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● Before explaining the new Three-Year Management Plan, I will reiterate the 
relationship of the Long-Term Management Objectives Phase III formulated 
last year and Three-Year Management Plans.

● The Long-Term Management Objectives Phase III are positioned as fixed 
objectives for the five-year period from 2016 to 2020.

●Three-Year Management Plans are formulated every year as execution plans 
on a rolling basis to achieve these Long-Term Management Objectives Phase 
III.  

●The Three-Year Management Plan (2017 to 2019), I am about to explain, 
covers an important period in terms of achieving the Long-Term Management 
Objectives Phase III. 
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●To realize the mission and vision you see here, the Canon Marketing Japan 
Group will make maximum use of its three biggest strengths and core 
competence which are our “customer base”, “technical skills”, and “strengths 
of manufacturer’s sales companies”.

● We will also combine our business strengths which lie in our input-output 
imaging technologies and IT solutions capability to provide new solutions to 
our customers. 

● However, solutions are all different depending on the customers. We, 
therefore, need to fully understand our customers and provide them with 
optimal solutions based on this understanding.

● The optimal solutions we provide will solve our customers’ problems and 
help our customers to grow, which in turn will help us grow.

● We have formulated the Long-Term Management Objectives Phase III and 
the Three-Year Management Plan based on this kind of approach.

● We aim to achieve these key management indicators as a result. 
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●We divided our businesses into three growth scenario categories and are 
implementing initiatives in each of these three categories.

● In Canon’s profitability growth areas, we aim to achieve and maintain No. 1 
share of key products, and increase profitability by reforming sales and 
services.  

● In Canon’s growth areas, we plan to expand the Group’s key businesses, 
focusing on the network camera and production printing business areas.

● In independent  growth areas, we will expand by strengthening high 
added-value IT solutions in all businesses, focusing on the IT solutions 
segment. We will increase product strength and service capability in industrial 
equipment area and strengthen IT services in the medical solutions area, 
aiming for growth in each of these areas.

● We plan to make bold investments of resources in the two growth areas. 
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● This slide shows changes in the sales mix of each of the areas, comparing 
the actual sales mix in 2015 with the projected sales mix in 2020. 

● We plan to expand Canon’s growth areas and independent growth areas 
so that the ratio of these two areas combined to Canon’s profitability growth 
areas is 1:1 by 2020.

● All of this is the thinking behind the Long-Term Management Objectives 
Phase III formulated last year.
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● Last year, we posted a decrease in sales and an increase in profits. Though 
there were circumstances that could not be avoided such as the Kumamoto 
Earthquake, as the first year of the Long-Term Management Objectives Phase 
III, it was a disappointing start.

● In general, the sales situation, especially BtoC sales, was tougher than 
anticipated throughout the whole year.

●The operating income result exceeded the plan, reflecting lower SG&A 
expenses and growth in business with a high  gross profit margin.  

● The ratio of SG&A expenses to net sales was 0.5 percentage points lower 
than the initial plan.

● The operating margin was 4.4%, reaching the highest level since the 
consolidated financial settlement as a result of increased operating income. 

● ROE also exceeded the initial plan due to profit growth, and it was also 
much higher than the year-ago level of 5.7%.
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● Next, I will look back on results by area.

● In independent growth areas, business such as SI and security grew.

● In Canon’s growth areas, results were unchanged from a year ago, reflecting 
postponement of the market introduction of a new continuous feed printer in 
the Production Printing area, despite growth in Network Cameras. 

● In the future, the question of how to expand growth areas is crucial -
especially in the BtoB market. 
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●The Network Camera business is an area where we can use camera 
technology, but hardware alone is not enough. We have, therefore, started 
collaborating with Group company  Milestone Systems and alliance partners. 
Through these collaborations, we intend to strengthen our solution capability. 
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●First, when formulating the Three-Year Management Plan, we organized 
information about changes in the environment and business opportunities for 
the company in the coming three years.

●Even though Japan will be a mature market, there will still be many business 
opportunities for us.

●Companies will be required to improve business processes and concentrate 
on core businesses through outsourcing.

●There will be strong demand for IT support among small and medium 
businesses.

●In the imaging  area, demand for utilization in the BtoB market , including 
the utilization of drones, is increasing. 

●To be sure of tapping into these business opportunities, we  need to 
consolidate the resources we have at the moment and turn them into strong 
capabilities.
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● To continue to identify future business opportunities and ensure growth, we 
recognize the need to make drastic revisions to our current system.

● From 2003 onwards, we have laid out an organizational structure based on a 
company system through a product and channel mix. We will transform this into 
a system that allows us to provide solutions tailored to the market and our 
customers.

● By centralizing resources that are scattered in groups responsible for 
customers in similar areas, we will transform into a strong organization better 
positioned to develop sustainable relationships with customers, and confront the 
issues our customers face in a reliable manner.

● Specifically, as detailed here, we will change the front-facing organizational 
structure for dealing with customers into one that segments customers 
appropriately, from personal to professional imaging.

● In addition, we will leverage IT infrastructure, services and support as the 
necessary group-wide functions for dealing with these front-line customers.
We will also position the functions responsible for solutions aimed at cross-
industry expansion, including security and outsourcing, as cross-sectional 
organizations.

● By seeking to transform into a new framework, we expect that the potential 
to expand business areas will receive a significant boost.
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●In anticipation of the shift to a new framework, we began the shift of 
resources and consolidation this January.

●2016 was the first year of the Long-Term Management Objectives Phase III 
and it was, therefore, a year for examining what we could  and should do for 
future growth. 

●I will now tell you what we did this January.

●We integrated Canon ITS Medical into the Medical segment. We plan to 
consolidate the Medical Solutions businesses which are dispersed throughout 
the Group. 

●In the Network Cameras business, we achieved business consolidation and 
the shift of personnel.

●In the BPO Business, we integrated Canon BizAttenda into the Business 
Solutions segment.

●To coordinate Group service and support, we established an organization to 
examine optimal services & support across the entire Group. 

●In the Imaging Solution Co-creation Project, we plan to work with 
customers to create solutions based on Canon’s imaging technologies. 
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●The approach of this Three-Year Management Plan is a two-axis approach, 
pursuing growth in sales as the biggest goal on the the one hand and further 
improving profitability on the other.

● In addition to the shift to a new framework explained earlier, we will focus 
people, capital and other resources on growth areas and translate this into 
further growth in net sales. 

● Meanwhile we will pursue improvements in productivity in existing 
businesses such as MFP and cameras which are still our primary sources of 
revenue and translate this into further improvement in profitability. 

● Across the entire Group, we will implement fundamental structural reforms 
to improve management efficiency and translate this into reductions in SG&A 
expenses. Through this, we will create a lean company. 
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 As I mentioned previously, I believe that the key to the Group’s growth is IT. 
We will make full use the Group’s IT resources to expand business in every 
segment.

 In 2016, the Group’s total IT Solutions sales increased due to expansion in 
areas outside the IT Solutions segment.  

●Moving forward, the IT Solutions Group will continue to play a key role in 
promoting the development of IT solutions across the entire Group, and we 
will translate the knowhow gained from this into the provision of solutions to 
customers. 
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 This slide explains our basic strategy for industry-specific solutions for large 
enterprises. In this market, we will make full use of the Group’s IT technical 
skills to solve the industry-specific management problems faced by our 
customers. 

 In the IT Solutions Business, we are promoting a shift from consigned 
development to solution provision or, in terms of product sales, a shift from 
the sale of goods to services, and we are able to apply our accumulated 
knowhow in the same industry.

 For example, we provide the mission-critical total solution AvantStage to the 
manufacturing industry. Manufacturers are required to reform their 
production system, profit structure and so forth to be able to adapt swiftly to 
changing market needs. AvantStage is equipped as standard with 
manufacturing industry-specific solutions including demand forecasting and 
production schedule management.

 In the education market, we provide the in Campus solution for educational 
institutions. In Campus manages the flow of information within schools in an 
integrated fashion and has been well-received as a tool that students, 
teaching staff and admin staff can use to share and communicate 
information.

 By rolling out industry-specific solutions in this way, we will further develop 
each market and translate this into growth in net sales. 
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 We will emphasize IT security on a Group-wide basis, building on our 
strengths. To expand business with small- and medium-sized companies 
whose security measures are not sufficiently robust, we tapped into the 
customer base of MFP by actively offering products that feature originality 
and favorable market responses, such as ESET, security software, Fortigate, 
an UTM solution, and Home, an IT support service for small- and medium-
sized companies. Thanks to these efforts, a large number of companies 
introduced our products.

 Going forward, we will take advantage of market growth potential and
continue to expand our business based on the Group strategies by utilizing 
the Group’s sales channels to the fullest. 

 We expect that the Company will grow 11% per year on average in the next 
three years, exceeding market growth.

 Meanwhile, with regard to the outsourcing business, Canon BizAttenda Inc., 
a group company of ITS Company, was transferred to BS Company.

 Business Solution Company and ITS Company had been working 
independently on document-related and IT-related services. As a result of 
the transfer, we are able to provide outsourcing services on a comprehensive
scale. 

 We will work to optimize consolidated resources and further expand cross-
industry solutions, irrespective of industry type. 

 We expect the Company to grow 16% per year on average in the next three 
years, exceeding market growth.



26

 Canon ITS also offers a wealth of solutions that are useful for solving the 
challenges faced by customers.

 The IT platform service provides a series of services including the selection, 
design and system operation of an infrastructure for customers that request
the outsourcing of their IT infrastructure. It will provide optimal services 
that adapt to the needs of customers by integrating the in-house cloud, 
public cloud and/or in-house data centers.

 The development platform solution helps customers build their systems by 
providing them with the Web Performer, a super high-speed development 
tool that creates web applications automatically based on a non-
programming process. It will respond to changes in business conditions such 
as the faster development of systems and the expansion of opportunities for 
the development of applications on the customer side.

 We provide FOREMAST, a demand prediction solution based on the 
application of the mathematical science technology of the R&D department, 
one of the Company’s strengths. Through this solution, we offer a consulting 
service to solve challenges that customers experience in production and 
sales activities, as well as a system configuration service.  

 To expand digital businesses such as IoT and digital marketing, we 
established the Digital Transformation Center, a new organization, in January 
2017. The center provides solutions to create new services that utilize digital 
data and technologies comprehensively and address the challenges faced by 
customers. We will also leverage the achievements of studies on big data 
analysis, AI and natural language processing conducted by the R&D 
department. 
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 Medium- and small-sized companies face a range of challenges as a result 
of the increased use of IT. Unlike large companies, they have no dedicated 
department or staff in charge of IT. Such conditions create different types 
of needs, as shown on the slide.

 The Group provides maintenance services, security solutions and cloud 
solutions for MFP and other IT devices, along with solutions for specific 
operations, mainly through Canon System & Support Inc., a group 
company, thereby solving the challenges faced by customers as dedicated 
staff in charge of IT.
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 Canon ITS Medical Inc., which had been a group company of ITS Company, 
was transferred to the Medical segment this year.

 Canon ITS Medical Inc. had engaged in sales of electronic medical charts 
and receipt computers for clinics, as well as the establishment of system 
architectures for hospitals. 

 A hospital system comprises a number of sub-systems installed in 
departments. Given this situation, a vendor of electronic medical charts 
often plays the role of a contact point for the procurement of systems for 
all departments as a primary contractor.  

 The inclusion of Canon ITS Medical Inc., which provides electronic medical 
charts, in the Medical segment will contribute to expanding our market 
share in the hospital market.
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 Next, we will discuss the production printing business. 

 We will move into the commercial printing area on a full-scale basis from 
the previous operations-oriented business area.

 We will move forward with expansion into the commercial printing area 
such as books, newspapers, photo books, catalogs/fliers and DM, for which 
demand for digital printing is expected to grow.

 Looking to future product launches, we will also expand into the industrial 
printing area such as package printing and industrial printing.

 This year marks the start of new initiatives for further business expansion,
armed with a wide range of product lines including Oce products, 
accumulated expertise and a strong sales organization supported by an 
increased workforce. 

 We are seeking to grow 11% per year on average by 2019.
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 Needs for network cameras are spreading to many areas.

 These needs will continue to grow, especially in security-related areas for 
the 2020 Tokyo Olympics and Paralympics.

 In the Canon’s Growth Areas, we will work on expanding the sales channel 
of network cameras to compete more aggressively with the manufacturer 
that has the top share, as well as on making alliances and collaborations.  

 From the perspective of market growth, collaborations with Axis and 
Milestone were the greatest strategic initiatives that we implemented on a 
mid- to long-term basis. 

 Axis has a certain level of market share in Japan, and its sales channels do 
not conflict with ours. We will build on our solid strategic alliances with the 
two companies and expand business.

 We will continue to strengthen our sales structures as well. Efforts will be 
made to develop new sales channels, including stores of electric and 
electronic materials.

 We aim to grow 46% per year on average in this area of business.
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 The imaging solution related business for BtoB is one of the new business 
opportunities for the growth of the Canon Group. 

 We have been enhancing our product lines to cover a broad range of business 
areas, including industrial cameras, multipurpose cameras and sensors that
utilize optical technologies, as well as projectors and network cameras on 
which we have been focusing business expansion efforts.

 Customers, considering Canon as a company that possesses competitive 
optical technologies, request that we provide solutions for a range of 
challenges through the application of imaging-related technologies. 

 To respond to these customer requests, we must utilize Canon’s product-
related technologies that cover different businesses on a cross-functional 
basis, while maintaining close collaborations among the Canon group 
companies. In addition, we must create fusions between these technologies 
and our IT solution capabilities, and, if necessary, implement additional 
measures including collaborations with external vendors and M&As. 

 To further accelerate these initiatives, we have launched an imaging solution 
co-creation project, an initiative to be implemented on a cross-functional basis 
in the Group. 

 We will develop solutions to address a variety of challenges together with 
customers of many business categories, while making alliances with 
collaborative partners, government agencies, and research institutions, 
among other organizations.

 We also launched a drone business last year to provide a new imaging solution.
 We invested in PRODRONE. Our employees dispatched to the company are 

working to acquire business expertise.
 A dedicated organization has been already established to develop business.
 Going forward, we will expand the business to contribute to solving social 

challenges such as agriculture and natural disaster prevention.
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 We will improve the profitability of BtoC businesses by increasing market 
shares as well as reforming business processes and improving productivity.

 Sales organizations will be changed to enhance the added value and 
productivity of products for the respective channels.

 Service organizations will be changed based on the assumption of 
improvements in customer satisfaction and productivity. 

 As for CRM & digital marketing, we will gather information through Canon 
Imaging Gateway, online service provided to customers who have 
purchased Canon products,  on how products are used and leverage the 
feedback for new marketing activities.
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 In the MFP business, we will shift the focus area from small- and medium-
sized companies on which we have made efforts to medium-level 
companies that have significant growth potential. We will seek to increase 
market shares in the area of medium-speed machines (31 to 44 sheets).

 In LBP, we will strengthen sales activities in the market of specified 
operations where our market share is still low, such as distribution and 
pharmacies that handle a large amount of documents. We will work to 
achieve stable cartridge sales through these efforts.  

 In the maintenance service, we will expand the application of NETEYE, a 
remote service utilized for MFP, to LBP and LFP, in order to further 
improve efficiency, thereby reducing service costs. We will also increase 
the sales of LBP cartridges and LFP ink cartridges, utilizing information on 
the status of consumable parts that can be provided through remote 
monitoring.
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 We will work to reduce SG&A expenses by implementing the measures shown 
on the slide to further improve management efficiency, while at the same time 
improving the profitability of existing businesses. 
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 On this slide, we will explain the strategic investments for implementing growth 

strategies.

 We have allocated approximately 40 billion yen for M&As and other initiatives to further 

accelerate growth, based on the new framework.

 We are basically considering two main target areas for strategic investments.

 One is any investment to accelerate growth in the Independent Growth Areas. Such 

investment includes, for example, system infrastructure including IT security, business 

process outsourcing, solutions by business and industry, and core technologies of 

digital businesses.

 The other is any investment for contributing to the expansion of business areas in 

Canon’s Growth Areas. Such investment is applicable to the extent that it meets certain 

conditions such as the expansion of the coverage of businesses conducted with Canon 

or the joint establishment of solutions. Investments in network cameras, production 

printing, and commercial imaging equipment, among other possibilities, are applicable. 

 In addition to the abovementioned examples, we will make investments proactively for 

any projects to the extent that they contribute to the growth of the Canon Marketing 

Japan Group.



38

 Lastly, we will touch upon returns to shareholders.

 With regard to consolidated dividend payment, our policy is to maintain stable dividend 

payment as usual. In addition, we will work to improve profitability and return as much 

profit as possible by increasing dividends in terms of absolute value, based on a 

consolidated payout ratio of at least 30%. 

 In consideration of increased profit, we have decided to pay 30 yen per share, an 

increase of five yen from the dividend forecast announced in October. The dividends 

for fiscal 2016 are therefore 50 yen per share, including the mid-term dividend of 20 yen 

per share.

 Thanks to your support, we are delighted to achieve a dividend increase for the third 

consecutive term.

 The Group will move forward with reform programs as one way of ensuring the 

accomplishment of the third phase of the Long-Term Management Objectives that we 

have explained, while continuing to distribute dividends to shareholders proactively. 
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