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Presentation 

 

Oshida: Thank you for your patience. The financial results briefing for the 63rd fiscal year ended December 
31, 2025 of TRUSCO Nakayama Corporation will now start. Thank you for joining us despite your busy 
schedules. I am Yui Oshida from the Public Relations and Investor Relations Section, and I will be your 
moderator today. Today's event is held both in person and online. 

Let me begin by introducing the attendees. Tetsuya Nakayama is the President. 

Nakayama: I am Nakayama. Thank you very much for joining us. 

Oshida: Atsushi Kazumi is Director, General Manager of the Business Management Department and General 
Manager of the Digital Service Strategy Department and Orange Book Department. 

Kazumi: I am Kazumi. Thank you for joining us. 

Oshida: Mayumi Takata is Manager of Corporate Planning. 

Takata: I am Takata from the Corporate Planning Department. Thank you for joining us. 

Oshida: Atsushi Shimozu is Manager of the Accounting Department. 

Shimozu: This is Shimozu. Thank you for joining us. 

Oshida: Kyoko Yoshimi is Manager of Public Relations and Investor Relations. 

Yoshimi: I am Yoshimi. Thank you for joining us. 

Oshida: Ms. Takahashi, who has been in charge of IR for about four years, will be going on maternity leave at 
the end of this month. She would like to say a few words. 

Takahashi: This is Takahashi from the Public Relations and Investor Relations Section. I will be taking maternity 
leave starting in March. Thank you very much for all the guidance you have given me over the past four years 
since my arrival. After returning to work, I would like to contribute to the growth of the Company by making 
use of the experience I gained in the IR department. Please kindly continue to support us in the future. 

Oshida: Let us now move to the presentation. We will proceed as follows. First, Mr. Nakayama, President, will 
explain the Company's initiatives. I will then present an overview of financial results. After the meeting, there 
will be time for Q&A. The financial results briefing will end after the Q&A session. The total should take 
approximately one hour. 

We will first answer the questions asked in the venue, then those asked online. We will tell you how to ask 
questions during the Q&A session. The video of today's briefing will be posted on our official YouTube channel 
at a later date. Please refer to the financial results presentation materials at your disposal. We will project the 
materials on the screen for those who are online, but you can also download them from our website. 

Mr. Nakayama, President, will now explain our company's initiatives. 
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Nakayama: Thank you again for joining us today. And thank you to those joining us remotely. Today, I would 
like to explain various things, and I have prepared a variety of materials, including a "Thanks to the Inventory" 
section, which we have distributed to all of you, and some of you may be wondering if I am going to explain 
it again, but this time I have enhanced the contents and thoroughly prepared, so please listen to me until the 
end. 

It is titled "Clearing Up Implications Regarding Inventory." I am sure that since your school days, you have all 
heard that inventory should be small and as minimal as possible. Allow me to slightly digress. I've been 
wondering lately why hybrids are more popular than electric cars. I have been using both gasoline and electric 
cars, both with the Company and personally, and if I were asked which is easier to drive, I would definitely say 
electric. And I wonder, why are there so many hybrids? 

What worries me a little is that I think it is strange for someone who has never driven an electric car to say 
that a hybrid is better than electric after all. In Europe, as well as in Japan, the world is now running backwards 
again because of hybrids, but in China, electric vehicles are being promoted more and more, and I think this 
could be a game-changer in the future. I think it would be a problem if, by the time we realized that electric 
vehicles were the way to go, China's electric vehicles had improved so much in performance that other 
countries could no longer keep up with them. I would like to see Japan, which is a major automobile producer, 
develop electric vehicles as well as hybrids to lead the world in their development. 

To return to the main topic, as I mentioned here, we now have over 620,000 items in stock. With an inventory 
of JPY68.1 billion, I have been called a madman in the industry and am looked upon as such, with some 
thinking that it would be interesting if I stumbled one day. In the midst of all the various business activities, I 
would like to say a few words today about the overwhelming advantage that inventory has over the rest of 
the world, to clear up the implication that everyone thinks that the less inventory, the better. 
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So, first of all, thanks to the inventory, the system order rate is about 89%, and the human labor required to 
place and receive orders has been greatly reduced, no need for manpower. 

Normally, in the wholesaler business, there are salesmen who go around to customers day and night to collect 
orders, but now, almost 90% of orders are received through the system. 

We appreciate this, but it is also a hassle for the customer to have to order from someone every time. So now 
that it is possible to take orders 24 hours a day, we think it is more convenient for our customers. In the time 
that is freed up, salespeople spend on new business development and other time-consuming business, such 
as meetings and estimates. In the current fiscal year, ending December 31, 2026, we would like to raise the 
ratio to nearly 90%. 
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Then number two, thanks to the inventory, sales have steadily increased, and the pandemic shock has been 
overcome without major impact. 

The amount of inventory is shown in the bar graph below. The line graph above shows the amount of sales, 
which was JPY177 billion in 2016 and has steadily risen to JPY320 billion by 2025. 

In this context, there was the pandemic shock in 2020, which was the first time in a long time that the market 
was down, but it was only down 3%. The industry was down from 11% to 33%, which is quite a large drop for 
listed companies, but we were able to keep the decline to 3%. We probably wouldn't have had a negative 
result if we had had a little more inventory, but we were very much helped by the inventory. 
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Then number three, thanks to the inventory, sales to online retailers have expanded significantly. 

we were able to increase them very significantly, from JPY18.5 billion in sales at the time of 2016 to JPY76.9 
billion in 2025. What has been well received is the NIAWASE+U-choku service, in which we pack as much as 
possible in one box and send it to the user, which has been very popular. We have received many requests 
from online shopping companies to ship 100% of their products directly to their customers. 

One issue is that the freight, which is paid by the online companies, does not actually include a packing fee. 
Aside from how much we will receive, we would like to proceed when the situation is more settled, but we 
also need to take care of shipping and such. Now, for online shopping customers, all they have to do is simply 
toss the orders they receive from various users to us, and we will pack them up and ship them out. It is very 
convenient for them. 

Incidentally, this is a service that we can provide because we have the inventory, and we hope you will 
recognize that we are the only company in our industry that can provide this service. 

Then, thanks for the inventory, NIAWASE+U-choku, I just explained, but let me briefly review what kind of 
service it is. 
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Models are available. This is a model that I have seen somewhere. First of all, NIAWASE, which means to 
"match the luggage," means we pack as much as you can in one box anyway. This has various advantages, 
such as reducing the need for various packing materials, and reducing the freight cost to one time. 

As for U-choku, we do not send the order to the customer who placed the order, but directly to the user who 
placed the order. It is easy to say, but we are honestly glad that we have all the equipment we need, including 
distribution centers, logistics equipment, and other equipment, as well as inventory. 

Then, moving on to 4-2, thanks to the inventory, NIAWASE+U-choku services are increasing significantly. 
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In FY2025, a total of 8.48 million packages were sent directly to users. Therefore, if some of you out there 
who have ordered tools, not just tools, from online retailers, and you look closely, you may find that the source 
of the order was TRUSCO. 

In 2016, when we started, we had 1.2 million units, but by 2025, we had 8.48 million units, and we expect to 
expand very rapidly in the future as well. Not only online retailers, but also conventional dealers, machine 
tool dealers, and channel machine tool dealers have been increasing their use of this system. At the same 
time, we are determined to turn the practice of direct delivery to users in the tool industry into the common 
practice. ( Note: We are a 100% wholesale business. All orders are processed through retailers, though we 
offer a direct-to-user shipping service. We do not sell directly to end-users.) 

Then number five, thanks to the inventory, all of our competitors in the same industry have become our 
customers. 

The graph I have here shows the sales performance of one of our competitors in the same industry. In the 
past, of course, it was zero, but when the index was taken, if 2007 was 100, the number in 2025 was 214, 
which means that the number has been increasing significantly. 

As to why our competitors became customers, this is already our inventory policy. Every normal company 
would stock only the best-selling products. If we stock items that don't sell well, we are scolded for stocking 
such items. But our company also stocks items that don't sell well. 

On the other hand, our competitors only carry the best-selling products, so they don't want to receive orders 
for products that are not selling well. When they place an order with the manufacturer, they are told that we 
cannot ship in bulk and that they must pay the freight. So they find buying from us convenient and quick. This 
is the scheme thanks to which we are able to receive orders.  
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Then, at number six, the inventory has led to the conclusion of a BCP agreement. 

The BCP agreement is an agreement that, if a disaster occurs, we make sure to supply various relief and 
recovery supplies. As you can see in the picture, I went to both Nagano and Saitama prefectures and 
exchanged certificates with the governors, who said, "We will ask for your help in case of emergency." 

In return, we ask them to purchase our products on a regular basis, and we believe that this will lead to a 
surprisingly large increase in sales. 

Wherever we have gone, we have also suggested MRO stockers. We were asked to install tools, not medicine, 
at the public offices and at the prefectural office. We are now in the process of sending out information about 
the installation of MRO stockers in such areas. In times of disaster, we cannot resolve problems by simply 
talking, so we believe that we can only make a contribution if we have something to show for it. 
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Then number seven, thanks to the inventory, the number of MRO stockers installed is also steadily increasing. 

As I mentioned earlier, the number of MRO stockers, meaning tools not medicines, has already exceeded 
1,600 in the usual places. Although there is a waiting list for installation, we would like to increase the number 
of installations more and more in the next fiscal year and the year after that. 

The service has zero delivery time, requires no ordering, and is automatically replenished when it runs out, so 
users would see no reason to refuse, and growth should be steady. Unfortunately, our sales are still a little 
short of a billion a year, but I believe that this will become a bigger pillar of our business in the future. 
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Then number eight, thanks to the inventory, we are seeing a steady increase in the number of store pickups. 

At the same time, we have developed Orangebook.Com Cross to simplify the pickup process. Until now, dealer 
had to ask us if it is in stock when they want to pick up, or if the user was coming, the user contacted the 
dealer, and the dealer contacted us, which was a very cumbersome process, but now we can simplify it. So 
we have developed this new system. 

As of now, we are seeing over 440,000 pickups per year, which means that users are still in a hurry to get their 
products. We are aware that without them, work would stop, and in this respect, our company, which has a 
solid inventory, has received such requests, and we intend to continue strengthening these efforts. 
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Then number nine, thanks to the inventory, we were able to participate in my DMG MORI eMarket promoted 
by DMG MORI. 

as you know, they are the world's largest manufacturer of machine tools. Annual sales are slightly more than 
approximately 500 billion. 

The conventional thinking was that machine tool manufacturers would make a machine tool, sell it, and that 
would be the end of it, but MORI's President said, "No, no, after we sell them machines, customers will use 
cutting tools, tooling tools, and measuring tools afterwards." So you they trying to expand the business to 
that level. However, if they tried to do it on their own, they couldn't have that many warehouses, stock items, 
or ship them, so President Mori found NIAWASE+U-choku. 

This is a service that started this year, and if an order is taken for such a service and an order is placed, it will 
be sent to the user designated by MORI. The Company Technium is operating the project as an intermediary, 
so we expect sales to expand rapidly in the future. 

We are now preparing for the launch of the NIAWASE+U-choku service not only in Japan but also overseas, as 
MORI sells machine tools worldwide, and we have heard requests. 

. 
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Then, 10-1, thanks to the inventory, we were able to participate in the SMC Tono Supplier Park concept 
promoted by SMC Corporation. 

We have attached a photo of a very large factory building. President Takada was determined to ensure that 
production would not be interrupted, no matter what happened in response to the BCP, so this kind of 
supplier park was built. 

 
As you can see here, they have attracted 18 companies, their own various suppliers, and they have asked 
them to make products there. The plant was built with the firm determination to continue production and 
supply products to the world, regardless of earthquakes and other natural disasters. 
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he happened to have a relationship with us and brought up the topic. We are not a supplier, but we are a 
supplier of products. As you can see in the photo, we have a large inventory of MRO stockers in one corner, 
and we will be able to supply products to 18 suppliers as well as accept requests for products other than MRO 
stockers, and we will handle all deliveries in this area. I understand that vouchers will be entered by a company 
called ACS. 

It seems that this supplier concept park is the first of its kind in the world. SMC is trying on a new business 
model here, and so are we. We are not sure how much sales will be generated or not, but we would like to 
take on this new challenge, learn, and grow. 

Next, number 11, we mean that home centers can become partners in the online shopping business, which is 
about to go into full swing. 

What I means is that home centers are basically store-based sellers. However, in our Internet-based society, 
it is no longer enough to just increase sales, no matter how well-stocked physical stores are, and some home 
centers are now extending their reach into online shopping. 

However, the problem with this is that home centers tend to think that they have distribution centers, and 
therefore, it would be easy to do this, but in fact, home centers stock 20,000 to 30,000 items, so not that large 
of a number. Therefore, they have only a very limited inventory. So, they are asking for TRUSCO's cooperation, 
and we are now talking about having them look at and buy some of our 620,000 items. 

Therefore, without our support, it would be difficult for home centers to move forward in the Internet 
business, and we would like to do our best to support them. In particular, the distribution center in Aichi, 
which will open this May, has four lines that can handle U-choku and automatic packing and shipping lines, so 
even if we receive a few orders from home centers, we will be able to handle them. This is one of the channels 
we are very much looking forward to. 
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Then number 12, thanks to the inventory, the inventory reservation service "Totteoki" became possible. The 
service is scheduled to begin this fall. 

This is a service that allows our customers to press a reservation button when they have a hunch that they 
may be able to place an order during a business meeting with a customer. This will allow us to keep the 
relevant products in stock, so that we can avoid the situation where we would have run out the day before or 
sold out this morning. I think this will be a very interesting service for users, dealers, and us. 

This is the level of service where people window-shop, and when they see a nice coat, they say, "Please set 
this aside," but now we are doing it all digitally. 

The name is "Totteoki". The name is a combination of the words "special service" and "keep in stock," and I 
think it will be a popular name. I, Tetsuya Nakayama, am the one who came up with the naming and the idea. 
This was self-service. 
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Next, thanks to the inventory as well, the "Haya-gatten" service, which is linked to quotations and inventory 
arrangements, was made possible. 

We receive tens of thousands of quotations every day for various products, some of which we do not have in 
stock. If we receive a quotation for a product that we do not have in stock, we will arrange to have it in stock 
ahead of time without receiving an order, so that we can deliver the product immediately upon receiving an 
order from the customer. 

It seems that we are a little ahead of the curve. We are very generous with our services, and in the unlikely 
event that we do not receive an order, we just laugh, scratch our heads, and say, "Well, we decided too 
quickly." 

We don't know if there is demand for the product in the area or if other customers will order it, but we would 
like to do this first and build a system that will enable us to deliver the product as quickly as possible. The 
name Haya-Gatten expresses this in a fun way. 
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The inventory subsequently led to an increase in system orders, a drastic decrease in overtime work, and us 
becoming a company that supports employees better. A situation that was once considered really exploitative 
has improved gradually. 

Please listen carefully, as some of you might be prospective employees. We are not that kind of company 
anymore. When I joined the Company, it was known as the 7-Eleven of the tool industry. It was like a 16-hour 
workday, from 7:00 AM to 11:00 PM. I would like to say to those who have been offered jobs that so-called 
"white" companies are fine, but you also have to consider the question of whether you can acquire skills at 
such companies. Part of the reason I am able to do business the way I do now is because I was trained by such 
old-school methods. 

Now the Company can't do that kind of thing, and you have to learn on your own. Business is just like sports. 
If you want to win, if you want to be strong, you have to train your muscles, and if you want to win, you have 
to train yourself. 

Overtime hours also averaged 23 hours per month last year, which means almost one hour per day. This is an 
era that was unimaginable in my entry-level days, and this is by no means a natural trend in the world. The 
system orders work because of the inventory, and overtime has been reduced because less manpower is 
needed. 
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Then number 15, thanks to the inventory, is that the parental leave program is now available for three years. 

Three years is a very long time, but I believe that childbirth and childcare is an important life's work, so I am 
now setting it at three years because I want the couple to be able to bond with their child and cooperate with 
each other. 

Men do not apply for childcare leave as much, so we established the "Tora Papa" system last year, with an 
easier application system. We give you another 20 days of paid vacation, and you can use it as you see fit. For 
example, you can take a leave in the morning, or only on Mondays, Wednesdays, and Fridays, or whenever 
you want to, and use those 20 days for now. 

In addition, we are part of the very rare companies in Japan that have eliminated the maximum amount of 
accumulated paid holidays. Twenty days of paid vacation shall be provided, and the unused paid holidays go 
to the reserve paid holidays. In the past, the general rule was that the limit was 60 days, and if you 
accumulated more than that, they would disappear, but about three years ago, it occurred to me that it would 
be a pity, so I decided to abolish the limit and just accumulate as much possible. 

Therefore, employees are very happy because they can use all the holidays when they leave the Company, 
and they can also be paid back all the days they have accumulated. Therefore, I think that the companies of 
those of you who are here today, you may have to take holidays that you don't want to take, but at our 
company, almost everyone goes to work during the Obon vacations, and when I ask if they go somewhere, 
they save it in their holiday bank. I think this is an interesting rule. In addition, the Obon vacation has been 
abolished, so employees can take off whenever they want. I think they are very happy that they can freely 
choose when they want to take off, without having to take off during the high and crowded Obon holidays. 

It is a little bit unusual for a company to change the concept of paid holidays from "if you don't use them, you 
lose money" to "if you save them, they are good for you." 
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Then number 16, thanks to inventory, this is the kind of growth that continues to outpace the industry average. 

Although we did not reach double-digit growth in the fiscal year ended December 31, 2025, with an 8.5% 
increase, we have passed the 300 billion barrier and are now at the 320 billion mark. As you can see from this 
presentation, although we are in the same industry, the growth rates are very different, and even the positive 
figures are lined up in various ways. Unlike in the past, when a company said its sales grew by 10%, all 
companies generally grew by around 10%, and when they said their sales declined by 10%, all declined by 
10%. 

I had a chance to meet with MORI's president yesterday, and he asked me how the economy was doing, but 
I have never thought about or cared about the economy, but rather how well we are doing what we need to 
do. We are working in that direction, and we will continue to do what needs to be done. 

On the far right side of this table, we have written the changes in performance before and after the pandemic. 
As I mentioned earlier, we were down 3% during the pandemic, but after that, we grew to 14.5 in FY2025 
compared to pre-coronavirus levels. I think we have entered an era in which various policies are increasingly 
reflected in business performance. 
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Next is number 17. Thanks to the inventory, we have made an increased contribution to Japanese 
manufacturing. We believe that smooth production activities require the prompt and reliable delivery of 
necessary products, and we are very happy to have been able to contribute more to manufacturing, which is 
our primary mission as a company. 

And secondly, although it is hard to notice, customers no longer have to carry unnecessary inventory, 
warehouses, vehicles, and personnel. Some customers say so, and others are unaware of it. This means that 
inventory is having a ripple effect in places like this. 

And third, customers can now obtain the products they need at a one-stop shop on the same day and with 
short delivery times. 

Convenience is still the best. We often talk about socializing and whatnot, but I think our most important 
mission is to deliver necessary products as quickly as possible. we will first deliver the products and be of 
service. 

Fourth, manufacturers can now consolidate and rationalize complex distribution channels and shorten 
delivery times to users. 

Many manufacturers have a messy sales network, selling to wholesalers, to distributors, and to users, but we 
have been highly evaluated for our distribution network and inventory structure, and we are currently 
promoting what we call distribution consolidation. Thankfully, this kind of consolidation has helped to boost 
our sales, and we intend to continue to do so in the future. 
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As for the last page, TRUSCO will continue to make history with management that is not in textbooks. We 
hope you will look forward to our future growth. 

Looking back, we did a lot of things that were truly irrational by industry standards. For example, the total 
abolition of bill transactions was completed more than 20 years ago. 

That kind of history is unheard of. People are chasing after history, or asking history, or learning from history, 
but rather than learning from history, I think it is important to try to create a different kind of history for 
ourselves. We would like to continue to make the best use of our inventory, provide good services to everyone, 
and make history. 

Thank you for your attention. 

Oshida: Thank you. I will continue with an overview of the financial results. 
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First of all, let me explain our operating results. See page 25. 

Consolidated net sales for the 63rd fiscal year totaled JPY320,043 million, up 8.5% from the previous year and 
1.5% below the budget. Gross profit was JPY66,731 million, up 8.2% from the previous year and 1.3% below 
the budget. Selling, general, and administrative expenses were JPY43,914 million, up 5.3% from the previous 
year and 1.5% below the budget. Of this amount, depreciation and amortization totaled JPY5,552 million, 
down 8.1% from the previous year and 2.3% below the budget. Operating income was JPY22,816 million, up 
14.2% from the previous year and 0.9% below the budget. Ordinary income was JPY22,541 million, up 12.4% 
YoY and 0.9% below the budget. Net income attributable to shareholders of the parent company was 
JPY15,881 million, down 1.3% from the previous year and 2.1% above the budget. 

Net income per share was JPY240.84, down JPY3.25 from the previous year and JPY4.90 above the budget. 
Dividend per share of JPY60, up JPY6 from the previous year and JPY1 above the budget. Private brand sales 
were JPY51,945 million, up 2.9% from the previous year. Capital expenditures totaled JPY20,027 million. 
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Please look at page 26 for the financial results digest. 

Sales grew by 8.5% YoY as a result of sales growth driven by the use of highly convenient services such as 
NIAWASE+U-choku, which is realized by combining an extensive inventory of approximately 620,000 items, 
state-of-the-art logistics equipment, and digital technology. 

Gross profit increased 8.2% from the previous year due to an increase in sales and a valuation gain of 
approximately JPPY1.6 billion on inventory items, an increase of approximately JPY200 million from last year, 
which has occurred in recent years as a result of product price revisions. Gross profit margin is 20.9%, flat 
compared to the previous year. 

Selling, general, and administrative expenses increased 5.3% YoY due to an increase in personnel expenses 
resulting from employee salary revisions implemented in July and an increase in freight and packing expenses 
due to sales growth, while depreciation and amortization expenses decreased. The SG&A-to-sales ratio 
decreased 0.4 percentage points from the previous year to 13.7%. 

Ordinary income increased 12.4% YoY due to an increase in gross profit on higher sales, an inventory valuation 
gain of approximately JPY1.6 billion, and suppression of some selling, general, and administrative expenses. 

Net income attributable to shareholders of the parent company was 1.3% below the previous year's level due 
to the effect of an extraordinary gain of approximately JPY2.7 billion recorded in the previous year, including 
a gain on the sale of the former Osaka Head Office. 
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Please look at page 27. Here are the results by segment. 

In the factory route, sales were JPY211,223 million, up 7.2% from the previous year. Sales increased due to 
the expansion of inventory in line with market needs and the promotion of services that help customers solve 
their issues. 

In the e-business route, sales were JPY76,960 million, up 12.9% from the previous year. Sales increased as a 
result of efforts to promote the use of NIAWASE+U-choku, the development of a database of approximately 
4.18 million items, and shorter delivery times, and improvements in accuracy on clients' e-commerce sites. 

In the home center route, sales were JPY28,396 million, up 5.9% YoY. Sales increased as the Company 
consolidated its commercial distribution by utilizing its inventory and logistics facilities to aggressively propose 
products to stores, and to e-commerce businesses, and to pro stores. 

In the overseas route, sales were JPY3,463 million, up 12% from the previous year. Sales increased due to the 
introduction of inventory in line with local needs and the development of local suppliers and customers. 

As for gross profit margins, both the e-business and home improvement routes have declined due to the 
consolidation of business rights. 
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Next, on page 28, we discuss selling, general, and administrative expenses. 

Actual results were JPY43,914 million, up 5.3% from the previous year. The main reason for the difference 
was an approximately JPY900 million increase in salaries and bonuses, up 6.1% from the previous year, due 
to base salary revisions made in July and an increase in the housing subsidy allowance. Next, freight and 
packing expenses increased approximately JPY0.8 billion, up 9.1% YoY, due to increased shipments associated 
with higher sales. Depreciation and amortization expenses decreased approximately JPY500 million from the 
previous year, a decrease of 8.1% YoY, mainly due to the expiration of software amortization. 

 



 
 

 

Support 
Japan 050.5212.7790  

Tollfree  0120.966.744 Email Support  support@scriptsasia.com 
26 

 

Next, please see page 29 for capital expenditures. 

Capital investment totaled JPY20,027 million due to the construction of Planet Aichi and HC East Japan 
Logistics Center, which are scheduled to start operation this year, and the renewal of the core system Paradise 
infrastructure. 

This was the explanation of the financial results for the 63rd fiscal year. 

Next, I will explain the earnings forecast for the current fiscal year on page 30. 
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Consolidated net sales are set at JPY341,000 million, up 6.5% from the previous year. Gross profit is forecast 
at JPY71,800 million, up 7.6% YoY. Selling, general, and administrative expenses are forecast at JPY50,080 
million, up 14% from the previous year, operating income at JPY21,720 million, down 4.8% from the previous 
year, ordinary income at JPY21,220 million, down 5.9% from the previous year. Net income attributable to 
shareholders of the parent company is planned at JPY14,540 million, down 8.4% from the previous year. 

The Company plans a decrease in net income for the current fiscal year compared to the previous year due to 
a significant increase in depreciation and amortization as a result of the operation of two distribution centers 
and the revamping of the core system. Therefore, in order to solve the problem of the dichotomy between 
aggressive capital investment and shareholders' dividend expectations, based on the dividend system 
introduced from the fiscal year ended December 31, 2023, the rules of the TRUSCO Zentaku Haitou, 10% of 
the planned depreciation of JPY8.3 billion will be added to the dividend resource, and as disclosed today in 
the revised plan, the dividend per share is planned to be JPY58.50, a decrease of JPY1.50 from the previous 
year. 

Continuing on page 31, I would like to explain the selling, general, and administrative expense plan for the 
64th fiscal year. 

Salaries and bonuses are set to increase by approximately JPY1.4 billion, up 8.4% from the previous year, due 
to an increase in employees and the revision of base salaries implemented last July. Freight and packing 
expenses are expected to increase by approximately JPY600 million, up 6.1% YoY, due to an increase in 
shipping volume resulting from higher sales and the expansion of direct shipping services to users in each 
segment. Depreciation is planned to increase by approximately JPY2.8 billion, a YoY increase of 49.7%, due to 
the renewal of the core system Paradise4 in January, and the planned start of operations of Planet Aichi in 
May, and HC East Japan Logistics Center in August. 
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Next, on page 32, we discuss capital expenditures for the current fiscal year. 

Please refer to the documents for details. Capital expenditures for the current fiscal year are expected to 
amount to approximately JPY17.3 billion. 

That is all for the forecast. 
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Question & Answer 

 

Oshida [M]: Okay, we will move on to the question-and-answer session. If you have any questions, please 
raise your hand and tell us the name of your company, your name, and the content of your question. Now, 
let's hear the first question. Please ask your questions. 

Kanamori [Q]: I am Kanamori from SMBC Nikko Securities. 

I would like to ask two questions. I think there was a slide on inventory at the beginning, and looking at the 
past, there was a linkage between inventory growth and sales growth. In FY25, inventory increased 23% while 
sales increased 8.5%, and in the new fiscal year, inventory increased 16% while sales increased 6.6%, so I don't 
think they are as closely linked as in the past. This is the first question. 

Nakayama [A]: I haven't really been aware of the connection. The Company is not particularly aware of how 
much sales have increased because of how much inventory has been increased. I am not particularly conscious 
of the connection between increasing the number of manufacturers we carry or increasing our inventory and 
sales, although sales have increased as a result. 

Kanamori [Q]: I was wondering if you are further expanding the types of inventory categories that are have 
low inventory turnover and are expanding, or something like that. 

Nakayama [A]: No, not really. First, we do not expand by category. In any case, we are trying to expand all 
kinds of products, and we are taking on all challenges, without discussing whether or not to expand this 
division in particular. 

Kanamori [Q]: I understand. Secondly, in the plan for this fiscal year, you mentioned that operating income is 
expected to decrease due to an increase in depreciation expenses because of overlapping capital investments. 
Will operating income increase in the next fiscal year, or will there be another period when operating income 
does not increase due to cost increase factors? That is all for me. 

Nakayama [A]: When we say that profits are not growing, that is the final result, but we do not think at all 
that cost depreciation is increasing and that this is putting pressure on ordinary income or profit. Therefore, 
rather than a lack of growth, I would like you to take a look at the profit situation excluding depreciation. Even 
if depreciation expenses increase, we will be able to cover all the cash outflow by amortization, and since 
there is no actual cash outflow, so please understand that we are not under any pressure. In 2027, 
depreciation expenses are forecast at around 10 billion, so they will grow a bit next year from 8.3 billion. But 
as you say, we may be under pressure, but we are not particularly concerned about that. That is my answer. 

Nakayama [M]: Any other questions? I forgot to mention one important thing, but I think everyone is getting 
the PR for this unfamiliar product called the Dohiemon BOX. Due to the recent heat stroke problem, I knew 
the president of Sanden Retail, and I asked him to make such a human cooling machine. We will release this 
kind of cooling box that can be used not only in factories, but also in schools, golf courses, and many other 
places. 

The greatest feature of this system is that it does not need to be cooled beforehand; if you say you feel a little 
sick, you can throw it in, and then turn on the electricity and it will cool properly. In addition, this cooler is 
actually a refrigerator cooler from a convenience store that you often use, so it blows from the top and sucks 
air in from the bottom in a circular motion. It doesn't cool the whole box and is very user-friendly, as you can 
see.  
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However, I am assuming that there will probably be a rush of orders, but unfortunately, we can only produce 
about 100 units per month. I am sure that there will not be a 5-year wait for delivery, but we will introduce 
such products from March, and I hope that they will sell like hotcakes and achieve an increase in revenue and 
profit, regardless of the increase in depreciation. I hope you will keep this kind of thing in mind. 

Oshida [M]: Now we will move on to the Q&A session from the online participants. After I indicate your name, 
please tell me the name of your company, your name, and your question. 

Watanabe [Q]: This is Watanabe from Mito Securities. Thank you for your explanation. I have two questions. 
I was under the impression that sales would be rather upbeat if various efforts were made to improve 
inventory, but I was wondering if the reason for the underachievement in the last fiscal year was due to special 
factors or some other reason. 

Nakayama [A]: So you are mentioning that we missed the 5 billion mark in the previous year. I don't see any 
particular reason for this, but the previous year's sales grew by about 10%, and I was hoping for double-digit 
growth this year as well, but in the end, the sales did not reach 10%. There wasn't any particular factor. We 
did what we had to do, but we ended up in this situation. 

Watanabe [Q]: I understand. The second question is about indications for the next fiscal year. You mentioned 
earlier that the depreciation cost is about JPY10 billion, but I am wondering about the so-called packing cost 
in the e-business. Will these costs be incurred next year? I don't know if you can answer that question. 

Also, regarding capital investment, construction costs have skyrocketed, and I am concerned that the 
investment efficiency may be deteriorating, as it may take 15 to build what used to cost 10, for example. 
These are my last two questions. 

Nakayama [A]: First of all, we are going to ask for a longer period of time for the e-business packing fee, so 
we would like to wait until U-choku is more organized. We may wait until next year or the following year. 

Also, as you mentioned, construction costs have skyrocketed. However, to be frank, we have been investing 
in logistics facilities for about 30 years now, and the amount of investment in logistics in the past was 
surprisingly low when I think about it now. It is true that the cost is high, but we cannot proceed with our 
business strategy if we stop because the cost is too high. We are trying to find a compromise between the low 
costs of the past and the increase of today. So, we are not worrying too much about it and are continuing with 
the plan without making any changes. 

Watanabe [M]: Okay, I understand. That is all. Thank you. 

Nakayama [M]: Thank you. 

Oshida [M]: Does anyone have any other questions online? That concludes the question-and-answer period. 
If anyone has any further questions, please contact us by email or, as appropriate, for interview requests. 

This concludes the financial results briefing for the 63rd fiscal year ended December 31, 2025 of TRUSCO 
Nakayama Corporation. Thank you for your attention. 

Nakayama [M]: Thank you. Thank you to all our online participants as well. 

[END] 

______________ 

Document Notes 
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1. Portions of the document where the audio is unclear are marked with [inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.  
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Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company’s most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2026 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved. 

 


