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 Financial Results Briefing for the Fiscal Year Ended March 2020 
and Second Mid-term Management Plan Announcement 

I am Sawaoka, Senior Executive Officer of SINANEN HOLDINGS CO., LTD. 

I would like to explain about the financial results for the 86th fiscal year ended March 31, 2020 and 
the outlook for the 87th fiscal year ending March 31, 2021. 
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For the financial results for the fiscal year ended March 31, 2020, net sales decreased 3.1% YoY to 
JPY237 billion, due to a decrease in sales volume caused by the warm winter and a decline in crude 
oil prices and propane CPs. 

On the other hand, operating profit increased 38.5% YoY to JPY2.4 billion, having no impact of 
inappropriate accounting treatment as in the previous fiscal year. 

Profit attributable to owners of parent increased 88.2% YoY to JPY2.9 billion as extraordinary income 
of JPY3 billion was recorded, mainly due to gain on sales of investment securities, gain on business 
transfer, gain on sales of non-current assets, and other factors. As a result, ROE improved from 3.4% 
to 6.3%. 

Despite a significant increase in net income, notes and accounts payable-trade decreased due to a 

change in market conditions, which outweighed a decrease in notes and accounts receivable-trade. 

In addition, inventories increased, due to the construction of a solar power plant, resulting in a 

significant decrease in free cash flow. 
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Looking at net sales by segment, both B2C business and B2B business decreased compared with the 
same period of the previous fiscal year. 

Meanwhile, in the non-energy and global business, there was an increase from the same period of the 
previous fiscal year, mainly in the bicycle business and the building maintenance and management 
business. 
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By segment, operating profit increased in both B2C business and B2B business. 

In the non-energy and global business, the size of the loss narrowed. 

Segment income adjustments decreased from JPY1.2 billion to JPY900 million, due to expenses 
incurred by the special investigation committee in connection with inappropriate accounting practices 
in the previous fiscal year, new businesses such as shared offices, and office rents associated with 
the relocation of the head office building. 
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Despite an additional provision for allowance for doubtful accounts related to inappropriate 
accounting practices in the previous fiscal year, net income increased significantly by 88.2% YoY, due 
to a gain on sales of investment securities, a gain on step acquisitions related to MIKAWA-
SHINAGAWA-NENRYO Co. Ltd., and a gain on sales of insurance business in line with the selection 
and concentration of businesses. 
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Cash flow from operating activities decreased by JPY4.6 billion YoY, mainly due to a decrease in notes 
and accounts payable-trade resulting from changes in the market, which outweighed a decrease in 
notes and accounts receivable-trade, despite a significant increase in net income and an increase in 
inventories associated with the construction of a solar power plant. 

Cash flow from investing activities increased by JPY200 million YoY, mainly due to proceeds from 
sales of investment securities and business transfers. 
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The balance sheet showed a slight decrease in total assets, but the equity ratio increased from 51.6% 
at the end of March 31, 2019 to 53.1% at the end of March 31, 2020, continuing to maintain a sound 
balance sheet. 
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Next, I would like to explain our earnings forecasts for the 87th term ending March 31, 2021. 
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The 87th term ending March 31, 2021 is the first year in the Second Medium-Term Management Plan, 
and we anticipate declines in crude oil prices and propane contract prices to continue from the 
previous period, and we expect a decline in net sales. 

We also expect operating profit, ordinary profit, and net income to decline due to upfront investments 
in South Korean wind power generation and new micro wind turbine business in B2B business. 

In order to increase asset efficiency, the Group will select and concentrate its businesses and utilize 
idle assets. However, the impact on profit and loss is not anticipated at this point, and is not reflected 
in the forecasts. 

As it is difficult to accurately forecast the timing of the settlement of COVID-19 situation, the impact 
of COVID-19 is not reflected in the above forecasts. We will promptly disclose any necessary revisions 
to our earnings forecasts in the future. 
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Regarding operating profit in B2C business, we expect to increase costs by investing in LPWA 
installations aimed at improving the efficiency of meter reading and other services and investing in 
customer management systems. However, we expect operating profit to increase overall by increasing 
the number of customers through the development of new customers for LP gas and kerosene, the 
acquisition of goodwill, and M&As. 

In particular, we plan to increase the number of customers centered on electricity while strengthening 
sales of bundled LP gas, kerosene, and electricity. 

In B2C business, the deployment of LPWA is one of our most critical strategies. We aim to reduce not 
only meter reading costs, but also logistics and safety costs. In addition, we will strengthen sales in 
non-energy fields through the development of specialty stores for the wet area renovation. 
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Operating profit in B2B business is expected to decline, due to higher expenses resulting from upfront 
investments in the South Korean wind power generation business and the new micro wind turbine 
business, as well as lower margins in the petroleum and gas business. 

Over the medium- to long-term, we will secure earnings from B2B2C businesses in the petroleum 
business, such as the delivery of kerosene in collaboration with home improvement stores and others 
and direct delivery of diesel oil to construction sites. At the same time, we will expand our lineup of 
environmentally friendly, low CO2 emissions electricity menus, which we expect to sell at high unit 
prices, and thereby increase earnings. 

We will also focus on the further development of renewable energy businesses overseas and the early 
commercialization of the new micro wind turbine business. 
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With regard to operating profit in non-energy and global business, we expect labor costs to increase 
in line with improvements in the labor environment, such as a rise in wage unit prices and an increase 
in holidays in the building maintenance and management business in particular. However, we aim to 
achieve a surplus by strengthening profitability and improving operational efficiency in our existing 
bicycle-related business and other businesses. 
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Finally, the Company's shareholder return policy remains unchanged in terms of its basic policy of 
providing stable dividends. We will continue to target a dividend payout ratio of 30% or more. 

In the year ended March 31, 2020, dividends per share were JPY75. The dividend payout ratio was 
27%, reflecting an increase in net income per share due to one-time extraordinary gains, as well as 
planned investments in the share cycle business, the wind power generation business in South Korea, 
and the new micro wind turbine business. 

For the year ending March 31, 2021, we anticipate a return of JPY75 per share, which is expected to 
result in a payout ratio of 54%. 

We will complete the full-year financial results explanation. Thank you very much. 
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I’m Yamazaki, President and CEO of SINANEN HOLDINGS CO., LTD. Thank you for taking your time 
for the meeting today. 

Originally, we should invite all of you to the venue to speak directly, but unfortunately, we are holding 
a video meeting under the current circumstances. Thank you very much for your understanding. 

Today, I will explain the three-year Second Medium-Term Management Plan that we announced today. 
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We have adopted the slogan, "Challenging New Worlds with Big Sky Thinking." 

The external environment is changing so greatly that it is called the "Fourth Industrial Revolution." In 
the COVID-19 situation, the changes in external environment are accelerating, including work style 
reforms, and we need to deal with such changes. If trapped by stereotypical views, we cannot cope 
with these changes. 

In order to celebrate our 100th anniversary in 2027, we formed this slogan as a symbol of boldly and 
innovatively challenging the following three worlds without being trapped by stereotypical views: the 
world where employees voluntarily take on challenges; the world where they respect different values, 
including different human resources; and the world where the profit structure has transformed. 
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Today, I will explain the Second Medium-Term Management Plan in detail, following a review of the 
First Medium-Term Management Plan and our Group's mission and values. 
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The quantitative targets and results of the First Medium-Term Management Plan are as shown.  

We targeted operating profit of JPY4.8 billion and ROE of at least 6%, with the aim of raising the profit 
ratio of the petroleum and gas business to non-petroleum and gas business from 8:2 to 6:4. 
Unfortunately, however, we were unable to achieve the operating profit goal and reform of our profit 
structure. 

Operating profit fell short of the initial plan mainly due to upfront investment in the development of 
new businesses in order to reform the profit structure, ongoing declines in energy consumption due 
to population movements accompanying population decline, unexpectedly warm winter and labor-
saving of equipment, as well as delays in projects originally planned. 

With regard to ROE, we achieved 6.3% as a result of recording an extraordinary gain due to improving 
the efficiency of our assets, including gains on the sale of investment securities, gains on the sale of 
real estate, and gains on the sale of the insurance business, as well as the selection and concentration 
of businesses. 
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In the First Medium-Term Management Plan, we implemented six measures. The following is a 
description of our initiatives and future challenges. 
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Our mission and management philosophy are as described, "contributing to the comfort of the lives of 
all customers in the region through energy, housing, and lifestyle services." No change was made.  
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Our Group's values are shown in its corporate motto: trust, progress, and joy. We will place great value 
on this motto, as this should be universally accepted by employees in this era of change. 
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Next, I would like to talk about the Second Medium-Term Management Plan. 

The Second Medium-Term Management Plan is positioned as a milestone toward the 100th 
anniversary of the Company's founding in April 2027. In the First Medium-Term Management Plan, 
we made progress in choosing and concentrating our operations, such as selling and withdrawing 
operations, as part of our evolution into a comprehensive energy service company group. We also 
started improving capital efficiency by selling idle assets and low-operating assets. 

In the Second Medium-Term Management Plan, we will set this as a period for establishing a 
management foundation for rapid growth under the Third Medium-Term Management Plan, and 
further promote selection of existing businesses and assets in order to improve capital efficiency. We 
will also cultivate and implement new businesses through aggressive investment, including M&As, 
while striving to contribute to steady earnings from new businesses currently underway. 

Specifically, the following pages provide explanations. 
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The Second Medium-Term Management Plan sets the following three qualitative goals as a basis for 
continuing rapid and sustainable growth in the third Medium-Term Management Plan. 

The first is improving capital efficiency. The second strategy is to invest in achieving sustainable 
growth. The third is to change the attitudes, customs, and behavior of employees. Beginning on the 
next page, we will explain these individually. 
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First of all, we need to improve capital efficiency. In order to increase capital efficiency, we will strive 
to improve profitability and asset efficiency. In existing businesses with low profit margins, we will 
review our strategies, improve efficiency, and improve profitability. 

We will withdraw and sell inefficient businesses where there are no signs of improvement. We will 
build a highly profitable and capital-efficient business structure by effectively utilizing or selling idle 
and underutilized assets and concentrating these funds on highly capital-efficient businesses. 
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The next step is to invest in achieving sustainable growth.  

Regarding investments in existing businesses, we will advance investments to solidify our position in 
the industry, including M&As to strengthen our earnings base and M&As to expand the scale of our 
building maintenance and management business. 

Investments for growth include ongoing investments in the share cycle business, investments in 
renewable energy businesses overseas, and investments in new micro wind turbine-related 
businesses. We expect to develop new businesses in co-working spaces and see/saw. 

Investments in sophistication of business and operations and in efficiency improvement include core 
systems that enable the timely acquisition of management information and IT investments for DX. We 
will also invest in LPWA for more efficient and sophisticated B2C. 
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The third challenge is to change employees' attitudes, customs, and behavior. The growth of a 
company cannot be achieved without the growth of its employees. This will become even more 
important in the period of social change. Reforming employee attitudes and behavioral patterns are 
the essence of growth. 

The corporate culture reform project was launched in April 2020. This project consists of three 
measures. First, to improve our corporate culture and corporate structure, we will more strongly reform 
the consciousness of individuals and organizations. 

The second is to promote work style reforms that enable employees to experience the joy, which is 
one of the values of our Group. 

Third, we will enhance our training system to develop diverse human resources, promote them 
diversely, and assign them to their right positions. By promoting these initiatives in a trinity, we will 
build a solid organizational structure capable of sustainable growth. 
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To meet the expectations of shareholders, we have set ROE as an indicator of our second medium-
term quantitative target. In FY2022, the final year of the Second Medium-Term Management Plan, we 
will establish a business structure that can sustainably generate ROE of at least 6%, and in the Third 
Medium-Term Management Plan, we will aim to create a structure that can generate even higher ROE. 

Although ROE of 6% may be criticized for being too low, B2B's gross operating income, which is the 
mainstay of our earnings structure, is a fixed amount that is not linked to sales. The petroleum division 
accounts for approximately 60% of sales, and there was a slight improvement last year. Nevertheless, 
its operating profit is still 0.8%. This is why our ROE is lower than other companies. In order to improve 
ROE, it is essential to reform our profit structure. 
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Next, I will explain the strategies and measures that each business segment will implement in order to 
achieve the qualitative and quantitative targets of the Second Medium-Term Management Plan. 

This section explains the strategies and measures for energy wholesale and retail-related businesses. 

In the petroleum & gas business, it is important to maintain a high market share amid a shrinking market 
and declining unit consumption in the fast aging society with declining birthrate. To this end, we will 
aggressively pursue M&As of gas companies in the same industry, and not only M&As, we well also switch 
to in-house operations. 

In addition to these expansions, we will invest to streamlining IoT-related businesses such as LPWA, to 
establish a highly profitable business structure. 

In the electric power business, we have been expanding sales of MELIFE DENKI, and we will promote 
bundled sales of electricity to customers of gas and kerosene. In addition, we intend to promote the sales 
of MELIFE DENKI by utilizing our registered stores and distributor systems. 

In the home and life businesses, we will increase the number of specialty stores for the wet area renovation 
in the Kanto area, thereby expanding the number of customers and deepening ties with existing customers. 

We are also introducing a system that utilizes our customer management system to provide services that 
meet customer needs in a timely manner. 

In addition, we will expand real estate-related services, including the provision of management services to 
the growing number of vacant houses, and develop a variety of businesses rooted in local communities. 
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The energy solutions business, which is a B2B business, includes SINANEN CO., LTD. and SINANEN 
SEKIYU CO., LTD. In the petroleum business, we will strengthen our home delivery business for 
kerosene in cooperation with local home improvement stores. 

In addition, we will strengthen sales of diesel oil to construction sites and aim to improve profitability 
by expanding into downstream markets. We will strengthen sales by redeveloping the OIL SQUARE, 
which is a wholesale base for petroleum products in each region, and developing new bases. 

In the power, PV, and facilities business, we worked to retain customers by creating a balancing group 
for electric power sales, and also made a menu of environmentally friendly, low CO2 emissions electric 
power. 

As I will explain about new businesses later, we will participate in a large-scale wind power generation 
project in South Korea, invest in renewable energy businesses overseas, such as wind and hydro 
power, and actively sell new micro wind turbine-related businesses, including overseas expansion. 
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Non-energy business and global business. In the bicycle retail business, DAISHARIN will work to 
improve profitability under a new store strategy. We will also develop new private brand bicycles to 
provide attractive products to our customers. 

In the share cycle business, we will set up target areas with high use frequency in the installation of 
stations, and will improve the efficiency of operations there. We will cooperate with local governments, 
convenience stores, real estate companies, railway companies, and other companies to provide 
customers with more convenient services. 

In the environment & recycling business, we will secure profits by ensuring stable operation and 
efficiency of the wood scrap recycling center in Chiba city and Shiraoka city, Saitama prefecture. 

Wood chips processed at recycling centers are used as fuels for biomass power generation, and we 
are currently developing new businesses such as biomass fuels. 
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Next, in the systems business, we will improve the quality of existing businesses to secure stable 
profits and promote the development of new businesses in the network field. 

In the antimicrobial business, we will take advantage of the tailwind provided by COVID-19 situation 
to expand the production capacity of antibacterial agents and promote the development of lead-
absorbent agents. At the same time, we will restructure our sales structure in all fields and expand 
sales in Japan and overseas. 

In the building maintenance and management business, we aim to expand our business scale by 
M&As and other means, mainly in the Kanto area, and will provide comprehensive solutions for 
apartments. 

In addition, we will expand our business field of facilities construction, management and maintenance, 
and integrate them into the buildings segment for further growth. 

In addition, for the air-conditioning management business in SINANEN FACILITIES Co., Ltd., we are 
acquiring new subcontractors, newly constructing central air-conditioning, and expanding the scope 
of maintenance services. 
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We will now introduce our hot business in the Second Medium-Term Management Plan. 

The wet area renovation specialty stores business is developed by MELIFE Co., Ltd., in the B2C 
business. This business was launched by expanding the renovation business with the aim of 
strengthening profitability in non-energy fields. Currently, we opened two new stores in Sagamihara 
city and Koshigaya city, and plan to open three new stores in FY2020. 

Looking ahead, we will increase the number of complex stores, with energy stores to 20 in the Kanto 
region, and aim for sales of JPY4 billion in the renovation business. Furthermore, we are considering 
the development of franchises. 



33 
 

 

 

The following is a large-scale South Korean wind power generation project in which SINANEN CO., 
LTD., a B2B company, participated. 

The 90-megawatt large-scale onshore wind power generation business begins operations in 2020 and 
commences commercial operations in the second half of FY2021. It is a renewable energy business 
that sells to large-scale power generators at long-term fixed prices. 

This project is our first overseas renewable energy business, and it will play a major role in the 
challenge of becoming a global comprehensive energy services corporate group. With this project as 
a foothold, we will further expand our renewable energy business and SDGs investment abroad. 
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The new micro wind power-related business is also being developed by SINANEN CO., LTD., a B2B 
business at the core. 

It is an epoch-making technology in terms of power generation efficiency, silence, and safety, and 
attracted considerable attention at exhibitions. In February this year, we established Sinagy Revo Co., 
Ltd. to develop, design, manufacture, sell and maintain new micro wind turbines. 

In addition to power generation using a new micro wind turbine, it is also equipped with security 
cameras, LED lighting devices, Wi-Fi and other communication facilities to provide multi-purpose use 
and respond to BCPs. We have already received inquiries from several overseas companies and plan 
to begin full-scale sales during FY2021. We will continue to make proposals to local governments, 
hospitals, and real estate companies. 

Overseas demand is expected to be high, and we are also considering global expansion. 
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The fourth of our focus business is the share cycle business in SINANEN MOBILITY+ Co., LTD. 

Using a system provided by a SOFTBANK Group company, the DAICHARI brand offers an electric 
assist bicycle sharing service. 

As a last-one-mile means of transportation, it is used mainly in Tokyo and three prefectures, 
Kanagawa, Chiba and Saitama. Currently, its stations are mainly set up at three convenience store 
companies, local governments, and major transportation stations. As of the end of March 2020, the 
Company had approximately 1,200 stations and more than 6,000 electric-assisted bicycles. As a result, 
it has grown into the industry leader of share-cycle business. 

The COVID-19 emergency state has resulted in a sudden increase in awareness and an increase in 
the number of registrants every day. In MaaS, as a short-range mobility, it is expected to grow in 
collaboration with other forms of transportation. 
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The final area of interest is the share office business. 

We opened a shared office, see/saw, to create new businesses using the former headquarters building 
in Hamamatsucho. We will support startup companies and take on the challenge of creating new 
businesses. 

See/saw is also planning to hold events such as new business contests and business matching, and 
we expect it to become a base for communicating our innovation. 

We are also currently conducting demonstration tests for a new business based in this area. 
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We will actively respond to ESGs and SDGs. 

First, concerning ESG. In terms of environmental measures, we have established a large number of 
solar power plants, and have begun sales of low CO2 emissions electricity. Through these and other 
measures, we are working to speed up our response to the decarbonization of society. In addition to 
manufacturing and sales of wood-based waste biomass fuels, the Company's share cycle business 
provides environmentally-friendly and healthful services as a one-mile transportation system. 

In society, we have sponsored the “ITSUMO ARIGATOU essay contest” 13 times since it was launched 
in 2007. This year also, we have begun accepting application for the 14th essay contest. Last year, we 
received about 39,000 applications. 

In addition, we are engaged in social activities such as holding the MELIFE West Japan Youth Soccer 
Convention and Takara Building Maintenance cleaning walking. 

Finally, concerning governance. In order to strengthen internal auditing functions, we consolidated 
the Group's internal auditing functions and increased the number of members for internal auditing. In 
addition, we actively recruited outside specialists to advance our internal auditing in terms of both 
quality and quantity. 
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The Group is promoting initiatives to realize a sustainable society. We have listed the main activities 
and corresponding SDG items, so please refer to them. 
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I would like to explain our policy on shareholder returns in the Second Medium-Term Management 
Plan. 

We consider the return of profits to shareholders to be our most important management policy, and 
we will return profits to shareholders in a stable manner with a target consolidated dividend payout 
ratio of 30% or more as our basic policy. 

Under the basic policy described above, in order to respond to the current unstable economic 
recession, we place top priority on stabilizing financial base and securing financial capacity to respond 
to contingencies. At the same time, we will actively invest to expand our business domains. We will 
also consider additional returns to shareholders, depending on the situation. 
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I would like to thank you for watching our explanation on the Second Medium-Term Business Plan 
today. 

We sincerely apologize for not being able to accept your questions. If you need anything, I would 
appreciate it if you could contact us using the contact information listed. 

Thank you very much for watching. 

[END] 


