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Presentation 

 

Moderator: We will now hold a Q3 Financial Results Briefing for the Fiscal Year Ending 2019 for sinops Inc. 

First, I would like to welcome and introduce two people from the company: Mr. Hiroshi Minamitani,  President 
& Representative Director, and Mr. Kotaro Shimai, Director and Administration Manager. Today, Mr. 
Minamitani will provide a presentation, followed by Questions and Answers. 

Mr. Minamitani, please begin your presentation. 

Minamitani: Good morning. As introduced, I’m Minamitani, President & Representative Directorof sinops Inc. 
Thank you very much for gathering today, despite the bad weather. 

I would like to explain our financial results for the third quarter of the fiscal year under review. First of all, I 
would like to explain in turn based on the materials we have on hand. 
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It has been 33 years since the establishment of our company. We have been working to optimize our single-
issue inventory. We have been working to do this by using a single issue demand forecast for about the last 
20 years, and we are currently advancing this as our main business. 

Our main target is all three distribution groups of retail, wholesale and manufacturing industries, which handle 
consumer goods. As I will explain later, the current phase is mainly to fully invest our resources in the retail 
industry. 

In the next three to five years, we would like to manage all chains from the demand perspective. This is known 
as supply chain management, but we will optimize this chain management from the demand perspective. 

When we consider the combination of Japan, which has special terrains, and extremely strict expiration dates 
and consumption dates, we will strive to reduce waste, including medium to long-term demand forecasts by 
quickly forecasting demand from the demand side rather than from the supply side.  
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This is our management strategy. As I just mentioned, from the bottom of this pyramid, we are now fully 
allocating our resources. Going forward, I believe that if we can secure a certain level of market share over 
the next three to five years, we will be also able to intervene the field of manufacturing and quickly  complete 
achieve demand chain management. Aside from the details, we are working to gain the market share of 
retailers as the first priority. 
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Accordingly, I will explain our business report in the third quarter of the fiscal year. Approximately 160 million 
yen, which was announced in the second quarter, will be entered into the third and fourth quarters. 

The third quarter was a little bigger, with 100 million yen out of 160 million yen being a little larger, and it 
contributed to sales of 160 million yen. The remaining 60 million yen is scheduled to enter during the fourth 
quarter. As a result, net sales and operating income are 675 million yen and 94 million yen, respectively. 
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Currently, the net sales for FY2019, including the order backlog, is 1.001 billion yen. This is maintenance or 
rental, and although we have already received a contract, it is not yet sold.  
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As I will introduce later, we have formed a business alliance with AJIS CO., LTD., which is the top company as 
provider of stocktake service. As announced on October 1, we have decided to form a business alliance and 
have begun offering the sinops-BPO which is a one-stop automated ordering system. 

Our mission is to theoretically optimize virtual inventory. If there is a divergence between the actual inventory 
and the virtual one, we think that the 10 items on the spot are not selling well, and the ordering point is 
behind, or it is a mechanism that automatically lowers the ordering point because it is not necessary. 

It was absolutely necessary to correct this problem, and we have entrusted it to our customers so far. If actual 
inventory and theoretical inventory go wrong, this would truly mean that our demand forecast would not be 
creditworthy. So far, we have asked our customers to do so. 

Recently, it has often been said that there are not enough people, so it is difficult to get around this point. I 
heard that there are about 30,000 contract employees in AJIS, and we would like them to maintain their real 
inventory. 

Of course, they are taking inventories, so they are concentrating on February and August, or the previous 
month of the first half or the last half of the fiscal year, or in February and August of the annual deadline. They 
also have the advantage of flattening the work. In some cases, we believe that it will be an extremely 
important factor for us to see our inventory every week, or even every day. 

The synergistic effects of these two companies will be very fruitful, and we have high expectations of our 
customers as well. As we have already received inquiries. I think we can expect that their advantages, our 
advantages, and the advantages for our customers will be greatest in the future. 
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Halows and WORKMAN are not only companies that we introduced, but at this time in particular, we would 
like to ask them to provide information about what they have announced here and there, so the release that 
they have announced is in the middle. 

Recently, WORKMAN has been active in a variety of reputations, and out of the more than 800 stores, 360 to 
370 stores have already introduced sinops-R6 in their entirety, and the results have been highly evaluated. In 
the release it was mentioned that the target of 1,000 stores would be achieved, and this is contributing to this 
large effect. 
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In addition, we always write about sinops Inc.’s User’s meeting, in which about 100 users from all over Japan 
participate in around October to November each year. Among them, there are 10 to 20 customers who were 
considering introducing our service. A total of about 100 User’s associations were held. 

It is a matter of course for users to have friendships with each other, but we have created a forum for them 
to reveal what kind of difficulties they are having, or what kind of measures they have taken, with careful 
attention, and have produced such results. In the fiscal year under review, we received presentations from 
three customers. 

 3 customers announced results in this event. We had an opportunity to talk honestly about the effects and 
the difficulties they have faced. This has been very popular.  
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This is the event for the Food Loss Reduction Day, which Osaka Prefecture sponsored to reduce food loss. We 
were the  IT vendor chosen as a partner in reducing food loss. In the future, I would like to work together with 
Osaka Prefecture in a variety of activities. However, food loss is not limited to Osaka, but is a problem 
everywhere in Japan. In the future, I would like to expand this area even further. 

 

I would now like to talk about our initiatives in the fourth quarter. As described here, net sales for FY2019 
were 1.2 billion yen, which is in line with the initial plan, and there is no change planned. The operating income 
is 300 million yen, and there is no change planned. 
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In December, we began conducting on-site inspections of sinops-DELICA for prepared foods by our customers. 
Up to now, we have rented out a customer's location to try this out, at two companies on a trial basis, but 
these two companies were very effective. The third time we will receive an order from our customers and 
work on it will begin in December. 

This DELICA is for prepared foods and bread, and if we look at where sinops Inc. is significantly different from 
our competitors to date, we have been the only company in the daily delivery category. Other companies 
have not yet done this. 

As you know, the Japanese daily delivery products are tofu or noodles, or products with a short expiration 
date that can be sold twice a week. Western daily deliveries are milk and yogurt. It is said that Japanese and 
Western products are delivered daily. That is the daily delivery category. 

This had been done only by us. Other companies were not in this category, in that they could not or would 
not do it due to too much risk. Recently, rivals have become able to deliver their daily schedules, and they 
have made a lot of appeal to our customers. 
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We then follow a more difficult category of prepared foods and bread. The expiration date is shorter than that 
of the daily delivery product, and it is the best practice to sell it out. If it is left unsold, it will be discarded 
immediately. While the precision of demand forecasts is also very important, we have learned that the results 
of a trial conducted by a loyal user, as I mentioned earlier, are extremely effective in the category of assuming 
a large amount of risk. We intend to launch these products widely. 
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Finally, we believe you are very interested in the convenience stores. At the end of last year, we heard the 
information from the two major companies that there are a number of categories that have been challenged 
by SIer, or a consulting firm, that do not work well. 

This is a category called ready-to-eat food. Rice balls, boxed lunches, sushi, sandwiches, and other products 
are ready-to-eat foods. They say they do not work for this category. In fact, at the end of last year, they told 
me whether we could really do this with sinops Inc. 

We feel are really good at that, so we ask them to let us do it. The data from both companies finally came out 
around August of this year, and the results of the trials proved to be quite good, so we would like to see the 
two companies go on demonstration tests. 

This year, the consumption tax hike took place on October 1, and it was difficult to determine the framework 
of the reduced tax rate. As a result, the test was postponed. They said that we will try one more time. 

By the end of the year they wanted to stop the trial, and we were finally entering the next stage after the 
beginning of the year.  

As a result, we would like to provide information as soon as possible after the beginning of the year, if we 
have the opportunity to discuss the results with our stakeholders. 

I would now like to conclude my presentation. If you have any questions, I would like to answer them. Thank 
you very much. 
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Question & Answer 

 

Moderator: Thank you for your presentation. I would now like to enter into the Question & Answer session. 

This financial results briefing is scheduled to be published in full, including the Question & Answer session. 
When asking your questions, if you state your company name and your name, the information will be 
disclosed as is. If you wish to remain anonymous, you may omit your name. 

Participant: Thank you for your explanation. I have three questions. 

First of all, regarding the business alliance with AJIS CO., LTD., it was written by AJIS that there are about 2,500 
business partners for AJIS. Will this move, together with your company, lead to a proposal to AJIS's business 
partners?  

Minamitani: With regard to the overlapping companies, we are doing each business for them, but we have 
already begun proposing combining our businesses. 

AJIS has an overwhelmingly larger number of companies, and among them are a considerable number of 
companies which are trying to take in automatic orders. Our sales representatives will accompany the 
representative from AJIS and propose to use the automatic orders on the basis of BPO service, which is not 
independent, but linked to AJIS. 

It is really on a case-by-case basis. For the users who use our service only, we will work together with AJIS. For 
the users who use both services, we will work together, based on a service called BPO. For users who use 
AJIS’s service only, which is the overwhelming majority, we propose to incorporate automatic orders and 
follow up on them by AJIS. Regarding the same BPO, we are considering whether the proposals will be in three 
patterns, based on the current situation of each customer. 

Participant: How many companies and stores are overlapping? 

Minamitani: At present, there are about 52 retailers, but AJIS already working with the most of them. 
However, as I mentioned at the beginning, there is an increasing number of companies that find it difficult to 
maintain real inventory. There are no people to do it. 

Among them, many local supermarkets have no personnel to do these inventories. So, what sinops proposes 
is that it takes only 15 minutes to walk around when the shop is closed. However, there is an increasing 
number of companies saying that they don't have such people, so AJIS has proposed to these companies to 
add BPO. 

That is why about 80% of the 52 companies have accepted this proposal. We have not done everything yet, 
but I think that will be the case from now on. 

Participant: Thank you. The second is about WORKMAN. In terms of the number of stores, is it still about half 
of them? How long do you think it will take until you will enter all stores? 

Minamitani: We have already started discussions about this matter about four years ago, and I think it will 
take about three years to begin horizontal development. At the beginning, however, WORKMAN will be very 
cautious. In the way of gentle store development, it really felt like hitting a stone bridge crossing. 
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I believe that the project team, which works for automated ordering in WORKMAN, has become more 
confident. I think the speed will accelerate in the future, but since there are still about 500 stores, I think it 
will take at least one year. 

If you ask for help, it is not surprising that you can pay for it, so I think there will be a contract. In that case, 
there is a possibility that our team will join, but we have not yet made any specific proposals so far. 

Participant: Thank you. The third point is about a demonstration experiment at a convenience store. I would 
like to confirm the current status. Having received data in August, have you produced a hypothetical demand 
forecast based on the data you received, and have you completed it? 

Minamitani: Completed. It has been done several times in the first week of September, with several 
companies. 

Participant: The actual demonstration tests will be next year, correct? 

Minamitani: Yes. 

Participant: From that point, for your customers, as in supermarkets, I think it may have taken roughly six 
months to one year to verify. Is this the same period for convenience stores? 

Minamitani: I have said that the target is only ready-to-eat food. It would be great if you could imagine 
prepared meals, especially rice balls. The boxed lunch is also a target, and what stores receive today will be 
discarded tomorrow evening, because this is a very short-term product. 

A normal supermarket can take about a week for daily delivery, and other processed foods can take months 
to expire, so I understand that they want to spend a lot of time. For the convenience store, I think it is simple, 
although we have all the data on convenience store operators. Since we are talking about focusing only on 
this point where this is the only thing other companies cannot do, the verification will probably be completed 
about five times in a week. 

I think there will be nothing to do after three months. We will not have anything to check. We have various 
proposals. I can’t mention these in detail here, but because we have prepared some of the stories that will 
raise the level, if we do it in that way, probably three months, we believe that some of the scenarios in our 
story will produce results. 

Perhaps in about three months, I think we may talk about something around the time of our next financial 
results. 

Participant: Thank you. 

Moderator: Thank you. Are there any other questions? 
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Participant: I am participating for the first time today, so please tell me the fundamentals. As mentioned here, 
your company's services are package sale, installation support, support, and rental. In principle, is my image 
correct that you receive the fees for introducing package software? 

Minamitani: That's right. Now about 80% is package sales and we receive initial costs, and the customers 
continue to pay 15% of the packaging costs for maintenance when they start working. 

For wholesalers, companies that have entered their 20th year and first users have been using the service for 
a long time, and the longest among retailers is about 16 years. We started to work with the retailers after five 
years of working with the wholesalers, and the longest users who have used the product since then are 
continuing to pay 15% each of the package costs in their 16th year. It is about 80% of the total. 

The remaining 20% is rental sales. Going forward, we will collect all the data in the cloud, and we plan to 
replace that service with the recent pattern of SaaS. Currently, packaged sales plus maintenance costs account 
for about 80% of total sales. The remaining 20% is rental. 

Participant: Generally speaking, in what range is the installation price or the packaging cost, and how much 
is the package price for what kind of target? How much is the range is roughly? 

Minamitani: The first thing that customers would like to start to study is to pilot somewhere. The cost of pilot 
experiments is about 12 million yen; 8 million yen at the low end, and 18 million yen at the high end. This 
difference depends on the number of target stores, but it is usually done at about two stores. 

That store is operating in the red, so it is worth a little more than 12 million yen, although there is a price that 
would be a little higher if we were to add another store and make a V-shaped recovery. We will do this for 
about half a year to about one year. 

After that, the customer will judge whether to use package or rental. 
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Participant: In terms of the number of locations where stores are installed, this is basically 12 million yen, plus 
the number of stores up to 10, and for the portion that has increased, it will be raised by, for example, a pay-
for-use system. Is this accurate? 

Minamitani: This is based on two stores. It is 10 stores, and we are not going to do it all at once. At first, we 
will start in about two stores. There may be three different patterns of stores such as suburban stores, stores 
in train stations, and stores below headquarters, but there will be no more than three. 

After doing that, we would like to expand it a little further, and, when it comes time to do for other stores 
such as a store beyond the mountain and a store beyond the river, there is a desire to work for another 10 
stores in the second step. Basically, the start will be two or three stores. 

Participant: Are the customer segments expected to be roughly 5 million yen per store, and the customer 
segments for which the system is installed will be transferred first to the headquarters, which has a certain 
number of chain stores? 
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Minamitani: Yes. Our main target is supermarkets, which have sales of more than 40 billion yen. As I think 
this is written at the bottom, there are 1,000 companies listed in the industry newspaper. Of the top 1,000 
companies, sales of 40 billion yen or more are targeted. 

As for the number of stores, the main target has about 30 stores. We currently have 292 retailers targeting 
sales of more than 40 billion yen. We have 37 companies among them and hold a share of about 13%. 

Participant: Understood. It is not really a target for individual smaller stores, correct? 

Minamitani:Yes. The head office's package is 20 million yen. This is the initial cost and is always 20 million yen, 
regardless of the size of the company. 

There is a store license. This has a pattern of 0.5 million yen and a pattern of 0.2 million yen. The pattern of 
0.5 million yen is for a supermarket, because the logistics is very complex. For the others, such as specialty 
shop , they are in the pattern of 0.2 million yen. It is simple because there are few items to eat in such stores: 
they don't have anything to eat, so that is the reason for the 0.2 million yen. 

The two patterns of 0.2 million yen, regardless of company size and store sales, are multiplied by the number 
of stores. If our customer has 100 food supermarkets worth 0.5 million yen per store, that is 50 million yen. 
Including 20 million yen for the head office package, it is 70 million yen. Including 12 million yen for 
introduction support, it is 82 million yen. Moreover, since the apps are being made on the iPad recently, the 
number of apps and peripheral software has increased, and even companies which have from 70 to 80 stores 
have increased the number of cases exceeding 100 million yen. 

Previously, it was roughly from 40 million yen to 50 million yen per case, but as I mentioned earlier, there 
have been an increasing number of applications in the vicinity. That is the reason the number of cases has 
increased to about 100 million yen. 

Participant: I understand, thank you. 

Moderator: Thank you. Do you have any other questions?  
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Participant: You mentioned that you are currently seeing sales of up to 1 billion yen. Is my understanding 
correct that this 1 billion yen is truly fixed and there is no risk of time lag like in Q2? 

Minamitani: This is very rare. This is the rental fee, and it is almost never canceled midway. It is almost never 
the case that a company that uses it will stop maintenance. In fact, it is said that approximately 3% of 
customers will no longer use it, so there may be an error of around 3%. 

However, we have mostly contracts. We don't have only sales. The monthly contract for which we receive 
payment is a pattern, although there is a possibility of error of 3%.  

Participant: The remaining 200 million yen is about one month. Is this accurate?  

Minamitani: So far, we have been conducting sales activities since this spring, and we have various sales 
procedures for our customers. However, we are in the stage of having customers agree with the phases.  

Participant: As the introduction progresses, the stock portion will accumulate, so I think that portion will 
increase net in the next fiscal year. Nevertheless, the level of sales expected in the fourth quarter is quite high, 
so if sales are as expected, what is the image of the order backlog at the end of the fiscal year? 

Minamitani: Is the order backlog at the end of the fiscal year? Is that part of the stock? 

Participant: In addition to the stock portion, there may be a flow portion. In essence, I am interested in what 
kind of growth will be in the next fiscal year, so at the end of the fiscal year, you will have a business that can 
record sales at the beginning of the next fiscal year, and you will enter the next fiscal year when sales are 
declining. What is the order backlog at the end of the fiscal year? 

Minamitani: The order backlog is not that great. This is because we have been operating under such 
conditions that once we receive an order, we will immediately make sales. So, for the moment, if the pilot 
plan is good for half a year, there are currently some five to six orders, but I’m not sure whether this is the 
order backlog or not. 

So, the pilot test will cost 12 million yen in six months for orders of six months, and there are about five to six 
cases. Since then, orders will not be received until the actual results are produced. It is not possible to record. 

We ask our customers to buy the package as soon as they accept an order, and this is the same pattern of 
Microsoft that if you open the Microsoft package, you will have to pay for it. 

Participant: There are quite a lot of projects under demonstration, but it is difficult to predict whether or not 
you will actually conclude a contract at the beginning of the fiscal year. Do you have the image of formulating 
the initial plan and the budget based on the assumption that you conservatively took some number? 

In other words, I think you will disclose your initial forecasts for the next fiscal year. What budgets do you 
assume when the forecasts are disclosed? 

Minamitani: In the medium-term management plan, we will work to make sure that we are doing so. The 
rationale for this is that, although we have not received an order after the pilot has been completed, we will 
move to packages or rentals with almost 90% or more of the probability. We do not have experience of failure 
recently. 

Sometimes this is extended. As I mentioned earlier, customers often want to conduct a little more verification 
at a different store. In that case, it is unlikely that the verification itself will end. 
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Although we did not record this because we have not received an order, we have added the assumption that 
this will be the contract after the pilot has been completed, sometime in the next fiscal year, in the business 
plan for the next fiscal year. We are planning to play back the sales figures for the next fiscal year. 

Mr. Participant: I understood, thank you very much. 

Moderator: Thank you. Are there any other questions? 

Sakai: I am Sakai from Mizuho Securities Co., Ltd. Thank you very much. I have three questions. 

First, the consumption tax rate was raised, and retailers probably prioritized handling the system of the tax 
rate. Is my understanding correct that the delay in the influence of that side is about to disappear? 

Minamitani: Yes. 

Sakai: I understand. Second, I think your company's customers are essentially many food supermarkets, 
drugstores, and convenience stores, and some other specialty stores in the future. 

I think that AJIS's customers have quite a different balance. There are some supermarkets, but I think they 
will come in slightly different places from the home center, general merchandise stores, or the stores that you 
have not mentioned so far, or that you do not set as the main target. 

Through this tie-up, I think your company is aiming to expand the business which does not handle much food, 
other than food supermarkets like WORKMAN. Is this correct? 

Minamitani: Of course, it is the aim. If you read slide 22 above, you will see Diamond Company's 2018 sales 
ranking. This is revised every year, and based on this, the distribution is over 40 billion yen. 

There are two specialty stores in apparel, shown in light blue. The past record is 2 out of 19 apparel companies, 
1 of 17 electronics mass retailers, 1 of 19 companies which has a home center, and 1 other specialist store. 
This was not an aggressive sales campaign, but we were able to provide an answer to what customers said 
they needed and wanted, and for seven or eight years it has been actually used. There is only a certain amount 
of confidence and certainty that we will be able to do so. 

This is because, as I mentioned earlier, they do not handle anything eatable and I think that every company 
must have in a world of automatic orders. 

Although it's a matter of confidence that we're somewhat better, I think we're not as strong as food 
supermarkets in terms of cost-effectiveness and returns on our marketing investments. 

We have had only two salespeople until this time. The company has 2 out of 60 employees, and now has 72 
employees. However, we increased the number of salespeople from two to four in November. That's what it 
means to prioritize efficient food supermarkets. The practice will be implemented at the same time. 

Sakai: That is the last question. You are talking about it a little now, but it has just been a year since it was 
listed in December of last year. I believe that one of the objectives of the listing was to acquire excellent 
human resources. 

In November, I heard about the increase in the number of sales representatives by two. I would like to ask 
about the recruiting status for system development and sales. 
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Minamitani: In the past five to six years, we have planned to increase the number of employees by 20% from 
the previous year. The number of people who were 60 last year has increased by 12 this time, and so far, 
there are already 72 employees. 

It was reexamined that 20% will be carried out in the future. We were able to increase productivity per 
employee to a large extent because of the increase in efficiency. I think we can increase personnel by 10% to 
15% in the next fiscal year. 

Depending on the trends at convenience stores that we have just begun, it is natural to allocate resources 
intensively to them. In doing so, it is necessary to thoroughly carry out conventional customer care. Rather 
than returning to the original level, there may be cases where the rate exceeds 20%. 

I believe that it takes about three months to judge the trend of convenience stores, so I would like to see this, 
and rebuild personnel plans in a timely manner once again. 

Sakai: Thank you. 

Moderator: Thank you. Are there any other questions? 

Participant: Thank you. I would like to ask you a little bit about convenience stores. As for convenience stores, 
I think that the number of stores is in an order of magnitude, and in terms of per unit price, there are volume 
discounts and so on. Could you give us a more supplementary explanation, including that slide?  
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Minamitani: We are pricing in terms of cost effectiveness. The effect of this is four KPIs. 

First, the KPI is about how much work time has been reduced. Second, what kind of improvement was 
expected in the shortage rate before and after? The third is the discount / disposal loss rate. This is the before 
and after, and all of them are before and after. Before and after the introduction of this system, we are using 
the indicators of how effective the system has been. The last KPI is the amount of inventory reduced. 
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As we have written in this graph, the relationship between stock-out rates and loss rates is a trade-off. One 
was made, but one was a mistake. Our indicator was that customers could not tolerate it, so all of it could be 
reduced to a certain extent, and the effects would have been improved. 

We will make a commitment to this line before introducing it to our customers. We have made it based on 
the idea that such a cost is not a problem, because it has such an effect. It is becoming fairly cheap. It is often 
said that this can be more expensive, but it is cheaper. 

If it is hesitant, it puts a brake on raising its market share. I believe that the most important thing is to gain 
market share. Therefore, we do not keep the market share at around 13%, so in order to raise the market 
share to 40%, we will raise these four KPIs and take them to places where they will still be offered at such a 
price. 

The effectiveness on the convenience store has been quite good. We are pricing it for the first time. Now, we 
don't say what the price is at all because this is a contract, and it will not be decided until the customer is 
satisfied. 

It may be a volume discount, and that side is a tug-of-war. I do not know what will happen, but in either case, 
since we can expect the cost-effectiveness per store at a convenience store, I think we can talk about it in the 
form of a tens of thousands of stores. 

It is a situation that has not been reached yet. The only direction I would like to mention is to calculate costs 
and benefits, but I hope you can forgive me on that. 

Participant: Thank you. 

Moderator: Thank you. 

Participant: I have one additional question. Recently, there have been news flows, such as demand-
forecasting applications, software, and major companies, such as KDDI's subsidiaries. In this regard, for 
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example, if your customers are supermarkets or drugstores where there is something that enters the mouth, 
as you mentioned earlier, I think there is no problem because you place great emphasis on performance. 

In the future, if other companies like these, for example, specialty stores, are actively entering such areas, I 
think they will be able to take such a share. What are the evaluations of other companies on this side and 
what are the current trends? Could you tell us about it? 

Minamitani: We are not looking at the number of companies to acquire market share, but we are looking at 
the distribution value. So, briefly speaking, we place importance on how much of the food that enters the 
stomach is based on the number of orders that sinops Inc. calculated. 

The reason for this is that we want to increase our influence in this industry, and apparel is probably the next 
market, but this is simple. I think it is necessary to take a slightly different approach to logistics, in which we 
want to build products in China and bring large quantities of inventory on the Gulf Coast, in which we need to 
keep a lot of inventory unchanged from conventional foodstuffs. It is true that we have not experienced such 
a situation. 

We have been doing our best to produce better results using the same data on a similar basis. However, if we 
can continue to provide opportunities for these efforts, we will do our utmost. 

We may not be able to gain market share, but I think that was because we were short of power. 

We can probably make use of the strengths of the very sensitive and sensitive parts that come into the mouth 
but have a short shelf-life, and that prices change around time. 

More specifically, we have been working with WORKMAN, and we have been doing everything up to now. I 
think WORKMAN knows why we were ultimately hired, but there are many things which remain to be seen 
whether or not they will be able to sell once every month. The unit price is very expensive. 

It is not 100 yen or 200 yen for safety shoes, unlike underwear, and if demand forecasts lower when high-
priced items are placed on the shop, it will be a franchise system, which will cause great inconvenience to 
franchisee owners. 

They have been struggling at this point, but if we made high-priced, low-ranked product logistics and applied 
it to them, it would have been very effective. The high price is the low-rank and seasonal, and there are natural 
things like rains over the mountains or a sunny spot here. 

Therefore, we call these various uncertain factors, and I believe that our know-how is to solve the many 
simultaneous equations in order. The following is how to solve these uncertain factors. I think there will be a 
lot of withdrawals. We have been doing this for more than 20 years. At first, of course, a lot of mistakes were 
made, but it was our property, and we were encouraged to do our best because the royal users believed only 
sinops Inc. was able to do it. 

We believe that if we are able to resolve many of these issues with a firm approach to other industries and 
business formats in the future, we will be able to achieve good results. 

Participant: Thank you. 

Moderator: Thank you. Are there any other questions? As it does not seem that there are any more questions, 
we will now close the company briefing.  

Thank you very much. Thank you for your presentation. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
25 

 

Minamitani: Thank you. 

[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked as follows: [Inaudible]. 
2. This document has been translated by SCRIPTS Asia.   
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