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Presentation 

 

Moderator: Thank you very much for waiting. We will now begin Japan Elevator Service Holdings Co., Ltd.'s 
financial results briefing for FYE 3/2026. Thank you very much for taking time out of your busy schedules to 
attend today. 

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

Next, we will explain the distributed materials. We have prepared the materials for you today. The first item 
is the presentation material for the FYE 3/2026, the second is the supplementary material for the financial 
results, the third is the timely disclosure material, the fourth is the financial results report, and the fifth is the 
questionnaire. 

As for today's agenda, Mr. Ishida will first review FYE 3/2026 and explain our initiatives for FYE 3/2027 from a 
management strategy standpoint. Next, Deputy President Imamura will explain the financial results for FYE 
3/2026 and the forecast for FYE 3/2027 from a financial perspective, and finally, we will move on to the Q&A 
session. The entire meeting is scheduled to last about one hour and end at around 5:00 PM. 

Mr. Ishida, please begin. 

Ishida: I am Ishida, President and Representative Director, CEO of Japan Elevator Service Holdings. Thank you 
very much for taking time out of your busy schedules to attend Japan Elevator Service Holdings' financial 
results briefing for FYE 3/2026. 

I will now review the financial results for FYE 3/2026 and explain the key points of our business strategy 
initiatives for FYE 3/2027. 
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Please turn to page three. I will explain the overview of the financial results for FYE 3/2026. 

First, the number of domestic maintenance contracts totaled 126,840 units as of the end of March. The net 
increase from the end of the previous period was 13,320 units, the same level as the previous period, which 
was the largest ever. As a result, we estimate that our share of the maintenance market increased by over 1 
percentage point to approximately 11%. 

Our ability to maintain an overwhelming net growth in the industry is due to the fact that we have established 
a system to provide high-quality services nationwide, as well as to our efforts to increase our sales force to 
acquire new contracts and to develop various sales channels, such as building management companies and 
business matching as well as direct sales, which are proving effective. 
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Please turn to page four. Consolidated net sales increased 17% YoY to JPY57.6 billion, operating income 
increased 28% YoY to JPY11 billion, and net income increased 32% YoY to JPY7.3 billion. We revised our 
earnings forecast upward last November, and both sales and profits have further exceeded the revised 
forecast. 

Net sales grew as maintenance and repair service revenue expanded steadily on the back of increased contract 
numbers, while modernization service revenue rose by more than 20% YoY, driven by continued strong 
demand and the ability to raise unit prices beyond cost increases. 

On the profit front, higher technical staff productivity driven by the growth in maintenance contracts, 
increased modernization unit prices, and disciplined SG&A spending all contributed to improved profit 
margins. 

The operating income margin before goodwill amortization improved by 1.6 percentage points from the 
previous year to 19.6%. As a result, both operating income and net income grew at a rate significantly 
exceeding sales growth, and the Company achieved record-high results for the ninth consecutive year since 
listing. 
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Please turn to page five. I will explain shareholder returns. 

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 the previous fiscal year's results achieved growth above our expectations as explained earlier, the Company 
has decided to raise its dividend forecast by JPY2 per share from the JPY19 per share announced last 
November to JPY21 per share, and submit this to the general meeting of shareholders. If the resolution is 
approved, the dividend payout ratio is expected to be 51.2%. 
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Please turn to page six. FYE 3/2027 is the final year of our medium-term management plan, VISION2027. This 
is a five-year plan starting from FYE 3/2023, with the final year of the plan targeting net sales of JPY60 billion 
or more and an operating income margin before amortization of goodwill of 20%. 

As disclosed at the time of the earnings announcement on May 14, both net sales and operating income for 
FYE 3/2027 forecast are expected to exceed the targets of the medium-term management plan. Significant 
progress has been made not only in performance, but also in dividend payout ratio and various ESG initiatives, 
and we expect to exceed all targets in the medium-term management plan. 

CFO Imamura will explain the background of the earnings forecast in more detail later. 
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Please turn to page seven. As I have explained in previous years on this occasion, this fiscal year is the final 
year of our medium-term management plan, and we expect to exceed the goals of the plan. 

Therefore, I would like to explain our measures based on medium- and long-term growth opportunities, which 
are of interest to our shareholders and investors. 

First, regarding maintenance and repair services, manufacturer-affiliated maintenance companies account for 
about 80% of the share in the Japanese market, which differs from the situation in overseas markets, where 
independent companies sometimes account for more than half. The reason for this is that manufacturers have 
been unable to generate profits from new elevator installations due to competition and still rely on a structure 
in which they recover earnings through maintenance, while independent companies other than our company, 
although price competitive, have not been able to earn sufficient trust from customers in terms of quality and 
technology compared to manufacturers. 

Since our establishment, we have invested heavily in R&D, parts centers, human resource development, and 
the research and training facilities to provide the same level of service quality as manufacturers. Furthermore, 
by being listed on the TSE Prime Market, we have earned a high level of social trust, and we are proud to have 
become the only company that has established a system to deliver the safety and security that our customers 
demand at a reasonable price. 

This consistent effort to deliver safety and security to our customers since our establishment has been 
recognized, and we believe that through our future business activities, we can bring the share of independent 
companies in the Japanese market to a level on par with the US and European markets. Our market share just 
exceeded 10%. We believe there are still many opportunities for growth. 
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Please turn to page eight. Next, I will explain modernization services. 

After 25 to 30 years from installation, elevators deteriorate over time and require major repair work. The 
need for modernization continues to be very strong, partly because manufacturers have stopped supplying 
parts for elevators installed in the 1990s and 2000s. 

In addition, labor shortages in the construction market and rising raw material prices have recently led 
manufacturers to significantly raise prices for new elevator installations and modernization. We, too, are now 
well-positioned to improve the profitability of modernization by raising unit prices while maintaining a price 
advantage over manufacturers. 

We plan to continue to actively respond to modernization needs, expanding our modernization sales force 
and strengthening our in-house construction team. In addition to measures such as bulk proposals to large 
customers in cooperation with maintenance sales, which have been implemented for some time, we aim to 
improve profitability through the development of new products. 
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Please turn to page nine. I will explain how we are strengthening our organizational structure to capture 
growth opportunities. 

In addition to newly entering Oita Prefecture, we opened sales offices in existing areas, bringing our total to 
156 locations as of May 1. We are expanding our service network in each region in line with the increase in 
the number of contracts nationwide. 

This April, 167 new graduates were hired, up from 153 the previous year. Since the majority of these 
employees, 146 of them, are technical personnel, we believe that we will be able to build a technical structure 
that can handle increases in maintenance contracts of more than 10,000 units each year in the future. 
Currently, we are also in the process of increasing the number of maintenance sales personnel to win new 
contracts and modernization sales personnel to make modernization proposals. 

To support further growth and improved profitability, we are also actively optimizing management resources. 
In the previous fiscal year, we implemented organizational restructuring in the Tohoku and Shikoku areas. We 
have also supplemented our organic growth through M&A, including the acquisition of Naka Elevator Co., Ltd. 
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Please turn to page 10. I will explain the expansion of services that will lead to an increase in maintenance 
contracts. 

In May of this year, we will launch a new elevator installation business. As mentioned earlier, in the market 
for new elevator installation, not only have prices risen markedly due to labor shortages and rising raw 
material prices, but delays in delivery have also become apparent. For this reason, our customers, who 
appreciate our past achievements, are increasingly requesting that we build elevators of JES quality. 

Having been cautious about entering the new installation market due to unfavorable economics, we are now 
moving forward in response to the recent normalization of prices in that market. 

Shareholders and investors may express concern that JES will become a manufacturer, but our core business 
remains the elevator maintenance business. Similar to the modernization of elevators and escalators, we will 
only take on new elevator installation projects that are profitable, assuming that they lead to an increase in 
maintenance and repair contracts. 
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Please turn to page 11. I will explain overseas business. 

We believe that there is still significant room for growth in the Japanese market and that our top priority is to 
continue to grow through expanding our share of the Japanese market. However, the elevator market itself 
is currently experiencing low growth, and it is difficult to expect high growth in the future. 

In order for us to maintain high growth over the long term as a publicly listed company, it is necessary for us 
to develop overseas markets as well. However, since market structures, business practices, and competitive 
environments overseas differ from those in Japan, we will not rush blindly into investments. Instead, we will 
continue to examine opportunities carefully so that we can secure profits from the start of investment and 
avoid impairing shareholder value. 

In the maintenance business, gaining the trust of customers is a prerequisite, so choosing the right local 
partner is paramount. For this reason, we also need to maintain flexibility so that we can invest whenever we 
find the best partner. 

We will establish a new company in Malaysia with parties related to Potensi, a leading independent elevator 
maintenance company in Malaysia, as announced in January. We will promote business collaboration with 
Potensi and aim to capture the Malaysian maintenance market. 

As for COFRETH, in which we have already invested, we expect long-term growth in the environmental 
business and other areas, as well as synergies with the new company. 

That concludes my explanation. Thank you very much for your attention. 
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Imamura: I am Imamura, Director, Deputy President, CFO. Thank you. I will now give a summary of the 
financial results for FYE 3/2026, the forecast for FYE 3/2027, and an explanation of the financial aspects. 

Please turn to page 12. This is a review of the financial results for FYE 3/2026. 

Net sales totaled JPY57.6 billion, an increase of JPY8.2 billion compared to JPY49.3 billion in the previous year, 
or up 16.7% YoY. We achieved the largest ever increase in both net sales and profit. Both maintenance and 
repair services and modernization services have continued to expand steadily, and net sales have performed 
strongly. 

Operating income totaled JPY11 billion, up approximately JPY2.4 billion from JPY8.6 billion in the previous 
year, and up 27.7% YoY, which was also the largest increase ever achieved. In addition to an increase in the 
number of maintenance contracts and higher productivity, modernization services have also grown 
significantly due to aggressive increases in unit prices and the number of units, as well as the curbing of SG&A 
expenses. 

The operating income margin before amortization of goodwill was 19.6%, up 1.6 percentage points from 18% 
in the previous year. The target in the medium-term management plan is 20%, so we are 0.4 percentage points 
away. Therefore, we believe we can certainly achieve this goal. 

I will explain the analysis of factors for changes in net sales and operating income on the next page. 
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Please turn to page 13. I will now explain the factors behind changes in operating income before goodwill 
amortization. 

The left end of the graph shows operating income before amortization of goodwill of JPY8.9 billion for the 
previous fiscal year. Since this is operating income before amortization of goodwill, it is JPY8.9 billion. Starting 
from there, it first increased by JPY8.2 billion due to the effect of increased revenues. Along with the sales 
expansion, material costs increased by JPY1.943 billion, and personnel costs increased by JPY1.651 billion due 
to the increase of 258 employees and salary increases. 

In addition, subcontracting expenses, which are linked to the increase in modernization, increased by JPY874 
million, and other expenses increased by about JPY1.330 billion. As a result, operating income before 
amortization for FYE 3/2026 landed at JPY11.301 billion, as shown on the right end. 

The number of units under maintenance was strong, and repair services were also steady. Because we were 
able to achieve what needed to be done, including increasing the number of modernization projects and 
raising unit prices, profit increased by JPY2.4 billion against the JPY8.2 billion increase in sales, resulting in an 
incremental profit margin of 29.2%, which represents a very high profit contribution compared with the full-
year results of the previous fiscal year. 
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Please turn to page 14. This is the forecast for FYE 3/2027. 

Maintenance and repair services. In this area as well, the number of contracts is expected to remain firm, and 
modernization volume is also expected to grow, driven by continued strong demand. In addition, the industry 
as a whole is continuing to raise unit prices, and we believe that we will be able to achieve solid figures this 
fiscal year as well, so we forecast net sales of JPY65 billion, up 12.8% YoY. 

On the other hand, investments for growth have already run their course, and there are no items such as 
SG&A expenses that will increase significantly, so operating income is expected to increase 18.1% YoY to JPY13 
billion, an increase that will exceed sales growth. 

As a result, we expect to achieve an operating margin of 20% and an operating income margin before 
amortization of goodwill of 20.4%, so we have announced guidance that will achieve, or rather exceed, the 
medium-term management plan targets of JPY60 billion in net sales and an operating income margin before 
amortization of goodwill of 20%. 
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Please turn to page 15. Capital expenditures totaled JPY1.94 billion in the previous fiscal year. We have 
determined that another round of investment will be necessary this fiscal year, including a partial upgrade of 
our core system, and we expect capital expenditures of about JPY1.9 billion this fiscal year as well. However, 
as mentioned previously, capital expenditures peaked around 2023, when we invested about JPY3.6 billion. 
Since we do not anticipate significant capital expenditures going forward, we expect them to remain around 
this level. 

As a result, we have entered a phase of recouping our investments while continuing to grow. In the previous 
fiscal year, we achieved a net cash position despite repaying long-term debt and increasing dividends. We 
expect free cash flow to continue accumulating in the current fiscal year and beyond, so we intend to 
strengthen shareholder returns, medium- to long-term M&A, and investment in employees.  

That concludes my explanation. Thank you. 

Moderator: Thank you. Thank you very much for your attention. 
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Question & Answer 

 

Moderator [M]: We will now begin the question-and-answer session. We will proceed with the Q&A session 
in a one-question, one-answer format. Please first state your company name and your name and then ask 
your question. 

Sasaki [Q]: Thank you for today. My name is Sasaki from UBS Securities. I would like to ask three brief 
questions. 

I think the financial results and guidance are very favorable, but since they are so favorable, I would first like 
to ask Mr. Ishida if there are any risk factors or anything else that he is concerned about. 

In particular, I do not think it will have much of an impact, but there is the problem of naphtha shortages 
resulting from conflicts in the Middle East, and I think there was some impact in the past when there was a 
shortage of semiconductors. Basically, I think things are going very well, but if you have any risk factors or 
concerns right now, it would be very helpful if you could share them with us. Thank you. 

Ishida [A]: Thank you. First, in terms of risk, the situation in Iran has not put the Company in any kind of crisis 
at present. If this situation were to continue for one or two years, I was concerned that we might become 
unable to repair hydraulic elevators. 

However, for those repairs, we can simply leave the existing oil in place and replace it when supplies become 
available. We have already made arrangements to accelerate other work, so we do not think there is any great 
risk. In my view, that is about the extent of the risk. 

Sasaki [Q]: Thank you. In that sense, I think it is safe to say that there is no particular cause for concern at this 
point, other than whether or not we will be able to accomplish what we set out to do. 

Ishida [A]: That is correct. As for causes for concern, things will probably continue to go well. We will proceed 
according to plan. However, our market share is still only 11%, so I believe our goal is simply to raise it to 30% 
or 40%. 

Sasaki [Q]: Thank you. The second is the concept of modernization. One of the major differences in the 
progress achieved against the current medium-term plan is the considerable growth in modernization. Price 
increases have also been achieved here. I understand that although this would normally be a drag on the sales 
mix, the fact that you are capturing this business well and generating strong profits from it is what is making 
this such a highly profitable company. 

I believe that the recent inflationary trend is providing a favorable tailwind for your company, but could you 
please explain again how you see the current modernization business environment and future prospects? 
Thank you. 

Ishida [A]: I will answer your question about modernization. First, as I explained earlier, there is the rise in 
raw material prices and labor costs. The manufacturers are in the same situation, or perhaps in a slightly more 
difficult situation than us, as technicians are becoming scarce. 

We also use subcontractors and contractors, but in anticipation of this, we began last year to establish an in-
house construction system. We are already providing training for this, which I believe will lead to higher profit 
margins. We are raising our prices, but manufacturers are raising their prices even more than we are, so I do 
not think there is any particular concern if we follow their lead. 
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Sasaki [Q]: Is it my understanding that if this kind of price increase situation continues, your company will also 
be able to raise prices quite a bit, so that will have a considerable effect on profit margins? What are your 
thoughts on this? 

Ishida [A]: Yes. Under these circumstances, they have never lowered prices once they have been raised, so 
we believe that prices will continue to rise, and that this will contribute greatly to improving profit margins. 

Sasaki [Q]: Thank you. Finally, I have my third question. As mentioned in Mr. Ishida's presentation, I was 
surprised that you are entering the new elevator installation business. Can you tell us how we should interpret 
this? 

In effect, I think this means that you will become something like a manufacturer. I understand that taking on 
new elevator installation means only taking on projects that are profitable, but what does this mean as a 
strategy? I know it is basically a good thing because it is in line with customer needs, but I was wondering how 
we should think about it. Sorry again, I would appreciate an explanation. 

Ishida [A]: In the new elevator installation business, we will only take on projects where we can secure a profit 
margin of 20% or more. Some may ask whether this is really possible, but price increases in the new elevator 
installation business are significant. There are no independent companies doing the new elevator installation 
business. Therefore, only the manufacturers can set prices as they see fit. 

Lead times are also very long, running two to three years, and it is increasingly common for condominium 
developers to be unable to launch sales unless the elevator is installed. In this context, we will offer short 
delivery times. Assuming that the fees are equal to those of the manufacturer, we are working on the 
calculation that we can secure a profit margin of at least 20%. 

Sasaki [Q]: I see. In that sense, as you say, amid the recent shortage of engineering resources on the 
manufacturers' side, this is a new business opportunity for your company, which has the resources, is my 
understanding correct? 

Ishida [A]: That is right. 

Sasaki [M]: That is very clear. Thank you. That is all from me. Thank you. 

Ishida [M]: Thank you. 

Moderator [M]: Okay. Are there any other questions? Yes, thank you. 

Kojima [Q]: I am Kojima from Daiwa Securities. I have two questions. 

In the area of maintenance and repair services, the pace of net growth was the same this time as a year ago. 
I think there was a nuance that you wanted to increase the pace of net increase, but I was wondering if there 
has been any change in that area. 

I assume that you are increasing the number of salespeople in order to respond to this trend. I would like to 
know how you conduct your sales activities and how you plan to increase the number of salespeople in the 
future. 

Ishida [A]: First of all, you mentioned that the net increase in the number of contracts did not change much, 
but in the fiscal year before last, simultaneous bidding was conducted in March by government agencies and 
others, and we signed a large number of those contracts. If we continue to do that every year, tendered 
properties and government agency properties will keep increasing. 
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If we do that, even one-year contracts can be switched just because the price is lower by even JPY1. As a result 
of carefully selecting higher-priced government agency properties as well, the average number of units is 
slightly higher than the previous fiscal year, but maintenance fees are currently much higher than in the 
previous fiscal year. Does that answer your question? 

Kojima [Q]: How about your sales structure? 

Ishida [A]: We were also extremely short of maintenance sales personnel in our sales structure, so we worked 
very hard to bring in salespeople from the beginning of the previous fiscal year. It usually takes more than a 
year for that to start paying off, so we believe we can achieve a higher net increase starting this year. 

Kojima [Q]: So you are saying that we might be able to expect an even higher pace of net increase again this 
year. 

Ishida [A]: I think so. I hope so. 

Kojima [Q]: Understood. Thank you. My second question is about bringing the work of the modernization 
business in-house. I understand that this will naturally have a positive impact on profit margins but given the 
current number of engineers at your company and the fact that the work itself is somewhat different, I 
imagine the burden will increase. 

Regarding your future approach, I would like to ask how much of the work that had previously been 
outsourced will be handled in-house for modernization, while you also need to handle new elevator 
installation as well. Could you tell us about the balance in this area, or whether there is a level to which you 
would like to raise the in-house production ratio? 

Ishida [M]: Since Imamura is leading the move toward in-house production, Imamura will answer. 

Imamura [A]: Thank you. Regarding in-house production, we began bringing work in-house about two or three 
years ago because we realized that, given this pace of growth, it would be difficult to secure 120% or 130% of 
the work from subcontractors. 

Even now, about 10% to 20% of the monthly work is done in-house. At the same time, however, we are also 
supporting subcontractors in hiring personnel and developing subcontractors in parallel. 

I have not said much about this in IR until now, but as a result of various efforts, the number of people at 
subcontractors is actually increasing. This is the result of our support, and staffing levels at our subcontractors 
are now fairly adequate. 

So, of course, doing the work completely in-house would provide the best profit margin, but on the other 
hand, our relationships with existing subcontractors and seasonal fluctuations mean that subcontractors also 
serve as some buffer. 

In this area, we have not yet decided that we will definitely bring 100% of the work in-house or 50%. Rather, 
we are now trying to create a structure that achieves the best efficiency and profitability by bringing work in-
house while also maintaining close oversight of our subcontractors. However, I think we will raise the in-house 
ratio a little more from the current level. 

Kojima [M]: Thank you. 

Moderator [M]: Are there any other questions? 
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Nagao [Q]: Thank you for the explanation. I am Nagao from Mizuho Securities. Thank you for your continued 
support. I would like to ask three questions, or maybe two. 

First, since this is a good opportunity, please tell us about the new elevator installation business. As for the 
technical aspects, I think you have been doing modernization work that is close to almost complete removal, 
so I do not think there are any technical issues. 

I am rather concerned about the sales side. This is because, in new elevator installation, I think customers are 
basically general contractors, subcontractors, and the like, so I wonder if this will involve relationships with 
customers that your company has not had in the maintenance business before. Are there any problems with 
sales in those areas? And please tell me, as my first question, whether these are indeed the right targets in 
the first place. 

Ishida [A]: Regarding sales for new elevator installation, we have very deep relationships with real estate 
developers through maintenance. Specifically, with the building management divisions of real estate 
developers. Since we have transactions with their subsidiary building management companies, these 
developers in turn ask general contractors to obtain a competitive quote from Japan Elevator. 

That is how we proceed, so I think that is actually a strength. At the actual site, discussions will be with the 
general contractor, so we proceed based on that recommendation. Of course, there are times when we 
approach general contractors directly, and the general contractors themselves are struggling because delivery 
times are difficult to meet. 

Nagao [Q]: Understood. Thank you. As a follow-up, you mentioned earlier that there were not enough sales 
personnel in maintenance, and I think you are now properly increasing the number. 

From your explanation earlier, I thought this was more about taking on requests when they come to you if 
the unit price is high, but based on what you just said, I wondered whether your company may also approach 
customers proactively. Please tell us your thoughts on expanding the sales personnel for new elevator 
installation, including the timeline. 

Ishida [A]: For sales for new elevator installation, we are hiring salespeople from manufacturers. However, if 
we also do new elevator installation, it does not finish in one week like modernization. It takes about two 
weeks. We will need personnel and yards, so we are planning to expand those first and then increase the 
number of units. 

Nagao [Q]: Understood. Thank you. Now, for my second question, please tell us about the sustainability of 
price increases for modernization. I think you mentioned that you will continue to raise prices and that you 
can do so firmly this fiscal year as well. 

Even if costs continue to rise over the long term, such as over three or five years, I believe that many of your 
customers want to reduce expenses, so please tell us how confident you are about how much further you can 
raise prices. 

Ishida [A]: We are generally assuming that manufacturers will raise prices, and once raised, manufacturers 
will probably not lower them while there is demand. This is true for maintenance as well, since calculations 
are based on those new prices. 

As for our company, if manufacturers lower prices, we will lower prices for new elevator installation as well, 
and I think we will also lower prices for modernization. I do not think manufacturers will lower their prices 
out of consideration for us, so I think this will continue for a long time. 
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Nagao [Q]: Understood. Thank you. For my third and final question, I would like to ask an additional question 
about the status of maintenance sales, which may have been asked earlier. 

According to the financial results materials for H1 FYE 3/2025, I believe you started new transactions with 
major customers, such as retailers, railways, and medical institutions. I do not know how much of this is 
related to the fact that the briefing materials for the current term did not say so, but I think the net increase 
was flat, although it was at a high level. 

So, what is the status of sales with such new and large customers? Mr. Ishida, I believe you are involved in 
various areas like that, so I would like to hear your view on this. Thank you. 

Ishida [A]: Regarding maintenance sales, I did mention that large accounts increased when I explained the 
financial results for FYE 3/2025, and they have continued to increase. New national clients and the like have 
increased significantly, and this has created a positive trend in which customers say, "If they have a contract 
with them, then that is fine. Let's do it too." 

I think we did not write about it because it had become somewhat normal, but I would like to reflect on that. 
We will make sure to highlight it properly next time. 

Nagao [M]: Understood. Thank you. 

Moderator [M]: Are there any other questions? 

Kurasawa [Q]: My name is Kurasawa from Toyo Keizai. Thank you for your explanation. I would also like to 
ask several questions about new elevator installation. 

First of all, as everyone has mentioned, I also find it very surprising that you are entering new elevator 
installation. Since you are starting this fiscal year, when did you start preparing for this and to what extent is 
the system in place? 

Ishida [A]: This is not something we are really doing completely from scratch, and we have experience with 
dozens of new installation jobs, or installation work, in the past. Depending on customer needs, for example 
when there is no time, I forget which pavilion at the recent Osaka Expo it was, but for projects that really have 
to be completed in a short period of time, we have also signed contracts for more than double the 
manufacturers' prices. 

Therefore, as I mentioned before, we do not need to make extensive preparations from now. Please think of 
it as adding the elevator car, or box, to the materials used for modernization, which makes the construction 
period longer. Adding something is not that hard. 

Kurasawa [Q]: Then, am I correct in understanding that it can be handled within your existing facilities? 

Ishida [A]: That is correct. The number of modernization projects is also increasing, so we may need to add 
warehouses, or rather yards, but I do not think that is a big deal. 

Kurasawa [Q]: Sorry. One more point is that you said you will select projects with profit margins of 20% or 
more. In terms of the future scale, are you doing new elevator installation because there are buildings, or 
customers, in need, or do you have an image of steadily taking market share from manufacturers now that 
you are entering new elevator installation? Please tell us how large a business you are considering. 

Ishida [A]: In the new elevator installation business, for example, we currently handle 200 to 300 
modernization projects per month, but if we were to do that in new elevator installation, it would be an 
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enormous task. That would involve various things, such as having factories like manufacturers, so we will do 
it to the extent that we do not need to make the associated capital investments. The control panels and 
controllers used in modernization can also be used now. We are currently doing this so that there is no need 
to newly develop anything or incur development costs. So, what was the other point? 

Kurasawa [Q]: If you have a sense of the scale you are envisioning, whether in terms of sales or market share, 
that would be helpful. 

Ishida [A]: The new installation fee is roughly JPY15 million per unit. If we were to continue increasing this, 
we would be doing it across Japan. If we have to build factories in other regions, such as Osaka or Hokkaido, 
our profit margin will decline, so we would like to make adjustments while keeping an eye on that. 

Moderator [M]: Are there any other questions? 

Wang [Q]: This is Wang from Nomura Securities. Thank you for your continued support. 

From my point of view, you formulated the medium-term plan in 2022 and were aiming for targets that were 
by no means low from the start, but looking at the current guidance, I think you have steadily expanded your 
business base in Japan over the past five years by following through on your commitments. 

I know this is a bit early, but after the completion of this medium-term plan, with new elevator installation 
discussed this time, overseas business, and various other growth opportunities, what will be your primary 
focus next, Mr. Ishida? What is Japan Elevator's vision going forward, or rather, what is the time frame for 
achieving the next goal? I know this is a somewhat broad question, but I would appreciate your comments. 

Ishida [A]: First of all, as you said, we announced it in 2022, and it was a very, very high goal, so much so that 
I wished we had not announced it. So, we are somewhat hesitant about announcing a medium-term plan for 
the next five years or so. As for the future, there is overseas business, and we are actually constantly 
conducting research on overseas markets. 

There are various circumstances in different countries, and until now China has had the largest number of 
elevators, so we considered various options, but China does not have a maintenance culture. In that case, 
Japan is roughly second in terms of the number of elevators. Next are Spain and Italy, while the US comes 
much further after that. Therefore, I think we need to turn our attention to Europe as well. 

When we looked into it, overseas independent companies are owner-operated and are mostly not listed 
companies. About half of those companies have sold their shares to investors. Since those investors exit after 
about five years, we believe that if we approach them at that point, such M&A would not be that difficult. So, 
for example, if we were to acquire a company with net sales of JPY30 billion, it would exceed 50%. We are in 
a situation where we can look for that kind of thing if we want to do it. 

So, that is not the goal. Rather, our focus is on Japan. Anyway, our market share is still only 11%, so we will 
continue to increase this further. We will raise it to 50%, on par with overseas markets. Independents 
currently account for 20%, so the question is how we can capture the remaining 30%. Thankfully, we hear in 
the industry that elevators are shifting from manufacturers to independents, and most of those elevators are 
coming to us, while other independents are not growing. We intend to continue pursuing the domestic market 
without letting up. 

Wang [Q]: Thank you. Incidentally, as for new elevator installation, many questions were raised earlier, but 
in terms of scale, is it generally a little less than 10% of net sales at most over the medium to long term? 
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Ishida [A]: Since growth in maintenance and modernization work will naturally outpace it, we do not expect 
new elevator installation to grow explosively. 

Wang [Q]: Thank you. One last point, just a minor question. For the first time in a while this year, as mentioned 
earlier, the number of sales personnel, or rather the number of employees overall, grew by more than 10%, 
which I think was very high growth. 

To be honest, I think your company has been hiring while keeping an eye on the operating profit margin in 
the final year of the medium-term plan, but should we assume that this high level of headcount growth will 
continue for some time over the next few years? Or should we consider that this year, the period that ended 
was a bit of an outlier? 

Ishida [A]: I will start with the numbers. 

Imamura [A]: Sorry. Because I am cautious, I tried to somehow achieve the medium-term plan with the 
minimum necessary personnel. I think the pace of increase has slowed down a bit over the past few years. 

In the business environment, especially with this net increase in maintenance units, there was no extremely 
large account, but the number increased normally, and we now have the underlying strength to grow by this 
much even without any major new catalysts. The modernization environment is also very favorable, and I am 
certain that unit prices will increase in FYE 3/2027. 

So, since there are really not many risk factors at this point, I thought we could properly invest in human 
resources, and I, who usually keeps a tight grip on the purse strings, hired quite a few people. 

The people we hired this time include technical personnel, and we also significantly increased maintenance 
sales personnel. I am confident that this increase in sales staff will definitely help increase maintenance 
contracts in H2 of this fiscal year and into the next fiscal year. As for technical personnel, this also includes the 
modernization construction teams mentioned earlier and new elevator installation and maintenance. We 
hired quite a few people this time so that we can handle whatever happens. We have not yet decided whether 
we will make the same increase in headcount this fiscal year as we did this year. 

We have not included that much in the budget, but as usual, I am probably somewhat conservative, so there 
will be upside. Within that, I think we will probably hire people again. 

Also, excuse me. To add just one point about new elevator installation, I think quite a few of you have visited 
Wako, or JIC, and the elevators at Wako were, of course, all installed by us. 

There are about eight elevators installed there, and that is also the case for the research building next to it 
and for Kansai. Those were all our new elevator installations, so if there are no issues with the ride quality 
there, please understand that we are capable of new elevator installation. Okay. That is all. 

Wang [M]: Thank you for those confident remarks. That is all from me. Congratulations on your excellent 
financial results. 

Moderator [M]: Are there any other questions? 

Sasao [Q]: My name is Sasao from SMBC Nikko Securities. I would like to ask one question. 

Modernization is growing very strongly, and I think capacity has been properly prepared and the system is in 
place, but I have the impression that if this strong growth continues, the time may come when you will need 
to strengthen the system further. 
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You mentioned earlier that capital investment will remain at the same level, but what should we consider 
when thinking about the next few years? 

Imamura [A]: Thank you. That's right. Yards and warehouses will definitely be increased as the number of 
units grows. However, JIC in Wako, and Kansai in Takarazuka were built by us, so the investment amounts 
were quite large. 

Since we basically plan to rent warehouses going forward, the flow through the P&L, so our answer is that we 
are not considering future capital investment. 

Sasao [Q]: So, a system like Wako or Takarazuka can be handled by those two bases. 

Imamura [A]: That's right. We will increase capacity by adding yards and renting warehouses around those 
two bases. Those are the core locations, and we will expand around them. We do not think it is necessary to 
build in Fukuoka or Hokkaido at this time. 

Moderator [M]: Any other questions? Are there any further questions? Since we have received many 
questions, we will now close the Q&A session. 

For future inquiries regarding IR matters, please contact our IR Office. 

This concludes Japan Elevator Service Holdings' financial results briefing for FYE 3/2026. Thank you very much 
for taking time out of your busy schedules to attend today. 

[END] 

______________ 
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