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Presentation 

 

Moderator: Now that we are at the appointed time, we will begin. Thank you very much for taking time out 
of your busy schedule today to attend the Oisix ra daichi Inc. Q2 financial results briefing. 

Today's financial results briefing will be divided into two major parts. In the first half of the meeting, 
Takashima, our CEO, will give a 20-minute presentation on the interim financial results. We will then move on 
to a Q&A session with participants in the second half of the briefing. 

Let me now move on to the briefing. President Takashima, thank you for your time. 

Takashima: Hello everyone. Thank you for your time today. As just mentioned, today I would like to talk about 
two things, the announcement this morning and the other about SHiDAX. I usually talk for about 30 minutes, 
but today I'd like to keep it short and talk for about 20 minutes, followed by Q&A.  

Thank you in advance. 
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First, let me briefly mention the executive summary. 

First of all, in terms of business performance, company sales grew slightly due to a slight growth in Oisix. 
Profits increased by double digits from the same period of the previous year as a result of ongoing efforts to 
improve profitability, despite various difficulties such as rising raw material costs and labor costs. I would like 
to talk a little more about the number of people later. 

Also, today we announced a deal with SHiDAX and SHiDAX, which is often the case, for joint management. 
Since some details are still unknown, we plan to clearly disclose the figures at the time of the announcement 
of the next Q3 financial results. 
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As for the numbers, as shown on slide three, we landed on sales of JPY57.4 billion and EBITDA of JPY3.2 billion. 
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In the area of increased profits, the most significant point is that several initiatives have improved profitability. 
Although we spent a considerable amount of money on promotions, we were still able to increase profits 
compared to the previous year. 
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As for the number of people, Oisix, Radish, and Daichi have a combined total of about 507,000 subscribers for 
H1 of this fiscal year. 
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In particular, I think I should explain a little bit about Oisix properly, so let me explain it first. 

I mentioned at the last earnings announcement that Q4 saw an unprecedented growth of about 50,000, which 
was the result of large-scale promotions. 

However, the reality is that there were people who quit immediately despite the apparent increase of 50,000, 
so we said at the time of the announcement of the financial results that the number of employees was about 
390,000. After that, we continued the program for the past six months, and to be honest, those people 
continued to quit quite a bit, and I have to reflect on the fact that they continued to quit over the past six 
months. 

On the other hand, we have continued that promotional approach all the way up to H1 of this year, and those 
people are still with us today. We estimated 390,000 in real terms last time, but I think the real figure was 
probably around 370,000. 

The figure is 398,000 this time, but the numbers are what they are, in real terms, the situation is about 375,000. 
The net increase is relatively smooth. This is 398,000 right now, but we are thinking of something like 375,000 
to 380,000 in real terms. 

In that sense, we have stopped the promotion method that we have been using for H1of the year, from March 
through Q4 to H1 of the year, so I believe that the top-up portion of the promotion will be gone by the end of 
the fiscal year. We think that perhaps a fair situation is in the form of aiming for 400,000.  
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Then there is ARPU. 

As I mentioned earlier, the number of members has not been slightly inflated in the case of Oisix, but the 
number of very light customers has increased, and the denominator includes such customers, resulting in a 
slight decline in ARPU. 

However, looking at Q1 and Q2, I see it as if the impact of the COVID-19 disaster has probably moved away 
and is about normal, and that has largely stopped falling. 
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In other businesses, the number of vehicles of Tokushimaru has exceeded 1,000 and is now close to 1,150, 
and the total amount of distribution is expected to reach JPY30 billion this fiscal year. 

Then there is the BtoB area, which is growing steadily, offering meal kits for commercial use, which is now 
close to 800. The above is an explanation of our business performance. 
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Next, I would like to talk about the partnership with SHiDAX, which we announced today. 

The Shida family, the founding family of the company, and Oisix ra daichi will jointly conduct the TOB.  

Once our shareholding is in the form of an application, the final result will be that we will own 66% of the 
shares of SHiDAX. The founding family will own 34% of the company, and the two companies will jointly 
manage SHiDAX.  

Together, we will maximize synergies between SHiDAX and Oisix ra daichi. 
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Both companies are in the food subscription business. SHiDAX is a BtoB company and Oisix is a BtoC company, 
and the combined sales of the two companies are JPY240 billion. 

Roughly speaking, if we include the food we send home and the food we provide as meal service through 
SHiDAX, we serve about 500 million meals a year. 

The total number of employees, staff, and associates is in the form of 37,000. I also think it is very unique that 
we are doing both BtoB and BtoC food subscriptions. I think it is safe to say that the JPY210 billion in food 
subscription business is also the largest in Japan. We would like to form such a group to conduct our business. 
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From this point forward, I would like to talk a little bit more specifically about meal service, especially BtoB 
subscriptions, as we say. 

First of all, what kind of situation the meal service business is in right now. Well, simply speaking, we are facing 
a pinch and an opportunity at the same time. In terms of the pinch points, the cost of raw materials has 
skyrocketed, and the business type is such that it is difficult to pass on prices. Recently, there has been quite 
a bit of news coverage of meal service not being able to continue to be provided because the meal service 
providers are unable to continue their operations. This is the pinch point of such a very difficult business 
environment. 

On the other hand, opportunity is also the flip side of the coin. A labor shortage is occurring within many 
client-side industries. Employee cafeterias, hospital meal service, and facilities for the elderly that used to 
operate their own meal service facilities are finding it difficult to continue to operate meal services on their 
own or are unable to secure the manpower to do so. We are in a situation where the need for meal services 
is increasing little by little. 

Therefore, we see this as a time of change in the industry, where the market will grow, but only a limited 
number of players will be able to survive in the market. 
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I would like to talk about what we can use as our strategy in this environment. 

One is to expand the meal kits that we at Oisix have been making for individuals to commercial use. For 
personal use, they have been delivered to busy families with the concept of shortening time. 

What is happening now in the commercial sector is that there is a shortage of manpower, and something very 
close to shortening the time is happening in the meal service field, and by using meal kits, they can reduce 
the time. 

This means that, in terms of commercial sites, it would lead to a reduction in labor costs. We are currently 
conducting some experiments at nursery schools and have found that the so-called FL cost, the cost of food 
and labor added together, can be reduced by roughly 15 to 20%, by using meal kits. 

The meal kit format will, of course, increase the cost of ingredients slightly, but it will reduce labor costs 
considerably, and as a result, the meal service business can be developed with fewer people and at lower 
costs than now. This is the big hypothesis that we are beginning to see and experiment with. This is the first 
point. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
14 

 

 

Second, we are a BtoC company, so we are good at committing to the end, the value of the end user. In an 
experiment conducted at a nursery school, the food for meal services was changed from regular vegetables 
to Oisix vegetables, and the percentage of children who completed their meals increased by about 10%. 

Originally, these kinds of indicators were not easily visualized. We would like to work with SHiDAX to provide 
meal services that increase the value of the end user by visualizing the percentage of meals completed and 
the health benefits of such meals in various settings, such as hospitals and facilities for the elderly, not limited 
to nursery schools. 
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I would like to mention a few other synergies that are already visible. 

One is the employee cafeteria, which is a collaborative menu we have established through meal kits and other 
means. The idea was to bring this directly to employee cafeterias. I can't give you a proper name yet, but we 
already have a project in the works to start such a collaboration in the employee cafeteria. 

The other is about facilities for the elderly, and Benesse has decided to hire us to do this as well, using our 
meal kits and ingredients, and using SHiDAX's operations. I have heard that Benesse will use Oisix ingredients 
as one of their sales pitches, and I have a feeling that we will be able to increase the use of such ingredients 
in the future. 
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Furthermore, although slightly different from the meal service business, SHiDAX is entrusted with nearly 1,600 
locations nationwide for school children and the management of school children. It is a very large company. 
Even there, it is not easy for children to get food at the facility for school children. So, many families send their 
children to a facility for school children during the summer and winter vacations. However, they have to make 
their own lunch box. I think this is a big problem for them. 

We have already decided to start an experiment at 10 facilities to provide our lunchboxes to such places so 
that children can eat delicious and safe food, while at the same time reducing the burden on the families. 
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Also, a possible synergy in the future would be to guide customers from the field in BtoB to BtoC customers. 

For example, a patient in a hospital would be managed nutritionally by hospital meal services while in the 
hospital. We believe that we can consider the use of our home delivery service in various facilities during the 
phase of treatment at home afterward.  

We would like to expand this business in the future. 
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Lastly, I would like to talk a little bit about the last part of our conversation with SHiDAX. We decided to invest 
in the company in October last year because our corporate philosophies are very close. Actually, since January, 
I have had many conversations with the company as a director, and I can sense the closeness of our corporate 
culture. 

The idea behind this is a common corporate philosophy, and as you can see here, both are future-oriented. 
SHiDAX is the children of the future, and Oisix ra daichi is the future of dining and the future of farming, both 
of which are expressed in our corporate philosophy of creating a good future. 

And the idea of turning social issues into business is used very frequently at management meetings of both 
companies. In this sense, I feel that the cultural compatibility between the two companies is very good. 
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Next is the schedule for the future. We made the announcement today and the TOB period will be from next 
Monday to December 25. During this period, the company will remain in the same form as before, an affiliate 
of 28%. 

And, after January, after Q4, the company will take the form of a subsidiary that we will own 66% of, and at 
the end of March, we will take SHiDAX private. 

I am a little late in saying this, but going private is one of our major goals, and while there are many possible 
synergies that could theoretically be realized as I mentioned, the process is very time-consuming when both 
companies are listed.  

When we thought that we needed to respond speedily to this drastically changing environment by repeating 
the PDCA cycle, we decided to take SHiDAX private to create a system that would allow us to invest resources 
from both companies in a trial-and-error manner. We plan to go private in March of next year. 
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Next is page 20, full-year forecasts. 

As of today, there is no revision to the initial plan, but we will make an announcement in the Q3 financial 
results because of the impact of the deal and other factors. 
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The other two topics are a bit more. 

The first is that we have been working on an initiative called “upcycling,” which is the conversion of uneatable 
items into food products, and we have received the Good Design Award for this. 
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The other is to provide foodstuffs to those who are economically disadvantaged, especially children of single 
mothers, by collecting them from food companies under the auspices of our company. The number of 
households we offer this service to is also increasing rapidly. 

In total, we provided 1.56 million pieces of food, equivalent to JPY550 million in monetary value. 

That is all for now. Thank you very much. 
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Question & Answer 

 

Moderator [M]: Thank you, President Takashima. We will now move on to the question-and-answer session. 

When asking questions, please provide your company name and name at the beginning of your question, and 
limit each person to two questions. Please understand that if you have many questions, we may not be able 
to answer all of them. Confirmation of the progress of the figures will be provided by the IR staff after this 
briefing. 

Now, Mr. Sumi, please ask your question. 

Sumi [Q]: Thank you. My name is Sumi of Tokai Tokyo Research Institute. Please allow me to ask two major 
questions. 

First of all, about your results, I would like to ask you about the number of Oisix members. You explained that 
you spent more on promotions, but I would like to ask you about the balance between customer churn and 
new acquisitions. You explained that there is still some customer churn due to temporary promotions, but are 
new acquisitions being made as expected? Is there any change to the per-customer acquisition cost that your 
company has been setting up? First of all, I would like to ask you about one point. 

Regarding the second point, I would like to ask about future changes and expectations with SHiDAX. What do 
you expect to see in terms of changes in the way President Takashima has been involved in the past by 
becoming more involved in management, how quickly synergies can be created, and what kind of 
improvements are expected in these areas? This is a rough question, but I would like to ask it. These are the 
two points I would like to ask for. 

Takashima [A]: Thank you, Mr. Sumi. 

First of all, regarding the number of people we are acquiring, as you pointed out, at the end of last fiscal year, 
or rather at the end of Q4, customers who were acquired in Q4 have dropped out quite rapidly, but we are 
acquiring a lot of customers, so we are spending money. 

We have been working on a slightly improved version of the acquisition method we used in Q4 of last year for 
H1 of the year. In that sense, I would say that acquisition costs have not risen dramatically. In the current 
situation, we have found that this approach has resulted in customers dropping out over a very long period 
of time. 

We have continued to improve our acquisition methods, but we decided that our methods had not improved 
to the point where we were able to reach our goal, and we made a decision based on the figures after six 
months. It's not that the cost of acquiring one customer has gone up dramatically, but we have spent money 
on acquiring customers who don't bring the same value that we have in the past, and we have a policy of not 
doing that in the future. 

So, not only are the customers we acquired in Q4 of last year continuing to drop out, but some of the 
customers we acquired in H1 of the year will also drop out, and we estimate that roughly half of the total, or 
40% to 50% of the customers we acquired will be such people. 

In terms of the second change in the collaboration with SHiDAX, one of the reasons is that both companies 
have been listed on the stock exchange until now. Every time we had various discussions, we had to go 
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through the Board of Directors and confirm that the transaction did not constitute a conflict of interest, which 
was very time-consuming. And I think that area could  be much better. 

The hypothesis has become much more concrete this time around. Until now, we have been working together 
with a small group of people to create a special project team that conducts experiments and formulates 
several hypotheses. Since we have identified some hypotheses, I think we are entering a phase where we will 
expand this to the entire project. 

In such a situation, I expect that I will be able to give instructions directly to both companies or rather, I will 
be able to establish a system to ensure the execution of such instructions, which is a very significant point. It's 
more like, expect it. I will do my best to make sure that happens. That is all. 

Sumi [M]: Thank you for your response. That is all. 

Moderator [M]: Thank you, Mr. Sumi. 

Now, Mr. Tominaga, please continue with your question. 

Tominaga [Q]: I am Tominaga from Toyo Keizai. Two points from me, please. 

First of all, can you tell me how you will handle the other businesses of SHiDAX? I think SHiDAX has more than 
just a meal service. I would like to know from you whether you are consider about that as a synergy or if it 
was attached and how you will handle it in the future, if not to the point of selling it off. 

Another thing is that Oisix seems to offer rather high-unit-price products, but I think meal services should be 
more reasonable. Thus, please tell me about your future approach to the meal service business, whether you 
will go with your company's upper-class meal service or if SHiDAX has the know-how to produce such low-
unit-cost meals. Please. 

Takashima [A]: Yes, thank you. First of all, about the non-food business of SHiDAX. The synergy study itself is 
a bit late, though, and we are starting with the food first. I think there may be a lot of other synergies as well. 

As for the service for school children, I glanced at earlier, this is not actually a meal service project. In the case 
of SHiDAX, we have a business that is called “social service” and is commissioned by local governments to 
operate libraries and roadside stations, and we are also commissioned to operate facilities for school children. 
I think we are going to find synergy here for now. 

In addition, Tokushimaru, for example, our subsidiary Tokushimaru is also working with local governments in 
some cases, so I think Tokushimaru and others may be able to collaborate as well. 

For example, SHiDAX is also doing the service of roadside stations commissioned. We have started discussions 
on the possibility of running the Tokushimaru from the roadside station, which SHiDAX is entrusted with. 
Therefore, our stance is not that it came with it, but we think that we should pursue synergy quite greedily. 

And then the part about the price of the ingredients, there is also the difference between the purchase price 
and the selling price, could you go back to this a little bit earlier? As shown P13, the reason for the 18% 
reduction in food and labor costs is that the conventional cost of food ingredients was based on the use of 
ordinary ingredients. 

On the other hand, in the case of the introduction of meal kits, we change the ingredients to those that meet 
our standards. In other words, if you change to premium ingredients and also go with a semi-cooked meal kit, 
the labor cost portion of that can be reduced quite significantly, so in total, the cost can be reduced a lot. 
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We do not believe that we only do high-value-added meal service. We believe that with our commercial 
products, we can probably accommodate facilities in the normal price range. 

Also, the vegetable procurement prices are probably different in that we procure our vegetables directly from 
farmers, but in the case of SHiDAX, they procure from the market and grocery stores. So, I think there are 
some vegetables that are organic but are cheaper at Oisix. That is all. 

Tominaga [M]: Can I ask one more point? 

Moderator [M]: You must be Mr. Tominaga. Yes. Please ask your questions. 

Tominaga [Q]: Thank you. This is Tominaga of Toyo Keizai.  

Related to your earlier explanation, if you can gain a competitive advantage in terms of labor costs and FL 
costs even when using premium ingredients, then the conventional meal service market is quite inefficient. Is 
it correct to say that there is room for your company to make more inroads in the conventional meal service 
market, or that it is a market that is quite inefficient in some areas?  

I have a question about the industry as a whole, President Takashima, and what you think about it. 

Takashima [A]: I think it probably depends on the type of meal service and the size of the meal service 
program, and where we can compete and where we can't. 

Meal service is a special case from our point of view, and even SHiDAX does not consider meal service as a 
food business. The reason is that it generally does not involve the purchase of foodstuffs. The school meal 
service business often involves dispatching personnel to the meal service facilities. It's more like a staffing 
business than a food business. I think such schools, or school meal services in general, would be very difficult 
for us. 

Other than that, I think our method of using meal kits could be a solution. In the meal service industry, this is 
true even when meal service providers are commissioned to do so, and it is also true when hospitals and 
nursery schools operate their own meal service facilities. There are two major polarities: One is the method 
of purchasing regular ingredients and preparing them from scratch, and the other is the method of purchasing 
completely ready-made food and serving it ready-made, although it is in the form of a fully prepared product. 

As you can see, it is very difficult to cook with ingredients, as I am sure you know at home. On the other hand, 
if everything is ready-made, it means that the repertoire of flavors and quality will not be sufficient. We 
wondered if there was anything in between, and meal kits were the way to do it at home. I think that the 
same thing can be said in the area of meal services. 

However, there are people who have various ideas, and the cheaper the better, and for them, it is probably 
better to use ready-made, fully-cooked products. For a place that insists on handmade products, it would be 
better to purchase ingredients from scratch. I guess that depends on each facility's approach. 

It is said it is good to get both of those things. They are also understaffed, so they only have a small number 
of people. But there is a need for something in between, where the cheaper the better, but also something 
that adds value well and makes the end customer happy. I feel that my approach can answer this need quite 
well. That is all. 

Tominaga [Q]: Thank you. You have no idea now that the ingredients are basically for meal kits or that you 
are purchasing inexpensive items for the meal service business. Am I correct in my understanding in this way? 
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Takashima [A]: Yes, that's right. If you ask me if I would never do it, I don't know, but yes. Perhaps with our 
procurement method, regardless of whether they use pesticides or not, we already have the cost advantage 
of doing things directly, and the cost advantage of getting it directly from the farmer. Therefore, we want to 
use the initial standard that takes safety into consideration as much as possible. 

Tominaga [M]: I understand very well. Thank you very much. 

Moderator [M]: Thank you very much, Mr. Tominaga. Ms. Nakajima, please continue with your question. 

Nakajima [Q]: I am interested in hearing what the primary reason is for making SHiDAX a subsidiary this time 
around. Thank you for your cooperation. 

Takashima [A]: Yes, that's right. Originally, in our business plan, we wanted to expand into the BtoB business 
in addition to the BtoC business, which was our concept several years ago, regardless of SHiDAX. 

We have considered both options of doing it in-house and working together with other companies, and have 
proceeded with both. Our own nursery schools are small, but now that we are providing services to about 800 
nursery schools, we have learned a lot about them, even though our nursery schools are small in scale. It was 
very good in that sense, but I originally thought it would be nice if we could work together with some other 
party to accelerate this process. 

When I thought about it, I realized that SHiDAX was the first company to invest in Oisix back in 2000, when 
we launched Oisix. At the time, I met with President Shida, and although it was right after the bursting of the 
bubble economy and no one was looking back at me, I was able to receive an investment from SHiDAX. As a 
result, we have a long relationship with them, and they saved us from almost dying as a newborn. In that 
sense, we decided to consult with SHiDAX first. 

In that sense, we have had a long history of business partnerships and personnel exchanges on multiple levels. 
In that sense, we decided to consult with SHiDAX first in the BtoB business, and that is how we started. This 
led to a partial investment last year, or my becoming an outside director of the company. 

Last year, we were thinking of starting from that point, but we also felt that there might be great opportunities 
if we were more serious about this and that it would be better to speed up the process. 

And why now? As I mentioned earlier, the business environment is changing very rapidly. I think there will be 
a few companies that will survive after this period of change and that we, as a company, can survive if we 
create a speedy system at this time. We have made such a decision that we will have to speed up now in order 
to be one of those companies again. It was not my decision, but rather a natural consensus that we should 
come together at this time, which came about through conversations with the management of SHiDAX. Thank 
you for your question. 

Moderator [M]: Thank you very much. Now, Mr. Sumi, please ask your question. 

Sumi [Q]: Excuse me for repeating my question. My name is Sumi of Tokai Tokyo Research Institute. I would 
like to ask two additional questions again. 

I would like to ask you about your progress toward your next plan, about the level of operating profit of 
JPY2.07 billion and EBITDA of JPY3.2 billion in H1 of the year. What is your response to this progress toward 
the JPY6 billion in operating profit, even before the current revision? This is the first point. 

Regarding the second point, I would like to ask about the number of Oisix members and the outlook for the 
full year. I understand that you have not changed your original plan of 450,000 members, but will there be a 
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certain number of members leaving in the future, perhaps 20,000 as you explained at the beginning of this 
presentation? I think you are expecting that from the figures for H1 of the year.  

I would appreciate any suggestions on the outlook for Oisix's membership and the pace of net growth. Thank 
you for your cooperation. 

Takashima [A]: Thank you very much. Let me summarize and answer a few questions. I really think we should 
say it properly, but I think some of the prospects are still difficult to see. 

As for the number of members, as I mentioned earlier, the current figure is 398,000, but I think it is probably 
around 375,000 at this point. 

We are expecting a change in shipping charges in November, which will not affect some of our sales that much, 
but we do expect some customers in the form of near-dormant to leave our membership. With that in mind, 
we are probably around 400,000 at the end of the fiscal year. Our target is now 375,000. After this, there will 
be a revision of shipping charges, so our target will be 400,000. I believe that our target will be 400,000 without 
adding numbers. 

As for profits, it is difficult to forecast profits because sales have not reached the number of people we 
expected. In our case, Q3 is the most profitable period, so it is difficult to know until Q3 and the year-end sales 
season. 

Currently, operating profit EBITDA is about 1.2x, although I expect this to increase to about 1.3 to 1.5 times, 
YoY, so I think we're a little bit short of JPY6 billion.  

We would like to issue a forecast at the timing of Q3, taking into consideration the impact of the SHiDAX case 
and the extent to which the year-end sales this year will be used by our customers.  

Thank you for your question. 

Sumi [M]: Thank you for your response. It is very clear. Excuse me. 

Moderator [M]: Thank you, Mr. Sumi. 

Is there anyone else who wishes to ask a question? Now that we have received all of your questions. 

Thank you very much for your time and reference today. Excuse me. 

Takashima [M]: Thank you very much. 

[END] 

______________ 
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