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Presentation 

 

Moderator: Ladies and gentlemen, thank you very much for your patience. We will now hold a financial results 
briefing of VECTOR INC. for Q2 of the fiscal year ending February 28, 2022. Thank you very much for taking 
time out of your busy schedules to join us today. 

Before the start of the briefing session, we would like to inform you of the following. Please refrain from 
bringing cameras, recording devices, and other items that may be dangerous or interfere with the progress of 
the event. Also, please set your mobile phone to silent mode. 

In addition, we will record the briefing session, while taking into consideration your portrait rights and privacy 
when handling the recording. Thank you for your understanding. 

First of all, let me introduce the attendees from the Company. From the left, facing you is Keiji Nishie, Founder 
and Chairman of VECTOR INC. Yosuke Goto, Director and General Manager of the Business Administration 
Division. 

In today’s briefing, first, Goto, Director and General Manager of the Business Administration Division, will 
explain the financial results for Q2 of the fiscal year ending February 28, 2022, followed by a presentation by 
Nishie, Founder and Chairman, on topics including the strategy for [inaudible]. After that, we will have a 
question and answer session. Thank you very much. 

 

 

Goto: Thank you very much for coming to the financial results briefing today. I am Goto, Director and General 
Manager of the Business Administration Division. Thank you very much. 

Today, we will proceed with the agenda as shown. First, I would like to explain the quarterly financial results. 
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In our consolidated results for H1 of the fiscal year, net sales increased by JPY21,930 million and operating 
profit increased by JPY2,290 million. Our net income, which has been frequently questioned and pointed out 
by investors, is reaching an appropriate level. 

The difference between ordinary income of JPY2,100 million and net income of JPY600 million is roughly 
JPY900 million in taxes and JPY500 million in income attributable to non-controlling interests. There are a few 
subsidiaries that continue to be in the red and are unable to accumulate deferred tax assets, but we are 
making selections and concentrating on our businesses and are on an improving trend, so we believe that the 
tax rate on a consolidated basis will be appropriate in the future. 
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Here is a graph comparing operating profit for H1 of the previous fiscal year and H1 of the current fiscal year. 

The PR and Advertising business grew significantly as a result of the development of services that integrate 
digital and PR to meet the needs of clients amid the coronavirus pandemic. 

In the Direct Marketing business, we spent heavily on advertising in the previous fiscal year in order to capture 
the stay-home demand during the early stage of the pandemic, but we were able to generate profits this fiscal 
year by controlling advertising expenses based on the advertising efficiency of customer acquisition. 

In the HR business, profit and loss improved as a result of significant fixed cost reductions. 
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Next, this is the quarterly trend for consolidated net sales. Net sales for Q2 of the fiscal year continued exceed 
JPY10,000 million, reaching JPY10,788 million. 

 

 

EBITDA was also steady. 
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Consolidated operating profit was likewise steady. 

 

 

This is a graph of operating profit for Q2 of the fiscal year. ASHITA-TEAM had continuously been in the red, 
but we were able to achieve a quarterly profit in Q2. 
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Now, I will explain quarterly trend for each segment. 

The PR and Advertising business posted record-high sales for Q2. 

Operating profit was affected by the business in the investment phase that we started in the previous year, 
as well as deficits in our overseas business, but our traditional PR and Advertising Business in Japan has 
returned to its pre-pandemic profit level. 
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This is the trend in the PR and Advertising business by Japan and overseas. 

Overseas business activities stagnated due to lockdowns and other factors, and the loss increased, but 
domestic operations remained steady. 

 

 

The Taxi Signage business, which is included in the PR and Advertising Business, performed well as there was 
a strong need for companies to place advertisements even during the coronavirus pandemic. 
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In addition, as a new initiative, we started taxi window signage in June. 

 

 

Smoking area signage was also launched in September. 
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The Press Release Distribution business performed very well, with record-high sales and operating profit. 

 

 

The number of user companies exceeded 58,000, and 47% of listed companies are using the service. 
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The Video Release Distribution business remained profitable despite the significant impact of the coronavirus. 

 

 

In the Direct Marketing business, we made a profit by reducing advertising compared to H1 of the previous 
year, but we expect to accelerate the investment in advertising from Q3 to strengthen the acquisition of new 
customers. 
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The Media business posted a loss for the quarter due to a decrease in advertising revenue caused by the 
impact of changes in search engine display order and prior investment in CMS, but we expect it to be in the 
black for the full year. 

 

 

For ASHITA-TEAM, we identified all the cost details and made significant fixed-cost reductions. 
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Also, the renewal rate for stock revenue has been increasing, and the results of structural reforms started to 
show in Q2. 

 

 

Comparing 1 year of the fiscal year ended February 28, 2021 with 1 year of the fiscal year ending February 28, 
2022, we were able to foresee the reduction of SG&A expenses by JPY800 million at the time of the previous 
announcement of financial results, and we expect to reduce SG&A expenses by another JPY300 million, 
bringing the expected total reduction in SG&A expenses to JPY1,100 million. 
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We recognize that the operating profit of JPY230 million for this period is [inaudible]. We are working to 
improve the renewal rate for cloud and operation consulting. 

 

 

In the Fund business, there was a partial sale of shares owned. There were no major stock valuation losses, 
and sales and operating profit landed at almost the same figures. 

From here onward, our chairman Nishie will explain. 
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Nishie: Thank you very much. 

We have revised our financial forecasts. 

 

 

While we revised down net-sales forecast slightly, forecast for operating profit has been revised up 20%. Also, 
forecast for ordinary income has been revised up 25%. The largest change is rather in the net income. The 
fact that the forecast for net income has been doubled is as we corrected [inaudible] quite a bit today. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
16 

 

First, there is a new business for which spending is not as much as we expected. Another reason is that we 
were trying to start various new businesses, but we were able to reduce costs by switching to selection and 
concentration. I think that is the biggest factor. 

In the first place, when we made this plan, the coronavirus pandemic was rampant, and we did not know what 
would happen. Then, it has been rapidly returning to normal since April. Currently, it is rapidly returning to 
normal, so that has been factored in. In our case, between the first semester and the second semester, the 
second semester’s numbers are much higher, so we revised our numbers in view of that. 

 

 

For our medium-term management plan, while we are still keeping it unchanged, our idea is as follows. 
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There are 3 segments. FAST COMPANY, a business that promotes products with a focus on PR, and a new 
business called COMPANY FACTORY. 

 

 

As much as we can, we are going to create new businesses that are linked to PR, so there are direct D2C, and 
as I mentioned earlier, HR tech, which is also recovering in revenue, so from here on, the profits will keep 
coming in according to the build-up model of SaaS. In addition, we are trying to launch new businesses in 
various areas, such as the medical field, the Liver field, and the privacy field; plus investment. 
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The synergistic effects of these factors are being realized. 
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Our future management strategy has not changed much, and since we are now number 1 in the PR industry, 
we have set a new goal to become number 1 in the world in terms of PR. 
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In addition, as I have said before, as our domain, the PR industry, which is JPY100 billion, but the advertising 
industry is JPY6 trillion. 
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As we expand, large agencies including Dentsu are like luxury brands, whereas we aiming to be like ZARA and 
UNIQLO. 

Also, speaking in terms of the food and beverage industry, as positive factors, we are targeting the domain of 
McDonald’s, and when it comes to promoting products, the only things to do with JPY6 trillion now are 
Internet advertising, online advertising, or TV commercials, as magazines are disappearing. 

But in fact, online advertising is not pushed that much, so after all, with JPY6 trillion in the market, the use of 
influencers or so-called Livers in China to promote new things, will become global. 

In the case of Chinese Livers, the last time I happened to try [inaudible], 10 million people were watching, 10 
million people are watching for selling this 1 product, so PR is attached, advertising is attached, plus B2C is 
attached. That is the kind of area we are aiming for. 

So, including those areas, there is a very large market, and I think we can expand to a market that is about 5 
times larger than the current PR field, that is what we are aiming for. 
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We also aim to be a disruptor in the advertising industry. 

As mentioned earlier, Low Cost, Middle Quality, Speedy. In addition, when it comes to PR, when the economy 
is good, there is a lot of work coming, but while it is bad, there is also a lot of work coming. Therefore, now, 
actually, we have a lot of work.  
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In addition, we are now in the age of video, so we are aiming to be a strategic PR times video advertising 
agency, which is our current concept for PR. 

 

 

This is a business model that we have been talking about for a while, and it is a platform company that must 
be there when spreading the word about products. When promoting products, from JPY0 to JPY50 million, we 
aim to make sure that our service products are used. 
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In addition, when promoting products, in terms of the vision of FAST COMPANY in this area, it is video, as I 
mentioned earlier. Not just news but video news is basically becoming the target. 

 

 

The PR industry is doing very well right now, but the idea was made 10 years ago, so it is very possible that in 
5 years to 10 years from now, it will be a different era, in terms of whether news releases will be the 
mainstream. I think video will become the mainstream, so we are going to focus on strategy on that. 
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Then, DX. While every industry is promoting DX, this is about DX in the advertising industry. 

 

 

Online advertising is making progress, but the PR industry is not, so we will work on this area. 
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We also just launched a kind of industry ecommerce site for promoting products, called Hiromeru, so we are 
working on those 3 things. 

For this, from news releases, we are working on issues such as in what situation video is attached, and how 
to put the video on the media while posting the video itself on the SNS. 

For example, 1 hamburger shop. 
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Video: My eating-out life. I thought it would be the biggest, strongest [inaudible], so [inaudible] hamburger, 
there is a market for that, and I am very impressed [inaudible]. All of the business models. 

Last year, I went to Shenzhen, China, to see restaurants, and I was really shocked when I went to see what 
kind of business model [inaudible] I saw at that time. First of all, completely cashless. 

Nishie: With what I just mentioned, after all, almost another minute and a half of [inaudible] almost the same, 
for something that would never be conveyed by reading of the text of a news release even with pictures 
attached. This is given to all kinds of media and digital ads on the Internet, but this is also going to be given to 
the media and TV representatives, and watching this, there will probably be about 300,000 for interview. This 
is an area where we are very good, so we are using video in this kind of flow. 

As for DX in the PR industry, from the viewpoint of a PR company, PR companies are people-oriented 
businesses, and we are adding the digitalization to that in the form of CMS. 

For PR TIMES, DX was done for news release distribution. For details such as I contacted media in the area of 
PR company VECTOR, I did this with whomever. If you convert this to advertising, all these reports are 
digitalized. We are doing this under the name of PR BANK. 

We are also working on an ecommerce site for the PR industry called Hiromeru, which was launched recently. 

Regarding how it is going, we had to rework it once, and we have been working on it again for about 2 weeks 
now. To put it in positional terms, the business model is such that when 1 inquiry comes in, a job with a profit 
of about JPY10 million will suddenly come in. 

We have about 3 inquiries now, and the brand will be working with us for the whole year. If you do it for a 
year, it is about 10 years. In the case of PR, when we sign a contract with a brand, our business is basically a 
subscription business. The biggest reason why our PR business has been growing for so long is because of our 
retailer or subscription model, which is the business model of our PR industry itself. Then, since many of the 
major clients of Hiromeru are in the same field as VECTOR, it is a kind of sales agent DX, which is what we are 
doing. 
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As for investment, companies called LIVERO and another called ROBOT PAYMENT have recently listed. 

 

 

As for investments, as we have said before, we are more of a transactional investor now, and we get about 1 
or 2 requests for investment every day. While helping companies that are about to go public, giving advice, 
and doing PR, we mostly make transactional investments. We are making investments that will be recovered 
in about 3 years. We are working with the concept of later-stage value-up capital. 
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Also, yesterday, we made a presentation on the Vector SDGs project. Nowadays, various companies, including 
listed companies, must announce to the public what they are doing for the SDGs, and we presented a 
summary of what we can do. 

This concludes my explanation. 
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Question & Answer 

 

Moderator: We will now begin the question and answer session. If you have any questions, please raise your 
hand. If possible, we would like to know your name and affiliation before you ask your question. Now, does 
anyone have any questions? 

This concludes the financial results briefing of VECTOR INC. 

We would like to thank you for your continued support for VECTOR INC. 

Thank you very much for your time today. 

[END 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [Inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. This document has been translated by SCRIPTS Asia.  
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factors and risks, which are more specifically identified in the applicable company’s most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 
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