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Presentation 

 

Moderator: I would like to move on to the medium-term strategy briefing. 

Mr. Keisuke Suzuki, President and CEO, will explain the medium-term strategy. 

 

Keisuke Suzuki: My name is Suzuki. Thank you for joining us. 

Since I sent out the medium-term plan yesterday, I would like to discuss just a few key points with you. 

We have changed our business portfolio considerably. We have downsized the coronary intervention business, 
resigned the Orsiro distributor contract, and as I mentioned earlier, we have transferred our shares in the 
Shenzhen factory that manufactures wires and valves related to this business and closed. 

Then, as just mentioned, the RF Needle contract is also over. The blood purification business was transferred 
to another company. In this context, we have decided to focus on new areas, such as cerebrovascular or 
gastrointestinal. 
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This is the track record since the establishment. The right-hand side of the chart shows that the Company's 
share of JPY51.7 billion in sales in the previous fiscal year reached 54.9%. 

 

These are our business segments. 

3/4 are related to arrhythmia. We are now moving on the premise that we are in effect withdrawing from the 
coronary intervention area, rather than reducing it, in order to focus on the remaining areas: cardiovascular, 
cerebrovascular, and gastrointestinal areas. 
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This is about the market surrounding us. 

In the market of JPY250 billion in our portfolio, we are currently making JPY51.7 billion. 

 

This is about our business model, and of course we will continue to do business as a hybrid manufacturer and 
trading company. 
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Here are 48 locations nationwide, and of 430 people, 300 are salespeople of the arrhythmia business. 

Of them, 130 are specialized in cardiovascular, cerebrovascular, and gastrointestinal areas. What I'm trying to 
say is that we have these many salespeople with specialties all over the country. 

What I feel now is that there is no difference between the market price based on private insurance in the US 
market and the market price based on Japanese insurance reimbursement. 

If the price in Japan is lower, there is still a desire to ask a company like us, rather than going directly from the 
US to set up a sales infrastructure once again. I'm sure this would be the case. I can't talk about this today, 
but I have some specifics. 
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Our management philosophy and vision, as in the past, is to contribute to the realization of a healthy society. 

This page is a description of our strength as a hybrid manufacturer and trading company. Please refer to this 
later. 

 

I would like to talk about this new medium-term strategy, which we review annually. 
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Regarding the previous one, I said a pretty big number, but as I mentioned earlier, the contents have changed 
considerably, so I would like to report the upside and downside of the project each year based on a realistic 
five-year forecast. 

 

This is the key performance indicator. 

In the fifth fiscal year, ending March 31, 2028, we will achieve sales of JPY63 billion and sales of JPY8 billion in 
the new area, which means cerebrovascular and gastrointestinal areas. We will be looking at an operating 
profit level of 20%, or slightly more or less. 

The biggest thing, after all, is that we have focused our internal goals on EPS. Next is net profit. We would like 
to achieve JPY120 not in OP but EPS, in the final fiscal year. 

The goal is to use the ROIC indicator to determine where to look for effective use of management capital to 
achieve this goal, aiming for ROIC of 12%. We believe that we can probably get 5% or 6% spread. 

But to do that, the new area is the key. In the cerebrovascular and gastrointestinal areas, we will bring in the 
sales team of coronary intervention and people with expertise from outside. 

Another key is a one-of-a-kind product. It's BeeAT. As Mr. Kohtani asked earlier, we have 14 variations now, 
and we will add more. 

As for SVC, my real point is that since we can do both the approaches from the top and the bottom, I think it's 
a little bit difficult for newcomers to follow. 

Another strength is our one-of-a-kind product, open stent graft, Frozenix. We will also be producing an 
evolutionary version of this as well. I can't talk about specifics today. So, we are thinking of making a difference 
there as well, although others are appearing. 

As for SG&A expenses, we have been using our own core system for 30 years and have made minor changes, 
but we are finally going to start using SAP from this November. 
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This investment was made despite the huge costs because the old, in-house system would not work, 
considering the future exchange with foreign countries and other factors. 

However, regarding operating efficiency, inventory efficiency, or so-called capital efficiency, as I said earlier, 
we are thinking of reviewing this area a little more properly. In addition, we are considering strengthening 
shareholder returns. 

 

We have two insurance reimbursements coming up. This has always been reduced, so we are a bit traumatized, 
but we would like to stay calm even if it is bad. 

However, our strength is that the same person can do both, CRM and EP/ablation. In the case of foreign 
companies, if the business unit changes, they become separate forces. We have the same person do two 
things, so we will keep this as our strength. We have about JPY12.5 billion, and we want to keep it here. 
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Next is EP. 

As it was pointed out earlier that this is modest, I think that the doctors' work style reforms will have a 
considerable impact on their work hours. So far, they have three or four cases a day. There will be a limitation 
on the number of cases, such that they will have three cases a day, not three or four. 

Hospitals used to have cases, but they don't do it now. Not only doctors, but also nurses and MEs, are under 
very strict time limits. In that sense, rather than due to COVID-19, I would say that the number of cases will 
be limited due to the way we work. However, patients have potential. 

Back a bit, here it is. In the last five years, this PFA, an ablation energy source, has been available. In 1993, we 
introduced the current RF high-frequency generator to the Japanese market, and it has been used to this day. 
Pulse field ablation has become the mainstream, and 75% to 80% of the current market uses RF high-
frequency. 

The rest are laser balloons, cryoballoons, hot balloons, and balloon systems that we cover. Therefore, as the 
RF market is being replaced by PFA, one of the themes will be how much we can do in R&D or purchasing. 

I feel that after 30 years of using the same energies, things will really change here. 

We are currently working as a subcontractor for shafts and assembly of PFA from overseas manufacturers, 
but whether this can be used for our own products is a different story. We are now doing this on both fronts, 
purchasing and in-house development. I expect that there will be a big change to this PFA market in at least 
five years, and I will try to keep focusing on that. 
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Next is aorta. 

We have a one-of-a-kind open stent graft, and as I mentioned earlier, we will be offering about two evolved 
versions of this. 

We have only been meeting domestic demand in a way that meets domestic regulations, but I always say that 
our theme is to produce products that can somehow meet overseas regulations. 
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Next is cerebrovascular. 

We were originally in discussions with a German company about a distributorship agreement, and as Wallaby 
Medical in China acquired this company, we finally received the distributorship of the products from them. 
We already have a good variation of products, including coil for embolization and thrombus aspiration 
catheter which was approved this April. 

It is said that it is doubtful whether this will really be JPY4.5 billion from current only JPY230 million, but we 
believe that we will be able to achieve such a figure in five years. 
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As I mentioned earlier, we are reviewing the basic design of the biliary speculum, in which some problems 
were found, as an in-house product, and we would like to develop variations of the products such as tube 
stent, [TD] balloon, and bile duct stent. 

We believe we can do JPY3.5 billion in the final term. 

 

There are risks and assumptions here, so I will not read this out. There is also the loss of market share of one-
of-a-kind products beyond expectations and various other factors, so this means that if we do this at a time 
like this, we will not be able to do as we said we would do. 
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Then, here is the cash allocation. 

We can make a payment for two months if we have JPY10 billion, so considering the current cash generation, 
we need to actively return surplus cash to shareholders. We need, of course, to invest in growth, but we would 
like to make sure that we return profits to shareholders after taking that into consideration. 

 

As for investment in growth, we have about JPY4 billion or JPY5 billion a year, and although the number of 
clinical trials is smaller here, we have the capacity to absorb excess in this area. 
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We are thinking of returning a total of about JPY25 billion to shareholders over the next five years, and 
although it is often said that we can hold treasury stock and use them in the event of an MA, there was no 
actual use for them even though we held them. I think it would be better for shareholders if the portion 
exceeding 1% of the total shares issued is written off. 

We think that it is better for shareholders than being afraid that we will do some weird finance thing again. 
However, I would still like to use the money properly, on the assumption that we have 12% of ROIC and about 
6% of the spread. 

We will place emphasis on sustainability and ESG as well. 
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I think it is time for us to put in place a system to properly renew the integrated report every year so that it 
can be issued in Q4 or so. 

So, we will be reporting on our progress on sustainability and ESG in our integrated report. 

That's all from me.  
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Question & Answer 

 

Moderator [M]: Now, we would like to move on to the Q&A session. 

First of all, we would like to take questions from those present in the audience. Mr. Yamazaki, please go ahead. 

Yamazaki [Q]: I'm Yamazaki from Daiwa Securities. Please go ahead. The first point is the cerebrovascular part. 

Please give us a breakdown of your target of JPY4.5 billion in sales for FY2028, or rather, what in particular do 
you envision as the core products for this JPY4.5 billion? 

 

Keisuke Suzuki [A]: This is a product lineup. The top column shows our company's part. On the left is a 
thrombus aspiration catheter, which costs about JPY277,000 for insurance reimbursement, and is quite 
expensive. Approval was already granted for this. Then there is the stent retriever, which is also due in FY2025. 

The first four or five types will come out over the course of this fiscal year and next. Then some will emerge 
through clinical trials. 

So, the products will come out in two phases, and we have this complete lineup. We were in discussions with 
a German company, phenox GmbH, and Japanese doctors and various distributors were interested in the 
distributorship agreement, which was concluded with Wallaby. 

So, it is not that this product is made in China and is not well known in China, but rather that it is based on the 
credibility of phenox GmbH, which is already a well-known German company. It has already been used 
clinically in Germany and Europe. 

So, the only thing left to do is to obtain approval in Japan as quickly as possible. I cannot tell you how much 
each product costs, but I am confident that the accuracy of our products is extremely high. 
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Yamazaki [Q]: I understand. Thank you. The second point is about shareholder returns. 

You mentioned that you will return a total of about JPY25 billion to shareholders over the next five years, but 
If profits do not reach the level of the plan, is it possible that the additional dividend and share buyback may 
not reach JPY25 billion, considering the priority of the cash allocation? That's what I thought from just looking 
at the materials. 

Is there a good chance that this JPY25 billion could go up or down depending on further performance, or do 
you want to achieve at least JPY25 billion? 

Keisuke Suzuki [A]: If we cannot deliver cash generation, we cannot return it to shareholders. 

I think that the priority should be on capital investment and research, and if there are surplus funds, they are 
to be returned to shareholders. So, if we cannot generate enough cash, we can't just borrow money to return 
to shareholders as we said. 

But we have looked at this plan quite carefully, and I am speaking on the assumption that we can deliver this 
much cash generation. We don't know when and what will happen, so we will think about it when any 
unexpected situation happens. 

Yamazaki [M]: Thank you. 

Moderator [M]: Mr. Kohtani, please ask your question. 

Kohtani [Q]: I'm Kohtani from Nomura Securities, and I'd like to start with ablation, EP/ablation. 

As you say, the growth in the number of cases is about 6% due to the reform of the working style, which I 
don't think is too far off the mark. But as for BeeAT, as you say, there are various generators and such, and it 
is not so easy to enter. 

PFA is the hottest topic in this industry, and the MANIFEST-PF registry, which was recently announced, has no 
esophageal fistula at all, [inaudible] still remains, but the success rate of pulmonary vein isolation within 65 
minutes is 99.9%. So, as you say, PFA is pretty much replacing RFA. 

We are looking at it from the outside, and what we don't understand is the impact of PFA on electrode 
catheters, which I think are the main products of EPABL, other than BeeAT. 

How will this 5% be achieved, even with PFA mainly by Boston Scientific? 

Can you tell me how you calculated these things and how you see it? This is the first point. 

Keisuke Suzuki [A]: First, it can still be used in the diagnostic process in the same way. Then, BeeAT is also 
used in the same way for intracardiac defibrillation. 

But there is one product, the Esophastar, which measures esophageal temperature. Other companies have 
this, but this could go away if the PFA really doesn't generate or hold heat and there is no need to measure 
there. 

So, among the product variations that we have now, the catheter for measuring esophageal temperature may 
indeed, perhaps, disappear. 

However, I think it will take some time to determine that properly. A major company is starting IDE clinical 
trials in the US, so we will see what they can do there, and then come to Japan. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
18 

 

In other words, it will probably be two or three years down the road. Data will be available in the meantime, 
so we will be able to see what is going on. 

Therefore, I have a feeling that the product, Esophastar, will disappear with the introduction of PFA. 

Kohtani [Q]: I understand. The second point is the rhythm device. 

I understand that the pacemaker S-ICD can still be developed, but there is now a second-generation leadless 
pacemaker called Aveir. 

To maintain 0% in that situation, it's still Aveir, I believe, only VVI, so it probably won't have much of an impact, 
but if we can do eventually pacing the two ventricles as well, we'll see some erosion of that. 

I would like to know if it is possible for your company or other companies to introduce leadless pacemaker 
during this mid-term plan period. Can you tell us about the assumption as well? 

Atsuhiro Suzuki [A]: I think other companies will also come out with leadless. 

To be honest in this part, we are an exclusive distributor. Boston Scientific is now doing a research. But at this 
point, it's a little difficult to say when and what. We have heard about it. 

Naturally, we are also doing research on leadless, and all other types of equipment. We have received 
information that the lineup will be renewed, but since we do not have information on when and how this will 
happen, we have not included it in this medium-term plan. 

Therefore, it is possible for us to come out with leadless, but we do not have the proper information, so there 
is no way for us to produce figures, and we are responsible for disclosing proper information. 

Keisuke Suzuki [A]: There is Medtronic, then Abbott, then Bio, and Boston is still coming up. I can't say when 
that will be, so I didn't include it this time. 

Therefore, we really feel that it will be tough for us if they do not come in within the next five years and 
produce them. 

I'm still a little unsure how much of brady will be replaced by leadless. However, the reimbursement price is 
now over JPY1 million, and our DDD is already around 600,000. We want to sell the expensive ones. 

However, this time I can't say when, so I didn't include it. I am sure it will just come out. 

Kohtani [Q]: My understanding is that there is a bit of competition in this area, but I assume that you want to 
increase the S-ICD, and that the rate of 0% is based on that premise, is that correct? 

Atsuhiro Suzuki [A]: Yes, that's right. While there are also insurance reimbursements. 

Kohtani [Q]: I understand. Lastly, I would like to ask about the cardiovascular one. 

I think that Terumo's product called Thoraflex Hybrid is already selling quite well in the US, and my 
understanding is that your company is strong in this regard. 

The open stent graft is, after all, a technique invented in Japan, and I am sure it will be supported by doctors 
there. 
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As you mentioned before, Terumo's products are all-in-one, so I would say that they are not very flexible, but 
your company can deal with various mismatches, so in that sense, you can protect this area. Is it correct to 
say that 3% to 4% growth can be expected? 

Also, in the area of abdominal stent grafts, new products such as Alto and AFX2 were introduced, but are 
there any new products that will be introduced within the next five years? This is the last question. 

Company Representative [A]: Regarding the abdomen, I think it is fair to say that Alto is a new product in a 
sense. We have not heard of any other new products planned while we are currently purchasing these 
products. 

So, for the time being, we are going to use AFX, conventional products, and this Alto for the abdomen. 

Kohtani [Q]: Was my description of Frozenix's strengths roughly correct? As Frozenix's strengths. 

Company Representative [A]: As for Frozenix, yes. 

As I said the other day, we also make one with a quadruple‐branch, plus we have a conventional one with a 
quadruple‐branch. In short, the first technique may have drawbacks, and so the combined type has its 
drawbacks. 

There is talk that the procedure time will be considerably shortened, by 20 minutes or 30 minutes, so it may 
come as a surprise. We have both types of products in our lineup, so I think that is a great advantage. 

In addition to the conventional products, Partial I mentioned earlier will be released again, so I think this will 
expand our product lineup considerably. 

Kohtani [M]: Thank you. 

Moderator [M]: Thank you for your question. Now, we have a question online, Mr. Mori from Mizuho 
Securities, please. 

Mori [Q]: This is Mori with Mizuho Securities. Thank you for this opportunity. 

As for net sales, out of JPY63 billion, if I calculate the growth rate for each business segment, JPY12.4 billion 
for rhythm, JPY28.5 billion for EP/ablation, JPY18.5 billion for cardiovascular-related assuming 3.5%, and 
JPY3.5 billion for intervention since it is only for gastrointestinal area, that leaves JPY1.9 billion, or roughly a 
little less than JPY2 billion. So, is there anything extra that you are projecting here? 

Keisuke Suzuki [A]: I don't have the numbers for each of these, but according to your calculations, JPY2 billion 
or so have gone somewhere, is that about right? 

Mori [M]: That's right. If I calculate based on this growth rate. 

Keisuke Suzuki [A]: I can't give you specifics on what products we are talking about, but we are negotiating 
with various manufacturers and there are various other aspects. 

Moderator [M]: May I ask again for the figures you are thinking of? 

Mori [M]: JPY12.4 billion because the rhythm is flat, JPY28.5 billion because of the 5% growth in EP/ablation, 
JPY18.5 billion assuming 3.5% growth in cardiovascular, and JPY3.5 billion for gastrointestinal intervention, 
which leaves roughly a JPY2 billion difference. 
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Company Representative [A]: The numbers are roughly correct, but the number of gastrointestinal areas may 
change. We have a target of JPY3.5 billion for this area, but we expect a higher growth rate. 

Mori [Q]: Thank you. My second question is this. As for the in-house product ratio, is it 55% to 65% according 
to the slide? And on page 12, bottom right. 42, this is it, sorry. Only documents for the mid-term plan were 
on the web. 

If we assume that the midpoint is 60%, which is about the same as 60% for the current fiscal year, and the 
operating profit margin is the same at 20%, then will the ratio of SG&A expenses remain roughly the same, 
and both the gross profit margin and SG&A expenses remain the same between the current fiscal year and 
FY2028? 

Company Representative [A]: Yes, that's right. This will be as understood by you. 

Mori [Q]: For example, I think the ratio of in-house products will go up a bit more. 

The rhythm is flat, and EP, surgical products, and gastrointestinal intervention are going up, so I think that 
actually the in-house product ratio will not stop at 60%, but will go up a little more, and the margin will go up. 
How should I understand this? 

Company Representative [A]: The cerebrovascular products are expected to grow, but since these are 
purchased products, the ratio of in-house products will be a little lower in this area, and the composition will 
be like this. 

Mori [Q]: EP/ablation will increase sales by about JPY5 billion, and certainly cerebrovascular will increase by 
about JPY4 billion, but on the other hand, gastrointestinal area will also increase by about JPY2.5 billion, so I 
think the increase in in-house products is more significant. 

Company Representative [A]: The growth area is still heavily influenced by the cerebrovascular area, and the 
ratio of purchased goods is becoming larger. Therefore, the ratio of in-house products has not grown that 
much. 

Keisuke Suzuki [A]: Also, Mr. Mori, as I explained earlier, there are some items that I can't talk about today, 
but I'm sure they are coming soon, and we have included them in this plan, although I can't explain them 
today. 

I hope you understand that the ratio of in-house products will inevitably settle around that level. 

Mori [M]: I understand. That's all from me. Thank you. 

Moderator [M]: Thank you very much. We will now conclude the question-and-answer session. 

This concludes the financial results briefing and medium-term strategy briefing of Japan Lifeline Co., Ltd. 

Thank you very much for joining us today. 

Keisuke Suzuki [M]: Thank you very much. 

[END] 

______________ 

Document Notes 
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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.   



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
22 

 

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 
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