
CONSUMERS SEGMENT

SEGMENT STRATEGIES

Business Overview

The Consumers segment aims to broaden engagement with customers in 

BtoC markets and maintain ongoing ties with them. The unit supplies 

cameras, printers, and diverse other products and services that enable 

customers to enjoy all things photo and video. The Canon MJ Group 

benefits from the support of numerous customers in Japan, and held the 

No. 1 share of the domestic market in 2018 with regard to digital SLR, 

mirrorless, and compact digital cameras and also inkjet and laser beam 

printers. In mirrorless cameras, we announced and launched the EOS Kiss 

M, our first offering from the Kiss brand in that category, and the new EOS 

R SYSTEM. As a leading camera manufacturer, we will endeavor to satisfy 

an array of customers, from entry to “full size” users, including through 

mirrorless models.

 That said, the markets for cameras and printers have matured. We will 

work to increase customer satisfaction by focusing on high-value-added 

products in existing and growth businesses while offering more products 

and services that provide new value. A good example of the latter is the 

iNSPiC, a mini photo printer rolled out in 2018 for smartphone users. 

 We look to bolster sales of products carrying the Canon and other 

Business Management Policies

While conditions are adverse in existing business markets, we will strive to expand in mirrorless camera, business inkjet printer, and other growth 

markets while adopting a more robust operating structure. We will roll out new products and services as a leader in the photo imaging field. 

Strengths and Strategies

•  Dominant shares of the camera and printer markets: We will leverage ties with a wide range of customers and develop new products and services 

to further increase customer satisfaction. 

•  Diverse channels: We will broaden our engagement with customers through various channels, including through mass retail, camera, and other 

stores, as well as through e-commerce and our showrooms.

•  Per capita productivity: This is very high in this segment. We will continue to enhance its efficiency while prioritizing growth and new 

businesses.

Yoshiyuki Matsusaka
Director, Senior Managing Director

Director of Consumers Segment
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SEGMENT STRATEGIES

brands and cultivate new services to increase everyday enjoyment for 

our customers. With the tastes and purchasing patterns of consumers 

diversifying, we aim to engage more with them through such existing 

channels as mass retail and camera stores and wholesalers while 

stepping up efforts in the e-commerce space. 

 This segment is one of the most productive in the Canon MJ Group 

despite having few personnel. The unit looks to streamline existing 

businesses while investing to drive further growth.

Market Outlook and Strategies for Fiscal 2019

Digital interchangeable Lens  Cameras

Demand for digital interchangeable lens cameras has trended downward 

since peaking in 2013, declining particularly for digital SLR cameras. In 

contrast, demand for mirrorless models has been favorable, outstripping 

that for SLRs for the first time in 2018. The gap is projected to grow in 

2019. We will endeavor to satisfy a wide range of consumers, not just in 

SLRs but also in entry-level and mid-range mirrorless offerings, primarily 

for the EOS Kiss M, EOS R, and the EOS RP launched in March 2019. 

Compact Digital Cameras

The compact digital camera market is trending down overall, with 

demand expected to continue to decline in 2019. As such, Canon will 

focus on high-value-added models that are market drivers, including high 

magnification zoom lens cameras and high-resolution, high-definition 

cameras.

Printers

Aggregate printer market demand, including for inkjet and laser beam 

models, was down around 5% in 2018. Demand for consumer inkjet 

models is dropping, while that for business models is rising. For 

consumer machines, we will focus on expanding sales of high-value-

added offerings and boosting unit prices. We will also expand our 

presence in business models by undertaking digital marketing. As with 

the iNSPiC, we will continue to offer consumers new ways to enjoy prints. 

We will pursue overall growth by compensating for lower consumer 

machines and lower consumables due to lower print volumes with 

expansion in business models and such new offerings as the iNSPiC.

New Businesses

Markets in core businesses are maturing, so we must urgently build new 

businesses. Through our existing channels, e-commerce, showrooms, and 

other vehicles, we will invest extensively in externally sourced 

merchandise while bolstering service operations.

Risk Management Approach

Markets for our core businesses could shrink more than expected.  

We will invest in mirrorless camera, business printer, and other growth 

businesses, as well as new businesses and e-commerce channels that 

can become new engines of expansion.

EOS R SYSTEM
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ENTERPRISE SEGMENT

SEGMENT STRATEGIES

Business Overview

The Enterprise segment offers industry-specific and management 

solutions to large customers in the finance, manufacturing, retailing, 

public, and education sectors. Our mission is to create value with 

customers and to become a true partner by delivering that value. We want 

customers to rely on our organization and people and, where they require, 

make us their first port of call. Our vision is to increase existing value 

in markets and sectors and contribute to society. We seek to become 

recognized in markets and sectors for our ability to resolve issues and for 

the value of our solutions supply capabilities, which are highly trusted 

among customers. 

 This segment focuses on synergizing the MA Division and the Canon 

IT Solutions Group. The latter has lifted its development, technologies, 

and quality over the past few years as a systems integrator, securing 

customer trust. We will work to secure marketplace recognition by 

safeguarding and expanding Canon IT Solutions’ businesses. As well, we 

will create industry-specific solutions that reflect a familiarity with 

customer operations and fully leverage the MA Division’s customer base, 

completing a business model that reflects a service provision approach 

Business Management Policies

Human resources: Swiftly identify changes in the business environment and become individuals and teams that can conceive and execute ideas to 

resolve issues to drive customer growth.

Customer base: We will retain, deepen, broaden, and extend positive relationships with customers to grow and evolve with them.

Value provision: We will identify customers and market trends, understand ourselves, and provide and refine value that customers and markets 

find attractive.

Strengths and Strategies

• Strong marketing capabilities stemming from the MA Division’s customer base and industry-specific approach and business solutions. 

•  Canon Information Technology Services Inc.’s advanced systems development and technological capabilities, robust project track record, and 

industry knowledge.

By combining these capabilities, we aim to create a business model that balances high added value and productivity and build a large IT solutions 

business by accelerating our transformation to a business- and service-centric entity.

Masachika Adachi
Director, Senior Managing Director

Director of Enterprise Segment
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SEGMENT STRATEGIES

that we can roll out to many industries and types of operation. We are 

confident that we can deliver better quality if we can harness lessons 

from Canon IT Solutions. We thereby seek to generate massive growth 

from a combination of the MA Division’s customer base and the prowess 

of Canon IT Solutions.

Market Outlook and Strategies for Fiscal 2019

All industries

They will harness the IoT, AI, and other digital technologies to expand 

strategic IT investments in digital businesses to overhaul business 

processes and create new businesses. Industries will use RPA and other 

techniques to enhance work efficiency and shorten working hours, and 

expect to increase expenditure on teleworking and other diverse work 

practice reforms.

Financial services

We expect new efforts to support growth, examples being in upgrade 

demand for enterprise systems in credit card, insurance, and securities 

and investment services, investments in raising employee productivity, 

strengthening ties with customers, and the use of fintech. We will develop 

business-specific solutions centered on fiduciary operations and damage 

insurance assessment areas.

Manufacturing

Manufacturers will continue to surpass the average overall market growth 

by investing in IoT, AI, and other deployments. We also expect demand for 

enterprise system upgrades to continue. This will be not just in assembly 

manufacturing, principally in the automotive sector, but also in 

pharmaceuticals, chemicals, foods, consumer products, and other process 

production, and in production and supply chain management. We will 

cultivate enterprise systems that package such offerings as document 

and production management, demand forecasts, and accounting and 

salaries. At the same time, we will develop business-specific solutions 

for manufacturing.

Retailing

We project SI demand in line with M&As in retailing, productivity 

enhancements and task automation owing to labor shortages, and 

enterprise system upgrade demand and cloud computing adoptions 

among major trading firms. We will create solutions centered on point-of-

sale and other sales promotion tasks and build enterprise systems based 

on demand forecasting and other capabilities.

Educational markets

With educational sites digitizing, the numerous business opportunities 

that we anticipate include operational support systems, educational 

content, and school facilities infrastructure. We will deploy a range of 

high demand school operations and administration solutions, centered on 

the in Campus SERIES.

Risk Management Approach

There is a shortage of systems engineers in the IT solutions area, and this 

situation is expected to worsen. The Canon MJ Group will bolster hiring 

quantitatively and quantitatively, boost human resources training, and 

pursue selection and concentration with vendors to enhance productivity.
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SEGMENT STRATEGIES

Business Overview

We operate nationwide, focusing on offering management and business 

solutions for small-to-medium-sized customers with fewer than 1,000 

employees.  For example, we draw on expertise from proposals we have 

made to date and our own to provide optimal solutions for information 

security measures and productivity improvements, which are areas of 

particular customer interest.

 Our customer channels are Canon System & Support Inc., a 

subsidiary of Canon MJ, business partners in Japan, and dealers and 

systems partners, which are primarily systems integrators. We will 

optimize the combined strengths of these channels and the Canon MJ 

Group by undertaking area marketing and establishing an optimal 

customer response structure that is both market- and customer-centric.

 This segment is the Canon MJ Group’s largest in terms of revenues 

and personnel, and offers significant growth potential in view of small-

to-medium-sized enterprises investing solidly in IT. We aim to expand 

further in markets for these enterprises by supplying Canon products and 

providing the solutions mentioned earlier to deepen customer trust.

Market Outlook and Strategies for Fiscal 2019

Business Management Policies

• Grow with partners by understanding our customers’ needs more deeply to help resolve their management and operational issues.

• Deliver outstanding customer satisfaction in service and support areas.

•  Employ information and data to establish uniform management processes and management styles to enhance efficiency and productivity for our 

partners and our organization.

• Better incentivize and reward partners and employees and improve their satisfaction levels.

Strengths and Strategies

•  We can leverage partners’ nationwide customer bases and partner brands, through which we provide new value to cultivate growth for us and our 

partners alike.

•  We maintain an IT support structure covering approximately 200 sites around Japan that positions us to expand businesses in growth areas and 

synergize with partners.

Kunihiko Kubo
Senior Executive Officer

Director of Area Segment

AREA SEGMENT
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SEGMENT STRATEGIES

In Japan, companies are reforming work practices to streamline 

operations, shorten working hours, and enhance productivity. They should 

accordingly invest extensively in AI, cloud, RPA, and other IT fields. We 

anticipate more opportunities in PCs in the runup to 2020, when Microsoft 

Corporation ends support for Windows 7. Small-to-medium-sized 

customers lack specialist units and personnel in such IT areas, giving us 

more opportunities to offer one-stop products and services. We look to 

generate growth in IT solutions by accommodating customer demand. We 

will materialize that expansion by setting up a specified division and fully 

deploying small-to-medium-sized enterprise IT solutions offerings across 

all channels.

 At the same time, we do not anticipate significant growth in the 

markets for MFPs, LBPs, and other document output equipment because 

of the consolidation of such systems and the increasing digitization of 

documents.

 To expand product sales under such circumstances, we will have to 

supply offerings that come with IT solutions and products that are 

essentially capital goods for our customers. We will accordingly need to 

deploy resources strategically in such fields, and will reinforce our 

structure and cultivate our human resources.

 In view of robust corporate investments in IT solutions, the market 

environment is positive for systems integrators that are a customer 

channel for us. We expect to continue expanding by providing products 

for the specific business and operational solutions of systems integrators.

Risk Management Approach

The counter-based maintenance business constitutes a high proportion of 

sales, and such sales could decrease. We will accordingly plan to increase 

print volumes by acquiring new MFP users.

 We also face business continuity risks, notably that our partners 

will age or leave no successors. We will thus construct a system in which 

we match partners with each other, provide personnel support to them, 

and can share and follow up with partner customers.
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PROFESSIONAL SEGMENT: PRODUCTION PRINTING

SEGMENT STRATEGIES

Business Overview

We offer business reform support for customers, primarily in the printing 

industry. We sell high-speed digital printers, wide-format printers, and 

point-of-purchase systems and consumables. We provide print prepress 

and post-processing equipment and printing-related software and 

maintenance services. We also develop and supply workflow systems and 

print services.

Market Outlook and Strategies for Fiscal 2019

The printing market is gradually trending down, and this situation is 

expected to remain unchanged in 2019. The digital printing market is 

expanding in Japan, however, albeit more slowly than in Europe or the 

United States. This is because of a shift away from offset printing toward 

on-demand printing, which makes possible multi-type, small-quantity 

production in applications such as direct mails, insurance notices, 

teaching materials, and other mass documentation.

 We will accordingly undertake the following business strategies:

•  Provide printing solutions for forms and variable data for data print 

services printers, replacing them with color inkjet printers to maintain 

and expand the customer base.

•  Secure new customers by offering color digital printers and solutions 

lineups in keeping with deliverables, thereby expanding stock businesses.

Business Management Policies

•  We require all employees in this organization to explore ways to grow with our highly specialized customer base, swiftly delivering top-quality 

products and services and attentive support.

•  We are cultivating a cadre of professionals that can help customers tackle changes in the printing market.

Strengths and Strategies

•  We will leverage color inkjet printers to maintain and expand the customer base that we have amassed over the years, mainly among those 

engaged in data printing services*.

•  We will take advantage of the technological and development capabilities that we have cultivated as partners of those customers to enter 

new markets.

•  Use new industrial printing offerings to enter markets for signs, 

displays, labels, and other media.

•  Secure new customers by replacing the offerings of other companies 

with large-format printers and drawing management solutions.

•  Expand sales by differentiating printers with inspection devices and 

workflow systems and by supplying total solutions.

・  Endeavor to reinforce customer ties by helping resolve issues, notably 

by cutting costs and focusing on core businesses by supplying and 

outsourcing business services at and from outside customer sites, 

notably for document production and office equipment management.

Risk Management Approach

It is possible that digitization may not progress as expected because of 

lower-priced offset printing in the commercial printing sector. We will 

accordingly go beyond printing to offer an array of IT technology and 

other Canon MJ Group solutions to address various customer issues in the 

printing market.

High-speed continuous feed printer

* Data printing services: The services that are contracted to print, edit, process, and enclose large quantities of bills and direct mails, using personal information.
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PROFESSIONAL SEGMENT: INDUSTRIAL EQUIPMENT

SEGMENT STRATEGIES

Business Overview

This organization sells, installs, and supports semiconductor 

manufacturing and inspection equipment, IoT-related vision products, and 

laser processing equipment, and currently handles the offerings of 18 

companies from 7 countries. We will accelerate product group expansion 

and broaden our activities to continue meeting customer needs.

Market Outlook and Strategies for Fiscal 2019

In the semiconductor market, in which demand was previously favorable, 

memory device demand prospects are unclear. There are major delays in 

capital investment owing to NAND flash memory production adjustments. 

This situation will likely affect sales plans.

 At the same time, markets for CMOS image sensors, power supply 

integrated circuits (ICs), and other sensors areas should remain brisk 

because of advances in autonomous driving, AI, IoT, and other 

technologies. 

 We will further reinforce the customer and product diversity efforts 

that we began undertaking last year in unstable markets. We will also 

continue focusing on bolstering services sales.

 In non-semiconductor markets, we anticipate steady demand in the 

IoT vision and laser processing areas.

Business Management Policies

Our growth strategies underpin everything we do.

 We accordingly pursue a mission of cultivating technological progress of industrial infrastructure and providing valuable solutions to realize a 

safe, secure, and affluent lifestyle, workplace, and society.

 Our vision is to become a profitable business by fostering our businesses from customer-centric and global perspectives while cultivating our 

services businesses.

Strengths and Strategies

• Identify world-class equipment and package it with technology.

• Provide field services that can install and support various equipment.

• Provide total solutions, including for process reforms, for customers in the industrial arena.

 In IoT vision, we will broaden our product range by putting Canon-

made CMOS image sensors in camera units and AI cameras. We will also 

cultivate new markets by reinforcing our solutions offerings.

 In laser processing, we will step up sales of large metal 3D printers 

for the aerospace and energy markets, in which 3D printer parts are 

increasingly mass produced.

Risk Management Approach

Our risks in the year ahead are that markets will experience dramatic 

changes and that ties with overseas business partners will dissipate. 

Accordingly, we will work to secure new product lines that enable us to 

tackle and overcome such challenge. We will cultivate new business 

partners and further strengthen customer and product diversity. 

Semiconductor manufacturing equipment
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SEGMENT STRATEGIES

Business Overview

We sell various hardware in Japan and abroad centered on Canon’s digital 

radiography systems, fundus cameras, ES Series hydrogen peroxide gas 

sterilizers from Canon Lifecare Solutions Inc., and the fully automatic 

AX930 and AX45f dispensing and packing machines of Canon Lifecare 

Solutions. We are developing medical imaging solutions that draw on our 

imaging and IT strengths and our cloud-based remote interpretation 

infrastructure services.

 We cater to diverse customer needs, providing an array of solutions 

and services from constructing large medical information systems to 

receipt computers, electronic medical records, health testing systems, 

and dispensing systems.

Market Outlook and Strategies for Fiscal 2019

With the impact of medical fee reimbursement revisions in 2018, we 

anticipate markets to expand and become brisker in areas of relaxed 

regulations and conditions. We also expect progress with regional medical 

collaboration through information and communications technology (ICT), 

the use of cloud-based medical information systems, and AI development 

and commercialization in the medical arena. 

 We will focus on Medical Image Place, optical coherence 

Business Management Policies

We will focus on bolstering and expanding sales of our cloud-based Medical Image Place service which can store and browse CT, MRI, and X-ray 

image data, in providing solutions that leverage our strengths, thereby helping to enhance efficiency at medical sites and enhance patient care. We 

will also accelerate reforms undertaken in the past few years while strengthening collaboration within the Group to broaden the business base and 

maximize synergies.

Strengths and Strategies

・We expect demand for Medical Image Place to increase on the strength of medical fee reimbursement revisions implemented in 2018. 

・ The market for optical coherence tomography angiography should benefit from eligibility for medical fee reimbursement. Our OCT-HS100 enjoys 

a solid market reputation for its outstanding image quality, a Canon strength, and we seek to expand by incorporating AI in our offerings.

•  We aim to expand our medical imaging solutions business by setting up a framework for collaborating with Canon Medical Systems Corporation, 

Japan’s top manufacturer of medical equipment.

tomography angiography, and other offerings that are now eligible for 

medical fee reimbursement. At the same time, we will focus on image 

diagnostics support and on reducing the diagnostics and treatment 

workloads of medical professionals. We will bring together the Canon 

Group’s wide-ranging resources to deploy medical IT services employing 

AI and other advanced IT.

 We are also devoting considerable effort to expanding our stock 

businesses, and aim to boost profitability.

Risk Management Approach

Biennial medical fee reimbursement revisions and national government 

policies may or may not benefit demand for our products.

Ophthalmic equipment

PROFESSIONAL SEGMENT: HEALTHCARE
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