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Companies are aiming for growth by taking a range of measures including structural reforms and the 
enhancement of productivity.
In particular, major customers are shifting to outsourcing to focus on their core businesses, and to cloud use 
away from owning their own equipment. 
IT supports every line of business. There is a growing need for improvement in business efficiency and 
working style reform through increasing productivity by using IT. 
As Japan’s population ages, cost reductions and information sharing at medical institutions are being pursued. 
However, we consider that local collaboration in the medical field in Japan is lagging behind. In this sense, 
medical IT must advance further.
Conditions in nursing care facilities are contrary to working style reform in society. The staff in these facilities 
have to watch the residents, but the number of staff who are able to do so is limited. We would like to support 
the conditions with IT.
As for IoT, we need to enable remote surveillance by connecting the equipment that we sell to the Internet 
and switch to a way of working that enables time-consuming work to be undertaken efficiently within a short 
period of time with RPA. We expect that RPA will advance rapidly as workloads increase, particularly in large 
companies. Our company has just established an RPA department and is driving business efficiency forward.
Financial institutions need to make asset management consulting easier for the elderly to understand by using 
Fintech.
The automobile industry has a broad base and is large in size. Under these circumstances, digitalization will 
advance without a doubt, and our company intends to expand in this field as well. 
We hear the term “AI” every day. What is important is how it is used and whether it can lead to a more 
comfortable job or life. We are going to invest further in this area.
Contrary to the enhancement of convenience, cyberattacks are becoming cleverer and are increasing in 
number. Regardless of the size of a company, its management is feeling the need for security. We expect the 
business in this field to grow steadily going forward. 
Needs for wanting to see images taken by network cameras are increasing in conjunction with improvements 
in sensor technology. We are good at offering high-definition network cameras, so we would like to further 
enhance this area.
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In the existing business areas, we will maintain high productivity while making labor savings.
We would like to pick up the pace of our growth in growth areas.
In Q1, the trend of contraction, particularly in Consumer, is getting stronger, and we are required to 
vitalize the market as a market share No. 1 company and boost business productivity. 
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In Enterprise and Area, in particular, we are beginning to realize that what we can sell expands by switching
to a channel by customer. Again, we truly believe that it was beneficial to shift from the conventional
organizational structure by product to the structure by customer.
This is not something that will lead to rapid results within a short period of time, however. Looking ahead, we
would like to achieve a growth pattern by accelerating our speed.
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For 2019 and 2020, we need to meticulously analyze the markets of existing businesses again. Unless 
we achieve the expansion of growth areas, we believe that it will be difficult to achieve this plan.
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In 2018, it is important that we can cover the contraction in Consumers with three segments: 
Enterprise/Area/Professional.
With regard to mirrorless cameras, the contribution of new products launched in Q1 will become evident in 
Q2 and beyond. Recently, we have been occupying a high share. We would like to maintain it throughout 
the year and cover the drop in sales of SLR cameras. In addition, with regard to cameras of at least a 
midrange level, we are going to have to reach customers more with a promotion focused on how they can 
use the products comfortably. 
We would like to hit the announced target figures for 2018 one way or another.
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The digital interchangeable lens camera market for this year is expected to contract a little, but the 
number of shots is definitely on the rise. Cameras are being enjoyed by a lot of people, so all we need to 
do as a business that deals in cameras is to reach people by promoting ways in which they can enjoy 
photography using a specific camera.
Moreover, we need to promote the enjoyment and attractiveness of printing out the photos taken by 
consumers.
We are lagging behind in the SOHO market. The main product was home-use inkjet printers. SOHO 
requires a huge print volume per printer, so we will reinforce this again, including laser printers. 
There is a growing number of users who purchase products online. We are now in a situation where we 
cannot prepare a Consumers strategy without talking about EC. 
We will steadfastly incorporate EC into our sales strategy and implement it. 
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Although Enterprise has been performing acceptably in Q1, we should not be content with the current state. 
At present, there are still many Entrusted-type SI. We are therefore going to need to shift to Solution-type SI, 
and we must take on the challenge of a difficult task to shift to Solution-type SI while increasing orders. 
We are going to need to establish a sales structure that will make full use of our customer base, which is 
our strength. 
To this end, we need to exhibit synergies to a greater extent between the direct sales forces of the business 
solution line and the sales forces of Canon ITS. 
The profit margin is rising, but it is never high compared to those of our competitors. We need to raise the 
profit margin up a notch. In order to do so, we aim to improve the profit margin by achieving a shift to 
Solution-type SI.



14

We will roll out the Solution best practices that we have been implementing so far throughout the
Company for expansion.
Our upcoming challenge is how we can make the synergies between the SI business of Canon ITS and
the document solution that Business Solution was implementing kick in to achieve growth.
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Direct sales forces and partners coexist in the same area. Direct sales forces and partners must 
work together and engage in a sales strategy by area that has not been consistent to date. We 
therefore need to prepare a scenario for this.
We have been carrying out business centered on MFP so far. For example, customers of mid-
standing/small and medium-sized enterprises think that they would like to install in-house systems, 
but there is almost no one to take charge of them internally. The needs for this service are very high, 
and how we can play a part in this business will be important going forward. 
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We handle a large number of products compared to our competitors.
Regardless of the size of the company, security is essential, and it could pose a risk to the very existence of 
a company in some cases.
There are growing needs among customers of small and medium-sized companies in that they would like 
us to diagnose the status of the security of their companies or take care of the entire system altogether on 
their behalf.
The key to our growth in this segment will be how we can adapt to these needs. 
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As for cut sheets, we are catching up with our competitors, and we will create a sales force that will 
outperform them. 
Regarding continuous feed printers, we have not been able to launch products that suit the Japanese market 
particularly well. In addition, we need to replace black-and-white continuous feed printers or wide format 
printers, etc. and implement a shift to color versions. 
Customer Experience Center Tokyo is the industry’s No.1 facility. We would like to make use of it. 
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Semiconductors are very strong, and they will remain so for some time to come.
As for Healthcare, we have an excellent company called Canon Medical Systems Corporation within the 
Group. We will consider how we can make the synergies kick in.
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Twice a year in this hall, we hold an event to advise you how to manage, analyze and use video taken, not only 
network cameras. We are beginning to reach people by promoting how to put an application on the video 
management system called Xprotect of Milestone and how to use a video taken in collaboration with other tools. 
Looking ahead, the weight of the camera per project will get smaller. As a result, a key point will be whether we 
are able to propose how people can use video. 
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We would like to make this IT Solutions even bigger. 
As needs vary from customer to customer, we would make a proposal on how to use it after understanding 
the customer’s situation thoroughly to expand IT Solutions. 
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The businesses on the left-hand side have been supporting our revenue, but they will decline little by little.
Going forward, while developing IT Solutions, we would like to grow the businesses on the right-hand side
and subsequently make them stock businesses as services that we offer to customers. This is an image
that we would like to achieve.
Currently, the ratio on the left is higher. However, we would like to increase the ratio on the right, and
eventually make it higher than the left.



25

While undertaking M&A, we would like to increase these figures. 
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We were able to sharply reduce SG&A expenses last year, but the expenses will tend to rise due to an 
increase in retirement benefit expenses and a 50th anniversary event. 
Meanwhile, we will steadily reduce operating costs.
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We recognize that the SG&A ratio is too high for a sales company. 
Along with growth, the area of structural reform is very important in how we achieve this target SG&A 
ratio. 
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