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Presentation 
 

Takahashi: Thank you very much for your patience. We will now begin TRUSCO Nakayama Corporation’s Q2 
financial results briefing for the 63rd financial year ending December 2026. Thank you for taking time out of 
your busy schedules to join us today. I am Mika Takahashi, member of Public Relations & Investor Relations, 
and I will be your moderator today. Today’s briefing is an onsite-online hybrid. 

First, I would like to introduce today’s attendees. Mr. Tetsuya Nakayama, President. 

Nakayama: My name is Nakayama. Thank you. 

Takahashi: Atsushi Kazumi, 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. 

Takahashi: Mayumi Takada, Manager of Corporate Planning. 

Takada: I am Takada. Thank you. 

Takahashi: Atsushi Shimozu, Manager of Accounting Department. 

Shimozu: I am Shimozu. Thank you. 

Takahashi: Kyoko Yoshimi, Manager of Public Relations & Investor Relations. 

Yoshimi: I am Yoshimi. Thank you. 

Takahashi: Thank you very much. I would like to continue with a brief introduction to today’s program. First, 
President Nakayama  will provide an explanation of the Company’s initiatives, and I will then provide an 
overview of the financial results. After the explanation, there will be a time for a Q&A session. The briefing 
will end when the Q&A session is over. Please allow approximately one hour for this briefing. 

For today’s Q&A session, we will take questions from those in the audience first and then those online. The 
video of today’s briefing will be posted on our official YouTube channel at a later date. 

Next, Nakayama, President, will explain the Company’s initiatives. President Nakayama, please. 

Nakayama: To those of you here and those of you watching online, I would like to thank you again for 
participating in our financial results briefing. Thank you very much. 

Today is the occasion for the announcement of financial results, and while business performance is affected 
by the market environment, I have recently come to believe that it is really greatly influenced by the 
management beliefs of the Company. Therefore, today, I would like to share with you our management beliefs 
and thoughts on management. 
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上記スライドの右下に「当社にて作成」の文言を追記 

I have distributed various materials to you today, but I would like you to take a look at the last page of the A4 
booklet titled “management creed that supports business performance.” 

A chart comparing the performance of listed peer companies is attached. I hope you take a look. 

This is a chart comparing the performance of listed peer companies, and if you look at the second column 
from the left, it shows sales figures for this January to June. As you can see, I think you can see that the 
difference between our company and the competitors is so great that it is hard to believe that they are 
comparable in the same industry. 

In the past, when the industry was influenced only by the market environment, the industry average was 10% 
positive or 10% negative, and the figures were generally similar across the board. There were some ups and 
downs, but it used to be mostly because of how some of them did well or how things were going, but as you 
can see in this chart, there is a high level of disparity that cannot be explained by the market environment 
alone. 

In particular, if you look at the far right, the pre- and post-COVID-19 performance comparison, I think it would 
actually be accurate to say that the Company’s sales were down 3% due to the 2021 COVID-19 strike, and 
stayed at that level. Other companies’ performance was down 12%, 17%, or even a maximum of 33%. The 
extent of the impact varied greatly from company to company. 

Also, as shown in the post-pandemic recovery status on the far right, while we have achieved a 34% increase, 
some other companies have not even recovered to the pre-pandemic level. I think the reality is that we are 
now in a situation that cannot be explained simply by immediate sales and profits and the market 
environment. 

I believe that this disparity is caused by the disparity in management beliefs about what kind of company a 
company should be. I have recently come to realize that business performance is not a matter of chance. I 



 
 

 
Support 
Japan 050.5212.7790   
Tollfree  0120.966.744 Email Support    support@scriptsasia.com 

4 
 

believe that even if a splendid medium-term management plan is prepared, it will be a mere picture, as it will 
not have a soul unless management beliefs are taken into account. 

Another unfortunate fact, which may be a bit hard to hear for some, is that the Company’s performance is 
not at all in line with the stock market’s evaluation of the Company. We have always been told and taught 
that stock prices are a mirror of business performance, but the current situation, which is not at all in 
accordance with the textbooks, is making us distrustful. I would like to ask you all if companies with high PR 
have that much future potential, and I would very much like to see the stock market become healthier. 

 

Now, I would like to explain according to the resume. First, please refer to page one. 

The management creed number one is, “a business and a company are only a business if it is useful to people 
and society,” and I believe that a company’s corporate aspirations are still necessary. I believe that any 
company should consider what the Company is for, not just to sell, to make money, or to increase the market 
capitalization of its shares. I would like to operate such a business while being aware that we are a member 
of society. 

The second one is, “companies have an obligation to provide a safe and stable workplace for their employees.” 
Because of our policy of regular employees and the principle of no non-regular employment, we do not have 
dispatched workers, which is very rare in this day and age, In addition, the principle of lifetime employment 
is said not to be popular these days, but since we are prepared to take charge of each person’s life, I think the 
Company should be one that allows employees to work until retirement, if possible. 

For those of you who may not know, our retirement age is 68, now. Then there is an extension of employment 
until age 73, and beyond that, part-timers can work until age 78, which may be uncommon in general. When 
you get close to 78 years old, you can continue working a little longer if you want to, but generally, everyone 
says, “please give me a break”, but it is important to enable new graduates to work for a long period of time. 

In addition, although there are many career hires these days, our basic policy is to hire new graduates. As I 
mentioned earlier, we have extended the retirement age, and we also have a number of unique personnel 
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systems that have created a very stable employment environment. In return, we have such a strict policy that 
those who quit once are never let in again, which is not alumni-friendly, we say this in such a gag, but, if 
possible, Our goal is for our employees to feel like they worked until retirement without even realizing it. I 
don’t know if it is because of this or not, but there are a lot of in-house marriages in this company. If it is a 
company that dismisses people without a second thought, the wives may be worried, but there are a lot of 
romantic relationships within the Company. 

 

Then the third one is, “A series of irrational business decisions results in a rational business environment”. 
The title sounds like a riddle, but as you can see from the  diagram , the logic is like this. These irrationality, 
irrationality, irrationality, and irrationality -they all add up to a rational business environment. This is the logic 
of Professor Kusunoki of Hitotsubashi University, who says that because of irrationality, there is no entry of 
competitors. So we can develop the business style we envisioned, and this is what I mean by a rational 
business environment when the so-called irrationality continues. 

Professor Kusunoki often compliments me, saying, “You are truly an unreasonable man.” As I have written 
here, and it is a bit intertwined with the fourth one, the most important thing that is irrational is the large 
amount of inventory that TRUSCO has. We believe that a lot of inventory is the source of our company’s 
energy, but anyway, no company has such a ridiculous amount of inventory. Or, it may be about the things I 
mentioned earlier, the full-time employee policy and the nationwide logistics network, etc. When you call 
them irrational, they are, indeed, all irrational. After all, no one else is going to enter the market, so we can 
run a reasonable business, and they say that that is the reality of our company. 

Generally,we are often told to make rational decisions. Making rational business decisions sounds good and 
sane, but rational means easy, cheap, and fast, which means that anyone can do. In the end, competitors 
quickly enter the market, resulting in an irrational business environment. I am not sure if I am being praised 
or belittled, but in that sense, we are very grateful that none of the various services we are about to discuss 
will be imitated by others easily. 

The general rule is to keep inventory to a minimum, but as mentioned here in the fourth belief, we completely 
ignored this rule and continued to stock up on inventory. As a result, our company, which was the last to enter 
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the industry, became the largest wholesaler of MRO products. Thanks to the inventory, overtime work has 
been drastically reduced. As I have mentioned before, we were once considered a so-called (toxic workplace) 
or even a jet-black or darkness company, but we are now a white company (employee-friendly company) 
thanks to nothing more than our inventory. 

Then there is the NIAWASE+U-choku  service, which I will explain later, U-kuru , and BCP support, which are 
now in great demand. We have a good inventory, and various municipalities and major companies are 
expecting us to do more. And orders via the ordering system are now about 90%. Wholesaler sales people 
usually go to the president and receive orders just by saying hello, but almost 90% of the orders are received 
through the ordering system, which is also thanks to the inventory. Anyway, I feel that all of these are able 
thanks to the inventory. 

And the three years of childcare leave, our company actually has three years of women’s childcare leave. Not 
only women but also men can also take parental leave if they want to, but men do not take the full three-
years off. But if you think about it carefully, it is actually the inventory that supports this leave system. Since 
we receive orders mostly through the system, we do not need much manpower anymore, so taking maternity 
or paternity leave will not be that much of an obstacle. When I think about it, I realize that it is the inventory 
that has supported our three-years parental leave system, so thank you, inventory. 

 

 

The next is No. 5, “TRUSCO has an infrastructure of trust that it does not sell directly to users.” People may 
not agree, but it means that we have a very important infrastructure called trust. We provide services to a 
variety of users, but our industry peers go directly to sell products where it is convenient. Where it is not, they 
go wholesale, which is a common pattern. We do not sell directly to users. Therefore, even if a supplier 
manufacturer asks us to sell something, we go through the distributor for everything. 

As a result, from the dealer’s point of view, it is safe to refer users to our company, and they can develop a 
variety of services. Other companies cannot develop such services for users, and this is how far we have come. 
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The sixth says, “TRUSCO has the power to operate its own distribution center.” Last year, we expressed our 
concerns about the so-called 2024 logistics problem, but we had nothing to do with it, and it was even a 
tailwind for us. As written here about how we do it, new employees, both male and female, have been working 
at the distribution center for a year and two months after joining the Company. The same is true for the 
current employees here. By understanding logistics, we can develop human resources who understand the 
essentials of business. 

Since last year, as shown in the photo on the right, we have been offering delivery work only to those who 
wish to do so, and since some women have volunteered, we are also offering such work for them, too. We 
operate our own distribution center and are also capable of delivery, so although we do rely on others for 
help, but I think one of our strengths is that we are not completely dependent on them. 

 

 

 

 

 

Then number 7, “Management indicators from the customer’s perspective are more important than ones 
from our company’s perspective. There are various management indicators, but they are all from our 
company’s perspective. People say that the customer comes first or that they are important, but I have never 
seen a management indicator that looks at the customer. We have doubts about whether this is a good idea, 
and from the customer’s point of view, your management indicators are completely meaningless and 
irrelevant. 

The most commonly mentioned is inventory turnover. That has nothing to do with our customers, no matter 
how high our company’s inventory turnover rate is. The most gratifying thing for them is that we can 
immediately bring the products they ask for, and it does not matter how many dozens of times they are used, 



 
 

 
Support 
Japan 050.5212.7790   
Tollfree  0120.966.744 Email Support    support@scriptsasia.com 

8 
 

but companies out there put their heart and soul into it, and in the end, as reducing inventory is the best way 
to increase turnover, customers will eventually give up on them. We are currently working very hard to raise 
our stock hit rate, which is currently 92.6%, which means that of every 100 orders we receive, 92.6 will be 
shipped immediately from stock. 

Also we are working hard to shorten the lead time for deliveries. The shortest time from order placement to 
delivery is 1 hour and 2 minutes. It depends on timing, so if you order just before closing time and you are the 
first customer, the delivery will be in 1 hour and 2 minutes; this is that fast. Basically, delivery is made on the 
same day the order is received or the next morning, which means that we deliver in a very timely manner. 

Number eight, “The expansion of online shopping is a major tailwind for TRUSCO”. I must remind you when I 
talk about it that although many people believe that TRUSCO and Monotaro are rivals, this is not true at all, 
and TRUSCO is the biggest supplier of Monotaro, and Monotaro is the biggest customer of TRUSCO 

Although our main focus is on the factory route while we are expanding our business, I imagine that within 
the next 10 years, there will be a reversal in sales in the factory and e-business. For online retailers, 
NIAWASE+Uchoku , which we have been talking about for a while now, is a very much requested service. 
Amazon and Monotaro both simply send the order data they receive from users to us, and we pack and ship 
it for them. As they do not need much work, they want us to do 100% of the U-choku or Niawase, and this is 
what they are talking about. We would like to expand our sales channels not only to MRO products, but also 
to consumer electronics mail-order companies, stationery companies, and various other businesses that are 
attracted by its convenience. 

Regarding the expansion of online shopping, as I wrote at the bottom, the key to business in the days before 
the internet was the amount of entertainment spent on food and drink. In short, they would buy a lot of 
products from whom they received food and drink, but not from whom they did not. Perhaps some of you 
have experienced this. However, nowadays, orders on the internet tend to be placed for convenient services 
rather than those that provide food and drink entertainment. Therefore, rather than food and drink 
entertainment, customers are looking for services that can deliver products to them as quickly as possible and 
at the lowest price. The time has finally come when we can do proper business, and I am very grateful to the 
Internet for that. 



 
 

 
Support 
Japan 050.5212.7790   
Tollfree  0120.966.744 Email Support    support@scriptsasia.com 

9 
 

 

Then number 9, “Seasonal product shortages are unacceptable.” This is true in every industry, including the 
apparel industry. The clothing industry also says that it is a terrible thing if summer clothes remain unsold, or 
if winter clothes remain unsold, but this is outrageous. Our policy is to fulfill our responsibility to supply the 
last unit of the season, regardless of whether it is one or not. Therefore, we say, do not worry about unsold 
items. We have been accumulating seasonal products anyway, because it is not a big deal if they remain 
unsold, and we have to fulfill our responsibility to supply our customers until the last unit is sold. 

We are unhappy when they sell out. But normally, when something sells out, everyone cheers. They would 
say, “Thank goodness we didn’t have any leftovers this summer,” but with our company’s policy, this is 
outrageous, so we may be a little different. As a result, we also realized that there are business opportunities 
regardless of the season. If you think heaters do not sell because it is summer, they actually do. We thought 
that spot air conditioners would not sell because it is winter, but they do sell, and we have realized that there 
is such a market. 

Number 10, “The Philosophy of Choosing Between the Good and the Bad”. Usually it is a matter of choice, 
what to choose, but we have a philosophy of choosing the good. Business decisions are always made based 
on good or bad, not on loss or gain. It is my logic that the results of business decisions based on profit and loss 
will always turn out to be bad. In addition, while individual differences in the sense of gain or loss are large, 
individual differences in feelings of good or bad are small, and I think this may be a result of the fact that, as 
far as possible, it is easier to unite companies when they are doing things based on good or bad rather than 
loss or gain. 
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Next, the second point is “measures for continuous growth,” and the first keyword is “Do things that other 
companies cannot imitate.” We were determined to do what we could not do, because competition by force 
and power would only exhaust us. So we have come to the point of a series of irrational business decisions. 

First of all, it was very well received! As for further expansion of the use of NIAWASE+U-choku, NIAWASE+U-
choku has been very well received, as I will explain in more detail on the next page. Last year, in 2024, we sent 
6.25 million packages directly to users. It is rare for us wholesalers to ship directly to users. 

Probably no other company in Japan does this in such large quantities, but it is very popular right now, and 
this year they will send about 7.7 million packages. In the next year, it was 9.5 million units, and the number 
is steadily rising. This is a service that only we can provide in this industry, and we are determined to do our 
best to switch approximately 30% of our total sales to direct delivery in the future, in 2031. In the future, we 
would like to change the world to one in which direct delivery to users is the norm and the norm only. 
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The next page shows what kind of things we are doing. Sorry for the ugly poster, but I modeled it due to the 
cost. The future of NIAWASE+U-choku. NIAWASE stands for nimotsu awase, or baggage matching. In any case, 
it is to pack as much as possible in one box. Generally speaking, when you buy from various online retailers, 
if you order five items, you will receive five boxes is the worst case. You have to make five pickups. It would 
take a lot of time and effort to fold five cardboard boxes, but if you ask TRUSCO to do it for you, we will pack 
them together in one box. 

By reducing the number of packages shipped, logistics and environmental issues can be reduced. So far, it is 
beautifully written, but I would like to say one more thing: one of the reasons for our growth right now is 
actually this. When you use NIAWASE, even items that you were thinking of ordering from elsewhere can be 
delivered in one go if you order them from TRUSCO. It is not right to say that we are stealing orders, but we 
are very effective at getting orders, and that is what NIAWASE is all about. 

It is easy to say, but this requires extensive equipment. If you imagine a one-room apartment in a distribution 
center, and you receive orders for five different items, the locations of the five items are all scattered around. 
The randomly picked items are first brought into a studio apartment, and when the shipping instructions for 
Mr. Nakayama’s package are issued, the items are taken out of the studio apartment and brought to the 
packing station, where they are assembled and shipped. This is a system that can never be achieved by 
manpower, but we are very good at this kind of thing. 
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The next is also about U-choku. The U-choku feature, as I mentioned a little earlier, is that instead of sending 
the order to the customer who ordered it, we send it to the user who placed the order, so that what used to 
take one or two days for delivery can now be done in one day. Or, it is a service that makes a very high 
contribution to society, including halving the environmental impact, such as only having to pay once or twice 
for a fare. If more and more wholesalers beyond the industry start this kind of service of direct delivery to 
users, I think logistics in Japan will become smoother.. 

Planet Aichi, which will start operation next year, will have four high-speed automatic packing and shipping 
lines (called I-Pack) from the beginning. We are determined to thoroughly implement direct delivery to our 
users. This is also made possible by the fact that we have this infrastructure of trust that we do not sell 
anything to our users, even though it may sound repetitive. 
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The next is U-kuru. This is a service where users come to us. In fact, many users who have no direct business 
with the Company come to pick up their products. The number of pickups by customers and other visitors was 
about 420,000 last year. This is also quite a large number. Of the 420,000 visits pick up, about 130,000, or 
33%, were from users, which I think gives you an idea of how much users are in a hurry to get their products. 

We are in the process of developing an app to make this as easy as possible. In the future, we would like to 
do this with the goal of 1 million uses. As you can see in some of the photos, they often pick up large transport 
carts, jumbo cones, long ladders, and other products that are a bit more difficult to deliver. It is a funny story 
about ladders, but it seems that there are times when a ladder is needed immediately because it is not long 
enough for a construction site, or when they realize a ladder is not long enough while working. This is the kind 
of thing that we would like to keep on responding to in U-kuru. We have inventory not only at our distribution 
centers, but also at our branch offices nationwide, which makes our customers very happy. 



 
 

 
Support 
Japan 050.5212.7790   
Tollfree  0120.966.744 Email Support    support@scriptsasia.com 

14 
 

 

This is followed by the installation of MRO stockers and the expansion of their use. This MRO Stocker is not a 
medicine cabinet, but a tool cabinet. It is not a home medical kit, but rather a place to store necessary items 
in a corner of the factory for use when needed. Currently, we have installed approximately 1,500 units, but 
usage is still low. We would like to expand usage by developing an expanded version of the MRO Stocker 
Station like this. 

At any rate, there is no need to place an order because there is no delivery time That’s where we keep our 
inventory. Zero delivery time, then you are only charged for what you use. The place where they are placed 
is our property, but we bill the customer at the point of sale. We would like to turn this into a larger 
commercial distribution system in the future. 
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Next, we are working to improve the operating profit margin. I have not often talked about this here, but 
among the various major manufacturers, about 300 of them, there are many companies whose profits are 
still below the cost ratio. It has been a strange custom for a long time. When I tell them that your products 
actually have low profit margins and are not profitable, all the presidents of the manufacturers are happy, for 
some reason. What makes them happy? People mistakenly believe that the fact that your products are said 
to be unprofitable is a sign of first-class quality. So when we tell them that their products are not profitable, 
there is a strange misunderstanding and interpretation that there products are top-notch. We will begin to 
change this mindset in earnest this year and next year. 

We will make an offer, and of course we willdiscuss, , but it is that we cannot do it when it is clearly below our 
cost ratio. When considering what negotiation tactics to use, the first thing to do is to reduce inventory levels. 
Now, the standard is roughly three months. We have a general rule about disaster stockpiles that they are to 
be placed for six months, but we are reducing that three months to two months or even one month. 

However, we cannot afford to be deficient, so we will reduce the number of items, or, as I mentioned earlier, 
we will exclude the NIAWASE+U-chokuservice, or we will also exclude U-kuru. Thanks to the services that only 
we can provide, we can make these negotiations more favorable. It is not possible to enforce this, but we 
would like to make improvements in this regard. The net gross profit margin is currently 20.4%, and we hope 
to raise it to 23% in the next three years by 2028. 

We have also started a cost improvement program, which will help us to reduce unnecessary expenses. For 
starters, there is a system order rebate, which is a remnant of the old days, and it started at 0.5% for orders 
placed through the automated ordering system, but my daughter told me that my company was stingy, so I 
raised it to 1%, to tell you a weird background. Since system orders are the norm now, they would not offer 
such a rebate, and we are phasing this out. We pay quite a bit of money, JPY800 million or JPY900 million a 
year, but we would like to improve our cost ratio while reviewing such matters. 
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Then, number 5, we would like to contribute to the flow of MRO product sales for machine tool manufacturers 
with NIAWASE-Uchoku Service. 

Recently, a manufacturer made an announcement. We have only sold machines up until now, but now we 
would like to sell MRO products in conjunction with the machines we have sold. As far as I know, there is still 
only one company, but that company has offered to take orders through their online store. They are asking if 
TRUSCO can handle all the shipments. 

It is difficult for a company to stock MRO products and handle logistics on its own, so they decided to work 
together with TRUSCO. We are still in the process of getting started, but we are hoping that this trend will 
spread to other machine tool manufacturers, which would be a very welcome development for us. 

Next, number 6, strengthening overseas procurement capabilities. We have 3,690 domestic suppliers and 364 
overseas suppliers. Our current purchasing bases are in Germany, the US, Thailand, Indonesia, Hong Kong, 
and Taiwan, and we are trying to bring more and more good products from all over the world to Japan. 

We also have a very large number of enthusiast users among our online sales customers, and we think we can 
meet the needs of such users. Planet Niigata, which is currently under construction, and Planet Nagano, which 
will soon be under construction, can be used as landing bases via the Sea of Japan, so that ships leaving China 
can simply cross the Sea of Japan or to Niigata rather than having to go all the way around to Chiba or Tokyo. 
This will reduce the number of transport days, or reduce ocean freight costs, and thus increase 
competitiveness. 
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I will talk a little about the use of AI. We have been operating an automatic quotation response system called 
Sokuto Meijin (AI-based immediate automated estimate system ) for the past five years, and have been able 
to respond to extremely time-consuming quotations in as little as five seconds, which has also increased our 
order acceptance rate. 

Nowadays, there is a lot of talk about outside directors and outside auditors, but I think there are various 
problems. So, I asked Fujitsu President Tokita, and he said AI participates in Fujitsu’s management meetings. 
I was told that the AI would listen to the conversation and provide all the necessary data and materials. If that 
is the case, then outside directors should be fine, too. If AI can point out that the current conversation violates 
compliance or governance, I think that will be more accurate than relying on humans. I am not sure if they 
will allow Japan’s first AI outside director, but I would like to try something like this. 

And a draft of the personnel changes. The personnel department is a tough job. Every year, we issue personnel 
transfer plans for several hundred people, taking into account various information such as when they moved, 
where they moved, what they did, family circumstances, children’s schooling status, etc. However, there is no 
guarantee that there will be an oversight somewhere, so we may let the AI do all the preliminary drafts, and 
then let a person review and correct the drafts. 

We have not yet submitted an order form, although we have been told that they will make these two as soon 
as we write and submit the order, but I would like to try. 
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Then there is the starting salary issue, the hiring situation, and the turnover rate. First of all, regarding the 
issue of the starting salary, the public was excited about it, but we raised it by JPY30,000 in this way, but it 
was not a uniform increase. The system is based on a stair-step system, with the amount of the increase 
depending on age. The starting salary for college graduates is now JPY275,000, which is roughly a JPY1 billion 
increase in expenses per year, so we would like to do our best to somehow digest the increase and still make 
a profit. We still have some housing allowances, but the housing allowance in the Tokyo area has been raised 
to JPY80,000 or JPY90,000, a uniform increase of JPY10,000 nationwide. 
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As for the recruitment situation, we have 83 new hires for 2024, 128 for this year, and 126 for next year, 
including current job offers, so we have the necessary number of employees. 

 

 

Next is number 9, a helper against extreme heat, the Dohiemon BOX, which is currently under development 
research and development. We are collaborating with Sanden Retail, and I am sure some of you are familiar 
with a refrigerated vending machine called Dohiemon. We modified it slightly so that a person could fit inside, 
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and we are trying to revive people who have collapsed from heatstroke by placing them inside the box and 
rapidly cooling them down. 

I don’t know if it will sell or not, but I am sure it will be great, and I am wondering if there is a need for such a 
product. It is wasteful to always have something cooling, so we are doing this with Sanden’s idea or power for 
refrigeration, which can be cooled as soon as you enter and turn it on. I am not sure if it will sell or not, but I 
would like to give it a try. 

 

Next, number 10, the program “Shirarezaru Gulliver (the Unknown Gulliver).” Shareholders often ask at 
general meetings whether it is effective and meaningful. But regarding expanding business with the 
companies that appear on the program, as I mentioned, there are many companies with whom we have 
greatly increased the sales and purchases as a result of this program, and we would like to continue this 
program. 
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Next, in terms of financial outlook, this is the expected sales growth in the future. We do not often give 
medium- or long-term targets, but we have set a sales target of JPY325 billion for this year, and we would like 
to reach this amount in the chart by 2031. 

When Planet Aichi goes into operation next year, it will have an annual shipping capacity of approximately 
JPY100 billion, which we intend to fully utilize to improve our business performance. Frankly speaking, you do 
not know what kind of results you will get until you try running a business, but I would like to boldly take on 
the challenge anyway. 

As I mentioned earlier, the last page is a comparison of the performance of other companies in the same 
industry. A 10% sales increase means that sales must increase by more than JPY30 billion. However, JPY30 
billion is really the equivalent of the sales of one major mid-sized wholesaler in our industry, so it will not be 
simple to accumulate this amount of sales year after year. We would like to expand the range of products we 
handle and do other things as well. 

Also, although it hasn’t been in the newspapers that much, there are many traditional mid-sized wholesalers 
in our industry. In reality, people are selling directly to users, so, many of our former rivals have now become 
our customers. It may be a bit unfair to put it this way, but there has been a major trend among wholesalers 
to buy products from TRUSCO and sell them directly to users, as if competing with TRUSCO was no longer a 
viable option. We would like to be a part of such a change in business conditions. 

This has become quite lengthy, and Takahashi’s time has been somewhat shortened, but I will conclude my 
explanation here, and Takahashi will explain the figures. 

Thank you very much for your kind attention. 

Takahashi: President Nakayama, thank you. Next, I will give an overview of the financial results. 
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Please see page two of your handout. The results for the interim period are shown there. 

 

I will continue with a digest of the financial results. Please refer to page 25. 

Net sales totaled JPY158,233 million, an increase of 10.3% QoQ. Our extensive inventory of approximately 
610,000 items and our unique services, includingNIAWASE-Uchoku, which utilizes state-of-the-art logistics 
equipment, continued to lead to the consolidation of commercial distribution to the Company in the current 
fiscal year, resulting in sales growth. 
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Gross profit was JPY33,334 million, up 10.4% from the previous year, and gross profit margin was 21.1%. In 
addition to the increase in profits due to higher sales, another factor boosting profits was a gain of 
approximately JPY1.1 billion, an increase of approximately JPY400 million from the previous period, from 
valuation gains on inventory products due to price revisions. 

S&GA expenses were JPY21,509 million, up 5.7% from the previous year. Personnel and freight and packing 
costs increased, while depreciation and amortization expenses decreased. 

The net profit was JPY11,716 million, an increase of 17.7% over the previous year. In addition to the increase 
in gross profit due to higher sales, ordinary income increased due to an inventory valuation gain of 
approximately JPY1.1 billion and suppression of S&GA expenses. 

As a result, interim net income attributable to shareholders of the parent company was JPY7,984 million, up 
18.4% from the previous year, and the interim dividend per share was JPY30.50, up JPY4.50 from the previous 
year. 

 

Please refer to page 26. This section explains results by segment. 

Factory route, sales of JPY105,407 million, up 9.2% QoQ. Along with strengthening our inventory and logistics 
capabilities, we have increased our sales by improving the efficiency of the entire supply chain and promoting 
convenient services such asNIAWASE+Uchoku, which help our customers solve their issues, leading to an 
increase in our market share. Among them, sales to customers in construction-related routes continued to be 
strong, up 14.5% from the previous fiscal year. 

As for the e-business route, sales were JPY37,557 million, up 14.4% from the previous fiscal year. Sales 
expanded through the development of a product database of approximately 4.04 million items, shorter 
delivery times, improved accuracy, and promotion of the use ofNIAWASE-Uchoku. 
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Home center route, net sales of JPY13,717 million, up 8.6% from the previous year. By leveraging our inventory 
and logistics capabilities, we consolidated our commercial distribution and increased sales through aggressive 
proposal activities for both stores and e-commerce businesses, as well as for pro stores. 

Overseas route, net sales were JPY1,550 million, up 6.1% from the previous year. Sales increased due to the 
introduction of new inventory in line with local needs, the development of local suppliers, and collaboration 
with customers. 

 

Next, on page 27, we explain SG&A expenses. 

There are three main reasons for the increase. Salaries and bonuses increased approximately JPY400 million, 
up 5.8% from the previous year, mainly due to an increase in employees. Next, freight and packing expenses 
increased approximately JPY400 million, up 8.9% QoQ, due to the increase in shipping volume resulting from 
higher sales. Next, taxes and public charges increased approximately JPY240 million due to the posting of real 
estate acquisition taxes for Planet Aichi, a 34% increase over the previous year. The decrease was mainly due 
to a depreciation decrease of approximately JPY 180 million, a6.1% mainus from the previous year, due to the 
expiration of software amortization. 
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On page 28, I will explain the upward revision of the full-year budget for the 63rd fiscal year. 

On August 12th, we announced a revision to our full-year earnings forecast. Consolidated sales will be JPY325 
billion, up 10.2% YoY; gross profit will be JPY67.6 billion, up 9.6% YoY. S&GA expenses will be JPY44.57 billion, 
up 6.9% from the previous year. Operating income will be JPY23.029 billion, up 15.3% from the previous year, 
and ordinary income will be JPY22.752 billion, up 13.4%. The profit attributable to owners of parent will be 
JPY15.557 billion, down 3.3%. Dividend per share will be JPY59, an increase of JPY5 from the previous year. 
These four members are present. 

We have raised our full-year sales budget from 7.6% YoY to 10.2% YoY, as we expect business expansion to 
continue in H2 by providing various services enhanced by our inventory expansion strategy, logistics facility 
investment, and digital investment, which we are continuing to implement to improve customer convenience, 
as we did in H1.  

S&GA expenses are expected to increase by approximately JPY500 million due to the base increase in July, but 
are expected to remain the same amount as the annual budget at the beginning of the term by reviewing and 
controlling each expense such as repair expenses and consumables expenses that were planned for this term. 

That is all for upward revision. 
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Question & Answer 

 

Takahashi [M]: We will now move on to the question-and-answer session. First, if anyone in the audience has 
a question, please raise your hand and state the name of your company, your name, and then your question. 
If you have any questions, please raise your hand. 

Hiramatsu [Q]: I am Hiramatsu from Tokio Marine. Thank you for your presentation. The most surprising part 
of your explanation is the part on page 14 about working to improve the operating margin. President, since 
you are so aggressive, I was wondering if you would increase sales without worrying about the operating profit 
margin. But this time, the gross margin improvement program and expense ratio were described in detail, 
and I would like to ask you a little more about this since you mentioned that some suppliers had gross margins 
that were lower than the expense ratio. 

Was it expensive for your company even when other companies are offering more cheaply than your 
company? Also, is it quite fatal for them to be removed from NIAWASE-Uchoku and U-kuru, so they have to 
take it seriously? Also, in the lower part of the expenses section, you mentioned that you would like to proceed 
with negotiations on charging packing and packaging fees, etc. How much of this do you think you can do? 
Also, since the gross profit margin has not changed that much in this fiscal year’s forecast, is it correct to 
assume that the gross profit margin will increase in the next fiscal year and thereafter? 

Nakayama [A]: We are managing our business with proper consideration of expenses, so please do not 
misunderstand me. After all, the other party has to be involved, so we do not expect everything to proceed 
so easily. If possible, we would like to spend three or five years negotiating with suppliers and reviewing 
expenses. 

Also, we have a rough idea of how much other companies in the same industry are charging for their products, 
but we do not have a definite price. The most ideal price would be to have one price for each item, but in our 
industry, there are 50 or 100 different prices for each item. So I would like to review each such thing, while 
also improving profits. 

We had originally planned to start this last year, but after reviewing the situation a bit, everyone was reluctant, 
so we did not make any progress. In any case, it is not possible to be a little below the cost ratio and leave it 
at that, so we would still like to make a proper offer and improve our profits. 

Hiramatsu [M]: How about the packing and packaging cost? 

Nakayama [A]: First of all, for online shopping customers, the freight is basically paid by the customer. 
Therefore, products are sent to our distribution center for pickup, but the most common pattern is for the 
shipping company to send all invoices to the online retailer. However, the fact is that we have not yet received 
any packing fees. 

We have told the major mail-order companies that we will be receiving packing fees in the near future, albeit 
only in whispers. We would like to do research on how much to charge for each unit, but for now, we are not 
charging for the service yet, because we want people to use NIAWASE+Uchoku more and more and feel the 
convenience of the service. That is why we have not yet charged them for the service. 

Hiramatsu [M]: I understand very well. Thank you. 

Nakayama: [M]: Thank you very much. 
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Takahashi [M]: Thank you. Does anyone have any further questions? 

Sakae [Q]: Thank you. I am Sakae from Nomura Securities. I have two questions. It is also on page 14 of the 
presentation materials. I wondered what message the target gross margin of 23% for 2028 might be sending. 
I was wondering why 23%, not 25% or 21%, and that is my first question. I hope you can answer. 

Nakayama [A]: This is similar to the current discussion about improving gross profit margin, but I do not think 
it is possible to suddenly achieve 3% or 5% in the coming 2-three years. For now, I think we can only expect 
an improvement of about 2%, but we will not know for sure until we try it. We have set that as our first goal 
for now, but it is not based on any particular evidence. 

Sakae [Q]: Thank you. The second one is on page 14, and the paragraph at the bottom says that you will take 
a tough stance toward suppliers who do not show improvement. Again, when I first heard about this, I 
wondered why you would start in 2025, but after listening to what you said earlier, I recognized that it was 
actually being worked on from last year or so. But why did this start last year? With business returning to 
normal after COVID-19, were such initiatives actually being implemented? Was there some kind of impetus 
for your efforts? 

Nakayama [A]: It has nothing to do with COVID-19 I have had in mind for some time that the profit margin 
for some customers was low despite being a major supplier, and as I thought about the need to do something 
about it someday, I decided it was time to do so. The reality is that we have no weapons, and when we try to 
negotiate with manufacturers, they do not budge. In this context, if we consider the number of NIAWASE+U-
choku and the spread of users, the same is true of MRO stockers. We could say that we will no longer place 
their products in MRO stockers because their inventory is poor and profits are low. Such stories that we are 
fighting about will continue to appear more and more. I think it would be good to think that the increasing 
influence of this has been the catalyst for the decision to initiate the project. Is my explanation okay? 

Takahashi [M]: Thank you. Does anyone have any further questions? Since there seem to be no questions, 
we will now move on to questions from the online participants. Does anyone have any further questions? 
Since there seem to be no further questions online, we will end the question-and-answer session. If anyone 
has any other questions, please contact us by e-mail or if you prefer, we accept interview requests when 
appropriate. 

This concludes the Q2 financial results briefing for the 63rd fiscal year ending December 2025 for TRUSCO 
Nakayama Corporation. After watching the webinar, online participants will be directed to a short 
questionnaire about the briefing session. We would appreciate it if you could take a moment to answer the 
questions. Thank you very much for joining us today. 

Nakayama [M]: Thank you very much. 

[END] 

______________ 
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