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Presentation 

 

Moderator: We will now begin the financial results briefing for ARTNATURE INC. for the fiscal year ended 
March 31, 2023. Thank you very much for gathering here today. 

I would now like to introduce the company attendees. In the front row from the center on your right, is Mr. 
Yoshikata Igarashi, Chairman and President. 

Igarashi: I am Igarashi. Thank you for joining us today. 

Moderator: Next, we have Mr. Toshio Honda, Senior Corporate Officer, General Manager of the Management 
Planning Division. 

Honda: My name is Honda. Thank you for your time. 

Moderator: Moving to the back row, Mr. Hiroaki Inoue, Senior Corporate Officer, General Manager of the 
Accounting & Finance Department. 

Inoue: I am Inoue. Thank you for your time. 

Moderator: And last, Mr. Atsushi Senkoji, Management Planning Division, IR Head. 

Senkoji: My name is Senkoji. Thank you for coming today. 

Moderator: We have these four attendees today. 

We have distributed to you today the presentation material that will be projected on this screen, the summary 
of the financial results, the medium-term management plan, and the ARTNATURE Advance Plan. Also, we 
have attached the questionnaire form. Please fill out the questionnaire by the end of the briefing and leave it 
on your desk for our future reference for IR activities. Thank you very much for your cooperation. 

Today's briefing will begin with an explanation by Chairman Igarashi, followed by a presentation by Senior 
Corporate Officer Honda. After these explanations, we will have a question-and-answer session. The meeting 
is scheduled to end at 5:00 PM. 

Now, Chairman Igarashi, please start your explanation. 

Igarashi: I am Igarashi from ARTNATURE. Thank you very much for attending our financial results briefing 
today. 

Now, I will give an explanation. 
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First, I will talk about an overview of the financial results for the fiscal year ended March 31, 2023. 

As shown in the upper table, both net sales and operating income increased YoY for the fiscal year under 
review. Both net sales and operating income exceeded the revised plan. The table at the bottom shows actual 
net sales by business. All businesses reported an increase in sales. 
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Next, please see this graph of performance trends. 

This graph shows net sales and operating income for the past 10 fiscal years, including the current fiscal year. 

For the current fiscal year, both net sales and operating income exceeded pre-COVID-19 pandemic levels. In 
addition, net sales reached JPY43.2 billion, the highest ever since the Company was listed on the stock 
exchange. We are determined to sustain this momentum and increase our performance in this fiscal year and 
beyond. 
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I will now give an overview of our new three-year medium-term management plan, which begins in FY2023. 

First of all, looking back at our performance in the final year of the previous medium-term plan, although we 
did not reach our original plan, we were able to exceed the level of performance from before the COVID-19 
pandemic and achieve the highest sales in our history. 
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As for the stock price, although the P/B ratio did not exceed 1x, it rose steadily along with the steady recovery 
of business performance. 
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This is a review of the key challenge measures set forth in the previous medium-term plan. 

In terms of business growth, the number of salon visitors did not reach the level from before the COVID-19 
pandemic, but net sales reached a record high. In addition, in the development of new business areas, we 
considered various M&A deals, but were unable to make inroads into businesses in new areas. Based on these 
results, we will continue to address these challenges in the future. 
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With regard to strengthening recruitment, we have been able to increase starting salaries for new hires and 
review recruitment channels. Also, we have focused on attracting employees, but we have not yet been able 
to completely fill the positions. 

With respect to personnel training, the Company strengthened its on-site workforce through the use of online 
training sessions, while at the same time developing human resources at the head office who can assume the 
next generation's leadership role. 

As for business innovation, we were able to digitize routine tasks such as the digitization of documents, but 
we were not able to achieve a drastic renewal of the human resource system and information system. 

Regarding dialogue with the market, we have strengthened our investor relations activities for both 
institutional and individual investors, and have launched a variety of initiatives around sustainability. 
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I will move on to the business environment surrounding our company. 

The domestic hair business industry has been on a downward trend, and although it recovered slightly in 
FY2021, it has not returned to the size from before the COVID-19 pandemic. 
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However, we were able to increase our net sales and share of the domestic hair industry market by 10 
percentage points, from 25% in FY2012 to 35% in FY2021. 
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Here is a chart summarizing the current environment surrounding our company with simple keywords of 
politics, economy, society, and technology. As you can see, there is a mix of different opportunities and risks. 
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Based on the business environment perceptions I just described, we have organized the future outlook for 
the environment into two points. 

First, regarding our key customer segment, seniors aged 60 and over, we expect to see an increase in the 
number of so-called active seniors, those who are motivated about their work and hobbies. 

Second, as consumer spending recovers in the domestic hair business industry following the reclassification 
of COVID-19 as a Class 5 infectious disease, it is anticipated that online customer service will be increasingly 
progressing to capture female demand from the baby boomer junior generation. 
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From here, I would like to explain our company's vision. 

Our long-term vision for FY2017 to FY2026 is "A Decade to Open a New Future," and we formulate a medium-
term management plan every three years to achieve this vision. In the current medium-term management 
plan, our vision is "Pioneering the Next Generation: ARTNATURE's Leap Forward," and we are now at a stage 
where we aim to make further progress based on our past achievements. 
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Here is an overview of the current medium-term management plan. 

The name of the new plan is the ARTNATURE Advance Plan. As Mr. Honda will explain later, we aim to achieve 
the next major milestone of JPY50 billion in net sales, while targeting ordinary income margin and ROE both 
in double digits. The entire company will work together to achieve our goals. 
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This page shows a brief overview of the strategic policy of the ARTNATURE Advance Plan. 

Based on the recognition of the environment I just explained, we will establish our position as the domestic 
market leader while maximizing our strengths and will acquire and expand businesses in new areas. 
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You can see the various initiatives around sustainability here. 

Under the motto of "Your best smile is what we want," we are committed to the sustainable growth in 
corporate value and the realization of a sustainable society. Details of the initiative will be explained later by 
Honda. 
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Finally, I would like to discuss shareholder returns. 

The Company recognizes that returning profits to shareholders is one of its highest priorities and has 
endeavored to maintain stable and continuous dividends. For FY2023, we plan to pay an annual dividend of 
JPY28, and will continue to consider the dividend for FY2024 and beyond. 

This concludes my explanation. Thank you for your attention. 

Moderator: Thank you very much, Chairman Igarashi. 

Next, General Manager Honda, please start your explanation. 
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Honda: I am Honda from ARTNATURE. I would now like to explain the financial results for the current fiscal 
year, focusing on the numerical aspects. 

For the fiscal year under review, net sales increased 6.9% YoY to JPY43.2 billion, and operating income rose 
18.3% YoY to JPY3.5 billion, both of which recorded an increase. Net sales for the men's business increased 
2.5% YoY to JPY23.2 billion, and net sales for the ladies' business increased 12.1% YoY to JPY18.1 billion, both 
of which exceeded the revised plan disclosed in January 2023. 

Cost of sales increased by 1.1 percentage points to JPY14 billion. Stylist labor costs, which is a very large fixed 
cost component, decreased by 0.5 percentage points due to sales expansion, but the cost of product ratio 
increased by 1.6 percentage points due to the weaker yen and higher raw materials prices. 

SG&A expenses increased 3.4% YoY to JPY25.5 billion. Advertising expenses were below the previous fiscal 
year's level due to restrained operations, but personnel expenses increased 5.6% due to the cost of recruiting 
new employees to strengthen the headcount. Other items also outperformed the previous fiscal year due to 
the recovery from the COVID-19 pandemic. As a result, operating income was JPY3.5 billion, up YoY and 
exceeding the revised plan as well as net sales. 
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Continuing on page 20, we show the factors for changes in consolidated ordinary income. 

As you can see, the growth in gross profit contributed significantly to the increase in income. Gross profit 
increased by JPY1.4 billion YoY and overall expenses increased by JPY900 million YoY, resulting in an ordinary 
income of JPY3.5 billion, up approximately JPY500 million YoY. 
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The following page shows a monthly sales trend of major products. 

As shown in the table of total sales of major products in the upper right corner, sales of the men's business 
and ladies' businesses were 102.4% and 113.5% respectively, during the period under review, with men's sales 
holding steady. The ladies' business is continuing to benefit from the hit products. The April and May figures 
for the fiscal year ended March 31, 2022, should be considered as an anomaly due to the rebound from the 
fiscal year ended March 2021, which was the first year of the COVID-19 pandemic. 
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Next is the monthly total number of customers who visited stores. 

As shown in the table of customer traffic in the upper right corner, male customers recorded 99.4% and female 
customers 106% during the period under review. Male customers are still on a gradual downward trend after 
the COVID-19 pandemic, but female customers have finally begun to increase. The increase in the number of 
ladies, in addition to strong sales of hit products, is attributed to the absence of the state of emergency 
declaration during the current fiscal year and a receding mood of restraint to go out in society as a whole. As 
for the April and May portions of the fiscal year ended March 2022, we consider these figures to be an outlier 
due to a rebound, similar to the monthly sales I explained earlier. 
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I would now like to explain the details of our new medium-term management plan. 

This is an overview of the new medium-term management plan. 

As the message at the top of the page states, the Company is aiming to expand its business performance and 
share of the hair industry in order to leapfrog "ARTNATURE, pioneer of the next generation" to the next stage. 
The key themes and indicators will be explained later in this presentation. 
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The numerical targets in the new medium-term management plan are as shown here. 

In the middle column, you can see the compound annual growth rate. The new medium-term plan focuses on 
two businesses for ladies, with the goal of achieving overall net sales of over JPY50 billion in the final fiscal 
year of the plan. In terms of ordinary income ratio and ROE, we aim to exceed 10% each by building up sales 
and increasing income. 
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The following page shows non-financial indicators in the new medium-term plan, which is as you can see here. 

We will implement initiatives to address environmental issues such as climate change, and social issues such 
as respect for human rights and human capital. We will set the target for greenhouse gas emissions in the 
new medium-term management plan as soon as we have a clear understanding of the situation at our 
subsidiaries in Japan and overseas. 
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Page 27 is the business portfolio. 

In the new medium-term management plan, we intend to implement strategies based on our business 
portfolio to grow each business while efficiently utilizing management resources. As you can see, we are 
implementing a strategy for stable growth in the men's business, while at the same time investing the profits 
earned from this business in the two businesses for ladies to expand. 
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First is the strategy for the men's business. 

In order to maintain stable growth, we intend to promote a strategy of differentiation through the 
development of high value-added products to beat price competition. Also, we would also like to improve our 
system in terms of the intangible aspect, the so-called human capital, with an aim to sell high value-added 
products, as well as in terms of the tangible aspect, the so-called facilities. 
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Our strategy for the ladies' business is to target an average annual growth rate of 5.4%, driven by the effects 
of our hit products. The hit product we are referring to here is Feelin, a custom-made wig launched in the 
previous mid-term management plan, and we aim to stimulate and capture replacement demand for this 
product. 

We also intend to strengthen collaboration between our two businesses for ladies, namely the custom-made 
wig business and the ready-made wig business, so that we can meet all customer needs in a one-stop manner. 
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Regarding the strategy for the ready-to-wear business for ladies, we aim to achieve an average annual growth 
rate of 12.7% by increasing the number of new store openings and strengthening our sales strategy for existing 
customers. In the ready-to-wear business for ladies, sales to new customers have been the main focus, but 
we also intend to expand the follow-up system for existing customers and firmly strengthen our sales system 
for repeat purchases. 


