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Presentation 

 

Kitamura: The time has come, and we will now begin the presentation of TSUMURA & CO.’s financial results 
for Q2 of FY2024. Thank you very much for taking time out of your busy schedule to join us today. 

This event is held in a hybrid format. In-person at our headquarters and webcast. We will use the presentation 
materials posted on our website for the presentation. So, please have them ready at hand or view them on 
the screen. 

Here are today's attendees. Mr. Kato, President, Representative Director, CEO. Mr. Sugii, Director and Co-
COO. Mr. Handa, Director and CFO. Mr. Miyake, Outside Director. Mr. Sorada, Executive Officer, Head of Sales 
& Marketing Division. Mr. Konda, Executive Officer, Head of Research & Development Division. Mr. Kumagai, 
Executive Officer, Head of Production Division. These seven members are attending. 

I, Kitamura of the Corporate Communications department, will be the moderator for this presentation. Thank 
you very much for your cooperation. 

 

This is today's agenda. 

We will explain the two themes as you see. We will explain them for approximately 30 minutes. After that, 
we would like to answer your questions. The program is scheduled to end at 2:00 PM. 

Now, Mr. Kato will begin the explanation of how we will realize our Long-Term Management Vision for 2031. 
Thank you, Mr. Kato. 
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Kato: Hello everyone, my name is Kato. Thank you very much for attending TSUMURA CO.'s interim financial 
results briefing for Q2 of FY2024. 

We would like to thank you again for your continued support of our company and Kampo. Thanks to the NHI 
drug price revision in April of this year, many prescription items of prescription Kampo products were subject 
to re-calculation of unprofitable products, and we could raise the drug price substantially for the first time 
under the current drug price system. 

We are working to strengthen the foundation for a stable supply for prescription Kampo products. The item 
under the limited shipment remains one and is expected to be shipped around the end of November. 

I would like to express my gratitude to the Japan Kampo Medicines Manufacturers Association (JKMA), of 
which I serve as chairperson, for its eight years of research activities and presentations since its establishment 
in 2016, with the JKMA acting as the secretariat. The association has compiled and submitted two sets of 
proposals to the relevant ministries and agencies. We sincerely thank all members of the study group for their 
efforts. 

We would also like to express our gratitude to the Federation of Pharmaceutical Manufacturers' Associations 
of Japan (FMPJ), our parent organization, for their support in submitting JKMA’s requests to the Central Social 
Insurance Medical Council. We also appreciate the Ministry of Health, Labor and Welfare and the Central 
Social Insurance Medical Council for their understanding and support. 

 

What we, the TSUMURA Group, aim for in our long-term management is the business aspiration that we 
ultimately achieve our corporate purpose: "Lively Living for Everyone." In order to realize our corporate 
purpose, TSUMURA VISION "Cho-WA" 2031, our long-term management vision, aims to solve Japan's most 
concerning social issues, realize a better society, and increase corporate value by optimally allocating 
management resources.  
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The most concerning issue in Japan is the acceleration of an aging society with a declining birthrate. The 
priority issue that we, the TSUMURA Group, must address is how to bring healthy life expectancy, the period 
during which people can live their lives to the fullest, closer to the average life expectancy. 

We are also exploring new business opportunities in China and Southeast Asia, regions likely to face similar 
challenges, to share Japan’s advancements in problem-solving through traditional medicine and natural 
product-derived therapies, where Japan leads the region. 

In the area of treatment, the realization of a medical practice where each individual can receive personalized 
Kampo treatment. In the area of pre-symptomatic diseases, the realization of the three preventive measures 
for pre-symptomatic diseases, which aim to treat medical conditions at the early stage of the disease. In the 
area of curing, we are working to realize the provision of product services that contribute to the optimization 
of food, nutrition, exercise, sleep and stress management. 

 

Here are six specific goals to achieve under VISION2031. 

With regard to the implementation of purpose management, philosophy management, and vision 
management, a book was published and released by PHP Research Institute in September about our corporate 
philosophy and management. We believe that it has gained understanding of our group's organizational and 
human capital policy initiatives widely and has received a certain level of positive feedback. 
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We will explain the current progress and future prospects in the roadmap to realize TSUMURA VISION "Cho-
WA" 2031. 

In the prescription Kampo business, sales growth and an increase in the number of physicians prescribing 10 
or more Kampo formulations are steadily increasing as the standard Kampo treatment expands. 

In the bottom line, it says about doubling labor productivity. Indicators in the sales and crude drug 
departments are growing and progressing as planned in order to achieve low-cost operations. In the 
production division, we plan to automate the production process at the timing of installing new equipment, 
and based on this plan, we will realize improvement in labor productivity. In other divisions, we are actively 
promoting DX initiatives. 
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Next, I will give an overview of progress in research and development. 

Regarding PDS (Pre-symptomatic Diseases and Science), one of Ps out of three in VISION 2031, our goal is to 
help build a healthier society by establishing evidence-based diagnostic methods for pre-symptomatic 
diseases and proposing personalized treatment approaches tailored to individual needs. 

We are investigating disease progression and onset by visualizing intron retention using a technology that 
comprehensively measures gene expression in vivo. We are collaborating with Professor Norihiro Okada from 
the Department of Health and Longevity Genome at Kitasato University’s School of Pharmaceutical Sciences 
to clarify the conditions that may be classified as pre-symptomatic diseases. 

As shown in the upper left figure, when DNA is transcribed into precursor messenger RNA, both exons and 
introns are read repeatedly. Typically, a splicing process occurs, linking the necessary exons while removing 
unnecessary introns to produce proteins. However, intron retention can occur, a rare phenomenon where 
unwanted introns remain in the mRNA. 

Intron retention is believed to play a role in pre-symptomatic disorders like aging and depression, as it has 
been shown to occur not only due to abnormalities in gene expression but also as part of the regulatory 
response to environmental stresses. 
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As an example of the results of the research on pre-symptomatic diseases that we are conducting with 
Professor Norihiro Okada, we would like to introduce a press release by Kitasato University on September 30, 
2024. 

A study at Kitasato University analyzing intron retention in blood cells from individuals with mild depressive 
symptoms found that intron retention could serve as a promising marker for depression. 

In addition, the study showed that the administration of Hangekobokuto to the same subjects restored intron 
retention in the gene. For more information, please refer to the press release. 

Through these studies, we aim to establish diagnostic methods and build evidence for Kampo treatment in 
order to make "pre-symptomatic diseases" a science and to implement it in society. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
9 

 

 

Next, I will explain the progress of our China business by platform. 

In the formulation platform, we have been focusing on M&A of traditional Chinese medicinal products 
companies as a means to enter the traditional Chinese medicinal products business. In April 2023, we entered 
into an agreement to acquire 100% of the equity of Shaanxi Unisplendour Life Care Pharmaceutical Co., Ltd, 
a traditional Chinese medicinal products company, but transferred the equity in July of the same year. 

We are currently in contact with a number of potential buyers, but due to the need to proceed with caution 
based on the last experience we are running a little behind the schedule we had envisioned during the first 
mid-term business plan. 

Conversely, in the crude drug platform, we are currently considering M&A for a drug pieces company in 
advance of the second Mid-term Business Plan in order to further expand sales channels for drug pieces. 

The quality of TSUMURA Group's crude drug has been highly evaluated, and we are proactively expanding our 
sales channels, focusing on raw material crude drugs and drug pieces, and are continuing to grow sales at a 
CAGR of 30%. As we will explain in more detail on the next page, we are currently focusing on expanding sales 
of drug pieces in order to improve profitability. 

The Research Platform aims to establish ICH-level quality standards, the global benchmark for 
pharmaceuticals, across the entire supply chain of crude drugs, from seedlings to finished products. It is 
positioned as a research institute dedicated to the development and commercialization of traditional Chinese 
medicinal products that meet this quality standard. 

To advance research through collaboration with external partners who have outstanding talents, expertise, 
and research facilities, we are preparing to establish a research institute in the Greater Bay Area, a region 
close to Shenzhen Tsumura, where many research hubs are concentrated. 
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Sales of the crude drug platform's drug pieces sales increased approximately 40% YoY and the sales 
composition ratio rose 3.9 percentage points due to expanded sales in the hospital sales channel, which is the 
main target of the platform. This has led to an improvement in the cost ratio and profit margin. 

Traditional Chinese Medicine is rooted in a diagnostic and treatment method known as "dialectic therapy," 
based on a unique theory of pathology. It is considered a pioneer of personalized medicine, as it prescribes 
treatments tailored to each individual patient and drug pieces are essential drugs and will continue to be in 
China.  In addition, we aim to increase the sales ratio of traditional Chinese medicine drug pieces, which has 
higher added value compared to raw material crude drug. 

On the other hand, traditional Chinese medicine drug pieces require patients to prepare for taking like infusing 
and face issues with consistency and portability due to variations in ingredients. To address this, we are 
enhancing our tailored treatments for individuals as a value-added service for drug pieces. 

Our tailored treatment business offers a smart service that utilizes smart factory facilities to infuse traditional 
Chinese medicine drug pieces based on each patient’s prescription, then processes and packages them into 
decoctions, granular extracts, or extract powders, and delivers them directly to the patient. We believe this 
service holds significant value and strong market potential, as it standardizes and modernizes traditional 
Chinese medicine drug pieces made from high-quality crude drugs. We hope that those of you who 
participated in our tour of Tianjin Tsumura Pharmaceuticals and Ping An Tsumura Pharmaceuticals 
understood the importance. 
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Another recent major topic related to our business in China is the easing of the foreign investment negative 
list and a way of processing medicines, which are in the foreign investment regulations in China. 

In traditional Chinese medicine, drink pieces are produced from crude drug in accordance with the regulations 
of the Pharmacopoeia of the People’s Republic of China, but there are cases where drug pieces are further 
processed by a method called Shuji. “Shuji” refers to the process of steaming, boiling and frying  based on 
TCM theory, in order to change the medicinal effects of the drink or to reduce or preserve its toxicity. 

Additionally, many prescriptions use drug pieces that are processed as raw materials during the production 
of traditional Chinese medicinal products, which has long been a bottleneck in the traditional Chinese 
medicine product business. 

Until now, foreign-invested companies such as ours have not been allowed to engage in the Shuji process due 
to foreign investment restrictions. However, on September 8 of this year, the Chinese government officially 
announced the removal of the Shuji process from the negative list. 
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The process of Shuji is as shown. This is one of the processes for manufacturing traditional Chinese medicine 
drug pieces. It has been a bottleneck in the expansion of the sales items and sales channels of the crude drug 
platform. 

In addition, within the formulation platform, the Group’s business plan during the M&A of Shaanxi 
Unisplendour Life Care Pharmaceutical Co., Ltd. was to manufacture traditional Chinese medicinal products 
using drug pieces as raw materials, in compliance with regulations and without performing the Shuji process. 
However, differing interpretations of the regulations in the local district led us to the decision to transfer our 
equity to the Company. 

The relaxation of restrictions on foreign investment regulations will allow our group to handle all 
manufacturing processes for drug pieces and traditional Chinese medicinal products. We see this as a tailwind 
for all of our business in China. The relaxation of foreign investment regulation has also made it possible to 
move forward with potential M&A of drug pieces companies on the crude drug platform. 
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Finally, this is an update to realize our sustainability vision. 

We are promoting various initiatives from the four perspectives of achieving carbon neutrality, building 
Tsumura’s Circular Economy, achieving nature positive and building regional and social relations. 

To achieve carbon neutrality, we have installed solar power generation systems at our Shizuoka and Ibaraki 
plants, Ishioka Center, Shenzhen Tsumura, and Tianjin Tsumura. Together with the switch to CO2-free 
electricity at our manufacturing sites, we expect to achieve our GHG emissions reduction target for the current 
fiscal year of -3% from FY2020 level. 

As part of establishing the Tsumura Circular Economy, we plan to launch a product in February 2025 that 
features a bath herb container made from bio-polyethylene material. It can reduce plastic by 28% in a large 
bottle. 

To achieve Nature Positive, we conducted an evaluation and analysis of nature-related risks and opportunities 
for crude drug production areas and sites, using the TNFD approach published in September. In the future, 
we will implement measures at locations where reliance on and impact on natural capital are anticipated, 
linking these efforts to activities that help preserve the natural environment. 

In the area of community and social relationship building, the Tosa Tsumura Forest project which aims at 
conserving the natural environment and promoting regional development in Kochi Prefecture, a key crude 
drug producing area in Japan, received the Award of Excellence in the Forestry Agency’s Forest x Act Challenge 
2024. 

This is an update from me. 

That is all for my explanation. Thank you very much. 

Kitamura: Thank you very much. Mr. Handa will give an overview of the financial results for Q2 of FY2024. 
Please begin. 
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Handa: My name is Handa. I will present an overview of the financial results for Q2 of FY2024. 

This is a summary of the financial results for Q2 of FY2024. 

Sales in Japan achieved the plan, while sales in China fell short of the plan. Operating profit, ordinary profit, 
and interim profit attributable to owners of the parent achieved the plan. 

Sales were JPY89 billion, up 99.3% from the plan and 18.3% from the same period last year. The breakdown 
was JPY79.9 billion for the domestic business and JPY9 billion for the China business. The sales composition is 
shown in the pie chart on the right. 

Operating profit was JPY21 billion, 109.2% of the plan. Compared to the same period of the previous year, 
sales increased 106.4%. Operating profit of the China business still remains in the red, but the profit deficit 
has narrowed from Q1 and the plan has been achieved. 

Ordinary profit was JPY23.4 billion, 121.3% of the plan. YoY growth was 84.6%. Interim profit attributable to 
parent company shareholders was JPY17.5 billion, 123.3% of the plan. Compared to the same period last year, 
there was a 94.4% increase. 
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These are key points. 

Sales of 129 prescription Kampo products in the domestic business increased 21% from the same period last 
year to JPY77.1 billion. Sales of OTC Kampo medicine increased 27.1% YoY to JPY2.2 billion due to an increase 
in the number of outlets. 

Sales in the China business decreased 0.8% from the same period of the previous year to JPY9 billion. Although 
sales of drug pieces increased, sales of raw material crude drugs declined. This is mainly due to the lingering 
effects of a temporary halt in purchasing among suppliers that occurred in Q1. 

The cost of sales ratio was 48.5%, down 5.8 points from the same period last year. Although processing costs 
rose due to yen depreciation and increased shipments from the Tianjin plant which is currently in its early 
operational phase with a high cost of sales ratio, this was offset by higher sales driven by the application of 
the unprofitable product recalculation. The variance from the plan was due to efforts to reduce manufacturing 
issues, a reassessment of facility maintenance costs, the hiring of additional manufacturing personnel, and 
the postponement of the facility maintenance schedule. We will explain the details later. 

The SG&A-to-sales ratio was 27.8%, down 4.4 points from the same period last year due to the increase in 
sales. It was minus 1.1 points against the plan due to the postponement of some R&D and other activities. 

As a result of the above, the operating profit margin increased 10.1 percentage points from the same period 
of the previous year and 2.2 percentage points from the plan to 23.7%. 

In terms of non-operating income and expenses, we achieved 121.3% of recurring profit target as a result of 
a JPY1.7 billion of foreign exchange gain related to loans to overseas subsidiaries due to the weaker yen. The 
achievement rate for profit attributable to owners of the parent was 123.3%, due to a gain of JPY1.8 billion 
from the sale of stock resulting from the reduction of cross shareholdings. 
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Factors behind the increase or decrease in operating profit compared to the same period last year. We will 
explain key points only. 

Operating profit increased by JPY10.8 billion from the same period last year to JPY21 billion. 

The impact of the sales increase was a positive JPY14.1 billion. The breakdown is as follows: plus JPY14.2 
billion for domestic business, minus JPY0.1 billion for China business. 

The impact of the increase in cost of sales was minus JPY1.6 billion. The crude drug procurement costs were 
minus JPY0.2 billion, mainly due to higher unit prices of some crude drugs such as Atractylodes Lancea 
Rhizome and Japanese pepper. The high cost of raw materials, including lactose, as well as packaging materials, 
resulted in a JPY 0.3 billion decrease. Processing costs were minus JPY1.1 billion. Despite efforts to reduce the 
incidence of manufacturing problems and review of facility maintenance, as well as the effects of 
improvements due to the hiring of manufacturing personnel and the postponement of facility maintenance 
periods, we were affected by the increased volume of shipments from the Tianjin plant in the early stages of 
operation. 

The impact of the increase in expenses was minus JPY0.2 billion. This was mainly due to an increase in 
depreciation associated with the startup of the integrated core system. 

Foreign exchange impact was minus JPY1.3 billion. This is mainly due to the rising cost of importing crude 
drugs due to the weak yen. 
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Progress on capital policy. 

The policy is to generate cash by B/S management in addition to cash flows from operating activities and 
allocate it to further business growth and shareholder returns. 

Under this policy, we are accelerating each initiative. In H1, we generated approximately JPY11.6 billion by 
shortening the accounts receivable collection site and reducing cross shareholdings. 

To shorten the period from the accounts receivable collection site, we reduced accounts receivable by 
approximately JPY9 billion. This was achieved through negotiations with distributors and wholesalers, in line 
with our policy to gradually reduce the collection period by about 20% after discussions with business partners. 
We will continue to negotiate. 

Regarding cross-shareholdings, we have established a policy to eliminate them entirely. We will begin a full-
scale reduction this fiscal year, aiming to cut holdings by half as quickly as possible. In H1, we sold four brands 
for the total sale amount of JPY2.6 billion. We will accelerate this in H2 of the fiscal year with the aim of cutting 
them in half at an early date. 
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Financial condition and cash flow. We will explain key points only. 

Current assets increased by JPY19.4 billion compared to the end of last fiscal year. The main breakdown is a 
JPY13.8 billion increase in inventories, including a JPY7.4 billion foreign exchange impact, and a JPY4.2 billion 
increase in cash and deposits. Notes and accounts receivable were at the same level as at the end of last fiscal 
year due to the effect of shortening the accounts receivable collection site as explained earlier, despite the 
increase associated with higher sales. 

Fixed assets increased by JPY5.7 billion. JPY7.3 billion in increase in tangible fixed assets due to capital 
investment to increase production capacity, JPY4.7 billion increase due to foreign exchange impact, JPY4.5 
billion decrease due to amortization, and JPY2.2 billion decrease in marketable securities due to sales of cross 
shareholdings. The status of capital expenditures will be explained in detail on the next page. 

Current liabilities decreased by JPY12.8 billion due to redemption of bonds, despite an increase in accounts 
payable. Long-term liabilities rose by JPY 9.5 billion due to new capital investment funding secured through a 
syndicated loan led by the Japan Bank for International Cooperation. 

The equity ratio increased 1.7 percentage points to 64.9%. 

Cash flow is shown in the waterfall graph to the right. Operating cash flow increased significantly due to higher 
profits and the shortening of the accounts receivable collection site as explained earlier. 
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This is the status of capital investment to further strengthen the stable supply system. 

With the establishment of a new plant in Tianjin and the securing of an increased production system, including 
the early start of operations, and the adjustment of production plans, we have proceeded with the lifting of 
limited shipments, and at present we only have one prescription of Bakumontodo. In addition to the early 
termination of the limited shipments, we will continue to make the necessary investments to ensure a stable 
supply system for future volume growth. In addition, we will develop and install automated equipment in 
conjunction with new or renovated factories to double production. 

Currently, we are making investments mainly in the large-scale projects shown in the table here, and I would 
like to explain the progress of these investments. 

In FY2024, we plan to invest JPY34 billion in tangible fixed assets, up JPY15 billion from the previous year, 
driven by accelerated production capacity expansion, automation for productivity improvement, and new 
warehouse construction. Investment in H1 amounted to JPY8.1 billion. The main breakdown is JPY3.7 billion 
for the second and third phases of construction in Tianjin Tsumura, and JPY700 million for the construction of 
a crude drug warehouse at Yubari Tsumura. 

From FY2025 onward, we will continue evaluating investments in the renewal of aging facilities, further 
expansion of production capacity, automation to enhance productivity, and downstream processes like 
granulation and packaging. We will announce our decisions once they are finalized. 
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We will provide details on the progress of production capacity expansion at our overseas sites. 

The Tianjin plant is manufacturing Kampo extract powder, an intermediate product for the domestic business, 
and is planned to be constructed in Phases 1 through 3. For the first term, shipments began in November of 
last year, and full operation began in Q2 of this fiscal year. Thanks to efforts such as operating on holidays, 
reducing item changeover times, and improving yields, production has surpassed the plan. Construction of 
the second and third phases is progressing as planned, and a completion ceremony for the second phase is 
scheduled for the end of this month. 

The Shanghai plant, which was upgrading a manufacturing line that had been in operation for over 20 years, 
completed the renewal work at the end of August, following an accelerated construction period shortened by 
about two months. Operations and shipments have begun. 
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Next is the progress of production capacity expansion at domestic bases. 

At the Ibaraki Plant, our largest production base in Japan, we have decided to construct No.4 SD building for 
the production of intermediate products, such as Kampo extract powder, and No.3 warehouse for the storage 
and sampling of raw material crude drugs in order to increase production capacity, and held a completion 
ceremony on September 3. Investments are expected to be approximately JPY30 billion for No.4 SD building 
and approximately JPY8 billion for No.3 building for crude drug. 

The No. 4 SD building, which manufactures Kampo extract powder, has larger spray-drying equipment than 
the Tianjin plant I just described. The annual production capacity of Kampo extract power is expected to be 
950 tons. In terms of productivity improvement, we have introduced technologies to automate preparation 
work between processes, which had been difficult to automate. Also, we implemented an automate sampling 
for quality testing and have reduced cleaning time when switching items by increasing equipment capacity. 
Labor productivity is expected to increase 1.7 times compared to No.3 SD building. 

In addition, No.3 crude drug building, which is under construction adjacent to No.4 SD building, is designed to 
store approximately 1,000 tons of raw material crude drug, which is expected to increase the storage capacity 
at the Ibaraki Plant by 1.7 times. It enables automatic transportation of goods after delivery combined with 
an automatic rack system. In addition, as a BCP measure, the building has an earthquake-resistant structure, 
and the automated warehouse uses seismic isolation racks to minimize damage in the event of an earthquake. 
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Next is the status of sales of prescription Kampo products (129 prescriptions) in the domestic business. 

Despite the negative impact of the NHI drug price revision, and challenges like early orders in March, higher 
sales of cold prescriptions during last summer’s influenza outbreak, and a temporary rebound after lifting 
shipment restrictions, strategic use of promotions led to a 0.2% increase in sales volume and a 21% increase 
in value, including the effects of the NHI price revision. The achievement rate against the H1 plan was 100.4%. 

In H2 of the fiscal year, we will aim to achieve the annual plan by quickly lifting the limited shipments of the 
one remaining item and further strengthening promotions. 
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This is the sales of “growing” formulations and prescription Kampo product in the domestic business. 

The three asterisked prescriptions for growing drugs and 63 other prescriptions are those that were subjected 
to price re-evaluation as money-losing products with a revision rate ranging from a positive 36.2 to 50.7%. 

Sales of Daikenchuto, Yokukansan, and Gosyajinkigan increased significantly, partly due to the effect of the 
application of price re-evaluation as money-losing products. Sales of Goreisan grew due to information 
promotion that meet the needs of headache, dizziness, and other symptoms. 

Sales of Rikkushito, Hochuekkito, Kamishoyosan, Kamikihito and Ninjin’ yoeito decreased from the same 
period of the previous year due to the impact of front-loaded orders that occurred in March following the NHI 
drug price revision, but demand remains strong as sales volume of these products to medical institutions 
increased YoY. 
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This is the situation for physicians prescribing 10 or more prescription Kampo formulations. 

As of September 30, 2024, the overall percentage of physicians prescribing 10 or more prescriptions was 43%. 
The breakdown was 31% of hospital doctors and 66% GPs. 

To reach HP physicians, which has been a challenge, we provide information tailored to each physician 
through a series of four web lectures titled "Short Lectures of Chinese Medicine for Hospital Doctors" and by 
enhancing the quantity and quality of our e-mail marketing system. 

As a result, the number of doctors has increased by roughly 9,500 compared to the end of the previous fiscal 
year. We will continue to utilize digital technology to reach HP physicians with more detailed information on 
their areas of practice and analysis of the needs of individual physicians, with the aim of achieving a medical 
practice where more than 50% of physicians prescribing 10 or more Kampo formulations. 
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This is about the use of different Kampo products. 

In the past, physicians mainly sought information on basic and clinical evidence of Kampo products. As the 
number of physicians using Kampo products increases, the need for information on the different uses is 
increasing. 

As shown in the graph on the left, alongside upbringing prescriptions like Rikkunshito and “under the “drug 
fostering” program formulations, related prescriptions are also increasing, driven by the promotion of their 
use for upper gastrointestinal tract symptoms. 

To the right is an example of promotional materials used for different purposes. By offering prescriptions 
tailored to each individual's physique and constitution, even for similar symptoms, the number of strategic 
prescriptions has continued to grow, steadily expanding the base of Kampo. 
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The status of our China business. 

As explained by Mr. Kato at the beginning of this presentation, sales of the crude drug platform for drug pieces 
grew 40.2% YoY. 

On the other hand, sales of raw material crude drugs decreased by 5.7% YoY. Although sales declined 18% 
YoY mainly due to a temporary halt in purchasing among clients that occurred in Q1, they recovered in the 
three months of Q2 with a 5% increase. 

As reported at the beginning of this report, operating profit improved from Q1 and achieved the H1 plan, 
although it is still in the red due to the effect of reduced SG&A expenses. We continue to aim to return to 
profitability for the full year by expanding sales of the crude drug platform and controlling SG&A expenses. 
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Finally, here is our forecast for FY2024. 

Although 48.1% of net sales were achieved in H1 of the fiscal year, we believe that we are on track to achieve 
the full-year plan, as the domestic business is slightly weighted toward H2 of the fiscal year and the Chinese 
business fell slightly short of the plan. 

Operating profit has increased partly due to efforts to reduce manufacturing issues, a review of maintenance 
costs, water reuse, and other cost-saving measures. However, the progress rate appears slightly higher 
because we plan to allocate more expenses in H2 of the fiscal year to strengthen the stable supply system, 
and some costs, primarily R&D expenses, have been deferred to later periods. 

Regarding items ordinary profit and below, the percentage of progress toward the full-year plan is high due 
to the recording of foreign exchange gains related to loans to subsidiaries, which were not recorded in the 
budget, as a result of yen depreciation. Also, extraordinary gains from the sale of cross shareholdings are 
recorded, which is being promoted as a capital policy. 

Foreign exchange gains are not expected to change at this time due to the possibility of large fluctuations 
caused by the current exchange rate and the difficulty of accurately forecasting such gains. 

This concludes my explanation. Thank you for your attention. 

Kitamura: Thank you very much. This is the end of the explanation. 
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Question & Answer 

 

Kitamura [M]: Okay, now we move on to question & answer.  

Mr. Hashiguchi of Daiwa Securities. 

Hashiguchi [Q]: My name is Hashiguchi from Daiwa Securities. 

I would like to ask you a few questions about the progress of your China business and its future prospects. 
Regarding the timing of M&A, I believe you mentioned that the formulation is behind schedule and the crude 
drug platform is ahead of schedule. 

On the slide on page eight, where it is separated into FY2024 and FY2025, it says M&A on the left for 
formulations and M&A on the right for crude drugs. It means that it seems unlikely during this fiscal year for 
formulations, while it is conceivable that crude drugs may well be possible during this fiscal year. That is how 
I understood it, is that correct? 

Kato [A]: We didn't mention [inaudible], and now we have an environment where we can start considering it 
first. It's not the formulation platform, it's the crude drug platform. 

As I mentioned earlier, the relaxation of foreign investment regulations is very significant. To launch the drug 
pieces business, we recognized that offering a full lineup would be impossible without performing Shuji. Thus, 
we decided to wait until foreign investment regulations were lifted and included this in our strategy for the 
second medium-term plan. The regulation has been lifted and means that the timing is now for us to consider 
various options immediately. 

This is getting to an early start, and I wasn't referring to the possibility of doing this during the current fiscal 
year, but we are starting to consider it soon. 

We moved quickly with the formulation platform, but as I mentioned earlier, we had to transfer it again due 
to differing interpretations of the foreign investment regulations. Given the need to avoid repeating the same 
mistake, we are proceeding with caution. Although we initially aimed to complete this during the first mid-
term plan, the current circumstances require a more cautious approach, leading to delays. This was the 
explanation. 

I hope you understand that I did not necessarily mention here that there is a possibility that we could do it 
this fiscal year ahead of schedule. 

Hashiguchi [Q]: This slide is basically the same as the one you presented two and a half years ago. 

Kato [A]: Of course it is the same. 

Hashiguchi [Q]: Regarding M&A in crude drugs, this description makes it sound as if the main purpose is to 
expand sales channels for public hospitals. However, the environment has changed in the past two and a half 
years, so is this the main purpose of M&A that is being considered now? 

Kato [A]: You are right. 

Hashiguchi [Q]: You mean it. 
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Kato [A]: Yes. Although the current situation is still being carried out mainly by a company called China medico 
corporation, it is true that sales of drug pieces are increasing while expanding the sales channels of public 
hospitals by our own. 

However, in order to acquire sales channels more efficiently or at an earlier stage, we will work with 
companies that are already in the market. We have a policy of taking majority as our basic approach, so it is 
an M&A, but it is definitely an M&A with the objective of making it possible to enter such a sales channel in a 
public hospital in an efficient manner. 

Hashiguchi [Q]: Why is the formulation being delayed, or rather, why is it being proceeded with cautiously? 
If anything, it is the crude drug platform that Shuji tends to bottleneck. 

Kato [A]: Both. In China, the process of making traditional Chinese medicinal products is essentially the same 
as producing drug pieces, as it involves using drug pieces as raw materials. As a result, the drug pieces business 
within the crude drug platform closely aligns with the TCM drug business, where TCM drugs are made based 
on drink strip formulations. 

Hashiguchi [Q]: Then what else remains as a constraint? Because you are proceeding with caution, you have 
few options. Therefore, without taking time, it is difficult to find a suitable partner for your company's idea. 
So, the number is just small. But do you think that if you take time, you will surely find them? Or is there some 
situation or point still left where there is still a bump on the eye like Shuji and you have to wait for the 
environment to change? 

Kato [A]: We have actually negotiated with several companies about the traditional Chinese medicinal 
products business in the past, and we have considered it. However, after seeing the case of Shaanxi 
Unisplendour Life Care, everyone has taken a step back. 

With the relaxation of foreign investment regulations, we have started re-negotiation.  There are, of course, 
new negotiations, but there are also instances of renegotiation. Especially in the case of renegotiation, since 
concerns were raised once in the middle of the negotiations and they were aborted, we do not want to be in 
the same place where it will not happen. 

This is partly because we are cautious, but also because the other party is cautious. Pushing forward at the 
planned speed would be risky, so we are proceeding at a suitable pace while considering the circumstances 
of our counterparts. If so, I am now wondering if it will be difficult to achieve by the end of this fiscal year, the 
first mid-term management plan. This is how I interpret it. 

Kitamura [M]: Mr. Sakai, UBS Securities. 

Sakai [Q]: UBS, this is Sakai. 

I am sorry to ask a question that is unrelated to financial results. Ping An Insurance is a major shareholder of 
your company, and I understand that Chinese regulations now concern insurance companies are investing in 
healthcare and pharmaceuticals. In your case they have 20% of your share. 

Kato [A]: 10%. 

Sakai [Q]: Was it 10%? What kind of situation is this, what is the situation now? This foreign investment 
regulation. Please share if there is any movement, including the intertwining of this, capital structure and if 
there are any factors that we have to be prepared for. 
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Kato [A]: I also visited Ping An about three weeks ago. We are aware of what Sakai-san has just said, and we 
have asked them directly if there is any such impact. We have also confirmed that there will be no change in 
our objectives and investment in China, as our objective is not only to invest in China but also to work together 
in a business alliance with China. 

Sakai [Q]: I would like to know if there is a change. 

Kato [A]: When there is a change, yes, of course. 

Sakai [Q]: I think it will be quite a big move. 

Also, back in Japan with the financial results. I have asked the IR personnel, the table on page 23. Nurturing 
and “growing” formulations for domestic business. I have a feeling that the domestic volume would increase 
5% annually, which used to be 3%. As Mr. Handa mentioned earlier, the base is expanding. 

The table shows that the prices of Daikenchuto and Yokukansan have increased by about 50%, so it is natural 
that the sales basis would increase. However, the growing formulations have a large negative value. 

We were told that this is because the impact of the so-called hoarding at the end of March still remains in 
these first and second quarters. I think it makes sense, but I wonder if this 5% growth and volume increase is 
really justified by this. It seems that you have assumed of 5% in H2, but what is the certainty of that and how 
do you see it on the ground? 

Sorry to pull up an old story. When you thought that the “drug fostering” program formulations were good, 
the next time growing formulation was bad, and vice versa. I would like to confirm this pattern will not be 
repeated.  

Kato [A]: I will explain the situation and then the general manager of the sales division will speak. 

First of all, the 5% assumption is based on the assumption that there is no emergency situation for limited 
shipments like now. 

I apologize for the limited shipments. However, I want to assure you that these limitations are not due to any 
irregularities or major issues on our part. In fact, the situation has arisen because we have significantly 
increased our shipping volume in response to the growing demand for Kampo prescriptions due to shortages 
of new drugs. As a result, while we are shipping more than ever before, and it has led to the limited shipments. 
This means that we have been able to make limited shipments in order to reach Kampo for our patients so 
far. 

Since this was the first time for us to experience, our MRs were at the mercy of first having to apologize for 
the limited shipment and then having to properly explain it. Therefore, there has been a period in which we 
have not been able to conduct normal promotional activities, and that is where we are again this time, with 
H1 showing almost the same volume growth as in the previous year. 

The negative is also explained earlier by Solder. H1 is based on shipments, so what we sell to wholesalers is 
the shipment basis, and what wholesalers sell to medical institutions, pharmacies, drugstores, and drugstores 
is the actual sales. Actual sales are positive, so there is real demand, and demand is not getting smaller. 

In this context, as I explained earlier, the limited shipment of one more product, Bakumontodo will be lifted 
at the end of this month in H2. Then it means that you can return to normal business activities. We are already 
going in that direction. With that in mind, the growth rate for H2 is 5%, which means that we can return to 
the 5% level I mentioned earlier. 
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Also, regarding the probability of this, I would like to have Mr. Sorada answer, who is in charge of the 
headquarters. 

Sorada [A]: For example, we have about 65,000 customers for the “growing” formulations, Hochuekkito. A 
quick look at the numbers for the fourth through the ninth quarters shows an increase of about 400 cases. 
We have taken some measures in H1 with regard to Hochuekkito and Juzentaihoto, a group of Kampo 
products known as complementary agents. 

As a result, there are about 13,000 doctors who have newly used Hochuekkito, for example. It is our opinion 
that these doctors used this as trial. This will be changed from trial to permanent after October. This is what 
we are working on now throughout the Sales division. 

In the first half of H1, we were making many limited shipments, so MRs' cell phones were ringing continuously 
from morning to night. Now that this is no longer the case, we are seeing a significant increase in external 
activities. 

In the same way, for Goreisan, we have taken measures to treat weather pain, headaches and other physical 
ailments caused by low pressure. In Q2 alone, about 10,000 doctors have newly used Goreisan to treat such 
conditions. We are also working to create a formulation that can be used regularly for physical conditions 
caused by changes in air pressure. 

There are still many doctors that we can approach to provide information. By supplementing this with digital 
and physical MR activities, we hope to achieve a new cruising speed of 5% this fiscal year. This is what we are 
working on. 

Sakai [Q]: To put it simple, 5% can be achieved by equalizing sales activities. 

Sorada [A]: Yes. It also includes doing deeper and wider digital activities. 

We have been pushing e-promotion, but we are now working to make it more in line with the needs of doctors. 
We are proceeding over the fourth to ninth fiscal years. From October onward, we intend to further advance 
in this way, although it is still not enough, and to put even more effort into e-promotion than MR activities. 

Kitamura [M]: Mr. Akahane from Tokai Tokyo Intelligence Laboratory. 
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Akahane [Q]: I have one question for actual and one question for forecast. 

First of all, in the actual results, the table I am looking at is the data and page two of this sub that you gave us, 
and page 31 of the briefing materials that you gave us. 

As mentioned earlier, the overall NHI price has risen by about 21%, and the market is performing well. 
Although sales increased at the beginning of the fiscal year and demand is anticipated, shipments of several 
products, including Goreisan and Yokukansan which are on page 31, were limited. The actual results are very 
good, with 2.1 times the profit, but do you have any idea how much the shipping situation affected the H1 
results? 

Sorada [A]: It is difficult to know exactly but considering the growth of the surrounding items and the growth 
of these items before the limited shipments, I think the total amount was close to JPY2 billion. This could be 
a bit much. 

Handa [A]: When creating our plans at the start of the term, we based them on the assumptions you just 
mentioned. As Sorada pointed out, H1 ended in line with those expectations, so I would like you to consider 
that when looking at the figures. 

Akahane [Q]: I would like to ask how many business opportunities were missed because of the lack of 
products. My second question is that it will show in H2 as Bakumontodo will be shipped this month and there 
will be no limited shipment. Is it safe to assume that H2 will be considerably better? 

Looking at individual products, things like Goreisan are growing very well. Bofutsushosan, which was released 
from shipment during H1, so the bottom line is quite good if you can really ship them at full capacity. 

The reason I am asking so persistently is that your company's stock price is falling because you did not revise 
your full-year results, but I am wondering if H2 will be better, isn't it? Aside from the unrealized profit on the 
last page, I wonder if it is okay to say that all the shipments have been adjusted and the H1 business 
opportunity has been missed but it will be [inaudible]. 
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Also, I would like to ask one more time about H2. President Kato mentioned last time that shipping 
adjustments have been made, but Bakumontodo is used for coughs and such. Can we see that we have enough 
inventory in case influenza or COVID-19 hit? Is it safe to assume that there will be no more shipment 
adjustments in this H2, including other products but not only Bakumontodo? I want to ask how we should 
look at H2. 

Sorada [A]: We are looking at the timing of the release of Bakumontodo while fully discussing it with 
production. As for Bakumontodo, it is all good. Even if we suddenly release two months' worth in a month, 
we will not make another limited shipment. It's okay. 

Mycoplasma pneumoniae is now widespread. This has led to a considerable increase in demand for cough 
medicines, especially those for use in children, such as Makyokansekito and Gotoko. 

This is probably due in part to the fact that many Western medicines for cough suppressants are still being 
shipped on a limited basis. Since our Production division has been carefully examining the situation, we are 
not currently considering another limited shipment. 

Akahane [Q]: This is true for infectious diseases, but there are still shipping adjustments for generics. So, 
should we assume that this will be included, build up our inventory, and still be okay? 

Kato [A]: We can make assumptions for some cases but not for others. Each standard is completely different. 
We can not suddenly increase Kampo products’ production capacity for tomorrow. To be clear, it takes more 
than three years to build a new factory. 

Therefore, we assume that we will be able to respond to some extent to the demand for Kampo under the 
current circumstances, but we cannot say for certain that we will be able to respond in the event that an 
extraordinary situation arises. We would like you to understand it. 

Kitamura [M]: Mr. Shigemura from Nomura Securities, please. 

Shigemura [Q]: I am Shigemura from Nomura Securities. I would like to make two quick points. 

In terms of M&A potential for the China business, what are the key criteria for companies you would like to 
add to the crude drug platform and the manufacturing platform, respectively? I think there are various factors 
such as the size of sales, trade area, or manufacturing function. This is my first question. 

Kato [A]: There are some conditions for M&A that I was given in the past, but one is that we will not do the 
traditional Chinese medicinal products business unless we get the majority. We have knowledge and this is 
something that is not easily compromised. 

Basically, we consider both medical and OTC drugs, but since OTC drugs are more discretionary. Discretion 
means that we can set prices in various ways, it costs a certain amount of money to produce good quality 
products. Therefore, we will basically continue to look for places that have OTC items that are relatively 
inexpensive and have what are called classical prescriptions. 

As for the drug pieces company, there are quite a few restrictions, and we do not have that many options. So, 
we are considering looking for a company that can agree on reasonable terms. We will be exploring potential 
areas, including trade areas. 

Shigemura [Q]: Another question is cross shareholding. How much money is currently outstanding and how 
is the money from this sale being used, as the cash flow is increasing. Please let me know if it is to be used for 
shareholder return or for investment. 
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Handa [A]: As of the end of last year, there were more than 15 billion shares held by cross shareholdings. Of 
that amount, JPY2.6 billion was sold in H1 of the fiscal year. Since we have said that we will halve the amount 
as soon as possible, we have not said that it will be during the fiscal year, but we would like to accelerate the 
process in H2, rather than taking three or four years to achieve the early goal. 

Another point is that we would like to use the cash flow generated from this sale, including the shortening of 
the accounts receivable collection site, to increase production, invest for the future, and increase shareholder 
returns. This is how we would like to allocate the funds. 

Kitamura [M]: Thank you for your question. Since we passed the time, I would like to conclude the question 
& answer session here. 

This concludes the presentation of financial results for Q2 of FY2024. Thank you for your participation. 

[END] 

______________ 
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