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Nakayama: Good morning. My name is Nakayama, President and Representative Director of NIKKO 
Co., Ltd. Today, I would like to explain the progress of our Medium-Term Management Plan, as well 
as reflect on the year since I assumed the position of president in April last year. 

 
Looking back on my first year as president, I believe we have made a smooth start, progressing in 
line with the assumptions of our Medium-Term Management Plan. 

Over the first year, we have implemented a variety of initiatives, including ongoing improvements to 
our daily operations. 

In terms of our business model, we have been working to transform our core maintenance service 
business, which is one of our strengths, while also promoting initiatives that lead to business 
transformation, such as expanding the use of outsourced manufacturing in addition to our traditional 
in-house production system. 

We also focused on improving quality by strengthening quality patrols, reorganizing our structure, 
and holding roundtable discussions with young technical leaders. 

The aim of these initiatives is to foster a shared awareness among all employees to enhance quality 
and deliver better products to our customers. 

One of the key initiatives during my first year as president was to strengthen the framework in which 
all employees work together toward the same goal in manufacturing. 

From the second year onward, while continuing to focus on quality improvement, we will further 
enhance the overall performance of the company. As part of this effort, we will streamline our 
business portfolio based on ROIC direction and continuously communicate our status and initiatives 
to our stakeholders and investors. 

These initiatives are all linked to the fundamental policies of our Medium-Term Management Plan: 
improving quality, advancing technology, enhancing service quality, and maximizing human resource 
performance. Through these efforts, we will achieve our main theme of strengthening profitability. 
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First, we would like each employee to share the direction our company is aiming for and to spread 
throughout the organization the awareness that their own work contributes to enhancing corporate 
value. 

While firmly instilling this awareness throughout the company, we will work together as a unified 
organization to enhance our corporate value. 

 
Next, I will explain the business structure of the Nikko Group. As shown in the central pie chart, 
consolidated net sales for fiscal year 2025 were 49.371 billion yen, and operating profit was 3.099 
billion yen, approximately 3.1 billion yen. 

Looking at the breakdown by business segment, the outer ring of the pie chart represents net sales, 
while the inner ring shows operating profit. In terms of net sales, the AP-Related Business accounts 
for approximately 40%. 

The AP-Related Business accounts for approximately 40%, the Concrete Batching Plant-Related 
Business for about 30%, and the Environment- and Conveyor-Related Business for around 9%, with 
these three main businesses comprising about 80% of total sales. 

On the other hand, looking at our profits structure clearly reveals our challenges. The AP-Related 
Business, which accounts for the largest portion of net sales, does not account for 20% of profits, 
remaining at a low level compared to its net sales contribution. 

The Concrete Batching Plant-Related Business is performing steadily, accounting for 36% of total 
profit. In addition, the Environment- and Conveyor-Related Business is also highly profitable, 
representing 22% of total profit. 

Overall, it is important to review the profitability of each business while monitoring the balance 
between the sales composition ratio and profit composition ratio of the three main businesses. 

When we look at the Other Business, Contract-Based Manufacturing Business, and Crusher-Related 
Business together, Crusher-Related Business is facing a difficult situation in terms of profits. On the 
other hand, Contract-Based Manufacturing Business is making a significant contribution to profits. 
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The issue is clear. The profit ratio of the AP-Related Business is low, and there is significant room for 
improvement. We recognize that improving the profitability of this business will lead to overall profit 
improvement for the group. 

 
Next, I would like to provide an overview of our Medium-Term Management Plan. We have 
designated the three-year period from fiscal year 2025 to fiscal year 2027 as our business expansion 
phase. 

During this period, we aim to further enhance both our business scale and profitability. 

By the final year of FY2027, we aim to achieve net sales of 60 billion yen and an operating profit 
margin of 8%. In addition, we will work to secure profits and enhance corporate value, setting a share 
price of 1,000 yen as one of our targets. 

As noted in small print at the bottom of the document, our targets for fiscal year 2026 are net sales 
of 55 billion yen and an operating margin of 6.9%. At the end of May, our market capitalization stood 
at 34 billion yen. 

The sales target of 55 billion yen for fiscal year 2026 is in line with the assumptions of the Medium-
Term Management Plan, aiming for sales of 60 billion yen in fiscal year 2027. 

In that sense, we recognize that the Medium-Term Management Plan is progressing as planned. 
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Next, I will explain our shareholder return policy. Our company is committed to maintaining a dividend 
payout ratio of 60% or higher. 

The materials also include actual results for the previous and prior fiscal years. While the total 
dividend payout for the previous fiscal year was approximately 3.5 billion yen, we plan to significantly 
increase this amount to 4.9 billion yen for the current fiscal year. 

We will work to improve our profitability to ensure the steady execution of this plan. 

From the perspective of capital efficiency and ROIC, we will also consider share buybacks as an 
option for shareholder returns when determining where to allocate capital. 
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Next, I will explain the progress made in the first year of our Medium-Term Management Plan and 
our outlook for the future. As shown in the graph, order intake in the previous fiscal year were 
extremely strong. 

The order backlog at the end of fiscal year 2025 reached 33.4 billion yen, marking an unprecedentedly 
large backlog as we enter fiscal year 2026. This represents a significant increase of 46% compared 
to the same period of the previous year. 

On the other hand, net sales slightly fell short of the Medium-Term Plan. However, operating profit 
was able to meet the target. 

We believe this is the result of steadily advancing our initiatives aimed at improving profitability. 

Among them, the profit contribution from maintenance services is particularly significant. 

As shown in the previous graph, approximately 70% of our sales come from the AP-Related Business 
and the batching plant-related business. Of these, maintenance services account for about 60% of 
the AP-Related Business and about 30% of the batching plant-related business. 

A significant portion of our business is supported by maintenance services, and the profit trends of 
this segment have a substantial impact on the overall performance of the Group. 

There are also not many factors of concern for the next fiscal year, and we are progressing in a way 
that allows us to maintain the current situation. 
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Next, I will explain the progress of the six key pillars outlined in our Medium-Term Management Plan. 
The progress status is indicated by sun and cloud icons, and overall, there are more sun icons, 
showing that many items are progressing smoothly. 

Regarding the establishment of a sustainable profit structure, we have marked the AP-Related 
Business with a cloud symbol. 

However, the challenges toward improving profitability are very clear. 

As I explained earlier, enhancing the profitability of the AP-Related Business will lead to improved 
earnings for the entire group. How we achieve this improvement will be a key issue going forward. 

The third key point, which is closely related to this issue, is the acceleration of global expansion with 
a focus on ASEAN. This area is also marked as cloudy. Our overseas business mainly centers on 
asphalt plant products. 

There are challenges regarding profitability, particularly in ASEAN countries such as Thailand and 
Vietnam, and profitability in China is also not as high as it is domestically. 

Establishing a sustainable profit structure will depend on how much we can enhance the profitability 
of our overseas operations, including those in ASEAN. 

Regarding product evolution and quality improvement, we recognize that progress is being made in 
various areas, including standardization, manual development, service quality improvement, and 
product quality improvement. 

Fifth is improving service quality through employee development and co-creation with partners. We 
are working to strengthen our collaboration with partner companies while also focusing on recruiting 
and developing young talent. 

In the past, our training focused primarily on the so-called "learn by watching" approach, but we are 
now developing manuals and other tools to support the development of independent young talent. 

There are still some areas under development, but we believe that the necessary frameworks are 
progressing smoothly. 
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Regarding management transparency and governance, we are promoting the visualization of 
information through the use of ERP systems and other tools to facilitate prompt management 
decisions. We believe that progress in this area is proceeding smoothly. 

Next, I will explain the performance of each segment. 

 
First, regarding the AP-Related Business. In terms of the major theme of improving profitability, the 
biggest challenge is how to rebuild our overseas operations. 

Regarding the domestic market, energy-saving subsidies are providing a significant tailwind. We 
expect these subsidies to remain available to a certain extent through fiscal years 2027 and 2028, 
serving as a major support factor for our domestic business. 

I will explain the specific figures later, but accurately identifying trends in decarbonization-related 
products and turning them into marketable offerings will be a key priority moving forward. 

Regarding overseas markets, the challenges are how far we can advance cost reductions and how 
we can compete with the aggressive pricing strategies of Chinese manufacturers. We believe that 
steady improvements in these areas will lead to increased profitability. 

Next, regarding the BP-Related Business. Both sales and profits have exceeded the figures set in 
the Medium-Term Plan. 

Order backlog has also increased by 3 billion yen compared to the plan, and we are maintaining a 
robust order backlog. 

In the ready-mixed concrete industry, the profit environment is improving, and there continues to be 
a strong willingness to invest in equipment. 

Based on the current status of inquiries, we have clear visibility into our customers' long-term 
equipment plans for the next three to four years, and we expect this trend to continue. 

On the other hand, as overall volume increases, the conventional production system may not be able 
to keep up with supply, and annual production capacity could become a constraint even if we aim to 
expand our market share. 
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Therefore, we will promote the standardization of our plants to incorporate customer needs, and 
enhance our overall supply capacity through advance production, production at group companies, 
and utilization of external production. 

Furthermore, the concrete industry is continuing its efforts toward decarbonization, and our company 
is also participating in these efforts. 

In the concrete sector, adsorption capabilities play a crucial role in CO₂ reduction. By promoting these 
technologies, we aim to differentiate ourselves from competitors, enhance peace of mind through 
comprehensive maintenance, and ultimately improve our reputation and market share. 

To ensure that we do not miss opportunities to expand our market share due to delivery constraints, 
we will pursue innovation in both manufacturing and design, aiming to achieve our planned goals. 

Next, we have our Environment- and Conveyor-Related Business. Conveyor sector is very stable, 
and we can expect a certain level of volume annually. 

In recent years, however, there has been renewed attention on recycling and the utilization of urban 
mines. Traditionally, waste was collected, reduced in volume, and partially exported overseas, but 
there is now a growing movement to circulate resources generated in cities domestically. Amid 
increasing awareness of the risks associated with dependence on foreign sources, the government 
is also moving toward promoting the use of urban mines. 

Against this backdrop, demand for services in the environmental recycling sector has increased 
significantly. 

In addition to advancing sorting technologies utilizing AI, our company is also working on measures 
to prevent the inclusion of lithium-ion batteries. Since lithium-ion batteries pose significant challenges 
during the crushing and sorting processes, it is crucial to determine how to remove them. 

Through various environmental exhibitions and events, we communicate to our customers that our 
company offers proposals not only for conveyor belts but also for peripheral equipment. By acting as 
a coordinator for the machinery our customers are considering introducing, and by proposing and 
implementing solutions that include peripheral equipment, we are working to expand the scale of our 
projects. 

Rather than simply selling individual products as we have done in the past, we now need the ability 
to propose solutions that combine multiple devices. Therefore, how to develop personnel with these 
proposal skills is a major challenge for the future. 

In addition to human resource development, we believe that by establishing a collaborative 
framework—including product manufacturing and securing storage space for finished products within 
our group companies—we can further expand this field. 
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Next, I will explain the Crusher-Related Business, Contract-Based Manufacturing Business, and 
Other Business. As shown in the pie chart at the beginning, the Crusher-Related Business is currently 
struggling in terms of profitability. 

Maekawa Kogyosho, which handles stationary crushers, achieved growth in its business 
performance, but did not reach the figures set in its Medium-Term Plan. 

Furthermore, although the mobile crushing machine business is large in scale, it has also not reached 
the figures set forth in the Medium-Term Plan. 

In terms of future developments, we will capture new demand in the field of self-propelled machinery. 
Specifically, there has been a recent increase in demand to replace stationary crushers used in 
asphalt plants with mobile machines. 

We have established strong relationships with our customers through our asphalt plant business, and 
we aim to further expand this area. 

We also have a soil improvement machine called Mobix. This is not an imported machine but our own 
product, and demand for it is very strong. 

In construction work, soil is often transported offsite as part of the process. Traditionally, this soil was 
sometimes treated as waste and used for landfill. However, there is now a growing trend to improve 
and utilize soil as a valuable resource. 

The opportunities for Mobix to play an active role are expanding. As it is both our own product and is 
developed in-house, we will continue to make efforts to further expand its sales. 

In our Contract-Based Manufacturing Business, two Group companies—Ube Kohki and Matsuda 
Kiko—play a central role. This business involves manufacturing products on a contract basis for major 
heavy machinery manufacturers, and order intake remains challenging. 

However, by focusing on improving our ability to meet tight deadlines and enhancing product quality, 
we have managed to maintain a steady business performance. 
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As shown at the bottom of the document, we are maintaining high profits margins and expect this 
trend to continue. 

We will also need to outsource part of the manufacturing of asphalt plants and batcher plants within 
the NIKKO Group. By having these two companies take on this foundational role, we aim to expand 
the overall order volume for the Group. 

Other Business are mainly handled by Nikko Machinery and Nikko SEC. Nikko Machinery significantly 
underperformed its plans for both floodgates and waterproof panels. 

Nikko SEC's rental business was doing well, but product sales struggled. Looking at fiscal year 2025, 
both companies were in a difficult situation. 

On the strategic front, we are driving transformation for Nikko Machinery’s flood barrier products by 
exploring new sales channels, utilizing external consultants to support this initiative. By fiscal year 
2027, we aim to streamline our product lineup and customer base, thereby expanding our flood barrier 
business. 

The TP-related items listed here pertain to projects involving the white lines painted on roads. 
Currently, road marking contractors use propane gas to melt the paint, but there is a growing trend 
toward replacing this with electric melting equipment. We believe this is an important change from 
the perspective of safety and CO₂ reduction. 

We also offer options to transition kneader vehicles and line laying machines from gas-powered to 
electric models. 

Nikko SEC plans to establish a new equipment center in fiscal year 2026. This will strengthen its 
leasing business in the Kansai area and allow it to maintain inventory, aiming to expand sales in 
Western Japan. 
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Next, I would like to explain our efforts toward building an environmentally sustainable society. 

From a business performance perspective, addressing CO₂ emissions reduction is a key priority in 
our AP-Related Business. Sales of liquid biomass burners and foaming equipment—which adds 
water to asphalt mix to create foam—continue to perform well. 

We are also making progress on the development of medium-temperature asphalt mixing technology. 
While asphalt mixtures are typically supplied at high temperatures, reducing the temperature at which 
they are delivered to construction sites can help cut CO₂ emissions. Even for asphalt mixtures 
procured by the Ministry of Land, Infrastructure, Transport and Tourism, there is a growing trend 
toward shifting from high-temperature to medium-temperature mixture. 

We are also engaged in the sales of components and equipment that promote medium-temperature 
asphalt production, such as formed devices and additional equipment for existing asphalt plants. 

In our Environment- and Conveyor-Related Business, plastic recycling is a key focus. In the past, 
plastics for which recycling costs were not justified were often compacted and exported overseas as 
raw materials, but the trend is now shifting toward domestic consumption and recycling. We believe 
that steadily capitalizing on this trend will lead to future business opportunities. 

As a strategic initiative, the asphalt plant business is continuously conducting combustion tests and 
developing combustion technologies for next-generation fuels. In preparation for 2030, we are also 
making arrangements for dedicated test centers and other facilities to further advance these efforts. 

As for our business challenges, while we have identified solid biomass burners as one of our 
decarbonization-related product, we have not yet generated net sales because the number of 
business negotiations is currently low and fuel procurement is difficult. 

We believe it is necessary to explore ways to accommodate solid biomass fuels that are easier to 
distribute and obtain in the future. To that end, it is important to establish an environment that supports 
development, such as test centers. 



 
 

 

©NIKKO CO., LTD.  All Rights Reserved      |  13 
 

 

In the Environment- and Conveyor sectors, there remains a continuing need for AI-based sorting and 
measures to prevent the contamination of lithium-ion batteries, so we will continue to develop and 
propose solutions. 

We will also continue to make proposals not only for individual equipment such as crushers and 
conveyors, but also for combinations of these systems, as well as for peripheral products related to 
conveyors. 

The challenge lies in development speed. We believe that how quickly we can make proposals 
regarding the selection of lithium-ion batteries and other aspects is crucial. 

Next, I will explain the acceleration of our global expansion, with a focus on ASEAN. The challenge 
is clear: how to reduce costs. Of particular importance are purchased items, and we are now making 
a significant shift from sourcing mainly from Thailand and Japan to sourcing from China. 

It is an unavoidable challenge in competing with Chinese companies, and we will pursue 
differentiation while reducing costs. 

Regarding Taiwan, it has never been a large market, with the maximum scale for asphalt plants being 
around two to three units per year. Currently, major projects have reached a lull. On the other hand, 
a Japanese-made batcher plant is scheduled for delivery in fiscal year 2026, and the contract has 
already been finalized. 

In Taiwan, building collapses due to earthquakes and other factors have increased interest in high-
quality ready-mixed concrete. This is driven by a need to produce high-quality ready-mixed concrete 
using Japanese-made batching plant. 

Until now, the Taiwanese market has been dominated by asphalt plant, but we believe that sales 
channels for batching plant will expand in the future. 

Regarding the Chinese market, including Shanghai, although the situation is not optimistic, we are 
maintaining a solid market size of approximately 4 to 5 billion yen. In China, there is a shift from 
mobile to stationary asphalt plants, and stationary plants are precisely our area of expertise. 

Considering the life cycle cost, Japanese products are highly regarded for their superiority. We will 
continue to emphasize this point. 

We are also actively promoting our sales activities in Vietnam. At this stage, we are focusing on 
increasing our delivery track record and expanding the recognition of Japanese products. Currently, 
we are in the process of laying the groundwork for future growth. 

In Thailand, the price competition from Chinese manufacturers is extremely fierce. In response, we 
will lower overall costs by increasing the proportion of Chinese-made parts we use. 

Also, while the low initial installation costs of Chinese competitors tend to attract attention, plants are 
facilities that are used over the long term, such as five or ten years. Currently, the number of 
customers who have been using our plants for five or six years since delivery is increasing. 

Quantifying these achievements, we are now able to present in Thailand the fact that Japanese-made 
plants have fewer breakdowns and require fewer consumable parts as advantages in terms of 
lifecycle cost. We will further expand this sales approach from fiscal year 2026 onward. 

In overseas markets, the system of requesting maintenance from manufacturers, as is common in 
Japan, has not been fully established. There is a culture of repairing machines themselves and 
creating what they need on their own, so the demand for maintenance has been limited. 
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However, in China, the number of requests to Nikko is increasing due to a labor shortage. In Thailand, 
too, workers on construction sites are relying on labor from overseas, such as Cambodia. 

Therefore, there is a growing need to request advanced maintenance from manufacturers in order to 
improve the quality of maintenance. 

From now on, we will promote the effectiveness of our maintenance services from the perspective of 
lifecycle cost. 

 
Next, I will briefly explain the current status of subsidies related to asphalt plants. 

There are three subsidy categories for asphalt plants: the Advanced Category, General Category, 
and SME Investment Promotion Category. 

The key point is the subsidy rate. Under the Advanced Category, subsidies cover up to two-thirds for 
SMEs and up to one-half for large enterprises. 

The subsidy cap is 1.5 billion yen. Eligible costs include not only the asphalt plant itself, but also 
foundation work for installation and electrical equipment required for operation. For SMEs, the 
subsidy rate of up to two-thirds is particularly significant. 

With this level of support, many customers are considering replacement at this timing, and we are 
receiving many inquiries. 

The graph on the right shows this trend. The blue stacked bars represent net sales in the AP-Related 
Business, based on the Medium-Term Plan figures. 

The subsidy-eligible net sales ratio was 7.6% in FY2025, but based on current inquiries and order 
status, it is expected to rise to 34.5% in FY2027. 

In value terms, this is expected to reach around 8.0 billion yen, meaning that subsidy-related projects 
will account for a large portion of product sales. This shows how strong a tailwind the subsidy program 
has become. 
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Next, I will explain the business portfolio we aim to achieve by 2030. The size of each circle indicates 
business scale, showing that the AP-Related Business and BP-Related Business are our core 
businesses. 

The most important element here is maintenance services. Steady growth in this area will also 
support expansion of the BP business and contribute to higher profitability. 

On the other hand, a major issue in the AP-Related Business is overseas operations, particularly 
losses in Thailand. In Thailand, we are working to reduce fixed costs, including consolidating the two 
local subsidiaries into one. 

We will also improve productivity and reduce costs. By increasing parts procurement from China, we 
aim to improve profitability. 

For Other Businesses, shown as a large circle in the chart, we see growth potential. In practice, M&A 
is expected to be an important element in this area. 

By combining these initiatives, we will move forward with business portfolio reform in a more clearly 
defined manner. 

From here, Kawakami will explain the financial section. 
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Kawakami: I am Kawakami from the Administrative & Finance Division. I will continue the 
presentation from here. 

President Nakayama has explained mainly the progress of the Medium-Term Management Plan. I 
will now explain the financial aspects from a slightly different perspective. 

 
First, in the past, we have not placed ROIC at the center of our explanations. 

However, investors are increasingly asking for explanations of capital efficiency and investment 
efficiency. We believe it is important to show, with figures, what Nikko aims to change and what 
results it is achieving. 

Therefore, we have organized our approach by segment and business stage, and will explain how 
the Group views its portfolio. 

Our core businesses are the AP-Related Business and BP-Related Business. We also have the 
Environment- and Conveyor-Related Business as a high-efficiency business that drives ROIC. 

The Crusher-Related Business currently faces challenges, but it has growth potential and significant 
room for sales expansion. We will implement the necessary measures. 

The Contract-Based Manufacturing Business is a manufacturing business centered on the two 
companies added through M&A. It is an important business that generates cash for the Group, and 
we aim to develop it as a stable area that can maintain high profitability. 

Other Businesses have room for improvement. ROIC is currently below the medium level, but we aim 
to improve profitability and asset efficiency so that these businesses contribute to Group growth. 

We will continue to report progress on this matter on a regular basis. 
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Next, I will explain the balance sheet. As the first year of the Medium-Term Management Plan, 
progress has been broadly in line with the plan, as President Nakayama explained earlier. 

I will explain ROE later in the B/S section. Although assets increased, operating profit also improved, 
and ROE remained above the initially assumed level of 6%. 

For FY2027, we will aim to achieve the medium-term target of 8%. 
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Next, I will explain cash allocation. In the first year of the Medium-Term Management Plan, operating 
cash flow was in line with, or slightly above, the plan, supported by solid operating profit. 

However, as explained in the third quarter, some projects shifted beyond the fiscal year-end in March, 
which had a partial impact. 

As a result, projects that had not yet been recognized as sales were recorded as inventories, which 
pushed down cash flow. Given the characteristics of the plant business, however, we consider this to 
be within an unavoidable range. 

For debt, the Medium-Term Plan had assumed an increase, but debt decreased in FY2025. With 
interest rates now rising, we partially repaid mainly short-term borrowings in FY2025 to limit cash 
outflow, while maintaining flexibility to use debt when needed. 

Our policy remains unchanged: we will continue to consider financing, including debt, depending on 
the status of M&A and capital investment. 
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Next, I will explain the Board oversight structure for enhancing corporate value. The Company aims 
not simply to expand in scale, but to become a stronger company and continue growing toward the 
realization of its vision. 

At the same time, from a financial perspective, financial discipline is also important. It is necessary to 
balance growth with financial soundness, and we have reorganized the Board's oversight areas 
accordingly. 

First is capital allocation. As explained earlier in the segment discussion, it is important for the Board 
to further manage and oversee whether investments and capital allocation are being carried out in 
line with this policy and whether returns exceed invested capital. 

To do so, we must carefully review investment projects and, when necessary, make decisions that 
include downsizing or withdrawal. 

We will focus on allocating capital to areas with stronger growth potential and generating returns that 
meet your expectations. 

The Board will also firmly manage and oversee business portfolio reviews, regular reviews, and 
capital policy confirmation. 

Together with President Nakayama's explanation, I have added comments on the first year of the 
Medium-Term Management Plan. Overall, we believe progress in the first year has been generally 
favorable. 
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Net sales reached a record high, but fell short of the Medium-Term Plan, which remains an issue. In 
terms of profit, however, we achieved operating profit of 3.0 billion yen, giving us confidence toward 
the 3.8 billion yen target for the second year. 

Until now, operating profit had often fallen just short of the target, but this time we were able to exceed 
the announced figure. We hope you will also look forward to the second year of the Medium-Term 
Management Plan. 

President Nakayama has already explained each business segment, so I will not repeat that section. 
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As President Nakayama mentioned, order backlog is very strong, with subsidies providing a tailwind 
for asphalt plants. This is a major positive factor for the Company. 

The BP business also remains firm. Overall, we believe these factors will support future performance, 
particularly net sales and profit. 

 
The AP-Related Business and BP-Related Business by segment overlap with President Nakayama's 
earlier explanation, so I will not repeat them. 
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Next, I will explain profitability, focusing on the factors affecting the change in full-year ordinary profit 
for FY2025. 

Higher net sales and an improved cost of sales ratio had a positive impact of 1.2 billion yen. On the 
other hand, personnel expenses had a negative impact of 580 million yen due to investment in human 
capital and base pay increases. As a result, ordinary profit increased by approximately 400 million 
yen in FY2025. 

Although exhibition-related expenses were incurred, the exhibition was highly successful and 
supported the overall Medium-Term Management Plan, creating positive momentum going forward. 
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For the FY2026 forecast, we also expect higher net sales and an improved cost of sales ratio. The 
improvement reflects both cost reductions in manufacturing and appropriate pass-through to selling 
prices with customer understanding. 

These effects are gradually becoming visible, and we expect a positive impact of around 1.7 billion 
yen in FY2026. 

At the same time, personnel expenses are expected to remain a negative factor, as we will continue 
investing in human capital throughout the Medium-Term Plan period. 

Taking these factors into account, we expect profit to increase by approximately 400 million yen again 
in FY2026, following FY2025, and have incorporated operating profit of 3.8 billion yen into the year-
end forecast. We will work to achieve this target. 
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Next, the balance sheet. As explained earlier, inventories were affected by timing shifts at the end of 
March. We refer to this as in-transit backlog. 

Some projects had already been shipped but had not yet been recognized as sales at the end of 
March. Although we worked to reduce assets, this item increased and was recorded as a positive 
factor of 2.1 billion yen. 
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The asphalt plant business remains firm, and we believe there is room for upside in the FY2026 
forecast. 

This reflects a combination of higher unit prices for individual products and increased maintenance 
service sales, making it difficult to assess on a simple linear basis. 

In Japan, profitability is steadily improving, and this is reflected in both higher net sales and an 
improved cost of sales ratio. 
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I will omit the explanation of the BP business, as it overlaps with the earlier discussion. 

 
As supplementary information on our financial strategy, this chart shows the changes over the past 
10 years from FY2015. 

Total assets were 43.1 billion yen in FY2015 and increased to 64.4 billion yen in FY2025. Compared 
with FY2020, total assets are now approximately 1.5 times larger. 

On the other hand, in terms of whether the Company's scale has truly expanded, net sales in FY2025 
were about 1.3 times the FY2015 level, and we recognize that further efforts are needed. 

However, looking at the trend in net assets, we have not simply expanded assets without discipline. 
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We will continue to use assets efficiently overall and respond flexibly, including share buybacks when 
appropriate. We are not satisfied with the current situation. 

We will continue working to improve asset efficiency while optimizing the level of cash and deposits. 

 
President Nakayama has also explained our shareholder return policy. The initial dividend plan for 
FY2025 was an interim dividend of 17 yen and a year-end dividend of 17 yen, for an annual dividend 
of 34 yen. As we secured solid operating profit, we set the year-end dividend at 23 yen and the annual 
dividend at 40 yen, based on our policy of maintaining a dividend payout ratio of 60% or higher. 

For FY2026, we plan to raise the annual dividend from the initial plan of 40 yen to 42 yen. We hope 
you will continue to have expectations for our progress. 
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Cash flow is generally progressing in line with the plan. On the other hand, investment-related 
expenditures have been somewhat lower. 

As we flexibly executed M&A and debt repayment, total cash outflow appears smaller. However, this 
is not necessarily the desired state, so we will continue to proceed in line with the plan. 

Please refer to the materials for details. 
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Finally, I will briefly explain non-financial items, which we often omit in our annual briefings. 

In our industry, recruiting female employees is not always easy. 

At the same time, we believe the active participation of female employees is very important for 
bringing new ideas, revitalizing the organization, and supporting growth. Applications and hiring are 
currently firm, and the number of female employees is increasing overall. 

The average age of employees is also gradually decreasing. Around 2015 and 2016, it was close to 
42 to 43 years old, but continued hiring brought it below 40 in FY2023. It may fall below 39 in FY2026, 
and we believe the Company as a whole is becoming younger. 

As explained, the fiscal year ended March 31, 2026 produced solid results. We hope you will also 
look forward to the current fiscal year. 

That concludes my explanation. 
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Q&A 
 

[Q]: The Crusher-Related Business is expected to see a sharp improvement in profitability from the 
second half of the fiscal year ending March 31, 2027, with the margin exceeding 12%. What is the 
background to this? Is expansion of Mobix sales a major factor? 

[A]: Thank you for your question. The biggest factor is the growing weight of Mobix, a machine 
manufactured by Nikko. Your understanding is correct. 

[Q]: What are the factors behind the significant increase in net sales and profit expected in Other 
Businesses this fiscal year? 

[A]: Kawakami will answer. Other Businesses are mainly handled by Nikko SEC, Nikko Machinery, 
and Tombo Industry. In the previous fiscal year, Nikko SEC, for example, was in a period when 
demand was temporarily weak. 

For example, in rental, demand for rental equipment increases when customers carry out large-scale 
periodic repairs. Sales also increase when replacement or renewal timing arrives, but the previous 
fiscal year was a lull between such periods. One factor this year is the recovery in Nikko SEC's 
performance. 

For Nikko Machinery, sales of flood barriers increase when water-related disasters occur, but 
inquiries tend to settle down after a certain period. In addition, recent labor shortages caused 
schedule delays among general contractors, our main customers, resulting in delivery timing shifts in 
the previous fiscal year. 

As these projects delayed from the previous fiscal year recover this fiscal year, net sales and profit 
are expected to show a large increase on the surface. 

[Q]: Please explain the sustainability of orders in the AP-Related and BP-Related Businesses. Is 
order intake expected to peak this fiscal year, or is it likely to increase again next fiscal year? 

[A]: Thank you for your question. We believe the current conditions for both AP and BP will continue 
for some time. 

For AP, the Energy-Saving Investment Promotion and Demand Structure Transformation Subsidy 
Program, or energy-saving subsidy, is a major factor. We expect favorable conditions to continue. In 
terms of order intake value, it is difficult to say whether the peak will be in FY2027 or FY2028. 

For BP, I am not sure whether 'peak' is the right expression, but we expect the current order volume 
to continue during the Medium-Term Plan period. Looking at the ready-mixed concrete market and 
the profitability of ready-mixed concrete manufacturers, their willingness to invest in equipment 
remains strong. 

The number of inquiries does not immediately translate into contracts, but we are receiving many 
consultations on plant renewal plans over three- to five-year periods. In other words, there are still 
many potential customers, and we expect this situation to continue for some time. 

That said, we currently deliver around 25 large plants per year, and delivering at a pace of two units 
per month is not easy. 

Therefore, to further increase order intake and the number of orders, we must also expand production 
capacity. As there are limits to what Nikko's own plants can handle, we will utilize outsourced 
manufacturing and production within the Group to support higher order volume. 
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[Q]: I would like you to place greater emphasis on ROE. The balance sheet appears somewhat too 
strong. Would it be difficult to achieve ROE of 10% ahead of schedule by controlling equity? 

[A]: Kawakami will answer. Rather than placing only a little more emphasis on ROE, I personally want 
to place much stronger emphasis on ROE. I do not want to sound as if I am making excuses by 
providing various explanations, so we fully recognize ROE as a truly important target indicator. The 
Medium-Term Plan sets a target of 8%, but from a finance perspective, we want to show investors 
even better figures if possible. 

As you pointed out, one possible approach is to control equity in various ways, such as setting a 
certain upper limit for equity itself. First, we will make sure to achieve 8%, and then work toward 
achieving 10% as early as possible. Thank you. 

[Q]: Are there any specific businesses that you are considering withdrawing from or downsizing? 

[A]: We are reviewing this matter. However, at this point, we are not yet able to report any specific 
business by name. 

[Q]: Thank you for the very clear materials and explanation. Some of my questions overlap with others, 
but I would like to ask four points. 

While maintaining an equity ratio of 50% or higher and a D/E ratio of around 0.3 times, the Company 
appears to have financial capacity. How do you view the optimal capital structure, and the room for 
growth investment and shareholder returns using leverage? 

[A]: I will answer. Thank you for your many questions. We take this as a sign of your interest in the 
Group. 

The Company originally had an equity ratio of 60%, and before that, over 70%. Since then, we have 
adjusted the overall balance through two approaches: using equity more efficiently and using debt 
appropriately. 

However, in the plant business, timing shifts occur, and there are aspects that require us to hold a 
certain level of cash. Therefore, we have managed the business while balancing financial soundness 
and capital efficiency. 

At the same time, as you pointed out, we believe further review is needed regarding the balance 
between investment using leverage and overall equity. We have begun operating with the view that 
the equity ratio may be lowered to some extent, from the previous level of around 60% to a guide of 
50% or higher. We aim to optimize the overall balance during the Medium-Term Plan period. 

[Q]: My second question is about AP. As the President explained, competition with Chinese 
manufacturers and others is extremely intense in ASEAN, and pursuing scale could lead to price 
competition. You mentioned improving profitability in each region by importing from China, but is there 
a risk that higher sales could come with lower margins and reduce the profitability of the AP market 
overall? Please also explain your ideal scale and margin for overseas sales within the Company as 
a whole. 

[A]: Nakayama will answer. There is some truth to your point. The overseas sales ratio is currently 
just under 10%, at around 9%. As an overall image, Shanghai is approximately 5.0 billion yen, and 
ASEAN plus Taiwan is around 2.0 billion yen. Together with about 20.0 billion yen in Japan, these 
make up the AP-Related Business. Going forward, we first aim for sales volume of around 5.0 billion 
yen in ASEAN. 

Although we refer to ASEAN as a whole, most sales are currently in Thailand. Vietnam, as mentioned 
earlier, is still in the seeding phase. We also see Indonesia as a major market. 
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For Indonesia, it may be difficult to serve the market only from our current base in Thailand, so we 
need to consider approaches including partnerships. 

In terms of profit, Thailand is currently in a very difficult position. There are issues in manufacturing 
and [inaudible], but we will improve these areas. At the same time, we are not being heavily pressured 
by the processing cost of steel materials. 

Therefore, by shifting materials currently procured from Thailand or Japan to procurement from China, 
we have set specific targets, such as reducing manufacturing costs from 100 million yen to 80 million 
yen. Because we will proceed in this way, we do not believe it will pressure the overall profit margin. 

[Q]: My third question is about the Crusher-Related Business. I understand from the materials that 
KLEEMANN products are imported from Germany, which is difficult due to the weak yen and strong 
euro, and that securing talent is also an issue. 

The sales scale appears small and profitability low. If management decided to withdraw from this 
business, would there be any negative impact on the AP and BP businesses? Also, to the extent 
possible, could you share any criteria for withdrawal based on past exits? 

[A]: As you pointed out, KLEEMANN products account for a very high proportion of the Crusher-
Related Business, and since they are imported from Germany, the current weak yen and strong euro 
create a difficult environment. Also, it has not been long since we began working on this business in 
earnest, and developing human resources takes time. 

Unlike the machinery we have traditionally handled, this field includes many areas we had not been 
deeply involved in before, such as hydraulic equipment and self-propelled functions. Therefore, we 
are not specifically considering withdrawal at this point. 

Our lineup also includes Mobix, a soil improvement machine. By increasing the share of such in-
house products, we believe this business can grow further. 

We cannot discuss specific businesses we have exited in the past here. If we were to withdraw from 
the Crusher-Related Business, we cannot say there would be zero impact on the AP and BP 
businesses because this is a BtoB industry. However, we do not believe it would have a significant 
negative impact on our core business image. Rather, we are currently working to expand the use of 
KLEEMANN products in asphalt plants, and similar opportunities may exist in ready-mixed concrete. 

Ready-mixed concrete manufacturers generate waste concrete. There is demand to crush and 
recycle this material, and we are beginning to propose solutions through our sales channels. We 
would like to expand in this area going forward. 

[Q]: My fourth question is about your shareholder composition. Individual investors account for an 
overwhelmingly large share, around half of total shareholders. According to the integrated report, 
individual meetings with institutional investors are also limited to about 10 per year. What initiatives 
are you considering to increase communication with institutional investors? 

Also, the market may pay attention if you can conduct share buybacks flexibly, but there were no 
buybacks from FY2022 to FY2024. Please explain your specific thinking on trigger levels, such as 
share price, PBR, and capital efficiency. 

[A]: Kawakami will answer. First, regarding individual investors, we have introduced shareholder 
benefit programs and other measures to increase the number of shareholders. We believe these 
efforts have produced certain results. 
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Our first step was to have as many people as possible learn about Nikko, deepen their understanding, 
and increase the number of investors who have expectations for Nikko's growth. As a result, the 
number of individual shareholders has increased. 

Going forward, we need to move this to the second stage by further improving shareholder benefits 
and disclosure for those who want to understand Nikko more deeply and support the Company. 

The third stage is to increase dialogue with institutional investors. The number of individual meetings 
is stated as around 10 per year, but including smaller meetings, the actual number is slightly higher. 
Going forward, we will use both IR and public relations to actively increase opportunities for 
institutional investors to see and understand the Company. 

Regarding share buybacks, recent market conditions suggest that even if share buybacks temporarily 
raise the share price, it tends to settle back to a level based on underlying fundamentals. 

However, this does not mean the Company will not conduct share buybacks. We will comprehensively 
consider PBR, share price, capital efficiency, and market conditions at the time. If we determine that 
share buybacks are the most effective measure at the optimal timing, we would like to implement 
them flexibly. 

I cannot state a specific timing here, but please understand that we are not negative on share 
buybacks. Our policy is to implement them flexibly when necessary. 

[Q]: Expectations are rising for the recovery of the AP business, which had been an issue. How 
confident are you in achieving the Company-wide performance targets for the final year of the 
Medium-Term Plan? It seems to me that confidence is above 80%. What is your view? 

[A]: Thank you. We feel that we are gaining considerable traction. The Medium-Term Plan has now 
progressed close to its midpoint, and as mentioned earlier, we have a large order backlog toward 
FY2026. 

Not all current orders will be recognized as sales in FY2026; we have also received orders for projects 
scheduled for delivery in FY2027. In that sense, visibility into future periods has become much clearer. 
At this point, we do not believe there is a need to make a major revision to the Medium-Term Plan. 

It is difficult to quantify this as 80%, but we do recognize that the targets are now well within reach. 

[Q]: In the previous fiscal year, investors were concerned about downward revision risk at each 
quarterly result. Will this fiscal year show a similar pattern? Also, could the lack of visibility be 
improved, for example by changing the fiscal year-end to December to reduce this risk? 

[A]: Kawakami will answer. As you pointed out, large changes in the way performance appears each 
quarter are not desirable for investors or for the Company. 

This time, as part of the progress update on the Medium-Term Plan, President Nakayama also 
explained order intake and order backlog. Since our performance fluctuates to some extent by quarter, 
we will make efforts to disclose as much information as possible to help reduce investors' concerns. 

Regarding the suggestion of changing the fiscal year-end, when I was in charge of corporate planning 
around 2005, the sales ratio was high in Q1 and Q2, and those quarters fluctuated significantly. By 
contrast, Q3 and Q4 sales were relatively low, making it difficult to rely on the second half. 

Since then, conditions have changed due to trends in our customers' industries and the overall shift 
of construction projects toward later timing. 

Currently, performance tends to peak in Q3 and Q4. Therefore, it is difficult to say simply which fiscal 
year-end would make performance easiest to understand. 
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In addition, when consolidating overseas subsidiaries, we want to present figures as accurately as 
possible. At this point, we believe a March year-end remains appropriate, and we ask for your 
understanding. 

[End] 

______________ 
Note: This script is provided to offer information to those who did not attend the financial results briefing. Please be aware 
that some parts of the content have been added or modified to enhance clarity. 


