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Let me start with the highlights of FY2023 Q1 financial results. In Q1, net sales were 49.7 
billion yen, up 6% YoY. On the other hand, operating income was 1.7 billion yen, down 55% 
YoY. Net sales increased but income decreased. 
 
The decline in earnings was attributable to Positioning Business. Although net sales were at 
the same level as the previous year, we were unable to absorb the increase in expenses, 
resulting in a decrease in profit. This was mainly due to a recent adjustment of the 
inventories in the North American construction market, and due to distributors holding off 
purchasing as they are concerned about an economic slowdown. 
 
On the other hand, Eye Care business posted record sales and operating income for Q1. 
Both our focused Screening Business and Core businesses continued to perform well. 
 
Next is the full year plan at the bottom of the slide. Although the figures for Q1 were as 
stated above, the full year plan remains unchanged from the initial plan, with sales of 208 
billion yen and operating income of 19 billion yen. 
 
Although the outlook for Positioning Business remains uncertain in the U.S. and Europe, we 
expect strong demand for infrastructure in North America and the expansion of the need for 
labor-saving and increase efficiency. We also expect to increase sales of MC-Mobile 
systems for small to medium-sized construction machinery and the building construction DX 
business. 
 
With regard to Eye Care Business, particularly major optical chain stores in the U.S. and 
Europe, they are increasing capital expenditures as there is a need for greater efficiency. 
Therefore, we would strive to strengthen our Screening Business and our core business by 
leveraging the strengths of Screening Business. 
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I will discuss FY2023 Q1 financial results, full year plan, and topics. 
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I will first touch on our FY2023 Q1 financial results. 
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Net sales for Q1 were 49.7 billion yen, an increase of 6% YoY, resulting in an increase of 
2.7 billion yen in sales. The gross profit was 53.1 percent, almost the same as last year. 
 
On the other hand, SG&A expenses were 24.7 billion yen, an increase of 3.7 billion yen,  
＋18% YoY. As a result, operating profit decreased by 2.1 billion yen from the previous year. 
 
We also had a one-off loss in Q1. An extraordinary loss of 1.4 billion yen was incurred due 
to an impairment loss in a development project. This resulted in a net loss of 0.2 billion yen.  
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Next is a YoY analysis of the change in operating income. The chart explains the difference 
between the 1.7 billion yen in FY2023 Q1 and the 3.8 billion yen in FY2022 Q1. Although 
“Sales Volume, Product Mix” increased by 0.7 billion yen, the increase in “Fixed Cost” 
resulted in a decrease of 2.4 billion yen. 

In regards to “Fixed cost,” the main factors are increases in personnel expenses resulting 
from the strengthening of sales capabilities and R&D expenses. Recruitment and wage 
increases associated with inflation in each country are also one of the factors. 

Concerning the “Increase in Component Cost” shown on the right side of the slide, its peak 
was in FY2022 Q3. Because it was still in the midst of increasing component prices in 
FY2022 Q1, the negative impact of the increase in component costs was 0.8 billion yen in 
FY2023 Q1 YoY. 
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I will now discuss our results by business segment. 
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In terms of Positioning Business, sales remained at the same level as the previous year. On 
the other hand, operating income decreased by 2.7 billion yen YoY because the increase in 
expenses could not be absorbed. 
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Let me talk about the review of the financial results. First of all, in the North American 
construction market, certain inventory adjustments have been currently ongoing.  
 
Distributors had purchased significant amounts in FY2022 Q4, but as a result, inventory in 
the market increased, and it triggered an adjustment that caused our sales to slow in Q1. 
In addition, concerns about an economic slowdown, especially in the U.S., have caused 
distributors to hold off on purchases. 
On the other hand, expenses increased due to the personnel increase and various 
expenses associated with the inflationary impact that I described earlier. We had planned to 
cover the increased expenses by achieving sales as planned, but sales were short to the 
plan and profit fell. 
 
By product, OEMs performed well in ICT Construction, but aftermarket sales declined, 
especially in the U.S., due to inventory adjustments in the market. IT Agriculture was strong 
for both OEM and aftermarkets. In Japan, both ICT Construction and IT Agriculture 
performed steadily. 
 
Surveying and laser products showed signs of a slowdown in the residential building market 
at the end of last fiscal year and remained weak in Q1 this year. On the other hand, sales in 
Japan and Asia were steady. 
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This is a topic in Positioning Business. The photo on the slide shows a compact track 
loader (CTL), a small to mid-sized construction machine mainly used in North America. As 
you can see in the chart, sales of CTLs are about 2 to 3 times higher than the sales of 
dozers in North America. 
 
In FY2023 Q1, we launched MC-Mobile's mainstay system for CTLs, a system for small to 
mid-sized construction equipment. We have already launched MC-Mobile for small to mid-
sized excavators in North America, and its performance has been strong. In addition to 
small to mid-sized excavators, we are trying to increase our sales by releasing a new 
system for these CTLs. 

 Product information MC-Mobile: https://www.topconpositioning.com/machine-    
control/compact-machines/mc-mobile   

https://www.topconpositioning.com/machine-%20%20%20%20control/compact-machines/mc-mobile
https://www.topconpositioning.com/machine-%20%20%20%20control/compact-machines/mc-mobile
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Next is Eye Care Business. Net sales were 16.6 billion yen, an increase of 2.5 billion yen 
and 18% YoY. 
 
Operating income was 1.1 billion yen, an increase of 0.5 billion yen and 88% YoY. 
Both sales and operating income were record highs for Q1. 
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I would like to talk about the review of financial results. Sales increased on the back of a 
strong appetite for capex by major optical chain stores, mainly in the U.S. and Europe. In 
addition, in China, FY2022 Q1 was sluggish due to the start of lockdown in Shanghai, but 
there has been a significant recovery in FY2023 Q1. 
 
Our main focus business, Screening Business, continues to expand its sales for major 
optical chain stores, and sales of our newly launched fundus camera, NW 500’sales have 
been significant. 
 
Sales of optometry and diagnostic equipment also increased, primarily for major optical 
chain stores. 
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Topics in Eye Care Business — The market’s acceptance of our new non-mydriatic fundus 
camera, NW 500, has been great. The reason for this is the good reputation it has earned 
because it can photograph even when pupils are small. 
 
Even in bright retail stores such as optical stores, NW 500 is highly regarded because it can 
capture clear high-quality images when the subject’s pupil diameter is 2.0 mm or more. 
 
Another reason for its good reputation is that it can take clear pictures even if the patients 
have cataracts or other diseases. 
  

 Product information: APAC https://topconhealthcare.jp/products/nw500/ 
         US   https://topconhealthcare.com/products/nw500/ 

https://topconhealthcare.jp/products/nw500/
https://topconhealthcare.com/products/nw500/
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Next, I will explain our full year plan. 
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The plan is unchanged from the initial plan, with net sales of 208 billion yen, operating 
income of 19 billion yen and dividends of 42 yen. 
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Next is the full year plan by business segment. In Positioning Business, net sales are down 
by 10.7 billion yen, or 7%, to 137 billion yen, and operating income is unchanged from the 
full-year forecast of 2 billion yen, or 10% decline, to 18.5 billion yen. 
 
As mentioned earlier, Q1 result was slow and we factored the housing downturn into the 
initial plan. However, we did not recognize the larger-than-normal inventory in the market 
and the resulting holding off purchases due to concerns of an economic slowdown. 
 
As indicated in the summary on the right side of the slide, we think that infrastructure 
demand in North America is strong, and we believe we will be able to achieve this forecast. 
 
In Eye Care Business, on the other hand, we expect sales to increase by 5% YoY and 
operating income to increase by 26% YoY. In this Q1, our results were generally in line with 
this plan. We continue to work to expand sales, especially to major optical chain stores in 
the U.S. and Europe, in order to achieve this initial plan. 
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Finally, I will explain two topics. 
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First, our company was selected as a DX stock by the Ministry of Economy, Trade and 
Industry and the Tokyo Stock Exchange for the fourth consecutive year, and this year was 
the first time we received the grand prix. 
 
We received high praise for our DX solutions that solve societal challenges related to 
healthcare, agriculture and infrastructure. 
 
  

News Release https://global.topcon.com/news/11304/ 
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The second is about the award we received at the National Invention Awards, which have a 
history of more than 100 years. This year, the United Nations’ specialized agency for 
intellectual property rights, WIPO, established a new award, and our company was the first 
to receive the WIPO Award. 
 
It was for the Layout Navigator shown in the photo, which we call KUI-NAVI in Japan. This 
is a very unique product that allows anyone to place a location easily and quickly by 
themselves, which is unmatched by other companies' products. The intellectual property 
part of this product was evaluated highly, and we won the award. 
 
This concludes my presentation of our results for FY2023 Q1 and our plans for the full year. 
Thank you very much for your time. 
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Question and Answers 

 

<Common subjects> 
Q. In light of the Q1 results, are there any changes in the operating income YoY 

breakdown for the full year? 
A. There are no major changes. There is the possibility that the exchange rate will be 

slightly more positive and fixed costs will be slightly higher than the initial forecast. 
 
Q. I think gross margins are stable, but I get the impression that SG&A expenses are 

increasing. Do you intend to strengthen expense controls from Q2? 
A. We have been expanding our workforce as planned in line with our business 

expansion, but in some regions, we have begun to freeze hiring and reduce SG&A 
expenses, which will continue in Q2 and beyond. 

 
Q. What's driving the inventory increase? Will it affect Q2 production plans? 
A. The decrease in sales due to inventory adjustment in the market was unexpected and 

is a factor in the increase in our inventory as well. As our policy is to keep the level of 
production as even as possible as a manufacturer, it is possible that we may make 
some production adjustments in Q2 while monitoring inventory levels and sales. 

 
Q. Are there unrealized losses in Q1? 
A. In addition to the increase in inventories, the rapid depreciation of the yen from the end 

of March to the end of June has resulted in some unrealized losses. 
 
Q. Please tell us the details of the impairment losses in the development project that 

caused the extraordinary loss. 
A. In view of the situation in which there is no end in sight to the Russia-Ukraine problem, 

we have decided to cancel some of the development we were doing at the 
development center in Moscow and have shifted the development location. As a 
result, a portion of the capitalized development costs were amortized and an 
impairment loss was incurred. 

 
 
<Positioning Business> 
Q. To what extent did Q1 earnings fall below expectations? 
A. Sales were around 3-4 billion yen below from expectations and operating income was 

around 2 billion yen below from expectations. 
 
Q. When did the impact of the inventory adjustment become apparent and will it continue 

beyond Q2? 
A. I started seeing the effects around May. We believe that the level of inventory in the 

market has started to decrease to some extent, and we estimate that the impact of 
inventory adjustment will be small in or after Q2. 
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Q. Is it correct to understand that it was assumed that the housing construction-related 
sector would be weak from the beginning of the period, but the final demand has not 
declined in other sectors? 

A. The residential construction market was largely in line with expectations, and sales 
outside of residential construction were weak due to inventory adjustments. The final 
demand for infrastructure construction is not weak, as the number of projects is 
increasing. 

 
 
<Eye Care Business> 

Q. Is it safe to assume that Eye Care was better than planned? 
A. It was mostly as planned. 
 
Q. With the change in the major shareholders, how do you view the importance of Eye 

Care Business? 
A. The performance of the business was temporarily weak due to upfront investment and 

the impact of the pandemic, but profitability has been improving. There are various 
growth themes, and this business’s position as an important growth business for our 
company has not changed. 
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■Website: https://global.topcon.com/invest/library/integration/ 

https://global.topcon.com/invest/library/integration/
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