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Presentation 

 

For today’s agenda, as is written here, I will give an overview of the financial results, then an overview of each 
of the segments, and cover a few miscellaneous topics of interest. 
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This is a summary of the highlights. 

First, the market itself continues to be affected by supply chains, particularly for semiconductors, with 
distribution volume itself on a continued decline. Given that development, the price for used cars is still quite 
high, as it was last year, because sales for new cars in particular have stopped. As a result, the number of both 
new and used cars on register has been extremely low. I believe this means things may be bottoming out. 

As far as the market bit explained here in blue, the cumulative total over the last three quarters for new cars 
was 94.5%, and for used cars it was 95.2%. If you look at the third quarter alone, the figures are just over 80% 
for new cars and just over 90% for used cars, which I believe backs up what I just said about the market 
remarkably well. 

Amid these circumstances, our two core businesses, our finance business and our automobile warranty 
business, recorded figures that greatly surpassed those of last year, with a 125.4% total increase over the first 
three quarters for the finance business, and a 114.4% increase for the automobile warranty business, 
compared to the same period of the previous year, as shown here. 

Although the growth rate for the automobile warranty business was slightly lower than that of the finance 
business, by about 10%, the cumulative total for the first three quarters of the year for in-house guarantees 
and in-house products grew by about 130%, so our sales operations are producing significant results. 

I will explain our business performance in detail later, but our operating revenue is 120% of what it was for 
the same period last year. We were able to catch up with last fiscal year’s performance in the first three 
quarters. In the previous fiscal year, there was a one-time profit of about JPY500 million in the first quarter, 
so if we exclude that, profits have increased by 28.1%. 

In addition, since we operate on a stock revenue model, we have quite a bit laid away on hand, with JPY34.4 
billion in deferred revenue. 
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As for the other topics, based on these results, we have made an upward revision to our full-year forecast for 
income before taxes from JPY3.5 billion to JPY3.9 billion. As for annual dividends, we will increase the dividend 
by JPY1, from JPY50 to JPY51, or JPY26 for the third and fourth quarters, as we already paid out JPY25 in the 
second quarter for the first half. 

We will also be moving to the Prime Market in April. There are no conditions attached to this, either, but the 
transition is based on meeting all the current criteria for the Prime Market. 

We are also implementing organizational restructuring and long-term fund procurement in the third quarter 
in order to achieve medium- to long-term growth and increase the corporate value of the entire Group. 

  



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
5 

 

 

Here is a rundown of the consolidated financial results. 

In our three main businesses, which I will explain separately by category, business expansion contributed to 
an operating revenue of JPY15.33 billion, which is approximately 20% higher than the same period last year. 

Operating revenue is growing steadily, and we have been working to reduce operating expenses in a way that 
includes a solid DX strategy, putting gross income right on track at JPY2.92 billion. 

As I explained earlier, one-time factors excluded, our income before taxes, when compared with profits from 
our core business, showed a significant increase at 28%. 
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Now for a breakdown of the results by segment. 

Here, too, all three businesses have shown steady growth in both operating revenue and income before taxes. 

In particular, as regards the new auto mobility service business, not only parts sales, which has been our main 
business for a long time, but also wholesale sales of automobiles have been driving the growth in earnings, 
and although we still have a long way to go in terms of profit margins, profits have increased compared to the 
second quarter. 

This project was in the red in the first quarter, so the fact that it turned profitable in the second quarter and 
yielded an increased surplus in the third quarter means that it is growing in profitability, although it is still in 
the investment phase of the project. 

As far as our financing business and our automobile warranty business, as I mentioned in the previous section, 
profits are growing steadily as planned. 
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Next, here is how operating expenses are shifting. 

Operating expenses totaled JPY1.25 billion, or 117.8% of the previous year's figure, and we were able to keep 
it lower than the growth in operating revenue, which was approximately 120%. 

Operating income is growing for our auto mobility service business, our finance business, and our automobile 
warranty business. Of course, there will be an increase in variable costs that comes with that, and that is 
happening at a natural rate, but in terms of what are generally referred to as fixed costs, we have been able 
to keep a good balance in spending on running costs, personnel costs, and the introduction of new personnel, 
as well as the development of systems, so things are moving according to plan. 

In terms of overall SGA expenses, we also made use of outsourcing and DX, putting them effectively at 99.5% 
of what they were for the same period of last year, making it likely the first time since the Company was 
founded that we have been able to reduce fixed costs, which I believe is one thing that makes this third quarter 
stand out. 
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Here is our full-year earnings forecast. 

In the second quarter, we left our full-year forecast unchanged, but based on the results of the third quarter, 
we have revised it upward to JPY3.9 billion. This is in light of the progress made up to the third quarter, with 
our three main businesses growing steadily, synergy among the Group companies being attained, and cost 
reductions progressing favorably. 

We can count on increases in both sales and profits, which we have been achieving since our establishment 
and since listing. In addition, as I explained in the previous section, we will increase the dividend from JPY50 
to JPY51. 
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The second portion of our presentation is an overview of the segments. 

First, here is the total volume of new loans. 

The top line here is 125.4%, thanks in part to the results of DX, which included, for example, a switch to more 
efficient sales operations by making the entire Company paperless, and reorganization of operations. Take 
into consideration that we have surpassed not only last year’s figures, but also those of the year before that, 
before COVID-19. As I mentioned at the beginning of the fiscal year, we have by-and-large achieved our vision 
of a 100-person sales structure, which is now being put in place. 

As our strategy, we have been able to advance the recruitment of members for our membership service, 
which has some bearing on our mid-term management plan, and we have achieved our target of 1,000 
members in the third quarter, which is ahead of schedule. We are of the opinion that we can expect an 
increase in total volume of new loans in the future. 
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As a result, the balance for accounts receivable on loans has exceeded JPY400 billion, and the ratio of 
delinquent loans, which is the percentage of the total balance remaining unpaid for three months or more, 
has fallen below 1% for all loans. This is partly due to the fact that we have been working very hard in the 
early stages to thoroughly control delinquent loans, and partly due to the fact that CENTRAL SERVICER 
CORPORATION, a loan service company, has joined our group, and we have been able to team up with them 
to control delinquent loans over the medium- to long-term. 

In addition, for efficient debt collection, we are introducing a new predictive call system, which is an AI-based 
telephone system, and of course we are still using IVR. By introducing these DX measures, we hope to create 
a system that will enable us to accumulate good credits more efficiently. 
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The number of finance member stores is 106.3%, which is less than a double-digit increase, but we do not 
consider this a loss in terms of the plan. As I explained earlier, we are putting a lot of effort into gaining fee-
based members, into converting clients into paid members. 

We have 1,183 of these companies as of the third quarter, which the initial target for the fiscal year was 1,100 
companies, but we have surpassed this target by a large margin in the third quarter, three months ahead of 
schedule. We have revised our target for the second half of this fiscal year, at the end of the fourth quarter, 
upward to 1,500, and we plan to go on increasing the number of our member stores. We believe that we have 
been successful in keeping both of these efforts afloat. Our thinking is that by the fiscal year ending March 
2025, we would like to have 3,000 paid members, which is 10% of the total 30,000 companies. 
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Next, the volume of business related to automobile warranties were 114.4%. The growth rate is slightly lower 
than that of the loans, but this is very much affected by the number of units in the market itself, as we have 
a market share of nearly 70% for warranties. However, if the market is growing at about 95%, 114% is not a 
bad figure. 

In addition, total volume of products developed is growing by 130%. 

In addition, the cost of goods sold has been greatly reduced, which is the same as with profits. The number of 
repairs incurred has not changed significantly, but we have established a maintenance network, so we have 
been able to promote stocking for that network in order to procure and utilize used parts within our group, 
which has resulted in a steady reduction in costs. 

We have also launched a new product, an automobile warranty for EVs. The number of EVs will likely increase 
dramatically in the future. We have established a system that allows us to provide a solid warranty for EV 
automobiles as they do become more prominent, and we are also making more and more new business 
alliances. 

In addition, we have been operating under two brands of EGS, but in the future we will have a company called 
Premium Warranty Services, which creates a separate category for warranties, and we will integrate these 
together. The back office has already been integrated, but we will also unify the sales structure and work to 
expand further. 
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Next is the auto mobility service business. 

First of all, as you can see from the operating revenue, parts sales have continued to grow significantly. 
Automobile sales themselves are just starting to be made as a full-fledged operation this fiscal year, and they 
are growing very markedly. We are still in the development and testing stages, but we believe that we will 
have a very large portfolio in the future. 

In addition to our network of so-called used-car dealers, we are also creating a network of maintenance shops 
and garages. On this front, we have already been able to build a network of over 3,000 companies nationwide., 
for a current total of 3,246 companies. From here on out, we will continue to offer paid services, and also 
expand our paid membership organization. Of those 3,000 companies, we want to make half of them, or 1,500 
companies, into paid garages or maintenance shops, and we currently have 280 companies, which is a good 
pace for things to be growing at.  

We intend to keep working to take these even further, and we also intend to make this software sales 
company, SOFTPLANNER, a wholly owned subsidiary in June to bring this part even higher. 
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Finally, here are the other topics. 

First is the DX strategy. 

First of all, I would like to set the number of total volumes of new loans achieved thanks to DX in the finance, 
automobile warranty, and auto mobility service businesses as a KGI and monitor its progress. 

Last fiscal year, we went paperless for credit contracts, and the adoption rate for this was 83%, which we hope 
to eventually bring to 100%. This is another spot that has seen a large amount of growth. 

This will provide us with a variety of positive benefits. Since we will no longer receive faxes during the 
screening process, we can eliminate the need for paper output, eliminate the need for printed contracts, and 
reduce the cost of mailing contracts. Since we won't use paper at all, we believe that we will have a positive 
impact on the environment, albeit a small one. In the future, we will continue to set these KGIs and make 
them public. 

Also, the DX strategy is in motion in big ways and in various project formats. There are still a lot of things to 
be done, but we have a timeline that we want to follow in line with the mid-term plan, and we intend to 
proceed in accordance with this timeline. 
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In December last year, we introduced RPA to reduce person-hours by about 120 days per year in financing 
and credit operations, and we also started offering a plan exclusively for EV car warranties. These are very 
promising for the future, and as we get more and more, I believe our market share will expand. 

In addition, we will make firm revisions to the Governance Code, and to develop a management system that 
is more transparent and fairer. 

As part of our DX efforts, we have also launched Car Premium Magazine, which we hope to continue in future 
mid-term management plans. 

In January, the decision was made to move to the Prime Market, which was announced by the TSE, and in 
order to achieve the more efficient management structure I mentioned earlier, we started moving to integrate 
EGS and Premium into one company, and to make SOFTPLANNER, a software sales company, a wholly owned 
subsidiary. 

In addition, as is the case today, we have been aiming for earlier disclosure of financial results, and we were 
able to bring it forward by four business days from the previous year, putting us in the top 30% in terms of 
early disclosure in the First Section of the Tokyo Stock Exchange. We will continue our efforts to proactively 
disclose information in the future. 

This concludes my briefing of the third quarter financial results. 

If there is anything missing from today's presentation, or if you require more detailed explanation, we are 
happy to arrange individual meetings for institutional investors and analysts, so please contact us through our 
investor relations contact page. 

Although the Omicron variant has not yet peaked out, we are working towards the realization of the mid-term 
business plan for 2023. We believe that the current situation in the supply chain will continue, but we are 
making steady progress. As an auto mobility company, we are aiming for further expansion, and we hope that 
you will continue to have high expectations for us. 
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Thank you very much for your time and attention today.  

[END] 

______________ 

Document Notes 

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

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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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. 
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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. 
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