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[Title] 

Daitron posts net sales of ¥103.1 billion, up 10.3% YoY, driven by solid domestic performance 

and growth in North America and Europe 

 
  



 

Full-Year Results Trends 

 
 

Shinsuke Tsuchiya (“Tsuchiya”): Hello. I am Shinsuke Tsuchiya, the President, CEO and COO of 

Daitron Co., Ltd. Thank you for joining us today. I will now begin the presentation of our 

financial results for the fiscal year ended December 31, 2025 (“FY2025”). 

 

First, let me provide an overview of the consolidated financial results. I will explain the 

operating results and the earnings forecast. This slide shows the full-year results for FY2025. 

 

Net sales were ¥103,142 mn, up 10.3% YoY. Operating income was ¥7,010 mn, up 13.1% YoY. 

Ordinary income was ¥7,156 mn, up 13.0% YoY. Net income was ¥4,923 mn, up 12.4% YoY. All 

figures reached new highs, reflecting strong performance. 

 

The business environment surrounding the Group was somewhat challenging, particularly in 

businesses related to semiconductor manufacturing equipment and industrial equipment. 

However, through sales activities mainly in the domestic market, we successfully expanded our 

customer base and developed new applications, which contributed to the increase in sales and 

profits. 

 

In addition, some equipment-related projects originally scheduled for 2026 were brought 

forward and recorded as sales in FY2025, contributed to the strong results. 

  



 

Quarterly Performance Trends by Product Segment 

 
 

This slide shows the quarterly performance trends by product segment. As shown in the graph, 

Electronic Equipment & Components performed steadily each quarter. 

 

While Manufacturing Equipment experienced some fluctuations due to investment cycles, it 

maintained a relatively high level on average. 

  



 

Performance Trends by Reportable Segment 

 
 

This is an overview of performance trends by reportable segment. The Group’s reportable 

segment are the Domestic Sales Business, the Domestic Manufacturing Business, and the 

Global Business. All three segments achieved increases in both sales and profits year on year, 

delivering strong results. 

  



 

Product Segment Performance Change 

 
 

This slide shows performance changes by product segment. The graph on the left shows 

changes in the performance of Electronic Equipment & Components for each fiscal year. 

 

All product segments have grown to a certain extent. Unfortunately, Semiconductors fell 

slightly below the previous year’s results due to the impact of inventory adjustments. 

Conversely, segments other than Semiconductors grew due to new business development and 

increased sales of semiconductor manufacturing equipment in the latter half of the year. 

 

The section shown in pink represents Green Facility, a new data center business we have 

launched. This business provides uninterrupted power supply (UPS) sales and technical 

services for data centers, and its steady growth is one of the factors contributing to our strong 

performance. 

 

Sales of Manufacturing Equipment also grew steadily. Specifically, we leverage our strengths to 

provide equipment related to silicon materials for semiconductors, as well as equipment 

related to optical semiconductors, which are also relevant to some data centers. Steady 

growth in sales in these areas contributed to these results. 

  



 

Business Structure of the Company (FY2025 performance) 

 
 

This is our business structure. It is primarily divided into two product segments: Electronic 

Equipment & Components and Manufacturing Equipment. 

 

The light blue sections on the slide represent segments including our original products. 

Excluding power supply equipment, all of these segments achieve high gross profit margins of 

over 20%. 

 

Furthermore, as shown on the right side of the table, the original product ratio remained 

nearly the same as the previous year. There was also no significant change in the overseas 

sales ratio. 

 

As I will explain in detail later, all product segments saw steady increases in net sales. Due to 

the overall growth in both general and domestic sales, the sales composition ratio had no 

significant change. 

  



 

Year-on-year Net Sales by Region 

 
 

This slide shows net sales by region on a year-on-year basis. The overseas sales ratio was 

26.2%, largely unchanged from the previous year. However, the composition changed, with 

growth emerging in North America and Europe. 

 

There are two main factors behind the growth in North America. First, the Group operates a 

harness business at its manufacturing facility in the United States, supplying wiring used in 

applications such as ceilings for subway railcars. We secured a large project in this business, 

and as a result, the operation was successfully launched and production has started smoothly. 

 

Second, in our automotive image-related equipment business in the United States, there was a 

transfer of operations from Japan. This business has also been growing steadily. 

 

In Europe, orders and sales of semiconductor material-related equipment increased 

substantially. 

 

In contrast, results in Asia declined slightly year on year. This is mainly attributable to a pause 

in equipment-related demand in China. In particular, semiconductor-related demand softened 

compared with the previous year, resulting in lower performance. 

  



 

Sales Change by Region 

 
 

Next, let me explain sales trends by region. Sales increased significantly in Japan, North 

America, and Europe. In contrast, Asia was somewhat affected by conditions in China. 

 

Looking ahead, we will continue to closely monitor these trends. While we expect new capital 

investment demand to emerge from next year onward, we believe this could lead to a return 

to a recovery trend. 

  



 

Quarterly Order Change (by product segment) 

 
 

This shows the quarterly order change. By product segment, Electronic Equipment & 

Components grew steadily. 

 

Manufacturing Equipment shows some fluctuations due to investment cycles, and orders in 

overseas markets, particularly in Asia, have experienced a temporary slowdown. On the other 

hand, in Japan, orders for optical device-related equipment for data centers have been very 

strong. These factors have gradually contributed, allowing us to maintain this level of 

performance. 

  



 

Quarterly Order Backlog Change (by product segment) 

 
 

As a result, the quarterly order backlog changed as shown in the graphs on this slide. 

 

Electronic Equipment & Components are represented by the portions below the green 

segments in each bar. Each of these has been showing gradual growth. 

 

The portion below the green segment in the graph on the left side of the slide corresponds to 

Electronic Equipment & Components. Each is growing, albeit gradually. 

 

In addition, Green Facility, shown in pink, has grown significantly. This is mainly attributable to 

the UPS business for data centers, which we expect will continue to grow and generate a 

stable level of sales going forward. 

 

With regard to manufacturing equipment, we received various orders from around 2022, and 

longer lead times resulted in a significant order backlog. Subsequently, as order intake 

moderated, we were able to steadily deliver these orders. This year as well, we continued to 

execute deliveries in line with schedules, mainly in overseas markets, and sales of 

Manufacturing Equipment remained solid. 

 

Consequently, the order backlog decreased slightly, partly due to orders leveling off. However, 

we believe that we have maintained a certain high level. 

 



 

Please note that Q4/2025 in the bar chart is shown in two separate graphs on a provisional 

basis, as we are currently reviewing the segment classification. 

  



 

Financial Position & Cash Flows 

 
 

For the full-year financial position and cash flows, please refer to the slide. 

  



 

Consolidated Performance Forecast (full-year) 

 
 

This slide shows our full-year consolidated performance forecast. Net sales are projected to 

reach ¥103,400 mn, up 0.3% YoY. 

 

Both operating income and ordinary income are forecast at ¥7,200 mn. Operating income is up 

2.7% YoY, while ordinary income is up 0.6% YoY. Net income is projected to be ¥4,950 mn, up 

0.5% YoY. 

 

We aim to continue achieving steady growth, and as shown in the slide, we expect 

performance to increase slightly. If these targets are achieved, we expect to reach new record 

highs in both net sales and profits. 

  



 

Performance Change and Forecast by Product Segment 

 
 

This slide covers performance change and forecast by product segment. Performance change 

is as discussed earlier. 

 

With regard to the outlook for 2026, overall growth is expected in Electronic Equipment & 

Components. In particular, in the UPS business for data centers and in our core product 

segment, Electronic Components & Assembly Products (also referred to as “Components & 

ASSY”), a recovery in demand related to semiconductor manufacturing equipment and 

industrial machinery is expected. 

 

In addition, we finally expect Semiconductors to nearly complete inventory adjustments, and 

anticipate gradual growth in new orders and sales this year. 

 

However, this year’s figure for Image-Related Equipment & Components is projected to show a 

slight YoY decrease. This is due to the anticipated impact of price adjustments for image-

related equipment in North America. While there are no major changes in content, 

adjustments have been made to account for some price fluctuations. 

 

For Manufacturing Equipment, order intake has slowed somewhat, particularly in Asia. 

Specifically, prolonged inventory adjustments in semiconductor materials are delaying new 

investment initiatives. 

 



 

On the other hand, the domestic data center machinery business is experiencing rapid growth 

in orders for optical device equipment. The market continues to report shortages of these 

devices. As further demand growth is anticipated, multiple companies are offering us 

investment projects. We have high expectations for these orders. 

 

In addition, the domestic materials sector is advancing sales of equipment for the recycled 

wafer business. We expect this business to grow in FY2026. 

 

Although overall sales of Manufacturing Equipment are expected to decrease slightly in 

FY2026 compared with FY2025, we believe they will remain stable at a high level. 

  



 

Dividends 

 
 

Turning to dividends, we paid an interim dividend of ¥70 per share for FY2025, and have 

decided on a year-end dividend of ¥120 per share. This results in an annual dividend of ¥190 

per share, with a payout ratio of 40.9%. We plan to maintain this dividend level and expect to 

pay an annual dividend of ¥190 per share going forward. 

 

For FY2026, we forecast an interim dividend of ¥40 per share and a year-end dividend of ¥55 

per share, totaling ¥95 per share. This is because we conducted a 2-for-1 stock split of 

common shares effective January 1, 2026. Without the impact of the stock split, the FY2026 

forecast would be an annual dividend of ¥190 per share, the same as in FY2025. 

 

This concludes our explanation of the overview of the consolidated financial results. 

  



 

Foundations of 11M Development 

5) Slogan and Main Reinforcement Points 

 
 

From here, I will explain the 11th Medium-Term Business Plan, which is a project we are 

working on. The project began in 2024, with 2026 as its final year. 

 

This plan is abbreviated as “11M.” Let me briefly highlight the key points. Its slogan is: “Make a 

leap forward in the global market as a technology-based company.” 

 

The major theme is “Becoming a company with net sales of over 100 billion yen.” We achieved 

100 billion yen in sales in 2025. However, we recognize that sustaining growth beyond 100 

billion yen is critically important. 

 

It is essential for us to grow in the global market and maintain net sales of over 100 billion yen. 

  



 

Outline of 11M 

2) Target Management Indices 

 
 

The target management indices are shown on the slide. The first is the gross profit margin. 

Since our company combines the functions of a trading company and a manufacturer, our goal 

is to achieve a slightly higher level than the typical gross profit margin of a trading company. 

We have currently achieved that level. 

 

Under 11M, we have set a target of a gross profit margin of 20% or higher. The actual result for 

FY2025 was 20.3%. 

 

Second, from the perspective of financial soundness, we are targeting an equity ratio of 50%. 

The actual result for FY2025 was 44.8%. 

 

Third, in terms of capital efficiency, we have set targets of an ROE of 12% or higher and an ROA 

of 6% or higher. 

 

We have already achieved these targets at this point. In particular, ROE stands at slightly above 

14%, while ROA is approximately 6.5%, indicating that performance has been progressing 

steadily. 

  



 

Outline of 11M 

4) Basic Strategic Policy (i) 

  
 

The Group established three KPIs for business structure reform. Specifically, these are the 

composition ratio by business, the original product ratio, and the overseas business ratio.  

 

First, with regard to the composition ratio by business, we divide our operations into three 

segments: Electronic Equipment & Components, Manufacturing & Inspection Equipment, and 

New Business. We aim to achieve stable operations by maintaining an appropriate balance 

among them. 

 

For New Business, we have set this ratio from the perspective of pursuing new challenges. 

Currently, the UPS business for data centers is included in this category, and it has been 

growing steadily, reaching 7.1%. 

 

The second KPI, the original product ratio, has a target of 25%. The actual result for FY2025 

was 16.9%. 

 

As the pie chart on the slide shows, sales of original products grew steadily from FY2021 to 

FY2025. Therefore, we believe there are no major issues with our current strategy and plan to 

strengthen it further. 

 



 

The third KPI is the overseas business ratio, which has a target of 30%. The actual result for 

2025 was 26.2%. This ratio fell slightly short of the target due to its influence by overall, 

general, and domestic sales growth. 

 

Net sales of overseas businesses also experienced a slight dip in FY2023. However, we 

recognize that this sector is currently growing steadily. 

 

Among our various businesses, equipment-related sales account for approximately half of 

overseas sales, representing a very high proportion. In this regard, the overseas business ratio 

is somewhat affected by investment cycles. While there is room for improvement, the figures 

show steady growth. 

  



 

Outline of 11M 

4) Basic Strategic Policy (ii) 

  
 

Our strengths are described at the bottom of the slide. First, we possess both trading and 

manufacturing functions. Second, we deploy these capabilities on a global basis. 

  



 

Outline of 11M 

4) Basic Strategic Policy (iii) 

 
 

We have narrowed down our targets by clarifying our focus areas and markets. As outlined in 

Box 1 on the slide, we are advancing activities in promising markets. 

 

Regarding the new area shown in Box 3, we must focus on not only the UPS business for data 

centers, but also creating and developing new businesses to achieve our next phase of growth. 

Currently, our focus is on the software business. 

 

We have initiated activities aimed at developing this new software business. We are 

progressing with project planning and conducting multifaceted marketing research. Going 

forward, we aim to grow this area further so that it contributes to our bottom line, even if only 

slightly. 

  



 

Outline of 11M 

5) Specific Strategies for Basic Strategic Policy (iv) 

 
 

Now, I will explain our strategies by business region. First, there are still untapped regions 

within our domestic business. To further penetrate these regions, we plan to explore 

establishing new locations for new deployment. 

 

Next, let me explain our regional strategies for each business. First, in the domestic business, 

there are still some untapped areas. To further expand into these regions, we plan to consider 

establishing new business locations. 

  



 

Outline of 11M 

5) Specific Strategies for Basic Strategic Policy (iv) 

 
 

Second, we believe that reinforcing our overseas business has significant potential for 

substantial sales growth. In particular, we will actively support the growth of Electronic 

Equipment & Components, striving to translate this growth into tangible sales. 

 

To this end, expanding our overseas sales locations is critical. Our primary target markets are 

China, North America, and Europe. Although we already have overseas sales locations in these 

regions, we believe that establishing additional satellite offices will enable us to transition from 

point-based to area-based sales activities. 

 

In other Asian regions, we are closely monitoring the Indian market and conducting marketing 

activities during business trips. Looking ahead, we plan to advance our marketing efforts with 

the potential establishment of a representative office in mind. 

  



 

Outline of 11M 

5) Specific Strategies for Basic Strategic Policy (iv) 

 
 

Third, with regard to production capabilities, we believe that timely expansion of production 

capacity is a key priority under 11M. From this perspective, we are actively developing new 

partner companies. 

 

Through this, we aim to properly expand our production capacities and meet customer 

demands. 

  



 

Outline of 11M 

5) Specific Strategies for Basic Strategic Policy (iv) 

  
 

Fourth, we are actively advancing technology and product development. In particular, we 

believe that strengthening software-related capabilities will be increasingly important. Looking 

ahead, we also believe it will be necessary to explore alliances with various companies. 

 

In addition, although we started a bit late, we are enhancing our intellectual property 

strategies. We plan to actively file patent applications. 

 

We believe it is important to establish an environment that enables the filing of patents. To 

this end, we are strengthening our intellectual property strategy by developing internal 

frameworks, including revising our evaluation system and reviewing incentive schemes for 

personnel involved in patent-related activities. 

  



 

Outline of 11M 

5) Specific Strategies for Basic Strategic Policy (iv) 

 
 

Fifth, we are strengthening our business support function. To enhance productivity and 

improve the quality of day-to-day operations, we are promote DX initiatives, primarily led by 

the Business Administration Division. 

 

Furthermore, as part of our human capital management, we are steadily advancing efforts to 

increase labor productivity through investment in various training and education programs, as 

well as to advance diversity and inclusion. We are making steady progress while building a 

track record of achievements. 

  



 

Outline of 11M 

5) Specific Strategies for Basic Strategic Policy (iv) 

 
 

Sixth, we have been promoting ESG management since the 11M period. While we still have 

areas to further enhance, we are steadily advancing our initiatives step by step. 

  



 

Toward Achieving Cost of Capital and Stock Price Conscious Management 

(Current status analysis and market assessment improvement policies) 

 
 

We recognize the need for the Group to diligently pursue the management conscious of cost 

of capital and stock price. We also consider shareholder returns to be of the utmost 

importance. 

 

Accordingly, under 11M, we have raised our target dividend payout ratio from 30% to 40%. We 

will continue to closely monitor the situation and consider various measures as appropriate. 

  



 

Cash Allocation Policies (FY2025–FY2026) 

  
 

Next is our cash allocation policy. As shown in the slide, we are considering various 

investments for the period from 2025 through the end of 2026. 

 

We plan to invest approximately 1 billion yen in research and development, which includes last 

year’s investment. Strengthening the development of original products is important to us. 

 

In terms of R&D investment, we plan to invest approximately ¥1.0 billion in total, including the 

previous year, with a focus on strengthening the development of original products. 

 

With regard to strengthening production capacity, while expanding our network of partner 

companies is important, we also believe it is necessary to increase the capacity of our own 

factories. Accordingly, we plan to consider capacity expansion, including the reconstruction of 

our factories, and to proceed with investments in a disciplined manner. 

 

In the rapidly growing Green Facility, we aim to enhance the service capabilities of our UPS 

business for data centers. Specifically, we are considering investment in new facilities to 

establish systems for testing and evaluation and to enhance our overall technical service 

capabilities. 

 

We are also considering investments, including system upgrades, to promote DX. In addition, 

we aim to cultivate new software-related businesses. In this context, if suitable partners are 



 

identified, we will consider alternative forms of investment, including M&A, with a view to 

potential collaboration. 

 

Regarding shareholder returns, we believe the priority is to enhance the substance of our 

dividends. Last year, we implemented the acquisition of our own stock, and we will continue to 

carefully assess the situation and consider additional acquisitions in a timely and flexible 

manner, thereby steadily enhancing shareholder returns. 

 

This concludes my explanation of the current status of the 11th Medium-Term Business Plan. 

  



 

Conclusion 

 
 

Under the slogan “Toward a technology-based company,” the Daitron Group, as a technology-

based company in the electronics industry, will work together with all our stakeholders to co-

create new value for the global market. 

 

That concludes my explanation. Thank you for your attention. 

  



 

Q&A: Changes in the Business Environment for the Next Medium-Term Business Plan 

 

Question: As the current Medium-Term Business Plan is nearing its end, what changes in the 

business environment do you anticipate for the next Plan period? 

 

Around this time last year, there was considerable uncertainty regarding tariffs. Now, including 

the political environment, it seems that visibility has improved to some extent. Could you 

share your outlook for the business environment going forward, particularly from next year 

onward? 

 

Tsuchiya: The key point in our outlook for the business environment leading into the next 

Medium-Term Business Plan is the continued expansion of the AI-related sector. Within this 

area, we are currently developing the UPS business for data centers. 

 

In addition, we have a business related to equipment, which includes our own original 

products. Demand for optical devices used for communication between servers in data centers 

is currently expanding significantly. 

 

Demand for these devices is projected to grow further alongside data center construction. 

Domestically, multiple companies are significantly increasing their investments, leading to 

more orders for our company. Thus, the AI-related market is expected to grow further toward 

the next Medium-Term Business Plan. 

 

On the other hand, one of our concerns is how relations between Japan and China will evolve 

going forward. In particular, there have been various developments regarding rare earths. 

 

Although there is currently no direct business impact, rare earths are used in many products. 

In our business, for example, motors use rare earths. 

 

Should rare earth supplies be halted, motor supply could become difficult. Consequently, there 

is a risk that this could affect production of equipment, including our own. Therefore, how the 

current situation with China progresses is a point of concern. 

 

Regarding semiconductors, we have heard that the business for HBM, a very high-performance 

semiconductor, is booming. However, the situation for general-purpose semiconductors was 

very challenging until last year. 

 

This was primarily due to the time required for inventory adjustments, which are finally being 

resolved. Furthermore, the significant shift toward HBM-related semiconductors has created a 

shortage of general-purpose semiconductors. Against this backdrop, we believe that new 

investment opportunities may emerge as a separate trend. 

 



 

We believe it is extremely important to formulate our next Medium-Term Business Plan in light 

of these business environment factors. 

 

Q&A: Initiatives to Enhance Recruitment Activities 

 

Question: Your company has steadily increased both sales and profits. In particular, since you 

assumed the role of President, it appears that the Company has maintained growth even 

during the COVID-19 pandemic. 

 

Despite the challenging hiring environment, you have consistently increased headcount not 

only on a consolidated basis but also on a non-consolidated basis, which gives the impression 

that the Company has strong recruiting capabilities. On the other hand, I would imagine that it 

is not easy for a trading company with your business model to attract talent. 

 

Against this backdrop, could you share, to the extent possible, how you have been successful 

in attracting talent? 

 

Tsuchiya: As you pointed out, there is currently a widespread shortage of human resources. At 

our Company as well, we have not been able to fully meet our hiring targets. 

 

In particular, for engineering positions, hiring has reached only about 60% to 70% of our 

target. For general sales positions, we have been able to secure hires largely in line with our 

plans. While we appreciate your kind comments, our actual experience is that we are facing 

challenges. 

 

That said, based on their experience, our HR team has been strengthening collaboration with 

various schools. As a result, we have been taking early action, including proactive internship 

programs, and are focusing on engaging candidates at an earlier stage. 

 

In addition, our Business Administration Division and the Personnel Section have been leading 

initiatives to secure talent, such as reaching out to candidates early and proactively. We 

believe that these efforts have been a key factor in enabling us to secure a certain level of 

hires. 

  



 

Q&A: Current Situation for FY2026 

 

Moderator: The next question is, “While performance appears to have softened in the first 

half of the fiscal year ended December 2025, how do you view the outlook for the new fiscal 

year?” 

 

Tsuchiya: Regarding the start of this fiscal year, we have actually faced a challenging situation. 

As mentioned briefly in the presentation, some equipment-related projects originally planned 

for this year were brought forward and recorded as sales last year. For that reason, we had 

some concerns and expected a difficult start to the first half. 

 

However, in reality, orders in Electronic Equipment & Components for semiconductor 

manufacturing equipment began to change rapidly from around December last year. After a 

period of weakness, demand has rebounded sharply, and we are now in a position to secure a 

substantial volume of orders. 

 

This development was unexpected. We had anticipated such a recovery from the second half, 

but we are seeing this trend emerge earlier, already in the first half. 

 

As a result, at this point, we believe that first-half performance will be broadly in line with our 

plan. 

 

Q&A: Impact of Subsidies Related to the CHIPS Act 

 

Moderator: Here is another question: “What is the status of subsidy trends in the United 

States?” 

 

Tsuchiya: Regarding your question on subsidies, I assume you are referring to those related to 

the semiconductor industry, such as under the CHIPS Act. 

 

At this point, we do not expect to receive any direct benefits from these subsidies. However, 

some of our semiconductor-related customers are expected to benefit, and we therefore 

anticipate new investments in related equipment and the associated increase in orders going 

forward. 

 

Separately, with respect to our railway vehicle business, a very large-scale project involving a 

state government has been confirmed. 

 

This project is not subsidy-based but will be executed within the state government’s budget. 

Accordingly, we expect that sales from projects of this nature will contribute steadily over the 

next several years. 


