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Overall operations
Q1. There’s a gap between the targets set forth in the Mid-term Business Plan and this year’s performance
outlook. Is the company considering any M&As this year to fill in that gap?
A1. We have been searching for an M&A opportunity that would allow us to obtain a new business valued at 20
to 30 billion yen, but it is unclear whether we will be able to complete such a transaction during the current
fiscal year. The operating margin outlook of 3.3% in our performance outlook for the current year represents
a minimum anticipated level of performance, and we see room to improve profitability in our existing
businesses. We need to increase our gross margin in order to improve profitability, and to that end we are
working to increase sales beyond the figures included in the performance outlook as we strive to achieve the
4% operating margin target in the Mid-term Business Plan.
Q2. How should the company adjust its future business portfolio while vending machine fixed costs are
decreasing? How will the company make choices and determine its focus as it rebuilds its business
portfolio?
A2. Laying a foundation for future growth is one of the key themes identified in the Mid-term Business Plan, and
we have focused on securing a foothold for establishing international businesses and a healthcare business.
While it is not the case that all areas of operations and businesses are proceeding smoothly, neither did we
envision at the outset that we would achieve success across the board. Our plan has always been to ascertain
which fields would contribute to future growth and then to narrow our focus to those areas of operations. One
issue that we will address in the next Mid-term Business Plan will be the need to prioritize the businesses that
we have secured to date and then identify how to accumulate operations that will contribute more to the
bottom line.

Domestic Beverage Business
Q3. Where does the company see the industry as a whole moving in terms of pricing and sales?
A3. Although sales in the beverage industry remained steady and pricing maintained some semblance of order
through the first half of 2017, the situation subsequently changed significantly due to factors such as
torrential rainfall in August. While we anticipate sales volume for the industry as a whole during FY2018 to
be on par with that of the previous fiscal year, we fear that price competition will intensify since companies
have set sales targets that significantly exceed their performance during the previous year.

Q4. How much does the company expect profitability to improve as a result of initiatives to improve the
productivity of vending machine operations?
A4. Although we worked to reduce overtime work during FY2017 for purposes of workforce retention, total
productivity ended up on par with that of the previous fiscal year because we had to increase the size of the
workforce slightly to make up for those hours. We retained a sufficient workforce overall, but there are
shortages in some regions, so we will work to boost productivity going forward by optimizing personnel
assignments to resolve that issue.
Q5. Does the company plan to turn to alliances with other companies as one way to increase the
productivity of its operations?
A5. Because bold initiatives are needed to achieve our goal of consolidating operations, we believe the hurdles
facing such alliances are high. As a result, currently these efforts have been limited to exchanging column
space in vending machines and offering certain products from other manufacturers as part of our product line.

International Beverage Business
Q6. When will the International Beverage Business turn the corner to profitability? To what extent does
the company envision the business will contribute to profits?
A6. Operations in Russia and Malaysia in particular have diverged significantly from our plans at the time we
entered those markets due to factors including changes in the business environment, leading us to review
those plans. Although we are pursuing reforms with the goal of making operations in each region profitable
within two to three years, we are aware that we need to make a careful assessment of whether it will be
possible to implement our revised plans.

Orphan Drug Business
Q7. Could you explain why the company decided to enter the orphan drug business? In addition, could you
clarify the investment and return that the company expects to see in the segment?
A7. Since we plan to start operations in July 2019, we will announce a detailed business strategy at a reasonable
time. The orphan drug market is valued at several hundred billion yen, with sales of individual drugs ranging
from several hundred million to several billion yen. Since our goal will be to launch one or two products each
year, both the scale of the business and the associated costs will be relatively limited. Our business traces its
roots back to Daido Pharmaceutical Corporation, so in a sense, you could say that we are returning to those
origins. The decision to enter the medicinal drug market was also precipitated by a desire to become a
company capable of providing products and services to customers not covered by the domains of the
beverage, food, and other products that we currently supply. Our entry into the orphan drug market
constitutes an attempt to establish a foothold for that larger effort.

Q8. What strengths does the company expect to deploy as it enters the orphan pharmaceutical business?
A8. The intensity of our commitment is a major strength. As we look at the changes underway in the world, we
find that there are domains that are going unaddressed by our existing businesses, and as a result we are
seeking to expand those business domains. We are working in our existing businesses to develop products
that will help lengthen healthy lifespan, and we believe that the pharmaceutical business domain is a logical
extension of those initiatives. We are not planning to simply take advantage of our current strengths in
entering new businesses, but rather to carefully and deliberately pursue our plans while hiring outside human
resources with relevant expertise.
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算説明会の質疑をもとに、当社の文責により趣旨を要約（順序不同・補足・補正）したものであり、その情報の正確性・完全性を保証す
るものではなく、今後予告なく変更される可能性があります。なお、本資料に記載されている当社グループの計画・将来の見通し・戦略
などのうち、過去または現在の事実に関するもの以外は、将来の業績に関する見通しであり、これらは当社において現時点で入手可能な
情報による当社経営陣の判断および仮定に基づいています。従って、実際の業績は、不確定要素や経済情勢その他リスク要因により、大
きく異なる可能性があります。また、本資料は投資勧誘を目的としたものではございません。投資に関する決定はご自身の判断でなさる
ようにお願いいたします。

