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Presentation 

 

Komine: Well, it's the scheduled time so let's get started. Thank you very much for taking time out of your 
busy schedule today to participate in the Oisix ra daichi Inc. Q2 Financial Results Briefing for the Fiscal Year 
Ending March 31, 2025. 

My name is Komine from Oisix ra daichi, and I will be facilitating today. Thank you very much for your 
cooperation. 

Today's financial results presentation will consist of two major parts. In the first half of the meeting, Takashima, 
Representative Director, CEO, will report on our business performance in H1 of the year and explain our 
business strategy for H2 of the year in about 30 minutes. The second half will then move on to a Q&A session 
with participants. The Q&A session will use Zoom's raise-your-hand feature to accept questions at the 
beginning of the session. 

For those participants who have difficulty speaking due to the environment in which they are participating, 
we will also be accepting questions via the Q&A button on the webinar. We will explain the details again. 

Let me now move on to the briefing. President Takashima, thank you very much. 

 

 

Takashima: Hello everyone. My name is Takashima from Oisix ra daichi. Thank you for your time today. 

This time, Oisix ra daichi and SHiDAX have been working together for six months since April, and this will be 
the first explanation after we joined together, so I would like to focus a little on the BtoB part of the business. 
Regarding the SHiDAX, I would like to explain the strategy in a bit more detail. I would also like to report on 
H1 of the year and talk about what we are thinking for H2 of the year. Thank you. 
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I would like to start with a summary of H1's overall performance, and then move on to H2. I would like to talk 
a little about the BtoB part of H2 and what the strategy was in the first place, and then I would like to talk 
about H2 as well. 

 

 

First of all, here are the results for H1 of this fiscal year. Sales were JPY125.7 billion, but with the addition of 
SHiDAX, we were able to grow our business to more than double the size of the Company. 

EBITDA is about JPY6.2 billion, which is roughly double. With the addition of SHiDAX and some BtoC 
subscriptions, and the improved profitability of Oisix La Daichi - Radish on the Oisix La Daichi side, the 
Company has roughly doubled in terms of EBITDA.  

I will discuss our strategy for H2 of the year later. 
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This is the summary of the company-wide performance for H1 of the year that I just mentioned.  

Sales of JPY125.7 billion, then EBITDA of JPY6.18 billion, about double. Operating profit was JPY3.33 billion 
due to the goodwill, et cetera; EBITDA and operating profit were slightly down compared to the same period 
last year, which was, however, a 61% increase; and net profit was JPY2.4 billion, a 73% increase. 
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This is what the profit trend looks like.  

As I will explain later, the BtoC business, Oisix ra daichi, had a six-month period during which we focused on 
profitability. Although profits declined slightly due to a slight decrease in sales, the improvement in 
profitability was greater, with improved profitability in the BtoC business and the addition of profitability in 
the BtoB business, which resulted in an overall increase in EBITDA of about JPY3 billion to JPY6.18 billion. 
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In explaining our business areas in the future, we will use this form of segmentation to explain our business 
areas. 

First, the BtoC subscription. Oisix ra daichi, Radish Boya, and Purple Carrot in the US are all relatively large 
four companies with annual sales of over JPY10 billion. Adding these up, we had sales of just under JPY50 
billion and a profit of JPY4.2 billion in H1 of the year, so sales decreased a little, but profits increased. 

Then there is the BtoB subscription, the food service provider business. This is about JPY30 billion in sales and 
about JPY900 million in profit. Then we have the social service business of JPY25.7 billion, with a profit of a 
little over JPY1 billion, or about JPY1.2 billion, and the vehicle operation service business of JPY13.3 billion, 
with a profit of JPY1.38 billion. 

The four main business areas or categories will be explained in accordance with these categories. 

In particular, in terms of the food business, the top two are the BtoC subscription and the BtoB subscription, 
so I would like to focus my report on these areas. 
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I would like to look at H1 of the year by business segment, starting with BtoC. 

For BtoC, today I would like to talk about Oisix, Radish Boya, and Daichi wo Mamorukai. 

Sales in H1 amounted to about JPY29 billion. As I will discuss quite a bit about promotions later, this is a period 
when we are focusing on efficiency, so the number of regular purchasers has decreased a bit, but we are doing 
this within our expectations. 

As for ARPU, ARPU is the active orders multiplied by the unit price, the number of orders multiplied by the 
unit price. It's like the frequency of purchases, and that has remained about the same, but the breakdown has 
changed quite a bit, and the unit price has grown quite a bit, and the frequency of purchases has gone down 
by that amount. There is the issue that if the purchase price is too low, people will stop buying. On the other 
hand, the higher unit price makes it easier to generate revenue, which also contributes to higher earnings. 

The reason for the increase in unit prices is partly due to the infrastructure of the world. However, other 
factors such as revisions to shipping costs and product development are also significant. The unit price has 
remained high compared to last year, and the situation is that profits are improving as it is. 
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In the area of promotion of acquired customers, we are still trying to break out of the effects of the rather 
large investment of money in PR last year. 

If I talk about what we did last year, as a result of our large-scale promotions, we ended up attracting a lot of 
light users. As a result, cancellations were much higher last year. From about two years ago, we did it over a 
period of three to four quarters, from the end of FY2023 to Q2 of FY2024. As a result of that, we are now 
educating ourselves and trying to do appropriate promotions again. 

The churn rate has dropped considerably, as shown in the graph on the left, and is even lower than it was 
before the massive promotion. 

Also, we have been able to find more affordable ways to promote our products. In fact, we are focusing on 
this. This has also helped us improve our economics. However, while our profitability has improved, the 
question is how we can expand this. We are currently experimenting with ways to expand our business at this 
level of efficiency, and we are starting to see some signs of progress. 
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In terms of the products we have sold in H1 of the year, we have done quite a lot of collaborations.  

In particular, we collaborated with the actress Ms. Anne and Pokémon, which were both new things for us. 
However, they became very popular on social networking sites and sold well, so we saw the expansion of the 
scope of our collaborations. This is what we have experienced in H1 of the year. 
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Profitability has increased by 2.5 percentage points compared to the same period last year, which means that 
profitability has increased by more than 1.2 times. 

We are making a profit of around JPY3 billion from the Oisix business. However, it is not just about improving 
the efficiency of promotional costs, as I have mentioned repeatedly. We have also been able to improve our 
purchasing and have had many hits with our own manufactured products. We are also making steady efforts 
to further improve distribution efficiency. The profitability of Oisix is improving considerably. 
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Next is Daichi wo Mamorukai.  

Sales here are about JPY5.3 billion. H1 of the year results in about JPY700 million in profit. It is subtle, but the 
number of members is slightly increasing net, and Daichi wo Mamorukai, which has always had a time losing 
members except for during the COVID-19 pandemic, is at least starting to increase a little from flat to 
increasing, which I think is a great good situation. 
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Radish Boya, for example, had sales of JPY8.2 billion and a profit of about JPY740 million in H1 of the year. 
The number of members is increasing, but there was a slight decrease in Q2 compared to Q1 due to seasonal 
factors.  

However, the basic trend is one of growth, and services such as the new irregular Radish are having a 
significant effect. I think that we are gradually growing in terms of revenue and are on a growth curve. 
However, on the other hand, as we continue to ride this growth curve, the number of light users is increasing. 
So, ARPU is decreasing slightly. 

However, in terms of profit margins, the situation has not worsened, in fact, it has improved, but only a little. 
These are the explanations for H1 of BtoC. 
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Next is BtoB. In the food service provider business, sales were JPY30.4 billion and profit was JPY890 million. 

The number of business contracts has increased to 1,044 for office cafeterias and nursery schools, and 792 
for hospitals and elderly care homes.  

In addition to this, there is also a business that wholesales foodstuffs, but not on consignment, and there are 
about 1,000 nursery schools alone, but what is written here is the number of cases where we are on 
consignment. 
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The food service business has been with us since this past April. We are seeing some signs, and there have 
been some successes in sales that we could not get before. 

One of the main reasons for this is that we started offering services like meal kits for food services, which can 
be received by a small number of people. We also started offering services like delicious salads that can be 
eaten in the office cafeterias. As a result, the number of new orders received has increased by 30% compared 
to the same period last year, and our rate of winning tenders has also increased. Although this is only a sign, 
there are signs that our sales are going to be more successful than before. 
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On the other hand, the industry as a whole was originally faced with the problem of a labor shortage and the 
rising costs of raw materials and labor. That continues to be the case in 2024, with the difficulty level of the 
questions further worsening, or rather, becoming more difficult. This is not just about us at SHiDAX but a 
common issue for the entire industry. 

One of the things we did in H1 of the year was to control the high labor costs by holding down hourly wages, 
but this resulted in a high turnover rate, and eventually employees had to work overtime to keep the Company 
running. In order to break out of this situation, we decided that we needed to raise base salaries, so we raised 
salaries for the first time in several years. 

At the same time, we visualize the performance of each store or type of store and negotiate prices for stores 
with poor profitability. 

In addition, we have been working together with Oisix and SHiDAX to improve profitability in procurement 
and logistics for H1 of the year. 
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The next is social services, which has sales of JPY25.7 billion and profit of JPY1.19 billion. This segment is 
involved in outsourcing various services for local governments. 

We are the largest operator of childcare services for school children, with about 2,000 locations, and we are 
also entrusted with the operation of local libraries, parks, and other facilities. 

The vehicle business had sales of JPY13.38 billion and profit of JPY1.38 billion. Here, this was an increase in 
sales and profit. This business includes the operation of black vehicles, such as the one pictured on the left, 
as well as local school buses and other transportation services. These are the results for H1 of the year. 
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Then, we will move on to H2 of the year.  

For H2, I would like to focus a little bit on BtoB and BtoC, BtoC and BtoB, and food products only. 

I would like to focus only on Oisix in the BtoC area, but there are several collaborations planned for H2 of the 
year, including some that I cannot announce at this time. We are also planning to tie up with a major movie 
drama, et cetera, so we would like to make sure that our customers are happy there as well. 

We are also starting a new functional Kit, which will focus on the theme of gut health, and we will promote 
the idea that the body can be in better condition by eating. 

As for the Deli, which is not a Kit, but a ready-made one, we are making a lot of progress in improving the 
service, and we expect to launch it as a new course during H2 of this half year. 
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In H2 of the year, many of you may have seen meal kits in supermarkets, where collaborative products such 
as the Pokémon collaboration have been very successful. We would like to expand such collaborations with 
supermarkets in H2 of the year as well. 

Then, for ARPU, until now, Oisix has only sold food. However, we are thinking of expanding our range, and we 
are planning to start selling supplements and home & kitchen products from H2 of the year. 
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Next is BtoB.  

On the BtoB side, as I mentioned earlier at the beginning, I would like to explain a little bit about the base 
strategy. 

The food service business is a very large market of JPY4.8 trillion, including office cafeterias, hospitals, senior 
citizens, elementary and junior high schools, and nursery schools, but there is no oligopoly, and even the top 
10% or top 10 companies account for only a quarter of the total market. 

SHiDAX is currently one of the top 10 companies in this industry. I think that the industry will become more 
and more oligopolistic in the future, and that there will be further restructuring. We want to make sure that 
we are one of the winners in this process. 
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In terms of the profit structure of this food service business, raw material and labor costs account for 80% to 
90% of sales, and both of these costs are currently a major issue. 

In the first place, it's difficult to find people, and even if we can, it's expensive, and the prices of raw materials 
are rising rapidly. 

On the other hand, in the case of food service, hospital meals are typical, but the price is set by law. It is not 
something that can be raised in price immediately. They are unable to raise prices as quickly as restaurants 
can. This is one of the reasons why the performance of food service providers has deteriorated considerably, 
and some have even gone bankrupt. 
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We see this as both a pinch and an opportunity for us, and under these circumstances, we would like to use 
the skills we have developed at Oisix to do this BtoB food service business as well. 

There are many similarities, the most common being that, as noted on the right, the customers are generally 
the same for both us and food services, but the menu we serve is different every week, every day. Rather, the 
same menu is served to different customers in restaurants. We deliver something like "this is this month's 
menu" to different customers. I think supermarkets are similar to that.  

However, we are quite different from that, and the premise is to deliver different things to the same 
customers. We have set up a supply chain to make that happen, so we can say that there are quite a few 
things in common. 
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We are trying to take advantage of these many commonalities and leverage the strengths we have developed 
in that BtoC. There are about three things, one of which is a tool that would provide premium value in a short 
period of time, which is the value represented by this meal kit. This would be the first weapon. 

Second, we have procurement capabilities through our direct network of production areas.  

Third, we have built our food distribution business almost entirely on the premise of DXing, which we intend 
to apply to the BtoB food service business. 
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To elaborate on the first one, the meal kits that combine premium and shortened working hours, we have 
been experimenting with meal kits at nursery schools and other such places, and the number of working hours 
has been reduced considerably, which in turn has lowered labor costs. 

Raw material costs will go up a bit, but labor costs will go down, and in total, profitability will increase. Or we 
are seeing a form that will allow us to operate with a smaller number of people than before. 

Also, the fact that we offer such a menu has led to an increase in the rate of children who finish their meals 
at this nursery school. However, because the rate of children who finish their meals is increasing, we are able 
to use fewer meal kits. Another point is that we are also able to increase the level of satisfaction of the children 
who eat the meals. 
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The second is procurement, which, needless to say, will use our procurement network.  

Third, as I mentioned earlier, we are also thinking of reflecting such functions in BtoB as well, such as 
information forecasting using Myware we have created for our system. 
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Through the above, we aim to achieve sales of around JPY60 billion by 2030.  

We also aim to achieve sales of JPY100 billion by 2030, and we call this the Time Performance Food Provide 
Model. Our basic strategy is to make our presence felt in the school lunch industry, which is undergoing rapid 
change, by introducing this model. 
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What we are doing within that basic strategy.  

The information is a little rich. There are four areas in the food service business, and we are working in four 
areas: office cafeterias, hospitals, elderly care homes, and nursery schools. We do school lunch services, but 
school lunch services are a little bit of a separate segment right now, so I'd like to talk about these four 
segments today, and then we'll talk about five of them. 

Reduction of raw materials and DX at food service sites, I think these two things are common to all types of 
businesses. 

We would also like to optimize labor costs, utilize the Oisix brand, and strengthen our sales structure. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
27 

 

 

 

In terms of common items, we will reduce raw materials by using Oisix's delivery and procurement capabilities, 
and we will also promote DX, which overlaps with what I mentioned earlier. 
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As for the office cafeteria, it has a shortage of vegetables, and it is good if the employees are happy. Therefore, 
we have started to introduce a menu like "Oisix times Oisix Salad" to various office cafeterias as a selling point. 

The strategy for H2 of the year for the office cafeteria will be to strengthen sales, as the sales win rate has 
increased considerably using this as leverage. 
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In terms of hospitals, this is a situation where we need to protect them first before we can attack them. This 
is a place where there is a serious shortage of staff, and where operations need to be carried out 24 hours a 
day, 365 days a year, and where mistakes are not allowed.  

I think that the most important thing is to replenish the staff, so we will resolve the shortage of staff by 
digitizing the workload and properly training the staff. 

If the labor shortage is solved, there will be no overtime pay for employees, so I think the profitability will be 
better if the labor shortage is solved properly. 
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Elderly care homes are a bit similar to hospitals, but the staffing situation is still better or more favorable than 
in hospitals.  

Benesse has already started initiatives like Oisix's salad at its food service facilities, and it seems that the 
satisfaction level there is very high. We will develop a sales method to provide high-value-added ingredients 
at high-value-added elderly care homes. 
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As for the nursery schools, they are like office cafeterias, requiring only one meal per day, so there is not much 
of a human-power shortage problem. 

On the other hand, the birthrate is declining rapidly, so it is very important for nursery schools to differentiate 
themselves from each other, and we will help them do so from the viewpoint of food. 
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As for the organization, Tsutsumi, a board member of Oisix, will be in charge of SHiDAX Food from this October, 
and we would like to speed up the process.  

These are the strategies for H2 of the year. 
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I would like to talk about the last sustainable topic as usual. 

First of all, we are continuously committed to Noto, and in January, we were part of the SHiDAX soup kitchen 
team and also transported water and goods. We also delivered supplies by Tokushimaru to people who had 
taken refuge in places that were not evacuation centers, and they were very pleased with the service. 

There was another torrential downpour this past September, and we provided supplies and volunteered at 
that time as well.  

From now on, we will be entering the phase of recovery and reconstruction. In the reconstruction phase, that 
region will also have very delicious marine products and processed marine products. There will also be a lot 
of sake, rice, and Senmaida. We would like to provide support in those areas and make good products. 
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Next, plant-based products have been available at Natural Lawson since the end of last month. It will be a bun 
made with a plant-based meat called P-meat. Regarding the meat buns, they do not contain meat. I really 
want you to try them. I think you will find that the flavor has soaked in more than in a regular meat bun, and 
you will be able to experience something new. 
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This is about FamilyMart.  

These are FamilyMart stores in the Kansai and Tokai areas. This week, they started selling chips made from 
non-standard roasted sweet potatoes using chemicals. We have been making upcycled products like this at 
Oisix, and the number of cases where other distributors have picked them up has been increasing considerably. 
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We have also continued to support children through our WeSupport Family program, in which we serve as 
the secretariat for the delivery of food to children's cafeterias and food pantries. We are probably the largest 
food pantry in Japan, delivering food to nearly 30,000 households on an ongoing basis. 

That is all from me. Thank you very much. 
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Question & Answer 

 

Komine [M]: Thank you, President Takashima. We will now move on to the question-and-answer session. 
Questions and answers will be taken orally using Zoom's raise-your-hand function. 

When asking a question, please state your company name and name at the beginning of your question, and 
limit each person to two questions. 

We will now move on to accepting questions. If you have any questions, please let us know using the raise-
your-hand button on the screen. 

Now please unmute and ask your questions. Please also include your company name and name at the 
beginning. 

 

 

Sumi [Q]: My name is Sumi from Tokai Tokyo Intelligence Laboratory. Two questions from me, please. Please 
begin by describing your business performance. 

In terms of progress toward the full-year plan, you have indicated that operating profit and EBITDA exceeded 
the plan by JPY7 billion and JPY11 billion, respectively. I would like you to explain again the factors behind 
these increases. 

I wonder if the improvement in Oisix's profitability was a major factor or if the consolidation of SHiDAX was 
more than expected. That is the first question. 

Sorry. Now I will continue with the second question. Your full-year plan for the Oisix business is to increase 
the number of members by about 6,300; and I would like to ask about the progress on this. 
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Also, how long do you expect to continue building a system to improve profitability, and when do you expect 
to see renewed growth? These are the two questions. 

Takashima [A]: Thank you very much. I've just received two questions, and I think they are both very relevant. 
However, the first question is about the fact that Oisix's earnings improvement was better than expected. 

In particular, the growth in unit price is higher than we had expected. The profit margin increases because the 
amount we deliver for each box is higher. I think that the unit price and profit margin themselves are 
increasing, and that is a big factor. 

On the other hand, in order to further improve profitability, we need to increase the top line, and in Q2 of 
this year, the relocation of the Atsugi Refrigeration Center was successfully completed, and we are now ready 
for stable operation of both refrigerated and frozen products to ensure profitability in sales. In this sense, I 
believe that the top-line growth is expected to be a significant factor in improving profitability in the future. 

In order to extend the top line, we are still trying to determine where the number of people will bottom out 
and grow. 

We are careful to avoid repeating the same situation where we rush into promotions, invest in costs, increase 
the number of light users, and then they quit again soon afterward. 

In our business category, the biggest timing is the timing of new life. Many of our clients move to a new place 
in March or April, or return to work, or start a nursery school or elementary school life, or change their lifestyle 
and food supply methods at such times, and many new members join at that time. 

The most important thing we are targeting now is to firmly increase the number of people in the new life next 
year, around March and April. 

Also, in some cases, people make resolutions in January, such as "I'm going to work hard on my cooking this 
year," "I'm going to live a healthy life this year," or "I'm going to lose weight this year." In January, many 
people make these kinds of resolutions, including myself, so I'd like to run a campaign in January too. I'd like 
to bring the number of new users up steadily from that time. That is all. Thank you for your question. 

Sumi [M]: Very clear. Thank you very much. 

Komine [M]: Thank you, Mr. Sumi. If you have any further questions, please let us know by using the raise-
the-hand button. Since there does not appear to be anyone who wishes to ask a question, we will now move 
on to answering the questions we have received via text. 

I'm sorry. I have checked the person with the raise-the-hand button. Mr. Yasuda, please give us your 
comments. 

Yasuda [Q]: Yes. Thank you very much today. My name is Yasuda of TOYO SECURITIES. 

I just have one question. I think you mentioned that the cost of labor and materials was rising in the food 
service business. It is difficult to stop the rise in material costs. Is it correct to understand that this part will 
continue to be affected in the medium term? That is all. 

Takashima [A]: Yes, thank you. It is conceivable that they will continue to be affected. In particular, the price 
of rice continues to rise, and it is necessary to respond to that. 
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In that sense, Mr. Sumi's question earlier about whether it is Oisix or SHiDAX that has improved its profitability, 
Oisix has improved, but in the case of SHiDAX, there are quite a few negative factors, labor costs have gone 
up, and raw material costs have gone up as well. 

As a result of various measures taken in response, I think the current situation has remained flat. 

However, we haven't done everything we planned to do, so we're going to do a lot of things in H2 of the year. 
Depending on the type of business, in the case of office cafeterias, it's relatively easy to negotiate with clients 
about things like raising prices in staff canteens or reviewing raw materials. 

Since the office cafeteria is the part of the business where the probability of sales success is currently 
increasing, I believe that our basic policy is to increase the number of office cafeterias that can generate a 
solid revenue stream. 

It is also relatively easy to raise prices for elderly care homes. On the other hand, hospital food services are 
the most difficult to raise prices for, and the amount is also determined by the calculations of the nutritionist. 
In addition, the price is basically within the scope of health insurance, so it is not easy to negotiate prices with 
the client. In the first place, it is also necessary to lobby the government, so the difficulty level is high in some 
cases. 

As I have explained in each of the four segments today, I would like to separate the offensive and defensive 
areas in H2 of the year, while making a bit of a distinction between them. 

In any case, labor costs will continue to be affected, as well as raw materials, so this is not just for us, but for 
everyone in the industry, and I think those who find solutions here will survive. That is all. 

Yasuda [M]: Thank you very much. 

Komine [M]: Thank you very much, Mr. Yasuda. Next, if you have any questions, please use the raise-hand 
button. I will now move on to answering the questions we have received in the text. 

This will be your first question. 

Participant [Q]: When do you expect the synergy effects with SHiDAX to be reflected in your business 
performance? Also, have you set any numerical targets for SHiDAX in terms of profitability? 

Takashima [A]: In that sense, the profit effect with SHiDAX has already been realized. Essentially, it wouldn't 
be surprising if the profit margin had dropped considerably. However, we have maintained sufficient 
profitability in H1 of the year, so I think that has already been achieved.  

Also, there are many things that are quite difficult in H2 of the year, but there are many solutions, and there 
are many things to do, such as logistics and procurement. So, in that sense, I think we will be able to do it in 
the future. What was the question again? 

Participant [Q]: When do you expect to see the synergy results of SHiDAX? Has a numerical target been set 
for the profit side of SHiDAX? 

Takashima [A]: Yes, that's right. In that sense, synergies are already in the numbers, in terms of revenue. 

In terms of sales, this is probably similar to the BtoC business mentioned earlier, but the timing of the fiscal 
year is also the timing of sales, and the following March and April is a major time for switching vendors. I am 
now actively engaged in sales and marketing, and I wonder how far we can go during H2 of this fiscal year, 
which will be significant in terms of sales. 
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If we can also create a model with SHiDAX and Oisix, I think we will be able to move away from the current 
era of many relatively small food service providers in each region to one of consolidation, and if we can create 
a solid model, we can actively develop M&A activities. We will work to create such a model in H2 of the year. 
If we can do that, we believe that we will be able to do more and more sales starting in 2025, and we will also 
be able to move forward with M&A. 

We are targeting sales of JPY100 billion, but we would like to achieve this not in 2030, but much earlier, 
including through M&A. 

As for profit margin, we are targeting 10% EBITDA for both BtoC and BtoB, which is the same as the BtoC 
business area. 

Komine [M]: Thank you very much. Now that we have received all of your questions, we will conclude the 
briefing. Thank you very much for taking time out of your busy schedule to join us today. Excuse me. 

Takashima [M]: Thank you very much. 

[END] 

______________ 
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