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Presentation 

 

Moderator: The time has arrived and we will now begin the financial results presentation of RISO KYOIKU 
GROUP CORPORATION. 

First of all, I would like to introduce all of you who are welcomed by the company. First, Mr. Masahiko Tenbo, 
President and Representative Director and CEO, RISO KYOIKU GROUP CORPORATION. 

Tenbo: I am Tenbo. Thank you. 

Moderator: Thank you. Next is Mr. Masaaki Kume, Vice President. 

Kume: I am Kume. Thank you. 

Moderator: Thank you. Next is Mr. Masaya Ueda, Senior Managing Director. 

Ueda: I am Ueda. Thank you. 

Moderator: Thank you. Next, Mr. Hitoshi Machida, President and Representative Director, TOMAS Co., Ltd. 

Machida: I am Machida. Thank you. 

Moderator: Thank you. Next, Mr. Shinji Yoshida, President and Representative Director, Meimonkai Co., Ltd. 

Yoshida: I am Yoshida. Thank you. 

Moderator: Thank you. Next, Mr. Katsuya Nakanishi, President and Representative Director, Shingakai Co., 
Ltd. 

Nakanishi: I am Nakanishi. Thank you. 

Moderator: Thank you. Next, Mr. Masayuki Iwata, President and Representative Director, School TOMAS Co., 
Ltd. 

Iwata: I am Iwata. Thank you. 

Moderator: Thank you. Next, Mr. Takeshi Wakameda, President and Representative Director, Plus One Kyoiku 
Co., Ltd. 

Wakameda: This is Wakameda. Thank you. 

Moderator: Thank you. Today, Mr. Tenbo and others will give an explanation, followed by a question-and-
answer session. 

Mr. Tenbo, please start. 

Tenbo: I am Tenbo, as just introduced. Thank you. Thank you for taking time out of your busy schedule to join 
us today. 
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Since we became a holding company last year, the presidents of our group companies are also present at this 
year's meeting. I know this is a bit large, but the presidents of the companies will be giving their explanations 
later. 

 

First, I would like to provide you with a summary of our financial results for the fiscal year ended February 
2026, which we announced last week on April 8. Consolidated net sales for the period were JPY34.240 billion, 

up 2.5% YoY; operating income was JPY2.704 billion, down 7.8% YoY; ordinary income was JPY2.732 billion, 
down 7% YoY; and net income attributable to the parent company was JPY1.615 billion, down 7.3% YoY. 

This was mainly due to the fact that the number of students enrolled in TOMAS and Shingakai's entrance 
examination bureaus did not reach the plan at the beginning of the fiscal year, and although H2 of the fiscal 
year saw some recovery and results exceeded those of the previous year, sales fell short of the plan at the 
beginning of the fiscal year. 

Profits decreased from the previous year due to lower sales and higher fixed costs such as personnel expenses 
and land rent, although the transition to a holding company structure enabled more efficient use of 
advertising and promotional expenses. 

Both sales and profits exceeded the revised forecast figures announced on January 9 of this year. 
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I will now continue with an explanation of the results of each group company for the last fiscal year. 

First, about TOMAS Co., Ltd. TOMAS, to explain this briefly, is a company that offers complete one-on-one 
tutoring for higher education in the Tokyo metropolitan area and three prefectures. We believe that a major 
differentiator is that it is a private tutoring school but also a preparatory school. In addition to the TOMAS 
brand, the company also offers other brands such as Medic TOMAS, which specializes in medical school 
entrance exams, Inter TOMAS, which specializes in English language instruction, and Spec.TOMAS, which 
specializes in teaching junior high school entrance exams for extremely difficult schools. 

This is a new company that was spun off and made independent as a result of our company's transformation 
into a holding company in September of last year. 

For the fiscal year ended February 2026, revenue was JPY17.723 billion, representing a 0.8% YoY increase 
compared to the parent company, while ordinary income was JPY1.351 billion, a 13.4% YoY decrease. These 
profit figures do not include the business management fee paid to the parent company for comparison with 
the previous year, which means that the figures are slightly different from the figures in the fiscal results 
summary, so that they can be compared. The same applies to the figures for each company that will be 
discussed later. 

At TOMAS, the number of students enrolled at the beginning of the term was lower than planned, and 
although sales recovered during the term, profits did not recover due to an increase in fixed costs, such as 
increased rent and personnel expenses at existing schools. 
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Next, I will discuss Shingakai Co., Ltd. We have listed our group companies in order of revenue. 

Shingakai was founded in 1956, which means that it is a pioneer in early childhood education, celebrating its 
70th anniversary this year. It has a longer history than our company, having joined our group through a 
relationship in 2003, and it has been more than 20 years since then. 

It mainly targets younger children than TOMAS, and although initially it only handled elementary school and 
kindergarten entrance exams, it now consists of three departments. In addition to the exam prep department, 
the organization consists of three departments: the childcare department, which provides early childhood 
education for children aged one and up; the after-school care department, which operates after-school 
programs primarily for elementary school students in the lower grades; and the exam prep department. 

For the fiscal year ended February 2026, revenue was JPY5.746 billion, representing a 0.7% YoY increase 
compared to the parent company, while ordinary income was JPY0.231 billion, a 50.1% YoY decrease. The 
result is a slight increase in sales but a significant decrease in profits. Among Shingakai's three departments, 
the main reason was that the highly profitable exam prep department were unable to secure the number of 
students enrolled at the beginning of the term. 

To address this issue, we have been implementing remedial measures since last November, the new year of 
the exam prep department. We have been implementing measures such as launching new programs and 
expanding our schedule to accommodate the high demand from dual-income households during peak hours. 
As a result, I am pleased to report that as of the start of the current fiscal year ending February 2027, our 
enrollment has surpassed last year’s figures, marking a strong start to the year. 
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Next, I will discuss Meimonkai Co., Ltd. In a nutshell, Meimonkai is a business that provides private tutors. We 
believe that our nationwide presence, our 100% working professional instructors, and our high track record 
of success in medical schools are key points of differentiation. 

Other brands include TOMEIKAI, which also has student instructors; and MEDIC Meimonkai, which specializes 
in medical school; and Meimonkai Online, which offers online instruction. 

For the fiscal year ended February 2026, revenue was JPY5.16 billion, a 4.6% YoY increase, and ordinary 
income was JPY0.51 billion, a 43.3% YoY increase. The situation is one of increased sales and profits. 

In addition to improving the quality of services, efforts to strengthen the management structure by 
consolidating unprofitable school buildings from the previous fiscal year, February 2025, resulted in an 
increase in both sales and profit. 
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Next, I will discuss School TOMAS Co., Ltd. School TOMAS is a business that works together with schools to 
provide after-school study services for students, including study room management and individual tutoring 
for each student. In addition to contributing to the higher education performance of various private schools 
that are struggling to survive due to the declining birthrate, we are also contributing to the improvement of 
school teachers' work styles. This is a rapidly growing business that is penetrating private schools across the 
country. 

For the fiscal year ended February 2026, revenue was JPY3.744 billion, an 8.9% YoY increase, and ordinary 
income was JPY0.526 billion, a 7.6% YoY increase. The number of contracted schools has been steadily 
increasing, totaling over 100 schools. 
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Finally, about Plus One Kyoiku, Inc. Plus One Kyoiku operates a business that embodies the Group's philosophy. 
This philosophy is not only to nurture high academic achievement but also to find something else to be good 
at, something you like to do, in addition to studying. Based on this philosophy, we operate school businesses 
such as gymnastics and soccer schools, as well as emotional education businesses such as experience tours, 
study abroad programs, and study tours. 

For the fiscal year ended February 2026, revenue was JPY1.712 billion, a 5.4% YoY increase, and ordinary 
income was JPY0.09 billion, an 83.7% YoY increase. Both sales and income also increased due to steady growth 
in the number of students at the high-margin gymnastics and soccer schools. 

That concludes my presentation on the financial highlights for our group for the fiscal year ending February 
2026. 

Mr. Kume, Vice President CFO, will then explain our shareholder return policy in light of these results. 
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Kume: I am Kume. Thank you. As mentioned earlier, now that this fiscal year’s results have been finalized, we 
have decided to pay a dividend of JPY10 per share as part of our shareholder return policy, which will be 
distributed in May. 

As for the forecast for the current fiscal year, even though we’re already well into it, the Company has 
announced that it will continue to pay a dividend of JPY10 per share. Continuing from the previous quarter, 
this means that income and expenditures have improved considerably in Q3 and Q4. Also, the number of 
enrolled students has turned positive for each company compared to the previous fiscal year, which means 
that we are very firm about this fiscal year's performance. 

Based on the reflection that we made a downward revision to our financial results in January of the previous 
fiscal year, we are announcing a relatively firm dividend for the current fiscal year, and we believe that a 
dividend of JPY10 is quite feasible. 

That concludes our report on shareholder return initiatives, including those already announced. 

We may introduce various other shareholder return measures during the course of the fiscal year, depending 
on the situation. 

Moving forward, as part of our new mid-term management plan, Mr. Tenbo will provide an overview, and 
then each division president will present their respective reports. Thank you for your attention. 

Tenbo: Let me provide an explanation again. As I explained earlier, we announced our new mid-term 
management plan at the same time as our financial results. Let me begin by explaining this. 
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In the world of tutoring and education, the declining birthrate is a keyword that is sure to follow us today. In 
fact, as reported in the news, the number of births is certain to fall below 700,000, and I am sure you are all 
aware that the birthrate is declining at a much faster rate than predicted. 

This new medium-term management plan is the result of our consideration of how our group should proceed 
under such circumstances. There are two main pillars. These are improving the performance of our existing 
businesses and increasing sales through new ventures. 

 

First of all, let me explain our plan to increase sales through new business. The breakdown is, first, nationwide 
expansion of our video business, specifically through Sundai Diverse. And the second point is franchise 
development through online business, which is called MOPS. And the third point, expansion of the School 
TOMAS business. And the fourth point, we are planning to open a new Kodomo Depart. 

Specific measures of the new initiatives will be explained directly by the presidents of each operating company. 
I thought we could explain more specifically about this as only a responsible person in charge can. 

First, Mr. Machida, President and CEO of TOMAS Co., Ltd., will explain the new business initiatives at TOMAS 
and Sundai TOMAS Co., Ltd. Please start. 

Machida: My name is Machida and I am the president of TOMAS Co., Ltd. I also serve as the representative 
director of Sundai TOMAS Co., Ltd., a joint venture with Sundai Preparatory School. Sundai Diverse, which I 
will explain later, is mainly operated by Sundai TOMAS, so I will explain its current status and future prospects 
from that standpoint as well. 



 
 

 

 
       

    
12 

 

As explained earlier by Mr. Tenbo, last fiscal year's financial results ended with an increase in revenue and a 
decrease in profit due to a stumbling block in securing enrollment at the start of the fiscal year. However, as 
a result of our efforts since last term, we have succeeded in significantly increasing the number of students 
enrolled since the start of the current term in March. We started this term with a record number of students. 

There are, of course, many reasons for the good start, but one major reason is the introduction of Sundai 
Diverse. Because TOMAS’s fully personalized one-on-one tutoring is a high-cost service, covering all the 
subjects required for entrance exams can result in a significant financial burden. That was also one of the 
reasons why students were leaving for other, cheaper cram schools. 

 

On the other hand, Sundai Diverse is a video-on-demand service offered at our learning centers. Because it 
offers relatively affordable courses covering a wide range of subjects, students who previously could not 
afford to take multiple subjects through private tutoring alone can now continue with TOMAS all the way 
through their college entrance exams. In addition, we are planning to release a recommendation course this 
fiscal year that makes full use of Sundai's know-how and AI, and we have high expectations that this will 
attract a new customer base. 

Sundai Diverse is currently being introduced at 24 TOMAS schools, and we expect to roll out Sundai Diverse 
to all TOMAS schools within two years, with sales of over JPY0.4 billion in three years. Furthermore, we are 
also looking into the possibility of opening Sundai Diverse stand-alone schools nationwide that are not 
affiliated with TOMAS. 

Several years have passed since the capital alliance with Sundai, and now the synergies are finally taking shape 
and bearing fruit, and we hope that you will look forward to them. 
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That concludes my explanation of TOMAS. 

Next up is President Yoshida of Meimonkai. Please go ahead. 

Yoshida: My name is Yoshida from Meimonkai Co., Ltd. Over the past two years, Meimonkai has been 
consolidating and reorganizing unprofitable schools. Since this was completed in the last fiscal year, we are 
now steering the company back to a growth and expansion path starting from this fiscal year. 

There are two pillars of this project. The first is that we will continue to develop new schools for traditional 
face-to-face classrooms. Earlier this term, on March 20, we opened a new Meimonkai Ichinomiya Ekimae 
School in Ichinomiya, Aichi Prefecture. This was a good start. 

The second pillar of our growth and expansion plan is MOPS. Meimonkai developed its own online system 
when the corona disaster began in 2020 and has continued to offer online instruction. Six years later, we have 
students all over Japan and even overseas. 

We will expand this Meimonkai Online system to local tutoring schools. The name of the brand, or rather the 
name of the classroom, is MOPS, which is an acronym for Meimonkai Online Personal School, and that is how 
we will develop the system. 

 

The market situation, as you can see here, is that there are about 20,000 small tutoring schools in rural areas, 
especially those that lack instructors who can handle university entrance exams, and it is said that all students 
quit when they pass the high school entrance exam. The business is to provide a package of excellent 
instructors from Meimonkai and an online system to those who want to run such cram schools or those who 
want to run such cram schools in the future. 



 
 

 

 
       

    
14 

 

Our plan is to establish a profitable business model by first establishing directly operated schools over the 
next two years, and then franchise the schools three years later. The first directly operated school is scheduled 
to open on April 29 in Minami Kashiwa, Chiba Prefecture under the name MOPS Minami Kashiwa School. After 
three years, when the franchise expands, we envision a business in which we receive 10% of the franchisee's 
sales as royalties. 

We expect cumulative MOPS sales of JPY 0.34 billion over the next three years, and we aim to have 1,000 
member schools in the next 10 years. If we can achieve that, we are aiming for annual sales of JPY3 billion. 

That concludes my explanation of the Meimonkai. Next, Mr. Iwata, President and CEO of School TOMAS Co., 
Ltd., will explain School TOMAS’s business expansion plans. 

Iwata: My name is Iwata from School TOMAS, Co., Ltd. Thank you. 

As for School TOMAS, the business model is to introduce tutoring and private tutoring schools within schools. 
We’re using this business model to expand into schools, and the current situation is that we’re rapidly gaining 
a foothold in top-tier high schools in rural areas. As of now, we’re present in 104 private schools nationwide. 

The breakdown is still about half in the Tokyo metropolitan area. 30% of the schools are located in the Kinki 
region. The remaining 20% is distributed among the regions. It extends from Sapporo in the north to the south, 
and then westward to places like Nagasaki and Saga, covering parts of Kyushu as well. 

This regional development is now becoming more active. This is because issues such as work-style reforms in 
schools and the excessive workload of teachers have become a concern, and we believe that by getting 
involved, we can help alleviate that burden, even if only slightly. The need has grown from these 
developments, and we are now trying to increase this number. Our staff will be stationed at the school. 
Instructors are stationed there to provide one-on-one instruction, and in rural areas in particular, there are 
few organizations that can dispatch instructors. There are areas where it is difficult to dispatch instructors, so 
we have launched developing online one-on-one tutoring services. 
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This school has gained a good reputation in the provinces for its excellent instructors and high-quality tutoring 
services, and we are receiving many inquiries from the provinces. Therefore, we are considering regional 
expansion, up to 200 schools, by further increasing the online enrollment rate in individual tutoring and by 
further promoting the use of online technology. 

We started our national expansion in 2017, so we have grown to 100 schools in less than 10 years. Rather 
than aiming for 200 schools in 10 years, I believe we’re currently riding the wave of this trend, so I’d like to 
reach 200 schools within five years. 

In addition, since we’re targeting the top three private schools in the region, specifically the ones ranked first, 
second, and third, once they adopt our approach, other schools in the area, such as those ranked second, 
third, and lower within the prefecture, will have no choice but to follow suit. This suggests the potential for 
vertical expansion. Given that we have now entered an academic high school and gained a strong reputation, 
we have the potential to expand horizontally. Therefore, by moving forward with this shift to online education, 
we aim to establish up to 200 new schools in regional and rural areas, as well as private schools. 

Furthermore, as we have been working with these top schools, there has been a growing interest in what the 
prefectural schools there are doing, and we are receiving an increasing number of inquiries from public 
schools. However, we have not yet been able to enter public schools in the same way as private schools, but 
when we did it in Tokyo, we did a Tokyo Metropolitan School for three years in the past, and now we would 
like to extend that know-how to local public high schools. Therefore, we are aiming to have 200 private schools 
and 100 public schools in 10 years. 
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In the final year of the medium-term management plan, the fiscal year ending February , 2029, we expect 
sales to be JPY1.7 billion higher than in the fiscal year ending February , 2026. We are working toward our 
goal of approximately quadrupling annual sales to JPY14 billion in 10 years. 

That concludes my explanation of School TOMAS. Next, Mr. Ueda, Senior Managing Director of RISO KYOIKU 
GROUP CORPORATION, will explain the plan to open a new Kodomo Depart. 

Ueda: My name is Ueda from RISO KYOIKU GROUP. I would now like to explain about Kodomo Depart, which 
is being developed by Hulic, Konami Sports, and our company. 

Kodomo Depart is a one-stop facility in a prestigious building owned by Hulic that houses tenants related to 
children's education such as TOMAS and Shingakai, a children's clinic, and a parent-child café. 

Rather than a mere collection of educational facilities, it will be an unprecedented high-value-added platform 
that provides one-stop education and safe transportation in response to social issues such as the increase in 
dual-income households and diversification of learning opportunities. 

The area where Kodomo Depart operates is highly motivated to provide education but is also very busy and 
requires safety and efficiency. We believe that by becoming an integral part of people’s daily lives, we can 
establish ourselves as an educational institution. 

Last April, we opened two facilities simultaneously in Nakano and Tama-Plaza. In Nakano, we launched TOMAS 
and Shinka’s Club After-School Care, while in Tama-Plaza, we opened all of Shinka-kai’s brands. The location 
is close to the station and the services for children have been very well received since its opening. 

By consolidating our brands such as TOMAS, Shingakai, and Plus One Kyouiku, Kodomo Depart will be able to 
provide services that match the growth of children, from infants to students preparing for entrance exams, 
and will facilitate comprehensive customer transfers between brands. This will enable us to maintain long-
term contact with customers and maximize customer lifetime value. 

By packaging child-related services in a prestigious building in Tokyo and adding transportation services and 
concierge hospitality, we can further differentiate ourselves from our competitors by creating a structure that 
they cannot easily imitate. 



 
 

 

 
       

    
17 

 

 

During the three years of our medium-term management plan, we are currently planning to open Kodomo 
Depart Jiyugaoka and Kodomo Depart Motoyawata, as well as one building in Chiyoda-ku, and are steadily 
expanding our network. The plans for Shibuya, Azabu, and one other building announced by Hulic are under 
scrutiny and have been excluded from the mid-term management plan figures. Including the two buildings 
currently in operation, plans are under way for a total of eight buildings. We continue to prepare for the 
opening of the school in a convenient location in cooperation with Hulic. 

As a numerical target, we expect cumulative sales of approximately JPY2.7 billion over the three years of the 
medium-term management plan. Although the birthrate is declining, the amount of investment in education 
per capita is on the rise. Kodomo Depart will steadily capture the growing educational needs and drive 
sustainable profit growth for the entire group. 

Next, President Tenbo will explain the measures to improve the performance of existing businesses. 

Tenbo: The presidents of each company provided an explanation regarding the new business initiatives. 
Finally, I will explain how we can improve the performance of our existing businesses. 
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It is mainly led by the group administration division of the holding company. First, a new initiative to increase 
enrollment. In a nutshell, this means sending customers back and forth between group companies. Until now, 
the group companies have been quite disjointed and have not been able to send customers efficiently, but as 
part of our DX strategy, we have unified our customer database, and this is finally starting to take shape. 

For example, the holding company has established a system to coordinate a system of referrals that will make 
it easier for students attending Shingakai to continue to attend TOMAS and Meimonkai smoothly. We believe 
that this will facilitate collaboration among operating companies and create an increase of 450 TOMAS and 
Meimonkai enrollments and cumulative sales of JPY0.5 billion over the three years of this medium-term 
management plan. 

We could also consider referrals from Plus One Kyoiku to Shingakai, TOMAS, and Meimonkai, and vice versa. 
I believe that the change to a holding company will finally allow such interactions among the group companies 
to become more active. On the other hand, this is a situation where we have to do it. 

And furthermore, it will be a measure to reduce office work hours by promoting DX. This is a DX measure we 
are currently working on. The first step is to reduce clerical work in the administrative department through 
the use of AI. 
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In addition, various tasks at the classroom site, this is already piling up. We believe that the promotion of DX 
and the use of AI will reduce the amount of time spent on such tasks, not by reducing the number of 
employees, but by allowing us to use the time freed up to improve customer service, which will lead to greater 
customer satisfaction. We believe that this will lead to improved customer satisfaction. At the same time, we 
believe that we will be able to reduce overtime costs, which will contribute to cost control of labor costs that 
are likely to continue to soar. 
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Going forward, in addition to further improving operational and cost efficiency by consolidating duplicate 
tasks, we plan to promote digital transformation and streamline administrative work through digital initiatives 
to strengthen our profit structure. 

Furthermore, each group company will strive to increase service availability through the promotion of digital 
transformation, DX, and pursue higher customer satisfaction by improving service quality. In addition to 
increasing the number of enrolled students and improving retention rates, we aim to achieve further growth 
through the launch of new services. 
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By implementing the above measures, the specific performance figures for the three-year period are as shown 
in this table. 

In the final year of the plan, ending February 2029, the Company plans net sales of JPY39.1 billion, operating 
income and ordinary income of JPY3.64 billion, and net income attributable to the parent company of JPY2.2 
billion. We believe that profit margins can be gradually improved. 

The last fiscal year ended February 2026 was a major turning point for our group, as we transitioned to a 
holding company structure. However, we remain committed to the founding principle enshrined in the first 
article of our Code of Ethics, Devoting Everything to Giving Children a Brighter Future. Without wavering from 
this principle and without fearing change, we intend to strive to further enhance our corporate value as a 
group dedicated to providing truly unique educational services. We sincerely appreciate your continued 
support and encouragement. 

That concludes my explanation for today. It ended up being a bit long, but I’ll wrap it up here. Thank you very 
much for listening. 

Moderator: Thank you for your presentation. 
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Question & Answer 

 

Moderator [M]: We will now move on to the Q&A session. The entire presentation, including the question-
and-answer portion, will be transcribed and made available to the public. Therefore, if you wish to remain 
anonymous, please do not give your name when asking a question. 

If you have any questions, please raise your hand and a staff member will bring the microphone to you. 

Participant [Q]: Thank you for your explanation. I found it very interesting regarding existing and new. I would 
like to ask you a question on the subject regarding environmental analysis and new business. 

First, regarding the current environment, specifically the costs you just mentioned, with the ongoing conflict 
in the Middle East, I imagine there are costs involved beyond just labor expenses. My first question regarding 
the environment is, to what extent will this affect our educational initiatives moving forward? 

Moving on to my second question regarding the educational environment, I understand that middle school 
entrance exams in the Tokyo metropolitan area remain highly competitive, but I also hear that there’s been 
an increase in students taking a more relaxed approach to exams, aiming for moderate success rather than 
pushing themselves too hard. Additionally, at the university level, comprehensive selection is becoming more 
common than the general entrance exam system. I imagine there are various changes taking place. I am sure 
there are some synergies and some new responses at your places, so I would like to hear about them. 

Lastly, in the area of new businesses, I understand that you are working with Hulic, the largest shareholder of 
Kodomo Depart, etc., as you explained earlier. I was wondering if you could share, to the extent you’re able, 
whether your company is considering expanding beyond just Hulic to include group classes rather than 
individual lessons through M&A. I apologize for the lengthy question, but I would appreciate your answer. 

Tenbo [A]: Thank you. You have asked several questions, and I would like to answer them one by one. 

First, regarding environmental costs, I believe your question was whether the current social or global situation 
is leading to any increases in costs for our company or the education industry. Let me begin by explaining this. 

While it’s not a direct cause in and of itself, various costs are naturally rising, and I believe the impact of these 
increases, whether passed on to rent or labor costs, is certainly a possibility, or rather, is already becoming 
evident. Especially when it comes to rent, we are indeed receiving various proposals, or rather, requests for 
increases from various sources. While I believe this is partly due to the current inflationary environment, I do 
think that factor is at play. But I can't really see that happening directly. 

Kume [A]: Rent hikes are approaching. Also, I think that nowadays there will be a variety of CPI-linked rents 
in the future. Our company doesn't charge a facility fee. There is no facility fee, and tuition is the same whether 
the school is in Saitama or Minato-ku Ward. There is a strategy to differentiate such areas. 

For example, the added value of Kodomo Depart is so high that we think it would be acceptable to charge a 
facility fee for this facility, so we are considering raising the facility fee in conjunction with the rent increase. 
To be honest, we are considering a strategy of asking students to bear various burdens in other ways, not by 
raising tuition fees. 

Tenbo [M]: Next, regarding the current state of college entrance exams, specifically, the fact that various 
approaches to the exams are emerging rather than the so-called frenetic exam culture, is my understanding 
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correct that your question is about how our company is responding to this? This will be explained by Mr. 
Machida, the president of TOMAS, who is in the most immediate vicinity of the project. 

Machida [A]: I have to admit that I feel that the overall trend has weakened a bit in terms of thinking about 
this school or that. However, since TOMAS is a tutoring school that offers strictly one-on-one instruction and 
has a proven track record of helping students get into their desired schools, I think it’s fair to say that, 
compared to other one-on-one tutoring schools, a significantly higher percentage of their students have a 
clear idea of the specific schools they want to attend. I think the need is still very high, especially for junior 
high school entrance exams. 

However, as you have already mentioned, there are various needs for university entrance examinations. We 
are a private tutoring company, so of course, we can provide any kind of support, but in order to further 
increase the success rate, we need to study every day. However, as I mentioned briefly earlier regarding 
Sundai Diverse, we are also preparing courses specifically designed for the so-called recommendation process, 
and we intend to continue maintaining a system that can effectively meet the Sundai Diverse needs of our 
customers. 

Tenbo [A]: Now, regarding new investment opportunities and whether we should go out and provide group 
coaching, I’ll take it from here. We have received various proposals regarding the new section, and we are 
currently reviewing them. I don't know how to say this, but M&A in education is still very difficult. If it is a win-
win situation for both our company and the other party, we would like to consider it. This is an attitude that 
will always remain the same, but we are always thinking about it. 

As to the question of group cram schools, there may be some aspects that need to be considered depending 
on the situation. Our company has always focused on one-on-one instruction, and while that remains our 
foundation, we must also adapt to various changes. That said, this does not mean we completely rule out 
group tutoring. If such opportunities arise, we would like to consider them positively. This concludes my 
response. 

Participant [M]: Thank you for your detailed explanation. 

Moderator [M]: Thank you. Does anyone have any questions? 

Participant [Q]: Thank you for your explanation today. 

In your future plan, I believe you have explained the expansion of the School TOMAS business, and I am aware 
that the plan is for a considerable expansion, with 200 private schools and 100 public schools by the end of 
the next 10 years. I would appreciate it if you could tell us exactly how you would approach this. If you have 
any thoughts on what areas of the country you would like to focus more on, please let us know. 

Tenbo [M]: Thank you. Now, Mr. Iwata, the President of School TOMAS, will answer this question. 

Iwata [A]: I am Iwata. Thank you. As for the sales plan you just mentioned. First of all, there are 1,300 private 
schools nationwide. I think the number of students who went on to college out of the 1,300 would be about 
1,000. We are approaching these 1,000 schools through our sales department. This has been the case for 10 
years now. We have our own sales force, where we have 20 sales employees. 

We have been marking 1,300 for a long time, but each person is in charge of 65 schools, so we are approaching 
these 65 schools every month. We have created such a situation where students are going in and out of the 
school. There was no negative reaction to the proposal we put forward. The only issue is the money. To resolve 
that financial issue, we do have a budget, so it’s structured on a fiscal year basis. That’s the situation. 
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Also, while competitors had been reluctant to enter the market, they have now started to emerge. 
Consequently, if a competitor were to take on a project at a lower price than ours, the nature of the work 
would mean that if the client were to switch from that competitor, we would be the only viable option left. 
Therefore, if competitors help expand this market by offering high-quality services, clients will eventually turn 
to us, and we are already seeing examples of this happening. Based on these trends, we believe it is feasible 
to reach 200 schools. 

One hundred in the public sector, but there is no clarity yet for this area. However, since our target audience 
is high school students, and since each prefecture has its own board of education, they fall under the 
jurisdiction of the board of education. So, the target will be the boards of education of the 47 prefectures, so 
as far as this is concerned, it is a smaller form than the 1,300 private ones. 

I believe that if one public institution enters the market, others will follow. The remaining issue is the gap 
between the public sector’s budget and our pricing. If we can bridge that gap, I expect public institutions will 
enter the market. 

At the very beginning, it was hard to believe that a school and a cram school could work together. There is 
also a shortage of teachers due to the GIGA school concept, the government's reform of teacher work styles, 
and other such social trends. The need is growing. The trend of schools working with the private sector is now 
accelerating, which is why it has come up with such a bullish plan. This concludes my response. 

Tenbo [Q]: We have a question asking if there are any priority areas. 

Iwata [A]: We haven't really narrowed down the specific areas we're focusing on. As mentioned earlier, I 
believe every prefecture has a ranking of private schools. This is based on the percentage of students who go 
on to higher education, the ratio of students who enter the school, and the popularity of the school. We have 
already been trying to reach the top 10 of this top popularity ranking for each of these prefectures since the 
beginning, and we believe that we have been successful in doing so. 

Therefore, we do not have any specific prefectures in mind, but we believe that Aichi and Fukuoka prefectures 
are currently growing. That is all. 

Participant [M]: Thank you. 

Moderator [M]: Thank you. Does anyone have any questions? 

Nagata [Q]: My name is Nagata, Ichiyoshi Research Institute. I would like to ask two major questions, and I 
hope you can answer each question. 

My first question is about TOMAS. Compared to this time last year, I think the trend in enrollment has changed. 
Please first explain the background of the growth and changes that have taken place since the fall of last year. 

Tenbo [M]: President Machida, please begin. 

Machida [A]: Let me answer your first question. As was the case last year, TOMAS has been gradually 
increasing its monthly fees. Although we had raised tuition fees slightly at the start of last year, the start of 
the new fiscal year, which coincides with the change in school grades, requires contract renewals. At that 
point, it appears that customer expectations exceeded the value of the services we provide, resulting in a 
situation where we were unable to secure the number of enrolled students we had anticipated. 

So, basically, what students and their parents want from cram schools is for them to raise their grades and 
pass the school of their choice. With that in mind, we teaching staff have also made a concerted effort to pay 
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closer attention to students’ current academic performance. While helping them achieve their long-term goal 
of getting into their desired schools is certainly important, our immediate priority is ensuring they score well 
on the tests right in front of them. We’ve focused our efforts on this, striving to look at each student 
individually, and have thoroughly implemented training sessions and role-playing exercises to support this 
approach. 

After all, some of our staff members are in this line of work because they want to help students improve their 
grades and get into their schools of choice. So, by returning to our roots and focusing our efforts on providing 
that kind of service, our student enrollment has steadily recovered since September. Combined with the 
progress we’ve seen with Sundai Diverse, we were able to start this term with our highest-ever enrollment. 
The withdrawal rate has been greatly reduced. 

Tenbo [M]: I think it means that once again we are back to basics. 

Nagata [Q]: So, you are saying that new memberships are increasing. I understand. Also, I would like to ask 
one more question about TOMAS. I think that Sundai Diverse and MOPS have started their video and online 
businesses, respectively. 

I think the online business is franchised and the video business is directly managed. I am very aware that in 
the case of the video business, there are strong players such as Toshin Satellite Prep School. Since franchising 
that video business isn’t specifically included in the three-year plan, does that mean there’s no possibility of 
doing so in the future? Or is franchising something you’ll consider if the company-owned operations prove 
successful? Please share your vision for this. 

Tenbo [A]: First of all, since Sundai Diverse is a company-owned operation, I’m not really thinking on that 
large a scale. So, even though we’re talking about a nationwide expansion, we’re currently planning to start 
with just a few schools in specific locations as company-owned branches. Also, as for Sundai Diverse, we’re 
currently envisioning a small-scale launch of that sort. 

Nagata [M]: I see. Thank you. 

Moderator [M]: Thank you. Does anyone have any questions? 

Participant [Q]: Thank you for your explanation. I also have a question in the area of new business, which may 
be detailed, and I would appreciate it if you could tell me as much as you can. 

First of all, Sundai Diverse, I think you mentioned earlier that TOMAS was one of the reasons for the record 
number of students, and I am wondering how much of the increase was due to specific factors. In anticipating 
sales of JPY0.4 billion over the next three years, how much do you expect the number of students to increase? 

Regarding MOPS, I have a similar question. Since the franchise expansion is scheduled to begin in three years, 
I understand that the mid-term business plan currently focuses solely on revenue from company-owned 
schools. I would appreciate it if you could let me know approximately how many company-owned schools are 
planned to be opened, as well as the regions where they are expected to be located. 

Tenbo [M]: Thank you. Now, regarding Sundai Diverse, please proceed, President Machida. 

Machida [A]:  Now, let me answer the questions. I was wondering how much of an impact the introduction 
of Diverse has had on enrollment at the start of this fiscal year. Sundai Diverse itself is basically for high school 
students only. Looking at the number of students enrolled at the start of this term, we see growth across 
elementary, middle, and high school levels. If this increase is attributed to Sundai Diverse, it is estimated that 
Sundai Diverse likely contributed to an increase of just under 100 students. 
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Also, I think you asked how much increase in the number of students would be necessary to reach the JPY0.4 
billion in sales over the next three years. Perhaps Sundai Diverse will simply increase if there is an increase in 
the number of students. Essentially, as we expand to all schools and increase the number of schools, the 
business model will simply become one where students attend classes at those specific schools. So, while an 
increase in student numbers is certainly a positive, I think the underlying premise is that as we expand the 
number of schools, the number of enrolled students will naturally grow. 

Currently, with 24 schools, there are students who don’t have a campus in their immediate area but are willing 
to travel to a nearby one to attend classes. Consequently, increasing the number of schools will directly lead 
to higher revenue. The JPY0.4 billion figure for the next three years is a fairly firm estimate, and we believe 
that an increase in the number of students will probably lead to a further increase in sales. 

Tenbo [M]: Now, regarding MOPS, we’ll hear from Mr. Yoshida, President of Meimonkai. 

Yoshida [A]: My name is Yoshida from Meimonkai Co., Ltd. We are considering approximately 4 MOPS directly 
operated schools over the next two years. As I mentioned earlier, we chose Minami Kashiwa as the location 
for our first store, so we chose a nearby location where we could get to the store relatively quickly. 

One of the objectives of these company-owned schools is to establish successful models that will serve as a 
foundation for our nationwide franchise expansion. Our philosophy is not limited to local areas. We aim to 
bring Meimonkai’s services to regions across the country where there is likely to be demand, as well as to 
those who cannot attend TOMAS or prestigious private schools. Therefore, while carefully selecting locations, 
we plan to open schools gradually in various parts of the country to create successful case studies, which will 
then inform our franchise sales efforts. That is all. 

Tenbo [M]: Doesn't that include Meimonkai Online partnerships? 

Yoshida [A]: Partnerships can be a bit challenging, but over the past year or so, we’ve been working on a 
model that’s completely different from franchising, one where local cram schools use Meimonkai’s instructors 
and systems while keeping their own students. Essentially, we wanted to see if the claim that schools were 
struggling due to a shortage of teachers was actually true, so we launched the service on an experimental 
basis without much fanfare. In just under a year, 21 cram schools across the country have signed up. They’re 
really spread out all over the country from Kyushu to Chugoku and places like Tochigi. Revenue from the 
Meimonkai Online Partner System is based on usage fees and is not that large, so with the addition of the four 
directly managed MOPS schools, it will be JPY 0.3 billion. We estimate cumulative sales over three years to be 
JPY 0.34 billion. 

Participant [M]: Thank you. 

Moderator [M]: Thank you. I am very sorry, but the scheduled time has arrived. With that, if you don’t mind, 
we would like to conclude the financial results briefing for RISO KYOIKU GROUP CORPORATION. 

Thank you very much, President Tenbo, and thank you very much, Mr. Kume, Mr. Ueda, Mr. Machida, Mr. 
Yoshida, Mr. Nakanishi, Mr. Iwata, and Mr. Wakameda for your time today. 

Thank you for taking time out of your busy schedule to join us today. Thank you very much. 

[END] 

______________ 
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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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