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There are four key points to today’s presentation. Please turn to slide 1. 

  

First, the FY2018 results. As expected, the operating environment in the March quarter 

(Q4) was very challenging. However, as a result of our internal efforts, our full-year sales 

and operating income exceeded the revised forecasts we announced in January. I will talk 

about this in more detail later.  

  

Next, with regard to the optimization of our business portfolio, as announced recently,  

we have agreed to transfer our shares in the automotive business. I will talk about the 

backdrop to our decision, as well as our intentions going forward.  

  

Third is our full-year FY2019 forecasts. We assume the challenging Q4 operating 

environment will continue for the full year of FY2019. In addition to this, we have also 

factored in the risk of a fluctuation in earnings. In spite of the tough conditions, we will 

continue to execute on measures necessary to enhance our capability for self-driven 

growth. Our full-year dividend guidance remains unchanged Y/Y at ¥84 per share.  

  

Finally, I will discuss how the assets we have acquired under the VG2.0 Medium-term 

Management Plan will drive our growth going forward. We proactively invested in IAB and 

HCB in the first 2 years of the medium-term plan, building up assets, such as 

technologies, products and infrastructure, which will contribute to our capability for  

self-driven growth. I will talk about how we will focus on getting results from these 

growth-driving assets.   

  

I will start with the FY2018 results. Please turn to slide 4. 
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FY2018 sales was ¥859.5 bn, gross profit ¥354.1 bn, operating income 
¥76.6 bn and net profits ¥54.3 bn.  
 
After a firm start to the fiscal year, the global business environment 
changed from Q2. In December, there was a further sharp slowdown. 
The tough conditions in December persisted through the March quarter.   
 
Although conditions were tough, we were able to exceed the revised 
full-year forecasts for sales and operating income announced in 
January. Full-year sales were virtually unchanged Y/Y.  
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This is the segment breakdown for net sales. 
 
Sales at IAB, EMC and AEC fell Y/Y, but these declines were offset by 
Y/Y gains at HCB, SSB and the Environmental Solutions Business.  
As a result, overall sales were flat Y/Y. 
 
Within the Other segment, progress on restructuring for the Backlight 
and Micro Device businesses was in line with plan. 
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Next is the segment breakdown for operating income.  
 
As shown here, profits fell at IAB. The fall at the operating profit level 
was larger than the sales decline because we continued to make 
investments to enhance the competitiveness of the IAB business,  
as well as investing in the necessary infrastructure for future growth 
and strengthening R&D. I will talk about the benefits we have reaped 
from these investments in more detail later.  
 
EMC profits also fell on lower sales and as a consequence of ongoing 
restructuring investments. Specifically, we are investing to transfer 
production and consolidate our manufacturing footprint. 
 
This covers the major items on the P&L for FY2018. I will talk about 
the balance sheet next. Given the absence of major changes to the 
structure of the balance sheet, I will touch only on trends in inventory. 
Please turn to slide 7. 
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Consolidated inventory, which had risen earlier in the fiscal year, 
declined into the end of March from end-December levels as expected, 
finishing the fiscal year virtually unchanged Y/Y. OMRON was able to 
appropriately address the issue of elevated inventory levels.  
 
This covers the FY2018 results.  
 
I will now explain the optimization of our business portfolio.  
Please turn to slide 9. 
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On April 16, we signed an agreement to transfer shares in OMRON Automotive Electronics, which 
represents the AEC business, and its affiliates, to Nidec Corporation.  
 
The revenue scale of OMRON’s automotive business was more than ¥130 bn, with solid profitability.  
It generated margins in line with the industry average. The division ROIC for FY2018 was in excess of 
11%. The order book includes orders 5 years forward. More fundamentally, the market for 
automotive-use electronics continues to grow.  
 
Why did OMRON choose to sell this business now? There are 3 reasons.  
 
The first is the potential to further develop the AEC business. As you know, the auto industry is 
currently at a revolutionary once-in-a-century inflection point, known as CASE. There is a dramatic 
shift underway toward modularization and standardization in automotive components; no one is 
immune to the impact of this trend. Component makers are faced with increased commoditization; 
even if they survive commoditization, OEMs are increasingly splitting orders into hardware and 
software.  
 
OMRON’s strength is the control technology embedded in ECUs. For instance, OMRON’s motor control 
ECU is widely used by many customers in electric power steering (EPS) systems. Unfortunately,  
it is not possible to build attractive modules with just ECUs. In the EPS field, a competitive module 
requires integration of the ECU with motors. We believe that new value can be created by combining 
control technologies with actuators. This is why we chose Nidec as a counterparty.  
 
The second reason for divesting this business is because it allows us to make OMRON’s business 
portfolio stronger and more resilient. The automotive business is very attractive but from the 
standpoint of profitability and competitive superiority, IAB and HCB deliver better performances. 
OMRON is building up a business structure centered on these 2 businesses which is able to survive and 
win in periods of dramatic change, is strong in the face of a changing operating environment and is 
capable of self-driven growth. 
 
The third reason is our continued commitment to remaining focused on our long-term growth strategy. 
By concentrating management resources on fewer domains, OMRON will be more focused on its 
competitive and growth strategies. The cash generated from this transaction will be allocated toward 
growth investments.  
 
This was not an easy decision by any means, given it means the full divestment of AEC, a business 
that OMRON has nurtured for close to 40 years. However, it is a decision we took after much 
consideration of the issue from the standpoint of building long-term competitive superiority. 
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This slide lists the major acquisitions and divestments undertaken by 
OMRON since I became CEO and we launched the Long-term 
Management Plan VG2020 in 2011. 
 
In order to optimize the business portfolio, OMRON has actively 
acquired and divested many businesses.  
 
On the left-hand side of the slide, you can see the acquisitions have 
been concentrated on IAB and HCB; OMRON has focused on further 
strengthening the foundations of its business.  
 
However, if you look on the right-hand side of the slide, you can see 
that even within IAB and HCB, businesses that were deemed non-core 
have been divested.  
 
Going forward, we will continue to pursue an optimal business 
portfolio to further elevate corporate value.  
 
As a result of the sale of AEC, we will need to realign our focus 
domains. Going forward, the focus domains will be the 3 domains of 
Factory Automation, Healthcare and Social Solutions.  
 
Please turn to slide 11. 
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Social Solutions refers to social systems, primarily for roads and 
transportation, and energy management-related businesses that fall in 
the social infrastructure field. In this domain, OMRON is aiming to 
broadly create new value. 
 
Going forward, we will focus on these three domains, where we have 
many mainstay products and services, which keeps the barriers to 
entry high, and where OMRON has high market shares. 
 
The EMC business will continue to support these three domains.  
We position it as a device and module business and aim for sustainable 
growth. 
 
However, our top focus will continue to be on the FA and healthcare 
businesses, supported by OMRON’s core technologies of Sensing & 
Control + Think, as shown in the center of the diagram. 
 
This covers the explanation of the AEC divestment and the 
optimization of the business portfolio.  
 
Next, I will talk about the FY2019 plan. I will start with our view of the 
operating environment.  
 
Please turn to slide 13. 
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We outline our view of the operating environment here.  
 
Overall, we believe there is rising uncertainty in terms of 
macroeconomic factors in FY2019, on the back of US-China trade 
friction, Brexit and the risk of yen appreciation. 
 
We expect the poor visibility and tough operating environment will 
continue throughout the fiscal year.  
 
By segment, our forecast assumes the challenging Q4 FY2018 
conditions will persist throughout FY2019, in particular for IAB, EMC 
and AEC.  
 
Of course, it is possible that the operating environment could improve 
during FY2019 if we were to see an early resolution to US-China trade 
friction or if the Chinese economy recovers.  
 
As such, we are prepared to be either proactive or defensive, 
depending on how the macro situation plays out. 
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Here are our FY2019 forecasts.  
 
We expect both sales and profits to fall Y/Y, on the assumption that  
we will see a continuation of the tough operating environment.  
We expect the yen will appreciate. Please note that we disclose our RMB 
assumptions from this fiscal year.  
 
Based on our best estimates for each of the businesses, we project 
aggregate segment sales of ¥840 bn and aggregate operating income of 
¥70 bn.  
 
However, in light of the overall global macro risk factors discussed 
earlier, at the corporate level we have also taken into account the risk of 
earnings fluctuations: ¥10 bn at the sales level and ¥5 bn at the OP 
level. As a result, our consolidated forecasts are for net sales of ¥830 
bn and OP of ¥65 bn. 
 
We expect our GP margin to improve by 0.8% pts Y/Y to 42%.  
We expect the margin to improve on the contribution of sales of high-
margin products in IAB and the impact of restructuring at EMC.  
 
We note that the expected closing for the sale of AEC is the end of 
October, so this year’s forecasts include a contribution from AEC.  
From the July Q1 results announcements, we will modify disclosure to 
reclassify AEC as a discontinued business. 
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Here are our full-year sales forecasts by segment.  
 
As you can see, we expect sales to decline Y/Y at IAB, EMC and AEC.   
 
In particular, IAB reported strong sales for the March 2018 and  
June 2018 quarters. Consequently, there will be a high base for 
comparison in 1H FY2019. 
 
In contrast, we expect SSB and HCB to report positive sales growth in 
FY2019. 
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These are the full-year OP forecasts by segment.  
 
We expect IAB sales to fall but profits to be flat to up very slightly Y/Y, 
for 2 reasons. The first is the progress we have made on enhancing 
product capabilities, which we expect will boost the GP margin.  
The second is the completion of investments in Automation Centers 
and other large-scale marketing investments in FY2018. 
 
We expect profits to continue to improve at SSB and HCB. I will talk  
in more detail later about initiatives at IAB, which is a key focus  
under the VG2.0 plan, and HCB. 



17 

This waterfall chart shows the major components of change to our 
operating income forecast for the full year relative to the March 2019 
results, with FY2018 OP on the far left and the FY2019 forecast on the 
far right.   
 
As you can see, manufacturing fixed costs in the middle of the chart 
will be reduced by ¥4.7 billion but SG&A will rise by ¥5.1 bn.  
This is because we are intentionally increasing strategic investments to 
strengthen our business base which is essential for medium- to  
long-term growth.  
 
I will explain in more detail. Please see slide 18.  
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There are 3 major strategic investments.  
 
The first is the roll-out of a new global core IT system. In order to 
further improve our competitiveness as the market continues evolve, 
we are upgrading our core IT system on a global basis. This will allow 
us to standardize our operational processes and improve productivity. 
We also aim to further accelerate our decision-making speed. This will 
require investments over several years, but we recognize it represents 
an important component of the infrastructure needed to support 
sustainable growth; we are committed to completing these investments.  
 
The second is further enhancements to the production and R&D 
facilities for IAB. We are expanding production and development space 
in anticipation of medium- to long-term growth. As an example, we will 
be converting the Kusatsu Plant, which currently manufactures products 
for multiple businesses, to a dedicated IAB development and production 
facility.  This will increase the current space allocated to IAB by 1.5-fold. 
 
The third is the creation of a base to promote open innovation.  
We will add an open innovation center at Katsuragawa, Kyoto, where 
HCB has facilities.  
 
Additions to domestic facilities and increases to IAB headcount will be 
fully completed by the end of this year.  
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I will explain our full-year dividend guidance on this slide.  
 
We are guiding for a full-year dividend per share of ¥84, unchanged 
from last fiscal year.  
 
Given the uncertain business environment and the transfer of the AEC 
business, we have made an exception this fiscal year to base our initial 
dividend guidance on our DOE standard.  
 
We are committed to continuing to manage our business while also 
rewarding shareholders.  
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I will now talk about the assets that will drive our growth going 
forward. These are assets we acquired in the first 2 years of the  
4-year Medium-term Management Plan VG2.0, which started in 
FY2017. I will also discuss the benefits we are already reaping from 
these acquisitions.  
 
OMRON had positioned the first 2 years of VG2.0 as an investment 
phase. We prioritized the allocation of management resources to 
improve the competitiveness of our FA and Healthcare businesses.  
 
We have made solid improvements to IAB and HCB, and are already 
reaping the benefits of the investments we have made.  
 
Going forward, we will leverage these assets further to achieve  
self-driven growth.  
 
I would like to talk specifics, from the next slide. I will start with IAB. 
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This slide depicts innovative-Automation, a concept that revolutionizes manufacturing and will 
accelerate the growth of the IAB business.  
 
The “i” of innovative also captures the 3 components that underpin the revolution in 
manufacturing .  
 
The first “i” is for integrated, which represents the evolution of control technology: to smoothly 
control machinery at high speeds and with high accuracy. The second “i” is for intelligent,  
which represents the active use of data to enable ‘smart’ facilities. The third “i” is for interactive, 
which represents the development of a new type of collaboration between humans and machines. 
 
The solutions that incorporate innovative-automation are not being sold as discrete products. 
Instead, OMRON is combining these products with application software and is selling these 
revolutionizing applications as package solutions.  
 
Examples of revolutionizing applications are solutions for quality management for the EV assembly 
process or the final visual inspection of electronic components. Revolutionizing applications  
refer to solution packages that are specifically developed for our focus industries.  
 
The number of OMRON control application software used in revolutionizing applications has 
increased dramatically over the last 2 years and now stands at more than 230. The number of 
revolutionary applications, which consists of combinations of the control application software and 
multiple products, has doubled over the last 2 years. We now offer more than 50 solutions 
packages. The number of revolutionizing applications continues to grow.  
 
The customers that have adopted a full revolutionizing package do not need to undertake the 
technically challenging task of aligning and fine-tuning multiple devices; instead they are easily 
able to achieve sophisticated machine control. 
 
This epitomizes OMRON’s unique competitive advantage and is the reason why OMRON is highly 
rated by many customers around the world. 
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Before talking about the benefits we have already enjoyed as a result 
of innovative-automation, I would like to revisit the FY2018 results for 
IAB by region. As we show on the slide, while total IAB segment 
revenue was down Y/Y, the only country where revenue fell was  
South Korea.  
  
Although the operating environment in FY2018 was very challenging, 
all regions with the exception of South Korea were able to grow sales 
Y/Y. The reasons for the decline in South Korea was the significant 
deterioration in the semiconductor industry.  
 
Please look at the center of the slide. OMRON’s sales in Europe,  
where competition is fierce, actually rose 6% Y/Y. Germany, home to 
major auto OEMs and auto parts players, was the driver of sales 
growth.  
 
By providing new innovative-automation solutions, primarily related to 
ADAS and EVs, OMRON has been able to significantly expand the 
business it does in Europe and, in particular, with German automakers 
and auto parts makers.  
 
Earlier this month, the world’s largest industrial machinery trade fair, 
Hannover Messe, was held in Germany. On the next slide, I will  
talk about some of the key highlights of the trade show. 
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This is a photo of the OMRON booth. Our booth was inundated with 
visitors.  Using the innovative-automation concept discussed earlier, 
our display presented what a real flexible and highly productive 
manufacturing site optimized for human-machine collaboration might 
look like in the near future.  
 
On the first day of the trade fair, we were honored by the visits by 
German Chancellor Angela Merkel and Swedish Prime Minister Löfven. 
The two heads of state visited only 4 companies in the automation 
field: Siemens, Sick, Beckhoff and OMRON. OMRON was the only 
Japanese company that was selected for visits by heads of state.  
 
OMRON was selected is because it is recognized as a brand that, 
through its pursuit of solutions underpinned by innovative automation 
and human-machine collaboration and harmony, is giving form to the 
concepts of Industry 4.0 and the AI Strategy as promoted by  
the German government.  
 
This reflects OMRON’s position as an innovation leader in the FA field, 
of which we are very proud.  
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These are the 3 products that have acted as door openers for OMRON in doing business 
with European auto and auto parts makers. All three are selling very well and contributing 
to overall sales growth. From the left, we have the AXI, a leading-edge X-ray substrate 
inspection machine; in the middle is a mobile robot; and on the right, a cobot or 
collaborative robot.  
 
We are seeing particularly dramatic growth in sales of the AXI, the X-ray substrate 
inspection equipment. Sales rose a hefty 73% Y/Y.  
 
Today, I will talk about the AXI as a product that epitomizes our efforts to give form to the 
innovative-automation concept, and is thus driving strong growth as a product capable of 
self-driven growth.  
 
The highly competitive auto industry is now facing a 1-in-a-100 year revolution.  
This has led to active investments in ADAS and EV technologies.  Within the 
manufacturing processes for EVs, the most important from the standpoint of product 
quality is the inspection process for electronic substrates. 
 
Electronic substrates are a key element of control. We are seeing a continued trend 
toward ever-smaller form factors and higher density mounting. In addition, the number of 
substrates per vehicle continues to increase rapidly.  Currently, the number of substrates 
per vehicle is said to be over 300. 
 
What this means is that a defect in an electronic substrate can directly lead to a loss of 
control for a vehicle, with the potential risk of a loss of life.  
 
Given this, ensuring the quality of electronic substrates has fast become a priority.  
 
OMRON’s AXI is rated very highly by its customers for the important function of inspecting 
electronic substrates. On the next slide, I will talk about the specific technological features 
that are highly rated by our customers. 
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As quality assurance for electronic substrates has become increasingly important, we have seen 
inspections migrate away from simple external visual checks to the use of X-rays to inspect the 
interior of substrates.  
 
We are also seeing an evolution in X-ray inspections. Look at the left-hand side of the slide.  
To date, the mainstay inspections have been 2D inspections using radiographic technologies. 
However, in response demand for more sophisticated testing capabilities, increasingly the 
mainstay for inspections is 3D technologies, such as Computed Tomography (CT), as shown  
on the right-hand side.  
 
To understand the difference between 2D and 3D inspections, we will use a medical analogy.  
The 2D inspection is the equivalent of an X-ray. It captures a 2-dimensional image from a static 
fixed angle. In contrast, the 3D inspection is the equivalent of a CT scan. A CT scan captures  
the target object from 360º, taking multiple X-ray images, which can then be reconstituted into  
a 3D image. This makes it possible to conduct a more precise inspection.  
 
The images with arrows at the bottom of the page are actual images of substrates. We compare 
the 2D and 3D images of the soldering on the circuit board. In the image on the left, you can see 
the image of the cavities is blurred and the backside of the circuit board is showing through.  
In contrast, the 3D image clearly shows the soldering defect. In the heavy-duty environment of  
an engine room, this type of excess solder residue can lead to electrical shorts. This is a major 
defect which can only be identified through a 3D scanning inspection. 
 
3D inspection has many merits but the technology had its challenges as well. 3D inspections 
require the acquisition of a large volume of images, which makes the tact time for a single 
inspection very long and highly inefficient. For this reason, it had not been possible to inspect  
each individual substrate using 3D; instead 3D inspections to date were done on a sampling basis. 
Using revolutionary technology, OMRON’S AXI makes high-speed, high-resolution inspections 
possible, resolving these issues. This is the reason why OMRON’s AXI is so strongly supported  
by the German auto and auto parts makers.  
 
I will discuss this in more detail in the next slide.  
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We have a video to show you.   
 
OMRON’s AXI is a unique OMRON inspection product that combines hardware, such as the industry’s 
fastest controller, servo motors and image sensors, with proprietary software. It epitomizes the 
advances to control technology that are possible through innovative-automation. 
 
Seeing is believing. Please watch the video. First, on the left you will see conventional 3D technology.  
 
An X-ray beam is emitted from below. You can then see that images are being captured as it moves. 
However, conventional 3D testing technology to date stopped at each individual inspection point to 
take images, prolonging tact time. It was also only able to take a limited number of images.  
This is why conventional technology did not meet the customers’ speed or accuracy requirements. 
Inspections were done on a sampling basis. 
 
Next, on the right is OMRON’s AXI. As you can see, the circular movement is continuous. You can only 
see the front sensor in the video, but on the lower side, there is an X-ray beam source controlled by 
the controller. OMRON’s high level fine-tuning and alignment of hardware and software made it 
possible to eliminate the need to stop at each inspection point. Instead, we developed a unique and 
rapid continuous technology for capturing images. This technology made it possible to speed up 
inspection times 2.3-fold relative to conventional 3D testing.  
 
You may think that a 2.3-fold improvement is not much of a change. However, this 2.3-fold speed is 
significant, because it makes it possible to inspect all of the individual units in the production line.  
Look once more at the video on the right. You should be able to see 2 rails. In this video, the devices 
on the rails are not moving, but in real use, the devices would move and it would be possible to 
inspect all of the devices in line.  
 
This is a revolutionary application that has made possible a process that was considered impossible  
to date.  
 
Today, we highlighted AXI as an example of the highly competitive assets we have built up as a result 
of the proactive investments to enhance innovative-automation. This is merely one example.  
We have developed many more application packages. Going forward, we will continue to leverage 
these assets to achieve sustainable growth for the IAB business. 
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Now, turning to HCB. 
 
In Healthcare, OMRON is focused on three domains, Cardiovascular 
Conditions, Respiratory Conditions and Pain Management, and aims to 
make personalized medicine a reality.  
 
Each of these domains has sufficient market scale on a global basis.  
In particular, in the area of Cardiovascular Conditions, the number of 
patients suffering from strokes, cardiac infarctions and other  
neuro- and cardiovascular events is increasing on the back of aging 
and the rising prevalence of lifestyle-related diseases. 
 
Our objective in the cardiovascular area is to achieve a concept we 
refer to as Zero Events. 
 
Our aim in Zero Events is to reduce to zero the number of sufferers of 
severe cardiac or neurovascular conditions that are brought on  
by hypertension, such as strokes and cardiac infarction, which can be 
life-threatening or result in becoming permanently bedridden. 
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In order to achieve Zero Events, it is first necessary to provide the 
market with high quality equipment. One such device is our BPMs.  
 
Our BPM business boasts a dominant global market share of 50%, 
positioning ourselves well ahead of our competitors. Many OMRON 
BPMs are being used in medical facilities. OMRON equipment is also 
often used to provide clinical data to medical professionals. 
 
We have 3 strengths that we have developed through our own efforts 
over many years. The first is the superior accuracy which has made 
our product highly trusted by the medical industry. In other words,  
we have strong medical brand recognition. The second is our  
know-how in securing device approvals under the Japanese 
Pharmaceutical Affairs Law or the FDA in the US. The third is a solid 
base of global sales channels. On the back of these strengths,  
our BPM sales are growing 10% annually, contributing significantly to 
HCB growth.  
 
However, measuring blood pressure is merely a first step.  
We believe that we can contribute to Zero Events by sharing blood 
pressure data with doctors and having the doctors leverage this data 
to provide treatments that are optimized for individual patients.  
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There is still significantly more that we can do to achieve Zero Events. 
Recent rapid advances in IT and sensor technology have broadened 
the range of solutions OMRON can provide.  
 
With the launch in the US in December of a wearable BPM as shown 
here, OMRON has made it possible to capture accurate BP data 24 
hours a day, any time, any place. What is impressive about this 
product is that because it is FDA approved, it is the world’s first 
wearable BPM that is capable of capturing data that meets  
medical-grade requirements for accuracy. 
 
In addition to measuring blood pressure, it can also simultaneously 
capture data on multiple factors that contribute to fluctuations in blood 
pressure, such as activity states like whether an individual is awake or 
asleep, or the ambient temperature. For instance, blood pressure rises 
on a sudden drop in temperature. If you are exercising, your heart 
rate is elevated. This device makes it possible to capture new data 
which can point what might be behind fluctuations in blood pressure. 
In future, we aim to develop functionalities that could provide an alert 
in the event of early signs of a heart attack, allowing patients to take 
preventative measures such as raising room temperature. 
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By using the OMRON connect communications app, the captured blood 
pressure and other health-related data can be used in many apps 
offered by service providers around the world.  
 
OMRON data is widely used by many service providers because of the 
high market share held by our BPMs in each country and the strong 
recognition of OMRON as a trusted brand. Currently, there are multiple 
apps in 117 countries around the world that are using OMRON connect 
and that number is expected to continue to grow.  
 
Increasingly it is necessary to choose an OMRON BPM to manage BP 
data at home. Going forward, we aim to enable all new models for 
connectivity. At a minimum, we plan to enable all our BPMs with 
communications functionality by 2025. Having connectivity to major 
apps such as Samsung Health or Apple Health as shown on this slide, 
now enhances the competitiveness of a BPM; it is also leading to  
an increase in the use of data.  
 
This is what we are aiming for.  
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In addition to the wearable BPM we have just described, we have also 
been able to secure FDA approval for a BPM that is enabled for EKG 
readings as well, which was jointly developed with AliveCor.  
We have started selling the product in the North America this year. 
This device is able to simultaneously measure blood pressure and EKG, 
a world’s first.  
 
Going forward, we aim to use IT technologies to manage multiple vital 
sign data on an integrated basis, to capture early warning signs of 
acute medical events for use by doctors in making treatment decisions. 
By expanding beyond blood pressure data to EKG data, we see our 
business evolving into a personalized and preventative medicine 
business. Through this, we aim to support the development of 
individualized treatment. 
 
OMRON has continued to invest in developing revolutionary new 
devices, building out our sales network, and educational activities.  
We will continue our efforts to further build on our strengths. This is 
because these investments support further growth.  
 
We are committed to achieving strong growth in our HCB business 
going forward. We hope you will hold high expectations for OMRON. 
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This completes the presentation, but in closing, I would like to reiterate our 
management policy for this fiscal year. We expect the operating environment for 
this fiscal year to remain challenging. We have looked at scenarios that call for a 
further deterioration of the environment or downturn in the markets. Obviously,  
it is also possible that we could see the market turn positive. We have formulated 
a plan that we believe will allow us to respond appropriately, regardless of how 
the environment changes.  
 
However, a tough operating environment can also be a great opportunity to   
capture a competitive advantage. We will not miss any signs of change and will 
implement measures that will allow us to return to a growth trajectory.  
The development of assets that support enhanced competitiveness in IAB and 
HCB, as highlighted today, is an example of our commitment to remaining 
focused. We are significantly expanding development capacity at the Kusatsu 
facility, where the HQ for IAB’s R&D is located.  
 
Another key topic is ESG management. Companies generate not only economic 
value but create social value as well. We believe companies have a responsibility 
to play a proactive role in contributing to the development of a sustainable society.  
 
Under Medium-term Management Plan VG2.0, we are proactively focused on 
addressing material sustainability issues.  
 
Our efforts in this area to date have been recognized, with OMRON being included 
in many ESG indices, including DJSI World.  
 
Additionally, as you know, OMRON was added to the Nikkei 225 in March.  
We remain committed to addressing social issues through our business going 
forward.  
 
This time, the market has focused on the divestment of the AEC business and  
the reorganization of the business portfolio. However, it is not our intent to simply 
shrink our business. The cash raised through the divestment will be used for 
growth investments. We aim to enhance corporate value over the medium- and 
long-term, focusing primarily on IAB and HCB.     
 
We humbly ask our shareholders and investors for their continued support.  
This completes my remarks. Thank you. 
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