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Presentation 

Asano: I will now explain the results, in line with the materials. What I will be explaining today, is a 
summary of our financial results for the fiscal year ended March 31,2024, the progress and initiatives 
of our growth strategy, and our earnings forecast for the fiscal year ending March 31,2025. Later in 
the presentation, Mr. Tachibana will explain our efforts to strengthen management with an awareness 
of the cost of capital. 

Please proceed to page four. 

First is the executive summary. 

We achieved double-digit sales growth of 12.4% YoY in the fiscal year ended March 31, 2024. 
Operating profit and profit attributable to owners of the parent increased 6.4% and 8.4%, respectively, 
from the previous year, achieving record highs in sales, operating  profit, and profit attributable to 
owners of the parent. 

Sales increased in all regions due to the effect of new product launches and growth opportunities in 
emerging countries, and business was particularly strong in China and Asia-Pacific, where double-
digit growth was also achieved on a local currency basis. 

As for our full-year forecast for the fiscal year ending march 31, 2025, the market environment 
remains favorable, and we plan for double-digit growth in sales due to the start of sales under our 
own brand in the hemostasis field in Europe and the United States, growth in emerging countries, 
and other factors. 

We also plan for double-digit growth in operating profit  despite a one-time increase in expenses for 
future growth, such as the construction of a new plant in India and investments in internal digitalization. 
Furthermore, the upgraded model of the robotic-assisted surgery system has been well received and 
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will head toward a new stage of profitability, with a global rollout beginning in the fiscal year ending 
March 31,2025. 

 

Please proceed to page five. I will now present a summary of the financial results for the fiscal year 
ended March 31,2024. 

Please proceed to page six. 

First, to summarize the financial results, sales were negatively affected by a decrease in sales due 
to export restrictions in Russia and a decline in COVID-19 related testing, but these were offset by 
the launch of the XR-Series in the hematology field and the UF-1500 urinalysis product targeted at 
small and medium-sized facilities, as well as growth in emerging markets, and growth was achieved 
in all regions. The favorable impact of foreign exchange rates helped the segment to achieve 12.4% 
YoY growth to JPY461.5 billion. 

In China and Asia-Pacific in particular, sales grew by double digits in local currency terms. 

Operating profit increased 6.4% from the previous year to JPY78.38 billion as a result of efforts to 
curb SG&A expenses, despite higher personnel and overhead costs due to severe inflation in Europe 
and the US, higher expense amortization due to internal digitalization investments, and the JPY1.85 
billion impairment loss on Oxford Gene Technology and Inostics in Q4. However, SG&A expenses 
increased 6.4% year on year to JPY78.38 billion. 

Profit attributable to owners of the parent increased 8.4% from the previous year to JPY49.63 billion, 
partly due to foreign exchange gains. Record highs were achieved in sales, operating profit, and profit 
attributable to owners of the parent. 
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Please proceed to page seven. 

Next, regarding sales growth factors by region and product category, the Americas achieved an 
increase in sales due to strong sales in the hematology and urinalysis fields in Canada and Central 
and South America. 

In EMEA, sales declined in Russia and due to a decline in COVID-19 related testing business, but 
growth in emerging countries such as Saudi Arabia and the shift to direct sales in Spain offset the 
negative impact, resulting in an increase in sales. In China, sales were slow in Q1, but subsequently 
recovered, with double-digit growth in instrument and reagents in the hematology field, as well as in 
reagents in the hemostasis field. Sales exceeded JPY100 billion. Asia-Pacific achieved double-digit 
growth, with each country performing well. India, in particular, showed significant growth with a 33% 
increase from the previous year. In Japan, sales increased due to strong sales of the XR-Series and 
UF-1500 and other products, in addition to growth in the medical robotics business, despite a decline 
in demand for COVID-19-related testing. 
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Please proceed to page eight. 

This shows sales by business segment. 

In addition to increased demand for hematology and urinalysis in emerging markets, the timing of 
local production in China led to strong sales growth  as well as significant growth in hematology and 
urinalysis fields. Sales of reagents were also strong in the hemostasis field. However, sales in the 
immunochemistry and Life science declined due to a decrease in demand for COVID-19 related tests. 
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Please proceed to page nine. 

This slide shows the quarterly performance trends. 

In Q4, our efforts up to that point bore fruit, with strong sales in all regions and substantial growth in 
both sales and operating profit. 

We expect this favorable business environment to continue in the fiscal year ending March 31,2025. 

 

 

Please go to page 10. 

I will now discuss various topics relevant to each region. 

First, in the Americas, the hematology and urinalysis fields grew significantly in Canada and Central 
and South America. Although overall sales of hemostasis instruments have remained flat year on 
year due to Siemens' reluctance to buy, hemostasis instruments orders in the US at this point are the 
largest ever, and we are looking forward to the current fiscal year. In addition, reagents related to 
Alzheimer's testing are doing well in North America, already reaching sales of USD2.2 million. 
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Please go to page 11. 

With regard to EMEA, sales increased as growth in emerging countries, such as Saudi Arabia, and 
the shift to direct sales in Spain offset a significant decline in sales in Russia and COVID-19 related 
tests. Excluding the special factors of Russia and COVID-19 related tests, growth would be 7.2% in 
local currency terms. Especially in Q4 alone, growth was 14.2%, showing a strong growth trend. 

 

Please go to page 12. 
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In China, sales in the hematology field grew by double digits, or about 12%, after we expanded local 
production of those instruments, but the approval of local production in the urinalysis and hemostasis 
fields came in Q4, meaning the effect in the fiscal year ended March 31,2024 was limited. The full 
effect will begin this fiscal year, so we expect sales to grow in urinalysis and hemostasis, as they 
have in hematology instruments. Reagents achieved double-digit growth in each of the fields of 
hematology, urinalysis, hemostasis, and immunochemistry. 

 

Please proceed to page 13. 

For your reference, here we show you our products locally manufactured in China. 

In the fiscal year ended March 31,2024, as I mentioned, we completed the localization of three models 
for hematology, urinalysis and hemostasis, and will proceed with full-scale sales starting in the fiscal 
year ending March 31,2025. In the fiscal year ending March 31,2025, we plan to transfer production 
of the remaining immunochemistry instruments. 
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Please proceed to page 14. 

In Asia-Pacific, the hematology field grew in India, the Philippines, South Korea, and other countries, 
and instrument, reagents, services, and other products also performed well, due in part to continued 
investment in medical infrastructure, achieving double-digit growth. India, in particular, grew by a 
significant 33% YoY. Sales in the immunochemistry field also grew substantially due to the promotion 
of unique items in immunochemistry. 

 

Please go to page 15. 
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In Japan, despite a significant decrease in COVID-19 related sales, amounting to approximately JPY3 
billion, sales of the XR-Series  and UF-1500 were strong, and instrument, especially in the 
hematology and urinalysis fields, grew substantially, exceeding 20% YoY. In particular, sales of 
hematology instrument increased by 29% YoY, thanks to XR-Series  In addition, in the medical 
robotics business, sales increased by about JPY1.4 billion, and excluding COVID-19 related special 
factors, growth in the Japan region as a whole was about 10%. 

 

Please go to page 16. 

The robotic-assisted surgery system hinotori, which was upgraded in July of last year, received much 
praise. In just the three months of Q4 alone, 11 units were delivered, bringing the total installed in the 
fiscal year ended March 31,2024 to 20 units and the cumulative total to 55 units. We plan to continue 
this pace of installation in the fiscal year ending March 31,2025. The number of surgeries also 
remained steady, with around 3,000 surgeries performed in the fiscal year ended March 31,2024 
alone, bringing the cumulative total to 4,225 cases as of March 31, 2024. 

Due to the increase in the number of surgeries, sales of forceps and other consumables have also 
increased. In addition, the recent approval of the expansion of usage to include respiratory surgery 
means that the number of cases is expected to increase further in the fiscal year ending March 
31,2025. 
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Please proceed to page 17. 

As for operating profit, despite an increase in gross profit due to higher sales, the Company's 
overseas operations faced a challenging environment due to soaring labor and expense costs caused 
by inflation, mainly in Europe and the United States. 

The cost of sales ratio deteriorated by 1 percentage point compared with the previous year due to 
higher service costs resulting from higher raw material costs and increased labor costs. Despite 
efforts to control SG&A expenses, they increased by JPY12 billion from the previous year due to 
soaring labor and expense costs caused by extreme inflation, increased sales and service activities 
in each region, and the shift to direct sales in some regions. 

Internal digitization-related expenses also increased by JPY3 billion due to progress in global 
implementation. On the other hand, we kept R&D expenses at the same level as the previous fiscal 
year by reviewing our overall R&D themes. This, together with positive foreign exchange effects, 
resulted in a final increase of approximately JPY4.7 billion. 
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Please proceed to page 18. 

In terms of our consolidated financial position, assets increased in trade receivables and other 
receivables due to the expansion of sales, including the shift to direct sales. On the other hand, 
liabilities increased by JPY43.3 billion due to bank loans, and equity increased by JPY44.54 billion, 
mainly due to retained earnings. 

 

Please proceed to page 19. 

This shows cash flow. 



 
 

 

 
12 

 

While profits grew in the fiscal year ended March 31,2024, operating cash flow declined as working 
capital, including an increase in accounts receivable, ballooned due to the shift to direct sales. In 
addition, as part of our aggressive investment in the development of bases in emerging countries, 
internal digitalization, and human capital investment, we have introduced an ESOP and other 
measures. To promote these activities, the Company increased bank loans, resulting in a JPY6.04 
billion increase in cash compared to the previous fiscal year. 

 

Please go to page 20. 

Lastly, this shows the dividend. 

As planned, we will increase the dividend by JPY2 to JPY84. 

This concludes my explanation of the financial report for the fiscal year ended March 31,2024. 

I will continue with an explanation of our growth strategy. 

Please go to page 21. In our mid-term management plan, we are promoting three growth strategies: 
strategies for emerging countries, strengthening existing businesses, and expanding new businesses. 
Here we explain topics related to these growth strategies in the fiscal year ended March 31, 2024 
and our efforts for the fiscal year ending March 31, 2025. 
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Please go to page 22. 

First, with regard to our strategy for emerging countries, we have strengthened our sales activities in 
India, Brazil, and the Middle East and Africa region, which we call META. As a result, we achieved 
growth of 33%, 30%, and 17%, respectively, in the fiscal year ended March 31,2024. 

India and Brazil, in particular, are expected to achieve the goals of the medium-term plan nearly one 
year ahead of schedule. In order to achieve further growth in these regions, we are building a new 
plant in India, and construction is progressing well, with completion due by the end of the fiscal year 
ending March 31,2025. 

In addition, we have established customer training centers in Brazil and Turkey to serve as regional 
centers. In the fiscal year ending March 31,2025, we will continue to promote growth in these regions. 



 
 

 

 
14 

 

 

Please go to page 23. 

Next is reinforcement of existing businesses. 

First, in the hemostasis field, under a mutual supply agreement with Siemens, we completed setting 
up a structure to launch our own brand in the Americas and Europe and started sales activities in 
April 2024. This doubles the size of SYSMEX's target market. Furthermore, we believe that the 
addition of sales of reagents with high profit margins will improve profitability. In addition, since the 
customers for hemostasis and hematology are the same, we will promote efficient sales activities by 
fully utilizing the strengths of the services and support we have cultivated in hematology and the 
advantages of a system that combines hematology and hemostasis which has already been 
developed and has been well received. 

Based on the above, we expect the hemostasis field to be a pillar of growth in the fiscal year ending 
March 31,2025, with revenue growth of about JPY10 billion. 
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Please proceed to page 24. 

Next, in the immunochemistry field, last year we concluded a basic business alliance agreement with 
Fujirebio Holdings, Inc., agreeing to multifaceted collaboration in research, development, production, 
clinical development, and sales in the field of immunochemistry. Under this agreement, we will 
accelerate the development of items, including the creation of a panel of Alzheimer's tests, and 
promote the global expansion of the immunochemistry field. 

In Life science in order to turn it into a large profitable business, we will promote the global 
development of OSNA and PCR, achieve profitability through selection and concentration of liquid 
biopsy technologies, and expand the business through collaboration with other companies. 



 
 

 

 
16 

 

 

Please go to page 25. 

The third strategy is the expansion of new business, the medical robotics business. 

As mentioned earlier, 55“hinotori”units have been installed, including at major university and core 
hospitals throughout Japan. We expect to expand sales meetings to include affiliated hospitals in the 
future. In addition, respiratory surgery has now been added as an expanded area of application, 
covering more than 90% of all robot-assisted surgeries. We will complete the market-fit type of 
development we have been doing, which was based on customer requests, and move into 
development that capitalizes on hinotori's strengths. 

We have also released forceps that can be used 20 times, and we will now enter the phase of profit 
generation. Furthermore, last year we obtained approval in Singapore. We are expanding globally, 
first in Asia with Singapore as a starting point, then in Europe, and finally in the Americas. 
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Please go to page 26. Based on the above, this is our forecast for the fiscal year ending March 
31,2025 . 

Please proceed to the page 27. 

The Company plans on sales of JPY510 billion in the fiscal year ending March 31,2025. Exchange 
rates are assumed to be JPY147 to the dollar, JPY158 to the euro, and JPY20.4 to the yuan. 

The main factors for sales growth include the full-scale global rollout of the XR-series, the start of 
direct sales in the hemostasis field in Europe and the United States, strong demand in the Americas, 
and substantial growth in emerging countries, especially India, providing abundant growth 
opportunities. 

The cost ratio is planned to improve by 1 percentage point from the fiscal year ending March 31,2025. 
This will be achieved through continued cost reductions, as well as easing of transportation costs, or 
through sales of hemostasis reagents in Europe and the United States. 

SG&A expenses are expected to increase due to continued investment in internal digitalization and 
human capital for the future, as well as expenses associated with sales growth. In particular, we 
expect digital investment to increase expenses by about JPY4 billion year on year. 

Although we plan to increase R&D expenses by about 10% compared with the previous year, we will 
control them appropriately through further selection and concentration and by pivoting developments. 
Although there was an impairment loss in the current fiscal year, we believe that this figure is 
achievable because without it, operating profit would have been around JPY80 billion. 

Regarding the balance between H1 and H2, we are placing more emphasis on H2 in terms of 
operating profit. For example, in the hemostasis field, sales and profits are planned to be larger in H2 
because sales activities will take place in H1 and reagent sales, etc., will expand in H2, resulting in 
higher profits. 
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Please go to page 28. 

For your reference, we show here the management plan figures by business and region for the fiscal 
year ending March 31,2025. We expect double-digit growth in hematology. This growth is due to the 
XR-series, locally produced goods in China, etc. In particular, we will aim to further expand the 
hemostasis field. 

In terms of regions, we expect significant growth in Asia-Pacific, with particularly strong growth in 
India. 
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Please go to page 29. 

Lastly, we come to dividends. 

For the fiscal year ending March 31,2025 we plan to increase the dividend by JPY2 to an annual 
dividend of JPY30. On a pre-stock split basis, this represents an increase of JPY6 per share. 

That concludes the explanation. 

Thank you for your attention. 

I will now hand over to Mr. Tachibana. 

Tachibana: My name is Tachibana. I would like to explain our approach of management initiatives 
that are conscious of capital costs. 

 

Please see page 31. 

First, I would like to explain the basic concept behind the direction of these efforts. 

We believe that it is important for management that is conscious of the cost of capital to be established 
within our organization with a sense of conviction from the perspective of contributing to our 
sustainability management, not to mention meeting the expectations of society, so we will be 
conscious of making it as simple as possible to fit our company's characteristics. 

The direction of the project is described on the right. The first is the introduction of ROIC sensitivity 
management, and the second is the enhancement of strategy and investment balance management. 
In our case, we have several business fields, including hematology, but since we are essentially a 
single business, i.e., Diagnostics, the method of looking at ROIC for each business field is not suitable. 
Therefore, we have introduced ROIC sensitivity management for ROIC, and our approach is to take 
proactive improvement actions for drivers that have a large impact on improving ROIC. 
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On the other hand, with regard to the investment balance by business field, we have been making 
management decisions based on a comprehensive view of the balance between strategy and 
investment. 

An overview of each is provided on the following pages. 

 

Please see the next page, page 32. 

Before explaining the first point of introducing “ROIC sensitivity management,” I would like to explain 
our ROIC trends. 

The graph on the left shows the changes in NOPAT, invested capital, and ROIC over the past five 
fiscal years. As you can see, ROIC for the last several years has been around 13% to 16%, which is 
above the WACC, but invested capital has increased due to an increase in working capital as a result 
of business expansion and an increase in intangible assets due to investments for the future. These 
investments for the future, such as the expansion of direct sales and business in emerging nations, 
and internal digitalization, have been increasing, and we believe that they will steadily take effect in 
the future. 



 
 

 

 
21 

 

 

Please see page 33. 

ROIC sensitivity management will be introduced to improve ROIC over the medium to long term. 

Although we have naturally conducted improvement activities for each of the main drivers of ROIC 
tree development, traditionally, we have not related their impact on ROIC. The table on the right 
shows actual YoY change in the main ROIC drivers, with the top rows showing drivers that had a 
positive impact on ROIC and the bottom rows showing drivers that had a negative impact. 

The ROIC sensitivity management to be introduced this time differs significantly from the previous 
system in that the relevant organizational divisions will break down the main drivers into elements 
according to the characteristics of each driver, and actively work on improvements with an awareness 
of the impact on the ROIC. 

Of course, the characteristics of each driver vary greatly, and it is important to consider whether or 
not it is appropriate as a key driver for us to work on. Based on the results shown in the table on the 
right, we will hold thorough discussions with the organizational divisions related to each driver, identify 
the key drivers to be actively addressed, and take actions that will lead to improvement in ROIC. 

We hope to be able to present the ROIC results and the results of the major drivers in some 
appropriate form when we announce our full-year financial results in the future. 

At this time, we are not disclosing specific ROIC targets, but from next fiscal year onward, when we 
are able to actively take planned actions for key drivers, we will consider disclosing the ROIC levels 
we are aiming for in the medium to long term. 
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Please go to page 34. 

This section describes the reinforcement of “management that balances strategy and investment.” 

As shown in the figure on the upper left, we have been making management decisions based on a 
comprehensive view of past and future strategies and investments in each of our business fields, 
including the output we aim for and the balance with other investments. In order to further enhance 
this process, we have decided to add a common indicator for all business fields, the “return on 
investment multiple,” to visualize the results. 

The return on investment multiple is an indicator that looks at the ratio of output to input in the subject 
area. As shown in the figure below left, the output in the numerator is the average of the gross profit 
for the last two fiscal years, and the input in the denominator is the average of the business costs for 
the last five fiscal years. Business costs will be calculated using the sum of various direct costs and 
investments, as written in the note. 

In our case, it takes on average three to five years from the start of development of a new product to 
obtaining regulatory approval and introducing it to the market, so our most recent business returns 
are based on the idea that it is appropriate, without much discrepancy, to view them as the result of 
our investments over the past five years. 

Since our business is essentially a single business of diagnostics, with many organizations common 
to all business areas, including our global sales and service organization, it is not appropriate to look 
at ROIC for each business area. However, in order to visualize the return on investment in each 
business area using a common indicator, we decided to use an indicator called the return on 
investment multiple. 

The upper right graph shows the return on investment multiple for the last five fiscal years for all 
business areas in total. Since the fiscal year ended March 31,2021 which was affected by the COVID-
19 pandemic, it has been rising for the last three terms, showing that return on investment in 
business areas is increasing. 
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To show what it looks like, the graph on the lower right shows the return on investment multiples for 
each sector, with a comparison of the two most recent fiscal years. Different sectors have different 
markets and regions that we target, and market potential and our positioning are also different. In 
other words, depending on the field, there are differences such as Europe and the US not handling a 
service yet. 

Naturally, the stage of business is different, and the scale and timing of investment in new product 
development differs from field to field. Therefore, we believe that it is not appropriate to make short-
sighted judgments of good or bad based solely on return on investment multiples or short-term 
fluctuations. However, by using this common indicator of the return on investment multiple for each 
field, it becomes easier to discuss the positioning and strategy differences among the different fields, 
future issues, and investment balance. 

In any case, we have been taking on various challenges for the future, and we will make 
comprehensive management decisions based on strategies and plans for the future, our outlook for 
necessary investment and return, and an overall view of other areas as well. We will further 
strengthen the efforts we have made to date. 

We hope to be able to present this return on investment multiple in some appropriate form in the 
future when we announce our full-year financial results. 

This concludes the explanation. 

[END]  

 


