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Presentation 

Ietsugu: Good morning. This is Ietsugu. 

This is the first time in three years that we will be presenting financial results in a face-to-face setting. I know 
that many of you are online, but in that sense, I wonder if COVID-19 has waned a lot. 

Today, I am pleased to present our financial results for the fiscal year ended March 2022. Today, I would like 
to start with a summary of the financial results for the previous fiscal year, followed by a forecast of the 
current fiscal year's performance. 

As a summary of the financial results for the fiscal year ended March 2022, as shown above, we achieved 
record highs in both sales and operating profit, with net sales of JPY363.78 billion, operating profit of JPY67.41 
billion, and profit attributable to owners of the parent of JPY44.09 billion. 

We changed our forecast during the period, or rather, we revised it upward due to the exchange rates, but 
we were able to meet the target and achieved a double-digit sales growth rate of 19.2%, which is close to 20%. 
Even excluding foreign exchange, as you can see here, the growth rate was 11.2%, which is a good figure. 

In the fiscal year before last, when the COVID-19 pandemic began, there was a worldwide reduction in the 
number of testing; or rather, a situation where people could not go to hospitals, including lockdowns. This 
was an extraordinary situa

tion in which reagent sales dropped dramatically, but they have recovered, which is very significant. In 
addition, we have continued to take on the usual challenges, such as the expansion of our area. 

SYSMEX has always aimed for double-digit growth, and we have been able to successfully achieve this. 
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The external environment is very severe in many ways, as you already know. Due to the situation in Ukraine, 
in particular, raw materials and logistics costs have risen considerably. For the fiscal year that ended, I don’t 
think that there was much of an impact. It is true that we are having a bit of trouble with the shortage of 
semiconductors, though.  

On the other hand, as you can see in the right corner, the exchange rates for the full year ended at JPY112.4 
for the dollar, JPY130.6 for the euro, and JPY17.5 for the Chinese yuan. Although the yen is considerably 
stronger than the current figure, the exchange rates have improved considerably compared to the fiscal year 
before last. 

 

This is the breakdown of net sales. Basically, the local currency basis shown here in the framed box is very 
important. On a local currency basis, sales in the Americas, EMEA, and AP all grew by more than 10%. Only in 
China, sales were almost flat. I will mention China again later. 

In any case, as I have been saying, one of the major factors is that reagent sales have recovered. 

In terms of sales areas, especially for hematology, Spain was originally handled by Roche, but we are now 
handling it directly. We also acquired an agency in Portugal, and now we are handling the entire Iberian 
Peninsula. 

In the area of hemostasis, we have expanded our sales territory to the Middle East, Turkey, Eastern Europe 
and Russia. 

In addition to these factors, sales related to COVID-19, such as PCR reagents and other such things also made 
a small contribution. Moreover, we have also launched the medical robot, or hinotori by Medicaroid, on a full 
scale, although we are still in the starting stage. 

Then the depreciation of the yen has been a positive factor. 
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These are the factors for the increase/decrease. As you can see here, the hemostasis business was in very 
good shape in the fiscal year before last, but in any case, we achieved a double-digit growth. This means that 
we have been able to enrich the contents of our business. 

 

This is by region. The Americas grew by 19.5% on a local currency basis. 

The recovery from the impacts of COVID-19 is very significant, but on the other hand, especially in North 
America, their behavior has already become quite normal. In Japan, there may still be some strict regulations, 
but that is the situation in North America. 
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In addition, in discussions with Siemens, we agreed to sell Siemens Healthineers’ urine chemistry  analysis 
dipsticks in North America, which SYSMEX did not have. Both in instruments and reagents, we originally have 
urine sediment testing, so it is very important to tie up with this, and under those circumstances, the urinary 
field also performed well. 

Moreover, especially in Latin America, it is true that Brazil was originally handled by Roche, but SYSMEX is 
now directly handling the middle and south market, and we have expanded our territory in this way, which 
has resulted in strong sales. 

 

EMEA. EMEA has been steadily growing, with a 17.3% increase on a local currency basis. The direct sales effect 
is emerging with increasing number of territories, as I mentioned earlier. Also, we are getting tendered 
projects in Eastern Europe and Russia, and so on. In any case, EMEA in general had a very good shape 
development. In the fiscal year before last, we were also able to get big deals, and we are steadily increasing. 

As for the reagents, the recovery from the impact of COVID-19 was significant. 
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China. The rate is 99.9%, which is flat, but China itself had a very strong performance in the fiscal year before 
last. The introduction of new hemostasis instruments went quite well, but in that sense there was a slight 
backlash. 

Another major factor was that the Shanghai distributor, the largest distributor covering seven provinces, had 
financial difficulties, and had to give up its agency. This distributor accounted for a fairly large part. Since we 
are in the distributor business in China, sales are first recorded in the distributors, but this was stopped , so 
there were some difficulties because of that. We have now divided them into six distributors, and they have 
already started working, so things are back to normal. 

In addition, in terms of Buy China policy, our products are made in China using the knockdown system, but 
overall, there is still a lot to be done. In such a situation, there was an impact from the policy. 

Regarding the current lockdown in Shanghai, it is true that there was a slight impact in March, and our 
products including instruments that we were supposed to introduce were stopped at the port and could not 
get into the country in March. Then logistics also stopped in that sense. Since our headquarters is located in 
Shanghai, I believe this situation had an impact on us. 

In any case, however, we believe that the market itself is strong and we are looking forward to the future. I 
don't think it is pessimistic. 
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The Asia Pacific region also showed steady 21% growth in yen terms. 

In particular, in India, we were able to get some very large deals in the fiscal year before last. 

Including reagents, there is still a lot of potential for the future. When we were using distributors, they did 
not handle many high-end products, but SYSMEX is very strong in high-end models, and we have received 
many requests from our customers and started handling them directly. We are feeling a positive response. 

Other countries such as South Korea, Thailand, and Southeast Asia are also doing well. 

In any case, Asia and Southeast Asia have a large population, and we are very much looking forward to the 
markets in Bangladesh, Pakistan, and Indonesia, as well as India. We would like to further focus our efforts on 
this area. 
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Japan has been recovering. 

Then, on the other hand, we launched the medical robotics business. 

In many ways, this is our home ground, and the growth rate was 14.1%. 

There was also a significant amount of sales related to COVID-19. 

In our home ground Japan, we have just started the medical robotics business, in particular, and we are in a 
very important situation this fiscal year. I have heard that the response is very good, so I believe that we can 
make this development. 

Since Japan is our home ground, we would like to take on various challenges, starting with Japan. 
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This is the breakdown of operating profit. 

The effect of higher sales was JPY18.9 billion. The cost of sales ratio improved slightly by 1.3%, and the increase 
in SG&A expenses was due to the gradual increase in activities.  

At one point, there was no activity at all, and SG&A expenses decreased. 

We are also working on digitization and focusing on robotics. 

The development in such a manner has resulted in a large increase of JPY17.4 billion, and as you can see here, 
there is a positive exchange rate impact of JPY9.18 billion. 
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The financial situation is as shown here, and I believe that we are developing in a very healthy way. 

 

Cash flow. In terms of cash flow, investment activities have been developing in this way, including 
considerable investment in digitalization. 

Cash and deposits at the end of the fiscal year increased by JPY7.28 billion. 
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Topics. First of all, in our diagnostics business, especially the TARC assay kit for COVID-19 aggravation risk has 
been approved and is also receiving a lot of recognition. On the other hand, we formed capital tie-up with 
KAINOS Laboratories to accelerate growth in the immunochemistory field. 

In terms of how we can increase the speed of our R&D and commercialization, we are planning to further 
increase the number of immunochemistry items through a successful partnership with KAINOS, since they are 
strong in this area. 

We have also established a local subsidiary in Saudi Arabia. This was also a very difficult task. Although it is 
not easy to establish a local subsidiary in Saudi Arabia, we were able to do it successfully over time. The 
number of new items has been increased in the immunochemistry field. 

In April of this year, we established an R&D base in Singapore in the form of RDCAP. With this, we have 
established a global R&D network in the US, Europe, China, Asia Pacific, Singapore, and Japan. 

As for the medical robotics business I mentioned earlier, we are now taking on the challenge of expanding 
regulatory approval to gynecology and gastroenterology. 

We are also focusing on sustainability management. 
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This is the forecast for the fiscal year ending March 2023. For the current fiscal year, we are planning net sales 
of JPY410 billion, operating profit of JPY76 billion, and profit attributable to owners of parent of JPY50 billion, 
all double-digit growth rates.  

Basically, SYSMEX's goal is always to achieve double-digit growth. Each department needs to think about what 
it can do to achieve this goal. Thanks to your support, especially overseas, we believe that the scale of our 
business in the Americas, EMEA, and China will probably grow to over JPY100 billion in terms of yen this fiscal 
year. 

In addition, we will develop our flagship XR-Series, which are currently only available in Japan, in Europe and 
the US as well, although it may take some more time. The point is that we need to get our regulatory 
application activities in order. 

In China, in terms of recovery of instrument sales, there have been a number of issues, including the 
distributors I mentioned earlier, but the market itself is strong, and it is important to ensure that we can get 
it back on track.  

We are also in the process of introducing 45 units of hinotori surgical robots. At the same time, we are 
preparing for global expansion. 

The assumed exchange rates are JPY120 for the US dollar, JPY130 for the Euro, and JPY18 for the Chinese Yuan. 

As assumptions for the external environment, the demand for inspections itself is sure to increase. It is a fact 
that there has been a move to strengthen the medical system in each country, especially in relation to COVID-
19. In this sense, we believe that demand itself will remain strong. In addition, the yen is weakening. 

Although the number of COVID-19 testing itself is expected to decrease, in Japan, we are working with 
Kawasaki Heavy Industries to robotize the PCR process, which is now being used at airports. As inbound 
demand recovers in the future, there will certainly be demand here, and we need to ensure that this will grow. 
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At present, regarding the Russia-Ukraine situation, there is little geopolitical risk for our business. Overall, the 
impact is about 2% of sales. However, we are responsible for ensuring the supply of health care products and 
reagents directly to our customers, so we will do our best to ensure this. 

Although the price of raw materials is rising, we are making a great deal of effort in procurement itself, and it 
is important to find ways to control this situation and also to reduce costs. 

 

This is the annual dividend. This time, we have increased the dividend by JPY4 from the previous fiscal year 
and JPY2 from the announcement to JPY76. 

For the current fiscal year, we will increase the dividend forecast by another JPY4 to JPY80, JPY40 for H1 and 
JPY40 for H2. 

The dividend payout ratio itself is planned to be 33.5% at the end of the current fiscal year. We have been 
steadily increasing dividends and returning profits to shareholders. 

Naturally, our performance is important for the steady shareholder returns, and we will continue to focus on 
developing our business in this way. 
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These are the new initiatives targeting medium- to long-term growth. First, as I mentioned earlier, we will 
develop markets in emerging countries, especially in India and other areas, and manage to introduce products 
to these markets. We are thinking of the Indian region as a second China in a way. We are now preparing for 
that development. 

Next, we acquired Astrego, a Swedish company, and finally made it a wholly owned subsidiary in May of this 
year. The system here is to test for urinary tract infections, and they can do that with Micro hydraulic circuit 
technology. The most important thing is the challenge to control drug-resistant bacteria. This is not just 
business, but measures against AMR (Antimicrobial Resistance) are very important initiatives. 

For a urinary tract infection, we can check with this system to see which drug works. Traditionally, there have 
been cases where they have tested several of them and finally, they worked, but we have acquired a Swedish 
company that has unique technology that allows us to see which drug works. 

Next, the initiatives for Alzheimer's disease. This is the diagnosis of dementia using blood. This is an important 
point, because blood can be used very easily. Current method of using spinal fluid is very invasive for the 
patients. We are trying to do that in a steady manner, and currently submitting an application to the PMDA 
in Japan.  

In the US, we have our base in Baltimore, and we are working on the early realization of LDT, laboratory 
developed testing, as well as the development in collaboration with Eisai. 

As I mentioned earlier, we are also looking to expand our medical robotics business on a global scale. Originally, 
Medicaroid have a subsidiary in San Jose, the US, and in Europe, they have a subsidiary in Germany. We are 
preparing for the future global expansion now. 

In addition, we are in the process of starting negotiations with the FDA. The US and Europe are very important 
markets, and we are determined to take on the challenges in these large markets. 

Then, the promotion of sustainability management is very important now. SYSMEX is originally a healthcare 
company, so we are rather able to produce products that are in line with the needs. There is a theme of carbon 
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neutrality in the world, and we are talking about how we can reduce logistics costs. Regarding the cold chain, 
specimens and reagents must be cooled before being sent to the customer, and we are trying to develop this 
without CO2 emissions. 

Fortunately, we successfully developed our business in the fiscal year that ended. We would like to move 
steadily forward, further increasing in speed as the yen is weakening considerably, which will be the tailwinds 
for the current fiscal year. 

This concludes my presentation. Thank you very much. 

[END] 


