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Presentation 

 

Moderator: Thank you for your patience. We will now hold a financial results meeting for the fiscal year 

ended March 31, 2026, for MIMAKI ENGINEERING CO., LTD. Thank you for taking time out of your busy 

schedule to attend today's briefing. 

The briefing is scheduled to end at approximately 12:00 PM. 

Now, let me introduce today’s speakers. Mr. Kazuaki Ikeda, President, CEO. Mr. Kouji Shimizu, Executive 

Director, CFO. 

Now, I would like to begin. Mr. Shimizu, Executive Director, thank you very much. 

Shimizu: Thank you all very much for your continued support. Once again, my name is Shimizu of Mimaki 

Engineering Co., Ltd. Thank you very much for your cooperation. Thank you for taking time out of your busy 

schedule to attend today's financial results briefing. 

In the first half of the presentation, I will explain the results for the fiscal year ended March 31, 2026, 

followed by the forecast for the fiscal year ending March 31, 2027, and finally, the status of management 

initiatives with an awareness of cost of capital and stock price. 

Now, since time is limited, I will begin with an explanation of our performance. 

 

Here are the consolidated performance highlights for Q4, three months summary. The details of our 

performance are explained on the following pages and thereafter. 
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First, sales increased 3.3% YoY to JPY23,341 million, up from the previous year's forecast. Due in part to the 

impact of foreign exchange rates, this is the highest quarter ever recorded. 

In particular, sales to the SG market increased due to the effect of new products and sales measures in the SG 

market, and sales to the TA market, which had been below the previous year's level until the third quarter, 

turned positive in the fourth quarter due to the effect of new products and an increase in ink sales. Sales for 

the IP market were on a par with the previous year. 

Operating profit increased 82.7% YoY to JPY3,085 million. This is a significant improvement compared to the 

same period last year, when there were one-time expenses as well as foreign exchange effects, and is the 

highest profit in the company's history. 
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This is the summary for the full year. This will be explained on the following pages and beyond. 

 

Full-year sales totaled JPY83,725 million, which was down 0.3% from the previous year. In the SG market, the 

new Eco-Solvent printer performed well throughout the fiscal year, resulting in an increase in sales. 

In the IP market, sales of mainly small flatbed printers recovered in the second half of the fiscal year but were 

unable to make up for the decline in the first half. 

In the TA market, sales of ink were strong, but sales of DTF printers were down due to a drop in volume. 



 
 

 

 
       

    
5 

 

Operating profit increased 3.5% to JPY9,431 million. Although sales decreased, profitability improved due to 

continued cost reduction activities and a change in the model mix, which compensated for increased SG&A 

expenses such as R&D and personnel expenses, as well as the positive impact of foreign exchange rates. 

The operating profit margin of 11.3% is the highest ever recorded in the company's history. 

Ordinary profit increased 5.5% to JPY8,907 million and profit attributable to owners of parent increased 9.5% 

to JPY6,741 million, both record highs. 

 

Here is a waterfall graph showing the factors effecting operating profit for the full year. In line with the 

"Mimaki Innovation 30" policy, there was a JPY1.6 billion increase in SG&A expenses due to an increase in 

R&D expenses and personnel expenses, and a JPY0.5 billion decrease in gross profit due to lower sales. 

However, the improvement in the cost sales ratio contributed JPY1.9 billion, and the positive impact of 

exchange rates added JPY500 million, resulting in an overall increase in profit of JPY300 million. 
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This is sales by market in Q4, for three months. 

Sales to the SG market increased 8.7%YoY to JPY9,779 million. In addition to strong sales of the new eco-

solvent models, the sales plan in fourth quarter was successful, and ink sales were also strong, resulting in 

increased revenues. 

Sales to the IP market were JPY6,088 million, about the same level as the previous year. The recovery trend is 

centered on small flatbeds from the third quarter, but overall, the fourth quarter is at the same level as the 

previous year. 

Sales to the TA market increased 7.9% to JPY2,684 million. Although the sales had continued to fall below the 

previous year's level, they turned positive in the fourth quarter. The decrease in the DTF model was smaller, 

and ink sales increased significantly. 

The factory automation business declined 41.4% to JPY1,153 million. This was also affected by the fact that 

projects were concentrated in the fourth quarter of the previous year, resulting in a large decrease in 

automobile-related factory automation equipment. 
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Here are the sales results by market for the full year. I will skip the explanation. 

 

This is sales by area in Q4, for three months. Sales in Japan declined 9% to JPY6,085 million. Ink and TA 

products were also strong, and sales of SG were also solid, but the impact of FA resulted in a decrease in sales 

in the Japan area. 

Sales in North America increased 15.8% to JPY4,828 million. This was partly due to the impact of delayed 

shipments in the same period of the previous year due to the relocation of the warehouse in North America, 

but the sales of SG and IP in particular were extremely strong, resulting in a significant increase in sales. 
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Sales in Europe increased 10.2% to JPY5,669 million. In yen terms, sales increased mainly in SG and IP, but in 

local currency terms, sales decreased due to the significant impact of foreign exchange rates. 

Sales in Asia and Oceania decreased 1.9% to JPY4,058 million. Sales of UV printers for the SG market remained 

strong, but IP and TA printers in particular declined substantially, resulting in a decrease in overall sales. 

 

These are sales by area and full year results. I will skip the explanation for this also. 

 

This is a condensed balance sheet. 
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Regarding inventories, we continue to control excess and backlogged inventories, but inventories are 

increasing due to the buildup of inventories of new products and raw materials in consideration of geopolitical 

risks. 

On the other hand, the equity ratio was 48.1%, an improvement of 5.8 percentage points from the previous 

year, due to a large increase in retained earnings resulting from strong business performance. 

 

Cash flow. Although this overlaps somewhat with the explanation of the balance sheet, regarding operating 

cash flow, while there was an increase in profit before income taxes, this was offset by the negative impact 

of the increase in inventory mentioned earlier, resulting in an operating cash flow of JPY4.6 billion. 

In addition, investment cash flow was used in the amount of JPY5.3 billion, mainly due to investment in the 

Kazawa F Building to secure development space. The above is an explanation of the results for the fiscal year 

ended March 31, 2026. Next, I will explain the performance forecast for the fiscal year ending March 31, 2027. 
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We forecast net sales of JPY91 billion, up 8.7% from the previous year; operating profit of JPY9.5 billion, up 

0.7%; ordinary profit of JPY8.6 billion, down 3.5%; and net profit of JPY6.1 billion, down 9.5%. 

We believe that demand for industrial inkjet printers will remain firm and solid. 

Although there are uncertainties, such as rising geopolitical risks, we will continue to introduce new high-

value-added products to each market, and we expect sales to increase in all segments and all areas. 

In terms of profit, we will continue our cost reduction activities, while SG&A expenses will be kept in line with 

the "Mimaki Innovation 30" policy, including R&D expenses and personnel expenses, and other investments 

for future growth. 

 

The exchange rate assumptions are JPY146 the US dollar and JPY170 for the euro, which are 3.2% and 2.7% 

higher than the previous year's results, respectively. 

Regarding the impact of the situation in the Middle East, first of all, sales and profits in the Middle East area, 

which are expected to be significantly affected, are assumed to be zero in the plan. 

Second, unless the situation in the Middle East deteriorates significantly in the future, we believe that the 

impact on our business performance will be limited at this point. We do not have any major problems at this 

time in terms of current procurement. 

The impact of US tariff refunds has not been factored into the plan. 
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Here are the factors effecting in operating profit. Although there is a JPY1.3 billion negative impact from the 

strong yen and a JPY3.9 billion increase in SG&A expenses due to investments for growth, we expect a slight 

increase in profit due to a JPY4.7 billion increase in sales and a JPY0.6 billion improvement in the cost of sales 

ratio. 

 

This is the sales forecast by market. I will not go into the details of the figures, but we expect an increase in 

sales in all segments due to the introduction of new products in each of these areas. 
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This is the sales forecast by area. Here, too, we are basically expecting an increase in revenues in all areas. 

 

This is the forecast for capital expenditures, depreciation, and development investment. 

On the left side, capital investment is planned at JPY5.8 billion. The major capital investment was made in 

Building F of the Kazawa Plant to secure development space, which began to be used in April, and is included 

in the capital investment for the fiscal year ending March 31, 2027. In addition, we plan to invest in production 

facilities that will contribute to productivity improvement and in demo equipment for sales purposes. 
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On the right side, we plan to invest JPY7.6 billion, or 8.4% of net sales, in development. In addition to new 

product development in existing areas, we plan to invest in innovation in new areas in line with our "Mimaki 

Innovation 30" policy. 

 

Dividend policy. There is no change in our basic policy on shareholder returns. For the fiscal year ended March 

31, 2026, we have added a commemorative dividend of JPY5 per share for the 50th anniversary of the 

Company's founding, for a total of JPY30 per share, in addition to the previously forecast JPY25 per share. 

The dividend forecast for the fiscal year ending March 31, 2027, is JPY27.5 per share for the interim period 

and JPY27.5 per share for the year-end period, for an annual dividend of JPY55 per share. 
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Next, I would like to explain the status of our efforts to achieve management that is conscious of the cost of 

capital and stock price. 

This is current status analysis, and we have updated the figures as of the end of March 2026. 

The ROE (return on equity), shown in the upper left-hand corner, remained high at 18.7%. We estimate that 

the cost of equity is around 11%, but our understanding is that it is likely significantly higher than that. 

On the other hand, the PER below that, at the end of March, was 6.7 times, and even at this most recent point, 

it is still in the 8 times range. It remains below 10 times. As it continues to deviate from the market average, 

and unfortunately, we recognize that the market evaluation has not been achieved. 

Right side, PBR. I believe it was about 1.1 times at the end of March and is currently around 1.3 times, and 

while it has remained above the 1 times level, I think the key point here is that the PER needs to rise. 

Based on the results of these analyses, we recognize that it is still important to improve the PER. 
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These are the indicators of return on capital and the calculation of cost of equity, respectively. 

 

In terms of the status of our response, there is basically no change from the policy of our medium- to long-

term growth strategy "Mimaki Innovation 30" announced in May of last year. 

Our goal is to achieve sales of JPY150 billion and an operating margin of 8% or more by 2030, and we hope to 

improve ROE through both sales growth and improved profitability. 
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There is basically no change in our action policy. We recognize that our company is in the process of growing, 

and we intend to improve capital efficiency such as ROE and ROIC while aggressively making investments for 

the future, as described below. 

In the area of investment, particularly R&D investment, we will continue to invest in the future by investing 

about 7% of sales, plus 1% to 2% in innovation in new areas. 

 

As for shareholder returns, as mentioned earlier, we have increased dividends for five consecutive fiscal years 

as a result, and we are committed to providing stable and continuous shareholder returns. 
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The following is the progress of initiatives. This section mainly summarizes the results for the fiscal year ended 

March 31, 2026. We believe that it is very important to promote understanding of our company's growth 

potential through IR activities in order to improve public relations. In addition to institutional investors, from 

the viewpoint of improving liquidity, we will also enhance information sessions for individual investors. 

In the fiscal year ended March 31, 2026, we conducted a total of 102 interviews with 140 institutional 

investors and analysts. 

In addition to these financial results briefings, last fiscal year we also held small meetings in which we invited 

new investors and those who recently started covering our business for a long time to our showroom, where 

they were able to see actual machines and samples. We believe that this was a good opportunity for them to 

deepen their understanding of our business. 

In addition, we held three briefings for individual investors. In addition to the company presentation, we also 

had a booth with samples of our products so that visitors could see, touch, and experience what our printers 

can actually produce. 

In addition, the company was newly selected as a component of the JPX Nikkei Mid and Small Cap Index last 

year. 

We intend to continue our IR activities and improve PER by making further improvements in the current fiscal 

year. 

These are my parts. Thank you very much for your kind attention for a long time. 

Ikeda: Thank you very much for taking time out of your busy schedule to join us today. I am Ikeda, President, 

CEO of Mimaki Engineering Co., LTD. 
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I would like to explain the progress of the MI30 mid- to long-term growth strategy that we are currently 

working on, and as the executive director has just mentioned, I would like to include a summary of the last 

fiscal year. 

 

Management vision, and then initiatives we are working. First of all, our management vision remains 

unchanged. The point is that we release products that do not imitate other companies but always create 

something new and different. As a development-oriented company, we are committed to introducing new 

products to the world. 

Our products always have end users, and most of them are in business with our products, so we will continue 

our efforts to make our customers profitable and Mimaki profitable. 

We have also adopted the Mimaki Group's management policy for the current fiscal year, which is 

"transformation." Although we had a record profit in the last fiscal year, thanks in part to the benefit of foreign 

exchange, I think the overall reflection is that we did not do as well as we had anticipated. 

In particular, during the first half of last fiscal year, I feel there were areas where we should have changed but 

instead nothing has changed. This year, we are implementing a “transformation” initiative aimed at making 

concrete changes, including our sales channels and development methods. 
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The basic policy of MI30 remains unchanged. Aiming for sales of JPY150 billion. The company is aiming for 

sales of JPY150 billion by the end of the fiscal year ending March 31, 2030. In our existing businesses and core 

businesses, we are working to improve gross profit margins, and in sales growth, we are aiming for a CAGR of 

10% or more. 

In addition to this, we will challenge new areas and create innovations. So far, we have been working on digital 

printing, the digitization of analog printing, and now we will add digital painting, which is a higher viscosity, 

more industrial-use digital printing. 

We are also planning to develop and launch our second brand of Mimaki La Meccanica printers and cutters, 

as well as peripheral equipment for these products. 

Our products are not final products just by printing, but also by peripheral equipment, laminating, and various 

other processes before and after the printing process. We believe that quality assurance of the final product 

is very important for our customers, and we will continue to make efforts in this way. 

We have already introduced a 3D printer, a full-color 3D modeling printer, to the market, but until now, 3D 

printers have not been easily accessible to people who can handle the data. There used to be a problem in 

that there weren’t many people who could handle full-color 3D data or were proficient in the necessary 

software, however, with the recent spread of AI, it has become very easy to create 3D data from 2D data. 

We will work to make the 3D printer business another core business pillar. 
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Regarding financial targets and management indicators, this is progress, but I believe that we will be able to 

proceed as planned. 

As mentioned in the “For Your Reference” section at the bottom, we had planned to increase the number of 

new product launches.  

However, due to issues such as competitors releasing products that directly compete with ours in the fiscal 

year ended March 31, 2026, we made some adjustments to our roadmap, resulting in a slight reduction in the 

number of launches.  

We are now working to make up for this shortfall starting this fiscal year. 
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I have already explained the growth image earlier, so I will skip that part. 

 

While we manufacture industrial and digital printers, what we ultimately deliver to our clients—such as 

national brands, among others—is ink.  

We have been making various types of ink and delivering them as value-added products to end-users. This 

segment has been growing steadily since the fiscal year ended March 31, 2022, although growth slowed 

slightly in the previous fiscal year. We will continue to focus on delivering these inks to our end users moving 

forward. 
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Sales are in the neighborhood of JPY84 billion, and in the case of ink, 40% to half of that is from ink and 

maintenance parts. 

 

It is our market. 

Sign graphics and IP, which refers to industrial printing and textiles and apparel. Last year, we released two 

products, the UJV300DTF-75 and the JV200. 

Regarding the full fiscal year ended March 31, 2026, we had a product called the UJ330H. We had hoped to 

release the UJ330H product in the fall of this year, but this was delayed by about six months. One of the 

reasons for the delay is that the SG market could have grown a little more. 
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This is the past sales growth of Sign Graphics, but the UJ330H model, which I will explain a little later, is a 

product that we could have increased a little more. 

 

IP market, we have introduced a product called UJF-7151 Plus II e here. This was just a transitional period for 

our products, resulting in a slight decrease in sales for the full year compared to the previous fiscal year. 

Our products are used by end-users for five to six years, and it has been about five years since our last product 

was released, resulting in a slight decrease in sales. We are planning to make a comeback with a solid lineup 

of successor models starting this fiscal year. 



 
 

 

 
       

    
24 

 

 

Textile apparel market. For textile apparel, we have launched two products, TS200-1600 and TS330-1800. This 

was also an issue, but sales in this area also decreased compared to the previous fiscal year. 

Our competitors, entered this market with their own T-shirt printers. Up until then, we had been performing 

exceptionally well and experiencing steady growth, but they set their prices significantly lower than we had 

anticipated, which caused us to struggle a bit. I believe this was one of the factors that made the previous 

fiscal period difficult for us. 

Therefore, we had a six-month delay in launching new signage products, IP was in the off-season, and our 

competitors were very aggressive in pricing textile apparel products. In the textile apparel business, we are 

planning to introduce new products as a measure against competition. 
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As I mentioned earlier, the UJ330H-160 is a product that was delayed by six months. Until now, our sign 

graphics printers have been mainly used to feed out PVC sheets on grid rolls and print on the PVC. 

This product differs from the other products in that it has a small belt, which is difficult to see, and the belt 

absorbs and transports the vinyl chloride sheet. So, as before, vinyl chloride, when this is used to print signs, 

most of them are printed on vinyl chloride sheets, and then we go to affix them, but they can still be printed 

as before. Furthermore, since this is a belt conveyor, it is a hard material, as it says, "rigid media". You can 

print on it. 

For example, the signage in this building, for example, the signage in the restrooms, signboard shops used to 

print on rolls or vinyl chloride by themselves and outsource the printing on rigid media to an output center. 

The sign shops used to print on rolls and PVC by themselves and outsource the printing on rigid media to an 

output center. 

However, since these are very small quantities, such as one or two sheets, they end up spending around 

JPY50,000 or JPY100,000 to have a single sheet printed when they outsource the work. This is a hybrid product 

where this can be produced in-house. 

This product can print on ordinary roll-to-roll PVC sheets, as well as on rigid media such as this. 

I suspect that with this type of rigid media, our end users will likely recoup the cost by printing just one sheet 

a week or so. We released these rigid media products in March and held an exhibition in North America in 

April. 

We had an exhibition in Orlando, Florida, and last week we had a European exhibition in Barcelona, Spain. We 

have shown them to various end-users at exhibitions, and they have been very well-received. The other 

reason is that the products have been very well received by end-users. Additionally, including our dealers, 

Grid Roll products were generally priced at around JPY2 million or slightly less for low-cost entry-level models.  
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The price of this product varies slightly from country to country, but it is priced at around JPY5 million to JPY6 

million. Given that the unit price has increased, I believe this is a product that will make everyone happy—

from our dealers to our end users. 

The product was very well received, and we are confident that this product, this fiscal year, will contribute to 

our business performance. 

By the way, I can't show you this on the screen or on web right now, but up front there are various types of 

rigid media—such as the kind used for printing on signage like this—and I hope you’ll have a chance to take a 

look at them later. 

 

We have not changed our strategy of the sign for the past five or six years. As we are expanding our product 

lineup, the portfolio on the right side shows our current product lineup, which ranges from over JPY1 million 

to less than JPY5 million. We will expand to the entry side and also to the high-end side, and we believe that 

there is still plenty of room for signage. 
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IP Products. We released a new product, but it is more like a minor change.  

We’re planning to introduce some truly new products this term. This is the LD3 mode, and it is difficult to print 

clearly with an inkjet print head because the head must pass about 1mm above the object to be printed, and 

if it does, it can print clearly. 

The same is true of inkjet printers for home use, but this is a product that can print 10mm. It’s designed to 

print on irregularly shaped objects, such as golf balls. 

The same is true for IP products. We are expanding our lineup sequentially. We will take products of various 

sizes and speeds to increase our product lineup. 
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New product for textile apparel. 

TS330-1800 is a product that was originally 1.6m wide, but was made wider to 1.8m. 1.6m width is sufficient 

for printing banners and the like, but 1.8m width is used for sports uniforms and other real apparel, In the 

world of sports uniforms and other real apparel, 3.2m of fabric is often cut in half or 1.8m is used, so, this 

product is designed to meet those needs. 
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Topics. As mentioned in the previous update, our Kazawa Plant is located in Tomi City, Nagano Prefecture—

right between Ueda City and Karuizawa.  

While our headquarters is situated there, we have recently constructed a new 4,000-square-meter facility, 

Building F of the Kazawa Plant, where we are currently conducting development work.  

In addition, we have a new MCS Warranty with 3M in the US This is an initiative to provide a warranty for a 

number of years for signboards, which often fade in color.  

We can guarantee this for a certain period of time by combining 3M's media and Mimaki's printer ink. 
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This is also most of what we have just explained. I believe we will be able to make progress on our peripheral 

device initiatives this fiscal year, but as for other areas—such as digital painting and OLED sheets—I expect 

we’ll be able to deliver solid results and outputs around next year. 

 

The above is our mid- to long-term progress under the "Mimaki Innovation 30" plan. Although sales growth 

was somewhat limited due to factors such as competition, I believe the overall results were generally within 

our expectations. 

We would like to continue our efforts as before, of course, while making detailed changes and reforms. 
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Thank you for listening today. 

Moderator: Thank you very much. 
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Question & Answer 

 

Moderator [M]: We will now open the floor for questions and answers. Let me begin by reading the questions 

we received before we began. 

Participant [Q]: What is your outlook for the business environment in the current fiscal year 2026 for SG and 

other business fields? 

Ikeda [A]: Thank you for your question. First of all, in terms of the sign graphics environment, the market is 

probably the most advanced in terms of the rate of digitization, but in terms of the overall environment, I am 

not sure about other companies, but in terms of our new products, I think we are still able to stimulate the 

market and expand.  

The IP market, or the market for industrial applications, has not yet reached a digitalization rate of 10%. IP is 

a rather broad term, but there are various markets such as the packaging market, label market, and pad 

printing markets, and most of these markets have not yet been digitized, I believe that by introducing products 

and inks that match the market, the digitalization of the market will gradually progress. 

Textile apparel market. In terms of the business environment, the market is not so bad, but our competitors 

have introduced products to the T-shirt market, where sales of textile apparel have been increasing for the 

past two years with T-shirt printers. We are planning to introduce products to counter this trend, but I think 

the competition is fierce. That is all. 

Moderator [M]: Thank you very much. We would now like to take questions from those present in the 

audience. Please raise your hand if you have any questions. Now, does anyone have any questions? Please. 

Participant [Q]: Thank you very much. 

You explained the impact of the situation in the Middle East on page 14, but if you could tell us again how 

much profit on sales in the Middle East on an actual basis, please. 

I understand that there are no major problems with procurement, but I am wondering how far into the future 

you will be able to secure dyes, solvents, and other petroleum-derived materials, and if there is any cost 

increase in these areas, please tell us how you plan to pass on or absorb the cost increase. 

Ikeda [A]: First of all, regarding sales in the Middle East, they were about a little over JPY1 billion in the 

previous year, so I don't think there will be that big an impact. As for the procurement situation, of course, 

we have not received answers that everything is okay up to orders for the next year, but we are checking with 

our supply chain every week, and we do not expect any major changes. 

There are some reports that Calbee's potato chips bags are changed to black and white, but I think those are 

probably due to xylene, toluene, and other solvents that are used in those products. We do not use such 

solvents in large quantities, so I don’t think they’re having much of an impact. 

On the other hand, there are some requests for price increases with respect to costs. Although we have some 

requests, but we are currently discussing within the company whether this is something that we should 

convert to our end-users around the world and introduce to them, or whether it is something that can be 

absorbed if we increase sales through normal sales activities. That is all. 
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Participant [Q]: Thank you very much. Can I have one more thing? Regarding TA, I think the plan is to recover 

and grow sales by 20% this fiscal year, but the business environment is not so good due to increased 

competition. Could you tell us how you plan to grow the business in this context?  

Ikeda [A]: We will introduce new products. I would like to work on taking firm countermeasures. 

Participant [Q]: If you don't mind me asking, could you tell me the zone, such as DTF? 

Ikeda [A]: I'm afraid I cannot tell the details. Sorry. 

Participant [M]: No problem. I understand. Thank you very much. 

Moderator [M]: Is that all? Does anyone have any questions? Now, please wait a moment while we confirm 

the question of the online person. Let us now read the questions we received from the online audience. 

Participant [Q]: In your plans for this fiscal year, what are your thoughts on the impact of oil-related price 

increases and your assumptions about them? 

Ikeda [A]: Thank you for your question. Based on the information we’ve gathered so far, I believe the biggest 

price increases are likely to be in packaging, specifically, bubble wrap and similar items. However, in terms of 

the proportion of our product costs, I think this will be very small. 

Also, of course, the ink includes petroleum-derived naphtha. While some products are made from these 

materials, we are monitoring price trends and do not anticipate a significant increase in costs. 

Of course, we expect that the cost of procurement will increase by a few percent, but that is about the extent 

of the increase at this stage. That is all. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: It seems that your sales measures in the SG market were successful in the fourth quarter of 

FY2026. In addition, what are the projected measures for FY2026? 

Ikeda [A]: Thank you for your question. I would like to refrain from going into specifics because I may do so 

again, but in general, we have implemented campaign measures, educated our salespeople, including dealers 

around the world, on sales talk, and made proposals using the same sales talk, and the fourth quarter sales 

plan went well. 

As for the current fiscal year, it is still a campaign, so the profit margin for the products that are on the 

campaign will be a little lower. However, we don't really want to do such things as discounting, and we believe 

that we will be able to prepare enough new products this fiscal year to make it possible for us to do without 

such things. 

If we keep doing this over and over, the impact will diminish significantly, so we are trying to prevent that 

from happening. That is all. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: Similarly, could you please explain the rapid profit recovery in the fourth quarter of FY2026, 

broken down into market environment, competitive situation, new products, etc.? 

Ikeda [A]: Thank you for your question. In terms of both sales and profits, the fourth quarter was a very 

successful quarter, but we had a new product, the UJ330H, which I explained earlier, which was probably less 
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than 100 units. We were only able to ship less than 100 units, so of course there was an impact, but I do not 

think it was a major one. 

I think that this will have a solid effect in the first and second quarters of this term. 

The main reason for the increase in profits was that sales of SG products, in particular, increased significantly 

as a result of sales measures and the campaign I mentioned earlier. That is all. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: In the TA market, what is the market environment for DTP printers? Also, what is the growth 

rate of the actual number of units for the fiscal year ended March 31, 2026, and the planned number for the 

fiscal year ending March 31, 2027? At the same time, please tell us about your product strategy, functionality, 

cost, etc. in competition with Chinese manufacturers. 

Ikeda [A]: Thank you for your question. I think it is probably DTF, but as I mentioned earlier, the current market 

environment for DTF—including Chinese manufacturers as well as national brands such as Epson and Roland 

DG— is becoming increasingly competitive, and I expect this trend to continue throughout the current fiscal 

year. 

As for competition with Chinese manufacturers, it is true that Chinese manufacturers are cheaper, but there 

are safety standards, such as UL standards in the United States, REACH regulations in Europe, and safety 

standards in Japan. 

These electronic parts that are used in each of these products are basically not regulated for safety. Therefore, 

most of the products are inexpensive. I believe that this is something we will have to explain thoroughly. 

Even with T-shirt printers—which have a heat-generating component in the “shaker” section—I believe there 

are still potential issues. For instance, if you use a cheap, non-compliant product made in China and a fire 

breaks out or some other accident occurs, you might not be able to get insurance coverage, or the insurance 

might not pay out in full, leaving you liable as the user. 

Of course, if we want to make such products at a low cost, we can make them at a low cost by using such 

parts, but we think this is still a problem. I think it is important to continue our sales activities while explaining 

that our products are safe. That is all. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: Do you have any problem in procuring raw materials for ink? 

Ikeda [A]: Thank you for your question. We have no problem procuring the monthly supply of raw materials 

for our ink. In addition to that, since the end of the last fiscal year, we have had a slight buildup of the inventory 

that the executive director just described, but even before this Strait of Hormuz problem occurred, we were 

trying to make sure that we could produce the same products both in Japan and in China. 

We have been making efforts to hold inventories of key parts and other items that cannot be replaced for a 

certain period of time so that we will not be unable to carry out our production activities in the event of any 

friction between Japan and China. We have sufficient inventories of key parts and raw materials for ink, which 

are also included in the key parts category, and we currently have no problems in procuring these items. That 

is all. 
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Moderator [M]: Thank you very much. Now I would like to take questions from the audience once again. Does 

anyone have any questions? 

Participant [Q] : Thank you. I would like to confirm one point at the short term. 

Assumption of exchange rate. I think that the exchange rate assumptions for the current fiscal year are 

estimated in the direction of a much stronger yen than the current exchange rate, but I would like to confirm 

whether this is the result of a slightly conservative view, or whether some financial scheme is used to ensure 

that the exchange rate here is highly accurate. I would appreciate it if you could let me know. Thank you very 

much. 

Ikeda [A]: Thank you for your question. Basically, we try to be as conservative as possible in our exchange 

rates each year. The reason for this is that, of course, there are those who think that it is fine if the exchange 

rate changes, but we also have rural shareholders and individual shareholders in Nagano, and we want to 

avoid the situation where we have to stop development because the exchange rate changes and our 

performance changes. We are looking at the exchange rate safely and conservatively to some extent, and if 

the exchange rate does not reach that level, we would like to continue on-going development activities as 

long as the exchange rate does not reach that level. 

Participant [M]: I understand. Thank you very much. 

Moderator [M]: Thank you very much. Does anyone have any questions? Is that all? Since it appears that the 

questions have run their course, we will now conclude the question-and-answer period. 

Lastly, President Ikeda has a few words to say. President Ikeda, please. 

Ikeda [M] : Thank you very much for taking time out of your busy schedule today to listen to us. We had a 

difficult time in the previous fiscal year, but we are determined to turn things around this fiscal year and make 

a solid effort toward MI30, which we have set as our mid- to long-term goal. Thank you for listening today. 

Moderator [M]: Thank you very much. With that, we will conclude today's briefing. Thank you for taking time 

out of your busy schedule to attend today's briefing. 

[END] 

______________ 
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