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Presentation 

 

Moderator: Thank you very much for taking the time out of your busy schedule today to listen to the live 
webcast of the Q2 Financial Results Briefing for the fiscal year ending March 31, 2026, of Joshin Denki Co., 
LTD. Tetsuya Takahashi, Representative Director, President, and CEO, will first provide an explanation, which 
will be followed by a Q&A session.  

If you have any questions, please enter them in the chat as appropriate. You may also write questions in the 
chat during the explanation.  

Now, Mr. Takahashi will start the explanation. Please, President Takahashi.  

Takahashi: Hello, everyone. I am Tetsuya Takahashi, Representative Director, President, and CEO of Joshin 
Denki. Thank you very much for taking the time out of your busy schedule today to participate in the 
presentation of the financial results for Q2 of FY2025 and the new medium-term management plan, JT-2028 
Management Plan. 

Today, I will present in this order. After the presentation, there will be time for questions and answers. The 
officer in charge or I will reply to your questions. 

 

Now, please see page three. Here is a list of the consolidated financial results for H1 of FY2025 from April to 
September. 

Net sales exceeded the initial forecast and increased from the previous fiscal year. Both sales at stores and 
sales in the EC business increased YoY. 
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Profits exceeded the initial forecasts. Operating income and ordinary income increased from the previous 
year. Net income decreased from the previous year. This was due to a gain on sales of investment securities 
of approximately JPY1,800 million recorded in the previous period. 

 

See page four. The graph shows the factors behind the change in operating income. 

Gross profit increased approximately JPY1.7 billion from the previous year. This was due to an increase in 
home appliance sales. 

Personnel expenses increased JPY0.3 billion from the previous year. This was due to increased expenditures 
for salaries and benefits as a result of continued investment in human capital. 
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See page five. Here is a list of the consolidated financial results for Q2 of FY2025. 

From July to September, sales and income increased from the previous year, except for quarterly net income. 
In terms of sales, both sales at stores and in the EC business increased.  

 

See page six. Here are the H1 results for sales at stores and sales in the EC business. 

Thanks in part to the Hanshin Tigers league championship victory sale held in September, consolidated net 
sales reached the JPY200 billion level for the first time since FY2021. 
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Sales at stores were the third highest ever for H1 of a fiscal year. Sales per store were also high, second only 
to FY2020, when sales per store reached a record high. 

With regard to sales in the EC business, we secured the second highest sales in the H1 of a fiscal year ever, 
thanks to continued efforts to expand sales at our stores in addition to our own website from H2 of FY2024. 

 

See page seven. Here is a list of sales by major product type. 

Looking at H1 of FY2025, all products except refrigerators outperformed the previous year. 
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See page eight. The following is a breakdown of the H1 results in terms of consolidated sales by product type. 

In the mainstay home appliances, sales increased slightly from the previous fiscal year, but have been on a 
declining trend since FY2020, when sales reached a record high. 

Mobile phone sales, which are positioned as a growth business, are steadily expanding.  
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See page nine. Here are the results of key items in the balance sheet and statement of cash flows. 

Assets on the balance sheet decreased by a total of approximately JPY1,800 million due to the reduction of 
current assets. 

In terms of liabilities and net assets, total liabilities decreased by approximately JPY1,300 million, mainly due 
to repayment of short-term borrowings. 

Net assets remained mostly unchanged. Cash flows in each category in the statement of cash flows are as 
shown. 
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See page 10. From here, I will explain our forecast for the full FY2025.  

Based on the H1 results, the full-year forecast remains unchanged. 

 

See page 11. Next is the revised forecast for H2 of FY2025. 

Although the forecast for H2 of the fiscal year has been revised downward from the initial forecast, as the full-
year forecast has been left unchanged, we will aim to secure results that exceed the initial forecast. 
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Please see pages 12 through 14 later. 

I would now like to explain our new three-year medium-term management plan, JT-2028 Management Plan, 
which will start in FY2026.  
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First of all, I, Tetsuya Takahashi, who took the position of Representative Director, President, and CEO 
following the General Meeting of Shareholders held in June of this year, have expressed my thoughts on the 
JT-2028 Management Plan as my message from the CEO. See page 17. 

In our new medium-term management plan, JT-2028 Management Plan, we will strengthen and deepen 
intangible assets, such as our human capital, organization, and customers, as a source of future value creation. 
Thus, we will enhance corporate value through sustainable growth toward our 100th anniversary. 

If we apply Shu Ha Ri to our journey for future growth, Shu is our founding spirit and our origin in the home 
appliance business. Ha is our evolution into a new home appliance business format. Ri is taking on challenges 
in new domains based on the home appliance business. 

Under the JT-2028 Management Plan, we will realize growth from the Shu stage to the Ha stage and connect 
this growth to the future Ri stage. 

Specifically speaking, our target image in the Ha stage is the so-called local electronics store that is also a mass 
retailer. While offering an abundance of product lineups and leveraging our scale advantage as a mass retailer, 
we will provide customer-focused services and utilize agility as a local electronics store. By integrating all these 
strengths, we will deliver new value to our customers. 

We will also review the balance between tangible and intangible assets to achieve more efficient and 
streamlined operations, supporting our sustainable growth. 

Additionally, we will change our trade name to Joshin Corporation from April 2026. We encapsulated our 
belief that change is the origin of all evolution in the decision to change our trade name. 

The change demonstrates our commitment to creating innovation in society by leveraging changes in the 
management environment as opportunities for growth and utilizing these changes as the driving force behind 
creating new value. 
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See page 18. Here is an image of a local electronics store targeted by our group. 

 

Continuing on, FY2025 is the final year of the JT-2025 Management Plan. The rest of this will be explained in 
terms of the current medium-term plan. See page 20. 

The targets in the current medium-term management plan are all expected to fall short, except the dividend 
payout ratio. In particular, the significant underachievement in operating income was due to the failure to 
generate gross profit that exceeded the increase in selling, general, and administrative expenses. 
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See page 21. This is a reverse logic tree of the factors that caused operating income in the current medium-
term plan to fall short of the plan.  

The main reason for the failure to generate gross profit was a slump in sales of home appliances due to a 
decline in the number of customers purchasing these products. Sluggish sales of high-margin home appliances 
led to an increase in the ratio of sales of non-home appliance products, which are inferior in terms of profit 
margins, resulting in a decline in gross profit margins. 

On the other hand, various costs, including personnel expenses, are expected to continue to rise. We believe 
that overcoming the challenges derived from an analysis of these factors will lead to the success of the next 
medium-term management plan. 
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I will summarize our recognition of the management environment surrounding our group. 

See page 23. We have organized the environments surrounding our group into global, Japan, and business 
categories. 

The environment surrounding our company is changing daily at a dizzying pace, making the future 
unpredictable, unstable, and uncertain. 

We recognize that our group, which operates only in Japan, must minimize the impact of various risks on our 
business and turn them into opportunities in the next medium-term management plan, as they affect the 
production trends of our suppliers and the consumption trends of our customers. 
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Here is the new medium-term management plan, JT-2028 Management Plan. The rest of this will be explained 
in terms of the new medium-term plan. 

See page 25. In formulating the new medium-term management plan, we first reviewed our management 
philosophy structure. 

In 2021, we revised our management philosophy structure for the first time in 57 years, and in light of the 
trade name change in 2026, we have updated it to coincide with the announcement of the new medium-term 
plan. 

In the previous management philosophy structure, the management philosophy and the management vision, 
which corresponded to the mission, were clearly stated. This time, we have newly defined the fan base, an 
important value to us, as our own value. 

The fan-based philosophy that the practice of service with care, based on the Company motto "Love," has 
nurtured for more than 75 years has been redefined as a universal value that serves as the core of all our 
business activities for all stakeholders. 

In addition, the previously existing Declaration on Actions and Code of Conduct are now established as the 
credo, a set of action guidelines for all employees to embody the Company's management philosophy. 
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See page 26. I would like to explain the positioning of the new medium-term plan in the medium- to long-
term growth scenario. 

In 2023, we announced a medium- to long-term growth scenario for 2048, our 100th anniversary, during our 
75th anniversary. 

The first step in the current medium-term plan is to strengthen profitability. We have set out to work on 
strengthening our so-called earning power, and on top of that, we have aimed to transition to a muscular and 
sustainable management structure that can sustainably ensure a high level of investment efficiency. However, 
we expect to land on our feet short of our goal. 

In the new medium-term plan, as the new Joshin Group, we must build a business foundation that will enable 
us to achieve sustainable growth and increase corporate value. 

In the new medium-term management plan, we will reaffirm our commitment to strengthening profitability 
by setting only two goals: operating income of JPY10 billion or more and ROE of 7% or more. 
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See page 27. I would like to explain what we are aiming for in the new medium-term management plan. 

In the new medium-term plan, we aim to transform into a lifestyle support company. For our group, which is 
developing a unique dominant strategy, we must expand our business domain and provide diverse services in 
a wide range of areas in addition to product sales in order to meet the needs and concerns of our customers 
in accordance with their diversifying lifestyles. 

To achieve this goal, the Company will work to structure its business in five existing categories, including home 
appliances, while simultaneously taking on the challenge of entering new domains. 

We will take on the challenge of creating new value through the fusion of a mass retailer and a local electronics 
store, while cherishing the trust and community-based spirit that we have cultivated over the years. 

With diverse touchpoints such as real stores, e-commerce, and service infrastructure, we are deeply involved 
in the lifestyles of local communities and resolve issues that are specific to the life stages of each individual 
customer. Through the establishment of such a community-based Joshin economic zone, we aim for a 
transformation to a lifestyle support company. 
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See page 28. I will explain the dominant strategy in the new medium-term management plan. 

The Group has opened real stores in the Kansai, Tokai, Kanto, and Hoku-Shinetsu areas. Deeply rooted in the 
Kansai region and other areas, we have been developing stores that are closely linked to customers living in 
the region. 

Our mission is to scoop up local problems and requests and respond to them thoroughly in order to meet the 
different lifestyles and living needs of each town. 

In the future, we aim to become a reliable presence for all generations, from children to the elderly, as an 
infrastructure for daily life, combining not only real stores but also e-commerce, apps, and other points of 
contact. 

In EC, we provide nationwide support by taking advantage of our two logistics bases in the east and west. 
During the new medium-term management plan period, we will raise the sales ratio on our own website to 
50% of total EC sales and increase the ratio of home appliance sales, including large home appliances that 
involve recycling, to strengthen the profitability of EC as a whole. 
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See page 29. I will now explain the three focus strategies that we will address on a company-wide basis in the 
new medium-term business plan. 

Strengthening the profitability of the real store business will be our top priority in the new medium-term 
business plan, and we will work on it with a sense of speed. 

As of September 30, 2025, we operate 210 directly managed Joshin brand stores, but the gap between stores, 
in terms of profitability, is widening. For our group, which competes on the basis of quality rather than the 
number of stores, correcting the disparity in existing stores is an urgent issue. 

Therefore, we will promote the creation of a variety of sales floors that meet the needs of customers, based 
on marketing by type of real store and the environment surrounding the locations where we open new stores. 

We will strongly promote the restructuring of store value with a view to collaborating with different industries, 
placing the highest priority on examining what the best measures are to strengthen profit generation 
capabilities in accordance with individual store circumstances. 

In the new medium-term plan, we will aim to expand the number of stores capable of generating profits, 
rather than expanding the number of stores themselves. 
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See page 30. I will explain our full-scale entry into the PB product business. 

To date, the Group has developed original models in some home appliance products, mainly PCs. The 
percentage of sales accounts for about 3% of overall consolidated sales. 

In the new medium-term plan, we will speedily promote full-scale entry in the PB product business. As the 
home appliance market matures, we believe that we can realize highly original, value-proposing PB 
development by leveraging the customer contact points and sales data we have cultivated to date in light of 
diversifying customer needs. 

In order to materialize the electronics retailer version of a local electronics store and to strengthen profit-
generating capabilities, the expansion of the PB product business is an indispensable and important element. 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
21 

 

 

See page 31. This section describes the rebuilding of the marketing function. 

As we indicated in our review of the current medium-term plan, we recognize that the decline in the number 
of customers purchasing the Group's products and services was the primary reason for the failure to achieve 
the operating income plan. 

For our group, which is developing a unique dominant strategy, it is essential to increase the number of 
customers, of course, but also to increase their frequency of use and build long-term relationships with them 
in order to achieve sustainable growth. 

By steadily implementing the individual focus strategies listed here, we will create customers' lifetime value. 
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See page 32. We will now explain the capital policy in the new medium-term management plan. 

The Group has traditionally engaged in balance sheet management in order to achieve awareness of capital 
cost and stock price. 

In light of the revised lease accounting standards that are scheduled to be introduced in 2027, we aim to 
maintain an optimal balance by steadily implementing the actions listed here. 

On top of that, we will promote the cash conversion cycle, which contributes to improving the ability to 
generate free cash flow, and the improvement of the ratio of gross margin to inventory. We recognize that 
the most important factor in achieving this is the proper management of inventory. 
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See page 33. This is about cash allocation. 

The breakdown of cash inflow during the new medium-term plan period is as shown. If we are able to post an 
operating income of JPY10 billion in FY2028, the final fiscal year of the new medium-term plan, we assume 
that we will be able to secure cumulative operating cash flow for the three-year period. 

The main breakdown of growth investments is as shown. Investments related to stores focus on improving 
existing stores based on scrap-and-build, which contributes to rebuilding store value. 

For investments related to the expansion of business domains, we believe that alliances with outside 
companies and M&A are also promising avenues. Investments in human resources and systems, including 
leases, are essential for the sustainable growth of the Company and will be steadily pursued. 
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See page 34. This is the shareholder return policy. 

In addition to the existing dividend payout ratio, we have introduced DOE, the so-called dividend on equity 
ratio, as a new indicator. 

The Company regards the enhancement of shareholder returns as one of its highest management priorities. 
In addition to shareholder return, which represents the ratio of dividends to corporate profits, the 
introduction of DOE, a return indicator based on equity capital, demonstrates the Company's commitment to 
stable and sustainable dividends. 

At the same time, we will not be content with the current dividend level but aim to raise the dividend itself 
through future profit growth by strengthening our earning power. 
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See page 35. This is our policy to reduce cross-shareholdings. 

In implementing balance sheet management, an important approach from a financial perspective is to 
improve capital efficiency. We have been carefully examining the significance of our cross-shareholdings and 
reducing them through discussions with the counterparties. 

We have decided to make this announcement because we have determined that the environment is now in 
place to formulate and implement a plan to reduce our cross-shareholdings in line with the new medium-
term management plan. 

The recent price movements of listed stocks have resulted in a certain amount of unrealized gains on our 
holdings, and the profits from the disposal of these stocks also contribute to the improvement of ROE. 
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See page 36. Finally, I will explain our efforts to improve PBR. 

In order to raise PBR, which is currently at the 0.6x level, we recognize the importance of efforts to improve 
profitability, efficiently manage assets, strengthen shareholder returns, and review our business portfolio to 
enhance market valuation. 

In order to raise both PER and ROE, which make up PBR, it is clear that strengthening sustainable profitability, 
especially through improved capital efficiency, is the Group's top priority in the new medium-term plan. 

We aim to improve PBR and increase corporate value by strengthening profitability through the restructuring 
of the business foundation and the steady execution of optimal capital policies. 


