
Analysts Assess Canon Marketing Japan’s IT Solutions Business

What do you think of the Canon MJ Group as a 

domestic seller of Canon products in Japan and 

provider of proprietary IT solutions?

Nakanomyo: The Canon MJ Group’s business domain encompasses 

everything from offering Canon products through developing systems, 

selling IT products, and running data centers. It also has a broad customer 

base and sales network and draws on plentiful solutions resources 

through its business-to-business and business-to-consumer businesses. 

So, it diff ers completely from other offi  ce equipment sales companies and 

from other IT solutions companies. It’s unique indeed.

Sato: I agree. At the same time, the Group comes across as a generalist 

systems integrator. For better or worse, there is little to distinguish it in 

that respect. The Company will need to clearly position its value 

proposition to be able to expand its IT solutions business. Still, one option 

could be to explore making generalist systems integration a strength and 

take full advantage of that.

Sakata: Insiders and outsiders view the Group in slightly diff erent ways, but 

I think you’re spot on. We believe that the Canon brand’s quality and product 

appeal are highly trustworthy. This clout is extremely valuable to us.

Adachi: Over the past fi ve years, we’ve built the foundations for focusing 

away from hardware to services, but I don’t think that’s enough to keep 

delivering growth. As you noted, we serve diverse customers, from large 

corporations to small-to-medium-sized enterprises and individuals. We 

have a wide product range. We are unusual as both a manufacturer-

affi  liated trading fi rm and a systems integrator, and need to work on our 

strengths and make them more understandable to enhance our 

reputation.

What are the strengths of the Group’s IT solutions 

business?

Nakanomyo: The breadth of your customer base and business domain 

are simultaneously strengths and slight weaknesses. From an equity 

market standpoint, you maintain a wide-ranging IT solutions domain 

while handling high-quality Canon products. I look for you to clarify the 

synergies between both capabilities.

Sato: Systems integrators will likely become total service providers. 

I believe that the Group’s strength will be its ability to deliver diverse one-

stop IT services that extend from upstream processes to maintenance and 

operations services and outsourcing through your data centers.

Securities analysts and top management conducted an online roundtable discussion on the IT solutions 

business, which will be vital to the Canon MJ Group’s growth in the years ahead.

As 5G becomes commonplace, image-based solutions will probably 

become mainstream in medicine and manufacturing. The Group’s strength 

is that it offers Canon imaging and printing products and has its own 

expertise.

Adachi: I handled sales for major accounts some years back, and found 

that customers were particularly interested in imaging-related proposals. 

Many customers consider Canon strong in imaging and video, and that 

elevates our brand position. This overlaps with the comments from both 

of you. We aim to fully leverage these strengths.

We also off er unique solutions that we need to highlight. These include 

FOREMAST, a demand forecasting solution that draws on our strengths in 

mathematical technology. Another is WebPerformer, a low-code 

development platform that more than 1,000 companies have deployed.

The Group has a broad client base. Tell us about your 

strengths for large corporations and small-to-

medium-sized enterprises.

Sakata: Canon IT Solutions Inc.—the former Sumitomo Metal Systems 

Solutions—is a key provider of IT solutions for large corporations. Its 

numerous systems engineers can identify customer needs and offer 

solutions. Its strength is being able to carefully construct systems. We 

have a wealth of experience in deploying systems integration services. 

It will be important for us to draw on these strengths to create services 

that resolve customer needs and challenges and offer them to other 

customers as well.

Adachi: The strength of our IT solutions business to date has been in 

Canon brand printers, MFPs, and other devices and peripheral IT solutions 

for those devices. At the same time, Canon IT Solutions is a systems 

integrator that delves deep into customer issues and builds systems to 

resolve them. Canon IT Solutions is in the Enterprise segment, which 

serves large corporations. The sales side of the company has switched its 

processes to act more like a systems integrator for such corporations. 

Spreading that process approach to salespeople overseeing quasi-major 

and upper medium-sized enterprises should make us stronger.

(The titles of the participants were current at the time of the discussion in February 2021.)
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Sakata: IT solutions for small-to-medium-sized enterprises come with a 

complete sales and support structure, physical and online, enabling us to 

fully assist customer IT setups. Our salespeople once tended to offer 

standalone products, but they now provide total solutions. These combine 

a range of products and services to resolve customer issues. Our 

challenge will be for salespeople to deliver total solutions and draw on 

our strong support structure.

What are the challenges for the IT solutions 

business? How should the Company tackle them to 

drive further growth?

Nakanomyo: I think your biggest challenge is to develop your business to 

provide total solutions rather than standalone products. Winning 

recognition for a killer application or solution would feed success that 

attracts many companies. Security is probably closest in that respect. 

I think it would be easier for us to understand the Canon MJ Group if it 

becomes clearer what it stands for.

Sato: I think you need to improve your slogan to convey the Group’s value 

proposition succinctly and clearly. You highlighted imaging and IT under 

Long-Term Management Objectives Phase III. Perhaps you should 

emphasize that more. I think that by including solutions in what the Group 

off ers, many will be able to understand its strengths and attractiveness.

Sakata: The term IT solutions is somewhat vague. The Group currently 

defi nes itself in terms of the digital transformation areas it will pursue, 

the extent to which it will do so, and identifies its strengths in those 

fi elds. We plan to clearly state our direction when we announce our new 

Long-Term Management Objectives and Medium-Term Management Plan 

in April 2021.

We are also endeavoring to expand human resources, including by hiring, 

to increase the number of people who can draw a concept of our IT 

solutions business and show the way forward.

Adachi: When we present proposals in particular areas, we have to 

demonstrate that other vendors can’t compete or that it would be better 

to collaborate with us. So, I think it will be important to reinforce area and 

service strengths for large corporations and small-to-medium-sized 

enterprises and disseminate information externally.

What are your challenges by customer segment?

Adachi: For large corporations, we need to train more systems engineers 

and salespeople who can go upstream from consulting or speak on equal 

footings with customer chief information offi  cers or other executives. We 

will likely need to approach quasi-major and upper medium-sized 

enterprises by making good use of solutions that have become services 

for large corporations. So, in January 2001 we established an organization 

within the Enterprise segment to strengthen our quasi-major and upper 

medium-sized enterprises businesses.

For small-to-medium-sized enterprises, security is one of our strengths, 

as Mr. Nakanomyo noted. But we have been unable to deliver suffi  cient 

consulting proposals for processes covering everything from 

implementation through support. We are thus looking to have more people 

coordinate complete processes, including for acquisitions.

Where would you like the Canon MJ Group to head in 

the years ahead?

Nakanomyo: I think that the Group can lead the digital transformation 

drive in Japan. The COVID-19 pandemic has revealed remaining 

ineffi  ciencies at Japanese companies. I have high hopes for the Group’s 

ability to resolve such issues as a total service provider by creating a 

variety of new solutions.

Sato: I believe that the systems integrator sector offers a lot of 

opportunities today because player positions are changing so 

dramatically. The Canon MJ Group is in the top echelon of companies able 

to off er optimal solutions to large corporations, not just in imaging but 

also in digital transformation and cloud services. Small-to-medium-sized 

enterprise customers are shifting computing from on their premises to 

the cloud and software as a service (SaaS). Japan also lags in business 

processing. The Group maintains its own data centers. Its success in 

capitalizing on this transition will depend on how fast it can deliver cloud 

and SaaS solutions to customers.

Hiring competition is intensifying. A key factor in success as a systems 

integrator will be the ability to focus on both hiring and retraining 

internally to secure engineers who are adept with advanced technologies.

The operating margins of IT solutions fi rms exceed those of companies in 

other industries. Still, I would like the Group to improve its operating 

margin a little in view of its overall situation so that it becomes more 

prominent as an IT solutions player. 

Sakata: We seek people externally while developing them internally. This 

includes executives. All of us are learning more about IT solutions. We’re 

endeavoring to think more in terms of solutions, and constantly exploring 

ways to resolve issues for society and customers. That’s how we can add 

value. People are pivotal to adding value, so we are committed human 

resources development.

Adachi: For example, if systems are of the same scale as those we have 

handled, we need to accumulate expertise to build them with fewer 

systems engineers, boosting operating margins. We will thus focus on 

education to enhance the skills of those people.

Thank you, Ms. Sato and Mr. Nakanomyo, for sharing your perspectives 

today. We have emphasized the IT solutions business under our Long-

Term Management Objectives and Medium-Term Management Plan, and 

will strengthen that business in coming years. We will endeavor to deliver 

better results by leveraging synergies with Canon’s product businesses 

and bolster corporate value to match your expectations.
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We also offer unique solutions that we need to 

highlight. These include FOREMAST, a demand 

forecasting solution that draws on our strengths in 

mathematical technology. Another is WebPerformer, 

a low-code development platform. 
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