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Presentation 

 

Tenbo: Hello, everyone. I am Tenbo from Riso Kyoiku Co., Ltd. Thank you. 

Kume: This is Kume from Riso Kyoiku. Thank you. 

Tenbo: We will now begin the presentation of the financial results for Q3 of the fiscal year ending February 
28, 2025. Since this is Q3 of the fiscal year, we have decided to hold the financial results presentation online. 
We apologize for any inconvenience this may cause you and thank you for your understanding. 

Kume: As always, based on the materials, I will first explain the results for Q3 of the fiscal year ending February 
28, 2025, the medium-term management plan, and the shareholder return policy. Next, since I understand 
that many of you are attending this meeting for the first time, I will explain our business and each segment. 

Finally, I will explain the developments and the future prospects for Kodomo Department Store business that 
will finally begin this year. Then, I will answer the questions that you have sent to us through the Q&A function. 
Feel free to send us your questions even during the explanation. 

President Tenbo, please begin. 

 

Tenbo: Thank you very much. Let me begin by explaining the results for Q3 of the current fiscal year ending 
February 28, 2025, which we announced on January 10. 
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Net sales increased 4% from the previous period to JPY24,730 million, operating income increased 26.2% to 
JPY2,128 million, ordinary income increased 24.6% to JPY2,128 million, and net income increased 12.6% to 
JPY1,345 million. 

 

I will then explain the background of the Q3 results. Net sales increased JPY959 million or 4.0% from the 
previous fiscal year, mainly due to a 3.5% increase in the number of students in the tutoring school business 
and a 16.3% increase in the number of students taking individual lessons in the in-school tutoring program. 

Profit increased by JPY442 million, or 26.2%, from the previous year due to increased sales as well as a 
strategic review of expenses.  

Net sales, operating income, ordinary income, and net income attributable to the parent company all reached 
record highs in Q3. 
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Next, I will explain the new medium-term management plan announced in April last year, which covers the 
three-year period beginning the current fiscal year, as I did in the previous presentation. 

The forecast for the first fiscal year projects net sales of JPY33,960 million and operating profit of JPY2,670 
million. For the second fiscal year, plans indicate net sales of JPY36,220 million and operating profit of 
JPY3,120 million. Finally, for the last fiscal year ending February 2027, the plan anticipates net sales of 
JPY38,260 million and operating profit of JPY3,360 million. 

This spring, we will open the Kodomo Department Store, which I will talk about later, but since the numbers 
are not yet readily available, we have not included it in this medium-term management plan. 
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Under the current medium-term management plan, we aim to achieve an average annual growth rate of 5% 
through sales growth. Regarding costs, we will implement a base increase to secure and retain excellent 
instructors and employees. In addition, we will review, optimize, and improve the efficiency of advertising 
and other expenses. 

We believe it is essential to secure a certain level of equity capital to prepare for significant risks that were 
previously unimaginable, such as COVID-19 or major earthquakes. At the same time, we aim to maintain an 
ROE level of 10% or higher. 
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When it comes to the education industry, the issue of declining birthrates is an unavoidable topic that is 
always brought up. With the announcement at the end of last year that the number of births was expected 
to fall below 700,000, it can be said that the trend has not only not been halted but has even been accelerated. 

Although there is an increasing trend in the number of elementary and junior high school entrance exam 
takers in some areas, particularly in Tokyo and its three neighboring prefectures, the declining birthrate is 
expected to continue. Therefore, we must view this trend as an ongoing matter. Under these circumstances, 
in addition to the growth of our existing business with differentiated products based on the declining birthrate, 
we aim to achieve continuous growth by expanding new business through alliances with other industries. 

Next, Mr. Kume, Vice President, will explain our shareholder return policy. Thank you. 
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Kume: The dividend policy was announced at the beginning of the fiscal year we will maintain a dividend 
payout ratio of at least 50%. In addition we want to stick to a double-digit dividend, so we have decided to 
pay a dividend of JPY10 in this fiscal year, it’s no change for now. 

If we continue at this rate, the dividend payout ratio will be approximately 90.3% and ROE will be 13.5%. As 
the president mentioned earlier, we would like to maintain a ROE of 10% or higher. We will continue to 
consider measures to return profits to shareholders while monitoring operating results on a case-by-case basis, 
but we will stick to our policy of paying dividends of JPY10 or more. 

Next, President Tenbo will explain our business and each segment. President, please. 

Tenbo: As I mentioned earlier, I understand that there are several institutional investors participating for the 
first time. We have received a lot of interest in our business activities and business model in the preliminary 
questionnaire, so I would like to give a brief overview of our group, the environment surrounding the tutoring 
school industry, and each of our businesses, as well as an explanation of our Q3 results. 
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First, an overview of our group. Our company operates in various segments related to children's education, 
including tutoring school services, home tutoring services, early childhood education, In-school individual 
tutoring, and personality and character development camp programs. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
9 

 

 

Since our founding in 1985, we have continued to grow with our differentiated product of complete one-on-
one tutoring for higher education, driven by the declining birthrate. 
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As I mentioned earlier, the birthrate is declining, with fewer than 700,000 births. However, on the other hand, 
this also means that the amount of money spent on education for one child will increase. 

In addition, the quality of questions on The Common Test for University Admissions has been changing, with 
an increase in questions that require longer sentences and more thinking, and parents are concerned about 
public education in terms of school facilities, quality of education, etc. This has led to a lowering of the age of 
entrance exams, and an increase in entrance exams for elementary school and junior high school entrance 
exams. 

Traditional prep schools and tutoring schools specializing in university entrance exams are facing challenges 
due to factors such as these changes, the earlier timing of university admissions, and the increasing proportion 
of recommendation-based and comprehensive selection admissions. These trends result in students 
completing their exams earlier, leading to an earlier departure from these schools. As a result, many 
institutions are experiencing significant impacts on their management. 

In this environment of the tutoring school industry, competition is intensifying, and industry restructuring is 
accelerating. In this context, the need for more secure and reliable educational services means that 
differentiated products are needed. 

We believe that we offer a differentiated product through complete one-on-one tutoring for higher education 
that addresses each student's individual needs. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
11 

 

 

Next, we will explain each segment. In the tutoring school services, the Company operates TOMAS, a one-on-
one tutoring school for higher education, Medic TOMAS, a tutoring school specializing in medical school, and 
Inter TOMAS, a one-on-one English conversation school. This segment also includes Spec. TOMAS, which is 
operated by subsidiary, Sundai TOMAS. 

The core feature of TOMAS lies in its customized reverse-calculation programs, tailored to each student's 
individual goals and personality. This approach guides students toward achieving their dream school 
admissions. We believe that one of the main features of this program is that it is completely one-on-one 
tutoring, which enables students to pass the entrance exam for schools that are considered difficult to enter. 

What sets us apart from other cram schools and individual tutoring centers is not only the high-quality one-
on-one instruction but also the presence of dedicated professionals in each area: academic advisors, 
instructors, and staff responsible for new enrollments. The division of labor is well-established, ensuring a 
comprehensive and specialized approach. 

In so-called traditional tutoring schools, a single employee is usually responsible for teaching students, 
communicating with parents, and acquiring new students. In our company, the instructors do the teaching, 
and the employees in the classrooms can focus on communicating with parents, checking the progress of the 
instructors, consulting with students about their studies, and so on. We also believe that having a dedicated 
employee in charge of new memberships is a key feature. 
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In light of this, the tutoring business results for Q3 were as follows: net sales increased 5.7% YoY to JPY12,736 
million, and operating income increased JPY34 million YoY to JPY560 million. As explained earlier, this was 
due to a steady 3.5% increase in the number of TOMAS students over the previous quarter, as well as steady 
growth in the number of students taking seminars through Q2. 
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As of the end of Q3, the opening status is as follows: one new school opened under Medic TOMAS, one new 
school opened under TOMAS, and three schools underwent renovations. As for the total number of school 
buildings, there are a total of 104 schools for TOMAS, Medic TOMAS, and Spec. TOMAS tutoring schools, and 
12 Inter TOMAS schools for English conversation. 
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Next, I will explain the tutor dispatch education business. This segment includes Meimonkai, a tutor 
dispatching center, MEDIC Meimonkai, a tutoring school specializing in medical school, TOMEIKAI, a 
nationwide version of tutoring school for higher education, and Meimonkai Online, an interactive online 
tutoring service. 

A unique feature of Meimonkai is that it is taught by professional working instructors with a wealth of teaching 
experience and achievements. As a result of our curriculum and guidance based on our experience, we have 
produced many students who have passed the entrance examinations for medical schools in particular. 
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As for the results of the Meimonkai in Q3, net sales decreased JPY76 million from the previous period to 
JPY3,588 million, and operating income decreased JPY61 million from the previous period to JPY187 million. 
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As for the background to this performance, the number of students at Meimonkai decreased due to the 
consolidation of unprofitable schools and the closure of two schools at TOMEIKAI in the previous fiscal year 
ended February 2024. 

The Company's response going forward will be to reduce the number of students dropping out of the program 
by strengthening its teaching capabilities, and to recover sales by concentrating future school openings in 
metropolitan areas. 

In addition, Meimonkai Online, an interactive online tutoring service, has been gaining popularity for its 
detailed instruction by professional Meimonkai instructors using cameras that allow both parties to see not 
only each other's face but also the writing on the notes at hand, and inquiries from Japan and overseas are 
increasing. 

The number of students increased by 9.3% over the previous quarter, and although still small, the school is 
performing well. We will focus on expanding Meimonkai Online, which will contribute to increased sales. 
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Next, I will explain our early childhood education business. In the early childhood education division, we focus 
on Shingakai, which specializes in entrance exam preparation for prestigious elementary schools and 
kindergartens. We also offer long-hour gifted child care through Shinga's Club Takuji for children as young as 
one year old, as well as after-school care with academic guidance through Shinga's Club Gakudo. 

The core Shingakai, founded in 1956, has supported the foundation of private early childhood education in 
Japan as a pioneer in entrance exams for prestigious elementary schools and kindergartens. Since our 
founding, we have published a collection of entrance exam questions and various teaching materials based 
on our accumulated know-how and information on entrance examinations, and we have become a kind of 
bible for elementary school entrance examinations. We also hold Shingakai open mock examinations, which 
have a tradition of being taken by more than 1 million people cumulatively. 
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As for Shingakai's results for Q3, net sales increased JPY5 million from the previous period to JPY4,586 million, 
and o perating income decreased JPY74 million from the previous period to JPY616 million. 
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As for the background to these results, although the number of students in Shingakai's examination bureau 
declined, Shinga's Club Gakudo grew strongly, with a 10% increase in the number of students over the 
previous term. 

As for future actions, we will continue to provide thorough customer service, including systematic individual 
interviews, strengthen our sales force, and aggressively expand the number of classrooms in Kodomo 
Department Store, which will open this year, in order to increase the number of students. 
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Next, I would like to talk about School TOMAS, our in-school tutoring business. The School TOMAS program 
was created at the request of schools that were facing a crisis in recruiting students due to the declining 
birthrate. The concept is to set up a TOMAS individual tutoring school within a school that provides group 
tutoring, and TOMAS' know-how contributes to improving the school's academic performance. 

School TOMAS works with schools and parents to support after-school learning, a situation that is also 
attracting attention as one way to solve the problem of long working hours for school teachers. 
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As for the results of School TOMAS for Q3, net sales increased 19% from the previous period to JPY2,587 
million, and operating income increased JPY193 million from the previous period to JPY399 million. The 
number of schools in operation at the end of Q3 was 88, an increase of 7 schools from the same month last 
year. The number of students taking individual tutoring courses also increased, up 16.3% over the same month 
last year. 

Next, I will explain our future development and outlook. 
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First, let me tell you about Kodomo Department Store Nakano and Kodomo Department Store Tama Plaza, 
which will finally open. In April of this year, we will simultaneously open a new location in Nakano, Tokyo, and 
Tama Plaza, Yokohama. Kodomo Department Store Nakano is a nine-story building that is a two-minute walk 
from the south exit of Nakano Station on the Chuo Line, with Shinga's Club Gakudo on the third floor and 
TOMAS on the fifth and sixth floors. Other floors will house a café, children's clinic, and various extracurricular 
activities for children. 

Kodomo Department Store Tama Plaza is a three-story building that is only a two-minute walk from Tama 
Plaza Station on the Den-en-toshi Line. The building will house all Shingakai brands: Shingakai, Shinga's Club 
Takuji, and Shinga's Club Gakudo. Since the TOMAS Tama Plaza school has been located on the other side of 
the station for some time, we expect that will become an environment where students can continue attending 
for a long time. 
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In addition to Kodomo Department Store Nakano and Tama Plaza, Kodomo Department Store Shibuya is 
scheduled to open in the near future. Hulic is developing the site where the Tokyo Metropolitan Government's 
children's center used to be in the form of MITAKE Link Park, where Kodomo Department Store Shibuya is 
scheduled to open. All Shingakai brands will be housed here as well. 

A total of six Kodomo Department Store properties, including these three, are currently in the process of being 
materialized. That's all for Kodomo Department Store. 
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Next, I would like to explain the capital and business alliance with HugCome. As announced last month in 
December, we have entered into a capital and business alliance with HugCome, which provides GLOBAL 
CROWN, an online English conversation school for children as young as three years old and have agreed that 
we will hold 16.1% of HugCome shares. The acquisition is expected to be implemented after consultation. 

This partnership will first reinforce Shinga's Club Gakudo optional English conversation and provide online 
English conversation services for students who are unable to attend the in-person English conversation classes. 
In the future, we will also jointly develop and improve our services and expand our business by offering 
Shingakai's original online method nationwide. 
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As I mentioned at the outset, the medium- to long-term outlook is such that the birthrate is declining. Under 
these circumstances, in addition to the growth of our existing business with differentiated products based on 
the declining birthrate, we intend to achieve continuous growth and expansion by expanding our new 
business through new alliances with different industries. 

Last but not least, the Common Test for University Admissions is coming up this weekend. Private junior high 
school entrance exams have already started as early in Saitama. The students are just about to take their 
exams, and naturally, the awareness at the ground level is also increasing. We are committed to providing a 
strong service to our students so that they can welcome spring with a smile on their faces. 

In addition, new developments such as Kodomo Department Store and others will be waiting for us from 
spring onward. We look forward to your continued support as we continue to enhance our corporate value 
and expand our growth. 

This concludes my brief explanation. Thank you very much for your attention. 

Kume: Thank you. 
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Question & Answer 

 

Kume [M]: Next is the question-and-answer session. 

Tenbo [M]: We have received a question. 

Participant [Q]: Please tell us about the status of new enrollments in Shingakai. 

Tenbo [A]: Status of new enrollment in Shingakai. Shingakai has three divisions: the examination instruction 
division, the infant child care division, and the after school care division. 

The status of new membership in the examination instruction bureau, the membership itself has finally been 
increasing since the last quarter of the year. However, the examination instruction bureaus are still in a 
difficult situation right now. As for new membership, I think we have finally surpassed the previous period. 
Infant child care is flat. After school care is steadily increasing. 

Kume [A]: About 10% each. 

Tenbo [A]: I have responded to the question regarding the status of new Shingakai members. Continuing to 
the second question. 

Participant [Q]: Although sales and profits were at record highs in Q3, the full-year forecast remains 
unchanged, with profits unchanged from the previous year. Do you expect to record any major expenses in 
Q4? 

Kume [A]: We were thinking of increasing the figures for the forecast if things continue as they are, but in fact, 
there is a situation right now where the flu is quite prevalent, and December was affected by that. In January, 
we took a number of steps based on the December situation and made improvements, so I think things will 
continue to go as they are. 

However, we have not fully read the situation through January and February, in light of this situation, we have 
decided to forgo the revision this time. No major expenses are expected to be recorded. That's all from me. 

Tenbo [A]: Since individual tutoring, if the lessons are not held, the sales won't increase. As a result, we are 
currently in a situation where we are rescheduling lessons due to the flu.  

Do you have any other questions? Is that all? 

Since that is all the questions we received, we will now conclude the question-and answer session. Thank you 
very much for your attention. 

Kume [M]: Thank you very much. 

Tenbo [M]: Thank you very much. 

[END] 

______________ 

Document Notes 
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1. Portions of the document where the audio is unclear are marked with [inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   
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Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia's event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company's most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
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TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia's content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
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unauthorized purposes. 
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