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Presentation 

 

Moderator: It is 3:30 PM now, let's start an analyst meeting on Riso Kyoiku Co., Ltd.'s financial results for Q2 
of the fiscal year ending February 2024. Firstly, I would like to introduce three guests who have been invited 
from the firm. First of all, I would like to introduce Mr. Masahiko Tenbo, President and Representative Director. 

Tenbo: Yes. Thank you for your cooperation. 

Moderator: Next, Mr. Masaaki Kume, Vice President and CFO. 

Kume: Thank you very much. 

Moderator: Next, Mr. Masaya Ueda, Representative Junior Managing Director. 

Ueda: Thank you very much. 

Moderator: Today, I would like these three guests to give their explanations. We will have time for question-
and-answer session after the meeting. 

Let me start with President Tenbo. Please get started. 

 

Tenbo: Well, hello again. I am Tenbo from Riso Kyoiku as you already know. Thank you very much for taking 
time out of your busy schedule to attend our analyst meeting today. Although it is a short time, thank you for 
your cooperation in advance. 
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I would like to explain the results for Q2 of the current fiscal year ending February 2024. 

As announced the day before yesterday, net sales increased 3.2% YoY to JPY15.94 billion. Operating profit 
rose 2.5% YoY to JPY1.03 billion. Recurring profit inched up 1.2% YoY to JPY1.04 billion. Net income jumped 
26.3% YoY to JPY0.803 billion. 

 

These are the main factors behind said results. 

Net sales were better than the previous year thanks to increased sales in the tutoring schools business 
segment, which is our mainstay, as well as those in the in-school one-on-one instruction, and the personality 
camp training education segments. 

Profits were higher than the previous year due to greater sales and a strategic review of the Firm's operations. 
In particular, profits grew sharply in the Meimonkai and School TOMAS divisions. 

Mr. Ueda, Representative Junior Managing Director, would like to continue with a more detailed explanation 
of the student enrollment situation and measures taken in Q2. 
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Ueda: I will explain the details then. This is the number of students at the end of Q2. 

The number of students withing the Group as a whole stood at 26,113, falling 2.6% YoY. By segment, those in 
the tutoring schools business segment fell 2.1% YoY, the tutor dispatched education segment declined 10.2% 
YoY, and the early childhood education segment decreased 4.1% YoY, while those in the personality camp 
training education segment rose 4.2% YoY. 

In this fiscal year, we have been taking steps to implement the following measures at each firm. Firstly, tuition 
fees were reviewed in the main businesses: those in TOMAS and Meimonkai had been revised by 5% to 7% 
since March, and those in Shingakai had been revised roughly 20% for the summer session from July. In 
addition, regarding Shingakai, we plan to revise the tuition fees by 17% on average from November 2023, 
which is the changeover period for the school year. 

Next, we have been working on reorganization of underperforming schools of two subsidiaries. Meimonkai 
integrated Chiba Ekimae school into Tsudanuma school. Nishi Hiroshima school was integrated into Hiroshima 
Ekimae school which had been expanded and renewed. We plan to close two schools of TOMEIKAI next 
February. As for Shingakai, we are slated to close two schools in Kansai region in November. 

Furthermore, as an initiative to strengthen sales, TOMAS has selected emphasis schools and concentrated its 
sales department there. Additionally, we will further enhance customer service in a bid to prevent 
membership withdrawal. 

Meimonkai will strengthen its sales force and conduct efficient student recruitment solicitation activities by 
consolidating and centralizing its independent student recruitment sales department to Riso Kyoiku. 
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Shingakai will improve the manpower of the sales department to increase the number of new students. In 
addition, we will thoroughly conduct systematic one-on-one meeting to prevent membership withdrawal. 

 

Next, we will explain the status of school openings for Q2 of the fiscal year ending February 2024.  

TOMAS in the tutoring schools business segment, renewed its Futakotamagawa school in March. It newly 
opened the Nakameguro school in April. The Center Kita and Chiba schools were renewed in May, and the 
Nerima and Yotsuya schools were renewed in June. At the end of August 2023, the number of tutoring schools 
and English conversation schools stood at 99 and 12, respectively. 

As for school openings in Q3 and onward, the Kachidoki school and the Jiyugaoka 2 building are slated to be 
launched this month. Subsequently, the Ochanomizu school is scheduled to be opened in November, followed 
by the opening of the Funabashi school in December. 
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We will explain later this business detail, we will launch the Sundai TOMAS University Entrance Examination 
Department in the Shimokitazawa school in November. 
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Meimonkai in the tutor dispatched education segment integrated its Chiba Ekimae school into Tsudanuma 
school in March. It opened the Kyoto Ekimae school 2 building in April. In June, we closed the Nishi Hiroshima 
school and integrated it into the expanded and renewed Hiroshima school. 

At the end of August 2023, the number of Meimonkai schools, MEDIC Meimonkai schools, and TOMEIKAI 
schools stood at 36, 2, and 12, respectively. In Q3 and onward, we plan to close two schools in TOMEIKAI in 
February 2024. 
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In March, Shingakai in the earlu childhood education segment renewed its Futakotamagawa classroom at the 
Shingakai Examination Bureau. In April, Shinga's Club Gakudo (afterschool), the Futakotamagawa school was 
newly opened. The Konami Sports Shinga's Academy Shinagawa school was also renewed. It newly opened 
the Nishinomiya school in Hyogo Prefecture. 

At the end of August 2023, the number of Shingakai Examination Bureau, Shinga's Club Childcare centers, and 
Shinga's Club afretschools stood at 24, 8, and 19, respectively. In Q3 and onward, we plan to close two schools 
in the Kansai region in November. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
9 

 

 

Regarding School TOMAS in the in-school one-on-one instruction segment, it had 81 operating schools at the 
end of August. Of note, the number of schools with average monthly sales of JPY3 million or more rose by 7 
YoY to 37. The average rate per school also increased 16.9% YoY. 

School TOMAS is able to support the learning of each student according to his or her individual differences 
and share learning progress in cooperation with their schools, supporting to solve the teachers’ overwork 
issues. We believe the said services fit with the times and contribute to increase Riso Kyoiku's revenue and 
profits. 

Mr. Kume, Vice President and CFO will explain the shareholder return policy. 
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Kume: I am Kume. Thank you for your cooperation. As we have disclosed on April 21 regarding our shareholder 
return policy, we have announced a dividend payout ratio of 50% or more for the current fiscal year. 

For the current fiscal year, we have also announced a dividend of JPY10 per share. The dividend payout ratio 
is set as 50% or more, and it would be 74.9% in real terms. Recently, the stock price is much lower than it used 
to be but the yield rate is 3.8%. 

At the last general shareholders meeting, we received a lot of questions about this shareholder dividend and 
shareholder return policy. We are trying to figure out our further initiatives. Although I am repeating the same 
thing as mentioned at the last IR briefing, I would like to add that we are also trying to accumulate retained 
earnings due to Kodomo department store project and the COVID-19 related issues. 

Now, we have set a goal of having about JPY10 billion in equity capital, and we have been making headway 
with this target over the course of three periods. Since profits have increased this fiscal year as we originally 
planned, the dividend of JPY10 per share has not changed. 

We will think about the dividend this matter each time when our performance improves again. Thus, our 
commitment to our investors, which means, the dividend payout ratio of 50% or more has not changed. 

That’s it for the moment. 

Tenbo will explain the outlook for the future. 
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Tenbo: Now, I would like to explain the outlook for the future. 

First, as previously announced, for the fiscal year ending February 2024, we forecast net sales of JPY34 billion, 
operating profit of JPY3 billion, and net income of JPY2.06 billion. 

As per our medium-term business plan, for the fiscal year ending February 2025, we expect net sales of 
JPY36.5 billion, operating profit of JPY3.5 billion, and net income of JPY2.4 billion. For FY2026, we foresee net 
sales of JPY39.5 billion, operating profit of JPY4 billion, and net income of JPY2.7 billion. 

We will strive to optimize profit growth by expanding sales through price hikes and enhancing sales force as 
we are implementing this fiscal year, and by reorganizing underperforming schools at subsidiaries, 
strategically reviewing and substantially reducing advertising and promotional expenses and other costs. 
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From a medium- to long-term perspective, the number of students taking entrance exams for elementary and 
junior high schools in the Tokyo metropolitan area is on the rise even despite the current declining birthrate. 

However, the birthrate is expected to continue to decline, and we intend to continue to grow our business by 
enhancing our enclosure strategy and expanding our business alliances with other industries. 

The former means the growth of existing businesses that we have been promoting. The latter is the new 
businesses to be developed, such as the Kodomo department store project. 
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I would also like to explain our new business, the Sundai TOMAS University Entrance Examination Department, 
which will start in November. 

Sundai TOMAS is a joint venture company established in 2019 through a capital and business alliance between 
our company and Surugadai Gakuen, the so-called Sundai Prep School. We are now opening Spec. TOMAS, a 
private tutoring school specializing in the most difficult entrance examinations, in Jiyugaoka. 

Sundai TOMAS plans to open a membership-only, self-study room in Shimokitazawa this November. Such 
study room has tutors who can handle students’ questions. Sundai TOMAS University Entrance Exam Club is 
a members-only, self-study room for students who wish to enter so-called topnotch universities. 

One of the features of this program is that the study room is staffed by the tutors who are studying at the 
University of Tokyo, and students can ask questions at any time. If you study at home or in the library, you 
have to ask questions at school or at a prep school on another day. However, if you study at said study room, 
those tutors are there to support you. 

We also collaborate with TOMAS, so that students who wish to gain a deeper understanding of a unit can 
optionally receive tutoring from TOMAS. We believe that for highly conscious, top-class students who wish to 
study at the University of Tokyo, Kyoto University, or a national university's medical school, they can study 
more efficiently there. In our view, we will be able to support students in order to pass the entrance exam to 
top universities. We are hopeful that the student population that has not previously attended TOMAS may 
have the potential to become new customers. 

This was an explanation of the Sundai TOMAS University Entrance Exam Department. 
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I will also explain our DX promotion. 

The DX Strategy Promotion Committee was established this fiscal year. We are in the process of discussing 
future DX strategies while receiving consulting services from a consulting firm. 

By integrating databases that are currently managed separately by each group company into a single database, 
we can unify systems with duplicated functions and reduce unnecessary costs. Above all, we believe that we 
can further promote our enclosure strategy by effectively utilizing our database and taking a cross-group 
approach. 

We also believe that DX will contribute to the improvement of various operational efficiencies and, ultimately, 
to the enhancement of customer satisfaction. 
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Next, I will explain the details of our partnership with different industries. 

I have spent a great deal of time explaining this to you in the past. First of all, the Kodomo department store 
series, which is being developed by our company, Hulic, and Konami Sports. Secondly, Konami Sports Shinga's 
Academy, developed by Shingakai and Konami Sports. Furthermore, we have formed a business alliance with 
Shingakai, Kids Smile Holdings and Kids Smile Project. 

The Kodomo department store series will be opened in Nakano and in Tama Plaza in 2025. It is slated to be 
established in Shibuya in 2026. 

Along with these three projects, a total of seven other properties are now being fleshed out, and we plan to 
expand the number of buildings to 20 by 2029. 

Last but not least, we are focusing on profits this term, while strategically reviewing expenses and reorganizing 
underperforming schools in our subsidiaries. In addition, from a medium- to long-term perspective, we intend 
to enhance our corporate value and continue to grow and expand our businesses by promoting new business 
development and DX strategies. 

We look forward to your continued support as we strive for sustainable growth and increased our corporate 
value. 

That’s all so far. Thank you very much for your time today. 

Moderator: Thank you for your explanation. 
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Question & Answer 

 

Moderator [M]: Okay, we will now have a question-and-answer session. 

Please raise your hand if you have any questions. The staff member in charge will bring a microphone, so 
please speak into the microphone. The full transcript of this meeting, including this question-and-answer 
session, will be made available to the public. Therefore, if you give your company name or your own name 
when asking a question, it will be disclosed as is. If you wish to remain anonymous, please do not give your 
name when asking a question. 

Any questions? Yes. First one, please. 

Participant [Q]: Thank you for your explanation. I have two questions. The first one is about Shingakai. You 
have mentioned that they will raise the price by 17% from November. I think this is the great price hikes, and 
would like to know the recent situation regarding the number of applicants for membership, when comparing 
to the previous year. 

The second one is about the promotion of DX strategy. I would like to know the amount of investment here. 
How much does it cost and what are the impacts including risks, and what are the benefits? I would like to 
know how soon we can expect this benefit. Thank you in advance. 

Tenbo [A]: Thank you for your questions. Since you are asking about the reaction to the Shingakai price 
increase, I will explain this one. Now, the new price hike is scheduled to take place in November, when the 
current middle-class students will become the senior-class students. Currently, there is no significant impact. 
But we will have to wait and see what happens when this starts. That is why, what I can tell you right now is 
that the impact of the price hike is basically not apparent. I hope that I've answered your question. 

Mr. Kume will explain the amount of investment in DX and the impact of this investment. 

Kume [A]: I will explain the details. In terms of DX, we started this initiative this fiscal year by forming a DX 
Committee with the support of Canon IT Solutions, Inc. to provide consulting services. First of all, the purpose 
here is digitalization. We still have a lot of paper media, including various enrollment procedures to the Group. 
That is where we are very far behind. Same can be said for Shingakai, TOMAS, and Meimonkai. 

Each company had been creating individual systems for enrollment, class participation management, and 
curriculum development. However, we decided to bring them together as a whole. The first goal is to improve 
administrative efficiency. The plan is to reduce the administrative workload of these teaching staff, who deal 
with parents and instructors, and teaching staff in addition to instructors. 

The reduction of administrative work will allow extra time for follow-up with parents, guidance, and 
curriculum development, which seems to be very effective. We are trying to calculate the monetary effect of 
this, but we have not been able to do so yet. I'm planning to announce it again as soon as it is ready. 

Another goal is to share customer information. We have about 27,000 students in total. The president 
mentioned that we intend to enhance our enclosure strategy. We have students from 1 year old to 18 years 
old. The environment is different for each type of business, depending on the age group of the students, and 
there is no way to share information about the students on the system. By sharing this information, we can 
refer students to each other, although it is, of course, personal information and we do this with the approval 
of the client's parents. 
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To be more specific, for example, a student started studying at Shingakai at the age of one, took the 
kindergarten entrance exam, took the elementary school entrance exam, and entered elementary school. 
When he enters elementary school, he will be asked to go to TOMAS and Meimonkai. Likewise, the children 
in the soccer class might be helpful for the TOMAS intervention. In short, we are aiming for such a synergistic 
effect. The goal is to create a bit of dynamism in the Company by doing this. 

If we calculate this, for example, there are about 3,500 students in Shingakai, and about 11,000 in TOMAS. 
Then Meimonkai has roughly 4,000 students. Plus One Education has quite a few gymnastics classes like that. 
If we can refer 5,000 students to 6,000 students to each other, the so-called student enrollment will increase, 
and then we can introduce them to each other. This is what we are aiming to develop. At the moment, we 
have been working on these two points, trying to complete the projects in the next three years. 

In terms of administrative efficiency, the actual activities will probably take effect in the next year or so. We 
are trying to share student information in about three years, although this has a legal aspect. 

As for the cost, while this is a rough calculation, we assume that it will likely be roughly JPY200 million to 
JPY300 million including consulting fees. However, we have not yet calculated how much of a hit it will be 
because of capitalization and depreciation issues. This is about what we are assuming over the next three 
years.  

I hope that I’ve answered your question. 

Moderator [M]: Thank you very much. Do you have any other questions? Yes, please. 

Participant [Q]: Excuse me. Thank you very much for your detailed clarification. I have the impression that 
your company is taking various measures regarding the business environment, such as the declining birthrate 
and aging population. On the other hand, according to your explanation, I got the impression that you have 
been taking these measures based on the assumption that deflation would take hold further after 30 years of 
deflation. 

I understand that when inflation has increased rapidly over the past year and inflation is set to take hold, 
there will be some changes in the way of consumption in terms of education expenses and other assumptions. 
I will not say a lot, but there may be some changes. What changes do you think we might see in the coming 
year and beyond as this inflation takes hold? I would appreciate it if you could tell us as much as you can. 
Thank you for your cooperation. 

Tenbo [A]: Thank you very much. I guess you are wondering what sort of impact from inflation we might have. 
I would be happy to explain this to you. I think this is a difficult question. I don't mean to imply that our 
business model is based on deflation at all, but it is true that there has been no inflation for a long time. 
Consequently, we are forced to raise tuition fees after all. 

Of course, the labor cost is a significant portion of the total cost. Still, given that the classes are taught by 
instructors, the quality of the classes cannot be maintained unless the instructors are of a certain level of 
quality and are well trained. Therefore, basically, we still have to raise tuition fees. I assume that drags from 
such a measure can be naturally expected, although that might be already existing, and some people might 
refrain from enrollment. 

Same can be said for the cram schools industry as a whole. The number of students is decreasing as of late. 
Still, what we can do here is quite limited.  We have no choice but to pursue quality, receive the tuition fees 
we should gain, provide solid lessons, and produce results. 
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As I mentioned earlier, we are considering new business opportunities, such as a new trial of a members-only 
study room. 

That's all I can tell you in terms of inflation. I am not sure if I have answered your question, but hope it helps. 

Participant [Q]: Excuse me, I have another question if possible. I don't think your company's business model 
is directly related to receiving government subsidies. But in terms of education, in Osaka, for example, there 
is support for cram school fees, and private schools are made as easy to enter as public schools. From this 
point of view, I think that the government will have to spend more and more money. Various industries are 
saying that government will spend money and it will be a tailwind. Still, I assume the government has to give 
order of priority to this when there is a limit to the amount of money in their wallets. I wonder what will 
happen to the priorities of the various industries. 

From your company's perspective, how do you see the priorities of national and local government spending 
on education changing over the next 5 years to 10 years compared to the current situation? Do you think it 
will increase, or do you think it will not come around if the accrued yield on government bonds increases? In 
what way do you expect it to be positioned amidst the various other expenditures such as medical care for 
the elderly, national land resilience, and defense spending? 

Tenbo [A]: Thank you very much. This is a tough question, but we are not expecting much in this area. I don't 
expect that to be the case, but I do think that, as Mr. Kishida mentioned, education is a key issue, and I believe 
that it is necessary to improve education in order to overcome the declining birthrate. I believe that the 
subsidies for education will increase in this area. 

However, I am not sure if this will be a tailwind for our company. In the past, there was a significant tailwind 
for Shingakai and other organizations when educational gifts to grandchildren were exempted from taxes. 
However, it is difficult to say to what extent such policies will have a significant tailwind. The current situation 
is that we do not expect that to be the case. 

Participant [M]: Thank you very much. 

Moderator [M]: Thank you very much. Now, one more person, please. 

Participant [Q]: Thank you for your explanation. In terms of the number of students, you mentioned that 
there were 26,113 students at the end of August. What is the breakdown of the number? I mean, I would like 
to know the number and/or the percentage of elementary school students and junior high school students, 
as well as the status of each category. For example, could you tell us the situation by school layer? I mean, 
elementary school students are relatively strong, but high school students are a little weak and so on. 

Tenbo [A]: Thank you very much. If I may speak briefly, the category of elementary school students is still 
robust due to the booming junior high school entrance examinations. However, there are a lot of situations 
in the area of college entrance examinations. The number of students who have been accepted to all 
universities is spreading rapidly, and universities are trying to secure students. The form of entrance 
examinations is diversified including admissions office entrance examination, and the timing of the entrance 
examinations are advanced. Thus, the third-year high school students are leaving cram school much earlier 
than before. 

However, we are fortunate compared to other cram schools in that respect. We have many students who are 
preparing for entrance exams to top-ranked universities, and this has not changed much. Still, high school 
students have been relatively decreasing. By category, or by our group, we see a slight decrease in TOMAS. 
As for Meimonkai, the number of students is decreasing, including some in slightly rural areas. The number of 
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students is increasing in Shingakai's school children, as well as in School TOMAS and Plus One Education. 
Shingakai is struggling a bit right now with the examinations. 

We have provided our response to the above. I hope that I’ve answered your question. 

Participant [Q]: I'm sorry, but in terms of numbers, which school is the largest in your company? 

Tenbo [A]: It’s TOMAS. TOMAS is tutoring schools business segment. 

QUESTION [Q]: Do you mean that the high school entrance exam school of TOMAS is the largest? 

Tenbo [A]: No, The school for middle school entrance exam is the largest. It’s Elementary school students. 

Participant [Q]: TOMAS for elementary school students has the largest number of students. 

Tenbo [A]: Yes, that's right.  

Participant [Q]: Approximately what percentage of the students are TOMAS elementary school students? 

Tenbo [A]: About 5,000 students. So, I would say that about 40% of the students are elementary school 
students in TOMAS. 

Participant [Q]: What is the next most common class range? 

Tenbo [A]: There are a great number of high school student at TOMAS. 

Participant [Q]: High school students who are preparing for college entrance examinations are the next most 
common one. 

Tenbo [A]: Yes. 

Participant [Q]: Then, it is like the next most common one is for the junior high school students who are 
preparing for high school entrance examinations. 

Tenbo [A]: Yes, that's right. 

Participant [M]: Yes, understood. Thank you very much. 

Tenbo [M]: As for the number of students enrolled, the order is usually like elementary, high school, and 
junior school students. In our case, there are inevitably fewer students who take the high school entrance 
exam. Those who are in junior high school student classes are usually students of combined junior and senior 
high schools. Thus, there are fewer junior high school students. 

Moderator [M]: Are we clear? Okay, next one please. 

Participant [Q]: Thank you for your explanation. I would like to ask three questions. I understand that your 
Q2 results show sales of JPY15.9 billion and operating profit of JPY1 billion. In terms of progress against 
internal full-year results, I think those may have fallen slightly short of the internal expectations. If it is a 
downturn, let me confirm whether it is possible to recover from H2 onwards. Sorry, we'll start here. Yes. 

Kume [A]: As you said, the previous year was positive, but it was slightly negative compared to the internal 
expectations. However, net income is in line with our expectation. Also, you know, there was talk about sales 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
20 

 

earlier, but there will be a tremendous benefit from price hikes. While, as for the students enrolled, it was not 
so good due to the flu and other factors after the summer course. 

For example, in September, we sometimes failed to match about 5,000 courses. So it depends on the spread 
of the flu, COVID-19, etc. But these things can be just carried over to the next. Also, the number of students 
enrolled in the previous term was negative, but the range has been shrinking rapidly, and we expect it to be 
flat by the end of the year. If we do this, we expect to achieve sales of JPY3 billion, recurring profit of JPY3 
billion, and operating profit of JPY3 billion. 

One more thing. As you can see from the segmental breakdown, the performance of School TOMAS is, after 
all, doing very well here. This is still about 2.5 times the winter forecast, and it looks like it will stay that way. 
There are also various other factors that contribute to profit, so we are not worried about the final profit. 
Therefore, we will be able to drive sales a little more in H2 than in H1. However, as I mentioned earlier, the 
risk factor one the flu pandemic. And COVID-19 pandemic. Therefore, I am hoping that it will peak out soon. 

That is all. 

Participant [Q]: Second point, you mentioned the dividend policy. It is at least 50%, and your company has a 
policy of building up retained earnings with the goal of JPY10 billion in net assets. For this reason, you said, 
you would make it at least 50%. In other words, if you achieve JPY10 billion and net assets, will it be a 100% 
dividend payout ratio? 

Kume [A]: As announced, I did not say 50%. I said at least 50%. So, naturally, as business performance 
improves, the dividend payout ratio will increase. This means that the same can be said about the current 
term. As for the future, the only thing we have decided now is that it will be at least 50%, so we will decide 
on the dividend policy for the next fiscal year at the next board meeting. It could be 50% to 100% depending 
on the budget at that time. We have not announced a dividend payout ratio of 50%, and it will likely be just 
over 70%. So please do not misunderstand that. 

That is all. 

Participant [Q]: Yes. Also, I understand that you are opening an individual instruction school in Shimokitazawa 
in November, which is designed especially for the top-ranked schools. What are your thoughts on the future 
development of these new schools? We would like to hear from you about your plans, including whether or 
not you plan to open new schools in the future. 

Kume [A]: Thank you very much. It is more of a study room than an individual instruction school. It is a 
membership-only self study room where students can ask questions. We are now considering opening a 
school in Shimokitazawa on a trial basis, and then in Shibuya. We would like to see the situation in 
Shimokitazawa, and then we can bring it to Shibuya as well. And if it is good enough, we think we can put out 
a few more stores. 

Participant [M]: Thank you very much. 

Moderator [M]: Thank you very much. Do you have any other questions? Yes, please. 

Participant [Q]: Please, thank you very much. I think you have been reorganizing and closing classrooms quite 
a bit this term. Please tell us whether there will still be classrooms subject to this reorganization in the next 
fiscal year and beyond. Since you have done quite a bit of [inaudible] this fiscal year, please tell us how much 
of an economic cost reduction, etc. will be realized annually. 
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Tenbo [A]: Yes, thank you. If you ask me if reorganization is still in the works, I think it is safe to assume that 
it is, since we always want to review that. We always try to withdraw from areas where we can't and put out 
what we can, without thinking of them as sanctuaries. 

As for the actual effect, I don't think it will show up that much yet for this fiscal year. The Shingakai will be 
held in November and the Meimonkai will be held later, so we won't see the effect this term, but I think the 
effect will be about JPY50 million from next term onward. 

Participant [M]: Okay. Thank you very much. 

Moderator [M]: Thank you very much. Do you have any other questions? Can we finish the meeting? There 
seems to be no further questions. Today's analyst meeting is adjourned. 

Thank you for your explanation, President Tenbo and everyone. 

Tenbo [M]: Thank you very much. 

[END] 

______________ 
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