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Presentation 

 

Moderator: Before we begin the briefing, I would like to remind everyone of the following. We ask that all 
visitors in the venue refrain from bringing cameras, recording, video equipment, or any other dangerous items 
or items that may interfere with the briefing. Also, please kindly set your cell phones to silent mode. 

We ask that those attending online to please refrain from recording or videotaping this briefing. If the screen 
freezes and the video is cut off during the briefing, please access through the same URL provided and re-enter 
the meeting room. If you have difficulty hearing the audio, please kindly check the volume on your device. If 
you are participating from online and have questions, please feel free to ask them at any time using the Q&A 
function on Zoom. 

Please note that we will be recording this briefing session for the purpose of documenting the meeting and 
other purposes. We ask for your kind understanding of your portrait rights, privacy, and others will be taken 
into consideration when handling this information. Please wait a moment for the briefing session to begin. 

Ladies and gentlemen, thank you very much for your patience. We will now begin the briefing of the financial 
results of VECTOR INC. for the fiscal year ending February 28, 2022. We thank you very much for your 
attendance. 

First of all, I would like to introduce the attendees from the company side. From the left are Mr. Kenji Nishie, 
Chairman and Representative Director of VECTOR INC., and Mr. Yosuke Goto, Director and CFO of VECTOR 
INC. 

Today’s briefing will begin with Director and CFO Mr. Goto’s presentation on VECTOR INC.’s business results 
for the fiscal year ending February 2022. Next, Mr. Nishie, Chairman and Representative Director, will present 
the strategies for Vector Group Ltd. 

Then after, we will take questions from the audience. If you are joining us from online, please feel free to ask 
questions at any time via the Zoom Q&A function. Thank you very much for your cooperation. 
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Goto: Thank you very much for attending today’s financial results briefing. Also, for those attending from 
online, thank you for joining us today. My name is Goto, Director, and CFO of VECTOR INC. I look forward to 
spending this brief time with you all. 

For today I will proceed with the agenda you see here. 

First of all, I would like to explain the first topic here on the agenda, the full-year financial results. 
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All indicators, from net sales to net income attributable to shareholders of the parent company, were 
significantly higher than the previous year’s results. 

In particular, net income is of an appropriate size compared to the previous year. Although in the previous 
year, we were able to avoid significant extraordinary losses, this year, in addition to that, we were able to 
optimize the tax rate. 

The reason for the tax rate was due to the inability to accumulate tax benefits for the businesses that were in 
the red. This said, in the current fiscal year, the business was consolidated and abolished, and the tax rate was 
optimized. 
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Looking at it by segment, as you can see, the PR and advertising, and HR businesses grew significantly from 
the previous year. 

 

In the PR and advertising segment, the main factors were the strong performance of the domestic strategic 
PR business and the Taci Signage business. 
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As for the HR business, although it was in the red for more than JPY900 million in the previous fiscal year, we 
implemented structural reforms at the beginning of the fiscal year to lower the break-even point, strengthen 
stock earnings, and improve the retention rate, resulting in a profitable structure. 

 

Compared to the forecast, all profit levels have been achieved. 
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Currently, we are making a timely disclosure of the dividend increase, the change in the basic dividend policy, 
and the abolition of the shareholder special benefit plan. Since we have increased the consolidated dividend 
payout ratio by 10%, this measure is not only a replacement for the special benefit plan but also a response 
to our medium- to long-term growth. 

New shareholder benefit points will no longer be awarded after this month’s point award. Please note that 
point redemption will be available until July 2023. 
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Here are the consolidated indicators. First, we are proud to announce that the consolidated net sales have 
reached our highest record. 
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EBITDA and consolidated operating income also reached our highest on record. 
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Here we will look at the status by segment. 

 

In the PR and advertising business, although overseas sales were affected by COVID-19, the domestic strategic 
PR and taxi signage businesses performed very well, and sales reached the highest on record. Profits 
recovered to the JPY2 billion level. 

Since some companies were merged or abolished in the middle of the year and some businesses are in the 
investment phase, operating income for the Strategic PR business alone is at an all-time highest in the record. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
11 

 

 

Next, as a critical indicator for the strategic PR business, we will disclose our strategic PR subsidiaries’ number 
of retainer contracts. 

Retainer contracts are consulting contracts with a monthly fee of three months or more, and the more these 
contracts increase, the more the base profit is built up in the form of subscriptions. We aim to have 1,750 
companies under contract by the fiscal year ending February 28, 2026. 

 

The taxi signage business also remained strong in 3Q due to the strong demand for advertisement placement. 
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Continuing, the number of companies using the press release distribution business has exceeded 65,000, and 
both sales and operating income remain steady. 

 

Next, the video release business is closer to the advertising domain than to the PR and was heavily influenced 
by COVID-19 within the company group. 
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In January of this year, we began offering Sales Video Analytics, a SaaS product that promotes DXs sales, and 
we are working to improve our business performance. 
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The direct marketing business has shown steady growth in the fiscal year, although profits varied from quarter 
to quarter. 
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As for advertising expenses and sales volume for the mainstay VITABLID JAPAN, sales volume has been 
growing steadily. 

 

Next, the media business posted an operating loss of JPY22 million due to prior investment in the SaaS-type 
CMS business. 
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We are aiming to obtain 1,000 CMS contracts by the fiscal year ending February 2026. 

 

Now on to the HR business, we implemented structural reforms to lower fixed costs and increase the retention 
rate of stock revenues. As a result, we have recorded an operating income of JPY230 million for the current 
fiscal year, compared to an operating loss of JPY900 million in the previous fiscal year. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
17 

 

 

The number of companies using the service and the ARR is also growing steadily. 

 

The medium-term plan has been disclosed with the consolidated plans for the fiscal year ending February 
2026. We have newly disclosed the fiscal year ending February 2025 and the fiscal year ending February 2026, 
and we anticipate that the company will grow by about 20% per year in operating income while investing in 
systems and advertising. 
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The funding business posted a profit of JPY370 million due to a minor loss in valuation of stocks and the sale 
of stocks of portfolio companies that realized IPOs. 

 

I will now explain the change in segmentation and the commercialization of the investment. 

Effective from the fiscal year ending February 28, 2023, the name of the media business will be changed to 
the media CMS business. As we have switched to mainly CMS services, such as the construction of owned 
media, we are changing the name of our business, which used to be centered on the management of our own 
media. 
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The funding business has been renamed the investment business, but we are making structural changes in 
addition to the name. Previously, the funding business included investments made by 100 Capital and Vector 
Investment Advisory. The operating profit and loss from the sale of investments made by these two companies 
and the loss from the revaluation of stocks were included in the operating profit and loss. 

The investments in VECTOR INC. and Vector Hong Kong, which account for the majority of the Group’s 
investment balance, were not positioned as a business, and the gains and losses from the sale of shares and 
valuation losses were included in the non-operating income. Thus, in reality, they are part of the business, so 
the decision was made to position the investments in VECTOR INC. and Vector Hong Kong as a business in line 
with reality. 

 

In connection with this change, gains or losses on the sale of shares by companies that do not commercialize 
the investment will be recorded as extraordinary gains or losses. 
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The impact of reclassifying the fiscal year ending February 2022 to the new standard and the figures after the 
change are shown here. There will be no change in net income, only a change in step income. 

Representative Director Nishie will now kindly explain the situation. 

 

Nishie: My name is Nishie. Thank you all very much for your kind attention. Now I would like to explain our 
business forecast for the fiscal year ending February 2023. 
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As written here, sales are JPY53 billion, and operating income and ordinary income, which we consider quite 
important, are planned to be JPY62 and JPY61 billion. 

We are also planning for profit attributable to owners of parent of JPY3 billion. 

 

Forecasted figures by segment are as written. It looks like Video Release is expected to recover a bit. 

Also, there has always been problems with Media, but we are now switching to SaaS-based services, and that 
is expected to be mostly finished this year. Therefore, CMS earnings will build up, and the situation will be 
similar to HR Tech’s ASHITA-TEAM. 

So, I believe that it will probably go smoothly. 
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I would say probably the biggest would be the PR TIMES, and we are in this current situation regarding the 
upfront investment in PR TIMES. 

At any rate, the PR TIMES side’s  intention is to enter an investment phase to target JPY3.5 billion in the fiscal 
year ending February 2026. They plan to achieve it with these steps, being mostly large-scale advertising. 

Since it is a publicly listed company, we basically don’t have that big a hand in it, and PR TIMES works under 
its own volition. Investment is also planned for the business to expand into the U.S. as well. 
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We have been putting out the mid-term profit plan for the past three to four years, however, the reality is 
that it’s a little off. Also, we were affected quite a bit by COVID-19, but his time plan does not take into account 
the impact of COVID-19, and we will present it in this form. 

Basically, we are planning to aim for JPY10 billion for the fiscal year ending February 2026. 

Currently, the business itself is progressing well; however, overseas and such are still affected by COVID-19, 
and PR is also affected to some extent, but in fact, the business plan and the business itself is progressing well. 
If anything, businesses adopting the build-up approach are increasing. The PR Business has always used the 
build-up approach, so its numbers are easy to see, and therefore, we have taken all the measures we can for 
now. 

In addition, as we are not a company that grows its business while spending  a lot of capital, we decided to 
change the dividend payout ratio and raise it. 
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Let’s turn to the conceptual diagram, the PR Business is going really well, so we will focus on the investment 
business. We will grow the investment business while positioning it a bit more as a core business. 

Even if there is an impairment loss in investment, we still own listed shares of the company in which we 
invested, so we can bump it up to the next level. So, we will aim to be the No. 1 PR company and the No. 1 
investment company.  
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Until now, this was called the FAST COMPANY; however, since PR is much easier to understand, we shall now 
call it PR COMPANY. 

The rest is called COMPANY FACTORY, as there are a lot of D2C. 

Then there is the new business. In the business domain of spreading the word about products, we are aiming 
for new businesses in medical care and the liver areas. We did a little too much in the first half of this fiscal 
year in various new businesses, so we have narrowed it down. We have narrowed it down and have come to 
understand a kind of winning pattern, so if we do a new business in the same domain we are in, we rarely 
miss, and the same goes for M&A. We are learning a lot, and we are going to work in that direction. 

Then there is the HR. We have ASHITA-TEAM, and JOBTV is also coming along nicely right now, so we believe 
it might be a good idea to go further in giving it a shot. 

We are also thinking of focusing on the investment business quite seriously. 
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Let me move on to management strategy. 

I think I have said this many times, but we are aiming to go from being the number one PR company in Asia 
to the number one in the world. To do this, we need to increase our sales by about four times, so that is what 
we are aiming for. 
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If anything, the PR market is worth JPY100 billion, but the advertising industry is worth JPY6 trillion. In terms 
of which way to go, we should not focus too much on the PR industry but should go straight for the JPY6 
trillion market. 

 

A company that is a disruptor in the advertising industry. 
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The best strategy in the current society is for a company to be able to spread things quickly without spending 
too much money. That is why we are targeting a model like ZARA and UNIQLO in the clothing industry and 
Nitori in the furniture industry. 

Low cost, middle quality, and speedy. In the JPY6 trillion advertising market,  there are very few companies 
that can fully achieve this and properly deliver products and services without spending a lot. As this business 
model is fundamentally different, this is where we want to aim. 
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While most of VECTOR’s clients have been large companies, we are now also working with venture companies, 
including venture investments. We continue to receive a significant number of inquiries from large companies, 
so in terms of direction, our approach will be to also focus on ventures. 

The scale of the venture market is likely to grow between five and ten time of its current level. When we 
promote products, we continually analyze what sort of leads there are and where the inquiries come from. 

When we analyze this, we find that we used to use advertising, PR, and digital advertising in the past when 
spreading the word, but recently, the pattern has been to use organic PR and a lot of influencers. We have 
our own influencer company, so “how do we efficiently use influencers?” is the question. 

Then there is owned media. This, in our company, is called Smart Media, since we are doing CMS for owned 
media. Then there is business focused on branded searches, so it’s like having  people remember keywords 
communicated by celebrities so they make branded searches. We also have, YouTubers, influencers, signage, 
and so on. 

We are getting to the point where we mostly have in place the services today’s companies want when 
spreading the word. The services that must be provided for spreading the word about products all change 
over time, and our strategy is to have all of these services in place. It feels like we have achieved this. 

 

Being able to do this kind of thing with digital advertising alone would be a different story. As mentioned, our 
strategy is about having everything in place, like organic PR, and SEO through branded searches. We aim to 
be a group that can provide all this in one stop. 

 

While this is mostly the same idea, we aim to be a fundamental PR platform company that can provide the 
services for spreading the word from the first step for about JPY50 million. 

With press releases, consulting, PR, video, influencers, digital marketing, and celebrities we believe that the 
market is probably about 10 times larger. So if you do it properly, there will probably be almost no competition, 
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and we think the market should be roughly five times larger even at the lowest. That’s where I think we are 
gradually headed. 

 

In this context, we have three strategies, starting with DX. 

 

More so than the advertising industry, our aim here is to bring DX to the PR industry. 
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It is a commerce site for the industry of spreading goods. The sales numbers are not as large as we thought 
they would be like JOBTV, but just one inquiry brings in JPY2 million to JPY3 million, but in terms of our profit, 
it brings in tens of millions per year, so it is not that famous, but it is profitable. 

This said, we believe that we still need one or two more innovations. 
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In addition, we are creating a tool called PR BANK. The PR industry still has work that is performed manually, 
so this tool will bring DX and automatic data visualization to these areas. 

 

 

Then there is Talent Communication. We use celebrities to present a slogan, as you often see in taxis. Medical 
Cloud is one example of what we are doing. It is provided by Mental Health Technologies Co., Ltd., which was 
recently listed on the stock exchange. Rimawari-Kun, a real estate cloud funding platform, is also probably 
well known. We are working on these projects, and they are based on the idea of using celebrities to 
communicate a slogan of a few words. We are currently doing about 100 companies a year, but we would like 
to expand this to roughly 300 companies, or triple the market. 
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The demand is there. We believe that we can win in all areas, including in terms of cost performance and 
quality, so we would like to expand our business here as well. 

 

We also have the celebrity-sharing service, TALENT BANK. If a company wants to cast a celebrity for a year, it 
costs roughly JPY30 to JPY50 million. 

TALENT BANK is a kind of celebrity-sharing service where small and medium-sized companies pay 500,000 per 
month or JPY5 to JPY6 million per year to use celebrity images, although they do not make videos of the 
celebrities. So we have entered this area as well,  and we believe that the business will likely grow steadily. 

One competitor, or rather a company we know, is doing this already, and it too is growing steadily. 
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Furthermore, as mentioned earlier, we already have plenty of PR work with large companies, so VECTOR INC. 
will begin to also focus on Japanese ventures. We believe that we can announce various strategies next time, 
but in short, we are planning to do something like investment and venture capital for PR. 

 

The investment business is doing well with about seven IPOs for the year. 
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Now for new businesses. 

We have a company called LIVER BANK in the area of COMPANY FACTORY, which is doing this. Live commerce 
is now becoming very common in China, so we have released a system that can be used for in-house live 
commerce called In-House Live Commerce Tool Dekiru-Kun. 

It probably hasn’t become common yet, but we expect that all companies will be doing live commerce in 
roughly five years, and we are trying to make it possible by providing this tool. 
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Plus, InfluencerWorks. As mentioned earlier, influencer measures are becoming vital for lead acquisition. We 
have Starbank for collaborations with famous influencers, but InfluencerWorks focuses on matching 
companies with relatively minor influencers, with everything performed automatically. 

There is some competition, but we expect we can be successful, so we are working on that area. 

 

Next, we have HR COMPANY. As I believe Mr. Goto explained earlier, ASHITA-TEAM is no longer making a loss 
and is operating normally as a SaaS company. The management reforms have been completed, and the 
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company has returned to being a proper company that is profitable. Since it is a SaaS, subscriptions earnings 
will build up and it will perform extremely well. 

In addition, another HR area we were targeting is JOBTV, a kind of Netflix for company information session 
videos. 

 

To put it simply, when you want to find a job, the platforms are Rikunabi or Mynavi, but as you can probably 
see, the display design has not changed much since roughly 25 or 26 years ago. There is no video, but rather, 
information is all text based, and the name and photo is pasted on top of it. So this is an area we want to bring 
video to. 
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With a design similar to Netflix, it enables you to watch company information videos so you don’t have to go 
to all the way to the physical session, and there is usually a short version and an extended version. If you want 
to apply for a job at a company, you can put a video on your profile likes this. 

So it’s almost like doing a simple interview. For example, if I were a new graduate and it was time to find a 
job, I would rather watch JOBTV than Netflix at night. I would watch it and put a video on my profile, and with 
a quick press of a button, I can conduct the interview. 
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Over the past six months, about 1,000 companies have already started to use it. We have not had an agency 
do sales for us yet, and we’ve already reached about 1000 companies. 

Also, the number of students is about 50,000 now and about 5,000 in a week, so it is a very growing market. 
Therefore, if we can properly target the new graduates and mid-career areas of this business, it can be a 
platform that makes tens of billions in profit, so that’s why we are aiming here. 

There has been a lot of coverage for it in TV and also in the media. Well, that is our main business, to begin 
with. When we want to find a job, we don’t have to type in every word. Just press a button, and we can 
register everything, even mid-career, so we are aiming for a world where things are simple. 

Take China; from banks to ATMs to wallets to cash, it has done away with everything, all you need to do is 
show a QR code. What I am aiming for here, if I put it very briefly, is simplicity in the world through the 
evolution of technology. 

So, when you want to spread the word about things, if you ask an agency now, you’ll get a plan book of about 
200 pages, and while you are running these measures that are often difficult to understand, the word is not 
spreading much. But what we are aiming for is to offer something speedy, like being able to take a taxi and 
reach the one million presidents all over Tokyo with the push of one button. If something doesn’t sell with 
this method, it probably won’t sell. 

JOBTV is the same structure. We want to find a job, or we want people to come to our company, but 
everything becomes complicated by using agencies. Even if we wanted to change jobs, we would go to the 
information session, but everything would be written in text. It’s a complicated world, isn’t it? 

Our approach is to simplify these aspects, so we are aiming to simplify this sort of business. We have over 
1,000 companies using JOBTV, and things are going well, so this is an exciting area. 

That is all. Thank you. 
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Question & Answer 

 

Moderator [M]: Okay, we will now move on to the question-and-answer session. 

Please raise your hand if you are in the audience and have a question. For those online, if you have any 
questions, please submit your questions via Zoom’s Q&A function. If possible, we would appreciate your name 
and affiliation before asking your question. 

Now, does anyone have any questions? 

Now, I would like to wait one more minute for those of you who are participating online, as some may be 
typing your questions right now. If there are no questions after a minute or so, I will conclude today’s briefing. 

Since there seem to be no further questions, I would like to conclude today’s briefing. 

This concludes the presentation of the financial results of VECTOR INC. We appreciate your continued support 
for Vector Inc going forward. 

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. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   
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Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
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. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY’S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2022 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

  

 


