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Greetings

Thank you for taking the time to attend today’s information meeting about our fiscal year 

performance.

Today, I will talk about our results of operation, our business operations, and our outlook for 

the fiscal year ending on March 31, 2016.



I will begin with an overview of our performance.

In the fourth quarter, sales were about the same as one year earlier. But operating 
income increased more than 100 million yen to 768 million yen.

The fourth quarter accounted for about half of our operating income and ordinary 
income for the entire fiscal year.
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This slide is a comparison of the earnings forecast Vs results.

This is the reduced sales and earnings forecast that we announced on January 30, 
2015. 
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This slide shows SoftBank Technology’s performance in the past two fiscal years.
Non-consolidated sales were about the same but operating income and ordinary 
income were both down about 20%.

Although fundamental issue was an insufficient increase of  sales, large unprofitable 
projects reduced earnings by about 200 million yen. In addition, there were 
additional expenses for accepting sales and engineering personnel from subsidiaries 
on temporary assignments. The goal of these assignments was to generate more 
synergies among group companies. 

Starting in this fiscal year, we expect to benefit from synergies resulting from the 
temporary assignments of people from subsidiaries Cybertrust Japan and Miracle 
Linux. We will develop new products and services, perform joint sales activities, and 
work together for other activities. 
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This slide shows net sales by business category.

Starting with the fiscal year ended on March 31, 2015, we have divided our operations into three 
business categories: Digital Marketing, Platform Solutions, and System Integration. Furthermore, we 
have established a focus business in each category.
* The operations in each category are as follows, in the order shown in the graph, with focus businesses 

underlined.
◆ System Integration

Microsoft solutions business (focus business), system integration business
◆ Platform Solutions

Security solutions business  (focus business), platform solutions business
◆ Digital Marketing

Data analytics business (focus business), e-commerce services business

In the digital marketing category, there was a strong performance by e-commerce services. In the data 
analytics sector, which is a focus business, there was a big increase of 40% in consolidated sales from 
the previous fiscal year.

In the platform solutions category, there was a large decline in hardware sales, including 
communications equipment, servers and other items, in the platform solutions business. 
In the security solutions sector, which is a focus business, we acquired Cybertrust Japan, established a 
division devoted solely to security in October 2014 and took other actions. As a result, including 
Cybertrust Japan sales of 1.8 billion yen, sales in this sector were up 2.3 billion yen, a significant 
increase of 206%. Even on a non-consolidated basis, sector sales increased about 50%.

In the system integration category, there were higher sales in the system integration business. 
In the Microsoft solutions sector, which is a focus business, sales were up about 100% for the second 
consecutive year. The cause was growth in projects for work flow and enterprise information portal 
transfers and transfers of internal systems to the cloud. The first step is the use of Office 365, a cloud-
based e-mail system. 
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This slide shows net sales by business format.

Development sales increased 20.5% to 7.5 billion yen. As development sales rose, 
there was an increase in operation and maintenance sales, which are a source of 
consistent revenue, to 2.7 billion yen. 

Operation and maintenance sales include 16 billion yen in Symantec Store sales. 
Excluding these sales, operation and maintenance sales have grown from about 6.8 
billion yen in fiscal 2012, which ended in March 2013, to about 11 billion yen in the 
past fiscal year.
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This slide shows quarterly sales for business formats.

Symantec Store sales were about 4 billion yen in each quarter. 

Operation and maintenance sales have grown from 1.9 billion yen in the fourth quarter of fiscal 
2012 to 3 billion yen in the fourth quarter of fiscal 2014. During the same period, development 
sales increased from 1.1 billion yen to 2.7 billion yen.

Hardware sales have changed significantly from quarter to quarter. There was a significant 
increase in the fourth quarter of fiscal 2013 to 2.7 billion yen mainly because of the 
consumption tax increase and the outlook for a weaker yen. In the fourth quarter of fiscal 
2014, hardware sales were 1.2 billion yen. 
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This slide shows net sales by customer category. In fiscal 2014, we achieved a significant 
increase in sales to clients other than the SoftBank Group.
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My next subject is our marginal profit*.

Marginal profit has increased from 6.6 billion yen in fiscal 2012 to 10.8 billion yen in fiscal 2014. 
Operating income in fiscal 2014 was about the same as one year earlier. The main reason was 
higher fixed costs resulting mostly from M&As, aggressive recruiting activities and office 
relocations. 

*: About marginal profit
Marginal profit is calculated by subtracting variable costs (cost of merchandise, outsourcing 
expenses, distribution expenses and other items that increase and decrease with sales) from 
net sales.
Marginal profit is one of the performance indicators that we use. By making extensive use of 
marginal profit as a business intelligence tool, we aim to ensure the visibility of this indicator 
and increase the speed of decision-making.
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This slide shows marginal profit by business category.

◆ Digital Marketing
Although data analytics business is only a small part of digital marketing sales, the marginal 
profit was 700 million yen compared with 2.8 billion yen for the entire category. 

◆ Platform Solutions
Sales were lower because of the decline in hardware sales. But marginal profit increased 300 
million yen due to the growth in IT platform construction projects. The marginal profit margin 
of this business improved along with progress in shifting this business category from server and 
other hardware sales to construction and operation services.
Security solutions marginal profit increased from 300 million yen in prior years to 1.6 billion 
yen in fiscal 2014. Although its sales were only about 1.8 billion yen, Cybertrust Japan 
contributed to this improvement because of its high marginal profit ratio.

◆ System Integration
Marginal profit was higher in both the system integration business and Microsoft solutions 
business.
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This bridge graph shows how operating income changed from the previous fiscal year.

Higher sales resulting from acquisitions and internal growth raised operating income by 602 
million yen. Furthermore, the improvement in the marginal profit ratio raised operating income 
by 2.17 billion yen. 

Operating income was reduced by 0.2 billion yen due to the large unprofitable projects, and by 
an increase of 2.56 billion yen in fixed costs at SoftBank Technology and subsidiaries.

As a result, operating income totaled 1.39 billion yen, about the same as the previous fiscal 
year.
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This slide shows the growth in EBITDA. 
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This slide shows details of the large unprofitable projects.
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We have taken a number of actions against unprofitable projects.

In the past fiscal year, there were problems involving differences in the skills of our project 
managers. Another issue was the inability of our project management operations to keep up 
with growth in the number of engineers and large-scale projects.

We have certified Project Management Professionals who are working on establishing quality 
standards for managing projects. Activities that started in the third quarter of fiscal 2014 have 
increased the number of these professionals from seven to 22.

In addition, we have created units that specialize in project management training, project 
audits, quality assurance, and the business process standardization.

We will use these initiatives for constant improvements in quality in order to earn the 
satisfaction of our clients. 



15

This slide shows changes in our balance sheet.

◆ Assets
Compared with the end of March 2014, current cash increased 1.9 billion yen and sales credit 
decreased 0.1 billion yen in current assets.

◆ Liabilities and net assets
Loans payable increased 1.2 billion yen to fund the acquisition of Cybertrust Japan in April 2014.
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This slide shows year-on-year comparisons of cash flows.
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This slide shows SoftBank Technology’s order backlog.

The order backlog was 6.8 billion yen at the end of March 2015, 11.0% higher than one year 
earlier. There was a decrease in hardware sales but an increase in the operation and 
maintenance order backlog. 

The order backlog does not include Symantec Store sales. Consequently, based on fiscal 2014 
performance, there is a development and operation and maintenance order backlog of about 
three months in relation to the combined sales of 24 billion yen in these two sectors. 
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Starting with the fiscal year ended on March 31, 2015, we have combined all our operations 
into a single ICT services business segment. These operations are divided into three business 
categories: Digital Marketing, Platform Solutions, and System Integration. 

Furthermore, we have established a focus business in each category.

◆ System Integration
-Microsoft solutions business (focus business)

-System integration business

◆ Platform Solutions
-Security solutions business (focus business)

-Platform solutions business

◆ Digital Marketing
-Data analytics business (focus business)

-E-commerce services business
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Next, I will discuss our progress with  e-commerce services in the digital marketing business.

E-commerce services sales were about the same as in the previous fiscal year.
There was a small decline in the Symantec Store sales and an increase in sales at Fontworks.
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Data analytics is a focus business in the digital marketing business. We have succeeded in 
releasing  our internally developed service. Our Miyasui Analytics is a web analysis service 
designed specifically for local governments. This service allows government officials to monitor 
changes in the characteristics of residents and other items. 

Miyasui Analytics belongs to the so-called big data business category. This is still a small 
percentage of our sales. We are currently working on converting this into a tool by having 
computers “learn” the analytic know-how of experts. 

For reference:
-siteVALUE (A fully integrated solution extending from website diagnosis services and 
improvement plans to confirmation of the benefits of a design
https://www.softbanktech.jp/service/list/sitevalue/

-4DP LogSearch (A solution that accumulates internal logs and provides visualization and 
performs analysis of data security threats)
https://www.softbanktech.jp/service/list/4dp-logsearch/

- Miyasui Analytics (A web analysis solution exclusively for local governments)
http://miyasui.sibulla.com/
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In the platform solutions business, we do not foresee significant growth in hardware sales due 
to the increasing utilization of cloud-based services. 
Currently, almost all of the solutions we propose to clients utilize the cloud. As a result, we 
believe that consistent revenue in this category will remain strong.

One significant event was the completion on January 14, 2015 of the development of a Linux 
integrated solution prototype for automotive devices in Japan. This was a joint project of 
subsidiaries Miracle Linux, Cybertrust Japan, and Fontworks. 

This solution combines Linux expertise of Miracle Linux, the certificate expertise of Cybertrust
Japan and the easily visible fonts of Fontworks.
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We started our public sector business in the fiscal year that ended on March 31, 2014. By 
aggressively pursuing opportunities involving public-sector demand for IT solutions, we 
completed 40 projects during the past year. 

We plan to continue growing in this market category. 
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In our focus business of security solutions, non-consolidated sales increased 50% to 1.5 billion 
yen. Including the 1.7 billion yen in sales from Cybertrust Japan, consolidated sales increased 
3.4 billion yen to more than three times sales in the previous fiscal year.

During the past two years, we have hired security experts in a variety of fields. We created 
unique services and upgraded and expanded our lineup. Our solutions include protection 
against targeted cyber attacks, secure communications that use Cybertrust Japan’s certification 
technology, and other services. 
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This slide shows how sales have grown in the system integration business.

The steady growth of project revenue continued with a 56% increase to 2.9 billion yen. Sales 
from operation and maintenance services, a source of consistent revenue, were about the 
same as in the previous fiscal year.

We are performing development projects for the purpose of increasing consistent revenue. Our 
goal for fiscal 2015 is to increase sales from consistent revenue sources, which we were not 
able to accomplish last year.

Subsidiary M-SOLUTIONS is working on the development and demonstration trials of a robot 
app. 
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This slide shows the growth in sales of Microsoft solutions. 

There was a steady increase in project revenue (licenses). Furthermore, there was growth in 
both project revenue from individual development projects and consistent revenue from 
operation and maintenance and original services. We plan to continue increasing consistent 
revenue from operation and maintenance services and other activities. 

Our goal is to achieve growth in development projects and operation and maintenance services 
by increasing the number of original services that we offer. 
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Next, I will talk about the highlights of system integration.

Our plan is to expand Microsoft solutions, which is a focus business, by using a three-step 
process.

Step one is building relationships with new clients by using Office 365 to shift their internal e-
mail systems to the cloud. 

In step two, we plan to provide assistance for moving internal bulletin boards, work flows and 
other items from Notes and other systems to the cloud.

In step three, we will shift other systems of client companies to Azure, which we are borrowing 
from Microsoft. This is known as “vendor Azure.” In addition, we will provide a 24-hour/365-
day operation and surveillance service. 

There is no doubt that the shift to Azure and the cloud will gain momentum. Operations and 
surveillance for client systems that have undergone this shift will become even more important. 
This is why we received ISO/IEC20000 certification for operation and surveillance services for 
client companies on April 22, 2015. In the coming years, we plan to start assisting in the 
operations of client companies by supplying operation and surveillance services that meet 
international standards for high quality. 
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My next subject is our forecast for the fiscal year ending on March 31, 2016.

For the full fiscal year ending on March 31, 2016, SoftBank Technology forecasts sales of 4.2 
billion yen, operating income of 1.7 billion yen, ordinary income of 1.6 billion yen, and net 
income of 1 billion yen.

For the first half of the fiscal year, due to the outlook for a decline in hardware sales, we 
forecast sales of 19.5 billion yen, operating income of 680 million yen, ordinary income of 640 
million yen and net income of 400 million yen.
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