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Presentation 

 

Moderator: Thank you for your patience. The time has arrived, and we will now begin the presentation of 
Riso Kyoiku Co., Ltd.’s financial results for Q2 of the fiscal year ending February 28, 2025. First, I would like to 
introduce the three people from the Company. First, Masahiko Tenbo, President, Representative Director and 
CEO. 

Tenbo: Thank you for your time. 

Moderator: Thank you very much. Masaaki Kume, Vice President and CFO. 

Kume: Thank you very much.  

Moderator: Masaya Ueda, Representative Junior Managing Director. 

Ueda: Thank you very much. 

Moderator: Thank you very much. Today, I have heard that everyone will take a role in the explanation. There 
will be time for Q&A at the end of the session. Let’s begin. 

 

Tenbo: I am Tenbo from Riso Kyoiku. Thank you very much for taking time out of your busy schedule to attend 
our briefing today. We will be happy to explain our company as time permits. Let me begin by explaining the 
results for Q2 of the fiscal year ending February 28, 2025, which we announced on October 9. 
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As for the numbers, sales increased 4.1% from the previous year to JPY16,587 million. Operating income 
increased 39.9% YoY to JPY1,458 million. Ordinary income increased 37.7% YoY to JPY1,456 million. Interim 
net income increased 10.2% from the previous year to JPY893 million. 

 

Let me explain a little about the background of this achievement. Net sales increased by 4.1% or about JPY647 
million from the previous year due to sales increases in TOMAS, School TOMAS, and Plus One Kyoiku. Profits 
increased approximately 40%, and 415 million yen, from the previous year, despite higher personnel expenses, 
due to increased sales, and a strategic review of expenses like advertising expenses. We are pleased to report 
that for the interim period, net sales and operating income reached record highs since the establishment of 
the company. 
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Continuing on, Mr. Ueda, our Representative Junior Managing Director, will explain the background of the 
results by segment.  

Ueda: I am Ueda. I will now explain the background of the results by segment. 

First, TOMAS reported net sales of JPY8,389 million, up 4.7% from the previous year, and operating income of 
JPY328 million, up 211.3% from the previous year. The 2.5% YoY increase in the number of students and steady 
growth in the number of summer school enrollments contributed to the increase in net sales. 

In addition, the Company revised its prices by an average of 3% in March of this year, resulting in a 2.8% 
increase in sales per student over the same month last year. In addition, to continue to strengthen profitability 
from the previous fiscal year, we are concentrating our sales efforts on key schools and are ensuring thorough 
customer service in order to curb membership withdrawal. 
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In H1 of the current fiscal year, we newly opened Medic TOMAS Shibuya school in March, renewed TOMAS 
Minamiurawa school in May, and newly opened TOMAS Yoga school in June, bringing the total number of 
TOMAS, Medic TOMAS, and spec. TOMAS to 104 tutoring schools. We have 12 English conversation school, 
interTOMAS.  

In H2 of the fiscal year, we renewed TOMAS Shiki school in September and Fuchu school this month. In 
addition, we are planning to open a new TOMAS Ichigao school in December this year. 
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Next is about Meimonkai. Meimonkai posted sales of JPY2,271 million, down JPY63 million from the previous 
period, and operating income of JPY46 million, down JPY48 million from the previous period. 

No new schools were opened or renewed during the period, and the number of schools was 35 for Meimonkai, 
2 for MEDIC Meimonkai, and 9 for TOMEIKAI.  
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We are currently consolidating and centralizing our sales department to Riso Kyoiku to strengthen our sales 
force. In the future, we plan to concentrate our business in metropolitan areas. 

In addition, Meimonkai Online, a brand within Meimonkai, performed well, with a 27% YoY increase in the 
number of students. Meimonkai Online is a system that allows students and instructors to see each other's 
face as well as their hands and offers the same level of face-to-face tutoring not only in Japan but also around 
the world. The number of students is increasing, and we will focus on expansion in the future. 
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Next is Shingakai. In Shingakai, net sales increased JPY16 million from the previous year to JPY3,119 million, 
and operating income increased JPY3 million from the previous year to JPY496 million. 

In H1 of the current fiscal year, Konami Sports Shinga's Academy Musashi Kosugi school newly opened in April, 
and in March, Shingakai Kichijoji school and Shinga's Club Gakudo Kichijoji school were renovated, bringing 
the total number of Shingakai schools to 22, Shinga's Club day-care schools to 8, and Shinga's Club Gakudo to 
22. 
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As for the number of students, the Shinga's Club Gakudo performed well, although the number of students 
decreased at the Shingakai Examination Bureau. In addition, the effect of price increases at the Shingakai 
Examination Bureau resulted in a YoY increase in sales. 

In Kanagawa, Saitama, and Chiba, entrance examinations for private elementary schools began in September, 
and in Tokyo, it began this month. We will firmly link the successful results to the next fiscal year and reiterate 
our commitment to thorough customer service, including planned individual interviews, to curb membership 
withdrawal and strengthen sales, which will lead to an increase in the number of students. 
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Next is School TOMAS. At School TOMAS, net sales increased by JPY275 million from the previous year to 
JPY1,704 million, and operating income increased by JPY141 million from the previous year to JPY264 million. 

The number of schools in operation at the end of H1 increased by 7 YoY to 88 schools. In addition, the number 
of students taking individual tutoring courses has been increasing, and at the end of August 2024, the number 
of students was up 14.8% YoY, and sales were up 12.5% YoY. 

The reason for the growth of School TOMAS is that we have been able to contribute to the reform of school 
teachers' work styles and help them solve social problems by providing support for after-school learning. The 
schools have also expressed their gratitude to us for our efforts on the introduction of TOMAS's complete 
one-on-one tutoring which increased the school's academic performance. The efforts made those schools 
popular, resulting in smooth student recruitment. This is why School TOMAS has continued to grow and is 
currently one of the most profitable companies in the Group. 
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Mr. Kume, Vice President, will now explain our shareholder return policy. 

Kume: Regarding shareholder return measures, we have not changed our previously announced dividend 
forecast of JPY10 for the current fiscal year. We had a very good performance in H1, but we have not changed 
our forecast for the full year so far. We will make a decision around based on how the winter classes and 
various other courses will perform in H2. 

We are particular about dividends, as written and announced. The dividend payout ratio is 50% or more. If 
we keep to our full-year profit forecast for this fiscal year, the dividend payout ratio will be close to 90%. 
Although we have reduced the dividend from 100%, we will continue to focus on ROE of 10% or more and a 
double-digit dividend of JPY10 per share. We will continue to focus on these two points. 
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Tenbo will continue with an explanation of the future development and the medium-term management plan. 
Please. 

Tenbo: I will now explain our medium-term management plan and future outlook. 

First, as I believe I have already told you in the last briefing, I would like to give you a brief history of the 
strengthening of our alliance with Hulic Co., Ltd. to date. The start was in September 2020. It started as a 
business alliance between our company, Hulic, and Konami Sports for the development of Kodomo 
Department Store, a building specializing in education. 

In addition to the business alliance among the three companies, our company also entered into a capital and 
business alliance with Hulic, and in October 2021, one year later, we strengthened that capital and business 
alliance and became an equity method affiliate. Through a series of relationship enhancements, Hulic, which 
handles real estate in prime locations, has introduced us to well-located classroom properties, and we have 
developed new school buildings that are superior to those of other companies in the same industry. 

In May of this year, with the aim of further strengthening the existing relationship, we became the Hulic Group 
company through a tender offer and third-party allotment of new shares. This will allow us to continue to 
secure advantageous properties, and the development of Kodomo Department Store will further promote 
differentiation through an enclosure strategy in the education business, which we believe will contribute to 
the enhancement of our corporate value. 
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The development of Kodomo Department Store series, which will be carried out by Hulic, our company, and 
Konami Sports, as I explained earlier, is scheduled to begin next spring.  The first is scheduled to open in 
Nakano, Tokyo, and the second in Tama Plaza, Yokohama. Kodomo Department Store Nakano will house 
tutoring school TOMAS and Shinga's Club school children, and Tama Plaza will house Shingakai's all three 
brands, namely Shinga's Club day-care, Shingakai's Examination Bureau and Shinga's Club Gakudo. 

In addition, we plan to open one in Shibuya in 2026. In addition to the Kodomo Department Store classrooms, 
Shibuya will also house a learning and art space for children, and we expect that it will become a symbolic 
building of our company. 

In addition, the development of six other properties in Tokyo and Chiba is currently taking shape. Kodomo 
Department Store will start in the spring of 2025. 
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Regarding the medium-term management plan, on April 8 of this year, we announced a three-year plan 
through the fiscal year ending February 2027 in a notice regarding the formulation of a new medium-term 
management plan. To give you some specific figures, sales for the current fiscal year, our first year, are 
JPY33.96 billion, operating income and ordinary income are JPY2.67 billion, and net income is JPY1.71 billion. 
For the fiscal year ending February 2026, the Company expects sales of JPY36.22 billion, operating income 
and ordinary income of JPY3.12 billion, and net income of JPY1.85 billion. For the final fiscal year ending 
February 2027, the Company plans net sales of JPY38.26 billion, operating income and ordinary income of 
JPY3.36 billion, and net income of JPY2 billion. 

However, the interim period was good, and we are currently considering the formulation of a new medium-
term management plan. If there are any changes to this figure, we will make a new announcement. In addition, 
the development of Kodomo Department Store, which I explained earlier, has not yet begun, and the figures 
are a bit hard to read, so we have not taken it into account in this medium-term management plan. 
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Looking ahead, we aim to achieve an average annual growth rate of 5% or more by increasing sales through 
growth measures promoted by each company and group company. Since our people are our asset and our 
product, we plan to increase our salary base from time to time in order to secure more qualified personnel 
while improving our cost efficiency. 

We will also continue to review, optimize, and improve the efficiency of advertising and other expenses. We 
also want to ensure a certain level of equity capital to be prepared for emergencies such as the COVID-19 
disaster and natural disasters. 

As explained in our shareholder return policy, we would like to maintain a dividend payout ratio of at least 
50% and increase retained earnings, but we would also like to stick to a ROE level of at least 10%. 
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With regard to the medium- to long-term outlook, in the tutoring school industry, there is a situation in which 
the rate of students taking entrance exams for elementary school and junior high school entrance exams is 
on the increase in some metropolitan areas, and the industry is booming. However, the declining birthrate 
itself is expected to continue and even accelerate in the future, so we must consider the increase in the 
number of examinees as a temporary phenomenon. 

We intend to continue to grow our business by expanding the vertical axis, which is based on the growth of 
existing businesses and the strategy of retaining customers, and the horizontal axis, which is based on newly 
developed businesses such as Kodomo Department Store. 

The is all for now, but the first Kodomo Department Store will open in the spring of next year, about half a 
year from now. We believe that the opening of Kodomo Department Store will be a full-fledged start as Hulic 
Group company. We will continue to provide high quality educational services, and by leading the Group in 
education(kyoiku), one of the four K's that Hulic has set forth, we will promote differentiation through further 
enclosure strategies and expand the possibility of developing a new customer base. We look forward to your 
continued support as we strive to enhance our corporate value and expand our growth. 

This is a brief explanation, but that is all I have to say. Thank you very much. 

Moderator: Thank you very much for your explanation. 
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Question & Answer 

 

Moderator [M]: We will now move to the Q&A. Please raise your hands if anyone has any questions. Please 
note that this entire presentation is subject to transcription, so if you wish to remain anonymous, please do 
not identify yourself. Any questions?  

Participant [Q]: Thank you very much for your time today. I have three questions. First is about TOMAS on 
page five. Although it is about a 4.7% increase over the same period last year, I recognize that this is a rather 
high-priced service, with tuition also being revised this past March. I know that in some areas there is a 
difference in the ability to bear the burden with respect to the cost of tuition, but do you have a pricing 
strategy for each area? 

The question is about page 11. I have heard that the School Tomas business is also doing very well, with a 
nearly 20% increase in sales. You mentioned earlier that after-school learning and one-on-one knowledge are 
the reasons for the robust performance. I would like to know the reasons for this strong performance, as well 
as the medium- to long-term prospects for whether the pace of growth can continue in the future. 

The third question is about page 17. In terms of securing excellent personnel, people say that there is short 
of personnel in general, but I would like to know what you are struggling with or what you can do to 
differentiate yourself from the competition. That is all. 

Tenbo [A]: Thank you. I have received three questions, and I think you mean the difference in TOMAS prices 
by region, is that correct? Also, you are asking about the future prospects of School TOMAS, as well as the 
current recruitment of human resources, is that right? 

Let me begin by explaining about TOMAS. Since TOMAS prices are constant, we are in a situation where we 
are not differentiating our prices because we are only offering them in Tokyo and three prefectures in the 
metropolitan area. We have set out differences in the quality of instructors for some courses being conducted 
by professional instructors and others by general instructors, but we have not set up any differences by region. 

We have not heard of any negative factors due to the price increase so far, and since the price increase is 
timed to coincide with the change in the school year, we do not think it will have that much of an impact, and 
it is all about whether we are providing proper service and service that is worth the price. 

I would like to have explanation about School Tomas from Mr. Ueda, who is the president of School Tomas. 

Ueda [A]: Regarding School TOMAS, the reason for the strong performance is mostly what I have written here, 
but also because we are able to help private schools to differentiate themselves due to the declining birth 
rate, and also to help teachers reform their work styles, which is the background of the good performance. 
As for how far we can go in the future, it is said that there are 1,300 private schools in Japan. Therefore, we 
would like to capture about a 20% share of the market. In my opinion, it will be around JPY10 billion scale. 
That is all. 

Tenbo [A]: Also, as for excellent people, thanks to our efforts in various recruiting media and the 
establishment of a lecturer personnel bank at our group company, these efforts are gradually beginning to 
have an effect. In addition, thanks to our partnership with Sundai preparatory school, we have been able to 
call on alumni of Sundai, and we have not had any particular problems with TOMAS instructors. However, 
there are regional differences, so we have to be flexible. 
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The Gulf Coast area is a hot market, but there are not many instructors there, and we are having a little 
difficulty in those areas, but overall, there is no particular shortage of instructors. 

And then about employees. I believe that hiring employees is the most crucial part, and we need to constantly 
recruit people, including implementing measures for better treatment. That is all. 

Participant [M]: Thank you very much. 

Moderator [M]: Thank you very much. I would like to have a question from the person at the back. 

Kazama [Q]: My name is Kazama from Toyo Keizai, and I have three questions. The first point is that in H1, I 
guess that profits, especially operating income and below, are quite a bit stronger than your company's 
assumption, but you are looking at H2 as being flat compared to the previous year. A key point to this is that 
you mentioned earlier that you expect to invest in H2, etc. If you could be more specific, please. 

The second point is that Kodomo Department Store Shibuya is a place for learning and art in comparison to 
what you are planning to establish prior. Please let me know if there is anything specific that is involved in this 
business. 

Third, you mentioned that Plus One Education is doing well, but I don't think you have disclosed any specifics. 
Please let me know if there is anything you can comment on, such as sales or profit or which areas are growing. 

Tenbo [A]: Thank you. I have three questions. Can I understand that your question is about the reason why 
profits were strong in H1 in particular, but they remain the same in H2? 

Kazama [Q]: If the interim results were better than initially expected, could you also explain the reasons for 
this? 

Kume [A]: First of all, we reduced expenses. Advertising expenses were reduced by 10%, and we reviewed 
our expenditures. This is a significant difference from the previous fiscal year. The performance of TOMAS and 
School TOMAS was strong, and enrollment was negative until the previous fiscal year at TOMAS, but it is 
positive from the current fiscal year. 

What was most different from what we expected was that School TOMAS's performance increased so much. 
School TOMAS has grown, as Ueda just explained, the individual tutoring in the school TOMAS has grown 10% 
or more is one of the reasons for the big change.  

Then for H2, we can review the figures, but what I explained earlier is that we are still looking into winter 
classes and other things, so we will see how that goes, there may be a revision, so we are looking into it 
carefully. If the trend continues, as you said, ordinary income will be JPY2.6 billion to JPY3 billion in the 
forecast, but we still need to confirm this point. 

Kazama [Q]: Is there something already anticipated? 

Kume [A]: There are no specific plans for investment in H2. 

Kazama [M]: I understand. 

Tenbo [A]: As for Kodomo Department Store in Shibuya, the land has just been cleared, and across Meiji Street 
from Miyashita Park, where the Tokyo Government Children's Center used to be located, is undergoing 
redevelopment. Hulic has won the bid to build Kodomo Department Store in that area. The plan is to build a 
Kodomo Department Store there. 
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I understand that Hulic originally bid on the project to bring in an educational tenant and won, and it will be 
built on the first floor of the building. We want to make it a symbolic place for education. 

We believe that it will be good for the impression of the Company, which we are thinking of improving. I think 
that this is an area where we need to spend a little more time to work out the details. However, we envision 
a place where children can gather to experience art and other educational activities. 

And while it is true that Plus One Education had an increase in sales, I think this is due in large part to internal 
sales. We were not able to hold study camps during the COVID-19 disaster, but now that we have reopened 
the camps, we have seen an increase in intra-group sales. In addition, the school division, and the educational 
travel division, the STS school tour ship division, and the experiential travel division have each increased a bit, 
but not by that much. 

Kazama [M]: Thank you. 

Moderator [M]: Thank you very much. Other questions? 

Participant [Q]: I would like to ask three questions, one at a time. First, on page 10 of today's materials, there 
are changes in the number of students and the number of school buildings at Shingakai. The number of 
students has decreased since the fiscal year ended August 2022. How do you analyze that?  

Kume [A]: This is mainly because childcare students and afterschool care students are either flat or increasing. 
It means that the number of exams instruction students is decreasing. I think it was four or three years ago, 
right after the dawn of COVID-19, that the service suddenly grew, but as I mentioned before in IR, it has 
declined a little. 

This is because of its reputation. Reputation is important for Shingakai. In terms of reputation, the market for 
elementary schools entrance examinations is a very niche market, so if the service is a bit poor, it will 
immediately affect the number of students, and also, the number of competitors is increasing. Mainly it used 
to be just Jac as the famous one. Also, since there are many new schools, such as individual schools, fighting 
over to get students. 

Other hand, one thing you can see is that the number of school buildings has not increased at all. In our 
industry, if we do not increase the number of school buildings, it will be difficult to increase new students. It's 
scrap and build all over again. This is, in a sense, the same as a supermarket. This is how tutoring schools 
expand the business. Since our company's establishment, we have repeatedly closed some classrooms and 
built new ones. The fact that the number of exams instruction students is not growing means that one of the 
factors is that the number of school buildings is not increasing. As I mentioned earlier, the school for exam 
instruction will be built in Kodomo Department Store in Nakano. Then, Tama Plaza Kodomo Department Store 
will have all of the schools of Shingakai, including school for exam instruction.  Shibuya will also be newly 
renovated to include a school for exam instruction, so the number of schools will naturally increase as TOMAS 
and Shingakai will play a central role in Kodomo Department Store and related activities. 

As for after school care, we would like to increase them more aggressively as management, and number of 
our afterschool care students are growing by more than 10% per year. The more schools we build, the more 
students come. The number of students is growing steadily in Aomono-Yokocho and Nishinomiya. In particular, 
the number of students in Aomono-Yokocho expanded, leading to the expansion of the facility. We are taking 
measures to increase the number of classrooms in order to expand this area. We have started a strategy to 
increase the overall number of students for Shingakai this term, and I think we are aiming to achieve a 
plus/minus zero for exam area in the next term or so. 
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However, as I explained before about the performance, it was positive in the previous period due to the effect 
of the price increase. That is all. 

Participant [Q]: The second point is unrelated to today's discussion of financial results, but in the case of your 
company, you have tens of thousands of very high-income customers, and I think it has been an issue for some 
time that you have lost relationships with them after they took the college entrance exam. Is it your policy 
not to pursue them at this time, or are you thinking of some new service? 

Tenbo [A]: Thank you. As you say, we have students from the age of one year old through Shinga's Club day 
care, and we have connection until they take the college entrance exam, but letting them go after that has 
been always a challenge. There are some possibilities, such as specialized prep schools and national medical 
school examinations market, but we have not yet been materialized. However, it is something we need to 
think about, and if there is something we can do, we would definitely like to move forward with it. 

Participant [Q]: The third point is about Kodomo Department Store, and I would like to ask if you have a 
guideline if you have a number. I assume that Hulic owns the land and buildings, and you are investing in 
equipment and interior design. What is your target payback period per location? 

Secondly, I have the impression that there may be more synergies and higher profitability than if you were to 
open it with, for example, Shingakai or TOMAS. However, do you think that your company would be more 
profitable if you were to develop with Kodomo Department Store? Is there some quantitative opinion for this? 

Kume [A]: I have to try this to see it first. Next year, Nakano Kodomo Department Store will open for the first 
time, but I have high expectations. The payback period for the investment is exactly the same as for our 
existing business to date. This will not change. It is just that the landlord will be Hulic. 

As for the expectations of Kodomo Department Store, the construction of Nakano building has been in good 
progress. It is a new building close to the station, a very beautiful. Konami Sports will also move into the 
building, as well as a cafe on the first floor. Also, there is a multipurpose hall on the upper floor, and they are 
planning to hold events here, so in that sense, the name recognition of Shingakai and TOMAS in the building 
will of course contribute to attracting high-income people. Then here, transportation services are included, 
so in that sense, there are services that Nakano school has never had before. 

One more thing, there is a SAPIX right next to Nakano building. It's a pretty big school with a lot of students. 
Some students who cannot keep up with SAPIX come to TOMAS. In that sense, it has the effect of making 
cluster of tutoring schools, so they built it in a particularly good location. The same is true of Shibuya. Tama 
Plaza is also right in front of the station. In that sense, Hulic's building strategy, as Mr. Nishiura announced 
the other day, is to move from large-scale to small and medium-sized buildings, and we are part of the strategy. 
In that sense, I expect synergies to emerge. 

Moderator [M]: Thank you very much. There being no other questions, this concludes the briefing. Thank you 
all very much for your time. 

[END] 

______________ 
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