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I will discuss items 1 through 4 in the table of contents. 
Item 5 contains reference materials, so please take a look at them later. 
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I would like to thank everyone for attending our earnings results briefing today. 
My name is Hideo Kokubun. I assumed the position of president and Group CEO on 
April 1, 2014. 
Meitec will celebrate the 40th anniversary of its founding in July of this year. We deeply 
appreciate the support you have extended us which has enabled us to reach our 40th 
year in business. 
Since its founding in 1974, Meitec, as a group of professional engineers, has 
consistently provided value with its services that supply people and technology and 
technical development support to more than 4,000 customer companies in Japan’s 
manufacturing industry. In our 40-year history, we have passed on the 
accomplishments we have achieved and a tradition of “independence and support.” 
Focusing on a temporary staffing platform and engineering as a vocation, we have 
established a business system that facilitates career advancement unrestricted by 
corporate boundaries. Our ability to foster “lifetime engineer” by employing engineers 
who have reached retirement age has great social significance. Consequently, we are 
proud to be the leader in the industry of professional staffing business for engineers. 
We are using this milestone, our 40th anniversary, as an opportunity to express our 
appreciation for events past and to create a new history for Meitec by undertaking new 
challenges and initiatives. One initiative we plan to implement is the honing and 
enhancing of our business system to sustain and improve quality and expand scale. 
We aim to become a corporate group that achieves sustainable growth in a changing 
market environment and gain the trust and understanding of society. 
As a leading company committed to creating value with people and technology, the 
Meitec Group aspires to be a brand name that will continue to stay brilliant even after 
30, 40 or even 50 years on. It is the responsibility of the management team to work 
together and put all of its energies toward passing this on to the next generation. 
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• I will begin by discussing earnings results for the fiscal year ended March 31, 
2014. 



• This is a summary of the Group’s consolidated earnings results. 
• Earnings were driven by the professional staffing business for engineers, as 

many leading manufacturers continued to invest in technological 
development. 

Net sales were ¥74,906 million, a rise of 6.5% year-on-year.
Operating income was ¥6,979 million, a rise of 9.8%.
Ordinary income was ¥6,978 million, a rise of 8.6% year-on-year.

• We posted provisions for liquidation losses for a subsidiary in China as 
extraordinary losses. 

• Net income was ¥3,973 million, a decline of 33.7% year-on-year. Tax 
expenses returned to normal levels in the fiscal year ended March 31, 2014. 
In the previous fiscal year ended March 31, 2013, we saw a one-off decline 
in tax expenses due to the liquidation of a subsidiary. 
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• This is a summary of our earnings results by segment. 
• Owing to an increase in the number of engineers assigned to the clients in 

the core professional staffing business for engineers, which accounts for 
more than 90% of the Company’s total consolidated net sales, for the 
staffing business, net sales were ¥71,587 million, a rise of 6.4% year-on-
year, and operating income was ¥6,687 million, a growth of 8.8% year-on-
year.

• After reviewing our global business, at the end of June 2014 we plan to 
close and liquidate two bases in the China education business, one in Xian 
and the other in Chengdu. 

• We plan to continue to operate our recruiting & placement business in 
Shanghai. Therefore, we have integrated it to the recruiting & placement 
business for engineers from the fiscal year ending March 31, 2015, and we 
will switch to a three-business-segment structure. 

• In the recruiting & placement business for engineers, which boasts a high 
level of growth, net sales came to ¥927 million, an increase of 25.5% year-
on-year, and operating income was ¥284 million, an expansion of 60.9% 
year-on-year. 
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• This is a summary of earnings results at Meitec. 
• The number of engineers at the end of March 2014 was 5,860, an increase 

of 6.4% or 350 engineers compared with the end of March 2013. This 
reflects an increase in the number of engineers joining the Company owing 
to active hiring and a reduction in the number of retirees.

• The overall utilization ratio stood at 94.7%, a slight decrease of 0.7% year-
on-year, mainly reflecting the impact of a greater number of engineers hired. 
However, owing to the steady growth in the number of engineers assigned, 
we posted net sales of ¥58,876 million, a rise of 5.5% year-on-year, 
operating income of ¥5,751 million, a rise of 6.5% year-on-year, and 
ordinary income of ¥6,149 million, a rise of 7.9% year-on-year.

• We posted extraordinary losses of ¥372 million, owing in part to a loss on 
the valuation of an investment in a subsidiary in China. 

• Net income was ¥3,425 million, a decline of 43.4% year-on-year. This 
reflects the disappearance of the one-off factor I explained earlier pertaining 
to tax expenses.

• I will explain the other major indicators in the lower columns later on. 
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• This is the earnings summary for Meitec Fielders. 
• The number of engineers assigned to clients at the end of March 2014 was 

1,460, an increase of 13.2% or 170 engineers compared with the end of 
March 2013 , reflecting an increase in the number of engineers joining the 
Company and a reduction in the number of retirees, as was the case at 
Meitec. 

• Moreover, the utilization ratio stood at 95.2%, a rise of 1.1% year-on-year, 
owing to the early assignment of new graduates that joined the Company. 

• Primarily attributable to the increase in the number of engineers assigned, 
net sales exceeded the ¥10,000 million mark, rising 13.2% year-on-year to 
¥10,587 million, and operating income came to ¥856 million, a growth of 
32.0% year-on-year.
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• This is a summary of the main components of net sales and cost of sales in 
the staffing business for indefinite and regular employed engineers. 

• There are five components, as we have discussed previously. 
• When the utilization ratio and rate are at high levels, as they are now, an 

increase in the number of engineers becomes our growth driver. 
• To achieve an increase in the number of engineers, it is crucial to increase 

recruitment while simultaneously reducing the number of retirees. 
• We note that the number of working hours is a key factor that impacts 

earnings. But we are unable to control this factor given that it is dependent 
on clients’ requirements.
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• This shows the trend in the number of engineers across the Group. 
• In the previous mid-term management plan, our main focus was on the 

hiring (increase) of engineers, to return to the number reached prior to the 
Lehman Shock. 

• The number of engineers has returned to more than 7,000. We did not 
achieve the mid-career recruitment target set in our previous mid-term 
management plan. This was due to the deliberate effort to temporarily 
reduce mid-career recruitment, owing in part to the Great East Japan 
Earthquake, the Eurozone crisis, and a weak electronics industry, which all 
occurred when we started our previous mid-term management plan, and 
also due to the subsequently greater competition in the mid-career 
recruitment market.
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• This is the trend in the number of engineers at Meitec. 
• The number of engineers declined to roughly 5,400, a reduction of around 

10% compared with the peak level, reflecting the impact of the Lehman 
Shock. 

• Following this, we aimed to increase the number of engineers by steadily 
boosting our recruitment capabilities and reducing the turnover ratio. 
Unfortunately, the number of engineers did not rise to the 6,000 level. 

• However, in April 2014 we recruited 378 new graduates. This put the 
number of engineers at the start of the new fiscal year at 6,242, a record 
high.
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• This is the trend in the number of engineers at Meitec Fielders. 
• The decline in the number of engineers was steeper than at Meitec, down by 

around 20% compared with the peak level, due to the impact of the Lehman 
Shock. 

• However, as with Meitec, Meitec Fielders aimed to increase the number of 
engineers by steadily boosting its recruitment capabilities and reducing the 
turnover ratio. Consequently, under the previous mid-term management plan, 
Meitec Fielders saw a recovery in the number of engineers to a level that 
was nearly on a par with the historical peak. 

• The number of new graduates recruited in April 2014 was 173. As a result, 
the number of engineers at the start of the new fiscal year was 1,635, a 
record high.
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• Here are the recruitment and retirement trends for the Group. 
• We used a recruitment rate and turnover ratio to express growth trends in 

the number of engineers in an easy to understand manner. 
• In the previous mid-term management plan, we gradually enhanced our 

recruitment capabilities for both new graduates and mid-career engineers. At 
the same time, we worked to reduce our turnover ratio. 

• In the past, the recruitment rate and the turnover ratio have been level, so 
the number of engineers did not increase. 

• However, in the last two years, our recruitment rate has exceeded our 
turnover ratio. As I explained earlier, this led to a steady increase in the 
number of engineers. 

• We note that the higher the recruitment rate, the higher the number of 
engineers that are not assigned and require training. This pushes down the 
utilization ratio. 

• In April 2015, we plan to hire 575 new graduates, 400 at Meitec and 175 at 
Meitec Fielders. 
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• This is our utilization ratio trend. 
• As showing in the graph on the upper left hand side, the utilization ratio was 

brisk overall, continuing to surpass 95%. 
• We are sustaining a high utilization ratio but looking at the numbers, this 

ratio slightly fell short of the past peak level. 
• This is due to the increase in recruitment, which delivers a downward 

pressure on the utilization ratio. In particular, the mid-career recruitment 
squeezes down the utilization ratio throughout the year. 

• As we have discussed before, the key to achieving growth and increasing 
recruitment and simultaneously boosting profit margins which means is the 
prompt assignment of engineers that newly join the Companies.
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• This shows the number of engineers assigned to the clients. 
• In simple terms, the number of engineers multiplied by the utilization ratio is 

the number of engineers assigned to work for our clients. 
• We were able to achieve this increase in the number of engineers assigned 

by securing orders for projects that support career advancement for our 
engineers and by promptly placing engineers with clients.



• These are trends in Average Rate . 
• Compensation is at the ¥5,000 level at Meitec, which prides itself on being a 

leading company in the industry of professional staffing business for 
engineers. 

• Meitec Fielders is maintaining its compensation at the ¥3,500 level, which is 
slightly higher than the industry average. 

• When a large number of new graduates join the Company, the overall 
average rate drops due to the lower rate awarded to new graduates. This is 
especially evident at Meitec Fielders which has a high ratio of new-graduate 
recruits. 

• Going forward, we aim to have each engineer boost his/her output 
enhancing their value to our clients, while allowing us to ”obtain appropriate 
rate” based on market value.

17



• This shows the trends in working hours. 
• 0.1 of an hour of working hours is commensurate with around 1% of total net 

sales. This is one of the factors that greatly impacts our earnings. The 
number of working hours is determined by our clients and is not something 
that we can control. 

• As recent trends indicate, there is no change in the trend among clients to 
control costs by reducing overtime hours. Working hours at Meitec are 
trending steadily at 8.8–9.0 hours per day. 

• We predict that this trend will continue. 
• However, working hours trend upward when clients enter truly busy periods. 

In light of this, we plan to closely monitor trends in working hours going 
forward.
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• This is a breakdown of the factors for the increase and decrease of net sales 
in the professional staffing business for engineers. 

• As I explained thus far, the main catalyst for sales growth at both Meitec and 
Meitec Fielders is an “increase in the number of engineers assigned to 
clients.” This shows the impact on net sales.
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• Here are Meitec’s top 10 clients by sales. 
• Rankings have changed over the years but the companies in the top 10 

have changed relatively little. 
• The ratio of sales accounted for by the top 10 is gradually declining in 

comparison to five years earlier. This reflects our development and the 
expansion of our range of services, focusing less on one specific industrial 
segment. This is one of the strengths of the Meitec Group.
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• This slide shows sales trends by industrial segment. 
• The growth in sales from the automobile segment continues to be 

pronounced, a trend we also saw in the previous fiscal year. 
• Meanwhile, sales from the electronics industry declined compared with the 

previous year but we do not view this as a sizeable decline. 
• We have a wide range of clients across the manufacturing industry, 

therefore even if a specific industry or sector is sluggish, we can 
compensate for this with sales in another sector, which is a further strength 
of Meitec.
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• These are the trends in our monthly new orders. 
• The number of new orders is stable when it exceeds 350 orders and we are 

at risk when this number falls below 200. 
• Consequently, in the last two years, monthly new orders have been brisk. It 

is our opinion that clients in the manufacturing industry are continuing to 
invest strongly in technological development based on a long-term outlook. 

• As changes in the number of new orders show up slightly ahead of any 
change in the actual utilization ratio, we plan to closely monitor this trend 
going forward.
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• We are continuing to pay out dividends in accordance with our basic policy 
regarding profit distribution. We are maintaining shareholders’ equity at 
around ¥37.0 billion. 

• Focusing on our growth targets, we plan to enhance the quality and quantity 
of our shareholders’ equity and maintain growth at its current level. 

• In the “indefinitely employed” professional staffing business for engineers, 
we believe job protection for engineers, even during times of economic crisis, 
is essential for sustaining growth. 

• This was a lesson we learned as a result of the Lehman Shock. 
• In light of this, we plan to enhance the quality and quantity of our 

shareholders’ equity, while also monitoring our capital. 
• We note that cash and deposits at the end of March 2014 was roughly ¥30.0 

billion. This reflects a negative figure for taxable income in the fiscal year 
ended March 31, 2013. Accordingly, cash and deposits reflect a one-off item, 
which was the temporary decline in tax payments, due in part to the zero tax 
payments at the interim of the fiscal year ended March 31, 2014.
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• Next, I will talk about our new mid-term management plan.



• This is a review of our previous mid-term management plans. 
• Included are the three mid-term management plans we released from 

FY2003 onward. 
• Ten years ago we embarked on a strategy to expand our business domain. 

However, this strategy was put on hold, due in part to the Lehman Shock. 
• In our previous mid-term management plan that ended in FY2013, we had 

set a goal to develop a stronger business base so as not to incur an 
operating loss of ¥5.0 billion when hit with a crisis like the Lehman Shock. 

• This reflects our belief that management should never forget the experience 
of the Lehman Shock and should firmly imprint this lesson in their minds. 

• For the most part, we have achieved our qualitative goal. 
• In light of this accomplishment, the sales and profit targets we have set in 

our new mid-term management plan are higher than those in our previous 
plan.
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• We did not achieve the initial sales and operating income targets of our 
previous mid-term management plan. However, during the three years of our 
previous mid-term management plan, we posted net sales growth of ¥13.1 
billion or 21% and operating income growth of ¥4.3 billion or 166%, thanks 
to the steady increase in engineers after the Lehman Shock. 

• However, as I explained earlier, we did not achieve our target number of 
engineers, and subsequently did not reach the initial targets we had set in 
our previous mid-term management plan.
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• First, and prior to starting our new mid-term management plan, we reviewed 
the “ideal state” for the Group (our vision for our future). 

• In specific, we revised our traditional four values: employees, clients, 
shareholders, and society, and added a fifth value, our engineers. 

• In the upper right, the intention behind our pledge “We, the Meitec Group, 
with the cooperation of all employees…” reflects our determination to amass 
the Group’s comprehensive capabilities and strengthen Group alliances. The 
intention behind the fifth value, “…”Value to Engineers” as a starting point,” 
reflects our goal to affluent “Career Style of Engineer” and to continue to 
provide optimal opportunities and placement to all engineers, and thereby 
improve our employee, customer, and shareholder values.

27



• This is the new business policy of the Meitec Group. 
• This business policy clearly states the value provided by the Meitec Group to 

engineers and clients, both service users reconfirming our management 
concept and corporate slogan as well as revising “ideal state.”
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• This is a summary of the Group’s mid-term management plan that we 
launched in FY2014. 

• There are two key points.
Focus on our core professional staffing business for engineers and on the 
recruiting & placement business for engineers.
The engineer staffing market is divided into high-end, volume and new 
market zones. 

• The left side of the slide illustrates these three zones as they apply to the 
professional staffing business for engineers. The market we created over the 
past 40 years is a high-end zone, and the market in which our major rivals 
are competing is the volume zone. 

• Meitec takes pride in being the No. 1 company in the high-end zone and 
plans to continue to achieve stable growth there. 

• Although Meitec Fielders, a player in the volume zone, is not the No. 1 
company, we believe that it has ample potential to become No. 1. We plan 
to carry out expansion and growth with the aim of becoming No. 1 in the 
future. 

• I will talk about the recruiting & placement business for engineers, which is 
the other business we are focusing on, later on.
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• In the professional staffing business for engineers, we will further expand the 
“maximum and greatest opportunity and place,” which is the strength of this 
business. 

• We plan to integrate our four strategies (Platform and the three strategies to 
support this platform—recruiting [IN], sales [OUT], and growth support 
[Follow]) to expand opportunity and place. We aim to achieve stable growth 
in the high-end zone and expand growth in the volume zone. In this manner 
we plan to improve the value we provide to our two service users, our 
engineers and clients. 

• Measures taken to implement our four strategies (IN, OUT, Follow, Platform) 
are as noted in the figure, but we cannot disclose specific details as it 
involves our competitive edge. 

• By promoting these strategies, we aim to achieve the following targets for 
FY2016, the final year of the new mid-term management plan.
In the blue high-end zone, we plan to secure 6,800 engineers and net sales 
of ¥68 billion.
In the green volume zone, we plan to secure 1,900 engineers and net sales 
of ¥13.5 billion. 

• I will go into detail about these targets later on.
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• In the recruiting & placement business for engineers, we plan to hone our 
“No. 1 position for overall satisfaction with career change support tailored to 
engineers.” 

• In the new mid-term management plan, we plan to examine the potential for 
global expansion in the recruiting & placement business for engineers. 

• The recruiting & placement business for engineers is primarily handled by 
Meitec NEXT. In the fiscal year ended March 31, 2014, the operating margin 
exceeded 30% and around 660 engineers were placed in jobs. 

• The recruiting & placement business for engineers is a volatile business. 
The growth of this business is expected to improve the Group’s overall profit 
margin. In light of this, it is an area of focus in our new mid-term 
management plan. 

• Regarding the placement of 660 engineers by Meitec NEXT, their 
performance had doubled during the three years of previous mid-term 
management plan. 

• Taking this into account, our goal for FY2016, the final year of the new plan, 
is to increase the 660 engineers placed by Meitec NEXT alone by about 1.5 
times or 1,000 placements. At Meitec Cast, and the recruiting & placement 
business for engineers in Shanghai, China, we aim to place 300 engineers 
at our two businesses. Overall, in the recruiting & placement business for 
engineers, it is our goal to placing 1,300 engineers. 

• Measures related to the recruiting & placement business for engineers are 
noted in this slide. However, we cannot provide the particulars of these 
measures as they involve our competitive edge.
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• These are our earnings targets for the final year of the plan, based on the 
strategies we have discussed thus far. We set our target for consolidated net 
sales at ¥88.0 billion, which is an all-time high for us. 

• In the new mid-term management plan, the core professional staffing 
business for engineers is the major driver for growth, which differs from our 
previous strategy of expanding business domains. 

• In FY2016, the final year of the plan, we expect to achieve consolidated 
operating income of¥10.0 billion, and an operating margin of 12% or higher. 

• To achieve this operating margin, we will have to firmly keep our cost of 
sales at current levels and curb an increase in our SG&A expenses. 

• We note that our cost of sales ratio recently rose to 74%, versus our 
historical low of around 70%. This reflects the impact of an increase in social 
insurance costs. 

• We do not anticipate a decrease in social insurance costs, therefore we aim 
to move forward quickly with the prompt placement of engineers, and also 
measures to improve our utilization ratio, and to curb an increase in our cost 
of sales ratio to keep it level.



• In FY2016, the final year of the plan, we target historical high net sales of 
¥88.0 billion and operating income of ¥10.0 billion. If achieved, we will be 
posting historical highs. Comparison of the target to our past performances 
are as above. 

• I will explain the targets for the first year of the new mid-term management 
plan when I talk about earnings forecasts.
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• We divided the professional staffing business for engineers into zones.
In the high-end zone we aim for three-year growth of 15%, or an annualized 
growth rate of 5%.
Our FY2016 net sales target for Meitec is ¥68.0 billion.
Our target for the number of engineers at the end of the term is 6,800. 

• Also, in the volume zone, where we are aiming for expansion, we target 
three-year growth of 29%, or an annualized growth rate of 9%. 

• In FY2016, our net sales target for Meitec Fielders is ¥13.5 billion. 
Our target for the number of engineers at the end of the term is 1,900.
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• Our target for Meitec and Meitec Fielders combined is 8,700 engineers at 
the end of FY2016, the final year of the plan. To accomplish this, our annual 
hiring for engineers in the high-end zone will have to be around 630 and in 
the volume zone it will have to be around 300, for a total of around 930 
engineers to be hired over a three-year period. 

• This means we have to target a recruitment rate at Meitec at somewhere 
above 9%, and for Meitec Fielders around 15%–18%. 

• The difference between stable growth and expansion is this recruitment rate, 
among other factors. 

• Also, the recruitment rate has been declining annually as the number of 
recruitments (the numerator in this equation) has basically remained at the 
same level while the number of engineers (the denominator in this equation) 
has risen. 

• Our target for the turnover ratio is around 5% at Meitec and 8% for Meitec 
Fielders. 

• We aim to hone our business system, which includes fortifying recruiting and 
reducing our turnover ratio, and expanding into Japan’s largest and best 
engineer staffing group. 

• We plan to maintain but also boost current rate levels. 
• We also aim to maintain working hours at current levels, although this is not 

something we control.
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• Our operating income targets for FY2016, the final year of the plan, are ¥8.5 
billion at Meitec and ¥1.3 billion at Meitec Fielders. Simply combined, this 
gives a total operating income of ¥9.8 billion. 

• Our operating margin target for Meitec is equal or more than13% and for 
Meitec Fielders it is 9.5%. 

• The recruitment of a large number of engineers will push down our utilization 
ratio. At Meitec, we plan to maintain our utilization ratio at around 95%. At 
Meitec Fielders, we expect the utilization ratio to drop slightly below 95%. By 
doing this, we aim to secure our operating income targets.



• In the final year of the new mid-term plan, we aim to achieve consolidated 
net income of ¥6.0 billion and a consolidated ROE of 15% or higher. 

• We plan to improve our ROE while placing priority on enhancing the quantity 
and quality of shareholders’ equity.
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• Lastly, I will discuss regarding our performance forecasts for the fiscal year 
ending March 31, 2015 which is the first year of our new mid-term 
management plan.



• We have announced our consolidated performance forecast for the FY 
ending March 31, 2015 assuming that gradual economic recovery is 
sustained and based on the major indicators of the professional staffing 
business for engineers stated on the next page and onward, with 
expectations of an increase in number of engineers through aggressive 
recruitment and the expansion of operations through the cooperation of the 
Group companies. 

• For the fiscal year ending March 31, 2015, we forecast consolidated net 
sales of ¥79.0 billion, a growth of 5.5% or ¥4.1 billion year-on-year, 
consolidated operating income of ¥7.7 billion, a growth of 10.3% or around 
¥700 million year-on-year, and consolidated net income of ¥4.9 billion, a 
growth of 23.3% or ¥900 million year-on-year.
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• The following are forecasts for the fiscal year ending March 31, 2015 based 
on the major indicators shown in the lower rows, net sales of ¥61.5 billion, a 
growth of 4.5% or about ¥2.6 billion year-on-year, operating income of ¥6.3 
billion, a growth of 9.5% or about ¥500 million year-on-year, and net income 
of ¥4.4 billion, a growth of 28.4% or about ¥1 billion year-on-year.

• Our forecast for the utilization ratio (overall) is 94.8%, which is close to that 
of the previous fiscal year.
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• The following are forecasts for Meitec Fielders for the fiscal year ending 
March 31, 2015 based on the major indicators, shown in the lower rows, net 
sales of ¥11.4 billion, a growth of 7.7% or about ¥800 million year-on-year, 
operating income of ¥900 million, a growth of 5.1% or about ¥100 million 
year-on-year, and net income of ¥600 million, a growth of 24.1% or about 
¥100 million year-on-year.

• Our forecast for the utilization ratio (overall) is 93.3%, a decline of 1.8% 
compared with the previous fiscal year. As we explained earlier, we are 
taking into consideration the impact of a high recruitment rate.
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• Our basic policy regarding profit distribution, which we revised in May of 
2011, remains unchanged and we plan to continue with this policy in our 
new mid-term management plan. 
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• Lastly, this is our track record and forecasts for profit distribution. 
• The term-end dividend for FY2013 is ¥40.5 as we forecast. 
• This puts our annual dividend pay out at ¥72 yen. 
• Dividends for FY2014 will be set in line with our policy, and shall be ordinary 

dividends and purchase of treasury stock plus 40th anniversary dividends. 
• We note that with the exception of the anniversary dividend, in principle we 

are carrying out a total payout ratio of 100% for ordinary dividends and 
purchase of treasury stock. 

• Based on this, our dividend pay out plan calls for an annual per-share 
dividend of ¥101, which includes a ¥20 anniversary dividend.
The total dividend pay out is expected to be around ¥3.1 billion and the total 
purchase amount of treasury stock is expected to be ¥2.4 billion.
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This ends my presentation of our results and mid-term management plan. 
We plan to steadily move forward with our mid-term management plan, 
quantitatively and qualitatively hone and enhance our business system, and 
continue to fulfill stakeholder expectations. 
Thank you for listening. 
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