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Presentation 

 

Murai: I would now like to report the financial results at the end of Q3. 

First of all, I would like to take a look at the consolidated operating results. 

There was an increase in sales due to strong sales of haircare products in Japan and overseas, and also very 
good sales in South Korea and the US, which drove the growth. However, due to the high cost of raw materials 
and the write-down of Elmista, the profit for the period unfortunately saw a decrease. 
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The factors behind the YoY changes in operating income are summarized on this page. 

Operating income for the previous fiscal year was JPY5,662 million. First of all, there is an increase in sales, 
and there is also an increase in gross profit due to this increase. 

Regarding the decrease in profit, besides the write-down of Elmista, expenses also include increased costs 
related to the holding events, increased personnel expenses due to the raise of base salaries, and increased 
travel and transportation expenses due to more active activity. As a result, the operating profit for FY2023 Q3 
was JPY3,416 million. 
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I think things are going extremely well for our haircare products. In terms of percentage change, this is an 
8.2% increase, which is where we are moving in line with the revised plan. 

Premium Brands continue to perform well, with an increase of 14.7%. 

I understand that the registered members of milbon:iD are increasing steadily, and the number of registered 
salons is also increasing. As for EC sales, I think we can say we are in course of the projected path for this year. 
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Let’s turn to the status of our new Premium Brand products. This time we have released these products. In 
particular, we believe that the Inmmetry is doing well. 
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As for new Professional Brands products, I think we can say without a doubt that these products are also 
performing well. 
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Then, we have the Premium Brand Aujua. As for the brand, both the number of touchpoints and sales volume 
increased by 10%, so I hope you can see that we continue to do very well. 
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Then we have Global Milbon. This brand is also available overseas, and the number of touchpoints is increasing, 
especially in the US. The number of touchpoints increased by 19.1%, and the sales volume increased by 24.3%, 
showing high growth. I think the US is doing particularly well. 
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Next is the hair coloring products. This area was affected by inventory adjustments by many distributors this 
fiscal year, but we believe that this is coming to an end. 

We have launched Ordeve Crystal High Bright among our new products, which is doing well. 

As for overseas hair coloring products, the YoY increase was 7.8%, which we see as a steady growth as well. 
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Then next is the organic Villa Lodola. You can come back to this later, but I think we can say that it has been 
steady and strong. 
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This is a new product. You can come back to this later. 
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Let’s see the cosmetics. This category secured a 7.7% increase in sales over the previous year. Although it is a 
little short of our plan, I feel that we are getting better and better, and that our product reputation is growing. 

We have launched Im, new cosmetics brand for distributor delivery, and I think it is also doing relatively well. 
I think more time is needed, but I think this is a promising area. 
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This is the status of our new cosmetic products. You can come back to this one later, too. 
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Now, the iMPREA brand. This is also the same. We expect that it will do well. 
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Let’s look at the status of the other category, Elmista and Alanous. This is a new business, and it is not an easy 
one, but I hope you can see how the numbers are trending. 
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We have also included the trends in capital expenditures. It includes our plan for this fiscal year, and I think 
things are going fairly well. 
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Then, these are the trends in Fieldpersons. They are shown by country. The number is also gradually increasing 
in each country, and I think we can say that things are going relatively well. 
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Let’s look at domestic and overseas net sales. In Japan, sales increased by 3.1%. Overseas sales increased 
13.3%, or 8.5% excluding the effect of exchange rates. 

As I mentioned earlier, the US is doing very well and growing significantly. 
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Then, this is the domestic and overseas operating income. As I mentioned earlier, domestic operating income 
declined significantly. 

Overseas profits also declined, but since we had anticipated an increase in expenses in South Korea, where 
profits are high, due to increased sales activities in the current fiscal year, we hope that the results were 
generally in line with our plan. 
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I will briefly explain the situation overseas. Global Milbon, which accounts for 80% of the sales of MILBON 
USA, is doing very well. Training sessions and events for distributors and hairstylists are showing a positive 
effect. We are also earning enthusiasts of SOPHISTONE, our hair coloring products. 
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As for China, I think there is no doubt that the market is becoming very difficult at the moment. In this context, 
we believe that Milbon is doing quite well. 

I don’t think we have exact figures, but we have heard from local people that perhaps manufacturers other 
than Milbon are seeing their sales decrease, so I think we are doing very well. 
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Let’s look at South Korea. Gray color products are doing well here. I would also say that Global Milbon haircare 
products are also expanding steadily with the help of our distributors. 
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We have also issued a revised forecast of our financial results. Unfortunately, we must admit that sales of hair 
dryers did not perform as expected, and although we had set a revised target of JPY300 million for this fiscal 
year, we reduced the amount to JPY120 million.  

We also considered various options for Elmista, but we had no choice but to post a write-down of JPY900 
million. 
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We have reviewed the revised target due to variable factors of operating income. The revised target of JPY7,35 
0 million has been renewed to JPY6,000 million. This is solely due to the decrease in sales of Elmista and the 
write-down. They are the only variable factors for this revision. 

Sato does not usually speak for Q3, but I will ask him to discuss the dryer business and Elmista in detail. Please. 

Sato: My name is Sato. Thank you very much for your continued support. 

As just mentioned, I usually don’t speak at Q3, but since Elmista has suffered a major impairment this time, I 
would like speak to explain how this happened properly and our determination. 
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First of all, I think the biggest factor that caused the gap from the target in the dryer business is basically a 
miscalculation in setting the sales target. 

What I mean by that is that our unique technology of atomizing beauty serum, which exactly constituted the 
product’s strength, was highly evaluated at the testing stage. We were overconfident that this could be quite 
sensational. 

The other thing is our signature brands: Aujua and Global Milbon to be put in the beauty serum. The brand is 
strong, especially with Aujua. Under such circumstances, we became overconfident with the brand and 
product power and believed we could expect great sales volume, while forgetting that we were selling hair 
dryers for the first time. I believe this is the major factor. 

So, why the JPY900 million impairment? As explained earlier, our unique technology of atomizing beauty 
serum took more than six months to manufacture from order placement to procurement of parts and 
materials, and production. This resulted in an overconfidence in our initial sales plan, and we ended up with 
a large inventory. 

As I mentioned in the interim briefing, there were issues to be addressed regarding how the products would 
be used after being delivered to beauty salons and how to create a sales flow line, which we believe we did 
not fully plan out even though it was our first time to sell hair dryers. But above all, sales targets were all that 
mattered. The miscalculation was the biggest factor and led to a large impairment. We will properly review 
how this happened and develop a system to prevent a recurrence in the future. 
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In Q3 of the year, we are working in cooperation with salons to prepare for the year-end sales season. Some 
salons like it very much and recommend it to their customers. We plan to collect successful cases of such 
salons and the type of counseling services they provide to their customers, so we can utilize them for Q4. 

In Q4, we plan to establish a rental service system to encourage as many customers as possible to use our 
products, and we also plan a pop-up store in Panasonic Beauty OMOTESANDO, as well as offer complimentary 
Airconc cartridges as part of our year-end promotion for customers who purchase a hair dryer. Like this, we 
plan to set a certain goal by the end of the year as to how to sell them in the future. 
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Then, based on the results of the year-end sales, we will develop a new strategy for the next year. We have 
impaired about 53,000 units this time, which amounted to about JPY900 million, but we still have inventory. 
We will make sure that we will sell them properly. 

Among leave-in treatment products, we offer Elujuda, the best-selling leave-in treatment, in addition to Aujua 
and Global Milbon. We plan to add the Airconc cartridge of this. 

The Airconc and the dryer unit will be promoted to 40,000 customers and salons that use Elujuda, as compared 
to 16,000 salons that use Aujua and Global Milbon. Then, the access could be expanded from 16,000 
touchpoints to 56,000 touchpoints. 

In addition, since Elujuda is delivered by distributors, we will work with distributors to make proposals to 
salons for future sales. 

We will also create and try a rental service system at the end of the year and develop further next year. 

In this situation, we try to land at JPY120 million this year, and we are aiming to exceed this year’s figure by 
next year, and we will continue to create the market for the future without giving up. 

It is of course important to make the impairment happen early this time. As you are all aware, Milbon will 
operate under a new structure from the next fiscal year. I have come to a conclusion that I should not leave 
any negative legacies on the new system and have decided to make this happen this Q3. 
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As for the significance of our efforts in a new business, as you all know, the decline in the population is 
significant in terms of our beauty and hair business. It truly shows the size of the market. It is said that by 2030 
the population decline will be roughly 5% of the current figure, and some estimates suggest that by 2050 the 
population will be less than 100 million. 

For now, our haircare business is growing steadily, and our core pillar of haircare products, and the sales of 
overseas business, which has been in operation for a little over 10 years, will exceed JPY10 billion this year. 
This is the second pillar. 

Thirdly, skincare and beauty healthcare, and beauty appliances that make them appealing. This is the third 
pillar, and we will review the business as necessary and take on the challenge to make it grow into a core 
pillar. We truly hope this will lead to Milbon’s sustainable growth. 
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Lastly, as for shareholder returns, we have set the total annual dividend at JPY88. We will make this 
commitment as planned, and when the dividend payout ratio temporarily increases, we will return the 
amount to our shareholders properly so we can look forward to a better next fiscal year. 

Thank you for your attention. 

 [END]  
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document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
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