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Presentation 

 

Moderator: Thank you for your patience. We will now begin the financial announcement of Japan Elevator 
Service Holdings Co., Ltd. for the fiscal year ending March 31, 2024. 

Thank you very much for taking time out of your busy schedule to join us today. 

First, I would like to introduce today’s attendees. From left to right, Mr. Katsushi Ishida, Representative 
Director CEO, and Mr. Kimihiko Imamura, Director, Deputy President and Executive Officer, CFO. 

Next, I would like to inform you about the materials. We have prepared the materials for you today. The 
first item is the financial results briefing for the fiscal year ending March 31, 2024, the second item is the 
brief note of the financial results, the third item is the supplementary materials, and the fourth item is the 
questionnaire. 

As for the flow of today's proceedings, Mr. Ishida, Representative Director, will first explain the progress of 
our business for the fiscal year ending March 31, 2024 and initiatives for the fiscal year ending March 31, 
2025 from the management strategy aspect. Next, Mr. Imamura, Deputy President, will provide an overview 
of the financial results for the fiscal year ending March 31, 2024 as well as the earnings forecast for the fiscal 
year ending March 31, 2025, followed by Q&A session. The entire event will last approximately one hour 
and is scheduled to end around 4:30 PM. 

Now, Representative Director Ishida, please. 
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Ishida: I am Katsushi Ishida, Representative Director, CEO of Japan Elevator Service. Thank you very much 
for taking the time today to participate in the Japan Elevator Service financial results briefing for the fiscal 
year ended March 31, 2024. 

I will now review the financial results for the fiscal year ended March 31, 2024, and explain the key points of 
our management strategy for the fiscal year ending March 31, 2025. 

Now, please take a look at page three. I would like to provide an overview of our full-year results for the 
fiscal year ended March 31, 2024. 

Net sales increased 21% from the previous year to JPY42.2 billion, operating profit increased 36% to JPY6.8 
billion, and net income increased 43% to JPY4.5 billion, marking a significant increase in both sales and 
income and a new record high. In the previous fiscal year, we revised our forecasts upward in August, and 
our financial results were strong, exceeding even those revised forecasts. After my presentation, CFO 
Imamura will explain the details of the financial results. 
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Please refer to page four. I would like to explain about shareholder return. 

Our policy for returning profits to shareholders is to maintain a dividend payout ratio of 40% or more in 
principle and to continue to increase dividends as profits grow, which we have done since our listing on the 
stock exchange. As explained earlier, we achieved growth that exceeded our expectations in the previous 
fiscal year. As a result, we have decided to raise the dividend to JPY25 per share, up JPY8 from the previous 
year's forecast of JPY23 per share, an increase of JPY6 from the previous year announced in November last 
year. If the resolution is approved, the dividend payout ratio is expected to be 49%. 
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Please refer to page five. 

For the 30th fiscal year, we achieved a net increase of 10,000 units for the first time in organic terms. 
Including M&A, we were able to achieve a net increase of 11,600 units. As a result, the number of elevator 
maintenance contracts in Japan reached 100,230 units, becoming the first independent maintenance 
company to surpass 100,000 units. 

The 50,000-unit mark was reached in April 2019, so we were able to double the number of units in five years. 
We estimate that this has increased our share of the domestic elevator maintenance market by 1 
percentage point, reaching 9%. 
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Please refer to page six. I will explain our efforts to strengthen our organizational structure to increase the 
number of maintenance contracts. 

The number of offices reached 141 as of May 2024, and in the previous fiscal year, sales offices were newly 
established in Kagoshima, Fukushima, and Niigata prefectures, areas where the Company has newly entered 
the market. Almost all areas of Honshu are now covered. We have also expanded into Okinawa through 
M&A. 

The number of employees increased by 102 from the previous period, mainly due to the hiring of new 
graduates, of which 63 were technical personnel. Recruitment of new graduates this April has been steady, 
with a record 154 new graduates joining the company, including 138 engineers. With the addition of new 
graduates, the company now has more than 2,000 employees as of the end of April. 
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Please refer to page seven. We will explain our ESG initiatives to make our organization capable of business 
growth over the medium to long term. 

In March of this year, we released a new sustainability report. In this context, with regard to the 
environment, we disclose greenhouse gas emissions throughout the supply chain surrounding our company. 
Although emissions will increase as our business expands, we will reduce emissions per unit of sales over the 
medium to long term. 

Next, on the social aspect, in order to create an environment where employees can work without any 
worries, we introduced various measures such as a large increase in the housing allowance, a uniform base 
increase for all new graduates who joined the company from the past, and the provision of allowances for 
inflation. As a result, total salaries for existing employees increased by an average of more than 6% 
companywide in the previous fiscal year. In addition, the JES Judo Club, newly established in 2023, holds 
judo classes for students and makes efforts to contribute to the local community. 

On the governance aspect, the Nominating and Compensation Committee will be chaired by an outside 
director instead of an inside director. In addition, as announced in today's press release, at the general 
meeting of shareholders scheduled for June 21, we plan to propose the appointment of five directors, with 
three outside directors accounting for the majority, and the appointment of women as corporate auditors, 
so that approximately four out of the total eight directors, or 30%, will be women. The standard of 30% 
female directors recommended by the Tokyo Stock Exchange by 2030 will also be achieved with the changes 
in the executive structure this term. 
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Next, I will explain the key points of our management strategy for the current fiscal year, ending March 31, 
2025. 

Please refer to page nine. 

As an independent maintenance company, JES Group was the first in the industry to surpass 100,000 units 
and has demonstrated overwhelming growth potential because we are the only company that combines the 
quality-of-service equivalent to that of the manufacturer at a reasonable independent price. 

As stated in our corporate philosophy, we have accumulated tangible and intangible assets and human 
capital through various efforts to improve the quality of our maintenance services without compromising 
safety, and through large-scale investments since the company was not yet very large, which have reached a 
scale and level unrivaled by any other independent maintenance company. 

These efforts have led to a stronger relationship of trust with our customers, and we are increasingly being 
entrusted with maintenance work by customers of a scale we have never seen before. We believe this will 
lead to an increase in the net increase in the number of new customers. 
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Please refer to page 10. 

The sales structure supporting the number of contracts is steadily being strengthened. In the past few years, 
we have been building the foundation for a net increase of 10,000 units by pursuing M&A and establishing 
regional operating companies for nationwide expansion and doubling the number of maintenance sales 
personnel. 

In the current fiscal year, we will continue to strengthen our maintenance sales system more than ever. In 
addition to sales to corporations and building management companies on a nationwide scale, we will launch 
measures to increase net sales to 10,000 units by comprehensively deploying sales personnel for nationwide 
expansion, as well as by utilizing IT systems and other means for more efficient sales. 

This net increase of just over 10,000 units is based on organic growth, but we intend to enhance our growth 
opportunities by keeping our antennae open to independents nationwide and responding aggressively to 
effective mergers and acquisitions as opportunities arise. 
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Next, I will explain the technical enhancements related to escalators. 

The number of maintenance contract units includes escalators as well as so-called elevators. Escalators 
account for about 8% of the total number of elevators in Japan. Escalators account for approximately 5% of 
our maintenance contracts. We expect this number to increase along with the increase in elevators, but we 
also hope to expand our escalator business by further strengthening our technology. 

First, the development of control panels for some escalator models was completed in the previous fiscal 
year, and proposals for escalator modernization can be made starting this fiscal year. The number of 
compatible models is scheduled to be expanded sequentially. 

In addition, we will strengthen the training of escalator-related experts and aim to establish a system that 
will enable us to provide even higher quality services than before. 

Many facilities, including large commercial facilities, hotels, and supermarkets, have escalators and 
elevators installed together as a set. The ability to make lump-sum proposals for these items will ultimately 
lead to enhanced elevator maintenance proposals. We will continue to improve our technical standards for 
elevators and escalators as a whole. 
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Please refer to page 12. Finally, I would like to explain about JES Innovation Center Kansai, also known as JIK. 

Construction of JIK was completed on March 28 of this year in Takarazuka City, Hyogo Prefecture, as 
originally planned, and operations have already begun. In addition to the modernization project in western 
Japan, JIK has a large parts center and training facilities, and is also making preparations for a full-time 
control center to manage elevators 24 hours a day, 365 days a year. 

Until now, parts have been managed centrally in Wako, Saitama Prefecture, and transported from Wako to 
customers in western Japan area, but with the establishment of a large-scale parts center in Hyogo 
Prefecture, we will be able to deliver necessary parts to customers more quickly than before. 

In addition, transportation costs can be significantly reduced. In addition, from an ESG perspective, we give 
the utmost consideration to the environment, and have received the highest rating for the energy-saving 
performance of the entire building, and like the facilities in Saitama Prefecture, we have established a well-
developed BCP system with solar power generation and emergency power supply facilities. 

We expect that the operation of JIK will significantly improve the quality of service to our customers in the 
western Japan area, leading to further growth and improved efficiency in maintenance and modernization 
contracts. 

That is all from my presentation. Thank you very much for your attention. 
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Imamura: I am Imamura, Director, Deputy President and Executive Officer, CFO. I will explain the financial 
aspects of the company, including a summary of the financial results for the fiscal year ended March 31, 
2024, and the forecast for the fiscal year ending March 31, 2025. 

Please refer to the next page. First, a review of the financial results for the fiscal year ended March 31, 2024. 

Net sales totaled JPY42.2 billion, up approximately JPY7.3 billion or 120.9% from the previous year's JPY34.9 
billion. On August 8, when we disclosed last year's Q1 results, we upwardly revised our full-year forecast. In 
addition to an improvement in delays in the delivery of original manufacturer parts due to the 2023 
semiconductor shortage, maintenance work showed a recovery, and modernization sales continued to be 
very strong in terms of both volume and price. 

Operating profit was JPY6.8 billion, up JPY1.8 billion or 136.1% from the previous year's JPY5 billion. 
Operating profit margin was 16.2%, a significant improvement from 14.4% in the previous year. An analysis 
of the factors contributing to fluctuations in sales and operating profit is explained on the next page. 
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Please refer to page 15. Factors of increase or decrease in operating profit are compared with YoY change. 

It is the orange area on the left side of the graph. Starting from the previous year's operating profit of 
JPY5,011 million, the red portion, JPY7.3 billion, was first increased due to the effect of increased net sales. 

On the other hand, material cost JPY2,243 million due to sales expansion. Then there was an increase of 
over 100 employees and regular salary increases, which led to a JPY1,094 million increase in labor cost. And 
when modernization sales are accounted for, the outsourcing cost, which is linked to modernization sales, 
increased by JPY1,037 million due to the strong sales of modernization. 

Depreciation increased only slightly, but other expenses increased by JPY5,499 million, resulting in a total 
increase in cost SG&A expenses. However, since we were able to curb this quite well, operating income 
increased by JPY1,811 million, which means that we have landed on an operating profit of JPY6,821 million 
for the fiscal year ending March 31, 2024. 

In the fiscal year that has ended, sales of maintenance services have recovered to the point where we can 
handle the normal volume, and sales of modernization services have improved in terms of both volume and 
unit price. This JPY7.3 billion increase in net sales was offset by an increase in income of JPY1.8 billion, or 
approximately 25% in terms of operating margin, which means that the overall improvement in operating 
profit margin was achieved. 
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Please refer to page 16. Here is the forecast for the fiscal year ending March 31, 2025. 

First of all, we expect net sales of JPY47 billion, 111.3%YoY, and operating income of JPY8 billion, 117.3% 
YoY. As for the number of maintenance contracts, as Ishida explained earlier, we expect a net increase of 
more than 10,000 units. 

On the other hand, repair sales grew rapidly last year, and we are assuming that they will remain at a high 
level in the current fiscal year on a somewhat firm basis. For modernization we expect steady growth in 
both price and volume as JES Innovation Center Kansai or JIK is now in operation. 

Finally, we expect to achieve double-digit growth in the fiscal year ending March 31, 2025. We believe that 
we will be able to achieve the highest level of operating profi in the current fiscal year as well, since we have 
been able to control material, labor, and outsourcing costs. 
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Finally, page 17, the next page, is the forecast for capital expenditures and depreciation. 

Capital investment peaked at about JPY3.6 billion in the fiscal year ended March 31, 2023, but has declined 
in the fiscal year ended March 31, 2024 in the form of JPY2.4 billion, even including this construction work. 
We forecast a further decrease for the fiscal year ending March 31, 2025, and plan to invest approximately 
JPY2 billion in capital expenditures. This is also forecasted to decline further from the fiscal year ending 
March 31, 2026 onward, probably to a level of less than JPY1.5 billion. 

Depreciation is expected to be approximately JPY1.7 billion. 

As a result, we believe there will be a marked tendency for free cash flow to accumulate, and we will 
strengthen our financial position by increasing shareholder returns and repaying debt. In the medium to 
long term, we are considering M&A, investment in employees, and further shareholder returns. 

That is all from my presentation. Thank you very much. 

Moderator: Thank you very much. Please return to your seat. Thank you very much for your kind attention. 
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Question & Answer 

 

Moderator [M]: We will now move on to the question-and-answer session. The Q&A session will proceed on 
one question-and-one answer basis. If you have any questions, please raise your hand. 

Wang [Q]: Hello. My name is Virginia, SMBC Nikko Securities. I would like to ask two questions. 

First of all, please tell us about the stance of the company's plan for this fiscal year ending March 31, 2025. I 
know that your company has always presented a rather conservative plan at the beginning of the fiscal year, 
but this time, although it is more realistic than usual, is it a number that you absolutely want to achieve, or 
is it a solid plan that you can achieve if you work hard, although the hurdle is not low? 

Ishida [A]: Your question is whether it is a solid number. The CFO next to me is a very solid person, and he 
will make sure that this is a number that we can achieve. I always talk about trying for a higher number, but 
when it comes to announcing the guidance, solid numbers would come up. 

Therefore, I am confident that we will be able to achieve our current plan. I believe that more can be built 
up in the future through effort. 

Wang [Q]: Thank you very much. Let me confirm a few additional details. First of all, when I look at the plan 
for maintenance and repair sales, the growth rate is less than 10%, and in the fiscal year ended March 2024, 
the number of maintenance units increased by more than 10%, and what will happen in the next fiscal year 
in terms of net increase in units? And could you also tell us the current level of conservation and order 
backlog, if possible? Last year it was probably JPY2.4 billion, and I would be glad to know if the order backlog 
has been digested and reduced compared to that time. 

Imamura [A]: I will answer your question. As for maintenance, we expect an increase in maintenance in 
excess of 10,000 units, or about 10,000 units. As a result, since the number of maintenance units has now 
reached 100,000, the growth rate is inevitably in the double digits or even a little less. 

However, in terms of actual foot traffic, we have exceeded last year's maintenance volume at the start of 
April already. We started with about 1.5 times the number of units we started with last April, and I should 
have fixed it, but since we are starting out, we have set a firm target of 10,000 units. Maintenance will 
probably exceed these numbers. 

Another point, and I really apologize for being so conservative about this, is conservation sales. Last year 
was the first year that the semiconductor shortage was quickly resolved, so there was a significant increase 
from the previous year. This fiscal year, delays in parts supply are still being resolved gradually, but we could 
not foresee a specific schedule by any means, so we have only included growth at about the same level as in 
previous years. 

As a result, the contracts themselves are being obtained very steadily, and the order backlog has increased 
to about JPY3.3 billion as of the end of March. At the end of H1 of the last financial year, I think, there was a 
projected order backlog figure that I probably gave you there, and it's almost exactly near the end of H1 of 
the last financial year. 

Since we are looking at a solid order backlog and resultant sales for this fiscal year, I assume that the order 
backlog will build up further, so if this is not as far behind as I see it, this will be more of an upside factor. 
The result is that it is a solid number. 
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Wang [Q]: Thank you very much. This was very helpful. Please let me ask a second question. First of all, if we 
look at page 23, you are planning for capital expenditures to decrease from the fiscal year ending March 31, 
2025 to the fiscal year ending March 31, 2026 and beyond. What do you consider to be the items that will 
be stripped out from the fiscal year ending March 31, 2025? 

You also mentioned that the construction of the JES Innovation Center Kansai will increase capacity by 1,200 
units per year, and I think that during the medium-term management plan period, you will be able to 
maintain the same growth rate as before, but is there really no need to make large capital investments 
related to modernizations when looking at growth for the fiscal year ending March 31, 2015 and beyond? 

Imamura [A]: Firstly, I will explain capital investment. In comparison between 2024 and 2025. In terms of 
JIK , there was an investment of about JPY700 million last year, and that has been largely stripped away. 

Next to that, this is also a little conservative, although we are now budgeting a little more for additional 
development of the rest of each core system and, to some extent, the establishment of new sales offices. In 
fact, I think it will be less than JPY2 billion again this year. We would like to revise the guidance again once 
we see the actual amount of capital investment in the Q1 or Q2, and I think it will probably be less than JPY2 
billion again this fiscal year. 

Where those things are further suppressed, with the completion of the core system and the elimination of 
large-scale investments, we do not expect to exceed JPY1.5 billion even if we continue to invest in prime 
investment and research and development in line with the increase in the number of units under 
maintenance. 

Ishida [A]: You also asked about the growth of modernization. Regarding the growth of modernization after 
27 years, even if the capacity of the JIC in Saitama and the JIK in Kansai are fully occupied, they can only be 
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the backbone of the modernization elevator production. If we rent warehouse yards around them, we will 
be able to double the number of elevators. For this reason, we believe it is possible to increase the number 
of modernizations. 

Wang [M]: Thank you. It’s very clear. That's all from me. That's it from me. Thank you. 

Moderator [M]: Now, does anyone have any other questions? Thank you. 

Ohmaki [Q]: Hello. I am Ohmaki from Corporate Research Department of Tachibana Securities. Thank you. 
Just to confirm once again, in terms of maintenance, construction and parts shortages being resolved, does 
that mean that there will be no shortage of parts at all this quarter? 

Ishida [A]: It is not a situation where we have an ample supply of parts. We are not receiving enough of 
them as we did before the semiconductor shortage. The situation is in the process of returning to the way it 
was before. This is still too early to say, as we are waiting for parts to arrive from the manufacturer and go 
into inventory, but it is definitely an improvement over the previous two years. 

Ohmaki [Q]: Let me ask a second question. Question regarding page 14 of the briefing material. The second 
point in the material states that the number of units shipped, and the unit price of modernizations increased 
significantly. In terms of the significant increase in unit price in modernizations, roughly speaking, what kind 
of image do you mean by the increase? What is the background behind this increase, and is there any 
chance that this unit price will increase further in the current quarter? Thank you. 

Imamura [A]: There are two reasons for the increase in unit prices. One of the factors is the impact of the 
sharp rise in the cost of procured materials. In response to this, not only our company, but also other 
manufacturers and independent companies have been increasing the cost of parts and materials, and we 
have been able to add appropriate profits to their costs. The first reason is that the unit sales price has 
increased as a result. 

Another is that we do not just renew the product and be done with it, but we also actively sell optional 
products, such as proposals for design work inside the cage, for example. Even including these factors, our 
prices are still more reasonable than those of other manufacturers, and our unit prices have risen partly 
because our customers appreciate our performance and the finish, including options. 

We expect some increase this year, but not as much as last year. Last year we had a price increase of almost 
10%, but this year we are putting in a 2% to 3% price increase. 
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Ohmaki [Q]: Thank you very much. Third, although it was not specifically explained, is the situation overseas. 
On page 34 of material. Excuse me, could you please explain again, briefly, the scale of sales and profit/loss 
in the regional areas of your overseas business? 

Imamura [A]: As for our overseas operations, we do not disclose detailed figures at this time. Indonesia and 
Vietnam are engaged in the elevator business, and we are able to maintain and manage several hundred 
units. As a result, sales are standing at several hundred million yen. 

In Vietnam, we have been through M&A, and in Indonesia, we are producing our own products, but we are 
still in the black in both cases. However, compared to domestic growth, the contribution to overall profits is 
still small, but we are now expanding overseas as a foothold for the next five to ten years. Although we do 
not currently anticipate significant overseas profits in the medium-term management plan, we are in a 
situation where profits will be positive if they are generated. 

As for Malaysia, the company is called COFRETH. This is a building management company, and although it is 
not actually an elevator company, its sales are in the mid-hundreds of millions of yen. This is another M&A 
grouped company, but the profit is in the mid tens of millions of yen. 

Ohmaki [Q]: Thank you very much. This is the last question from me. As a previous questioner asked, I 
understand that in the case of your company, plans were presented at the beginning of the fiscal year, and 
that the accuracy of the plans has improved compared to the past. If we assume that the upward swing in 
the current fiscal year is due to better-than-expected progress in maintenance and construction work, or 
successful M&A, would that be considered a simple case of an upward swing in earnings? Positive factors, I 
mean. On the other hand, what negative factors should we be aware of? That's all. 
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Ishida [A]: I will answer your question. First, we have not factored in any positive factors from M&A. We 
estimate firmly that the figures from conservation will be a positive factor, and if we can achieve the unit 
price and sales per person that we have been doing every year with the current sales force, we will be able 
to achieve positive factors in all categories. 

The only negative factor would be if the company were to completely lose its ability to conduct business 
activities. I think when it comes to that kind of thing, it will only be social factors, like COVID-19, although 
even at the time of COVID-19 there was no decline. I hope it answers your question. 

Moderator [M]: Does anyone have any other questions? 

Umegaki [Q]: My name is Umegaki, a reporter for Toyo Keizai. Thank you. First, I would like to ask you about 
the escalator project. Please let me know the current scale of sales and the number of units, and also what 
impact you think the start of the modernization will have on business performance and sales in the future, if 
any, and what your goals are. 

Ishida [A]: Regarding the escalators, we have a maintenance contract for about 5,000 elevators. Escalators 
also have a component supply stoppage, just like elevators. We have several hundred of these elevators in 
our fleet. We have been developing the escalator modernization with this in mind. 

First of all, we are not planning to renew the control panel alone, but to replace the control panel as a whole, 
which is also being done by the manufacturer. We have already received orders for about 10 units, which 
will be completed this summer. 

We are planning to start replacing the escalator steps, control panel, and motors in the next fiscal year. As 
the first step is just to renew the control panel of the escalator, we do not expect a significant increase in 
sales this fiscal year. 

However, it is incredibly easy to get orders. The order for the modernization of the elevator is roughly JPY7 
million. As for the escalator, we expect it to more than double to about JPY15 million, which will increase 
our profit margin. 

As for our target, if we can renew approximately 1,000 escalators per year, we would like to do what we 
normally do, which is to renew escalators that are being done by manufacturers that we have contracts with 
and do not have contracts with, and then contract for maintenance again. 

Umegaki [Q]: In the materials that you have given us today, there is a notice regarding the introduction of a 
delegated executive officer system. Could you tell us a little bit about the position of reducing the number of 
directors here and moving to this kind of system? 

Ishida [A]: We had some guidance from the Tokyo Stock Exchange, so we thought it would be better to go 
early. I was able to see the methods or measures of the leaders of prime listed companies, and the first 
thing I saw was that many of them are outside directors. After we have done that, we are going to make the 
executive officer system in such a way that they can participate in the board meetings as responsible 
executive officers. 

There is no longer any indication that we are less responsible for anything, or that we have fewer people. 
We will continue to do so as before. 

Umegaki [Q]: Finally, on a slightly more detailed note, I assume that the ratio of female managers is also 
being mentioned in various ways in the same TSE context. I think this may be because the number of 
employees is increasing, but I understand that it has dropped a little this year, and I don't think the ratio of 
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women employed in your company is very high to begin with. In the future, with the decrease in the 
working population and various macro factors, please tell us if you have any measures or ideas on how to 
enhance this area. 

 

Imamura [A]: First of all, the number of women in our company is difficult to increase due to the fact that 
our industry, or rather our business, is dominated by men at a level of over 90%. Of course, we do not 
prohibit women from working at the site, but regarding to the number of applicants, there are inevitably 
more men than women. 

Additionally, what you are looking at now is probably page 37, the diversity page. The ratio of female 
managers has dropped from 8.7% to 6.9%, but if you look at the actual number of employees, it has only 
gone from 23 to 20, which is really a relatively small number. Overall, the lack of women is still a factor. 

In addition, we are now working to improve productivity not only for regular employees, such as clerical 
workers, but also for people with disabilities, part-time employees, and other non-regular employees. In this 
way, it is difficult to increase the number of women in the workforce. 

However, although I have not shown it here, the number of non-regular employees, as of the fiscal year 
ending March 31, 2024, exceeded 10% for the first time in our company. In this way, the employment of 
women is progressing, and the number itself is increasing if non-regular employees are included. It is not 
that we do not promote women, although it may appear so when looking only at managerial positions. We 
have managers, both men and women, who perform well and can be entrusted with management. The 
number of people is around three, so please understand that this is equivalent to the margin of error. 

Umegaki [M]: Thank you very much. 
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Moderator [M]: Now, does anyone have any other questions? 

 

Ando [Q]: Thank you very much. My name is Ando from SMBC Nikko Securities. The first point is not about 
the short term, but in the mid-term plan for elevators in Japan, there is a chart showing that the market 
share will be expanded toward the year 2027, and there is a picture that probably shows that you will eat up 
more and more of the market share of the manufacturers' systems. 

I have two thoughts on it. One is that the manufacturers must feel quite threatened. In that area, I wonder if 
there have been quite a few manufacturers countering each other more than in the past, or if there have 
been any recent changes in the behavior of competing manufacturers. 

Conversely, I wonder if your company has not changed its outlook that the competitive environment will not 
change that much in this outlook and that you will be able to eat more and more of the manufacturers' 
market share as planned. I would like to know your thoughts on this. 

Ishida [A]: As to whether or not there will be various attacks from manufacturers, it has already been 30 
years since our company was established. A little over 30 years ago, the high court ruled that parts must be 
submitted to independent companies, and since then parts have been available. There is no longer any need 
to delay it or anything like that. 

Then, as we increase 10,000 units per year, it is true that most of them will switch from doing maintenance 
by manufacturers to us. We are not conscious of any such thing, and we will just continue to let our 
customers choose us, and we are not thinking of any manufacturer lowering the price or anything like that 
at this point. 
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Manufacturers also have different profit structures, and if they were to match our company at the same 
price level, they would suffer losses and would not be able to match our company at all. Even for customers 
who prefer manufacturers, more than 50% of the world's customers are manufacturers, so I have a feeling 
that they will settle down there after more than a decade on the line. I don't think they are going to launch 
anything new yet or anything like that. 

Ando [Q]: You just said about 50%, so there is still considerable long-term potential, and I think it is a great 
make-sense growth scenario to concentrate capital allocation here, and I think that is pretty much in the 
variation expectations. 

On the other hand, another thing, I was wondering if there is a similar business. The second question is 
whether there is a possibility to expand the business into, for example, shutters and fire protection 
equipment. 

Ishida [A]: The maintenance business covers a wide range of areas, and we have invested in a multi-story 
parking garage. Although some companies have invested in the maintenance of these elevators, there are 
more than 1 million elevators in Japan, and 80% of these are still being operated by manufacturers. There 
are also shutters and such. There are also automatic doors, but there are not that many, and there are a 
wide variety of manufacturers. From a technical standpoint, we believe that we can do a completely strong 
business by concentrating on elevators rather than making a new budget for a different business in the 
future. 

Ando [M]: Thank you very much. 

Moderator [M]: Does anyone have any other questions? 

Hosoi [Q]: I am Hosoi from Tokai Tokyo Intelligence Laboratory. At the escalator, you mentioned earlier that 
you are going to go for modernization business this fiscal year. I would like to know its background. You 
already have quite a few customers for modernization at the elevators, and many of them are asking you to 
handle the escalators together, so please let us know if the escalators are relatively easy to extend or not. 

Ishida [A]: There are manufacturers of escalators, including Hitachi, Mitsubishi, Toshiba, Otis, and Fujitec. 
Each manufacturer makes escalators as well. When you enter a commercial facility, if there is a Hitachi 
elevator, you will find a Hitachi escalator, and we have been handling escalators as well in such places since 
our establishment. 

So, as before, we will take maintenance as well as escalators if there are any. However, I don't think it is a 
matter of taking escalators as a specialty, but rather that the escalator business will always be associated 
with our project. 

Hosoi [Q]: Thank you very much. The other point is that this fiscal year, operating income will increase by 
about JPY1.2 billion from the previous year, and I would like you to explain the reasons for this increase or 
decrease, if possible, as well as the factors for the increase or decrease as shown on page 15 of this 
document. 

Imamura [A]: Maintenance has been very strong, and as I have just explained, we have acquired over 
10,000 units organically. 

Also, a more significant impact was still conservation sales. The fiscal year ending March 31, 2023 is JPY5 
billion, and we have grown JPY1.8 billion from there, but this fiscal year ending March 31, 2023 is the first 
time we have had negative sales for maintenance. This was a year of YoY declines. It is about JPY200 million. 
Compared to the fiscal year ended March 31, 2022 before that, it fell by JPY200 million. This was the delay in 
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the supply of parts due to a shortage of semiconductors, which we have been explaining in the 
announcement of our financial results around this time. 

In the past, for example, lead times ranged from three to six months to more than one year. Therefore, sales 
were too low that term. That is this fiscal year ending March 2024, the period in which we closed, but we 
were told that the lagging items here would come in a year later, and they finally came in a year later, which 
was a big increase. 

Looking at the two-year period, conservation sales increased by about JPY1.2 billion, and normally 
conservation sales would have increased by JPY600 million each, but the previous year's sales dipped by 
JPY200 million, and this tightening period brought in JPY1.4 billion all at once. So, we are seeing a significant 
increase in profits. Originally, I would have thought that the fiscal year ending March 2023 would have been 
a little better and the fiscal year ending March 2024 a little lower, which would have been the financial 
results when there were no delays in the supply of parts. 

Probably in the form of JPY5.3 billion to 5.4 billion and something like JPY6.5 billion to 6.6 billion, looking at 
this year's figure of JPY8 billion, the increase in profit for this year was originally about JPY1.5 billion. Last 
year's increase was a reaction to the impact of the previous year's increase, which was the result of two 
years' worth of work coming together. 

However, as I explained earlier, the order backlog is actually still growing. This is also because parts are 
gradually getting shorter and shorter, item by item, and if this further accelerates, we expect this order 
backlog to be eliminated even more. As we are not including that in this JPY8 billion right now, I would like 
you to think of it as an upside. 

Hosoi [M]: Thank you very much. 

Moderator [M]: Does anyone have any other questions? This concludes today's briefing. If you have any IR-
related inquiries, please contact our IR Office. 

This concludes the financial results briefing for the fiscal year ending March 31, 2024 for Japan Elevator 
Service Holdings Co., Ltd. Thank you very much for your attendance today. 

Thank you very much for your time today.  

[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [Inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
25 

 

Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS 
Asia believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript 
does not purport to be a complete or error-free statement or summary of the available data. Accordingly, 
SCRIPTS Asia does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of 
the information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, 
companies may make projections or other forward-looking statements regarding a variety of matters. Such 
forward-looking statements are based upon current expectations and involve risks and uncertainties. Actual 
results may differ materially from those stated in any forward-looking statement based on a number of 
important factors and risks, which are more specifically identified in the applicable company’s most recent 
public securities filings. Although the companies may indicate and believe that the assumptions underlying 
the forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate 
or incorrect and, therefore, there can be no assurance that the anticipated outcome described in any 
forward-looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY 
EVENT TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2024 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 


