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Presentation 

 

Sonoda: Thank you very much for taking time out of your busy schedule today to participate in the financial 
results briefing for Euglena Co., Ltd. for the fiscal year ended December 31, 2024. 

My name is Sonoda with Euglena. I will be your moderator today. I would appreciate your attention. 

In the first 35 minutes of today's briefing, Mr. Wakahara, our Director, Executive Officer Co-CEO, and CFiO, 
will give an overview of the full-year financial results for the fiscal year ended December 31, 2024, based on 
the materials disclosed on February 14, followed by an explanation of the healthcare business by Ms. Uemura, 
our Director, Executive Officer Co-CEO, and COO. The remaining 15 minutes will be reserved for questions 
and answers. 

Prior to the briefing, we would like to provide two preliminary notes regarding the operation of today's Zoom 
webinar. First, please be assured that the video and audio of your participation in the briefing will not be sent 
to the management or other participants. 

Second point, a question-and-answer session is scheduled to begin at 2:45 PM. You may ask questions via text 
or verbally. For text questions, please enter your question via Q&A on the Zoom screen. You may enter your 
question during the presentation. You may enter it before the Q&A session begins. If you wish to ask a 
question verbally, please press the raise your hand button. We will operate in turn to allow the speaker to 
speak, so please turn on the microphone and speak. When asking a question, please provide your company 
name and name first. We will announce the method of the Q&A session again when the time comes. 

We will now begin the financial results briefing. Thank you for your cooperation. 

 

Wakahara: Let me begin with a summary of the financial results for FY2024. There are two main topics in this 
issue. 
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One is the operating surplus. We have been operating in the red for a long time, but we achieved profitability 
for the first time in seven fiscal years. In addition, last year, when Ms. Uemura and I took office under the new 
system, our original plan was to return profitable in FY2025, but we were able to do so one year ahead of 
schedule, which we consider to be a major achievement. Revenue and EBITDA after adjustment have updated 
the record high. In FY2025, we aim to further increase EBITDA to JPY5 billion and operating profit to JPY1.2 
billion, a fourfold increase from JPY300 million to JPY1.2 billion. 

The second is a project in Malaysia. As we disclosed in a timely manner at the end of December, we have 
successfully completed a 5% investment in a commercial plant joint venture. We will further raise the 15% 
this year, and we are making good progress in arranging financing and debt financing to achieve this goal. We 
hope to achieve the 15% target as soon as possible. 

I will not go into the other key topics, as they will be explained one by one later. On that note, Ms. Uemura 
will explain a few regarding the call for voluntary retirement. 

 

Uemura: On January 8, we made a timely disclosure that we are soliciting voluntary retirement. The 
application period was scheduled for the end of February, but as we announced the other day, the number of 
applicants has reached our expectations, so we have decided to close the application earlier. As a final result, 
58 people applied for the voluntary retirement. 

We have also announced that we will provide special retirement benefits and support for subsequent 
reemployment, so we plan to record an extraordinary loss of JPY250 million in Q1 of FY2025. 

As for the number of employees, since 58 members applied for retirement this time, we plan to enter into 
FY2025 with approximately 190 members. Along with this, we will basically reduce fixed costs by about JPY350 
million and firmly streamline our operation, and proceed to make a fresh start once again. 
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Wakahara: Now, I will explain the details of each performance. 

At the beginning of the fiscal year, the beginning of last year, we three formed a new management structure, 
and we set three goals, which are return to our roots, 5F for biomass, and return to profitability. Of these 
efforts, we placed particular emphasis and priority on the return to profitability. 

Euglena's revenue has been increasing steadily and EBITDA has been on an upward trend for the past several 
years. However, operating income continuously had a significant deficit due to goodwill from M&A and 
amortization of intangible fixed assets. 

In particular, while operating profit and loss is a major accounting factor, we have always focused on the 
adjusted EBITDA in our management. That policy itself has not changed, but in aiming for operating 
profitability and improving our ability to generate more profits, we have focused on whether or not our 
profitable structure is sustainable. 

In other words, the majority of our revenue relies on the investment of advertisement expenses for the so-
called subscription model, and sales to our regular customers. Under this model, we can temporarily make a 
profit by reducing advertising expenses. However, this will not lead to medium- to long-term results. 

Also, while an increase through M&A is a positive in itself, it is important whether it can continue to increase 
revenue thereon. We believe that last year's major accomplishment was the focus on these areas and the aim 
to turn profitable along with the contents of the business. 
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As for revenue, there is a slight upward trend. In particular, there is obviously a large positive impact from the 
consolidation of Saticine Medical Group. On the other hand, there was a negative impact from the 
postponement of a large biofuel transaction, and there was also the sale of a group company, an airline and 
transportation subsidiary, which caused both negative and positive impacts. 

In this context, one of the major achievements of the previous fiscal year was the growth of Euglena's 
healthcare business, especially in the area of CONC's microneedle products, which performed well. 
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Next is EBITDA after adjustment. The figure at the end of FY2023 was approximately JPY2.2 billion, and at the 
end of FY2024 was JPY4.3 billion, an increase of approximately JPY2 billion. 

In particular, I want to emphasize the point below. There is naturally a positive impact from the consolidation 
of Saticine Medical Group. Advertising expenses also declined slightly. I think it is really slight. Advertising 
investment has been about flat in YoY. 

The total of these two are just over JPY700 million. The remaining JPY1.25 billion is the result of other cost-
reduction efforts that have been effective. In particular, there have been efforts to reduce costs by integrating 
logistics or by adopting a bimonthly schedule and sending two pieces once every two months to customers 
who used to order monthly, thereby lowering the logistics cost ratio. As explained earlier by Ms. Uemura, 
regarding personnel expenses, we are soliciting for voluntary retirement, and since last year, we have been 
reducing fixed costs and personnel expenses by curtailing new hiring. 

The impact of the termination of the operation of the biofuel demonstration plant was also a factor. We 
believe that these efforts were not temporary, but rather led firmly to the next profit, and the change in the 
structure itself was very significant. 

 

The positive impact on operating profit was also due to the fact that adjusted EBITDA itself increased by more 
than JPY2 billion. In addition, there are various effects such as amortization of goodwill from M&A. However, 
we were able to overcome these effects and successfully achieve a profit for the full year. 
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With regard to ordinary income and loss, the majority of the factors are a bit technical and temporary. The 
Company is profitable until ordinary income and loss, but is in the red with respect to net income and loss for 
this fiscal year. This is due to a significant impact of goodwill impairment from the sale of shares in subsidiaries 
made during the period or from the sale of fixed assets. 

As for Q'SAI, although Q'SAI itself is profitable, the Q'SAI Group is owned by us, Advantage Partners, and Tokyo 
Century, so the non-controlling shareholders of the other two companies have negative earnings at the end 
of the period. 
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Next is the earning forecast. As you can see, for the current fiscal year, our budget and forecasts prioritize the 
return to profitability and further strengthening of our profit structure. We have budgeted for flat sales in 
healthcare and others, and a slight increase in biofuels. 

Saticine Medical Group will contribute to the consolidation for three months. Last year was a consolidation 
for nine months, so this fiscal year will be 12 months, an addition of three months. On the other hand, the 
profit and loss of the advertising management company that was sold during the last year will be lost in H2. 
So, in this sense, the impact of M&A on revenue is actually offset by the increase and the decrease again. So, 
overall, we are looking at almost flat growth. 

As for EBITDA and operating profit, we are aiming for JPY1.2 billion for operating profit and loss, as this 
goodwill and other factors will be adjusted slightly, and the further growth of adjusted EBITDA. We have added 
the operating profit and loss as a forecast from now on. 

As for other factors that affect the adjusted EBITDA, there are a variety of factors, but we expect to see further 
increases due to cost reductions resulting from the voluntary retirement program and various other factors. 

Conversely, as you can see here, we expect advertising expenses to remain flat. One of the factors that 
contributed to last year's profitability is that the amount of investment and budget for advertising should be 
viewed as an integrated group effort as much as possible, and investment should be made not only within the 
group companies, but also to some extent in products that perform well beyond the group companies. By 
doing so, we will be able to aim for steady sales growth and increased profits even though investment in 
advertising remains flat. 

Again, with regard to the budget, we are not looking to increase profits by cutting advertising expenses, but 
rather to increase them by keeping advertising investments flat and investing in areas that perform better. 

 

Next, I would like to explain our biofuel business. 
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First, regarding the industry in general, there has not been much change from what we have explained several 
times in the past. Biofuel, or the so-called SAF. There have been many countries where obligations to 
introduce biojet fuels and incentives to introduce biojet fuels have been formalized, and such numbers are 
increasing. As the supply will eventually become insufficient, we believe that there is a great business 
opportunity for us and that we will be able to respond to social needs. 

 

This is an image of the business model we are aiming to commercialize. I have already mentioned it several 
times in the past, but I will explain again in order. Firstly, in FY2023, Euglena's main business was to trade 
products and conduct large transactions on a test basis, which generated very large revenue. 

However, since it is a trading business, gross profit of the transaction is not very high but is simply a shot in 
the fuel world, where one shot is a big shot, and that is where the large revenue was recorded. In FY2024, the 
market for biofuels is weakening a bit, so we focused more on procurement of raw materials and development 
of domestic users. 

The other point is the project in Malaysia, which we have reported on many times. Finally, we cannot talk 
about biofuels without the thing itself to deal with. It has been a long time since we made our final 
announcement at the end of 2022, but we finally announced our final investment decision last July, and in 
December of last year, we officially invested 5% of the investment ratio. 

The framework for the future has already been established, and I think we are starting to see it. 

Finally, with regard to algae, we will continue our research and development. Although it will take some time, 
we will first aim to establish the technology by 2030 while focusing on establishing a raw material 
procurement network for waste cooking oil and industrial waste oil and then build a system to supply raw 
materials to the Malaysian plant after 2030. 
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This is the project in Malaysia. With a production scale of approximately 725,000 kiloliters per year, it is one 
of the largest biofuel plants and SAF or HVO plants in Asia. As for the schedule, the final investment decision 
was made last July, and the closing and 5% investment was completed at the end of December last year. 

We also have a call option to increase our stake from 5% to 15% by committing additional funds by September 
27 of this year. Of course, we would like to handle more SAF or HVO and bring it to Japan, so we will continue 
our efforts to increase this share. 
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The potential earnings when this stake reaches 15% are expected to be JPY30 billion in revenue and JPY6 
billion in pre-tax profit. As for this JPY6 billion, we expect it to come mainly in the form of dividends from 
these three joint ventures. 

We have already completed the 5% investment. Since it is 5% of the original USD1.3 billion deal, a 
commitment of USD65 million in funds was required. In response, we had already procured USD50 million in 
cash, so we arranged a separate bank guarantee for the additional USD15 million and completed the project. 

Regarding the next step, the amount needed to raise the 15% investment has not yet been determined. We 
cannot say anything definite about this area, as some areas are still under consideration. Now, we are also 
considering procurement through so-called borrowing and loans in this JV, with the three joint venture 
companies. 

If the JV borrows half the money, these three shareholders will only need to invest half of their capital, and if 
they borrow two-thirds of the money, for example, the shareholders will only need to invest one-third of their 
capital. I cannot give you a specific figure, but we are currently working on the JV financing, which we expect 
will not require a large increase in funds to raise the rate from 5% to 15%. 

In addition, as of the end of last year, we have already received a commitment letter for USD30 million from 
a domestic financial institution based on debt financing by an SPC in the Cayman Islands or so-called 
structured finance. 

Therefore, we are already discussing various aspects of financing, and finally, documentation will be carried 
out by the JV level and by us as well. By combining these measures, we are aiming to raise our stake to 15% 
without equity financing as soon as possible, and I, as CFiO, am confident that we can raise it to 15%. 

 

This is about commercialization. Revenue has steadily expanded while shifting from trading to procurement 
of raw materials and import of products domestically. Lastly, if we are to obtain a 15% share of this Malaysian 
project, we will naturally need sales destinations and suppliers of raw materials. We worked hard on this last 
year, and we will continue to work toward further expansion this year. 
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Furthermore, in terms of domestic development, discussions on SAF are still progressing in Japan, but HVO is 
still in its infancy. We believe that it is necessary to promote the establishment of such rules in Japan, and we 
will work to expand the scope of such rules as much as possible, while also utilizing subsidies and other means. 

This is the end of the explanation for biofuels. Next, Ms. Uemura will discuss the healthcare business. 

 

Uemura: This is Uemura and I will now discuss our healthcare business. 
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First, here are the results for revenue, adjusted EBITDA, and operating results. Revenue was JPY44.3 billion, 
an increase of 7%. As for adjusted EBITDA, it increased by 44%. As Mr. Wakahara mentioned earlier, of course, 
the consolidated contribution of Saticine Medical Group had a major impact, but another important point was 
the growth of each company's organic business. 

 

Second is the number of regular customers. FY2024 was a year in which the issue of red yeast rice was widely 
discussed. As a company dealing in health foods and supplements, it was a very big event for us too, and it 
has been a very worrisome year. 

As a result, 700,000 of our regular customers did not leave us. They have stayed with us and continue to love 
our products, which is a very good thing. Another good thing is that we are no longer seeing any major impact 
at this point. 

In addition, advertising investment efficiency is a point of great importance. As mentioned earlier, CONC has 
made steady progress in terms of the number of regular customers as well as the number of repeat customers. 
In other areas, such as The Kale of Q'SAI, we saw improvement in various areas during the past year. 
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I would like to talk about the progress of our mid-term management policy from here. In healthcare, we had 
three mid-term policies. The first was to create a robust profit structure, the second was to nurture growth 
brands and loyal customers, and the third was to strengthen the manufacturer function. 

As a result, we are making steady progress in terms of revenue and EBITDA margin, and we would like to move 
ahead of schedule, including a review based on the FY2025 progress. 
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I will now report on the progress of each of the three policies one by one. The first is the creation of a robust 
profit structure. The margins of each company have increased. It all comes down to the fact that the entire 
group has gone back to basics and done what it can to improve margins. 

On the right shows measures to improve the profit structure. I will not read them out one by one, but if we 
look at each and every one of them, such as reviewing suppliers, jointly reviewing materials, and logistics costs, 
there are still improvements that can be made. Because we are a group, not a stand-alone company, I think 
the major point was to thoroughly work out how to take advantage of the synergy of the group. We have 
always said that every little bit counts, so we implemented each measure that will be the base of our robust 
structure. 

 

The second point is to nurture a growing brand and loyal customers. Originally, we have a product group 
called the Euglena for Healthcare, which is our base. The number of regular customers here has been steady. 

Our products are of course supported by seniors. In FY2024, we continued to advertise in newspapers and 
take a variety of other approaches to deliver information in an easier-to-understand manner. 

On the other hand, the question is where to head to, not just seniors. In terms of the parenting generation, 
we live in a world where women are playing an active role, and we have also received many voices from 
people who are struggling with parenting. We have been approaching parents' various issues, including how 
to provide nutrition to children while they are working, and also the issue of guilt, from the perspective of 
producing drinks for children, furikake, and soup stock. In the Euglena brand, this has gradually borne fruit. 

Second point. As I will mention later, it was a year of significant growth for the CONC brand. The market 
environment and cosmetic medicine has become very accessible these days. With not only women but also 
men becoming more conscious of beauty and more familiar with various things, this product contributed 
greatly to increasing the number of customers, not only new customers but also continuing customers. 
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The other is a product called Cola-rich from Q'SAI. As I mentioned earlier, we have made efforts to increase 
efficiency by introducing big-sized products and refillable products, as well as renewals and price increases, 
but the results show that customers have remained with us. 

 

Third point is that it was a year in which Euglena approached various things with the pride of being a 
manufacturer with the ingredients. As an ingredient, we have continued to collaborate with major 
manufacturers, such as Coolish and Peyoung Yakisoba, to promote awareness of our ingredients and to make 
people get them in their hands, touch them, and eat them. 

Another thing, which had long been our desire, is that we still have nutritional ingredients. So, this was the 
year that our wish came true regarding the possibility of adopting the ingredient for school lunches. 18 
elementary and junior high schools in Ishigaki Island, which is our base location, continue to receive noodles 
or furikake containing Euglena every month. Along the way, the program was introduced to elementary and 
junior high schools on islands throughout Taketomi Town. We are making a start in the hope that it will 
gradually expand from here. 

We were also able to offer our products in the company cafeteria and on various other occasions, so it was a 
year in which our products became known and consumed in a variety of ways. 

As I will discuss later, it was also a year in which we worked to establish euglena strains with higher cultivation 
efficiency and to enhance production, so we were also able to improve bio-efficiency and reduce bio-costs. 
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From here, I will explain is how we plan to implement the three policies in FY2025. As I mentioned earlier, 
creation of a robust structure is already the norm. I don't take it for granted that I'm doing anything out of the 
ordinary. This time, we solicited voluntary retirement. In addition to that, we will concentrate and select 
properly, downsize and withdraw from mass sales stores or drugstores, and clearly consolidate and expand 
the development function of cosmetics products in the Saticine Medical Group. 

As for cost reductions, we will naturally continue to implement those areas where we can, as we did in the 
previous fiscal year. We will continue to do what we can to achieve overall group synergy and cross-selling 
here as well. 
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Second point. As I mentioned earlier, among the CONC brand products, the wrinkle injection product 
exceeded our original annual volume target by 219% in the last fiscal year, which means that it is a product 
that is well suited to customers and the market. 

This is the first non-medical knock-injection product using microneedles, with a technology where you just 
click it and stick it inside. This product is currently called CONC, but we will be launching a new product called 
CONC LABO in March, and we will continue to expand the market through multi-channel marketing, various 
new initiatives by group companies, and otherwise. 

We will continue to expand existing brands, respectively. 

 

Third point. As I mentioned earlier, Euglena is committed to the basic, fundamental principle of how to deliver 
its ingredients to the world. Since it has new functionality, we will continue to promote the areas of sleep 
improvement, stress relief, and fatigue reduction. 

Next Monday, Alinamin Pharmaceutical will also launch a product called Kaimin Euglena. We will continue to 
make the product known to many people in this way, so that they can pick it up and drink it, and so that they 
can fully appreciate its functions. 

Overseas expansion is also one of the axes we have set for this year. We have already expanded our business 
to 40 countries around the world, and now, we also have a base in Malaysia, a new location for biofuels. We 
assume that we will expand our business including imports to Malaysia. 

In addition to Malaysia, we also aim to develop our own products and those of other group companies in 
various other places, such as the Philippines and Mongolia. 

That is all from me about healthcare. 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
19 

 

 

Wakahara: Now, I will briefly explain about our other businesses. 

First of all, I would like to briefly summarize our targets in what we call sustainable agritech, mainly in the 
fertilizer and feed markets, and where we see potential. 

In terms of so-called fertilizers and feeds, I think our ultimate goal is to reduce environmental impact. In other 
words, while both fertilizers and feeds have their own environmental impact, we assume that we can replace 
these with euglena or different algae. 

Naturally, the existing market will be replaced, so the scale of the market will increase, but oppositely, prices 
will become commodity prices. So, we assume that the current scale of cultivation is not satisfactory for the 
market and that it will need to be considered together with the raw materials for biofuel. 

On the other hand, we see the functionality aspect as another possibility. I mean functional fertilizer and 
functional feed. There has been many researched showing euglena, in particular, having the potential to 
improve the quality of sleep, alleviate stress, and promote immunity in humans, as well as to improve disease 
resistance and growth in animals and fish. 

If we can achieve this, we will be able to enter the market at higher unit prices and in smaller quantities, which 
is what we are trying to achieve little by little. 
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In particular, where we have worked in the last year is in the area of raw materials. In terms of this fertilizer, 
the question is how to secure unused resources to be used as raw materials for organic fertilizers, how 
functional is microalgae fertilizer. We are also conducting various studies on how much functionality there is 
in feed. 

As you can see on the right, while our group company, Daikyo Fertilizer, is currently manufacturing and selling 
fertilizers, we are also considering the possibility of selling fertilizers with such potential in cooperation with 
many other manufacturers. 

In the mid- to long-term, sales of fertilizers and feeds will inevitably be linked to manufacturing capacity, so 
M&A will also be considered, especially for raw materials of biofuel, which can only be included with this level 
of scale. So, we are willing to work together on this. 
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These are three themes where there was particularly significant progress in our research in the last year. 
Improved immune function in chicken and greater amberjack means, in essence, that if fish and birds become 
healthier and less prone to disease, then the yield rate will improve. 

For those in the livestock and aquaculture industries, it is valuable for the creatures they are raising to live as 
long as possible, so we think there may be a business opportunity for functional feed or functional fertilizer 
where a small amount is given to the livestock industry. 

We are also the first in Japan to successfully collaborate with AGC on waste salt. We also have patents. We 
would like to continue to work on the gradual development of these types of things. 
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The other is an activity in Bangladesh. As we have already reported, last April marked the 10th anniversary of 
the start of the GENKI program, and at the end of last year, we delivered 19.5 million euglena cookies to 
children in Bangladesh. 

I believe that the fact that we have been working steadily in the region for the past 10 years is an asset and 
network that the Euglena company should be proud of. 

 

Euglena has been engaged in the cultivation of mung bean sprouts in Bangladesh as a social business, but we 
have decided to terminate this business at the end of 2024. In truth, we tried to continue longer, but 
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considering the bad weather, the sluggish demand from Japan, and the long period of deficit, we took the 
plunge. 

However, it would be a waste to throw away the network and reputation we have built in Bangladesh, and 
we believe it would be unwise to miss out on the opportunities that Bangladesh offers as the country's 
economy begins to grow. That is why we will promote social procurement as a new business, and shift the 
agricultural import needs of Japanese companies to Bangladesh. For example, we are now considering things 
like sesame seeds. In this way, we are trying to take advantage of new existing initiatives and networks while 
trying to create new businesses. 

Another thing I would like to highlight is the collection of this waste cooking oil. In Asia, the waste cooking oil 
collection industry is now starting up in China, Southeast Asia, and many other places. But Bangladesh, in fact, 
is not nearly up and running yet. I believe that we are unique in a way that we are involved in biofuels with 
Bangladesh. 

In addition, if the collection of waste cooking oil itself generates income, it would be a suitable scheme as a 
social business to reduce poverty, unemployment, and CO2 emissions. As Bangladesh is about to grow, we 
have started research and have obtained grants to start up waste cooking oil collection or oilseed crop 
cultivation in Bangladesh. It will take some time to realize this, but we are planning to make this kind of effort 
as one of our unique approaches. 

 

Finally, research and development. One thing I would like to mention is that we are issuing a new additional 
release this coming Monday. Last year, when the new system was established, I explained that our cultivation 
methods for food products were independent nutrient cultivation in outdoor pools, heterotrophic 
biotechnology in indoor tanks, and photoheterotrophic cultivation, which is a combination of both. 

In the future, to aim for larger-scale production of raw materials of biofuel, the method in the middle is more 
of a nutritional balance approach, so in terms of productivity, either the completely independent method on 
the left or tank culture on the right will be chosen. Last year, we have been working on a number of things 
regarding this tank culture. Cultivation was successful with a density of about 10 times higher compared to 
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the outdoor tanks. The fact that the cultivation could be done at a higher density means that it could be done 
in larger quantities at a lower cost. 

Of course, the color is a bit yellowish because it is cultured in tanks, but we are hoping to develop this kind, 
since there is a possibility that more emphasis will be placed on paramylon, for example, in terms of 
functionality in feed and fertilizers. 

By continuing these efforts, the current production scale of food and raw materials for biofuel is quite large. 
There is a difference of more than 1,000 times the size. Rather than suddenly scaling up from 1 to 1,000, we 
would like to consider gradually scaling up from 1 to 10 and from 1 to 100, and connecting the two. 

 

Other than that, we have been conducting joint research with PETRONAS, as well as autotrophic culture in 
Malaysia, tank culture in Japan, and various other types of culture. We continue to work on this issue. 
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In terms of technology, we have achieved various results in the past year. This includes gene mutations, 
genome editing, and such. This year, we are also looking into ways to further industrialize this kind of 
technology. We would like to consider creating a new pillar of revenue by doing so. 

Finally, the outlook for the mid-term. 

 

This has not changed from what we originally stated at the beginning of the period. Although we are now 
focusing more on profits, we will continue to make significant growth in healthcare, biofuels, and other areas. 
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Our final goal is to reach approximately JPY100 billion in sales and JPY16 billion equivalent in adjusted EBITDA 
in 2030. As for EBITDA, we were able to achieve some of it last year, a little ahead of schedule. We will continue 
to build up our image toward 2030 by further increasing profits and planting and growing the rights seeds for 
sales in 2025. 

That is all the explanation from me. 
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Question & Answer 

 

Sonoda [M]: We will move on to the question-and-answer session. 

When asking a question, please state your company name and name first. Due to time constraints, we may 
not be able to answer all questions. Please understand this in advance. 

Now, please ask your questions. Mr. Onishi, please. 

Onishi [Q]: I am Onishi from Toyo Keizai. I am going to ask two questions, to not be too greedy. 

This would be a question for Ms. Uemura. On page 24 of the materials, there is a mid-term management 
policy, which includes a mid-term outlook for healthcare, including numerical outlook. Looking at this material, 
it seems that the plan for 2025 already has an EBITDA ratio of over 15%. It says 15% in 2026 and plus 15% for 
2024, 2026, and 2030. The plan seems to not expect much improvement in profit margins but expect growth 
solely from sales, especially sales from 2026 onward. 

It seems that the profit margin has already reached a ceiling, and it is difficult to improve the profit margin 
given the industry's industrial structure and the competitive situation. I was wondering if there was a decision 
that you are going to increase sales from now on and that this will drive your growth. 

If this view is wrong, please let me know, and please explain why you made these plans, like the profit margin 
is flat, if there is any reason here? This is the first question. 

Uemura [A]: Thank you. It is exactly what Mr. Onishi just pointed out. Of course, we do not believe that profit 
margins have already reached the ceiling. So, we expect to make improvements in this area. Although we 
have stated as such in today's briefing, we are planning to change the margin by increasing it. 

Onishi [Q]: I understand. Secondly, this is another question for Ms. Uemura. I think you are making new 
development, product development, and other very interesting initiatives, including cosmetics and CONC, and 
I think those are growing. In the research and development with Saticine, it states that there will be a transfer 
to Saticine. This time's voluntary retirement is also written in a way that is linked to that. I wonder if Q'SAI is 
not included in the statement regarding the transfer of product development to Saticine. 

Also, I expect that there is a product team in the Euglena Group, as well as in each company and in Q'SAI. Will 
the product team be transferred to Saticine as a whole or just the functions? Could you please explain 
specifically? 

And if you could give us some specifics about the effects of the transfer to Saticine, including figures such as 
how much it will go in three years or the qualitative effects, I would be very interested to know more about 
this area. 

Uemura [A]: Thank you. First of all, regarding the part where it says transfer to Saticine Medical, it is not a 
transfer of people. This means the transfer of functions. So, since collaborating with Saticine Medical and 
Saticine Medical joining the group in FY2024, they already had excellent research and development 
capabilities in cosmetics, so we thought we could combine our efforts in a variety of areas. We are trying to 
focus on everything once again we do based on what Euglena is doing. The answer is that we will work 
together to develop the research, not the person. 
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As for the figures, we are still in the early stages of the project, so I do not have anything concrete to present 
today, but I would like to present them as we continue our efforts. 

In addition, we have already transferred production to Q'SAI together, so although it is the same company, 
we believe that Saticine Medical has more research and development capabilities in cosmetics, so we have 
decided to work together with them. 

Onishi [Q]: This is a bit of a supplementary question. So, you would not transfer people, but you would work 
across teams, across companies, with Saticine Medical at the center, like cross-functional team collaboration 
and so on? 

Uemura [A]: Yes. This is largely part of the synergy we originally envisioned, so we will be working across the 
board. Although Euglena is still a stand-alone company, I believe that such a thing can be done in the future 
in the group as a whole. 

Onishi [M]: I understand. Thank you very much. 

Uemura [M]: Thank you very much. 

Sonoda [M]: Thank you very much, Mr. Onishi. Next, Mr. Igarashi, please. 

Igarashi [Q]: Thank you for your explanation. This is Igarashi of Kamakura Investment Management. I have 
three questions and would like to ask them briefly. 

The first point is regarding advertising expenses. I understand that you spent almost the same amount on 
advertising during the last fiscal year as the year before. Apparently, the red yeast rice issue had a large impact, 
but I want to know how your advertising efficiency was. That is, for example, how you did during the term, 
how you are doing now, and what your outlook is for the current term. 

I would also like to know how the lifetime value of the standard products, including the conversion rate, has 
changed. 

Wakahara [A]: We have been controlling our advertising operations by monitoring performance on a 
quarterly basis, so it is difficult to say whether this was good or bad. Among them, the consistently good one 
was CONC's wrinkle injection. As for Euglena for Healthcare, although the growth rate is not as large as that 
of CONC, it has continued to increase its advertising investment in a stable manner. 

On the other hand, the performance of one was not that bad in H1, and we invested in it, but we have been 
reducing our investment in advertising in H2, as we have put more emphasis on this CONC in terms of our 
investment goals. 

Q'SAI's Knee Support Collagen is still rather weak among foods with functional claims in general, since the red 
yeast rice issue. However, we had raised prices in 2023, and when we raise prices, LTV tends to improve, so 
that is where we managed to keep investment performance flat. 

Cola-rich was a little weak in H1, but after the introduction of a two-month subscription period for big-sized 
products, LTV improved in H2, and the structure is now in a position to handle CPO adequately. 

As for C COFFEE, the performance of C COFFEE itself has calmed down considerably, but now is not the right 
time for us to set up a relative advertising campaign. 

Epauler has been doing well with some of its Hematin hair care products, so we have been able to increase 
sales of those products a little, while other brands have remained flat. I hope this will be the answer there. 
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Igarashi [Q]: Thank you very much. As the follow-up, is it correct to say that the policy of using different 
advertising expenses according to the lifetime value, genre, or brand remains the same as in the past? 

Wakahara [A]: Yes, that's right. We aim for a maximum of two years or about one to one and a half years 
from now to cover the CPO acquisition cost. 

Igarashi [Q]: I understand. Thank you very much. The second point is regarding your explanation about 
creating a robust profit structure. The cost reduction for the entire company and the entire group was JPY1.2 
billion, which I assume that such amount which contributed to the return to profitability was a much larger 
figure than expected. 

Any specific measures you are taking to improve the profitability of the Company, such as joint purchases or 
reviewing suppliers? Are you doing this by forming a project team across the board, or is the awareness and 
measures for cost reduction established in the entire group in the current fiscal year and beyond? 

Wakahara [A]: Naturally, we will continue to do so. There have been matters where there had been some 
laxity up to the previous term and were changed by pointing them out thoroughly. Also, collaboration among 
groups. I think that there were some areas where we had not been able to do much in the way of integration 
among the groups and to dig deeper into areas where we could reduce costs by doing things together until 
2023. 

In response to this, we have set up a project team dedicated to finding areas that can be addressed beyond 
the group companies or areas where cost reductions can be achieved, and we will continue to find more of 
these areas this year. 

Uemura [A]: I would like to add something. Project teams are quite specific, and since Q'SAI and others have 
already started this, there is a situation where Q'SAI, for example, will be the project leader and the factory 
members get together with each company to learn. More specifically, cross-sectional teams have been 
established for all matters, which I believe is very effective in generating synergy, and I also believe that this 
is something that should be done, so we will continue to emphasize this in the current fiscal year. It was a 
supplement. 

Igarashi [Q]: Thank you very much. Lastly, this is in relation to the call for voluntary retirement. As a result, 
58 members have chosen to take voluntary retirement, which is unfortunate, although I think it can be viewed 
as a positive for the establishment of profitability in the next fiscal year and beyond. I believe that the 
management of the Company is responsible, in no small measure, for the situation that has arisen. Please tell 
us, finally, in what sort of arrangement you intend to take management responsibility. 

Wakahara [A]: Of course, I feel responsible for not taking these measures. On the other hand, we believe that 
since the two of us became the new management in 2024, we are responsible for improving the Company's 
performance, turning it profitable and firmly establishing profitability. In a sense, I believe this is our important 
responsibility to our investors and shareholders. 

Before taking such a big step as voluntary retirement, we naturally considered various measures, such as 
curbing recruitment and natural attrition. However, in the end, last year's business results were profitable for 
the first time in seven years, and the next fiscal year is progressing smoothly as planned, so it is precisely 
because of this timing that we have decided that voluntary retirement is necessary as an action to further 
improve profitability. We have decided that it is our responsibility to do so. 

Igarashi [M]: Thank you very much. That is all. 
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Sonoda [M]: Thank you very much, Mr. Igarashi. I know we are running out of time, but I have received a 
question by text, so I will answer it. I will read it out. 

Participant [Q]: I know that you have been working on creating a robust structure in the last fiscal year, but 
what specific additional costs can be reduced this fiscal year? 

Wakahara [A]: Especially in healthcare, we have been implementing various measures. For example, even for 
a single price increase, we are gradually expanding the range of products that have not been possible by 
Euglena alone, because they have been done by group companies. For example, for Euglena for Healthcare, 
the price increase for existing regular customers started last November, so there will be a positive increase 
there. 

Regarding the frequency of deliveries, not all customers are adopting the bimonthly delivery schedule, so we 
will continue to work on increasing the ratio of bimonthly deliveries, and we are still in the process of bringing 
the call center in-house. We believe that there is still some room in these areas. 

I also believe that there is a defensive aspect to the project. Of course, the cost of materials and various other 
costs are inevitably rising in these times of inflation. Therefore, we will continue to respond to such cost 
increases with the aim of creating a robust structure. 

In terms of personnel, we will reduce the number of indirect departments as much as possible and allocate 
personnel to sales, mail-order, and other areas that generate sales. Even if the number of personnel is the 
same, we will change the contents and thereby be more sales-driven. We think this is also a part of the 
creation of a robust structure. 

Sonoda [M]: Thank you very much. Last but not least, Mr. Onishi, are you raising your hand again? 

Onishi [Q]: I apologize. One last question, please. Q'SAI, the Q'SAI Group, is very profitable. When I look at 
the figures that are increasing profits, I see cost reductions, cost of goods sold, and SG&A expenses. I think 
this probably goes along with Ms. Uemura's earlier explanation that they are ahead of the Euglena group in 
this regard. However, I think Q'SAI has also seen very little growth in the top line, or revenue. 

I think that for all of you, the grouping of Q'SAI has been very effective in terms of profit, but I wonder if Q'SAI 
was a success or a half success at this point after all that investment. I think the assessment for this will be an 
interim assessment, but how do you, as a top management, judge the decision of grouping Q'SAI? 

Wakahara [A]: First of all, with regard to Q'SAI's profit, the company has been working for several years to 
improve the organizational management system and the advertising cost system, and EBITDA was kept low. I 
believe that last year was a breakthrough in these improvements. Euglena and Q'SAI's EBITDA figures are 
quite large, around the latter half of JPY4 billion, and I expect this figure to expand further this year. 

As for revenue, there has been a slight, as you say, slight increase. I wish I could go a little further here, though. 
It is wonderful that we are able to maintain two huge brands, Cola-rich and Knee Support Collagen, each of 
which is worth JPY10 billion. Of course, there are areas where we would like to expand these brands a little 
more, but we are unable to do so. However, we give high marks to areas which has been firmly maintained 
and that is profitable.  

In that sense, compared to the amount and scale of the first investment in 2021, the current performance 
was well worth it. 

Onishi [Q]: I understood it as a rather positive evaluation, is that correct? 
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Wakahara [A]: Yes, that's right. We are a little behind compared to the figures we announced at the time, but 
I think the figures themselves, or the profits themselves, are coming in well. 

Onishi [M]: In my opinion, the sales growth honestly did not meet my expectations. I don't know if the 
expansion of the scale of this project is something unique to Q'SAI or if it is a group tie-up with you all, but I 
personally would like to expect something positive in this area. I will end my question. Thank you very much. 

Uemura [M]: Thank you very much. 

Wakahara [M]: Thank you very much. 

Sonoda [M]: Thank you very much, Mr. Onishi. I am afraid the time is running out, but we have one last 
question from Mr. Suzuki, thank you for rising your hand. Thank you also for your comments. Now, please. 

Suzuki [Q]: I am Suzuki of Nihon Keizai Shimbun. I apologize for asking another question even though it is 
already past the time. One quick point, please. 

I am not talking about performance but about stock prices. Even though the Company has posted an operating 
profit this time and is temporarily up, I still feel that the stock price is still on a downward trend compared to 
its peak period. May I ask again what the two of you, managing the company, frankly think about the current 
stock price, and what measures you plan to take to create value for shareholders in the future? Please. 

Wakahara [A]: Needless to say, we are not at all satisfied with the current stock price as a management, and 
we feel sorry about that. Especially after the market collapsed in H2 of last year, probably around the timing 
of the shock of the Bank of Japan's interest rate hike, we have made steady progress with the final investment 
decision and the shareholder agreement regarding biofuels, and we had been making an operating profit, but 
it has been difficult to see that this fact is difficult to be reflected in the share price. 

Under such circumstances, the stock price recovered to JPY500 on Monday after a long time since the last 
stop, but of course, it is still at a low level compared to the beginning of the 2024. Keeping in mind that we 
are only now finally back to the starting point, I would like to raise the bar even higher and make more effort. 

I think that there are many factors contributing to the slump in stock prices, but one factor that we have 
observed is that the ratio of institutional investors has been on a downward trend over the past year or two. 
I believe that the decrease in the ratio of institutional investors has made a slight negative contribution, 
although I believe that there are various factors, such as the market rate of individual stocks and the overall 
market. 

Therefore, we will naturally conduct IR activities, but we will also aim to make stocks easier for institutional 
investors to buy. That is why we believe that although EBITDA is still good, the operating surplus is somehow 
important for institutional investors to invest in the Company. Therefore, we have been aiming to achieve 
profitability in 2024, not 2025, and I hope that this has been appreciated to a certain degree. 

The other thing is that the construction of the biofuel plant is expected to be completed in H2 of 2028, with 
full operation expected to begin in 2030. I think there is a view that this is still a bit ahead of us, and I believe 
that this is not fully incorporated into the variations. That is why I believe it is necessary to firmly create actions 
and stories that connect the two, and I think that is where we can achieve results as well. 

Therefore, while we will continue to focus on increasing the surplus as a result, we will also put more effort 
this year into actions to fill in the gaps between the two, in order to enhance our reputation in the stock 
market as much as possible. 
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Suzuki [M]: I understood. Sorry. Thank you very much. 

Sonoda [M]: Thank you very much, Mr. Suzuki. Well then, I am very sorry for running out of time. This 
concludes the question-and-answer session. 

Finally, please give a message to investors and the media, respectively. 

Uemura [M]: Thank you very much for your time today, and I really appreciate that you always look at us from 
different angles. We are still standing here at the starting line, finally one year after this, but we are aware 
that we are doing what we should be doing. 

From this point on, I will continue to devote my energies to consider how Euglena and the Euglena Group can 
firmly deliver something meaningful and significant to the world and implement this task throughout the year. 

Wakahara [M]: First of all, I am glad that we were able to achieve profitability in the first place, although it 
has been a very short year since we came under this new organization. I believe that it is important to continue 
to enhance this area and to draw a picture of the next return to the basics or the 5Fs of biomass and to firmly 
realize long-term and medium-term growth, not just single-year growth, so we would appreciate your 
continued support and assistance. Thank you very much. 

Sonoda [M]: I will now conclude with a final announcement. 

We are also willing to conduct individual IR interviews. If you have any requests, please contact us at 
ir@euglena.jp. 

I apologize for going over the scheduled time. We will now conclude today's briefing. Thank you very much 
for taking time out of your busy schedule to participate. Thank you very much. 

Uemura [M]: Thank you very much. 

[END] 

______________ 
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