Presentation
Ietsugu: Good morning. I am Ietsugu from Sysmex Corporation. Now, I would like to start today's financial
results briefing.

This is an index of today’s briefing including the financial highlights and the medium‐term management plan.
I will go over the previous mid‐term management plan and the new mid‐term management plan starting this
April and finally, the financial forecast.
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Next, please. This is an executive summary, which is a summary of the financial results.
In the previous fiscal year, we were greatly affected by COVID 19, and in the first quarter of the year, there
were lockdowns and other similar measures implemented, which prevented people with chronic diseases
from going to hospitals and clinics. As a result, the number of medical checks conducted has decreased by half
worldwide. In the previous fiscal year, the impact of this situation has lingered a little.
As a result, operating income was down due to a decrease in sales, especially of hematology reagents, or the
lack of testing. In this area, profits declined due to a drop in sales of reagents, which is our particularly
profitable product segment.
Under these circumstances, even though service staff are engaged in service activities as usual, the SG&A
expenses have decreased because sales and marketing activities were restricted.
In this context, we have carried out development activities as usual, steadily advancing development of
hematology, medical robotics, and so on.
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Next, please. This is a summary of the financial results. As you can see here, the net sales is JPY305.07 billion,
which is a 1% increase from the previous year.
The first half of the year was quite difficult. That gradually recovered, and we were able to achieve good
enough results in the fourth quarter. Under such circumstances, we were able to achieve an increase in sales.
However, operating income decreased by some 7%, and as I mentioned earlier, this was basically due to the
major decline in the number of routine screenings as if they sudden evaporated due to the pandemic, just like
when we are hit by a natural disaster.
This is the first time we have experienced something like this. We are used to see a situation in which
screenings are carried out in a very stable manner and the volume does not decrease that much. However,
this time, we are in a different situation, and the bottom line is about 5% down.
As for the exchange rate, the yen is slightly stronger than in the previous fiscal year against US dollar. As a
result, we have seen an increase in sales and a decrease in profits.
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Next, please. This slide shows that we revised our plan in the middle of the year and have since pursued the
goal of JPY310 billion in net sales.
As I mentioned earlier, the number of reagents sold has decreased a little, so we have been working to make
up for the decline with instrument sales. As a result, although profitability has somewhat declined, we
managed to meet our operating income target of JPY48.5 billion. In any case, although we did not achieve our
sales target, we were able to achieve our profit target.
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Next, please. This slide shows the estimated number of hematology tests.
Many of our instruments are connected to the Internet, so we know the number of tests performed by them.
By using this function, as you can see here, the dotted line shows the average for 2019, which means that this
is the usual number of hematology tests performed annually.
The year 2020 is a gray line. The figures show that the gray line sharply declined in all regions, especially in
April and May in the first quarter. The US, China, and the Asia‐Pacific regions continue to see a bit of decline,
but as a whole, the recovery has already begun.
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Next, please. This shows the breakdown of net sales by destination.
In EMEA and China, sales of instruments were also strong as I explained earlier, and on a local currency basis,
sales jumped by 3.7% and 3.6%, respectively.
Unfortunately, sales in the Americas are down a bit. This was due to the fact that the installation of the
instruments was suspended for some time across the region, which was brought about by the fact that
hospitals and clinics were in a situation similar to lockdown. We believe that we will be able to make up for
the decline in this fiscal year.
In the Asia‐Pacific region, the situation is still a little difficult, especially in India and other countries currently
struggling with the COVID‐19. In Japan, we were able to increase sales by 4% thanks to a considerable increase
in revenue, mainly from instruments.
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Next, please. This slide shows the breakdown by product type.
As I mentioned earlier, the total sales of instruments increased by 4.6% from the previous year. On the other
hand, sales of reagents are down by about 1.5%. A decline was especially significant in the sales of hematology
reagents although, we saw some increase in the sales of hemostasis reagents.
Now, let’s look at the sales from service and support. Naturally, we have been carrying out business activities
continuously in these segments, which resulted in a sales increase.
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Next, please. As for hematology, like I said earlier, we have seen a decrease in the number of hematology
tests, which pushed the sales down to 96.8% of the previous year. As for the others, some of them fared much
better than others. The overall result was a 1.3% growth.
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Next, please. Breakdown of operating profit.
This slide shows that the gross profit increased due to the increase in sales, and the cost of sales went up
significantly. What this increase in cost of sales means is that reagents have decreased while instruments have
increased a bit.
Overall, the ratio of reagents in the product mix fell while reagents have higher profitability. Therefore, the
cost ratio has increased.
The SG&A expenses decreased partly because we were not able to conduct many activities. However, despite
this decline in expenses, overall operating profit decreased.
Research and development expenses are being used for many purposes as planned.
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Next, please. These figures show our financial status. I don't think there is any major problem with the figures.
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Next, please. Consolidated cash flow.
Operating cash flow increased from the previous year to JPY58.81 billion. In total, cash and deposits
increased by JPY9.87 billion.
I don’t think there is any problem we should note with these figures either.
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Next, please. I’ll go over our major development during the fiscal year.
As I mentioned earlier, we have been making steady progress in R&D, and we were able to launch a new
hematology product, XR, at the end of the term. However, we are currently selling this product only in Japan
and need to go through an approval process with the FDA. It is the same for China, where the launch may be
delayed by a little more than a year compared to Japan.
We also launched a new hemostasis product. This is also only in Japan, but it is currently under evaluation. In
addition, we have renewed alliances with Roche and Siemens respectively, which have expanded our direct
sales territories somewhat.
In the area of life sciences, we started out the last fiscal year by obtaining approval for OSNA method in China
and, with this approval in hand, I think we can look forward to some great developments.
Also, we have launched hinotori, a surgical support robot. We have also opened training centers in Kobe and
Nagoya, which have been well received by our customers. We will begin full‐scale sales activities for the robot
from this year, and we hope to start selling it overseas in 2 to 3 years.
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Next, please. I’ll go over our initiatives, our COVID‐19 initiatives.
Since we are a company engaged in medical testing, we started developing antigen and antibody tests for
which we have received insurance coverage.
It’s just that our immunology‐related business is mainly for Japanese market and we started our projects late
compared with global competitors, so we are still far behind them.
On the other hand, we are now developing a unique way of predicting the severity of illness. As for PCR testing,
we have teamed up with Kawasaki Heavy Industries to develop a system to automate, or rather robotize, the
culturing process, and since it is an infectious disease, we made the system unmanned and automated. This
system is being operated in some places in Nagoya. I believe that, when cross‐border travel and business
bounced back to pre‐COVID levels, this will be a very powerful tool.
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Next, please. By region. The Americas.
In the Americas, vaccine drive is being strongly promoted and is still being administered in North America,
and many developments have started to unfold.
In the previous fiscal year, we suffered a quite large impact of COVID‐19, especially in the first half of the year.
In a situation where the installation of instruments has also slowed down a bit, the sales of reagents are down,
and of instruments stagnated, we had the figures seen on this slide. This is about a 5% decrease from the
previous year.
In Latin America, COVID‐19 is still expanding. Despite that, there is no doubt that we are on a recovery track.
As you can see at the bottom of this slide, we are now conducting sales promotion activities in a tangible way.
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Next, please. EMEA.
Sales in the EMEA region grew by 3.7% in local currency terms in the previous year. The COVID‐19 pandemic
inevitably caused a sharp drop in reagent consumption for a while, but we were able to recover from that.
With regard to instruments, we had some good developments, such as being able to sign a contract with
major commercial laboratories and to obtain a COVID‐related tender in Russia. Supported by these
developments, we are steadily promoting our instruments across the world.
Also, there is another notable development. It’s the establishment of Sysmex Portugal. We commenced direct
sales by acquiring distributors. In Spain, Roche used to sell our hematology products on our behalf, but we
renewed the contract so that we can sell our products directly in the region. We will start the sales activities
in full swing from this fiscal year.
Looking at these developments, we believe that our company is performing quite well in the EMEA region.
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Next, please. China.
China is said to be no longer affected by COVID‐19 pandemic, but we struggled quite badly in the first half of
the year. Although the sales of reagents were down YoY, the instruments were performing quite well.
This is a very favorable development for our future performance. According to our business model, we sell
instruments first and then sell reagents to be used in the instruments. So, I believe that the favorable sales of
instruments will bring about wonderful developments we can look forward to.
Although the decline in reagents in the first half of the fiscal year lingered and had a negative impact, we were
able to increase sales by 3.6% on a local currency basis in total. As for China alone, we always aim for double‐
digit sales growth, so the results of the fiscal year are less than satisfactory. But in any case, these figures
show how we performed in the area.
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Next, please. Then, there is Asia Pacific region.
This slide shows that we continue to face a tough situation in the region. Despite that, we have some good
news, such as being able to obtain bids for projects in South Asia. The figures show that there is an increase
in revenue from instruments. However, the impact of COVID‐19 is still continuing.
Also, the year before last, dengue fever was very prevalent, which significantly pushed up sales of hematology
reagents. Because of these heightened sales, sales of the fiscal year under review were down by about 10%.
As for reagents, sales are down by over 12%.
As you know, India is currently in a difficult situation. Despite it, we are steadily making preparations towards
the future growth. I believe that this is a very exciting area going forward.

17

Next, please. Japan.
In Japan, we faced a situation where sales of some reagents went down but successfully recovered from the
decline.
We launched a new hematology instrument in March, the impact of which has yet to show up in the figures.
On the other hand, the launch of hinotori, a surgical support robot, has attracted a lot of attention, and the
response from customers has been very positive. In that sense, I'm looking forward to it.
Overall, sales in the Japanese market grew by 4.3%.
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Next, please. I’ll go over the dividend forecast.
As for the dividend for the fiscal year ending March 31, 2021, we would like to leave the previous year's figure
unchanged at JPY72. This is partly due to the fact that the bottom line has decreased.
We have increased dividends for 18 consecutive years, but in a sense, we decided to make a stop once at this
turning point brought about by the COVID‐19 pandemic in order to make a next leap forward. That’s why we
decided to leave the dividend unchanged.
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Next, please. Medium‐term management plan. I will look back at the previous fiscal year's mid‐term
management plan, which covers the period from 2019 to the current fiscal year until March 2022.
Our medium‐term plan is a 3‐year plan, and we update it every 2 years. In the fiscal year ending March 31,
2021, we had a significant deviation from our plan due to the COVID‐19 pandemic. The goal of the medium‐
term management plan was set at JPY380 billion.
In that sense, we are facing a very difficult situation. We are now making a fresh start with a new mid‐term
management plan.
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Next, please. Despite some difficulties we have faced, our company has adopted various new initiatives and
steadily made progress in them.
New products in the field of hematology are ready. In North America, Sysmex is now in charge of the urinalysis
part of Siemens business. In addition, we have made steady progress in alliances in hemostasis, and in life
sciences field, including NCC Oncopanel. Also, in the sense that we were able to launch the surgical assist
robot, I think we've made a lot of progress in terms of the initiatives, which outcomes will be shown in next
Mid‐term plan.
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I would like to talk about our new medium‐term management plan. The plan is for the period from this April
to the fiscal year ending March 31, 2024. This slide shows how we perceive our eternal environment.
As I'm sure you are well aware, the political situation is a bit unstable right now due to factors such as strained
US‐China relations.
Then there are forthcoming impacts of the COVID‐19 pandemic. Because of those impacts, our lifestyles may
change drastically in various ways, such as wide adoption of the so‐called “New Normal” lifestyle.
On the other hand, we are in a situation where digital transformation is accelerating, and the focus on
environmental issues is also very important for companies. In today’s environment, companies must consider
how to solve social issues.
In the healthcare market, COVID‐19 will continue to affect the industry. However, in the past, especially in
developed countries, the policy of each government has been focused on how to control the soaring cost of
medical care.
Japan also has been facing a very difficult situation in achieving this objective, and I believe that COVID‐19 has
steered the country to consider how to strengthen its medical system. On the other hand, the nature of
healthcare itself will change a little, such as online medical treatment.
Therefore, I think that we, as a market, will be able to develop in a very exciting way. We will consider and
implement ways to improve the medical system in each region. With this trend, there will be an increase in
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the medical expenditure. In Canada, for example, there has been an 11% in the medical expenditures. In such
a situation, how can we make new developments by wisely utilizing AI and robot technology?
Of course, we will continue to work on issues that were apparent before the COVID‐19 pandemic. The
question is, how can we take on these challenges? With so many issues waiting to be addressed, we are
expected to make contributions, and I believe that it is our responsibility to proceed with our initiatives
steadily.

Next, please. This is the mid‐term management plan we came up with by considering the factors I have
described.
The plan shows that we are aiming for the next stage by resolving ongoing issues that have passed on from
the previous mid‐term management plan.
Overall, there are Key Actions 1 through 6, which I will talk about later. In terms of numbers, JPY420 billion is
the goal we will pursue.
In addition, we are currently looking at an operating income of JPY80 billion as our goal. Specifically, we are
trying to increase our sales by JPY115 billion from the end of the term just ended. For achieving double‐digit
growth, we are trying to increase our sales by 11.2%.
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Next, please. Key Action 1 is to accelerate the introduction of new products aimed at improving growth and
profitability and to promote emerging market strategies.
New product development was a bit stagnant during the period of the previous mid‐term management plan,
but we have finally launched hematology and flagship products. Naturally, it will take 1 to 2 years to obtain
approval for the products from the FDA and the Chinese government, and then we will be able to make a full‐
scale start. I just want you to know where we are now with these products.
Also, I mentioned earlier about urinalysis. In particular, we were able to sign a contract for the qualitative
urinalysis, which allows us to succeed Siemens' urinalysis project.
Then, how will we promote the hemostasis CN series globally? And how should we expand reagent
parameters? This has been an issue for a long time, but the question is how to increase the parameters
steadily. In the life science field, as I mentioned earlier, we should consider how to roll out OSNA in China.
At the same time, it is important to see how we can enhance COVID‐related products, mainly in Japan. As for
direct sales areas, as I mentioned earlier, for hematology, they include Spain, Portugal, or the so‐called Iberian
Peninsula. As for hemostasis, there has been an increase in direct sales to the Middle East, Russia, and Turkey.
Needless to say, the impact of COVID‐19 was quite severe in the previous fiscal year, and we estimate that
about JPY12 billion of reagent sales were lost. Under these circumstances, we will invest aggressively in our
priority areas of hemostasis, immunochemistry, and life sciences.
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Next, please. This is about the Key Action 3. Introduce new business to achieve dynamic growth.
One of the major ones is a surgical support robot. We will steadily expand this product segment. Fortunately,
our product has gained a good reputation among its users, and we will start full‐scale sales activities to
promote its use. We are already preparing to expand its sales to overseas markets in the next 2 to 3 years.
In addition, we are now developing products for urinary tract infections, liquid biopsy, and Alzheimer's disease,
all of which are steadily progressing. In addition, we have just started to consider how to develop the digital
health and medical data business.
The Key Action 5 is to promote digitization in the Group, which we have been focusing on for a long time now.
In doing this, we are considering how to create new value for our customers. In addition, we will continue to
invest in digital transformation in order to achieve it in earnest in this mid‐term management plan.
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Next, please. The Key Action 5 is about enriching the talent portfolio and leveraging diverse talent.
This April, we introduced a job‐based HR management system.
Another focus is to transform the corporate culture of Sysmex in a positive way. We are hoping to make the
new mid‐term management plan, which also includes COVID‐19 measures, into the one that can provide a
sort of turning point for us.
The Key Action 6 is about sustainability management. In addition to ESG and the SDGs, we also need to
seriously think about how to solve external issues in the course of our corporate activities. Since we are a
health care company, we have been doing these things for some time now, but we would like to further
strengthen our efforts in that direction.
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Next, please. This slide shows the areas of investment during the period of the mid‐term management plan.
In the area of new product development, including hematology and hemostasis products, we would like to
invest about JPY90 billion. On the other hand, in the area of sales and service structure, as I mentioned earlier,
we have to figure out how to promote the sales of our products in each region. This is where the robotics
business is also very important.
In addition, promoting the group‐wide digitalization is very important, and although we are still in the process,
we are planning to invest a total of about JPY29 billion in DX.
In this context, we will strengthen our production functions, and on the other hand, of course, we will pursue
M&A for new development. We would like to focus on these areas.
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Next, please. These are the sustainability targets in our mid‐term management plan.
We are going to focus on these 5 goals. It is important to set numerical targets for each of them and consider
how to achieve them.
By doing so, we hope to solve social issues and grow our company.
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Next, please. As you can see, we are changing our organizational structure.
In the past, IVD and life sciences were completely separated. The idea was to integrate these divisions into
one Sysmex.
For example, in the area of IVD testing products, we think that genetic testing will become very important in
the future, the prospect that we are working to confirm. We already have those capabilities, so I think one of
the issues we need to consider is how to utilize our IVD capabilities.
In any case, we will make efforts to further advance our research and development activities by exercising all
functions and all capabilities that Sysmex have as One Sysmex.
At the same time, we are promoting digitization strategy to create value through the group‐wide digitalization.
Through integrating R&D and business strategy, we will work as one Sysmex.
The members of the group have changed quite a bit, and with this new group, we are thinking of making new
developments in the future.
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Next, please. Financial forecast for the full fiscal year.
The Company aims to achieve sales of JPY350 billion and operating profit of JPY60 billion. For these figures,
we have also set the exchange rates on the assumption that the yen will weaken against the dollar compared
with the previous fiscal year. However, the yen continues to depreciate at the moment and the dollar is now
at JPY109. At any rate, this is the assumption we will use when considering currency exchange rates.
One of the main reasons for this growth is the disappearance of the sales, or sudden drop in demand, of about
JPY12 billion in reagents, especially for hematology which will recover in the coming fiscal year. At present,
most of the recovery has been achieved in the divisions or regions. This will be one of the positive factors for
growth.
There are many other promising factors. For example, the launch of a new hematology instrument, expected
expansion of reagent parameters, and surgical support robot.
Another very important factor is that, as I mentioned earlier, the direct sales and service area has expanded
somewhat. Considering all these factors, we have set out top line to reach JPY350 billion without fail.
However, in terms of costs, we have to take into account various factors, such as investment in DX, the
considerable cost of new product registration, and the need to steadily expand our R&D activities.
In this environment, we are trying to develop our business in this way, although our operating income may
be slightly conservative.
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Next, please. Dividends.
The dividend for the previous fiscal year is left unchanged, and as I have said before, we have been increasing
dividends for 18 consecutive years, but we are now thinking of stopping for a moment to prepare for the next
step.
We have always aimed for a dividend payout ratio of some 30%. This time, the ratio will exceed 40%, but we
would like to steadily increase dividends and return profits to our shareholders. In the next pages, you have
the appendix that include supplementary materials.
This is all for my briefing. Thank you very much.

[END]
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