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―――――――――――――――――――――――――――――――――――――――― 

[Q1]  

I remember your saying before that because the situation of digital 

interchangeable lens cameras in fiscal 2018 was particularly bad, a V-shaped 

recovery could be expected in 2019. What is the reason for your expectation that 

the sales volume will decline from the previous year in your plan this time?  

 

[A1]  

We expect that the domestic market for digital interchangeable lens cameras will 

shrink on a volume basis until 2021. The sales volume was around 1.06 million 

units in the market last year and 1.22 units in 2017. We expect that it will be less 

than 1 million units this year, but it is believed that the decline will gradually 

become smaller. Even in 2010, when the digitalization of interchangeable lens 

cameras was completed, the sales volume was around 1 million units. Although it 

reached a record high of 2.33 million units in 2013, this was due to a range of 

factors including inbound demand. The trend of strong inbound demand has now 

gone away, and the volume reflects real demand. However, the situation will 

change due to the introduction of products in the future and a shift to mirrorless 

cameras. When we look at digital interchangeable lens cameras, not only the 

volume is important, but also the quality. We provide digital interchangeable lens 

cameras to an entry class, the segment of camera enthusiasts and professional 

users in a pyramid structure. The entry class has the largest volume, but it is 



movements in the segment of camera enthusiasts with whom we will have a long 

relationship that will have a significant impact on our revenue going forward. This 

segment purchases middle-class cameras and interchangeable-lens cameras, and 

the number of customers in this segment has not declined. Rather, it is actually 

increasing compared to the era of analog cameras. Accordingly, I believe that if 

we develop a newer segment, we will be able to recover revenue, although it is 

difficult to achieve a V-shaped recovery in terms of volume. For this purpose, it is 

also necessary as a strategy to increase the entry class, and we will therefore not 

change our full lineup strategy.  

―――――――――――――――――――――――――――――――――――――――― 

 

[Q2]  

You said that you would provide IT services centered on office equipment to SMEs 

as a one-stop service, and I heard this concept at the briefing session in the 

Workplace Hub of Konica Minolta. I want to ask you once again how the 

Workplace Hub of Konica Minolta appears in your eyes. Are you going to aim for 

such a platform? How do you perceive it as a competitor?  

 

[A2]  

If we think about solutions with MFPs as the core of the business, the range of 

solutions will be limited. For example, IT solutions provided by Canon S＆S begin 

with a business package, and it is able to provide products and services in an 

extensive range. We are also selling MFPs solidly, but we do not stick with MFPs. 

We are thinking about solutions based on how customers conduct their business 

operations using what. In that sense, we have a wider range of support for 

customers with our IT solutions.  

 

In our industry including other competitors, a major trend of MFPs is to 

collaborate between cloud services and MFPs to support business. Given that the 

cloud business with a low introduction barrier for customers is within their reach, 

along with solutions, it is a major trend in the industry to collaborate with cloud 

services and solutions. We are also proceeding with the collaboration of MFPs with 

the cloud, using the online services of uniFLOW as a platform. Currently, we are 

responding to customer needs that can be responded to with on-premise 

solutions, but our basic strategy is to provide services using uniFlow as a platform.  

―――――――――――――――――――――――――――――――――――――――― 



[Q3] 

Currently, it is said that PCs are running short in Akihabara and that investments 

in data centers have ceased in the IT industry. Do these developments have an 

impact on your business PCs and data center business?  

 

[A3] 

We do not feel that they have a particularly significant impact on our business 

results.  

―――――――――――――――――――――――――――――――――――――――― 

[Q4]  

Does data center-related demand continue to be robust?  

 

[A4]  

Demand is robust, and we are working to meet the demand by thinking about the 

timing with which we should meet the needs.   

―――――――――――――――――――――――――――――――――――――――― 

[Q5] 

Regarding IT solutions, sales are also increasing steadily this year, but what 

contribution do they make to profits?  

 

[A5]  

Currently, we disclose sales of IT solutions of the Group only and do not disclose 

profits. Because Canon IT Solutions Inc. makes up a large percentage of the profit 

of IT solutions, I want you to refer to the results in our financial documents. The 

profit margin in 4Q is 10％, and it is a high profit margin. However, the main 

reason for this is that SIs with high productivity make up a large percentage. 

Looking at the profit margin throughout the year, it is below 10%. For small and 

medium-sized companies, the maintenance of IT and security appliances is 

growing at Canon S&S. The profitability of these services is also high, and this has 

become a factor for pushing up profits at Canon S&S. On the other hand, on a 

non-consolidated basis of Canon MJ, IT products make up a large percentage, and 

this is a factor for pushing down the overall profit margin. We aim to achieve the 

operating income margin of 5% by 2021, and we will seek to achieve a profit 

margin of more than 5% in the area of IT solutions, at least.  

―――――――――――――――――――――――――――――――――――――――― 

 



[Q6] 

In 2018, the profits of Canon ITS increased 2 billion yen. For the next three years, 

will profits increase at the same rate, or accelerate?   

 

[A6] 

I think that the SI and IT infrastructure will grow steadily. Regarding IT products, 

however, because there have been last-minute sales before the end of support for 

Windows7 last year and this year, profits will decline in around 2020 in that sense. 

Given the impact, we have set the sales target of IT products for 2021 at 230 

billion yen. Other than this, the pace will be the same as it was before.  

―――――――――――――――――――――――――――――――――――――――― 

[Q7] 

In Long-Term Management Objectives Phase III, which was announced three 

years ago, net sales and operating income in 2020 were set at 800 billion yen and 

40 billion yen, respectively, but growth was set more moderately in the medium-

term management plan this time by reducing the targets. Given that IT solutions 

achieve a profit in a stable manner, I think that it is possible to set a slightly more 

aggressive profit target if you can improve the profitability of existing businesses. 

In this regard, is there any change in your perceptions compared to the previous 

plan?  

 

[A7] 

I said that we aim to become a vibrant, highly profitable company group, and it is 

ideal to make a profit by increasing the top line and gross profit. However, when 

we announced the Long-Term Management Objectives, we did not expect that 

sales of cameras would decline this much. We are working on the medium-term 

management plan by giving priority to profits and setting a more realistic target 

for sales. We believe that if we can achieve sales of 655 billion yen in 2021, we 

will attain a higher profit. However, there are many things that need to be done in 

order to attain it, and it is not easy.  

―――――――――――――――――――――――――――――――――――――――― 

[Q8] 

Regarding maintenance services, the growth rate of print volumes (PVs) has fallen 

from the 5% range to the 3% level for the past three to four years. You said that 

the negative growth of 2% in maintenance services in the fiscal year under review 

was partly due to the effect of operating days, but what are the factors for a long-



term decline in the growth rate of PVs in each area and enterprise? In addition, 

what impact will work style reforms in Japan have? Can you tell me what will 

happen to maintenance services in the future, so that I can make a forecast from 

a long-term perspective?  

 

[A8] 

In MFPs, the number of machines in field (MIF) has been increasing steadily. In 

the past, if MIF increased, PVs also grew accordingly, which was also offsetting a 

fall in the unit price. Currently, the increase in MIF is the same as before, but PV 

per unit has been declining. As a result, it has become difficult for PVs to grow as 

much as they did in the past for major corporate customers, and we need to take 

measures by taking this fact seriously. For small and medium-sized corporate 

customers, however, although the growth of PVs is relatively small, deceleration is 

not as large as it is for major corporate customers. We have to assume that the 

same trend will also appear belatedly for small and medium-sized corporate 

customers. In that sense, the situation will become quite difficult in the future if 

we undertake only conventional businesses such as selling MFPs and providing 

maintenance services. We will make up for the difficulty by adding extra solutions 

to conventional businesses. We have a sense of crisis that we have to accelerate 

this move.  

―――――――――――――――――――――――――――――――――――――――― 

[Q9] 

In terms of area segment, you said that IT solutions remained firm, but how 

should we think about the relationship between the firmness of IT solutions and 

MIF? There is a method of selling such as enclosing customers, but what do you 

think of this, even though it is difficult to explain it for a span of three-months?   

 

[A9] 

In terms of the relationship between IT solutions and MIF, each channel in area 

segments, including Canon S&S, has a challenge of how to allocate the time within 

limited business hours. Although we set a goal of significantly increasing MFPs in 

the fourth quarter of the previous year and announced it, it is our reflection point 

in the fourth quarter that we were just unable to take time to conduct activities to 

acquire new customers of MFPs because we had to spend more time on IT 

solutions, given that interest of customers was centered on IT investment. This 

year, we are working to increase sales by making proposals suited to the 



challenges faced by customers.   

―――――――――――――――――――――――――――――――――――――――― 

End 


