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Presentation 

 

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

Kume: I am Kume from Riso Kyoiku. Thank you. 

Tenbo: We will now begin the presentation of financial results for the fiscal year ended February 2025. 

As announced on April 18, we have revised our financial results due to the revision of the reserve for bonuses 
and have therefore changed the schedule and way of holding our financial results meeting. We sincerely 
apologize for any inconvenience this may cause you. Thank you for joining us today. 

 

Kume: In reference to the materials, we will start with the financial results for the fiscal year ended February 
2025, followed by the explanation of each segment, shareholder return policy, mid-term management plan, 
and future development and outlook. Finally, and as always, we will answer questions sent to us via the Q&A 
function as a Q&A session.  

Please feel free to send us your questions through Q&A function even during the explanation. Now, president, 
please begin. 
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Tenbo: I would like to begin by explaining the financial results for the fiscal year ended February 2025. 

Net sales increased 3.7% from the previous year to JPY33,394 million, operating income increased 11.6% to 
JPY2,933 million, ordinary income increased 10.7% to JPY2,938 million, and net income increased 4.9% to 
JPY1,743 million. 
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The main reasons for the increase in net sales were a 2.3% YoY increase in the average number of students in 
the mainstay TOMAS business and a 17.1% YoY increase in the average number of students enrolled in 
individual lessons at the School TOMAS. In addition to this, a strategic review of expenses, including 
advertising and promotion costs, resulted in an 11.6% increase in operating income over the previous year 
and a record-high sales. 
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I will now explain the business details and results of each segment for this fiscal year. 

First of all, our main business, TOMAS, provides full one-on-one tutoring services under the policy that 
students' personalities vary from one to another and education that can accurately respond to such individual 
differences is real and ideal.  

In addition, by establishing a division of labor in each area of academic advisors, instructors, and staff 
responsible for new enrollments, we are able to provide high-quality tutoring services and differentiate 
ourselves from our competitors. 

Currently, the Company operates four brands in the Tokyo metropolitan area: TOMAS, a tutoring service for 

higher education; MEDIC TOMAS, a tutoring service specializing in medical school; Spec. TOMAS, a tutoring 

service specializing in entrance exams for the most competitive junior high schools; and Inter TOMAS, a one-

on-one English conversation service. 
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For the fiscal year ended February 2025, the average number of students in TOMAS during the year grew 
steadily, up 2.3% from the previous fiscal year, resulting in net sales of JPY17,671 million and operating income 
of JPY1,163 million. 

Three new schools were opened at TOMAS and Medic TOMAS, and three schools were renewed at TOMAS. 
In the fiscal year ending February 2026, we plan to open two new schools at TOMAS and renew four schools, 
including the one which moved to Kodomo Depart Nakano. 
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Next, we will explain about the Meimonkai, a tutor dispatching center. Meimonkai is characterized by 100% 
professional working teachers with extensive teaching experience and achievements, who tailor their 
instruction to each student's individual needs. We have a team of instructors who are particularly specialized 
in medical school entrance exams, and we have achieved solid results every year. 

While few tutor dispatching centers publicize their successes, Meimonkai publicizes its successes every year. 
I think it would be good to think of it in terms of having a track record that can be publicized. 

Currently, we operate four brands outside of the areas where TOMAS operates: Meimonkai, a tutor 
dispatching center; MEDIC Meimonkai, a tutoring service specializing in medical school entrance 
examinations; TOMEIKAI, a nationwide version of tutoring for higher education; and Meimonkai Online, an 
online tutoring service. 
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For the Meimonkai's financial results for the ended fiscal year, net sales totaled JPY4,932 million and operating 
income was JPY355 million. 

As for the school buildings during the ended year, Meimonkai Hoshigaoka Ekimae school was renewed, and 
TOMEIKAI Matsumoto school was closed. Meimonkai is developing new initiatives: MEDIC Meimonkai, which 
specializes in medical school entrance examinations; Meimonkai Online, which allows students to take classes 
of the same quality as face-to-face classes even in rural areas or overseas; and Meimonkai Online Partner 
System (MOPS), which supports tutoring schools nationwide using the Meimonkai online system and the 
expertise of Meimonkai. 
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Next, I would like to explain about Shingakai for early childhood education. As a pioneer in preparing students 
for prestigious elementary schools and kindergartens, Shingakai has supported the foundation of private early 
childhood education in Japan since its establishment in 1956. We also publish entrance exam question 
collections and various teaching materials based on the expertise and entrance exam information we have 
accumulated since our founding, and also hold one of the largest Shingakai open mock examinations in Japan. 

We offer Shingakai, early childhood education, Shinga's Club Takuji, an examination-ready childcare, and 
Shinga's Club Gakudo, an examination-ready after-school care. Shinga's Club Gakudo has partnered with 
Konami Sports to offer Konami Sports Shinga's Academy. 
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For the fiscal year ended February 2025, the Company recorded net sales of JPY5,708 million and operating 
income of JPY454 million. During this fiscal year, one Konami Sports Shinga's Academy was opened, and one 
Shinga's Club Gakudo was renewed. 

In the fiscal year ending February 2026, the current fiscal year, we opened a Shinga's Club Gakudo in Kodomo 
Depart Nakano and all Shingakai brands in Kodomo Depart Tama Plaza. 

At Kodomo Depart Tama Plaza, we have opened a new course that has never been offered before. By having 
students attend the school even before they take the entrance exam for elementary school or kindergarten, 
we will realize integrated education from age one through elementary school. 

In addition, through a capital and business alliance with HUGCOME, an online English conversation company, 
we are strengthening our English conversation options at Shinga's Club Gakudo, making English conversation 
classes available to students who previously had difficulty taking classes due to conflicting schedule. 
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Next, I would like to explain School TOMAS, our in-school tutoring business. School TOMAS is being expanded 
to cover schools throughout Japan by placing individual tutoring TOMAS schools within schools that offer 
group lessons. With TOMAS expertise, schools and tutoring schools work together to provide learning support, 
contributing to the improvement of schools' academic performance. 

In addition, since it provides a support for learning during after-school hours, it is also attracting attention as 
it is one means of solving the problem of long working hours for school teachers. The diversification of 
university entrance examinations has led to a variety of demands from schools for after-school study support, 
and we believe that our ability to provide guidance tailored to the individuality of each student is one of the 
strengths of School TOMAS and differentiates us from our competitors. 
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As for the results for the fiscal year ended February 2025, net sales were JPY3,438 million and operating 
income was JPY488 million. The number of schools in operation during the current fiscal year, which started 
in April when school begins, increased by 6 YoY to 86. 

At School TOMAS, the average number of students enrolled in tutoring lesson services during the year ended 
increased 17.1% from the previous fiscal year due to the expansion of online tutoring, where students can 
take lessons from highly qualified instructors both at school and at home. For the fiscal year ending February 
2026, 91 schools started operations as of April this year. 

Next, Mr. Kume, Vice President, will explain our shareholder return policy. 
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Kume: Regarding shareholder return policy, our basic policy remains unchanged. As we have explained in the 
past, we aim for a dividend payout ratio of 50% or more. However, we would like to maintain ROE of 10% or 
more, and for the fiscal year ended February 2025, we paid a dividend of JPY10 per share, resulting in a payout 
ratio of 95.4% and ROE of 17.1%. 

The dividend forecast for the fiscal year ending February 2026 is also set at JPY10 per share. This is because 
we still want to stick to the double-digit, JPY10 dividend going forward, and also because the financial result 
forecast for this fiscal year is better than the previous fiscal year, so we plan to pay JPY10. 

Next, President Tenbo will explain the mid-term management plan. 
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Tenbo: Last April, we announced a three-year mid-term management plan ending in the fiscal year ending 
February 2027. 

In our mid-term management plan, we are targeting an average annual growth rate of approximately 5%. We 
are in a business type where people are our assets and products. For this reason, we believe it is necessary to 
increase salaries on a regular basis in order to recruit and retain talented employees and instructors. We also 
believe it is necessary to secure a certain level of equity capital in preparation for situations such as the COVID-
19 disaster that occurred a short time ago or natural disasters. Therefore, we are also considering an increase 
in expenses. 

At the same time, we are reviewing advertising costs and optimizing other expenses to improve efficiency. In 
addition to the revision of tuition fees in consideration of rising prices, we have established a mid-term 
management plan with the overall goal of maintaining an ROE of 10% or higher. 
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Currently, we have completed the first year of the mid-term plan, and we have also announced our forecast 
for the second year. According to the announcement, the net profit for the second year is equal to the final 
year's figure, which is like achieving the goal one year ahead of schedule. Currently, we are planning to 
implement the current mid-term management plan while keeping an eye on business performance, but we 
may have to consider announcing another mid-term management plan depending on the situation. 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
16 

 

 

Next, I would like to explain the transformation of our group into a holding company, which were announced 
on February 21 and March 21. 

In the private tutoring industry, the environment surrounding education is constantly changing with the 
diversification of values and changes in the social environment amid the accelerating decline in the birthrate, 
the diversification of entrance examination methods due to various educational system reforms such as 
university entrance exam reforms, and the digitalization of education. We also believe that industry 
restructuring and shakeout will further accelerate along such a trend. 

Under these circumstances, we decided to further improve management efficiency by making our group a 
holding company in order to respond flexibly to changes in the business environment and achieve sustainable 
growth. 
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Specifically, the Company's tutoring school, English-language school, and student recruitment businesses will 
be transferred to a new wholly owned subsidiary, TOMAS, through a corporate separation and absorption-
type company split. 

The Company will change its name to Riso Kyoiku Group on September 1, 2025, and will remain listed as a 
holding company. This, of course, means that the transition to a holding company structure through a 
corporate split and the change of trade name will be implemented on the condition that the relevant 
proposals are approved at the Company's annual general meeting of shareholders scheduled to be held on 
May 23. 
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Next, I will explain Kodomo Depart. On April 1, two buildings, Kodomo Depart Nakano and Kodomo Depart 
Tama Plaza, opened simultaneously. We have received a lot of coverage in various media, so some of you may 
have seen in the news reports. 

Kodomo Depart Nakano is a nine-story building just a two-minute walk from the south exit of Nakano Station 
on the Chuo Line, with TOMAS on the fifth and sixth floors, and Shinga's Club Gakudo on the third floor. Other 
floors include a cafe, a children's clinic, and a children's lessons, which is attracting much attention as a new 
center for childcare. 

Kodomo Depart Tama Plaza is a three-story building near the station, a two-minute walk from Tama Plaza 
Station on the Den-en-toshi Line. This is where all of the Shinga's brands have begun to move in, including 
Shinga's Club Takuji and Shinga's Club Gakudo. 

Since the TOMAS Tama Plaza school is located on the other side of the station, we believe it will be an 
environment where our services will be available for a long time. 
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As for the future development of Kodomo Depart, we plan to open Kodomo Depart Shibuya in 2027. Hulic is 
developing MITAKE Link Park, where the Tokyo Metropolitan Government's children's center used to be, and 
Kodomo Depart Shibuya is scheduled to open here. All Shingakai brands will be moved here as well. There is 
also a TOMAS Shibuya school nearby, so we expect that students will be able to attend this school for a long 
time as well. 

In addition, a total of six properties are currently being materialized for Kodomo Depart, including Moto-
Yawata and other properties. In addition, as we have discussed with Hulic, we would like to have up to 20 
buildings in the future. 
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As I have been telling you, the birthrate seems to be getting lower. Under such circumstances, in addition to 
the growth of existing businesses with differentiated products based on the declining birthrate, we will expand 
new businesses through alliances with different industries, and in addition, by becoming a holding company, 
we will improve management efficiency, flexibly respond to changes in the business environment, and aim 
for continuous growth and expansion. 

Last but not least, we were able to see the smiling faces of many students this year. I think every year that 
this is the moment when I feel the satisfaction and pride of this business. In order to bring smiles to the faces 
of many students in this way, we will continue to provide our services firmly, as stated in the first item of our 
Charter of Ethics, "Everything we do is for the future of children." 

We look forward to your continued support as we continue to enhance our corporate value, growth and 
expansion. 

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

Kume: Thank you very much. 
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Question & Answer 

 

Kume [M]: We will now move on to the Q&A section. 

We will be accepting questions through the Q&A section located at the bottom of the screen, so please feel 
free to submit your questions there. 

If you need more time to type your question, please press the "Raise Hand" button to let us know. 

First, we have questions received in advance, and President Tenbo will answer. 

Participant [Q]: Regarding in-school tutoring, which I think is School TOMAS, what is the growth potential for 
the future? 

Tenbo [A]: Thank you. I would like to talk about the growth potential of School TOMAS, in-school tutoring. 
Currently, our medium-term goal is to have 200 schools. It has such potential and I think we can achieve it. 

Since 91 schools have been established as of April, we think we can double the number of schools and reach 
our mid-term goal of JPY6 billion, JPY7billion, or JPY8 billion. In addition, the number of schools is 1,300 
nationwide, so the matter is how many of these we can get. 

Participant [Q]: What are the factors contributing to the increase in profits in the current fiscal year? Will 
TOMAS and School TOMAS continue to drive the growth? Will Meimonkai and Shingakai be recovered? 

Tenbo [A]: I think that TOMAS and School TOMAS will continue to drive the growth, but I also think that 
tutoring, Meimonkai, and Shingakai will recover, although I am not sure to what extent they will recover. They 
were a little sluggish last year, but we are expecting that our performance will be better than that of last year. 

Kume [A]: Meimonkai increased prices by 10% this year. Shingakai will be in Kodomo Depart Tama Plaza as a 
new school for the first time in a long time, and we hope that this expected increase in the number of students 
will help us recover and get back on track. School TOMAS is doing well. 

As for profits, actually, as you can see from the annual securities report for the previous fiscal year, we did 
quite a lot of reorganization in the area of revaluation loss on fixed assets. Therefore, I believe that net income 
for the current fiscal year is feasible. I think the profit structure has been strengthened a bit. That is all. 

Participant [Q]: I wonder if Sundai Diverse—which uses video lessons—goes against the public's expectations, 
given our strength in full one-on-one instruction. 

Tenbo [A]: This is just the complementary service. Therefore, we would like to first reach the people that 
TOMAS has not been able to, and let them see what our company is like. We are thinking of this as a means 
of introducing the students to TOMAS. 

It is only a complement. So, it is not the case for our company that we get membership only by Sundai Diverse. 
The same is true for the video business, which means that we do not expect to get memberships in the video 
business alone. So, we are considering it as an option. This is the answer to the question. 

Participant [Q]: How do you see M&A in the future? 
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Kume [A]: There are many discussions about M&A, and as you know, Hulic is actively engaged in various M&As. 
In our company, there are many possibilities for businesses related to our company, or extensions of our 
company's business. 

As the president mentioned earlier, I believe that industry restructuring will continue to progress significantly 
in the future, and if a business contributed to our business, we would naturally like to include it within the 
Group. We would like to actively engage in it depending on the project. We still have a lot of funds left over 
from the last capital increase, so we are going to use it including capital and other things as well. 

Tenbo [A]: We will evaluate M&A opportunities on a case-by-case basis. 

Participant [Q]: In addition to the segment-specific factors you just mentioned, do you have any other cost 
factor assumptions that impact the increase or decrease on the financial results, such as advertising cost in 
the previous year? 

Kume [A]: Regarding the cost factor, I think labor cost will increase. In December last year, we increased the 
base salary. We believe that labor costs will continue to rise in the current fiscal year, both for employees and 
for instructors. If this is not raised, we will probably not be able to remain as the winner in the market with 
the winners and losers, so we consider this cost. 

As I mentioned earlier, there are various cost increase factors, such as loss on disposal of fixed assets in the 
previous fiscal year, so in this sense, I would say that our profit structure has been strengthened, and we do 
not incur unnecessary costs. I think that's about it for now. 

Tenbo [A]: Yes, that's right. The only other thing I can think of is the cost of DX. 

Kume [A]: DX expenses are included for this fiscal year. 

Tenbo [A]: It's an expected cost. 

Kume [A]: The large-scale cost will be recorded in this June. The other factor is running costs, and we are 
thinking large-scale cost should not be incurred from the next fiscal year onward. 

Participant [Q]: How is the progress of the integration of the customer database? 

Kume [A]: This will be completed and scheduled to begin operation in June.  

Participant [Q]: As to the Kodomo Depart, have there been any deviations in your plans due to the rising cost 
of construction materials and labor? 

Tenbo [A]: We do not have any deviations from our plan, especially with regard to labor costs, as we still 
expected them. However, there may be deviation in the schedule of Kodomo Depart construction. 

Kume [A]: Also, Hulic is constructing new buildings now, but as Hulic told us, they are buying up existing 
properties and trying to get return on investment. They are aiming to create Kodomo Depart that is not 
affected by labor costs and construction materials. We are also working in this direction, and we will continue 
to do so while considering various options. 

Participant [Q]: What are your thoughts on maintaining the parent and subsidiary companies listed after the 
consolidation into a holding company? 
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Tenbo [A]: I think the question is whether the parent and subsidiary companies will continue to be listed even 
after the Company is converted into a holding company. We believe this will basically continue. Anything in 
particular will not change from the past. That is the way we see it at the moment. 

Participant [Q]: Please tell us about any measures you are taking to improve productivity and enhance 
services through the use of generative AI. 

Tenbo [A]: We are still discussing as we receive various suggestions. We have heard about the efforts of other 
schools, but we are now considering what is best for our company. We hope to make an announcement as 
soon as possible if we incorporate such a system. 

Participant [Q]: Is the cost of the customer database increasing? 

Kume [A]: This is, of course, increasing. We are now working on DX and integrating databases, so in that sense, 
DX-related costs and apps costs will increase this fiscal year. It means we can expect more from that cost. 

As I have been saying in IR briefing for a long time, I believe that integrating this customer data will accelerate 
the recruitment to other business categories and customer flow from Shingakai to TOMAS, which the 
president mentioned earlier, by using various referral activities and information among the group. We believe 
there will be more benefits than the costs. 

Tenbo [A]: I don't see anything that has changed from the original projection. It is as expected. 

Kume [A]: Yes. It has not changed from the projection though the cost is increasing.  

Tenbo [A]: Compared to before, it is costs that were not expected. 

Kume [A]: Yes. We included it into the forecast for this fiscal year. 

Tenbo [M]: I have answered your questions so far. If you have any additional questions, please do not hesitate 
to email or otherwise send them to our Corporate Planning Department. 

With that, I will now conclude the briefing of the financial results for the fiscal year ended February 2025. 
Thank you very much for your time today. 

Kume [M]: Thank you very much. 

[END] 

______________ 
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