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Presentation 

 

 

Murai: Now, I would like to begin by explaining our consolidated financial results at the end of Q3. 

Here we have today’s message. 

At the end of Q3, both sales and income increased. Growth was driven by domestic haircare products, which 
continued to do very well from H1, and by South Korea. 

In terms of performance by region, in Japan, haircare products, which accounts for 60% of sales, performed 
very well. This means that growth was strong for haircare for both new and existing products. However, there 
are still issues to be addressed in the domestic hair coloring market. The number of salons using our products 
has gradually begun to increase through our sales and educational activities, and we expect to see more 
results in the future. 

As for overseas, South Korea is performing particularly well. The situation is that this is driving growth across 
the whole overseas market. However, in China, salon customers are more budget-minded. The market 
continues to be a difficult environment. We are currently actively engaged in promoting activities for salons 
to respond to such changes. Although we are in a difficult situation, we are working with an eye toward future 
growth. I think that these results will come out, and since sales have remained relatively flat around Q3, I 
believe that we can expect good results near future. 

In any case, business overseas is going well. Due in part to the positive impact of the yen's depreciation, please 
understand that total overseas sales have remained steady for the term and against the initial plan. 

Regarding the outlook for the full year, we expect to achieve both sales and profit according to our initial plan. 
Although there may be some write-downs in Q4, we expect full-year results to compensate for this, and as a 
result, we believe we will be able to achieve the planned results. 



 
 

 

 
 

 

Sales were JPY36.99 billion, an increase of 8.3%. Operating profit was JPY4.85 billion, an increase of 42.1%. 

Sales exceeded the plan by 1.8%, and operating profit increased by 13%. This growth is attributed to higher 
sales and deferred expenses. We anticipate utilizing SG&A expenses as planned towards the end of the fiscal 
year. Although our operating income has been progressing above the plan, deferred expenses will bring it in 
line with our original projections, allowing us to achieve our goals as planned. 

  



 
 

 

 
 

 

Then I show you the waterfall chart of operating income compared to the same period last year. The increase 
in gross profit due to higher sales is the biggest positive factor. As I mentioned earlier, there is also a significant 
increase in reaction to the write-offs that occurred last year. As for expenses, we have increased personnel 
expenses due to base pay hikes, etc. 

The total is 1,438 million yen plus compared to last year, which is where we have landed so far. 

  



 
 

 

 
 

 

Compared to the plan, the increase in gross profit due to this increase in sales is significant. However, there 
is a slight negative impact of product mix since hair coloring products are not going as planned. 

Compared to the plan, the increase in gross profit due to higher sales is significant. However, there is a slight 
negative impact from the product mix, as hair coloring products are not performing as expected. As 
mentioned earlier, we have not used approximately 250 million yen in SG&A expenses, but we anticipate 
utilizing this amount in the fourth quarter. Therefore, while we have exceeded the plan by 563 million yen so 
far, we expect to be roughly in line with the plan for the full year. 

  



 
 

 

 
 

 

 

Sales in Japan and overseas. 

As you can see, the domestic sales were 27.69 billion yen, an increase of 7.2%. In contrast, overseas sales 
were 9.3 billion yen, up 11.8%. In local currency terms, excluding the impact of the yen's depreciation, the 
result was a 5.8% increase. 

As for profits, domestic business is going well. Overseas profits decreased, but this was in line with our initial 
forecast, and we believe that we are currently on track with the plan. 



 
 

 

 
 

 

Now, I will explain the results by region. First, in Japan. 

One thing is that haircare is doing very well, such as Aujua and Elujuda. Hair coloring had been struggling until 
the previous fiscal year, but we are beginning to see some positive factors. 

As I mentioned earlier, it is a positive factor that the number of salons using Villa Lodola COLOR and other 
products is on the increase, and we will continue to implement various measures to achieve growth in hair 
color. 

  



 
 

 

 
 

 

I would like to explain a little bit about our business in Japan and the progress of points for this fiscal year. 

The first part is the promotion of Smart Salons. Of these, progress on milbon:iD is going very well.  

And the second is the progress of Smart Salon's brick-and-mortar store development. Although it may be 
difficult to reach the goal of one hundred salons that I mentioned at the full-year briefing, on the other hand, 
successful salons are beginning to emerge. 

We would like to expand the success stories of these salons. Rather than increasing the number of salons, we 
will focus on increasing the number of successful salons and aim for steady expansion. 

As for hair color, it is still slightly below the growth trajectory. However, the number of salons using Villa 
Lodola and other products is increasing, which is a very positive development. 

Additionally, we are introducing hair color branding for salon customers for the first time. For example, on 
Hot Pepper Beauty, the salon booking site, we will feature menus with brand names like Ordeve Addicthy to 
increase customer recognition. While other manufacturers have already been doing this, Milbon has not 
participated in such activities until now, and we anticipate future growth in this area. 

It is also common practice that gross profit margins for hair color are high, whereas those for haircare are low, 
which may raise concerns about the worsening product mix. In haircare products, the costs of Aujua and the 
new products launched this year are also very low. We are considering raising the prices of high-cost products, 
which is planned for the first half of next year. I believe we can gradually improve the product mix by 
addressing the disparity in profit margins between hair color and haircare products. 



 
 

 

 
 

 

The second by region is South Korea. 

As mentioned earlier, haircare is growing at a high rate, which is a robust performance.  

Although its share in South Korea's sales is still low, perms are performing very well and growing significantly. 
In the South Korean market, perms have a much higher importance than in Japan, indicating room for further 
growth. However, Milbon has not yet fully capitalized on perms. We plan to explore various product measures 
and activities for salons to ensure long-term growth. 

Operating profit for the third quarter decreased compared to the previous year due to the costs of holding 
events for young hair stylists. Now that our recruitment efforts are starting to bear fruit, we expect to incur 
expenses as we increase staff. However, we prioritize growth over expense concerns, so we are not worried 
about this area. 



 
 

 

 
 

 

China is facing a challenging situation. 

In this difficult market environment, we are assisting salons in reforming their management practices. The 
salon market differs from general cosmetics, as people will always need haircuts and visit salons regularly. 
However, salon customers have become more savings-oriented, so we need to consider what benefits we can 
offer to encourage them to return. Additionally, there is potential to introduce new menu items that might 
attract customers. 

We are beginning to implement these strategies now. While achieving remarkable results immediately may 
be difficult, I am confident that these efforts will have a positive long-term impact.  

Although we are somewhat concerned about the Chinese market environment, we believe there is still ample 
room for growth. 



 
 

 

 
 

 

Next, we have USA. 

Haircare is experiencing significant growth, particularly for Global Milbon.  

However, hair coloring, which we expected to grow this year, has not seen much progress yet. Hair color 
remains a crucial product in American salons, and we are working to expand this category. 

The reason this year's hair coloring plan is likely unachievable is that we intended to have influential stylists 
join our team to create and share both digital and offline content. Unfortunately, we were unable to secure 
a contract this year, and it will be postponed until the next fiscal year. Despite this, our growth without such 
activities is promising, and we are steadily educating our distributor’s sales representatives. 

Additionally, we have a contract with a distributor in California, where we have achieved the top in-store 
share. This leading position appears to be sustained, making this area very promising. California is a highly 
influential region in the United States, and success here is expected to have a significant ripple effect on 
other areas, offering much to look forward to. 



 
 

 

 
 

 

Here is a forecast for full-year sales.  

Haircare is performing well in Japan, although there are issues with hair coloring. We are not too worried, as 
we believe the plan can still be exceeded.  

In South Korea, haircare products are doing well, and we have high expectations for the future. The positive 
impact of the weak yen should also contribute to better-than-planned results. 

In China, it is difficult to achieve the plan due to the challenging market conditions. Although there might be 
some positive effect from the weak yen, it is inevitable that we will not reach the planned level. However, the 
robust performance in South Korea is expected to more than compensate for this shortfall. 

In the U.S., while the weak yen is a positive factor, hair coloring sales are not meeting expectations. We 
anticipate improvement in the future, but for this year, sales in the U.S. will likely be in line with the plan. 
Overall, we believe we will achieve our sales targets as planned. 
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Lastly, I would like to discuss operating profit. 

As shown in the waterfall chart, domestic sales are likely to exceed the forecast made at the beginning of the 
fiscal year. For overseas sales, we expect to meet the plan almost exactly.  

Regarding SG&A expenses, we may retain some, but we plan to spend them as originally intended. 
Additionally, there is likely to be a slight decrease in the COGS due to inventory write-downs, which we believe 
will be more than offset by the increase in domestic sales. Therefore, we expect to achieve our targets as 
planned. 

That is all from me. Thank you. 
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