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● Many apologies for the delay in the announcement of the financial 
results.
● In light of the extreme uncertainty surrounding the spread of the 
novel coronavirus and when it will subside, we have decided to 
withhold announcement of our business performance forecast for 
FY2020 and beyond due to the difficulties in formulating any credible 
guidance at this point.
● Sales for April 2020 were as shown. Although the impact of the 
novel coronavirus was not evident in the April figures particularly for 
consumables, both in Japan and overseas, we have only been able to 
engage in a limited scale of sales activities to this point. This is one 
reason that we are withholding announcement of our forecast. We 
appreciate your understanding.
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● First we will discuss our results for FY2019 and then our Medium-
term Management Plan.
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● Here is an overall summary of our results.
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● For the year, sales remained flat and operating income decreased 
on a consolidated basis.
● Compared to the forecast as of February 7 which does not include 
the coronavirus impact, performance in all segments other than IDP 
fell short of the forecasted numbers.
● We are estimating the impact of the coronavirus to be about 1.6 
billion yen in consolidated sales, and about 300 million yen in 
operating income.
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● These results are for the fourth quarter alone, January through 
March. Cumulatively up to the third quarter, total sales had increased 
1.2% year-on-year and operating income had similarly increased 
3.7%, but business decelerated due to the coronavirus impact in the 
fourth quarter.
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● Net profit for the year was negative 1.882 billion yen due to 
recording of extraordinary loss from the impairment in IDP business 
announced on March 6.
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● These are our consolidated results for the fourth quarter alone, 
January through March. Net profit for the fourth quarter was 
negative 6.039 billion yen due to factors including impairment loss for 
DataLase conducting IDP business.
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● The upper table is for the fourth quarter alone, January through 
March, and the lower table is for the full fiscal year. Here I will talk 
mostly about the fourth quarter.
● Overseas, progress was made in approaching customers but sales 
slowed and ultimately decreased due to the impact of the coronavirus. 
Operating income remained flat due to factors including reduced cost 
burden in the US.
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● In our base business, profit decreased due to slowdown from the 
impact of the coronavirus and due to cost increases from 
implementing strategies.
● In our primary labels business, greater needs for everyday goods 
led to a notable increase in sales.
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● In our base business in the Americas, direct business at our US 
subsidiary made progress, but sales decreased due to less 
consumables orders from large existing customers.
● In primary labels business, sales and profit increased significantly 
on a local currency basis due to the effect of passing on cost 
increases to customers.
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● In our base business in Europe,  sales remained flat due to the 
impact of the coronavirus. Reforms progressed at our UK sales 
subsidiary which traditionally has produced low sales numbers, and 
successful cost reductions along with sales growth resulted in 
increased profit.
● In our primary labels business, sales increased significantly due to 
ongoing new business transactions for Okil and increased household 
needs for everyday goods due to the impact of the coronavirus. Sales
growth and positive foreign exchange impact led to increased profit.
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● In Asia and Oceania, sales and profit declined as US-China trade 
friction affected manufacturing leading up to the third quarter and as 
the appearance of coronavirus effects in the fourth quarter further 
slowed the production activities of customers. 
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● In Japan, sales were driven by large numbers of transactions from 
solution offerings leading up to the third quarter, and mechatronics 
sales were very strong with a 9% year-on-year increase in 
cumulative third quarter sales.
● However, due to the impact of the coronavirus in the fourth 
quarter, many sales transactions have been postponed and put on 
hold. Sluggish production activities of customers led to lower sales in 
both consumables and mechatronics.
● The worse product mix between mechatronics and consumables 
resulted in lower profits.
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● The fourth quarter was the key to the circumstances in each
vertical, so we will explain them in the next couple of slides.
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● In manufacturing, sales decreased due to sluggish production 
activities of customers.
● In logistics, sales rose due to increased logistics volume in 
businesses such as e-commerce.
● In retail, sales decreased as business was strong in supermarkets 
but there was also a decreased sales effect from closures of specialty 
stores.
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● In health care, sales decreased due to less outpatients.
● In food and beverage, sales increased thanks to brisk business in 
food and beverage production.
● In the public sector, sales increased due to large-volume orders in 
mechatronics.
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● In IDP business, we curtailed R&D costs to a level lower than 
planned.
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● Taking into consideration the drastic changes in our business 
climate caused by the impact of the coronavirus, we plan to keep our 
FY2019 full-year dividend unchanged from the previous year at 70 
yen per share out of a desire to invest in social contribution activities 
and maintaining employment. This is consistent with the commitment 
in our credo to share business returns with our four stakeholders -
shareholders, employees, society and the company.
● We plan to set our FY2020 full-year dividend in accordance with 
our dividend policy and announce it simultaneously with our business 
performance forecast for the year. 
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● Now we will discuss our Medium-Term Management Plan (for 
FY2020 to 2022).
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● Having reviewed our performance up to last fiscal year, we will 
work on the following.
● Overseas, we will recalibrate our targets to focus on essential 
industries and further bolster our business partnerships and koto-uri
efforts based on the social and business implications of the novel 
coronavirus.
● In Japan, we will get a firm grasp on the changing challenges that 
our customers face, and bolster our efforts to propose optimal 
solutions.
● In IDP business, we will examine the technical challenges and 
make a decision regarding commercialization.
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● Our brand statement “We give every ‘thing’ its own ID so it 
connects with the world” was decided with sights set on what the 
SATO Group aims to be.
● With “Powered On Site” as our slogan, we will bolster our branding 
while simultaneously aiming to become a global onsite solution 
provider.
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● Getting a firm grasp on the universal challenges in each market 
based on changes to the business environment, we will provide 
solutions tailored to the issues in each market.
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● The main part of our strategy is to focus on our core business with 
awareness of our opportunities and strengths.
● Strengthening our core business while at the same time avoiding 
risks is also the backbone of our medium-term plan.
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● We will implement measures in each market based on our analysis 
of the business implications of the novel coronavirus.
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● 1. The centerpiece of our growth strategy is focus on our core 
business.
● 2. We will bolster alliances and partnerships to further expand our 
core business.
● 3. To drive growth we will cultivate new businesses that are in line 
with our core business.

29



● The structure of our previous medium-term plan was comprised 
of two business segments: auto-ID solutions and IDP. The new 
medium-term plan focuses on our core business of auto-ID solutions, 
and assumes new businesses with high affinity as growth drivers.
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● We will deploy our unique strength of koto-uri both in Japan and 
overseas.
● With B2B2C business as our game-changer, our main growth 
drivers will be business architecture driven by revolutionary elemental 
technologies for devices and IDP solutions.
● For Group management, we will take measures against risks and 
use these to build a stable organization structure as shown in the 
SWOT analysis slide.
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● We thoroughly narrowed down the areas where we will focus our 

efforts.

● As indicated by the upper pyramid in the slide, our penetration into 

markets and industries overseas has been uneven to this point, so we 

will bolster sales activities based on direct business focusing on larger 

businesses.

● In Japan we will work to bolster sales to mid-size businesses 

through collaboration with regional business partners, and increase 

our market share in each prefecture and region.
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● This slide shows the situation in each country where we operate. 

We will provide solutions tailored to the economy and market needs 

of each country.
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● We will deploy specific strategies for each country, market, 
industry, and usage application, based on koto-uri.
● Expanding koto-uri through direct business, we will increase our 
coverage in each market.
● Overseas, we will aim to reach a point where koto-uri is instilled in 
three years, and in Japan, we will shift gears toward solutions such 
as SaaS.
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● To increase the effects of direct sales through koto-uri, we will 
bolster and expand business through collaboration with business 
partners.
● We are jointly working to expand sales channels, mutually sell the 
solutions we create, and work together on R&D for new solutions.
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● We will reinforce the foundation of our competitiveness through 
sales of SATO printers and consumables.
● We will add devices that incorporate wireless and cutting-edge 
technologies as key elements of our core products.
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● With our core products as the foundation, we will provide solution 
services for each industry and usage application.
● Our basic strategy is to utilize koto-uri and work with alliance 
partners to deploy standard solutions centered on our core products 
overseas, and in Japan, to bolster our sophisticated solutions that 
take koto-uri to the next level.
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● We intend to bolster our overseas business by localizing and 
deploying solutions created in Japan.
● Of course, we will also deploy solutions from specific overseas 
regions in Japan and other regions.
● Currently we are providing support from global headquarters, 
providing various types of tools, and arranging systems for 
maintenance services and consumables supply.
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●We intend to bolster our business in Japan by continuing to create 
and provide solutions that address the evolving challenges of existing 
customers.
● In the new, untapped domain of mid-size businesses, we will 
approach customers by collaborating with business partners that 
have experience with our designated targets in each region.



● The background for making B2B2C business our growth driver is 
the rising expectations of brand owners that it can offer a completely 
new type of marketing for them. 
● To grasp opportunities and address potentially threatening changes, 
we will build further resilience to economic fluctuations by actively 
approaching consumer goods manufacturers.
● We aim to create new businesses with even stronger 
competitiveness by getting involved in the designing and 
development of revolutionary devices.
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● Through the revolutionary marketing of consumer goods 
manufacturers (brand owners),
● We will design and develop devices that combine elemental 
wireless and sensing technologies.
● We will create businesses based on these devices in every setting, 
from the manufacturing stage throughout the supply chain.
● Home electronics and electronic devices connect to the IoT by
themselves, but we will create new businesses by connecting things 
which are not connected, as well as people, to the IoT.
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● Here we will briefly discuss our endeavors in sustainability.
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● We have split our materiality into three categories, with “value to 
be delivered to customers” at the core.
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● We will work on value to be delivered to customers through our 
core business and monitor our contributions to sustainability.
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Examples
(3) Providing safety and reassurance: Monitoring the effects of 
solutions provided for safety and reassurance in medical settings and 
food stores respectively
(4) Offering environmentally-friendly products: Helping to reduce 
CO2 emissions released when burning waste by eliminating label 
backing paper which ends up being discarded. Also, monitoring the 
environmental conservation effects of FSC-certified materials 
procurement (procuring paper materials from responsibly managed 
forests). 
● First off, we will work toward promoting sustainability through the 
products and solution services we provide through our core business, 
in line with our materiality of delivering value to customers.
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