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In Eco Vision 2050, its long-term environmental vision, Konica 

Minolta included Carbon Minus as a more ambitious goal. In 

partnership with stakeholders, particularly customers and 

suppliers, Konica Minolta will achieve reductions in CO2 

emissions that exceed the Company’s CO2 emissions, thereby 

contributing to a reduction in society’s overall CO2 emissions. 
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(plan)
2018

(forecast)
2021

(target)

Operating profit across core, growth, and new businesses

Eco Vision 2050    Becoming Carbon Minus by 2050

Medium Term Business Plan Materiality for Achieving Improved Corporate Value

Core 
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Growth 
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New 
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•Focus on providing high added-value
•Reform our global cost structure
•Manage ROIC at the business level

Business sectors:

Office/Production print/
Digital medical diagnosis equipment/
Color measurement/Materials and components

•Maximize benefits of M&A
•Cultivate digital customer value and 

increase earnings

Business sectors:

Industrial printing/Marketing services/
Medical IT services/Visual surface inspections/
Raw materials and new film

•Establish profit-oriented business model for 
the IoT age

•Build management infrastructure

Business sectors:

Workplace Hub/Status monitoring/
Bio-healthcare/
BIC new business development themes

* ROE = Profit attributable to owners of the company/(Share capital + Share premium + Retained earnings + Treasury shares (average of beginning and ending balances)

(FY)
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Konica Minolta is working toward medium- to 
long-term growth, having established a high 
value-added business model that contributes to 
the evolution of our society.

Message from the CEO

President and CEO

Shoei Yamana
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Fiscal 2017 marked the first year under our Medium Term 
Business Plan called SHINKA 2019. The Konica Minolta Group’s 
business results for this important year featured higher profit 
on higher revenue, including consolidated revenue of ¥131.2 
billion, up 7.1% year on year, and operating profit of ¥53.8 
billion, up 7.4%.

Higher profit on higher revenue held true not only for the 
entire company but also for each business segment as well. 
This marks a very positive start as the initial fiscal year of our 
Medium Term Business Plan. I believe this is proof that the 
market has a positive take on our hybrid sales, which combines 
MFPs and IT Services, and high-valued added proposals that 
address the management issues of customer companies, 
carried out under the previous Medium Term Business Plan 
TRANSFORM 2016.

In our mainstay Office Business, both the installed base of 
digital MFPs and print volume have increased in a number of 
regions including North America, Europe, China and India. 
Looking at the market overall, sales of monochrome MFPs are 
declining, but we have actually increased sales of our own 
monochrome MFPs. In other words, customers are not simply 
looking to replace a monochrome unit with a color one. This is 
because we are providing document services along with IT 
solutions for improving customers’ business workflow. This 
means that Konica Minolta is able to propose high-value added 
services that result in business reform based on a deep 
understanding of our customers in various industries and 
sectors. To make this a reality, we have been an active player in 
M&A and hiring globally for over five years now in order to 
acquire talent and expertise. The results of these 
“preparations” are now materializing in the larger installed 
base and print volume.

In the Professional Print Business, both the installed base 
and print volume of color digital printing systems are 
increasing. At the start of the shift from analog (offset) to digital 

printing, Konica Minolta was among the first to transition to 
digital printing and also develop a new market on its own called 
“light production printing.” We automated print position 
adjusting and color adjusting, which once required the skills of 
craftsmen, using our knowledge in the print industry honed 
over the years through plate-making film for analog printing. I 
believe the strong performance of this business represents the 
outcome of our persistent efforts to solve our customers’ key 
issues.

In our Healthcare Business, we saw growth in digital 
radiography (DR), which has seen strong results over the past 
few years, and we increased market share in the diagnostic 
ultrasound systems field, too. Our diagnostic ultrasound 
systems enjoy a dominant market share mainly in orthopedics 
in Japan, and we are now working to expand this to 
anesthesiology and obstetrics. Additionally, one of our 
preparations for expanding overseas business was the 
acquisition of Viztek (United States) in 2015. Viztek is a one-
stop provider of proprietary hardware and software for medical 
imaging diagnostics along with medical IT solution services. It 
has deep connections with hospitals and clinics across the 
United States through its powerful sales network. The 
synergies produced between Viztek and Konica Minolta will 
enable us to deliver high value-added medical IT solutions that 
combine DR, diagnostic ultrasound, and picture archiving and 
communication systems (PACS). These synergistic effects have 
begun to materialize since the second half of fiscal 2017 and we 
anticipate even greater results in fiscal 2018.

Of particular note was the strong growth seen in our 
Industrial Business during fiscal 2017 underpinned by the 
trend toward larger LCD televisions and the growing 
smartphone market. In the performance materials unit, our 
mainstay product is TAC films used to protect LCD polarizers. 
During the year under review, sales of high value-added 
products such as VA-TAC film and ZeroTAC film for IPS enjoyed 

Higher profit on higher revenue across all business segments

Review of business results in fiscal 2017
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strong growth. We can expect the use of these films to expand 
to applications beyond televisions, including smartphones and 
tablet devices. In the measurement instruments unit, we 
greatly increased sales of measurement systems used in the 
inspection of Organic Light Emitting Diode (OLED) and other 
applications. OLED is expected to be widely adopted in 
applications and products outside of smartphones in the 
future. For this reason, we expect to see even greater growth in 
fiscal 2018 and beyond.

Fiscal 2018 marks the half-way point of the SHINKA 2019 
Medium Term Business Plan. We will continue with our efforts 

to boost the profitability of our core business and increase 
profits in growth business. At the same time, we will carry out 
efficient investments aimed at developing new business over 
the medium to long term.

The business performance forecast for fiscal 2018 
indicates another year of higher profits on higher revenues, 
with revenue expected to total ¥180 billion, operating profit 
¥62 billion, and profit attributable to owners of the company 
¥38.5 billion. Our forex assumptions are ¥105 against the US 
dollar and ¥125 against the euro.

Since the merger of Konica and Minolta in 2003, we have 
discussed extensively the fundamental meaning behind the 
“shift from analog to digital.” Through this, we discovered that 
digitalization is not always a positive for the manufacturing 

industry. We were among the first to recognize that failure to 
transform amidst the huge wave of digitalization would 
threaten our very existence in the manufacturing industry.

The key is to carefully probe the new value that 
digitalization can create for customers. From the perspective of 
the manufacturing industry, this means we have to answer the 
question “What type of new value can we propose to 
customers with digitalization?”

The impossible in an analog world becomes possible in a 
digital world. One such new customer value is on-demand 
printing in the Professional Print Business. Digitalization 
drastically transforms the conventional business model of mass 
production for mass consumption. This is because 
digitalization results in ultimate customization whereby the 
right item is made in the right quantity at the right place. In 
addition, digitalization contributes to environmental 
conservation and sustainability because product transport, a 
cause of CO2 emissions, and waste resulting from excess 
printed material are no longer part of the equation. Even in the 
Office Business, we can understand the flow of information and 

Outcomes of M&A strategy 

M&A for enhancing customer value
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content in a customer’s company as a business process and 
then automate and optimize this process, making it possible to 
solve many business issues faced by customers, including 
improving productivity and strengthening security.

However, to create such new customer value using 
digitalization, we had to acquire new technologies, expertise 
and talent from outside the company over a short period of 
time. As a result, we have added close to 40 IT service 
companies to the Konica Minolta Group from North America, 
Europe and Asia using an aggressive approach to M&A.

To achieve hybrid sales offered to customers as new 
solutions combining our technologies and expertise from 
document printing together with the IT capabilities of the 
companies we acquired, we have prudently considered various 
factors during M&A, including cohesion with local markets and 
affinity with our businesses. Based on this, we have carefully 
selected companies to the join the group that can generate 
synergies. After each acquisition, we combined employees 
from our business divisions with those of the acquired 
company at an early stage and reorganized them according to 
teams based on customer industries by sector. This enabled us 
to foster a sense of solidarity between both sides during the 
process of promoting hybrid sales.

This M&A strategy in the Office Business helped us to 
strengthen our proposal capabilities for our main middle-
market and small- and medium-sized enterprise customers. 
Not only that, we have also been able to boost our capabilities 
to respond to the needs of major global companies. As a result, 
we have seen steady growth over the past four or five years, for 
example, in the business of providing integrated printing 
system services to various global companies. 

In fiscal 2017, we executed major M&A deals in the 
Healthcare Business, too, enabling us to make a full-fledged 
entry into the domain of precision medicine. In the Healthcare 
Business, we have held comprehensive discussions on the 
future of the business for several years now. The focal point of 
these discussions involved the potential of High Sensitive 
Tissue Testing (HSTT) developed using our technological 
know-how from photographic films. HSST quantifies cancer 
cells and other specific proteins with high precision. For this 
reason, it has received strong praise from various parties 
including overseas academic societies.

With HSTT as the core, we have established the precision 
medicine business capable of accurately and efficiently 
diagnosing cancer at an early stage and for effectively 
developing therapeutic drugs and contributing to drug 

administration. One aspect behind the commercialization of 
HSTT required genetic analysis technologies. No other 
company in the world is capable of analyzing both proteins and 
genes, two elements indispensable to precision medicine, and 
so we decided to move in this direction. Another area where we 
needed to bolster was our connection with pharmaceutical 
companies. As a result, we searched for companies already 
involved in new drug discovery support systems and companies 
using cutting edge AI in new drug discovery and development. 

The two major M&A deals we struck in the precision 
medicine business in fiscal 2017 were intended to acquire 
these two elements. One of these companies is Ambry 
Genetics Corporation (AG), a genetic diagnostic services 
company. Combining AG’s genetic diagnostic technologies 
with our HSTT technology enables even more precise patient 
classification, improving the success rate of new drug discovery 
and development and contributing to more effective drug 
administration. The other company is Invicro, which provides 
new drug discovery support services. Invicro has been 
contracted by a number of pharmaceutical companies for its 
very important services for discovering biomarkers using 
imaging in the pre-clinical trial stage, the most upstream part 
of new drug discovery. Combining Invicro’s functions with our 
HSTT and AG’s genetic diagnostics will make it possible to 
support new drug discovery and development for such 
diseases as cancer and Alzheimer’s. This precision medicine 
business represents an initiative aim at resolving a social issue, 
and I believe it will be an extremely important part of our efforts 
to enhance corporate value over the medium to long term.
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Our world is undergoing significant changes brought about by 
the remarkable progress of information and digital 
technologies. We find ourselves in the middle of a paradigm 
shift that will fundamentally transform the conventional 
wisdom of various domains.

As I have repeated many times before, I believe these 
turbulent times represent a major opportunity for Konica 
Minolta. In each of our various business domains, we will be 
able to present our own take on new value and approaches to 
the world around us. This means we will stand at the forefront 
of change instead of simply adapting to it. This is precisely why 
I feel turbulent times represent an opportunity.  

The SHINKA 2019 Medium Term Business Plan cites 
becoming a digital company with insight into implicit 
challenges as Konica Minolta’s future goal. To achieve this goal, 
we need to build a new business framework that is both 
customer-centric and people-centric, while continually refining 
our strengths developed as a manufacturer, including 
capabilities in manufacturing, engineering and development.  

As a manufacturer, Konica Minolta possesses capabilities 
in high quality manufacturing and hardware development. In 
addition, through the previous Medium Term Business Plan, we 
meticulously prepared ourselves to deliver IT solutions. 
Through business development combining these areas, we will 
be able to accumulate valuable data on various domains, and 
then analyze and visualize this using such cutting edge 
technologies as AI and deep learning. This should position us 
to establish a novel business model and create completely new 
forms of customer value. Our plan is to carefully set up a 

high-valued added platform business suited to this era of IoT 
over the next several years.

This new platform is Workplace Hub (WPH), which we 
plan on releasing in fiscal 2018. As I mentioned earlier, Konica 
Minolta has boosted the added value it offers by providing 
hybrid forms of document and IT service solutions that delve 
into the business operations of customers from a multitude of 
different industries and businesses. Going forward, we will 
develop the solutions business with the platform of WPH as the 
focal point. By installing this WPH in the same space as one of 
our digital MFPs, not only will customers be able to use IT 
services in a one-stop fashion, but WPH will be able to 
accumulate data useful to improving the business operations of 
various industries and sectors.

For example, in the case of the manufacturing industry, 
data can be used to visualize the utilization rate of production 
facilities to increase efficiency, improve quality and reduce loss. 
Or, data for work-style reform will make it possible for efficient 
remote work in a secure environment in terms of information 
security. Even in the field of nursing care, data from WPH can 
be warehoused and analyzed to create completely new forms 
of customer value, such as approaches to facility spaces for 
better care support or the optimization of nurse movements 
and room layouts.  

This is not the same as a major IT services company 
analyzing vast amounts of big data on the cloud. Konica 
Minolta’s strength is our direct connections with some two 
million customers around the world through our digital MFP 
business. We are aiming to realize new value together with 

Aiming to become a high-profit enterprise using a new business model powered 
by data

Medium- to long-term growth strategy
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Increase added-value using digitalization

IT solutions

Data business
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through performance and cost
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that exceed expectations

Deliver essential 
solutions to issues

Hardware

New Business

Growth Business 

Core Business SHINKA

Increase added-value using digitalization and reinforce customer relationships

customers on the edge of business for a multitude of different 
sectors. Moreover, every single piece of data collected from 
WPH does not need to be brought to the cloud. Data and 
images gathered from the frontlines of business can simply and 
instantaneously be analyzed and processed on the spot to come 
up with ways of improving each business process. Nobody 
could keep pace even if every single piece of data was brought 
to the cloud and created a huge data center was created. In the 
sense of achieving a sustainable society, I believe we are taking 
the right direction with finding solutions to issues on the edge.

The accumulation and analysis of digital data also holds 
the key to precision medicine, our other medium- to long-term 
strategic area. In January 2018, we established a global 
headquarters in the United States for the precision medicine 
business and set up a business operation system. As Konica 
Minolta, AG and Invicro work as one entity, I am convinced that 
we can establish diagnostic services that will usher in dramatic 
progress in the fields of cancer treatment and new drug 

discovery support. Combining the talent from the specialty 
fields of these three companies along with the scale merits of 
synergistic effects will help us to turn our attention toward 
business expansion not only in the United States and Japan but 
also Europe. Our goal for fiscal 2021, four years from now, is for 
this business to generate revenue of ¥100 billion and operating 
profit ratio of 20% or greater. By establishing a presence at the 
top of the global precision medicine field, we hope to become a 
leader that can influence the operational systems of medical 
institutions around the world.

Through these initiatives, Konica Minolta is aiming to 
achieve the business targets of more than ¥75 billion in 
operating profit, ¥50 billion in profit attributable to owners of 
the company, and ROE of 9.5% by fiscal 2019, the final year of 
the Medium Term Business Plan. Beyond this, we are looking to 
achieve a medium-term target of more than ¥100 billion in 
operating profit and more than ¥70 billion in profit attributable 
to owners of the company by fiscal 2021.
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Under Our Philosophy, “The Creation of New Value,” Konica 
Minolta has prospered together with society while pursuing 
new value essential to each specific time period of its history. In 
recent years, as social issues such as environmental problems, 
aging society, and personnel shortages emerge, expectations 
are rapidly rising when it comes to companies’ initiatives for 
sustainability. This is especially true following the adoption of 
the Sustainable Development Goals (SDGs) by the UN and 
growing interest in Environment, Social, Governance (ESG) 
investments in financial markets. I believe the growth of a 
company should be connected to solutions to social issues. 
Without a solid balance of enhancing economic value and 
social value, I believe a company will not be able to achieve 
sustainable growth or enhance corporate value over the 
medium to long term. In this sense, I consider the embodiment 
of business strategy as the reinforcement of ESG. Looking out 
10 and 20 years into the future, our business strategy to 
contribute to solutions to various social issues represents an 
ESG initiative.

The strategies being implemented by each of our business 
divisions contribute to an evolution, or SHINKA, in society. 
These strategies include dramatically increasing office 
productivity, achieving work styles that empower creation, and 
improving the quality of life for patients around the world. This 
is the reason why the word SHINKA was used in the title of the 
Medium Term Business Plan. 

Not only technology, but the power of our people will be 
vital in finding solutions to social issues. Our approximately 
43,000 employees will become a powerful driving force by 
doing the right thing for society and for customers. Therefore, 
we must transform our organizations into places where talent 
with varying experiences and backgrounds can interact as well 
as respect and motivate each another to create new ideas. My 
role as CEO is to foster this type of culture and draw out the 
capabilities of our workforce.  

With regards to corporate governance, while passive 
governance such as internal control is necessary, I hope to 
evolve this into active governance because it supports a 
company in its efforts to tackle social issues while taking risks. 

Furthermore, to carry out management with a more 
medium- to long-term perspective, we revised our officer 
compensation system in fiscal 2017 and introduced stock 
bonus linking with medium-term performance. In conjunction 
with this, we incorporated ESG and other non-financial 
indicators into the performance evaluations of executive 
officers, and we introduced a system of monitoring by the 
Board of Directors. 

Looking ahead, instead of taking a passive approach to 
avoiding risks in terms of ESG, we will take active measures 
with the goal of becoming a world leader in ESG, aspiring to 
become a global company that is vital to society.

Enhancing long-term corporate value

Aiming to be a leader in ESG
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President and CEO
Konica Minolta, Inc.

Konica Minolta is committed to aggressive growth investments 
for sustainable growth and to actively returning profits to 
shareholders using the profits and cash we generate. Our basic 
stance on dividends places a greater emphasis on absolute 
value.

We want investors that support our growth from a 
medium- to long-term perspective to own our stock. 
Consequently, our goal is to meet shareholder expectations by 
continually increasing our dividend, instead of adjusting it 
upward or downward based on short-term changes in business 
performance. Furthermore, in addition to dividends, we are 
carrying out share buybacks as well. 

Under this policy, we offered an annual cash dividend of 
¥30 per share (same as previous year) for the fiscal year ended 
March 31, 2018. In addition, we plan to provide an annual 
dividend of ¥30 per share in the year fiscal ending March 31, 
2019 as well.

Konica Minolta will continue to seek out sustainable 
growth while living up to the trust of its many stakeholders 
including shareholders. I kindly ask for your continued support 
and understanding as we move forward.

Shareholder returns

Committed to continually increasing our dividend
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Pursuing an innovative financial strategy 
that supports the transformation of our business model 

into a high-profit enterprise  

Strategic Initiative (2)

Upgrading of global cash 
management and improvement 

of capital efficiency

Strategic Initiative (1)

Developing system 
for supporting investments 

in growth

Medium Term Business Plan

Balance sheet goals for fiscal 2019

Total assets ¥1,203.9 billion
Total assets turnover 0.93x

Total assets ¥1,005.4 billion
Total assets turnover 0.97x

Assets

795.8

Liabilities

471.2

Equity

534.1

Goodwill and 
intangible assets

209.5

Assets

871.2

Liabilities

668.3

Equity

535.5

Goodwill and 
intangible assets

332.6

Equity ratio
D/E ratio
Net D/E ratio

52.1%

0.35x

0.18x

Around 50%

Around 0.35x

Around 0.15x

43.6%

0.56x

0.27x

47.6%

0.43x

0.17x

For credit 
rating purposes*

For credit 
rating purposes*

Fiscal 2016 Fiscal 2017 Fiscal 2019

Balance sheet goals 
Total assets turnover Over 1.00x

Assets

Liabilities

Equity

Konica Minolta is working to transform its business model into 
a digital company with insight into implicit challenges. Toward 
this end, over the past several years we have actively pursued 
M&A deals. In fiscal 2017, we executed major M&A deals in the 
Healthcare Business valued in excess of ¥100 billion that 
included Ambry Genetics and Invicro, both of the United 
States. We funded these acquisitions with a hybrid loan 
(subordinated loan) intended to secure our financial soundness 

as well as maintain and improve capital efficiency.
The fundamental elements of Konica Minolta’s capital 

policy include enhancing corporate value over the medium- to 
long-term through a focus on returns to shareholders and 
capital costs, working to further increase capital efficiency 
(ROE target: 9.5% in fiscal 2019 and 11% in fiscal 2021), and 
strengthening portfolio management while aiming to balance 
proactive investments in growth with our sound financial 
foundation. We are also stepping up our ability to generate 
cash flows. Our goal is to achieve an equity ratio of around 50% 
and net debt/equity ratio of 0.15x (for credit rating purposes) in 
fiscal 2019.

* For credit rating purposes: 50% of the hybrid loan of 100 billion is recognized as shareholders’ equity

Message from the CFO

We are implementing innovative financial strategies 
to support the transformation of our business model.

Seiji Hatano
Senior Executive Officer

What are the fundamental elements 
of Konica Minolta’s capital policy?Q1
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Konica Minolta acquired several dozens of companies during 
the course of the previous Medium Term Business Plan 
TRANSFORM 2016 until today. We view M&A as one way of 
promoting our growth strategy. In reviewing M&A deals, first 

Konica Minolta has introduced a global cash management 
system with the objective of visualizing the cash positions of 
Group companies and improving cash management. Looking 
ahead, we will focus on establishing global netting as a way to 
counteract foreign exchange volatility, and we will carry out 
effective foreign exchange risk hedging based on an accurate 
understanding of our foreign exchange exposure gained from 
more efficient cash management.

Following the addition of Group companies from M&A, 
there has been a growing number of cases where the head 
office finances the working capital needs of subsidiaries. As a 
result, in fiscal 2017 we carried out system upgrades to 
carefully check and monitor the cash movements of 
subsidiaries.

Going forward, we will emphasize capital costs and utilize 
returns from invested capital as a key management indicator, 
as we seek to improve capital efficiency and maximize 
corporate value.

we target domains where we can fully harness our own 
strengths, technologies and assets to generate synergies. Next, 
we carefully scrutinize market growth potential and 
compatibility with us based on detailed investigations and 
examinations carried out in advance. Additionally, we believe it 
is important that the executive management of the target 
company share our values, such as our corporate philosophy 
and vision. On top of this, we carry out due diligence from 
multiple perspectives, including on compatibility with business 
strategy, viability of business plan, and fairness of acquisition 
price, among others.

During the acquisition process, we conduct thorough due 
diligence concerning the target company’s business model, 
technologies, management structure, accounting, synergistic 
effects and risks. Furthermore, as part of the post-merger 
integration (PMI) process, we implement a 100-day plan. This 
involves concentrating company-wide resources during the 
first 100 days after the merger to share our management vision 
with not only applicable business divisions, but also corporate 
divisions, to conduct thorough analysis of the target company’s 
competence, and to visualize the management situation, in 
order to facilitate and solidify PMI. We also have rules in place 
for continued monitoring post acquisition as part of investment 
reviews. Particularly large acquisitions involve understanding 
the management situation and providing support promptly in 
case improvements are needed based on monthly discussions 
by the Management Executive Meeting and others. Under this 
framework, we leverage past M&A experiences to share what 
we learned as well as the know-how and experiences of the 
target company to build upon our company strengths and 
connect this to future growth.

Investments in growth will continue to form an essential 
element of our business model transformation. Supporting the 
execution of our growth strategy financially speaking is my 
mission as CFO. I regularly tell Finance department employees 
that “Finance needs to have innovative thinking just like our 
business segments.” As CFO, I am firmly committed to financial 
soundness and practicing innovative initiatives that improve 
capital efficiency (ROE and ROIC).

Basic Stance on Capital Policy

Konica Minolta is working to transform its business model 
into a digital company with insight into implicit 
challenges. We are implementing a capital policy 
optimized for supporting sustainable growth aimed at the 
medium- to long-term enhancement of corporate value. In 
particular, we are focusing on increasing our ability to 
generate cash flows and improving capital efficiency (ROE 
and ROIC). Toward this end, we will maintain a capital 
policy with an optimal balance between investments in 
growth, enhancing shareholder returns, and 
reinforcement of financial foundation. Our goal is to 
achieve an optimal capital and debt structure with an eye 
on capital efficiency and capital costs.

1. Improve capital efficiency
We emphasize capital cost and aim to increase ROE and 
ROIC in excess of capital cost in a stable and consistent 
manner. For this reason, we consider returns from 
invested capital* a major management indicator, and 
we seek to maximize corporate value through improved 
business portfolio management.

2. Increase shareholder returns
We emphasize actively returning profits to shareholders 
while comprehensively taking into account 
consolidated earnings and the promotion of strategic 
investments in growth fields. We strive to enhance 
shareholder returns by consistently increasing the 
dividend and carefully timed share buybacks.

3. Ensure financial soundness
We reinforce our financial foundation underpinning 
proactive investments in growth by strengthening 
financial governance, minimizing financial risk, 
improving capital efficiency, and increasing 
shareholders’ equity.

*  Returns from invested capital: returns after deducting the cost of invested capital from 

business profits. This indicator shows the extent to which created value exceeds the cost 

of invested capital. Maximizing returns from invested capital increases ROE and ROIC.

Konica Minolta has been an active 
player in M&A as a way to invest in 
growth. What is your policy and 
stance on M&A and what areas do 
you emphasize in terms of PMI?

Q2

Alongside investing in growth, what 
other measures are you 
implementing in terms of upgrading 
cash management and improving 
capital efficiency?

Q3
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Cloud
Digital space

Real space

Edge

Input

Recognition Analysis Prediction

Output

Human capital

Deep Learning

Differentiation Strategy
Edge IoT Platform

Konica Minolta’s Business Activities

Future 
Social Issues

Value provided to society

Trend towards shorter 
business life cycles

Growing number of elderly, 
declining birthrate, 
and declining labor pool

Increasing 
healthcare cost

Shortage of 
doctors

Shortage of 
nursing care staff

Aging social 
infrastructure

Threat of terrorism 
and disasters

Mounting 
information 
security risk

Climate change

Resource depletion

• Improving corporate 
competitiveness

• Improving work-life balance

• Improving ROI of 
marketing activities

• Improving diagnostic and 
medical care quality

• Improving nursing care 
service quality

• Further promoting 
home-based care

• Improving quality of life

• Improving manufacturing 
quality and productivity

• Shortening production 
lead times

• Improving public security

• Preventing social 
infrastructure accidents

• Reducing environmental 
impact

• Eliminating loss in the 
production process

Customer 
value 

proposition

• Unstructured data
(email, human movement, 
video images)

• Structured data
(Backbone system data, etc.)

Prediction and 
forecasting

Decision-making 
support

Creativity 
improvement

Productivity 
improvement

Automation and 
optimization

Employees: approximately 43,000 Customer engineers: approximately 10,000 System engineers: approximately 1,700

Technical 
expertise

Number of patents*: 21,276
Research & 
development expenses: ¥77.0 billion
Ratio of research & 
development expenses to revenue: 7.5%

Global customer 
contact capabilities

Sales/service structure: approx. 150 countries

Percentage of direct sales: approx. 65%

Customer 
base

Number of customers:

approximately 

2 million companies

Solving Social Issues

KPI
Fiscal 2019
Management 
targets

KPI
Fiscal 2019
Environmental 
targets

Financial

At least ¥75.0 billion

Operating profit

7%

Operating profit 
ratio

¥50.0 billion

Profit attributable to owners 
of the company

9.5%

ROE

(compared to fiscal 2005)

Non-financial

50% reduction

Life cycle CO2 emissions

¥770.0 billion

Revenue of sustainable green products

Value Chain                                                         (p. 77)

Intangible Assets Underpinning Our Strategy

Office Business (p. 45)

Revenue: ¥583.8 billion, operating profit: ¥44.9 billion

Revenue: ¥214.2 billion, operating profit: ¥9.2 billion

Professional Print Business (p. 46)

Revenue: ¥96.5 billion, operating profit: ¥5.5 billion 

Healthcare Business (p. 47)

Revenue: ¥118.2 billion, operating profit: ¥23.4 billion

Industrial Business (p. 48)

Corporate Governance                                 (p. 58)

Value Creation Process

* The number of patents is the total number of patents held in Japan, the U.S., and China.
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Cloud
Digital space

Real space

Edge

Input

Recognition Analysis Prediction

Output

Human capital

Deep Learning

Differentiation Strategy
Edge IoT Platform

Konica Minolta’s Business Activities

Future 
Social Issues

Value provided to society

Trend towards shorter 
business life cycles

Growing number of elderly, 
declining birthrate, 
and declining labor pool

Increasing 
healthcare cost

Shortage of 
doctors

Shortage of 
nursing care staff

Aging social 
infrastructure

Threat of terrorism 
and disasters

Mounting 
information 
security risk

Climate change

Resource depletion

• Improving corporate 
competitiveness

• Improving work-life balance

• Improving ROI of 
marketing activities

• Improving diagnostic and 
medical care quality

• Improving nursing care 
service quality

• Further promoting 
home-based care

• Improving quality of life

• Improving manufacturing 
quality and productivity

• Shortening production 
lead times

• Improving public security

• Preventing social 
infrastructure accidents

• Reducing environmental 
impact

• Eliminating loss in the 
production process

Customer 
value 

proposition

• Unstructured data
(email, human movement, 
video images)

• Structured data
(Backbone system data, etc.)

Prediction and 
forecasting

Decision-making 
support

Creativity 
improvement

Productivity 
improvement

Automation and 
optimization

Employees: approximately 43,000 Customer engineers: approximately 10,000 System engineers: approximately 1,700

Technical 
expertise

Number of patents*: 21,276
Research & 
development expenses: ¥77.0 billion
Ratio of research & 
development expenses to revenue: 7.5%

Global customer 
contact capabilities

Sales/service structure: approx. 150 countries

Percentage of direct sales: approx. 65%

Customer 
base

Number of customers:

approximately 

2 million companies

Solving Social Issues

KPI
Fiscal 2019
Management 
targets

KPI
Fiscal 2019
Environmental 
targets

Financial

At least ¥75.0 billion

Operating profit

7%

Operating profit 
ratio

¥50.0 billion

Profit attributable to owners 
of the company

9.5%

ROE

(compared to fiscal 2005)

Non-financial

50% reduction

Life cycle CO2 emissions

¥770.0 billion

Revenue of sustainable green products

Value Chain                                                         (p. 77)

Intangible Assets Underpinning Our Strategy

Office Business (p. 45)

Revenue: ¥583.8 billion, operating profit: ¥44.9 billion

Revenue: ¥214.2 billion, operating profit: ¥9.2 billion

Professional Print Business (p. 46)

Revenue: ¥96.5 billion, operating profit: ¥5.5 billion 

Healthcare Business (p. 47)

Revenue: ¥118.2 billion, operating profit: ¥23.4 billion

Industrial Business (p. 48)

Corporate Governance                                 (p. 58)

Value Creation Process

* The number of patents is the total number of patents held in Japan, the U.S., and China.
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