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Presentation 

 

Moderator: Thank you very much for coming to today's financial results briefing for the second quarter of 
the fiscal year ending March 31, 2024 of Japan Elevator Service Holdings Co., Ltd. 

The time has come, so we will now begin the briefing. Thank you very much for taking time out of your busy 
schedules to join us today. 

First, I would like to introduce today’s attendees. 

From the left, facing everyone, is Katsushi Ishida, Representative Director, CEO. Kimihiko Imamura, Director, 
Deputy President and Executive Officer, CFO. 

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

As for the flow of today's proceedings, Ishida, Representative Director, CEO, will first explain the progress of 
our business for the fiscal year ending March 31, 2024. Next, Imamura, Director, Deputy President, will 
provide an overview of the financial results for Q2, as well as the earnings forecast for the fiscal year ending 
March 31, 2024, followed by a Q&A session. The entire event will last approximately one hour and is 
scheduled to end around 4:30 PM. 

Now, Chairman Ishida, please. 
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Ishida: I am Katsushi Ishida, Representative Director, CEO of Japan Elevator Service Holdings. Thank you very 
much for taking the time today to participate in Japan Elevator Service Holdings’ financial results briefing for 
the second quarter of the fiscal year ending March 31, 2024. I would like to begin by explaining the progress 
of our business. 

Please refer to page three. The main results for Q2 are listed below. 

The number of elevator maintenance contracts in Japan totaled 94,660 units, up 6.8% from the end of the 
previous fiscal year. The net increase was 6,030 units. In addition to organic growth, M&As have also 
contributed to a steady pace of increase. 

The total number of modernization units shipped in Q2 was 930 units, a 45% increase over the previous 
year's period. In order to meet strong demand, we have established a monthly capacity of 150 units, and we 
are maintaining a high utilization rate that exceeds the current level. 

As for LiftSPOTS, the number of installed LiftSPOTS exceeds 11,000 units. To increase advertising revenues, 
the Company aims to increase the number of units installed, focusing on properties in the 23 wards of Tokyo, 
where advertising is highly effective. 

As part of our environmental efforts, we calculated the greenhouse gas emissions of the entire Group's 
supply chain in July and submitted it to CDP. 

Finally, in terms of the organization, the number of employees at the end of September was 1,872, with 
1,189 being engineering personnel and 232 as sales personnel, mainly newly hired graduates. 
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Please refer to the next page. As I have just explained, our business performance is expanding favorably, and 
we have increased our dividend forecast for the fiscal year ending March 31, 2024 by JPY6 YoY, to JPY23 per 
share. 

The dividend payout ratio is expected to reach 50% when calculated based on the earnings per share 
forecast presented in the earnings forecast, in line with our policy of maintaining a dividend payout ratio of 
40% or more, and continuing to increase dividends along with profit growth, which we have been doing 
since our listing. 
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Please refer to the next page. I will explain our efforts to strengthen our organizational structure to increase 
the number of maintenance contracts. 

The number of locations increased by 6 from 132 at the end of March to 138 as of November 1. In the 
current fiscal year, we have established new sales offices in Kagoshima, Fukushima, and Niigata prefectures, 
which are new areas of expansion. With this, we now cover almost all areas of Honshu, and are steadily 
expanding our coverage area in Kyushu as well. 

The number of employees increased by 106 from the end of March, mainly due to the hiring of new 
graduates, of which 93 were technical personnel. 
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Please refer to the next page. I will explain our modernization services. 

We view the modernization business as an important business to strengthen relationships with existing 
customers and to acquire new customers. In the current fiscal year, the number of modernization units 
shipments reached to 930 units in H1 of the year, a significant increase of 45% from the same period of the 
previous year, due to strengthened sales efforts to meet high modernization demand. 

The accumulation of orders since October has been extremely favorable, and we expect a significant 
increase in shipments for the full year from the previous year. After completion of the Kansai JIC in March 
next year, the modernization capacity in the western Japan region will be strengthened, enabling us to 
further increase shipments in the next fiscal year and beyond. 

Currently, modernization equipment and product parts are managed centrally in Wako, and transported 
from Wako to customers in western Japan. The establishment of a large parts center at Kansai JIC will 
enable us to deliver parts and modernization equipment to customers more quickly, and will also 
significantly reduce transportation costs. 

In addition to modernization work, the Kansai JIC will be equipped with a large parts center and training 
facilities. We are also considering making the control center redundant in the future. As with JIC and JIL, we 
plan to have a well-developed BCP with solar power generation and emergency power supply facilities. 
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Please refer to the next page. I will explain the project of cooperation between elevators and robots. 

We are currently participating in a project led by the Ministry of Economy, Trade and Industry to establish 
an infrastructure for innovative robotics research and development. As you know, there is a growing 
shortage of human resources in the service fields that sustain society, such as cleaning, security, delivery, 
and nursing care. 

Although some robots have been put to practical use on flat floors, such as catering and cleaning robots, in 
order to achieve full-scale manpower savings in building management, an environment must be created in 
which robots can move across each floor of a building. 

Therefore, the JES Group, in collaboration with Daiwa Lifenext Co. Ltd. and Octa Robotics, is developing a 
system that enables robots to get on and off at a given floor and proceed with various tasks via terminals for 
our remote inspection service, and will conduct an implementation experiment in an environment where 
elevators from various manufacturers are installed.  

By linking elevators and robots with various functions, we will contribute to solving social problems, provide 
added value to existing customers, and study the possibility of new services that will lead to the 
development of new customers. 
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Please refer to the next page. I will explain the progress of our overseas business. 

In Indonesia, the number of maintenance contracts is steadily increasing due to introductions from major 
Japanese companies and a real estate development company in which we have a joint venture. Performance 
also significantly exceeded that of the previous fiscal year, contributing to earnings. Starting this year, the 
training curriculum that the JES Group has established as STEP24 has been introduced at the site, with the 
aim of raising the level of technical skills. 

In Vietnam, in addition to Hanoi, we opened an office in Ho Chi Minh City in the south. Sales have expanded 
significantly due to contracts for large properties from local state-owned enterprises and other companies. 

This will be the end of my presentation. Thank you very much for your attention. 

Moderator: Now then, Deputy President Imamura, please. 
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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 Q2 and the earnings forecast for the 
fiscal year ending March 31, 2024. 

Please refer to the next page. First, I will review the financial results for Q2. 

Net sales totaled JPY19.8 billion, up approximately JPY3.9 billion, or 124.4% of the previous year's JPY15.9 
billion. 

On August 8 of this year, when we disclosed our Q1 financial results, we upwardly revised our full-year 
forecast, and although Q2 results were generally in line with the revised forecast, the modernization 
business continues to be very strong. 

Operating profit was JPY3 billion, an increase of approximately JPY1 billion from the previous year's JPY2 
billion, or 145% of the previous year's level. 

The operating margin was 15.1%, a significant improvement from 13% in the same period last year. In 
addition to the strong performance of maintenance operations in maintenance, the impact of completion 
delays in repair operations, due to the shortage of semiconductors, is on the road to recovery, and the fact 
that modernization operations have achieved very high growth due to high customer demand. This has 
resulted in a reduction in cost and SG&A ratios, which in turn has allowed us to achieve growth in operating 
profit and profitability. 
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I will explain it in the next page. This shows the factors behind the increase in operating profit compared to 
the same period last year. 

The orange area on the left side of the graph, this is the operating profit of JPY2.07 billion for the same 
period last year. Start here. The red graph shows an increase of JPY3.9 billion due to an increase in sales. 

On the other hand, material costs, which are linked to sales, increased by JPY1.231 billion due to sales 
expansion, and labor and personnel costs increased by JPY554 million due to an increase of 106 employees 
and regular annual salary increases. In addition, subcontracting expenses increased by JPY644 million due to 
strong modernization sales. 

Although depreciation and amortization expenses increased only slightly, together with other expenses, the 
total cost of goods and selling, general and administrative expenses increased by JPY2.967 billion, resulting 
in an increase in operating profit of JPY932 million, with operating profit of JPY3.005 billion for the second 
quarter of the fiscal year ending March 2024. 

As a result, the amount of increase in operating profit was JPY930 million, for an increase in net sales of 
JPY3.9 billion, and the operating income margin was 23.9%, which pushed up the overall operating profit 
margin. 
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Please refer to the next page. I will continue with our forecast for the fiscal year ending March 2024. 

First, net sales are projected at JPY41 billion, or 111.7% of the previous year, and operating profit at JPY6.6 
billion, or 131.7% of the previous year. These are the figures for the full-year forecast, which was revised 
upward on August 8, 2023. 

As explained by CEO Ishida, maintenance contracts and maintenance sales are expected to grow steadily 
and at a high rate. In addition to this, the repair sales are based on a little conservative assumption that 
there will be no significant reduction in delivery time from the current level. I will explain the details later. 

Modernization sales have seen an acceleration in the pace of shipments since H2 of the previous fiscal year, 
and both contracts and prices have grown steadily since the beginning of the current fiscal year. We expect 
to maintain high growth in H2 of this fiscal year and in the next fiscal year and beyond. We have been able 
to control material, labor, and subcontracting costs, as well as the expansion of these costs, in line with the 
increase in sales, and we expect to achieve the largest increase in operating profit in our history this fiscal 
year. 
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Please refer to the next page. I will explain the sliding impact amount for repair work. 

In the previous fiscal year, the delivery time of parts increased from several weeks to more than one year 
due to the shortage of semiconductors. However, since parts are now being delivered according to the 
extended schedule, completion is progressing sequentially, and the delays have bottomed out.  

On the other hand, even at this point in time, we are not back to several weeks of delivery time in the past, 
so in making our forecast, this sales figure is based on a conservatively lengthened schedule. 

Repair work is recovering steadily, and the number of maintenance contracts and orders for repair work 
from customers are growing very steadily. The backlog of repair work orders has increased more than 
expected. 

We expect the order backlog at the end of March 2024 to be approximately JPY2.5 billion. If delivery time 
for these parts return to previous levels and this backlog of orders is eliminated, the forecast for the current 
fiscal year would be translated into net sales of JPY43.56 billion and operating income of JPY7.895 billion. In 
this case, the operating margin is expected to be 18.1%. 
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Please refer to the next page. Finally, this is the forecast for capital expenditures and depreciation. 

Capital expenditures peaked in the previous fiscal year, the fiscal year ended March 31, 2023, as reported at 
the May financial results meeting, and is expected to be approximately JPY2.5 billion this fiscal year, lower 
than the previous year, despite the construction of the Kansai JIC. Depreciation is expected to be 
approximately JPY1.5 billion. There is no change in the outlook here. 

This will be the end of my presentation. Thank you. 

Moderator: Thank you for your attention. 
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Question & Answer 

 

Moderator [M]: We will now begin the question-and-answer session. 

The Q&A session will proceed on a one-question-and-one answer basis. Please state your company name 
and your name before the question. If you have any questions, please raise your hand. Well, thank you, 
several of you. 

Now the frontmost, leftmost woman. 

Wang [Q]: I am Virginia from SMBC Nikko Securities. Thank you. I would like to ask three questions. 

First, regarding maintenance and repair, I have the impression that the organic growth rate of maintenance 
volume has been very steady this quarter, as you have been able to maintain the previous level of more 
than 10%, while intentionally suppressing bidding projects with relatively low unit prices. Do you feel that it 
is getting harder to get new maintenance projects? 

Also, I would be glad to know if, when you look at the next few years, are you targeting a net increase of 
about 10,000 units, as you did this year, or do you envision a slight increase in the number of net units each 
year as well? 

Ishida [A]: Thank you, Virginia. There is no particular change in the competitive environment for 
maintenance contracts or anything like that. Then we are aiming for a net increase of roughly 10,000 units, 
but we are aiming for a net increase of more than that in the future. 

The competitive environment has not changed, and since we are the only independent elevator company 
listed on the Tokyo Stock Exchange, we are gaining credibility. We are confident that we will be able to 
increase our sales volume to more than 10,000 units, as our customers are becoming more cost-conscious. 

Wang [Q]: Thank you very much. One follow-up. Do you envision the same level of growth in the future as 
this year, or do you envision an increase in the number of net units that can be extended as the scale of the 
market gradually grows? 

Ishida [A]: Naturally, we are thinking of increasing the net increase very much. 

Wang [Q]: Thank you very much. The second question. 

If this is the case, you will need to increase both the number of sales people and the number of technical 
personnel. I would appreciate it if you could explain whether you will be able to secure enough personnel, 
taking into account the fluctuation in the turnover rate and your company's approach to wage increases. 
Please. 

Ishida [A]: In terms of personnel, we hire mainly mid-career workers for sales and new graduates for 
engineering. We will offer compensation based on the ability of the employee. We believe that we are 
making steady progress in increasing the number of employees. 

Wang [Q]: I understand. Thank you. Let me ask you one last question about modernization. 

I think the current situation is very favorable, and as Mr. Imamura commented earlier, I think the average 
unit price is also increasing. We have heard from other companies that their unit prices have increased, but 
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we would appreciate it if you could explain to us whether the increase in your company's average unit price 
is largely due to the passing on of material costs, or whether it is partly due to an increase in the added 
value that your company can provide. 

Ishida [A]: There is an increase in the unit price of parts, and an increase in transportation costs, so we are 
taking these into consideration and passing on the price first. 

And, for example, one of the ways to increase the unit price in modernization is to offer various kinds of 
proposals for high value added modernization such as changing interior design. We are currently raising the 
unit price with such things. 

Wang [Q]: Thank you for your very clear explanation. That’s all from me. 

Ishida [A]: Thank you very much. 

Moderator [M]: We will take other questions. If anyone has any questions, please raise your hand. Now the 
fifth row from the front, the man on the far right. 

Ohmaki [Q]: Hello. I am Ohmaki from the Corporate Research Department of Tachibana Securities. I have 
three questions. 

First, on page 13 of the briefing materials, the impact of repair work and sales slide. Here, it says that the 
completion of repair work in H1 of the year was well above the target level. Specifically, how much did the 
H1 results for repair work exceed the target? 

You revised your full-year forecast in August; does this mean that you have already factored this into your 
forecast? Please answer around this. 

Imamura [A]: I will answer. Well, in fact, we had already seen some figures when we revised our earnings 
forecast in August, and the revised forecast as of August 8 included an upward swing of repair work in H1. 
The initial forecast of JPY5.7 billion included an increase in renewals, but we have also included other factors, 
such as an upward swing in repair. 

Ohmaki [Q]: Well, what I wanted to ask you here is, roughly how much was an upward swing in repair work 
in H1 of the fiscal year, and how conservatively are you looking at the full fiscal year, since I thought that you 
are not expecting any upward swing in repair work in H2 of the fiscal year, but is there a possibility that 
there will be an upward swing in H2 as well? What was the scale of sales, the scale of profits, and what was 
the upswing in H1 of the year? 

Imamura [A]: Actually, we have included the upward swing of H1 to some extent, and for H2, we are 
currently forecasting maintenance work sales of more than 110% of the previous year's level. We expect the 
repair sales to be around JPY5 billion or more. 

However, this expectation is also made under conditions that the completion schedule will not accelerate at 
all, so we expect that the actual sales will probably be a few hundred million more. However, that is not 
included in the earnings forecast. 

Ohmaki [Q]: Thank you very much. Second. 

Your medium-term management plan calls for sales of more than JPY60 billion and an operating margin of 
20% in the fiscal year ending March 31, 2027, two years from now. I would like to know what kind of growth 
do you plan for the next fiscal year, if not the year after next? 
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Sales are still expected to grow by 10% to 20%. The operating profit margin for the current fiscal year is 
expected to be in the 14% range, but is this expected to increase to 16% or 18% next fiscal year due to the 
operation of the parts center in the Kansai region and the increased efficiency of the center? 

To what extent are you looking at the next fiscal year, rather than the fiscal year after next? 

Ishida [A]: I will answer your question. We have not yet reached a clear figure as to how much and what 
percentage of sales we will have in next fiscal year. However, if we continue to grow at this rate, I expect 
sales to reach nearly JPY50 billion next fiscal year. I hope that we will be able to post a profit margin of 16% 
or more accordingly. 

As the scale of the business increases, the unit sales price per employee will rise further, and this will absorb 
the profit margin. Also, as Imamura mentioned earlier, if the issue of semiconductors for repair work is 
eliminated, the 18% figure is actually the figure that would have come out this quarter, so I guess it depends 
on those semiconductors. So, we are not able to give it out clearly yet. 

Ohmaki [Q]: Thank you very much. The third point. 

Regarding a risk for your company. For example, in the case of your company, we have often heard that if 
the economy is not doing well, people will be more willing to cut costs, which will attract orders to your 
company. Therefore, we believe that you have a very strong earnings structure that is resilient to the 
economy. What are the possible risks for your company? That is all. 

Ishida [A]: Thank you very much. You asked about the economy. We are celebrating our 30th anniversary 
this year. We built our company in what has been called “the lost 30 years”, and we have grown throughout 
that time. So, we have been experiencing rising costs and reducing costs for 30 years now. A downturn in 
the economy means that, for our company, we would just continue what we have been doing. 

The highest risk for us is, for example, a major disaster. Earthquake. I expect that there will be a temporary 
loss when this happens. 

After the earthquake in Tohoku, there was a lot of confusion for about a month in terms of maintenance, 
etc., but soon afterwards, elevators were reaffirmed as essential vertical infrastructure. Since elevators will 
be the first to be restored in buildings, I believe this is a strong industry. 

Ohmaki [Q]: Well, I would like to add one more point about risk. 

Since your company's intangible assets have accumulated to about JPY4.4 billion through repeated M&As, 
and the companies you have taken under your umbrella seem to be making a decent profit, do you think we 
should not be particularly concerned about impairment risk or anything like that? That's all. 

Ishida [A]: The companies that we have acquired through M&A have been quite profitable so far, and we 
have added just more than 10 companies so far, and I don’t think we should worry about that. 

I hope it answers your question. 

Moderator [M]: Does anyone have any other questions? Thank you. Now in the back row, farthest to the 
right. 

Komiya [Q]: I am Komiya and I am a substitute questioner for Sawakami Asset Management. Thank you for 
your explanation. 
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I know this is a bit hard to hear, but unfortunately there was some tragic news about the death of a worker 
at your company in August of this year. 

I have the impression that there are many industrial accidents in the industry, but if there is any reason why 
your company did not disclose this accident on your website, please let us know. 

Also, compensation for the workers. If your company has any guidelines for this kind of thing, we would 
appreciate it if you could introduce them to us. That is all. 

Ishida [A]: The police are currently conducting an on-the-spot investigation, so I am not in a position to 
make an announcement or comment on that. 

In the event of the death of a company employee, if any, we provide adequate compensation to the 
bereaved family. I think I can only answer as far as that. 

Komiya [Q]: Thank you. I have one more point. 

Ishida[A]: Go ahead. 

Komiya [Q]: In your presentation material, you mentioned that in the future, the share of the elevator 
industry will be 25% for independent companies and that you are aiming for 13% among them. That is the 
numerical target you have set for fiscal year 2027. 

Further, from a longer-term perspective, do you have a bold strategy to expand the 75% share of the 
manufacturer-based market? That is all. 

Ishida [A]: Of course, we don't think our market share increase will end when we reach 25%. Conversely, I 
believe that our company's momentum will naturally increase at that time, so we will be able to grow even 
more, and since we have both sales and technical capabilities, the speed at which we expand will increase 
even more from here. 

In Japan in particular, this figure is still only 25%, but looking overseas, independent companies generally 
account for more than 50% of the total, so the question is how much of the remaining 25% we can capture. 

Komiya [Q]: Thank you very much. 

Moderator [M]: Does anyone have any other questions? Now, the person in row seven. 

Fukushima [Q]: Thank you. I am Fukushima of the Nikkei Shimbun. Thank you. 

I would like to ask you a few questions related to some of the points you mentioned earlier. As the largest 
independent company in the industry, I would like to ask you about the current business situation amid the 
current high prices. How do you see the future? I would like to ask you about the outlook as well. 

Ishida [A]: When you say outlook, do you mean our company’s outlook? 

Fukushima [Q]: I would appreciate your thoughts on the economic outlook. 

Ishida [A]: I'm not so good at that. I'm not an economic commentator. I can see it about the elevator 
industry, but otherwise, I need someone to tell me. 

Fukushima [Q]: How do you feel about the situation now? 
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Ishida [A]: I think the current situation is good for our company. 

Fukushima [M]: I understand. 

Ishida [A]: Was it okay? 

Fukushima [Q]: I understand. If you could capture demand in such a situation, would you be able to tell us 
the sector which is particularly healthy, or if you have any such sector-specific information? For example, 
amid growing cost consciousness, are there any areas where it is particularly easy to capture demand in 
these areas? 

Ishida [A]: That's another part that I personally have a hard time with. We believe that the growth of 
elevators, especially among independent companies, will increase, and that similar industries will also 
increase. We do not know whether the yen will weaken or appreciate. I believe that the elevator industry, in 
particular, does not need to be very conscious of this. 

Fukushima [Q]: I understand. The second question. 

How much do you think is there a shortage of labor in this rapidly growing market? I would like to know if 
you have any specific examples of your efforts to improve the productivity of each construction project in 
this context. 

For example, if you have introduced this kind of component or developed this kind of new construction 
method, please give us some specific examples. 

Ishida [A]: Although there have been price hikes in the elevator industry, we have been able to pass on 
prices for parts, as I explained earlier. 

We have been promoting the use of repaired and refurbished elevators for the past two to three years, and 
we believe that if we accelerate these efforts, we will be able to contribute more to ESG and increase our 
profit margin, which will have a double effect. 

Fukushima [Q]: Thank you very much. 

Moderator [M]: Does anyone have any other questions? Raise your hand, please. Now, in the rightmost row, 
second seat from the back. 

Ozawa [Q]: I am Ozawa from SBI Securities. I have two questions. 

The first point is the lack of semiconductors in the repair work area that you have just explained, where a 
few weeks turned into a year. It may be difficult to predict, but how will the situation improve, and would it 
eventually return to where it was before, or would it be six months instead of a year? 

Ishida [A]: First, repair work has suffered with the shortage of semiconductors, but looking at other 
industries, they are already recovering quite well. In particular, major automakers, such as Toyota and 
Honda, have returned to normal as in previous years. I asked other construction companies, and they said 
the situation has recovered to usually more than half of what it was. 

I have the impression that supply of semiconductor for elevators are running a little behind schedule. Our 
work flow is that we order parts from various manufacturers, the manufacturers check their inventory, and 
usually say how many days, six months, or three months they need to deliver the parts. In the worst case, 
the delivery time was 500 days. The current situation is such that it has recently returned to one year. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
20 

 

And if they get the inventory early, we don't have to wait another year, they can deliver for as little time as 
six months. So, we are not able to forecast at all, but the forecast we are giving here now as a figure is the 
worst forecast for the worst situation, so we are thinking that it will not get any worse. 

Ozawa [Q]: One more point from me. Kansai JIC, I think the biggest advantage is the cost of transportation, 
but I wonder if there is any benefit in terms of sales as well. 

I think this has been beneficial to the sales side as well, including those who have come to visit. Is it correct 
to say that we can expect that the establishment of this Kansai facility will attract more customers to the 
area, and that it will have a significant impact on sales? 

Ishida [A]: In terms of numbers, I wonder if transportation costs and depreciation are about equal. The 
situation is such that reductions in transportation costs exceed depreciation. 

Having the clients come to the center, make a tour of the facility, feel at ease, and sign a contract is the 
most valuable effect. In particular, several hundred companies have visited JIC in Wako, Saitama, and a 
significant percentage of them have signed new contracts and become customers, so that is the point we 
expect most. 

Ozawa [Q]: Thank you very much. 

Moderator [M]: Does anyone have any other questions? No more? 

As there are no other questions, this concludes the question-and-answer session. If you have any IR-related 
inquiries, please contact our IR Office. 

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

Ishida [M]: Thank you very much. 

Moderator [M]: Thank you very much for your time today. 

[END] 

______________ 
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