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Investor Briefing on FY 2025 Business Results & FY 2026 Management Plan:  
Q&A Summary 

 
Date: May 8, 2026 (Fri.) 10:00 to 11:30 
Respondents:  Masahiro Okafuji, Chairman & Chief Executive Officer 

Keita Ishii, President & Chief Operating Officer; Chief Strategy Officer 
Hiroyuki Naka, Chief Financial Officer; Chief Transformation Officer 
Shuichiro Yamaura, General Manager, General Accounting Control Division 

Terminology:   CTC = ITOCHU Techno-Solutions, ETEL = European Tyre Enterprise Limited, CM = CSN Mineração 
 

Supplementary Explanation from CFO & CXO: “Approach to planning” and “Visibility in achieving the plan” 

I would like to provide supplementary explanation on two points: our “approach to planning” and “visibility in 
achieving the plan.” 
First, regarding our approach to planning. As Basic Policy on page 3 of the presentation materials, the KPIs we 
prioritize most are ROE and EPS. Our fundamental policy—to pursue sustainable enhancement of corporate 
value by driving earnings growth while maintaining efficiency—remains unchanged. 
There is also no change in our cash allocation policy, which continuously maintains a solid financial foundation 
by balancing three factors; growth investments, shareholder returns, and control of interest-bearing debt. 
However, we recognize it is important to flexibly manage this balance within the boundaries of financial 
discipline, in response to changes in the business environment and management conditions. While we continue 
to deliver record-high profits, we are fully aware that the market views of our profit growth as insufficient. 
Accordingly, under our Management Policy of “No growth without investments,” we will place greater emphasis 
on growth investments in FY2026. We have built up a solid pipeline with highly feasible projects that will 
contribute to the creation of new core businesses, and we expect to achieve growth investments totaling 
approximately ¥1.5 trillion in FY2026 which is not a preset allocation. 
At the same time, we will further enhance shareholder returns, with share buybacks planned at ¥300.0 billion 
or more. This is intended to enhance EPS and should be regarded as a reflection of management’s strong 
commitment to maintaining high ROE. However, our fundamental approach is that high ROE should be achieved 
through increasing consolidated net profit—the numerator—rather than by adjusting total shareholders’ 
equity—the denominator—through share buybacks. 
For FY2026, our plan is based on the concept of leveraging debt to achieve profit growth through growth 
investment, while maintaining highly efficient management. 
Next, regarding the visibility in achieving the plan. Please refer to page 14 of the presentation materials. 
Some may have felt that our core profit growth was somewhat sluggish in FY2025. We believe that it is essential 
that we demonstrate solid growth in core profit for FY2026. 
Starting from FY2025’s core profit of ¥781.5 billion, we have adjusted for current assumptions on resource prices, 
forex, and the impact of the Middle East situation. We expect an increase of ¥25.0 billion from the turnaround 
of previously underperforming businesses and ¥65.0 billion from new investments. Of ¥65.0 billion profit 
contribution from new investment, ¥15.0 billion profit increase from investments executed in FY2025 and ¥50.0 
billion from those to be executed in FY 2026. And approximately half of the ¥50.0 billion profit has already been 
secured through executed investments in FY2026 such as the additional acquisition of Hitachi Construction 
Machinery, the conversion of ITOCHU-SHOKUHIN into a wholly owned subsidiary, the additional acquisition of 
North American power business, and new investment in Sun Frontier Fudousan. In addition, for the remaining 
investments of approximately ¥900.0 billion planned in FY2026, several projects are already at the final stage of 
negotiations or are being negotiated under basic agreement, and we expect these investments to be realized 
successively, and to start contributing to profit in the 2nd half of FY2026. 
We also plan to steadily accumulate core profits in each business. Major items for which the amounts are 
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disclosed in the materials include DESCENTE (+¥5.8 billion), CTC (+¥4.4 billion), North American construction-
materials business, Dole, Aerospace business, NIPPON ACCESS, and ETEL, with a total profit increase of over 
¥22.0 billion expected from these seven businesses. In addition, although the amounts are not disclosed, we 
anticipate higher profit contributions from businesses such as CM, primarily due to significant improvements in 
forex valuation losses in FY2025, and Marubeni-ITOCHU Steel, and Tokyo Century. We also expect steady growth 
in our medium-sized companies which are strengths for ITOCHU. 
As for extraordinary gains, several projects are already nearing closing, and we expect to realize more than half 
of the ¥90.0 billion in the plan within the Q1. Furthermore, we have incorporated a loss buffer of approximately 
¥40.0 billion to address risk scenarios such as prolonged geopolitical instability in the Middle East and expansion 
of indirect impacts. 
Based on these considerations, we are confident that our profit plan is highly achievable. For FY2026, we will 
commit to deliver record-high consolidated net profit of ¥950.0 billion again this fiscal year. 
 
Q&A 

Q: With growth investments increased ¥1.5 trillion from the previous target up to ¥1 trillion and given your 

explanation that ¥1.5 trillion is not a preset allocation, I assume that a certain level of pipeline visibility 

already exists. Could you explain the approach, objectives, and areas under consideration regarding the 

“investments to raise the earnings level” described on page 5 of the presentation materials? 

A: (Respondent: President & COO; CSO Ishii) To achieve sustainable upward growth, we believe it is necessary 

to deliver a step-change in earnings starting this fiscal year, and we have a strong sense of urgency to build 

up at least ¥50.0 billion in addition profit annually. To do so, how we approach investments is critical, and 

even considering an ROI of around 8%, investments of sizable scale are required. Our strength lies in hands-

on management, where we deeply engage with investees after investment and drive growth over several 

years by leveraging the functions and capabilities of our Group. At the same time, we would like to review 

our portfolio composition once again. Just as other general trading companies with strengths in resource 

businesses expanding into non-resource sector areas, it is also possible that as a company with strong non-

resource capabilities aiming to surpass the ¥1 trillion earnings level, we may also incorporate a certain level 

of exposure to basic industries and resource-related sectors into our portfolio. In Resource sector, we have 

continuously invested in such as iron ore and uranium in line with the expansion of our overall asset base, 

and we intend to maintain a certain scale of assets in these areas going forward. ¥1.5 trillion growth 

investment plan for this fiscal year, after excluding CAPEX and already approved new investments 

(approximately ¥300.0 billion), more than half of the remaining roughly ¥900.0 billion is already accounted 

for by projects currently under consideration. Going forward, we intend to examine a wide range of 

opportunities, including in Basic Industry-related and Resource sectors. 

Q: Could you explain the role and future strategy of The 8th Company? I understand that when The 8th 

Company was established in 2019, the objective was to break down vertical organizational silos and strongly 

promote cross-company collaboration. Including the background to the change of the responsible Division 

Company for FamilyMart to Food Company, could you share the future direction and strategy for The 8th 

Company? 

A: (Respondent: Chairman & CEO Okafuji) General trading companies have traditionally operated within 

vertically segmented organizations, and The 8th Company was established as the hub for leading cross-

sector initiatives. Mr. Hosomi, the first President of The 8th Company, subsequently served as President of 

FamilyMart and achieved results in new businesses including retail media, and has now been reappointed 
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president of The 8th Company. In addition to initiatives such as Seven Bank, The 8th Company is also 

pursuing new investment projects that cannot be handled by any other Division Company, but through which 

cross-sector businesses can be created. About seven years have passed since the establishment of The 8th 

Company, and through staff rotations with other Division Companies, it has finally developed into an 

organization capable of addressing one of the general trading industry’s biggest structural challenges. From 

the perspective of clients, there are an increasing number of cases where it is unclear which division they 

should approach, and in our case, they now specifically approach us saying “they would like to consult with 

The 8th Company.” We intend to further expand the role of The 8th Company. Our vision for The 8th 

Company to develop new businesses and connect them to the businesses of each Division Company. Last 

fiscal year, we also invested in a generic pharmaceutical company. While our Chemicals Division already has 

transactions in this area, including logistics, The 8th Company will take the lead particularly in alliances with 

overseas companies. The biggest issue in general trading companies is the vertically segmented organization, 

and there are an increasing number of businesses that cannot be developed under such a structure. In 

addition, regarding our alliance with JR East, station buildings themselves are not the subject of the alliance, 

but there is significant room for utilizing the large land areas adjacent to them. By combining land owned by 

JR East with the development expertise of our subsidiary, we intend to develop growth opportunities. We 

have particularly focused on expanding the Machinery Company’s business, and its profit scale is now 

approaching ¥200.0 billion. At the same time, the real estate-related business also has significant room for 

further growth from the current level of around ¥30.0 billion. Because of past large losses in real estate 

business, we have so far taken a conservative approach, including placing restrictions on asset holdings, but 

going forward we would like to expand this area more proactively. In our alliance with JR East, both sides 

would like to expand collaboration into other areas as well, using real estate as a starting point, and The 8th 

Company will likely serve as the hub for that. In this way, we expect The 8th Company to act as a core central 

hub, developing and investing in new businesses, and then allocating them to the other Division Companies 

that possess the relevant functions. 

Q: We understand that over the past two years, growth investments did not reach ¥1 trillion because of the 

strict assessment of investment. With the increase in growth investments to ¥1.5 trillion, could you explain 

any changes in investment criteria and what measures are necessary? 

A: (Respondent: Chairman & CEO Okafuji) I understand there may be concerns that if we suddenly accelerate 

the pace of investments, investment criteria could be relaxed. However, the ¥1.5 trillion level was set based 

on the accumulation of specific projects. Around February this year, the gap in share price performance 

versus other general trading companies widened sharply. One reason may be that other general trading 

companies are making bold moves, including resource investments on the scale of ¥1 trillion. For 

shareholders, large investments may be more appealing because they create a sense of future potential, 

even if the profit contribution comes much later. ITOCHU has been making steady and reliable investments, 

but perhaps there has not been enough excitement. Because we experienced failures in large investments 

in the past, there was a company-wide tendency to become overly cautious. As top management, while 

continuing to apply investment criteria, we must also instruct the front line to pursue opportunities more 

boldly, while accepting a reasonable level of risk. In addition, we need to adopt the mindset of using high-

return large-scale investments to raise the earnings level of each Division Company, rather than simply 

focusing on the amount invested. For example, in ICT & Financial Business Company, the investment 
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amounts pipeline projects have increased, but the current pipelines still consist mainly of relatively small-

scale projects. Even if the investment criteria are strict at the initial stage, if a project has the potential to 

generate significant synergies through horizontal collaboration, it is necessary to structure it properly and 

execute it. Since last year, a significant number of potential projects have appeared and when we add up the 

projects with a solid basis, the total reaches around ¥1.5 trillion. We believe the FY2026 consolidated net 

profit plan of ¥950.0 billion is achievable, and after that, we absolutely intend to achieve net profit of ¥1 

trillion. One characteristic of ITOCHU is that, once a certain earnings level is built up, it does not easily decline. 

We also believe we may have been somewhat too cautious up to now, and I have already directed at 

headquarters management committee to pursue investments. I will take the lead and drive this more 

aggressively than anyone else. I have also instructed each Division Company President to take the initiative 

and approach investments somewhat differently than before. 

Q: Could you explain what is meant by building up high-quality interests in Resource sector, as stated in the 

presentation materials? 

A: (Respondent: Chairman & CEO Okafuji) In the past, we believed that all good resource projects went to the 

general trading companies associated with the former zaibatsu (family-owned financial conglomerates) and 

that the projects that came to ITOCHU tended not to be attractive. However, when I recently spoke with top 

management of a major global resource company, which is one of our important partners, he said, regarding 

high-quality projects, that “because of our longstanding relationship, we would like to explore this with 

ITOCHU,” and “we had thought about bringing this to general trading companies associated with the former 

zaibatsu, but since that company is already working with a competing resource major, we would like to work 

with ITOCHU instead.” We recognize again that it is not true that good opportunities will not come to us 

automatically. Investments in LNG and crude oil require very large amounts of capital, but in crude oil, for 

example, we are already participating in Sakhalin 1, which is exactly the kind of project that should be 

considered from a long-term perspective. Another area where we have lagged behind is copper, but in some 

cases, there is room for us to enter through partnerships with major resource companies by utilizing 

expertise from Division Companies outside Metals & Minerals. General trading companies should maintain 

a certain level of involvement in Resource business. Even within the projects in Australia, business 

environments differ between coking coal projects in Eastern Australia and iron ore projects in Western 

Australia due to differences in state royalty payment systems. The risk profile of a project differs by 

geography, and we must therefore consider a well-balanced portfolio. However, this does not mean we are 

making a major shift toward Resource investments. Resource sector currently contributes around ¥200.0 

billion in profit, but because these are depleting assets, we will consider our approach from a long-term 

perspective.  

Q: From a long-term shareholder return perspective, how do you think about the balance between dividends 

and share buybacks? 

A: (Respondent: CFO & CXO Naka) We have increased dividends for 12 consecutive years, including this fiscal 

year, and we have always placed importance on maintaining a progressive dividend. Over the past two years, 

we did not clearly state a progressive dividend in our long-term shareholder return policy, but this time we 

clearly included it to make clear our commitment to maintaining a progressive dividend alongside steady 

profit growth. As for the amount of the dividend increase, the increase was kept to a modest level last fiscal 

year because profit growth itself was limited. Regarding dividends, our highest priority is to steadily increase 
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dividends in line with profit growth without reducing them. As for the total payout ratio, as stipulated in our 

Management Policy, there is no change to the policy of “40% or higher.” However, by maintaining financial 

discipline, we will carry out appropriate cash allocation, and our policy is to respond flexibly with share 

buybacks depending on business conditions at any given time. Accordingly, this fiscal year, considering 

factors such as ROE, management efficiency, and profit growth, we decided to take a flexible approach to 

shareholder returns and increase the amount of share buybacks, resulting in an initial forecast total payout 

ratio of 64%. We fully recognize the importance of shareholder returns, but our fundamental approach 

remains unchanged: rather than relying excessively on shareholder returns as a means of enhancing value, 

we will enhance corporate value through profit growth and then expand shareholder returns based on profit. 

Q: Over the past two years, I think that profit contributions from new investments appeared to be smaller than 

the initial forecast. Some investments may take time to generate returns. Could you share your view on the 

feasibility and outlook for profit contributions from new investments in this fiscal year’s plan? 

A: (Respondent: Chairman & CEO Okafuji) Over the past two years, our investments have tended to be relatively 

small in scale. In the past, we made additional share acquisitions in CTC, FamilyMart, and DESCENTE at right 

times, and these have become major success cases because of substantial growth. Based on these cases, we 

have also executed additional acquisitions elsewhere and have steadily produced results. 

A: (Respondent: CFO & CXO Naka) FY2025 organic growth in core profit included +¥11.5 billion from FamilyMart 

and +¥9.0 billion from CTC, in which we had made additional acquisitions in the past, while DESCENTE 

recorded a significant profit increase in FY2025 driven by the effect of additional acquisitions and is expected 

to post further profit growth this fiscal year. In other words, some of the numbers may appear separately in 

the categories of profit contribution from new investments and organic growth. In some cases, enhancing 

profitability through PMI and hands-on management takes a certain amount of time, but we believe that 

the initially expected returns from new investments have been steadily realized. 

A: (Respondent: Chairman & CEO Okafuji) For example, with DESCENTE, local sales in China have reached 

approximately ¥200.0 billion and performance is extremely strong. ANTA, DESCENTE’s partner in China, has 

acquired PUMA and is also developing FILA, with momentum that surpasses NIKE and adidas. However, it is 

important that we should not rely solely on ANTA and that we continue to enhance the value of the 

DESCENTE brand by ourselves. It is important to further accelerate growth in businesses that are already 

performing well, while steadily improving the underperformed business. 

Q: Could you share your view on inflation? Given the situation in the Middle East, prices of various goods may 

rise going forward. Since ITOCHU has many domestic and downstream businesses, and FamilyMart has seen 

customer traffic decline due to price increases, if prices rise further, there may be a greater-than-expected 

decline in demand or significant changes in purchasing behavior. Could you share your outlook and view on 

the risks? 

A: (Respondent: Chairman & CEO Okafuji) Generally speaking, companies tend to generate profits when prices 

are rising, but when prices begin to fall, they may be forced to sell high-cost inventory at lower prices, which 

reduces margins. Amid the current broad-based rise in prices, consumers’ willingness to spend may decline 

somewhat, but each Division Company, from upstream to downstream, has already anticipated the broad 

market changes and is setting prices accordingly. For example, if the selling prices are adjusted at the same 

rate as the increase in procurement costs, margin should be maintained. Each business is managing this well 

at the operational level, and we do not expect it to become a critical issue. 
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A: (Respondent: President & COO; CSO Ishii) With regard to the Middle East, a large volume of naphtha passes 

through the Strait of Hormuz, and because the petrochemical supply chain fans out from naphtha as its 

starting point, a shortage of naphtha increases intermediate inventories and results in some delay before 

supply reaches the final stages. There are already shortages in paint, polyester, construction materials, tires, 

and packaging containers. If naphtha cannot be procured from other regions, shortages of goods could result 

in price increases, inflation and weakening the economy. On the other hand, if price increases reduce 

customer spending, price adjustments may occur through supply and demand. As a general trading company, 

we intend to take a broad view and respond appropriately. 

Q: Is it correct to understand that over the next two to three years, ITOCHU will maintain an aggressive 

investment stance at the ¥1.5 trillion level or higher and pursue further growth in core profit with the aim 

of achieving ¥1 trillion in FY2027, in other words, ITOCHU is entering a medium-term phase of accelerated 

growth? 

A: (Respondent: President & COO; CSO Ishii) For core profit, we expect ¥900.0 billion in FY2026, and after that 

we will pursue steady growth toward ¥1 trillion. The ¥1 trillion earnings level we are targeting is not a 

temporary level driven by resource price fluctuations; rather, even with some fluctuation in resource prices, 

we intend to steadily increase core profit. To that end, our investment policy is to steadily build up a portfolio 

of high-quality projects that will reliably contribute to sustainable growth in core profit. While naturally 

continuing to leverage our strengths in Non-Resource sector, we also intend to incorporate some Resource 

sector opportunities and continue to aim for steady profit growth. 

Q: Regarding the ¥1.5 trillion investments plan for FY2026, given your proactive stance on accelerating growth, 

I assume some projects may involve relatively high return. How do you view the expected return levels? 

A: (Respondent: President & COO; CSO Ishii) One of our strengths is hands-on management after an investment, 

and our ability to improve ROI by steadily implementing initiatives that drive profit growth. Therefore, if a 

project has future growth potential and can be nurtured and expanded through our involvement, we can 

pursue it not only from the perspective of current investment efficiency but also with regard to the potential 

for improving returns over the medium to long term. At the same time, there has been no change to our 

internal investment criteria or our way of thinking about returns, and we will not relax investment discipline. 

Our policy is to proceed steadily while carefully assessing potential growth. In order to take ITOCHU’s 

earnings to the next stage, we would first like steadily to execute the ¥1.5 trillion in investments planned for 

FY2026. 

Q: Does this mean that going forward, ITOCHU has made a gear shift or policy shift in its investment policy, and 

intends to continue making investments on a scale similar to ¥1.5 trillion on a medium- to long-term basis? 

A: (Respondent: CFO & CXO Naka) For FY2026, we presented a certain investment amount because multiple 

projects are already in the pipeline and moving forward. On the other hand, investment amounts from 

FY2027 onward will depend on the status of projects at that time, so we are not assuming the same scale 

uniformly at this point. The medium- to long-term investment scale may fluctuate somewhat depending on 

how many opportunities we can identify to invest in high-quality projects, but there has been no change in 

our commitment to steadily building up high-quality assets 

Q: I would like to ask about your commitment to achieving ROE of 15%. Based on my calculations, assuming 

consolidated net profit of ¥950.0 billion this fiscal year and share buybacks of ¥300.0 billion, ROE appears to 

fall slightly short of 15%. Going forward, do you intend to remain committed to achieving ROE of 15% 
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through profit growth and shareholder returns? Also, we view your ability to maintain ROE of 15% 

continuously as a strength relative to other general trading companies. Looking ahead, do you aim to achieve 

a level even higher than 15%? 

A: (Respondent: CFO & CXO Naka) ROE is an important indicator particularly for overseas institutional investors , 

and we are very focused on continuing to maintain the globally acceptable level of 15%. While there are 

currently factors that put downward pressure on ROE, such as the increase in shareholders’ equity due to 

historically weak yen levels, there has been no change in our policy of continuing to focus on high ROE. We 

believe we have shown how we intend to maintain highly efficient management within the cash allocation 

framework for this fiscal year. In order to maintain high ROE, we first need to steadily increase the numerator, 

namely profits. For that reason, we are allocating cash more aggressively to growth investments while also 

using financial leverage, and we are also enhancing shareholder returns in order to maintain high ROE. In 

addition, we aim to achieve high ROE by proactively promoting asset replacements from low-efficiency 

assets and peak-out businesses. We fully understand that the higher ROE is, the more highly we are likely to 

be valued. However, raising ROE even further from the current level requires balancing long-term profit 

growth and shareholders’ equity. Reducing shareholders’ equity through large-scale share buybacks merely 

to raise ROE would not be appropriate from the standpoint of maintaining a risk buffer. It is relatively rare 

for Japanese large-cap companies that consistently maintain ROE of 15%, and we are proud that this is one 

of our strengths. At present, our view is that we should first firmly maintain and remain committed to the 

15% ROE level. 

Q: I would like to ask CITIC’s strategic positioning. While profit contributions and cash returns from CITIC have 

increased and its share price has been trending upward, it has been ten years since the investment was 

made, and my understanding is that no major collaboration projects have yet materialized. As the gap 

between book value and market value continues to widen, and with the sale of shares in CPP which is 

another partner investment, how do you view CITIC’s strategic positioning over the next five to ten years? 

A: (Respondent: President & COO; CSO Ishii) When we first invested in CITIC, CITIC intended to pursue overseas 

projects through collaboration with us, and we worked together on projects in areas such as aluminum and 

renewable energy in Europe. Subsequently, however, collaboration on overseas projects decreased as CITIC 

changed its policy in response to changes in the domestic Chinese situation, including the decline in real 

estate prices. At the same time, CITIC plays a very important role in China as a leading financial institution, 

and by identifying early signs of changes in the real estate market, it has reduced its real estate lending. For 

ITOCHU, we view this investment as a strategically important, symbolic stake in terms of gathering China-

related information and engaging in top-level diplomacy. By maintaining relationships with CITIC’s senior 

management, various forms of collaboration become possible, and it therefore remains an important 

strategic relationship for ITOCHU as the No.1 general trading company in China. CITIC has consistently 

generated profits on the scale of ¥1 trillion over a long period, and its profit contribution to ITOCHU is also 

substantial. Given its importance in terms of status and network building as well, we intend to maintain the 

relationship. 

Q: Could you explain in more detail the specific impact of the ¥7.5 billion downside impact from the Middle 

East situation that is incorporated into the FY2026 profit plan, as well as any impacts that have already 

materialized? Also, if the Middle East situation lasts longer than expected, how would that be incorporated 

specifically? Conversely, are there any positive effects from the Middle East situation on earnings? 
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A: (Respondent: CFO & CXO Naka) The “subsiding in Q1 scenario” on page 14 of the presentation materials 

assumes that the conflict will subside by the end of June, although disruption will continue on a certain scale 

through September, and then gradually improve from October onward, with some impact remaining through 

the end of the year. Based on that assumption, we calculated the impact. The direct impacts include 

suspensions or restrictions on crude oil and LNG production, as well as stagnation in exports to the Middle 

East, but their overall effect is limited. As for indirect impacts, we estimated the impact of items such as 

higher costs due to higher raw material and fuel prices, and lower sales due to supply restrictions. The 

impacts currently being seen include shortages of construction materials, adhesives, and insulation 

materials caused by concerns over naphtha supply. Prices for plastic containers and packaging materials are 

also rising. As for fuel costs, gasoline prices are currently being held down by the government’s emergency 

mitigation measures, and there is also time lag due to institutional factor before electricity and gas rates 

reflect such changes, so the impact is limited at this point. However, it is unclear whether support measures 

will continue from Q2 onward, and we have incorporated all these expected impacts. As a result, the ¥7.5 

billion downside impact was estimated mainly based on these indirect effects. Risks such as a prolonged 

closure of the Strait of Hormuz lead to sharply higher oil prices, and a downturn in domestic and overseas 

economies due to higher raw material and transportation costs, so we need to have close attention to these 

risks because they are difficult to forecast. As part of the buffer, we incorporated inflation and recession risks 

arising directly and indirectly from the Middle East situation. That said, it is not based solely on the Middle 

East situation, and even if the current situation were to continue for a full year, about half of the ¥40.0 billion 

buffer would be sufficient to absorb it. As for positive effects, there are some favorable effects including 

higher prices in part of the Chemicals business, but if supply restrictions are prolonged, the overall picture 

would remain uncertain. Our crude oil price assumption is US$80/BBL, but our exposure is not large, so the 

upside would likely be limited. 

Q: On page 3 of the presentation materials, it states that ITOCHU aims “To become a globally preferred company, 

beyond the boundaries of a Japanese trading company.” What kind of company are you envisioning with 

that statement? And, how is ITOCHU trying to change in order to become such a company? 

A: (Respondent: CFO & CXO Naka) That statement reflects the aspirations of our management as well. First, as 

mentioned earlier, we have explained our strong commitment to highly efficient management going forward, 

particularly with regard to ROE, which global institutional investors place great importance on. In addition, 

on page 25 of the presentation materials, we presented two sets of data that reflect our desire to continue 

being chosen by global investors. One shows that ITOCHU alone has outperformed TOPIX every year for 11 

consecutive years among all TOPIX constituents. We included this because overseas institutional investors 

with large holdings in ITOCHU have told us, “There are usually no stocks that outperform the benchmark 

year after year; among TOPIX constituents, only ITOCHU has done so. This is proof that there is value in 

continuing to hold ITOCHU as an active investment.” We would like to continue to meet such expectations. 

The other set of data shows that over the same period, ITOCHU has also outperformed S&P 500, which is a 

major benchmark for overseas institutional investors. Around 70% of global funds managed by overseas 

investors are invested in U.S. equities. We included this because overseas institutional investors with large 

holdings in ITOCHU pointed out to us that while outperforming TOPIX over a long period is itself notable, 

the fact that ITOCHU has also outperformed S&P500 should be highlighted more, especially to overseas 

investors. Therefore, the statement expresses our hope to become a company that is chosen globally, 
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beyond the framework of simply a Japanese company or a Japanese general trading company. 

Q: Regarding collaboration with JR East, could you explain the potential for collaboration beyond the real estate 

business? 

A: (Respondent: Chairman & CEO Okafuji) JR East has an extremely broad range of business, so we will carefully 

examine the possibilities for collaboration and then, with ITOCHU taking the initiative, put forward proposals 

step by step going forward. 

 


