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Presentation 

 

Moderator: Thank you for your very long patience. It is time to begin the financial results briefing of Japan 
Elevator Service Holdings Co., Ltd. for the fiscal year ended March 31, 2025. Thank you very much for taking 
time out of your busy schedule to join us today. 

First, I would like to introduce our attendees. We have two attendees. From the left, facing you, are Katsushi 
Ishida, President and Representative Director CEO, and Kimihiko Imamura, Director Deputy President CFO. 

Next, I would like to confirm the materials we have distributed. Please check the handouts. We have prepared 
four kinds of materials: the presentation material for the financial results briefing for the fiscal year ended 
March 2025, the financial summary for the fiscal year ended March 2025, the supplementary material for the 
fiscal year ended March 2025, and the questionnaire. 

Today, President Ishida will review the fiscal year ended March 2025, and explain the initiatives for the fiscal 
year ending March 2026, from the perspective of management strategy. Then, Deputy President Imamura will 
explain the financial results for the fiscal year ended March 2025 and the forecast for the fiscal year ending 
March 2026 from the financial perspective, and finally, we will move on to the question-and-answer session. 
The entire meeting will last approximately one hour and is scheduled to end around 5:00 PM. 

Now, President Ishida, please start. 
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Ishida: I am Ishida, President and Representative Director CEO of Japan Elevator Service Holdings Co., Ltd. 
Thank you very much for taking time out of your busy schedule today to participate in the financial results 
briefing of Japan Elevator Service for the fiscal year ended March 2025. 

I will now review the financial results for the fiscal year ended March 2025, and explain the key points of our 
business strategy initiatives for the fiscal year ending March 2026. 

Please take a look at page three. I would like to present an overview of our financial results for the fiscal year 
ended March 2025. 

Net sales increased by 17% YoY to JPY49.3 billion, operating profit increased by 26% to JPY8.6 billion, and net 
profit increased by 22% to JPY5.5 billion, representing double-digit growth in both net sales and profit and 
reaching new record highs. Both net sales and profit exceeded the Company's forecast due to strong sales in 
both the maintenance & repair, and modernization services. After my presentation, CFO Imamura will explain 
the details of the financial results. 
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Please move on to page four. I would like to explain our shareholder return policy. 

Our policy for returning profits to shareholders is to maintain a dividend payout ratio of 40% or more in 
principle, and we aim to continue to increase dividends in line with profit growth, which we have been doing 
since our listing on the Tokyo Stock Exchange. As I explained, since our growth exceeded our expectation last 
fiscal year, we have decided to propose to the general meeting of shareholders a dividend of JPY31 per share, 
an increase of JPY6 YoY, which is also up from the JPY30 per share announced last November. If the resolution 
is approved, the dividend payout ratio is expected to be 49.9%. 
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Please turn to page five. 

Domestic maintenance contracts totaled 113,520 units, with net organic increase exceeding 13,000 units. The 
fiscal year before last, the net increase reached a record high of 10,000 units, and the level of the previous 
fiscal year was 30% higher than that. We estimate that this has increased our share of elevator maintenance 
contracts in Japan by one percentage point to 10%. 

We have steadily increased the number of maintenance contracts because we have established a system to 
provide high-quality services for any brand at any place, increased our sales force, and the Company’s brand 
recognition increased. At the same time, we have diversified our sales channels to include building 
management companies, financial institutions, and business corporations. 
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Please move on to page six. I will explain our efforts to strengthen our organizational structure to increase the 
number of maintenance contracts. 

As of May 2025, the number of offices increased by 11 from the end of March 2024 to 149. Of these, new 
offices were established in Saga, Yamaguchi, and Nagasaki Prefectures. In addition, Showa Yusoki Tohoku, 
which was acquired last year, will change its name to Japan Elevator Service Tohoku and merge with the 
Tohoku branch of Japan Elevator Service Jyosai on July 1. With this move, we will strengthen our structure in 
the Tohoku region and aim to increase our market share. 

The number of employees increased by 160 YoY to 2,028. In addition, the number of technical personnel 
increased by 112 to 1,271, and we have been able to steadily secure human resources to support the increase 
in the number of maintenance contracts exceeding 10,000 units per year. This fiscal year, we have continued 
to recruit mainly new graduates, with 153 new graduates joining the Company this April. 
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Please turn to page eight. I will explain our initiatives for the fiscal year ending March 2026. 

In the maintenance & repair services, we will step up efforts to increase the number of units under 
maintenance management. We will revitalize sales activities and improve productivity through the use of sales 
support and customer management systems. We have increased the number of maintenance sales staff to 
expand our business, and we will thoroughly train them to make them ready to work immediately. 

In addition, we will strengthen our customized approach by sales channel to increase our customer share with 
existing customers and develop new customers. For example, in business matching by financial institutions 
nationwide, which has been increasing recently, we aim to increase the number of new contracts by 
strengthening relationships with partner financial institutions and expanding the scope of partnerships. 

We will also continue our efforts to improve service quality. To speed up failure response, we will develop a 
system to identify causes and predict failures by having AI learn from our failure information database. 

In the repair services, we will define the recommended replacement period of major parts for each 
manufacturer and offer replacement proposals regularly. By replacing parts at regular intervals, we will 
prevent failures and enhance elevator safety. 
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Please move on to page nine. This page shows modernization initiatives. 

Modernization demand remains strong. The production line at JIK, which was completed in Takarazuka last 
year, is now on track, and the total monthly shipment volume at the two bases in the Kanto and Kansai regions 
now exceeds 200 units. Efforts to increase production volume will continue through expansion of headcount 
and warehouses. 

For escalator modernization, for which the number of compatible models is being expanded, we will 
aggressively make proposals and aim to win projects. 

Efforts to improve profitability will also continue. The operation of JIK is expected to reduce logistics costs in 
the western Japan region, and the Company plans to expand in-house construction team. By increasing in-
house construction, we aim to further improve our production capacity and profitability. 
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Please move on to page 10. As I have mentioned, our business is progressing well toward the achievement of 
our medium-term management plan. 

Considering the steady accumulation of maintenance contracts, the strengthening of the repair sales, and the 
greater-than-expected expansion of the modernization business, the probability of exceeding the initial sales 
target of JPY60 billion is steadily increasing. 

As for the operating profit margin excluding amortization of goodwill, the target of 20% is achievable, thanks 
to productivity improvements resulting from an increase in the number of maintenance contracts and SG&A 
cost controls, and I believe that it is possible to exceed 20% in the long term. 

Lastly, I think that more people will compare the current fiscal year's forecast with the final fiscal year's target 
of the medium-term management plan and assume that the medium-term management plan will be reviewed. 
However, I believe that the medium-term management plan is a guide for management strategy over the 
medium term and is a different indicator from the forecast based on the business environment and 
management policies for each fiscal year. Therefore, we do not plan to revise the plan at this time. 

That is all for my explanation. Thank you very much for your attention. 
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Imamura: I am Imamura, Deputy President CFO. I will explain the financial aspects of the Company, including 
a summary of the financial results for the fiscal year ended March 2025, and the forecast for the fiscal year 
ending March 2026. 

Please take a look at the next page. First, this is the summary of the financial results for the fiscal year ended 
March 2025. 

Net sales totaled JPY49.3 billion, up JPY7.1 billion from JPY42.2 billion in the previous fiscal year and up 17% 
YoY. In the previous fiscal year, a high level of sales and profit growth was achieved due to changes in the 
environment, such as the normalization of parts supply. This fiscal year, the environment remained very 
favorable throughout the year, and both maintenance & repair and modernization services have been 
progressing smoothly. 

In addition to our slightly conservative forecast, significant growth in the maintenance & repair resulted in 
sales that exceeded our forecast. 

Operating profit was JPY8.6 billion, an increase of JPY1.8 billion or 26% YoY, compared to JPY6.8 billion in the 
previous fiscal year. The ratio of operating profit before amortization of goodwill, which is used as a guideline 
in the medium-term management plan, was 18%, as shown in the second row from the bottom. This was 1.2 
percentage points higher than the 16.8% in the previous fiscal year. An analysis of the factors contributing to 
changes in net sales and operating profit is discussed on the following page. 
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This page shows factors for change in operating profit. 

First, the leftmost part of the graph starts with the figure of JPY6,821 million in operating profit of the previous 
fiscal year. Second from the left, the increase in net sales resulted in an increase of JPY7.1 billion in profit. 

On the other hand, material cost increased by JPY1,928 million due to sales increase. Labor cost increased by 
JPY1,365 million due to a net increase of 160 employees and regular salary increases. In addition, related to 
the sales expansion of modernization, outsourcing cost increased by JPY846 million. 

On the other hand, since capital investment has started to level off, the increase in depreciation was small, 
and we were able to improve productivity and curb SG&A expenses in line with sales expansion, keeping the 
total increase in cost of sales and SG&A expenses to about JPY5.3 billion. As a result, operating profit increased 
by JPY1,803 million, amounting to JPY8,624 million for the fiscal year ended March 2025. 

Sales increased by JPY7.1 billion and operating profit increased by JPY1.8 billion. In terms of the ratio of 
increased sales to increased operating profit, the operating profit margin is 25%, which has led to an increase 
in the overall profit margin. 
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Now, please turn to page 14. These figures are forecasts of our business performance. 

Our forecast for the fiscal year ending March 2026 is a little conservative in terms of the net increase in the 
number of maintenance contracts in the maintenance & repair services, which is expected to be about the 
same level as this fiscal year. The forecast for the modernization services is also based on slightly conservative 
assumptions. 

Net sales are projected to increase by 11.4% YoY to JPY55 billion, and operating profit is projected to increase 
by 15.9% YoY to just JPY10 billion. While operating profit at the time of listing was approximately JPY0.6 billion, 
we expect operating profit to reach the tens of billions level in the next fiscal year ending March 2026, the 
ninth year since listing, and approximately 17 times the amount compared to that at the time of listing. 

We will continue to achieve double-digit growth in the fiscal year ending March 2026, and since the operating 
margin will inevitably improve, we think the minimum operating margin before goodwill amortization will be 
18.7%. 
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Lastly, on the next page 15 are the forecasts for capital expenditures and depreciation. 

Capital expenditure was projected to be JPY2 billion in the previous fiscal year, but the result was at about 
JPY1.7 billion. 

In the fiscal year ending March 2026, the amount of investment will be further reduced, with a planned capital 
expenditure of about JPY1.5 billion. Depreciation is expected to be about the same amount, approximately 
JPY1.5 billion. 

As a result, we believe that free cash flow should build up more pronouncedly. With that in mind we will 
strengthen our financial position and improve capital efficiency in parallel as two wheels by putting all of our 
effort into increasing shareholder returns and repayment of borrowings. 

In the medium to long term, we intend to promote M&A, investment in human resources, and further 
enhancement of shareholder returns. 

That is all for my explanation. Thank you very much. 
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Question & Answer 

 

Moderator [M]: We will now move on to the question-and-answer session. The session is going to be in a 
question and answer format. 

Now, if anyone has any questions, please raise your hand. 

Wang [Q]: Thank you for your explanation. I am Virginia from SMBC Nikko Securities. Thank you for all your 
help. I would like to ask two questions. 

First, in the fiscal year that ended, there was an extraordinary loss of about JPY300 million. Can you give me 
the background on this and whether it is a one-time factor or not? Please answer. 

Imamura [A]: Your question is about an extraordinary loss of about JPY300 million. This is a lump-sum 
extraordinary loss for the LiftSPOT business for the equipment and relatedassets that have been developed 
in the past. 

We have not stopped the LiftSPOT service, rather we have installed LiftSPOTs for our customers free of charge 
for a long period of time, and the number of installations is now over 10,000 units, or about 12,000 units. 

From an advertising standpoint, our goal was to reach over 10,000 units, so I think we reached the target in 
the number of units in place. LiftSPOT is also equipped with a security camera, and we are planning to expand 
the contents in the elevator. Previously, we provided the security camera function to customers as a free 
service, but now we areproposing it as a fee-based service. So we are planning a system in which this will 
generate maintenance sales in the future. 

This time, the units that had been developed in the past and those that had been installed free of charge in 
the past were recorded as a loss in a lump sum, and since we have just transformed this business, there will 
be no more losses from this point onward. 

As we are gradually starting paid services, we believe that LiftSPOT will eventually generate good profits from 
both the advertising business and maintenance sales. 

Wang [Q]: Thank you very much. Now as the second question, you mentioned earlier that forecast for the 
maintenance & repair services was created conservatively, but just to be sure, could you explain if you are 
expecting any negative factors, in terms of repair sales, acquisition of maintenance contracts, and pricing, for 
example? Please answer. 

Imamura [A]: I'm sorry to say this every year. We always figure our guidance conservatively, so there is no 
particular negative factor. It is also hard to imagine a sudden 150% increase in the number of maintenance 
units or anything like that. We are always creating it conservatively, and this is the bottom. I would like you 
to just think of it as the very bottom. 

The maintenance services are very favorable. Our current forecast is based on the last fiscal year's net increase 
of 13,000, and we are actually expecting 10% growth. The repair services are also very firm. About three years 
ago, there was a suspension of parts supply, which caused a temporary YoY drop in sales, but sales have grown 
steadily in the fiscal year before last and the last fiscal year. 
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Last fiscal year and the fiscal year before last, we had nearly 30% growth in the repair services, but now that 
things have settled down to some extent, we are not expecting such aggressive growth in the repair services 
this fiscal year. 

Originally, repair sales are linked to maintenance sales. If the maintenance services grow by 10%, the repair 
services will grow by basically 10%. Since the repair work is only generated from maintenance, we are 
expecting double-digit growth this fiscal year, which is about the same as the growth in the maintenance. 

On the other hand, thanks to the extremely large backlog of orders for repair, which is at an all-time high at 
this point, I actually think that we will be able to achieve double-digit growth or more although I have made a 
rather conservative forecast. That is all. 

Wang [Q]: Thank you very much. As a follow-up question, in terms of maintenance units, the fiscal year that 
ended saw a 13% organic growth rate over the previous fiscal year, which I believe was higher than usual. Am 
I correct in understanding that this fiscal year there will be no particular reaction to that? 

Ishida [A]: Yes. I don't think that the number of units will become 10,000 for this fiscal year after 10,000 units 
became 13,000 units. On the contrary, we intend to increase the 13,000 units to 15,000 and 17,000 units. 

Wang [M]: Thank you for your encouraging comments. I understand very well. That's all from me. Thank you 
very much. 

Moderator [M]: Then, does anyone have any other questions? 

Kojima [Q]: I am Kojima from Daiwa Securities. Thank you for your kind explanation. I would like to ask two 
questions as well. 

First, JIK is now in operation, and you began operation for about 200 units. In the meantime, we were told 
that JIK itself has a little more capacity. Looking at JIK's current operating situation and capacity, I think the 
operating rate is being held back right now. Could you tell me about the factors and how you see it going 
forward? 

Imamura [A]: We are currently in operation for about 200 units per month, and about one-third of the total 
are in western Japan. About one-third of those 200 units are handled at JIK, so of course there is plenty of 
remaining capacity at JIK. In the meantime, the number of units for modernization will undoubtedly grow in 
the future. 

Therefore, I think that 100 units in the Kansai region at an early stage will probably be possible in the next 
fiscal year or so. So, although we have extra capacity, we expect it to grow significantly. 

However, it is no use for us to force JIK to manufacture, and we are actually using JIK for projects that we think 
are more efficient to do in western Japan. Therefore, the number of units at JIK will increase as the units in 
western Japan grow. 

Kojima [Q]: Are you saying that there is no particular problem with the operation of JIK right now? 

Imamura [A]: That's right. We basically operate on the basis of whether transportation costs can be lowered 
by sending from the Kanto region or from the Kansai region, depending on the case. 

In fact, the total investment in JIK was just under JPY2 billion, and depreciation and property taxes cost about 
JPY80 million per year. On the other hand, in H2 of last fiscal year, monthly transportation costs were reduced 
by about JPY7 million due to the establishment of JIK in Takarazuka. In the current fiscal year, the reduction 
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in transportation costs will be larger than the maintenance and amortization costs of JIK. I think we can 
probably reduce the costs by about JPY100 million. 

On the other hand, depreciation and amortization costs remain the same. The facility was not built solely for 
the purpose of reducing depreciation and amortization costs through transportation costs, but as a result, it 
contributes to profits. 

Kojima [Q]: Thank you very much. The other questions is about the escalator project, which is not exactly a 
new business, though. You have expanded the capacity and the business itself. 

I assume that the modernization started in earnest in the fiscal year that ended. Could you tell me the situation 
of new contracts and the outlook? 

Ishida [A]: In the escalator business, sales for the fourth quarter of the fiscal year ended March 2025 were 
approximately JPY300 million, and for the current fiscal year, which started in April, we have submitted 
number of quotations totalimng approximately JPY3 billion during the months of April and May. 

We have been able to propose much cheaper contracts than the manufacturers, so I believe that it would be 
a very big business once they are concluded. We will know in a little while how much customer demand there 
is and whether customers will actually place orders, but I think the demand is there. 

Kojima [Q]: Also, in terms of customers, for conventional elevators, the customers are a condominium 
management association and other similar organizations, but for escalators, the customers may be a 
developer who owns a building, and the attributes may be a little different. Are there any restrictions on your 
company's sales structure? 

Ishida [A]: As you say, customers are department stores and the like for escalators. We already have many 
contracts with such a place as an electronics store, and we are currently performing maintenance for about 
5,000 escalators. 

When we were told about the modernization at such stores, we were not able to do it yet, so we had to 
decline the offer. We have finished the development and we are now reaping the rewards. 

As for the escalators, as with the elevators, if the manufacturers stop supplying parts when the supply period 
is over, we send them out to the customers. We are aware that there are already 700 to 800 such models 
among the escalatoers for which we have maintenance contracts. Therefore, we are making proposals for 
them to acquire contracts. 

Kojima [M]: Thank you very much. 

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

Nagao [Q]: Thank you for your explanation. I am Nagao from Mizuho Securities. I would like to ask two 
questions as well. 

The first question is about the repair services you just mentioned. I was under the impression that although 
you are increasing you staff, maintenance is also increasing quite a bit and you don't have sufficient staff. Is it 
safe to assume that the maintenance & repair could grow quite a bit in the future? Or, as you mentioned 
earlier, do you envision it continuing to grow at the same pace as maintenance? What can you tell me about 
that? This is the first question. 
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Ishida [A]: I explained earlier that the repair services grow as maintenance increases, but there are two types 
of elevator contracts: full maintenance contracts and POG contracts, and for elevators that have full 
maintenance contracts, repair sales are not generated. So the more POG contracts increase, the more repair 
sales will be generated naturally. 

As a recent trend, more than 60% of new contracts are POG contracts, and we believe that repair sales will 
increase in the future as well. 

Nagao [Q]: Thank you very much. How should I consider the burden on the technical staff and others for 
repair? Is it something that can be done quickly in the course of normal maintenance to some extent, say by 
adding a day, or is it less? I would like to know if you could give me some image. 

Ishida [A]: When it comes to large repair projects, we have a specialized repair team that will perform the 
repair work. Naturally, we will be increasing the number of people on the repair technical team. 

Nagao [Q]: Okay, thank you. Second, please tell me about the modernization. I believe you have been leveling 
works among quarters for some time. In the fiscal year that ended, there was an increase of about 100 units 
in Q4, but I think there was a gradual increase from Q1 to Q3. Is this trend continuing? Or will the increase 
from Q3 to Q4 be more gradual? Please tell me what kind of image I should have. 

Ishida [A]: As you say, we are aiming for the leveling. We have already completed the planning for Q2 and Q3, 
and we are currently accumulating what we have acquired through sales activities for Q4. The modernization 
sales are going quite well and orders are coming in, so we are currently making a plan for Q4. 

We would like to level the orders, but if the customers who want us to finish the work by the end of the fiscal 
year increases, there may be a slight increase in the number of projects in Q4. 

Nagao [M]: I understand. Thank you very much. That's all from me. 

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

Sakae [Q]: Thank you for your explanation. I am Sakae from Nomura Securities. I have three questions. 

First, please turn to page 12. You have commented that you have exceeded your initial forecast for the fiscal 
year ended March 2025. I believe that your initial forecast was JPY47 billion in net sales and JPY8 billion in 
operating profit. I would like you to explain factors for the upward swings again. 

What did you do to thoroughly manage SG&A expenses, which you write about in the paragraph below? Could 
you please explain what additional efforts have been made to reduce the labor cost ratio due to the effect of 
hiring new graduates, unlike in previous years? This is the first question. 

Imamura [A]: First, as for the sales increase and the accompanying profit increase compared to the initial 
forecast of 47, at the beginning of the fiscal year, although there was a recovery trend in the area of repair to 
some extent, we were a little conservative because we did not know what might happen at any time in terms 
of the unit price and the number of units for modernization. However, we thought that the results would be 
a little higher than we had expected, and our results were actually in line with our thought. 

As for the thorough control of SG&A expenses, this is not something we managed to do only last fiscal year, 
but something we have been working on continuously. We have not been extremely stingy, but we have not 
been making unreasonable investments or spending, and we have been investing where we should be 
investing, after a thorough discussion among the Group's management, including Ishida, as to whether it is 
really necessary or not. 
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I think this is probably nothing special, but we make a clear distinction between what we need to invest for 
future business expansion and what we do not need yet, and this is part of our thorough management of 
SG&A expenses. Therefore, we did not do anything special to cause this upward swing against our earnings 
forecast. We did what we normally do. 

As for the reduction of the labor cost ratio, in any case, as the number of maintenance units increases, our 
profit increases, even if the average labor cost increases a little. Assuming that the unit cost of a maintenance 
contract is, for example, JPY18,000 per month on average, as the labor cost for that maintenance alone is 
considered, even if the hourly rate is estimated slightly higher at JPY3,000 to JPY4,000 per hour, the difference 
of JPY14,000 to JPY15,000 will be generated as profit. 

Since the maintenance itself operates by a very high profit margin, the profit margin will be high even if it is 
done normally. In addition, we are making a strong effort to hire new graduates and, more recently, young 
mid-career workers. As a result, the increase in the number of young people has reduced labor costs for the 
Group as a whole. This accumulation resulted in the current result. That is all. 

Sakae [Q]: Thank you very much. The second question is on pages 13 and 14 of the presentation material. If 
you explain the forecast for the fiscal year ending March 2026 with factors for change, what differences will 
we see? In particular, regarding the labor cost, please tell me from what month and by what percentage your 
company's wage increase is expected for the year. 

Imamura [A]: If we apply this to the earnings forecast, the increase in sales will be about JPY5.5 billion, or an 
increase in profit will be JPY1.4 billion. So, the same as this fiscal year, about 25% of the increase that will be 
recorded in sales will be recorded in profit as well. This is the same level as this fiscal year and we forecast an 
increase of JPY5.5 billion in sales and an increase of JPY1.4 billion in profit. As I mentioned earlier, the forecast 
is a little conservative, so I hope you will estimate the results. 

Regarding the labor cost, basically, there will be a revision of labor cost from the beginning of April. Other 
than the regular salary increases, for the fiscal year ended March 2025 and the fiscal year before that, on 
average, wages increased by about 6%, including overtime, bonuses, and bonuses for the fiscal year. For the 
second year in a row, almost all group companies have increased their salaries by about 6%, so the average 
salary of employees who have been with the Company for the past two years has increased by about 12%. 

We don't give regular wage increase or a 5-6% increase in the across-the-board pay. Young employees are 
almost exclusively engaged in training and on-the-job training in their first year. For the next year or so, when 
they are well qualified and on their own, they can really become a force and start working at once. 

Our company is now expanding sales very steadily, so in their third and fourth years, employees who are given 
solid training from early on and highly skilled are assigned larger jobs. Young people are entering the Company, 
and if they do well year by year, their base salary is increasing very much, so they are in a situation where 
their take-home pay is increasing. 

As a result, we have been able to grow profitably every year in a way that such increase in base salary can be 
absorbed. 

Sakae [Q]: Thank you very much. As the third and final question, please turn to page six. Has the industry 
environment for maintenance work changed in any way from your company's perspective? In particular, I 
have the impression that the new expansion areas you mention on the left side are regional, so I would like 
to know if there is any difference in the environment as an industry between a rural area and a metropolitan 
area. 
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Ishida [A]: As for the regional expansion, we have expanded into areas where we have not opened offices. 
We already do maintenance in the prefectures there, but we didn't have a sales office there. We do 
maintenance in almost all prefectures nationwide. If the number of contracts is still likely to increase in those 
prefectures, we will change our strategy to increase by opening offices, so we have such situation in these 
three prefectures. 

There are large supermarkets in Yamaguchi and Nagasaki prefectures, and we were able to contract with 
many of them, so we entered these areas and established sales offices. We have not expanded into Miyazaki 
and Oita, but we are thinking of opening offices there as well, if new properties become available in these 
areas. 

Sakae [M]: Thank you very much. 

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

With that, we will conclude the question-and-answer session. Please direct any future inquiries regarding IR 
matters to our IR Office. 

This concludes the financial results briefing of Japan Elevator Service Holdings Co., Ltd. for the fiscal year 
ended March 31, 2025. Thank you very much for your attendance 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 
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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 © 2025 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 


