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Presentation 

 

Ariga: Good afternoon, everyone. From here, I am pleased to present the financial results briefing of 
ARTNATURE INC. 

Thank you very much for your kind participation and patience. Let me begin by introducing today’s attendees. 

Mr. Shogo Igarashi, Chairman, and President. 

Igarashi: My name is Igarashi of ARTNATURE INC. Thank you very much for attending today’s briefing  

Ariga: And, Mr. Toshio Honda, Senior Corporate Officer, General Manager of Management Planning Division. 

Honda: My name is Honda of ARTNATURE INC. A pleasure to see you all here today. 

Ariga: Last, my name is Ariga, and I will be the moderator for today. Appreciate your kind attention until the 
end of this briefing. 

Today’s proceedings will begin with an overview of the Company’s current situation by Chairman Igarashi, 
followed by an explanation of the content of the financial results by Senior Executive Officer Honda. 

We will then move on to the question-and-answer session. We hope to receive your candid comments. 

I will now move on to the explanation of the financial results. First, Chairman Igarashi, would you kindly take 
the stand.  
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Igarashi: My name is Igarashi of ARTNATURE. Thank you very much for watching our web-based financial 
results presentation today. 

I will now like to begin my explanation. I will start with an overview of the current fiscal year’s results and the 
progress of the medium-term management plan. 

So now, firstly, I will provide an overview of the financial results. 

As shown in the table above, net sales and operating income increased YoY during the period under review. 
Compared to the plan, net sales were generally in line with the revised plan, and operating income exceeded 
the revised plan. 

The table at the bottom shows the breakdown of the sales results, all of which exceeded the levels before 
COVID-19. The details will be explained later by Honda. 
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Next, please take a look at this graph of the business performance trend. This graph shows sales and operating 
income for the past ten fiscal years, including the current fiscal year. 

During the period under review, both net sales and operating income recovered to pre-COVID-19 levels. In 
addition, net sales exceeded JPY40 billion for the first time in six years. We are determined to maintain this 
momentum and continue to improve our business performance in FY2022. 
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I will continue with a description of the current year’s management conditions. 

The blue arrows indicate the Company’s status with respect to COVID-19. The first half of the year was 
affected by the declaration of a state of emergency. In the second half, the new women’s product Feelin, 
introduced in September, became a big hit and, together with an increase in the number of exhibition fitting 
sessions, contributed significantly to the achievement of the full-year sales plan. 

The green arrows indicate PR information on products, services, etc. In addition to introducing new products 
on a regular basis. In the first half of the year, we began offering our hair extension products to overseas 
markets. In the second half of the year, we actively utilized the latest and most creative technologies, including 
introducing the industry’s first portable 3D scanner and developing the world’s first automatic wig hair 
transplanter. 
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This slide introduces the AI automatic response system and portable 3D scanner. 

The upper part of the slide shows the workflow. We introduced an AI automatic response system for inquiry 
work and a portable 3D scanner for mold-making work. 

The introduction of these newest technologies has improved convenience for our customers and increased 
operational efficiency within the company as well. 

We will continue to improve our workflow by utilizing the latest technology. 
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This slide shows an overview of the automatic wig hair transplanter. 

Developing this automatic wig hair transplanter aims to eliminate potential risks in the workflow described in 
the top section. In other words, there are various risks involved in the production of custom-made wigs, which 
is our main product line, such as hiring, retention, and training of artisans, delivery issues caused by natural 
disasters, and country risk. By eliminating these risks, we believe we can stabilize the supply and quality of 
custom-made wigs. 

We have been developing this automatic wig hair transplanter since 2016 to achieve sustainable growth for 
our company, and fortunately, we were able to complete the world’s first prototype ahead of our competitors. 

Although we are currently in the quality verification stage, we are developing the product intending to 
introduce it to the production of some men’s wigs in FY2024. We hope that you will pay close attention to our 
future developments. 
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Here is an explanation of the progress of the medium-term management plan, the ARTNATURE Challenge 
Plan, which began in FY2020. The outline of the medium-term management plan is as shown in the slide. 

In this medium-term business plan, we have established six key challenge measures to achieve our goal of 
further expansion of our business domain while expanding existing businesses in order to lay the foundation 
for ARTNATURE to pioneer the next generation. Moreover, our executives and employees are united in their 
efforts. 
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This chart shows the progress of the six key challenge measures in the ARTNATURE Challenge Plan, namely, 
growth in business performance and development of new business areas. 

Regarding business growth, both sales and profits increased from the previous year. On the other hand, the 
total number of male and female customers remained at the same level as the previous year, and we 
recognize that this is an issue that must be addressed for future stable expansion. 

Regarding the development of new business areas, we are considering various M&A projects; However, 
unfortunately, to say, none have been realized at the moment. 

In FY2022, we will accelerate efforts to develop new business areas while focusing on initiatives to increase 
the number of customers visiting our stores in order to stably expand existing businesses. 
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This section shows the progress in strengthening recruitment, personnel training, and business innovation. 

With regards to strengthening recruitment, we recognize that an urgent issue we face is the lack of a sufficient 
number of stylists needed to serve customers due to changes in the recruitment environment and other 
factors. 

As for business innovation, we have taken steps to raise the retirement age from 60 to 65 and digitize 
documents, but we have not achieved a fundamental renewal of the personnel system. 

In FY2022, we will proactively review recruitment conditions and strengthen recruitment advertising in order 
to enhance recruitment. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
11 

 

 

 This page shows the progress of the dialogue with the market. 

In terms of dealing with the market, we have focused on enhancing disclosure information, such as 
sustainability information, and strengthening information dissemination to investors as part of our efforts to 
strengthen investor relations. 

In addition, following the reorganization of the TSE market, we have been listed on the Prime Market since 
April 2022, and we are taking steps to meet the higher standards of governance required of companies listed 
on the Prime Market. 

In FY2022, we will continue to focus on strengthening IR activities and governance response. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
12 

 

 

Based on our progress to date, we have summarized the key measures of the Challenge2022 and will continue 
to focus on strengthening IR activities and governance measures in FY2022. 

In FY2022, we will steadily implement these measures in order to take on the challenge of stable expansion 
of existing businesses and to step into further new areas of business. 

Beginning in FY2022, we will implement strategies based on our business portfolio to grow each of our 
businesses while efficiently utilizing our management resources. 
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This slide shows an image of our business portfolio. 

The businesses for the men’s business, ladies’ business, and ladies’ ready-made wigs business will be arranged 
into four areas from the perspective of efficiency and growth potential, and strategies will be implemented in 
accordance with the policies of each business. 
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This is the next fiscal year’s performance plan. 

In terms of planning expenses, it is as shown. 

Although net sales are planned to increase in each division, profit items are planned to decrease. 
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Let me explain a little more about the next phase of the plan. 

As for the net sales plan, we are planning for a record-high sales of JPY41.9 billion. By aiming for stable growth 
in existing businesses as well as expansion and growth mainly in the mail-order business, we plan to increase 
sales by JPY1.5 billion over the current results. 

The operating income plan is JPY2.1 billion, a decrease of JPY0.9 billion from the actual results for the current 
fiscal year. 

Factors can be divided into external and internal factors. 

External factors include increased costs due to the impact of COVID-19 and the overseas situation, as well as 
the impact of the yen depreciation. Internal factors include an increase in costs related to recruitment and 
other measures, as well as the concentration of management resources in areas of growth through the 
implementation of strategies based on our business portfolio. 

The entire company will work together to achieve these plans. 
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Finally, I will explain the main management plan and dividend policy for the three years of the medium-term 
management plan. 

The targets for net sales, ordinary income margin, and ROE for FY2022, and the final year of the medium-term 
management plan, are shown in the graph on the right side of the top row. 

As for dividends, based on our basic policy of maintaining stable dividends, we will continue to pay an interim 
dividend of JPY14 per share for FY2021 and a year-end dividend of JPY14 per share for FY2022. We intend to 
maintain a full-year dividend of JPY28 per share. 

The entire company will continue to work together to achieve our goal of achieving double-digit profit margins 
and ROE as soon as possible. 

That concludes my presentation. Thank you very much for your attention. 
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Honda: Once again, I would like to introduce myself. My name is Honda of ARTNATURE. 

Now, let me move on to my explanation. 

First, here is a summary of the consolidated income statement for FY2021. 

Net sales increased 12.7% over FY2020, to JPY40.4 billion. Operating income increased 56.3% over FY2020, to 
JPY3 billion, returning to the pre-COVID-19 levels. 

The cost of sales ratio was a minus 1.9 percentage points below the FY2020 level due to a decrease in the 
stylist labor cost ratio in line with the sales growth. Thanks to cost savings and other measures, operating 
income increased significantly compared to the basic plan, while sales were almost in line with the plan.  

CapEx is projected at JPY1.3 billion, a JPY400 million increase over FY2020. 
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This graph shows quarterly trends in sales and operating margin for the last three years. 

As you can see, both net sales and operating income are stable in FY2021 compared to FY2019, when there 
was a consumption tax hike, and FY2020, when the first wave of COVID-19 occurred. 
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Here is the analysis of the changes in consolidated ordinary income for FY2021. 

The orange area on the left is the positive factor for profit, with a gross profit increase of JPY3.8 billion over 
FY2020, mainly due to the rise in net sales. 

The purple area is the negative factor for profit, with overall expense items, mainly advertising expenses, 
increasing by JPY2.8 billion over FY2020. 

As a result, ordinary income increased by JPY1 billion from FY2020, to JPY3 billion. 
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Here are the monthly sales trends for the major products. 

This graph shows YoY comparisons of sales of major products for the past three years picked up the monthly 
sales data disclosed monthly. 

The red line is for FY2021. The blue line is for FY2020. The green line FY2019. For an approximate trend, please 
check from here. 

The Q1 of FY2021, saw a significant increase due to the progress of deliveries of orders received in FY2020, in 
addition to a rebound from the decline in FY2020 but as you can see, the overall YoY growth for major products 
has remained at almost the 100% level since June, combined with the spread of COVID-19. 
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Here is the monthly total number of customer traffic. 

This graph, as well as all pages, is compiled based on the results disclosed monthly. 

Although the first half of FY2019, and faced the declared state of emergency, throughout the year, both men’s 
and ladies’ sales remained at almost 100% level compared to the same month of the previous year. 
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Here are the consolidated sales trends by gender. 

The breakdown is as shown. Details will be explained on the next page and beyond. 

The bottom right-hand corner shows that the ratio of men to ladies in sales has remained almost the same as 
in previous years, with men accounting for about 60% of sales and ladies roughly 40%. 
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Here are the non-consolidated total sales by product and service for men and ladies. 

First, please see all products and services indicated on the bottom. 

For FY2019, all segments, with the exception of the Others segment, reported a significant increase in 
revenues. The Others segment mainly includes the results of mail-order business, which was the only segment 
with higher revenues in FY2020, capturing the demand for home nesting, but was the only segment with lower 
revenues in FY2021, mainly due to a decrease in the number of TV mail-order airings. 

In the segment by products and services in the top row, sales of custom-made wigs increased significantly, 
mainly due to the rebound from FY2020, and the success of new product lines. 

Overall sales were generally in line with the plan. 
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Here are the net sales by product and service for the men’s business. 

In the men’s business, the impact of COVID-19 has largely dissipated, and delivery of orders for FY2020, has 
progressed, resulting in a significant increase in sales, especially for the custom-made wigs. 

Although there is some unevenness in sales for each product and service, overall, the men’s business sales 
are generally in line with the plan. 
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Here are the net sales by product and service for the ladies’ business. 

In the ladies’ business, sales increased significantly due to the rebound from the decline in FY2020, as well as 
the success of the new product lines. In particular, the new product Feelin was a big hit, and the performance 
of new order-made wigs exceeded the level pre -COVID-19. 

As in the case of men’s business, sales of each product and service are slightly uneven, but overall sales of 
ladies’ business are generally in line with the plan. 
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I will now explain our financial forecast for the fiscal year ending March 31, 2023. 

Here is the consolidated financial forecast for the full year. 

For FY2022, the company plans a net sales of JPY41.9 billion, an increase of 3.8% from FY2021. Operating 
income is projected to decrease 30.3% from FY2021, to JPY2.1 billion. 

Although the growth in the cost of sales has increased, the plan incorporates in the cost of goods an increase 
in outsourcing costs due to COVID-19 and the overseas situation, as well as the impact of the JPY depreciation, 
and stylist personnel costs, an increase in hiring due to the strengthening of recruitment in addition to the 
replacement of personnel. 

As for SG&A expenses, we plan to increase advertising expenses necessary to attract new clients and 
personnel expenses associated with strengthening the hiring of on-site staff, as well as to increase 
management resources in areas of development in line with the execution of strategies based on our business 
portfolio. 
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Here is the sales plan by product and service for the men’s business and ladies’ business total. 

As you can see, we plan to achieve stable growth in all segments. 

The mainstay custom-made wigs are almost at the same level as in FY2021. For other products, we plan 
double-digit growth, mainly in the mail-order business. 
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Here is the sales plan by product and service for the men’s business.  

We will continue to focus on activities to increase the number of true fans and aim for stable growth. On the 
right side are the leading measures for the men’s business. 
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Here is the sales plan by product and service for the ladies’ business. 

The mainstay custom-made wigs are almost at the same level as in FY2021. 

In FY2021, our new product line Feelin was a big hit; in FY2022, we aim to maintain that level of growth and 
achieve stable growth. 

In hair addition products, there was a strong tendency for new customers to choose custom-made wigs in 
FY2021, but we intend to grow this business firmly in FY2022. 

The JULLIA OLGER project is planned in anticipation of customers’ return to the commercial center now that 
the state of emergency has been lifted. 

On the right side are the main measures for the ladies’ business. 

That concludes my presentation. Thank you for your attention. 

Ariga: Chairman Igarashi and Senior Executive Officer Honda, thank you very much for your explanation. 
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Question & Answer 

 

Ariga [Q]: I will now move on to the question-and-answer session. 

So, without further ado, I would like to present our first question.  

We would like you to explain the factors behind the YoY increase in sales and profit for FY2021. Chairman 
Igarashi, would you kindly advise? 

Igarashi [A]: Yes. The increase in sales was due to the elimination of the impact of the spread of COVID-19 on 
productions, etc. in FY2020, as well as the progress in deliveries of orders received in FY2020, and the strong 
sales of new ladies’ product line Feelin. 

The main reason for the increase in income was the rise in net sales, while expenses increased compared to 
the restrained management in FY2020. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

The question is, how do you view the impact of COVID-19 on FY2021, and FY2022. Chairman Igarashi, would 
you kindly advise? 

Igarashi [A]: Yes. In FY2021, both our sales branches and production plants maintained normal operations. 
However, they were affected by voluntary restraints on outings and cancellations of events due to the 
declaration of states of emergency in major cities and priority measures to prevent the spread of the mutated 
strain. 

For the fiscal year ending March 31, 2023, we do not anticipate any major emergency declarations or other 
social restrictions. In addition, the plan assumes the continuation of normal operations at both sales branches 
and production plants. 

If a material incident occurs that should be disclosed; we will promptly revise our earnings forecast. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

Looking back at the medium-term management plan through FY2021, what challenges are you facing? 

Igarashi [A]: Yes. In terms of our existing business, we recognize that we have an issue with the number of 
customers. We will continue to focus on securing enough barbers and beauticians to serve customers while 
developing initiatives to bring in new customers and retain existing customers. 

We have been considering various M&A deals for businesses in new areas, but we recognize that our challenge 
is that we have not been able to make a step into new areas. We will accelerate our efforts more than ever. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

Please explain why you plan to reduce profits for FY2022 the final year of your medium-term management 
plan. I would also like to know the prospects for the achievement of the plan and the company’s ambitions. 

Igarashi [A]: Yes. Factors contributing to the decrease in profits can be divided into external and internal 
factors. 
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External factors include the impact of COVID-19, increased costs associated with the overseas situation, and 
the impact of the JPY depreciation. 

Specifically, the cost of goods is affected by the cost of goods portion. We hold a certain amount of inventory 
of materials needed for wigs, but most recently, we have been systematically factoring in the effects of 
resource appreciation due to international unrest following Russia’s invasion of Ukraine and the yen 
depreciation. 

Internal factors include an increase in costs related to strengthening recruitment and other measures, as well 
as the concentrated investment of management resources in areas for development through the execution 
of strategies based on the business portfolio. 

Although profits are expected to decrease, we recognize that they may exceed the plan if various measures 
are taken in the right direction. 

We will continue to make company-wide efforts to achieve the plan and will link this to the next medium-
term management plan. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

Your next plan seems to be aiming for sales of JPY41.9 billion; please explain which areas you intend to grow? 

Igarashi [A]: Yes. In addition to stable growth in existing businesses, we plan to expand mainly in the mail-
order business. Although not included in the plan, we continue to consider entering new areas through M&A 
and other means. 

Regarding M&A, we believe that we have almost completed our hair business lineup, and we would like to 
look for areas rooted in beauty and health in the future. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

Are there any concerns with the criteria for maintaining the Prime Market listing? 

Igarashi [A]: Yes. We are currently discussing internal measures to improve trading value, as the low average 
daily trading value is a concern among the criteria for maintaining a listing on the Prime Market. 

We will continue to take other measures on a case-by-case basis to ensure that they do not conflict with the 
rules set by the Tokyo Stock Exchange. 

Ariga [Q]: Thank you very much. Now, I would like to continue with this question. 

How will you analyze the changing needs of your customers in the past, present, and future? 

Igarashi [A]: Yes. In the past, the majority of our customers were male and were those who held issues. Today, 
we have more female customers and a more fashionable clientele. 

In the future, we expect that the needs of the relatively young fashionable segment will increase in line with 
changes in the way women work. We believe that the trend among the younger fashionable segment is to 
start with low-priced products as a trial and then switch to better products, which we believe will be welcomed 
by our customers going forward. 

In the area of low-priced products, we have a subsidiary that handles standard wigs, and we intend to expand 
our customer base. 
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Ariga [Q]: Thank you very much. Now, I would like to continue with this question. 

How do you plan to pass on increased costs to your customers in terms of price? 

Honda [A]: Yes. I would like to answer your question as to how we are thinking about passing on this cost 
increase to prices. 

As I mentioned earlier, one of our current challenges is the shortage of personnel. We are increasing 
recruitment expenses in order to strengthen our workforce. 

In response to this, we are considering a slight increase in a portion of our hairdressing and barbering fees. 
We are now in the process of informing our customers about this change. 

We will continue to consider how we can pass on the price to our customers within a scope that does not 
cause inconvenience to them. That will be all for my response. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

What is the assumed exchange rate? 

Igarashi [A]: Yes. Regarding the assumed exchange rate, we are assuming PHP1, which is JPY2.35 at the 
moment, and JPY117 to USD1. Since both of these figures are based on the information at the time the plan 
was formulated in March, we will promptly revise our forecasts if further depreciation of the yen causes a 
deviation from the forecasts. 

We also recognize that the impact related to wigs is insignificant. Wigs are more affected by labor costs and 
foreign exchange rates than material costs. On the other hand, we recognize that shampoo and other supplies 
are affected by containers and raw materials to a certain extent. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

Please explain about the measures you are taking to strengthen your mail-order business. 

Honda [A]: I will answer your question about our measures to strengthen the mail-order business. Firstly, 
please let me apologize that we are not able to disclose any specific details at the moment. 

That said we are considering how to develop new products and introduce them to the market. We are also 
thinking about how to increase the number of our customers and how to improve their convenience. 

That is all I have to say in response. 

Ariga [Q]: Thank you very much. Now, I would like to present the next question. 

The current fiscal year’s plan is a decrease in profit due to increased expenses. How should we perceive the 
increase in expenses for the next fiscal year and beyond?  

Honda [A]: Yes. I have just explained that the plan for this fiscal year is a decrease in profit due to an increase 
in expenses. How are we to perceive the rise in expenses for the next fiscal year and beyond. 

As I mentioned earlier, in terms of external and internal factors, the increase in raw material prices and the 
yen depreciation’s impact are considered external factors. 
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Ariga [M]: Yes, thank you. Now that there are no other questions, I would like to conclude the question-and-
answer session. 

For further inquiries, please contact Mr. Chikouji of the IR Office, Corporate Planning Department. 

This concludes the presentation of the financial results of ARTNATURE INC. 

Thank you very much for your participation. 

[END] 

______________ 
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