23% reduction in daily work load 
per branch staff member. 

Digitization will also allow us to reduce environmental impact and to maintain a 
stable pharmaceutical distribution system despite labor shortages. This is an 
industry-first initiative but we are boldly taking on this challenge. 
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Moving onto "Leverage human resources". 

Human resources are our biggest strength. With a strong sense of mission to 
support community healthcare and high levels of expertise, our staff provide wide-
reaching, in-depth support to hospital, clinics and pharmacies nationwide. 

In terms of strengthening our sales capability in the hospital market, which has 
been a focus since the previous Medium-Term Management Plan, we will step up 
the training of specialist human resources such as next-generation MAPs, cancer 
liaison, and medical MS and also establish the new Lab Access Dept. to increase 
our involvement with pathology labs, with the aim of expanding our share of the 
market for anti-cancer drugs and other high cost drugs.

For clinics and pharmacies, we will make the most of our high prescriber 
coverage rate and links with local governments and diverse occupations, which 
are our strengths as a regional wholesaler, to replace the declining MR function 
and bring about sales of vaccines and pharmaceuticals. 
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The third initiative is "Raise quality". 

We operate in areas with very different characteristics, that is, urban areas and 
rural and suburban areas. We will implement the optimal distribution strategy for 
each of these areas and work to expand our market share. 

We will develop GDP and GMP compliant logistics facilities and acquire ISO 
certification, and we will also develop a stable distribution structure to ensure 
constant access to pharmaceuticals even in the event of earthquake, heavy 
rainfall or other disaster. 

In addition, we aim to create new value through efforts to expand services other 
than wholesale such as the okusuri-aun tool for more effective and efficient 
patient care and GuuMin, a service that can help improve infant sleep. 
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I will now explain specific area strategies. 

In the Keihanshin District, the Tokyo Metropolitan Area and Kita-Kanto Area, 
which combine a high population accumulation rate and a large scale market, we 
expect growth in health care demand due to aging. We will establish a distribution 
network for steadily capturing demand and also seek to expand the 3PL 
business, with the Isehara Logistics Center, scheduled to start operation in 
FY2026, as a core facility. 

Meanwhile, in rural municipalities of the Kinki region, Tohoku and Niigata, which 
are characterized by population decline and a large area, we will support the 
stable supply of pharmaceuticals by integrating bases to achieve rationalization 
and introducing information systems to increase efficiency. We will also consider 
new distribution possibilities such as drones and joint deliveries. 
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Through implementation of the above initiatives, in the Pharmaceutical Wholesale 
Business in FY2027, we aim to achieve net sales of ¥620,000 million, up 110% 
from FY2024, operating profit of ¥7,000 million, up 140% from FY2024, and an 
operating profit margin of 1.13%. 
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Next, I will explain about the Pharmacy Business, Veterinary Drug Wholesale Business and Other 
Businesses. 
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First, the Pharmacy Business continues to face a difficult operating environment 
due to successive NHI drug revisions and rising SG&A expenses.

We will, therefore, integrate six consolidated and non-consolidated operating 
companies into a single company during the plan period in a bid to improve 
productivity. Capital profitability will also be improved through the elimination of 
surplus capital. We will also focus on M&A in areas where new store openings 
and synergy with the wholesale business can be expected.

Through these measures, we aim to achieve a ROIC that is greater than the 
hurdle rate in three years from now. 
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Moving onto the Veterinary Drug Wholesale Business. 

In August last year, we made Arrow Medical Corporation, which operates in the 
Tokyo Metropolitan Area, into a subsidiary. Over the coming three years, we will 
work to generate synergy between us, including strengthening pharmaceutical 
sales in the Tokyo Metropolitan Area and medical device sales in Tohoku and 
Hokkaido. At the same time, we will focus on expanding the pet food 
manufacturing and sales business. Through these initiatives, we aim to improve 
ROIC and generate stable cash flow. 
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Next, Other Businesses. 

This is a business segment that includes delivery companies, etc. and has many 
intergroup transactions. We will seek to improve profitability through intensive 
investment in the nursing care-related rental business, which has high capital 
profitability. Accordingly, starting from the current fiscal year, we will change the 
segment name to the "Nursing Care-related Rental and Other Businesses". 

We will monitor businesses and operations with low capital profitability each year 
and decide whether to rebuild or withdraw from them in accordance with the 
business portfolio basic policy. 
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Next, I will discuss new businesses.
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During the three-year period of Medium-Term Management Plan 2027, we will 
utilize free cash flow generated through improved management of existing 
businesses, proceeds from the sale of cross-shareholdings, and interest-bearing 
debt where necessary to focus more than ever before on the creation of new 
businesses, 

specifically, the logistics services business and the pharmaceutical business. 

The logistics services business refers to logistics services as a whole including 
3PL and transport business. We will spin off business which previously operated 
within the Pharmaceutical Wholesale Business to further improve profitability. In 
addition, we will actively pursue M&A transactions to acquire logistics-related 
companies. 

Moving onto the pharmaceutical business. This business involves taking the 
initiative in collaborating with partner companies to launch and commercialize in 
Japan new drugs already approved in the U.S. and Europe that have yet to be 
introduced to Japan. It does not involve manufacturing pharmaceuticals already 
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approved in Japan. Accordingly, the official segment name is pharmaceutical 
business (business of supporting introduction of unapproved drugs) segment. 

By actively investing in these new businesses, we will develop business pillars that 
are separate from our core Pharmaceutical Wholesale Business. And we will aim 
to maintain high capital profitability beyond FY2030, when the sale of cross-
shareholdings will be complete. 
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I will now talk about the logistics services business in more detail. 

We have four logistics centers in Vital-Net's sales area and three in KSK's sales 
area. In FY2026, we will complete a new logistics center as a core facility of the 
3PL business in Isehara, Kanagawa Prefecture. Through further development of 
the advanced and high-quality supply chain we have established to date, we will 
not simply transport pharmaceuticals but rather turn the logistics function into a 
new profit pillar. 

Specifically, we will strengthen acquisition of new customers in the 3PL business 
and pursue M&A transactions to acquire warehouse business operators and 
transport companies. 
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Moving onto the pharmaceutical business. 

This business is a completely new venture for us where we take the initiative in 
collaborating with partner companies to launch and commercialize in Japan new 
drugs already approved in the U.S. and Europe that have yet to be introduced to 
Japan. 

We have decided to enter this business for the following two reasons. 

First, to become more proactive about Japan's drug loss and lag issue as a 
company involved in health care. Second, by getting this business on track, we 
aim to achieve further improvement in corporate value and fulfil our responsibility 
as part of the social infrastructure supporting community health care in the 
medium and long term. 

As to the actual business model, we will sign license agreements with 
pharmaceutical companies that have drugs already launched in the U.S. and 
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Europe and, together with partner companies, we will be directly involved in the 
supply chain in Japan, including development and manufacturing, marketing and 
distribution. 
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I will now answer some key questions we have been asked about this business, 

beginning with the impact on our financial results. The three-year period of this 
Medium-Term Management Plan is a period of research and development, giving 
rise to an increase in SG&A expenses. In the future, once new drugs have been 
launched, much greater synergy not only in the sale of pharmaceuticals in this 
business but also in the Pharmaceutical Wholesale Business and the 3PL 
Business is envisaged, significantly bolstering the Group's profit. 

Turning next to the risks involved in entering this business. Starting with the risk 
of failing to launch a new drug in Japan, we are attempting to introduce to Japan 
pharmaceuticals that have already been approved in the U.S. and Europe and we 
believe that the risk of failure is extremely low. There is also the risk of a drug 
being launched but not being priced as expected. Here, too, we are thoroughly 
implementing risk control through the performance of various simulations. 

There is also the question of whether we are equipped to deal with the processes 
involved in the pharmaceutical business, given that our core business is the 
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Pharmaceutical Wholesale Business; and even if we are, surely this will be a 
costly venture. While we will take the initiative in this business, we will not be 
shouldering all the costs for in-licensing and commercialization alone. We plan to 
collaborate with partners that understand the purpose of this business and already 
have prospective partners who will take on the clinical development and 
manufacturing side of things for us. 

Finally, since this is a new business in which we invest considerable resources, we 
assume stakeholders may have concerns about whether business management 
decisions are being made in an appropriate manner. Our Investment Committee 
ran detailed simulations using various patterns of patient numbers, prices, etc. 
before we decided to enter this business. Given that these simulation results 
showed that, even for the pattern with the highest risk, the IRR far exceeded the 
hurdle rate set out in our new business investment standards, our Board of 
Directors resolved to enter this business. 
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We have also revised the 8 areas of activities set out in our Long-Term Vision 
2035 in connection with these latest business portfolio management initiatives. 

More specifically, we clearly positioned "Entry to pharmaceutical business" as one 
of the 8 areas of activities and we will also aim for high capital profitability in the 
medium and long term by continuing to focus on improving the management of 
existing businesses. 
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I will now explain our financial strategy and capital policy. 
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First, this is an overview of the improvement of capital efficiency. 

We use ROE and ROIC as indicators of capital efficiency. In the formulas for 
both, profit is used as the numerator, and shareholders' equity or invested capital 
is used as the denominator.

Firstly, we will increase profit, which is the numerator, in the medium and long 
term by thoroughly implementing business portfolio management and further 
increasing the profitability of existing businesses as explained earlier and by 
generating new earnings through growth investment.

Meanwhile, we will seek to maintain shareholders' equity or invested capital, 
which is the denominator, at a reasonable level through the financial strategy and 
capital policy I am about to explain. 

Through this, we aim to achieve high capital profitability. 
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I would now like to explain balance sheet management for the optimal capital 
structure. 

First, our funding policy is to raise funds as necessary while keeping the net D/E 
ratio in the range for maintaining the internally estimate credit rating. We will aim 
for a shareholders' equity ratio of around 35%, which will keep financial leverage 
at around 2.9x. 

Next, regarding our shareholder return policy, we are revising our target DOE 
from 2.0% or more to 3.0% or more, based on the assumption of stable 
dividends. In addition, we will scrap our previous policy of total shareholder 
returns of 50% or more in order to aggressively invest in growth over the period of 
the current Medium-Term Management Plan. In the event that surplus capital is 
expected after consideration of growth investment needs, we will in addition 
enhance shareholder returns. 

Finally, we have our asset acquisition/reduction policy. We will aim for total assets 
turnover of 2.0 or more and generate sales more efficiently. Additionally, we will 
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strictly apply standards for investment selection based on an awareness of cost of 
capital and accelerate the sale of cross-shareholdings. Furthermore, we will 
achieve as much reduction as possible in other assets, including reducing sites 
and disposing of idle real estate. 

Through these initiatives, we aim to improve our balance sheet. 
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I will now move on to our cash flow allocation policy. 

Over the three-year period starting this fiscal year, we plan to generate total cash 
inflows, including operating cash flow and sales of cross-shareholdings, of ¥35.5 
billion. We will allocate this cash as follows. 

First, we will allocate ¥9.0 billion for investments in existing businesses, including 
branch streamlining and WMS, ¥11.0 billion for growth investments such as 
investment in the new logistics business and pharmaceutical business and M&A 
as explained under business portfolio management, and ¥2.6 billion for the 
repayment of interest-bearing debt. 

For shareholders returns, a top management priority, we will allocate ¥9.4 billion 
for the payment of dividends of around ¥68 annually that maintains DOE of 3.0% 
or more. As a result, the consolidated payout ratio will be 40-45 . 

We plan to keep the remaining ¥3.5 billion as internal reserves for maintaining 
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financial soundness and financing investment for further growth. In the event of 
surplus capital, we will further enhance shareholder returns. 
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Next, I would like to explain the disposal of cross-shareholdings. 

In dialogue with many institutional investors to date, we have received comments 
about the speed of disposal of cross-shareholdings. Initially, we planned to 
reduce the ratio of cross-shareholdings to consolidated net assets to less than 
10% by FY2031; however, we have now revised this target and now aim to speed 
up disposal, reducing the ratio of cross-shareholdings to consolidated net assets 
to less than 20% by the end of FY2027 and to less than 10% by the end of 
FY2029, two years ahead of the original schedule. 

The latest schedule is the result of a review in order to achieve a ROE that is 
consistently higher than the cost of shareholders' equity during the five-year 
period to FY2029, which is when the growth investments explained earlier will 
start to bear fruit and actually contribute to profit.

As a company that supports regional and community healthcare, we will do our 
best to implement management that is stable in the medium and long term and 
has high capital profitability. 
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Finally, I will discuss strengthening of shareholder returns. 

As explained earlier, we attach importance to shareholder returns and have 
revised our dividend policy to a target DOE of 3.0% or more. Through this, we 
plan to pay an annual dividend of around ¥68 and achieve a dividend payout ratio 
of around 40-45%.
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Let me now explain the strengthening of the Group management structure. 
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I will start by explaining the governance structure for steadily implementing the 
business portfolio management set forth in our latest Medium-Term Management 
Plan. 

On the finalization of financial results for each fiscal year, the Corporate Planning 
Department and Accounting & Finance Department will conduct an evaluation of 
operating companies, in accordance with the Business Portfolio Basic 
Policy. They will then refer this to the Management Committee and the Board of 
Directors, in that order, for decisions on appropriate investments and allocations 
to be made. 

Meanwhile, the Investment Committee will consider new business investments 
and M&A based on rigorous calculation of future profitability, and will refer these 
to the Management Committee and the Board of Directors, in that order, for 
decisions to be made. 

Additionally, in the areas of sustainability, risk and compliance, we will continue 
implementing initiatives befitting a company listed on the Prime Market. 
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This shows the ESG activities we will focus on in the coming three years. 

Firstly, on the environmental front, we will continue implementing initiatives 
towards achievement of our target of a 30% reduction in GHG emissions from the 
FY2020 level by FY2030.

On the social side, we will continue practicing human capital management, 
creating new personnel systems, conducting engagement surveys and enhancing 
employee training, including next-generation leader training. At the same time, we 
will continue focusing on promoting diversity and work place improvement. 

Finally, we come to governance. Aiming to strengthen the monitoring function of 
the Board of Directors, we will increase the ratio of Outside Directors and 
promote greater diversity; we will also establish the new positions of CFO and 
CHRO, in addition to CEO, and clarify accountability. In addition, we will tighten 
up operations in accordance with internal standards, including the Business 
Portfolio Basic Policy, and step up IR activities. 
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Finally, I would like to talk about our full-year earnings forecast and shareholder returns. 
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Starting with FY2025, our forecast is net sales of ¥620, 000 million, core operating profit after 
deduction of research and development expenses for the pharmaceutical business of ¥6,000 
million, and adjusted ROE excluding the impact of research and development expenses of 7.6%. 

We plan to pay an annual dividend of ¥68, a record-high dividend, up ¥23 from the previous year. 

Starting from this fiscal year, we have decided to scrap the semi-annual forecast which we used to 
announce and disclose only a full-year forecast, given that the timing of recording research and 
development expenses for the pharmaceutical business is currently unclear. Thank you for your 
understanding. 

52



This brings me to the end of my presentation. 

Please refer to the note on forward-looking statements shown here. 

I would like to ask you to direct any inquiries your might have about this material to our Corporate 
communications Department. 
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