
I am Nishimura, CEO of Daiwabo Holdings. I would like to explain about the financial 
results for the fiscal year ended March 2021 and the new medium-term 
management plan.
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This is the flow of explanation today.
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First of all, I would like to apologize for causing you concerns about the inappropriate 
transaction at our subsidiary that we announced about in September last year. We 
are making group-wide efforts to prevent recurrence. We have 3 important initiatives 
of “Awareness of compliance / reform of corporate culture”, “enhancement of 
internal control” and “rebuilding of the group governance structure” and are making 
progress.
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Daiwabo Holdings is a group of companies with 3 businesses. Sales of Daiwabo 
Information System, a trading company specialized in IT related devices accounts for 
more than 90%. Therefore, please recognize us as specialized IT trading company, 
Daiwabo Holdings.  
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We reviewed our group management structure significantly in April 2020. By making 
the responsibilities and authorities of each company clear, the 3 companies of 
Daiwabo Information System, Daiwabo Co and O-M are able to facilitate making 
prompt strategic decisions with strong business execution as the core of each of the 
businesses. Daiwabo Holdings will strengthen its supervisory function, for example 
by formulating group strategies from a broader perspective. 
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Now, I would like to explain about the internal audit structure of the group. 
Assuming it will be approved at the regular general meeting of shareholders to be 
held in June, the governance structure will be enhanced with 2 more outside 
directors. We will realize a mechanism where a misconduct will never occur again 
with enhanced internal audit structure.
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Now, I would like to report about the financial results of the fiscal year ended March 
2021. 
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The business environment changed very much because of COVID-19 this fiscal year. 
Against such a backdrop, we were able to rightly capture demand in IT infrastructure 
distribution business, enabling us to achieve record high sales of 1 trillion yen for the 
first time since our founding.
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This slide shows the changes in net sales. Net sales for this fiscal year achieved 1 
trillion 43.5 billion yen, year on year increase of 10.5%. We were able to maintain 
high growth rate of 15.9% for 3 year average as well. We renewed our record high 
sales for 4 consecutive years. 

8



This is a slide on operating profit. It increased substantially in the 2harf, and as a 
result, operating profit for the full year increased to 35 billion yen, 6.7% increase 
year on year. 35 billion yen is a record high and this is the 5th consecutive year that 
we renewed our record highs. 3 year average growth rate was 34.8%, operating 
profit ratio was 3.4% and we grew very much in terms of profitability as well. 
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Both actual consolidated sales and operating profits exceeded last year. ROE was 
22.2%, maintaining a high level continuing from last fiscal year. 
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This slide shows the consolidated financial summary and the cash flow. 
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This is a slide that shows the results by segment. 
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Segment composition ratio is as shown. The ratio of IT infrastructure distribution 
business for net sales and operating profits increased year on year.
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Please take a look at the actual results for this fiscal year and the 3 year trend by 
business. 
I would like to start with IT infrastructure distribution business. In the corporate 
market, despite concerns about a decline in demand due to downward reaction to 
high replacement demand of Windows 7 in the previous fiscal year and a decrease in 
IT related spending triggered by COVID-19, as a result of promoting a combination of 
face to face and online sales activities focusing on local communities, we were able 
to capture IT needs driven by new normal ways of working and saw increased orders 
in subscription type services and teleworking related products. Sales also expanded 
nationwide in education market improving its ICT environment. 
In retail market, we secured and promoted E-commerce related products, leading to 
expansion of sales of PC, LCD monitors and peripheral devices. As for one of our 
most important indicators, PC shipment volume, we were able to ship 5.13 million 
units, 28.6% increase year on year.
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This is a slide on our market share in number of PCs shipped in Japan and our sales 
trend by category. Our total PC share grew significantly to 29.7%. We were able to 
achieve a very high share of 38.1% especially in the corporate market. This is 
because there was shortage of supply with increased note PC demand and we were 
able to exert our strength, namely the capability to procure, as a multi-vendor. 
Looking back at the past 3 years, it is for sure that PC sales drove our strong results, 
but other categories like software, peripheral devices, service & support, etc. also 
grew steadily.
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This is a slide on changes in sales of subscription business at Daiwabo Information 
System. Net sales achieved 68 billion yen in fiscal year ended March 2021, an 
increase of 45% year on year. Sales through iKAZUCHI also increased to 11. 1 billion 
yen, 46.9% year on year increase. We were able to grow the number of vendors and 
the service menu, etc. significantly. 
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Next, is about the Fiber Business. We saw a significant increase in sales of 
disinfection related products and rayon for non-woven cloth in Synthetic Fibers and 
Rayon Divisions. 
In Industrial Material Division, orders for heavy fabric products such as tents and 
canvas stagnated due to cancellation of various events and decrease in construction 
work. 
In Clothing Products Division, sales of antiviral related functional products were 
strong but casual clothing sales continued to face challenges because people 
refrained from going outside. In addition, segment profit decreased significantly 
because of the impact of the inappropriate transaction. We will make sure to recover 
trust as soon as possible and rebuild a stable business structure. 
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In Industrial Machinery Business, both Machine Tools Division and Automatic 
Machinery Division were hard hit by the novel COVID-19 pandemic. Companies were 
cautious in making capital investments and with restraints on sales activities, orders 
were sluggish. 
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For your reference, we have the impact of COVID-19 on each business. We will 
leverage our strength as an independent multi-vendor, especially in IT Infrastructure 
Distribution Business, to deal with the foreseeable risks flexibly.
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Here, I would like to touch on the Balance Sheet. With the expansion of transaction 
volume at DIS, both notes and accounts receivable and notes payable and accounts 
payable increased significantly. We are also steadily paying back our borrowings to 
strengthen our financial base. 
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I would also like to touch on our P&L. Net profit increased by 21.4% year on year to 
25.7 billion yen. Out of the extraordinary profit of 1.4 billion yen, we posted 600 
million yen of compensation received. This is a compensation from the Chinese 
government requesting us to relocate our Fiber Business Plant in Suzhou as they will 
be redeveloping that land. That is all for the financial results. 
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From here on, I would like to explain about our full year business outlook. 
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In IT Infrastructure Distribution Business last fiscal year, demand for terminals surged 
thanks to penetration of teleworking and GIGA School concept in education market. 
Especially in education market, other than 1 terminal for each student at elementary 
and junior high schools throughout Japan, establishing ICT environment including 
network and software progressed rapidly, and this contributed to sales of more than 
200 billion yen. On the other hand, we expect to see a downward demand reflecting 
the strong terminal demand until last fiscal year. 
Also, as Accounting Standards for Revenue Recognition will be applied, posting of 
some of the transactions will change and that is incorporated in our forecast. 
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This slide describes the Accounting Standards for Revenue Recognition which will be 
applied starting April. Mainly in IT Infrastructure Distribution Business, some of the 
transactions will be recognized as agent transaction in accounting, therefore posting 
of net sales will be changed from the total amount to net amount.  
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Now, I would like to talk about shareholder returns. The dividend for this fiscal year 
will be 300 yen per share, an increase of 140 yen year on year. As of April 1st, we 
performed a 5 for 1 stock split, and if we take this split into consideration, then the 
dividend will be 60 yen per share. 
In order to enrich the opportunities for return on profits, we are planning to 
distribute interim dividends starting in the fiscal year ending March 2022. Our 
forecast is 30 yen interim dividend and 30 yen year-end dividend, a total of 60 yen 
dividends in a year. 
We also disclose our share buybacks at the same time as our financial results briefing. 
We will enrich shareholder returns appropriately along with stable dividend 
payments.
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Next, I would like to explain about our newly formulated medium-term management 
plan.
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First, I would like to review the last medium-term management plan. We achieved 
record high sales and operating profits capturing a surge in demand amidst the sea 
change in the business environment. We are steadily expanding our business with 
CAGR of 8.8% for net sales and 19.5% for operating profits since the fiscal year 
ended March 2012. Business indicators like ROE, ROA, capital adequacy ratio also 
improved significantly. 

27



At the same time, challenges for our group have also become clear. In IT 
Infrastructure Distribution Business, achieving sustainable growth is a case in point. 
We were able to grow our sales very much because of the demand for Windows 
replacement, teleworking and GIGA School Concept, all brought forward. It is hard 
for us to avoid the backlash coming from these front-loaded demand. We need to 
think about how to formulate the new growth story reflecting the expected IT 
market expansion over the mid-to-long term with the tailwind of DX promotion 
including replacement demand. 
As for Fiber Business and Industrial Machinery Business, because the businesses are 
in a challenging environment now, we need to review our management system and 
enhance our profitability. We need to live up to the expectations of all stakeholders 
by formulating and implementing corporate strategies that will lead to further 
enhancement of our corporate value. Against such a backdrop, we positioned this 
medium-term management plan period as “the transition phase for the developed of 
our future”. 
We will take on the challenges to transform the business model, and contribute to 
solving social issues through our business from the perspective of ESG. We will also 
make efforts to maximize personnel value since it is the people who will be creating 
the future.
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We have the group basic policies described here.
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1st is the “creation of the growth driver for the next generation.” Our group was able 
to make a big leap in the past decade, and now we need to have a growth driver that 
will support the coming decade. To transform from the conventional type of business, 
we will be selecting and concentrating our business areas and explore untapped 
areas. We will also continue to develop original products and services at the same 
time as starting to consider new M&A strategies.
Also, we will capture new trends represented by digital shift and DX as opportunities, 
and grow our business. Some of such examples are 5G, AI and online usage. We will 
try to incorporate them as a part of our business and at the same time, be proactive 
in utilizing them.
In our core business of IT Infrastructure Distribution Business, on top of the 
conventional on premise business, we will expand the subscription business further 
to establish our presence as a cloud distributor. We will make efforts to expand our 
business in growth areas such as local government systems shifting to cloud with 
acceleration expected by the establishment of Digital Agency.

30



The 2nd is “contribution to creating a new society as a leading company.” The 3 
group companies operate B to B businesses, and all of them will make efforts to 
create markets utilizing partnerships. Through enhancements of services and 
solutions, we will reinforce trust relationship. Services and solutions are common 
themes throughout all our businesses, so we will make efforts to offer the best 
customer experience by enriching the menus and implementing sales support 
functions. And we will aim to expand our businesses through contribution to 
solutions to social issues. From the perspective of SDGs, we will take initiatives to 
accelerate ICT usage in education market, improve healthcare environment, improve 
productivity at all kinds of sites, disaster prevention and disaster mitigation, and 
product developed kind to the environment.
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The 3rd is the “transformation of management foundation.” In order to improve 
capital efficiency through appropriate allocation of cash flow, we will make 
investments for growth, enrich shareholder returns and reinforce soundness of the 
financial base. Also for organizational cultural reform to support talent developed, 
we will make strategic investments in proactively hiring and educating, training 
personnel at the same time as hiring personnel coordinating amongst the group and 
provide a fulfilling work environment. 
Also, to enhance effectiveness of corporate governance, we will continue to make 
sure that compliance will be followed and reinforce internal control of the 
operational processes.  
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This is a slide on 3 year profit indicators. For the last fiscal year ending March 2024, 
we are planning net sales of 875 billion yen, operating profit of 31.4 billion yen and 
operating profit ratio of 3.6%. In addition to the decrease after high concentration of 
demand for terminals, there is an impact from the change in accounting standards 
related to revenue recognition and as a result, our net sales will fall temporarily but 
we will lead to new growth by growing sales of the foundation part excluding these 
factors. 

33



There will be two 3 year group business indicators. One is ROE of 14% or more, and 
the other is ROIC to maintain 11-12% level for the 3 years. We will realize sustainable 
improvement of corporate value by managing our business focusing on capital 
efficiency. 
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I believe the process to achieve target ROIC is the most important. This is a ROIC tree. 
We will set KPIs for each operating companies and monitor improvements based on 
the concrete action plans. By having each business keeping hurdle rates in mind, we 
will be able to create corporate value as a group.
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Next is cash allocation policy based on the financial strategy. With the stable 
dividend policy of 60 yen per share including interim dividends, we will review 
increase in dividends depending on the cash status. For the growth investments in 
existing areas, we will make capital investments, investments in marketing, R&D, and 
proactive hiring. For growth investments in new areas, we will start to consider 
business alliances and M&As to develop new business pillars centering around DX 
where we expect to see market growth. If there are excess cash after these 
initiatives, we will consider share buyback flexibly, looking at the market 
environment.
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Now, I would like to explain about the strategy for each business. Let me start with IT 
Infrastructure Distribution Business. Acquiring market share of IT device distribution 
is the foundation of our existing business and we will continue to focus on this. In 
utilizing IT, devices such as PCs are essential and by making sure that we secure the 
core part of the business, we will be able to enhance our advantage in IT related 
businesses. 
And in order to create a new market, we will establish our branding as cloud 
distributor by implementing advanced support functions. By providing not only IT 
devices but also cloud services comprehensively in the world shifting to cloud, we 
will be assuming the role to support our partners’ IT business overall. We will also 
continue to improve our productivity. Through improvements in sales efficiency and 
enhancements of the platform, we will realize productivity improvements not only 
for ourselves but also for our sales partners. 
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From here on, I would like to explain the important points. Let me start with the 
education business initiatives. Leveraging the long experience of DIS in education ICT, 
we are exerting our advantages in education business. We deliver to educational 
institutions through our dealers in each area. DIS is providing one-stop added value 
through its strength of procurement capabilities not biased towards any specific 
manufacturers or OS, and also of its inventory, as well as being able to make 
combined proposals including peripheral devices, software, and kitting. 
DIS has a track record of generating more than 200 billion yen of sales related to 
GIGA School concept and the number of local governments served were roughly 
1,400, which drove the growth for the fiscal year ended March 2021 significantly. We 
do not believe this is a one-off contribution but is a major opportunity to continue to 
contribute broadly to education ICT that is expected to grow over the long-term. 
There are increasing trends of 1 terminal per student in high schools and demand for 
digital text books and remote classes are increasing. We will serve the expanding 
market including continuing demand related to terminals delivered in the previous 
fiscal year. 
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Next, I would like to talk about the changes in IT infrastructure. The importance of IT 
infrastructure is increasing with technological innovations such as 5G and AI, and 
digitization is promoted everywhere in addition to COVID related demands. With the 
diversification and sophistication of user needs, the key is to be able to make optimal 
proposal that fit the customer needs. Conventionally, our business was mainly on 
premise, to prepare IT infrastructure, but with shortage of IT resources and IT 
systems becoming obsolete, we will see an increase in shift to cloud environment. 
Cloud has an advantage in that the total cost can be reduced or that there is less 
burden to operate, but for management of highly confidential data, on premise 
would be more appropriate. Thus, hybrid cloud combining both environments and 
the benefits of the 2, are attracting attention now. DIS will leverage its strength as a 
multi-vendor, providing infrastructure that has simple configuration such as HCI 
products and at the same time, can propose the optimal combination from multiple 
cloud platforms. Hybrid proposals can be promoted combining the benefits of the 2 
by having various options both on premise and on cloud. 
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In order to respond to diversified and complicated IT needs as represented by cloud 
business, technology and proposal capabilities need to be refined more. To that end, 
2 subsidiaries were merged in April. And DIS Service & Solution was established. DIS 
Group will enhance its technology and take on the challenge of new market by 
integrating its intelligence / technology / know-how accumulated in the 3 areas of 
technical, solution and services.  
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This is about iKAZUCHI. iKAZUCHI is a free of charge subscription management portal 
site that DIS offers to its sales partners. We currently have 65 vendors and 142 
services offered and various cloud services can be handled on a common platform. 
By reducing man hours needed for contract management and invoicing, we are 
providing strong support to subscription business of our sales partners. The 
transaction value increased by more than 10 billion yen in the past 3 years till last 
fiscal year and we aim for 2.5 times growth in the coming 3 years.
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In order for DIS group to grow, full-fledged low cost operation is inevitable. What will 
drive this is the productivity improvement through enhanced internal systems. For 
the core system of DIS-NET, we had a major revamp to supplement sales strategies 
and we will continue to make further improvements. 
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Next is the Fiber Business strategy. We will transform into a company that is fulfilling 
to work at from the perspective of ESG. We will have strict measures to prevent 
recurrence of misconduct and enhance governance. For the Environment part of the 
ESG, we will reduce Co2 emission and roll out products that are environmentally 
friendly. For the Social part of ESG, we will take initiatives to improve work 
environment and offer educational trainings. 
Next is about Fiber Strategy. By reinforcing R&D structure as a fiber manufacturer, we 
will focus on development of our unique functional materials and sustainable 
materials. And we will also review our business activities focusing on invested capital 
efficiency as a key indicator. Not only should we lead R&D activities to expansion of 
sales, but we will also take initiatives proactively to consolidate production bases, 
reduce inventory turnover months as well as perform business reorganization. 
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Next is the business strategy of the Industrial Machinery Business. In Machine Tools, 
we aim to capture demand for energy sector whose market will convert to carbon-
neutral, small electric power facilities related to 5G and offshore wind power 
generation.
In Automatic Machinery, we will focus on quality improvements and cost reduction, 
and foray into new markets and develop new products. For Industrial Machinery 
overall, we will further move ahead with building of the service structure. We plan to 
increase our service revenue and achieve profit improvements along with customer 
satisfaction through promotion of proposal sales that fit customer needs and 
enhancement of employee education. 
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As for investment plans, capital investments and investment and loans for the 3 
years in aggregate is planned to be 12.3 billion yen, and R&D to be 2.8 billion yen.
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Now, I would like to explain about our ESG initiatives. By utilizing creativity / 
technology / network of each businesses, we will contribute broadly to solving social 
issues. Our ESG initiatives should not be considered as risks but rather as 
opportunities. We will set important themes for each one of our initiatives and 
create an internal culture and be cost conscious as we connect them to business 
from the perspective of both defense and offence. 
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At our company, we set up ESG promotion committee in 2020 and are deliberating 
various challenges collaborating within the group. We will continue to share the 
activities across the group and enhance our awareness about ESG. 

47



And last of all, I would like to share the growth image over the mid-to-long term. The 
3 years spanning the medium-term management plan is positioned as “the transition 
phase for the development of our future” leading to the next leap preparing the 
structure to generate the next growth driver. We will continue to make group-wide 
efforts to aim to become a company long-trusted by our stakeholders. And I ask for 
your continuous support. Thank you very much for your attention. 
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