
Evaluation of the new medium-
term management plan

Furutani: 	I	would	like	to	ask	you	to	
detail	the	background	to	the	replace-
ment	of	the	numerical	targets	set	for	
each	business	segment	in	the	previ-
ous	plan	with	“commitments”	in	the	
new	plan.
Teramoto: 	We	wanted	to	show	the	

targets	that	we	could	really	attain	
in	the	form	of	“commitments”	to	all	

stakeholders	in	an	intelligible	man-
ner.	Nabtesco	is	a	manufacturer	of	
machine	components	and	subject	to	
changes	in	the	market	environment.	
It	is	therefore	difficult	for	the	Compa-
ny	to	make	commitments	on	perfor-
mance	targets	such	as	sales.	Instead,	
in	the	new	plan,	we	show	“reference	
values”	for	the	business	performance	
that	we	aim	to	achieve.

The	Board	of	Directors	talked	
a	lot	about	the	details	of	the	new	

medium-term	management	plan,	and	
I	would	like	to	ask	you	to	give	your	
frank	opinions	about	our	shift	from	
“numerical	targets”	to	“commit-
ments”	in	your	capacity	as	investors.
Kishida: 	In	light	of	the	fact	that	it	

seems	impossible	for	the	Company	to	
achieve	the	sales	target	of	400	billion	
yen	as	stated	in	the	long-term	vision,	
I	can	understand	that	you	have	stated	
sales	of	330	billion	yen	as	a	reference	
value	in	the	new	plan,	and	you	have	

Katsuhiro	Teramoto,	the	new	CEO	of	Nabtesco,	met	with	two	investors	who	have	been	analyzing	the	Com-
pany	for	many	years.	They	talked	about	the	financial	and	non-financial	measures	to	be	implemented	by	
the	Company	under	the	new	medium-term	management	plan	launched	in	FY2017.	The	CEO	and	the	two	
investors	exchanged	frank	opinions	regarding	the	future	challenges	and	expectations	for	the	Company.	
(Held	in	a	Company	conference	room	in	March	2017)

Toward Sustainable Value Creation

(Hereinafter	their	names	will	be	listed	without	the	titles.)
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given	a	realistic	and	strong	message	
to	your	stakeholders	by	showing	the	
targets	that	you	can	control	more	
easily	as	“commitments”	in	the	plan.	
I	have	high	hopes	that	you	will	fulfill	
all	of	the	three	commitments,	includ-
ing	the	two	financial	ones.
Furutani: 	To	be	honest,	I	had	been	

thinking	that	the	numerical	targets	
set	in	the	previous	medium-term	
management	plan	were	difficult	for	
the	Company	to	attain.	What	is	aimed	
at	in	the	new	plan	will	not	be	easily	
attained	either,	but	it	is	appropri-
ate	to	show	the	numerical	figures	
as	“reference	values.”	I	think	that	
the	word	“commitments”	is	used	to	
show	the	management	team’s	strong	
determination	to	attain	the	targets	by	
all	means.

However,	it	will	be	really	difficult	
for	the	Company	to	implement	the	
business	plan,	and	I	am	worried	
that	irrational	managerial	decisions	
made	in	order	to	attain	the	numeri-
cal	figures	could	lead	the	Company	
in	the	wrong	direction.	In	the	new	
plan,	the	figures	are	shown	clearly	as	
“reference	values,”	which	I	think	is	
commendable.

Toward the top-line (sales) 
growth

Kishida: 	The	top-line	growth	rate	of	
Nabtesco	has	been	around	5%	during	
the	past	10	years	and	the	target	of	
achieving	a	growth	rate	of	8%	is	
indeed	challenging.	To	accelerate	
growth,	what	changes	do	you	plan	
to	make	to	the	Company	as	the	new	
CEO?
Teramoto: 	In	order	to	attain	the	goal	

of	8%,	we	have	shifted	from	“Finan-
cial	Strategy,”	which	we	focused	on	
in	the	previous	plan,	to	“Operational	
Excellence”	in	the	new	plan.	Spe-
cifically,	under	the	new	plan,	we	
will	enhance	our	operational	basis	
by	introducing	a	new	management	
indicator,	return	on	invested	capital	
(ROIC),	to	the	Company	for	higher	
capital	efficiency.	We	will	increase	
our	operational	efficiency	and	reform	
production	in	addition	to	imple-

menting	financial	measures,	which	
differentiates	the	new	plan	from	the	
previous	one	substantially.

I	expect	that	this	will	encourage	
each	business	department	to	attri-
bute	importance	to	capital	efficiency	
when	setting	their	own	targets.	In	
addition	to	fostering	organic	growth	
through	market	expansion,	we	
will	also	promote	internal	reforms	
through	awareness-raising	among	
employees	while	externally	imple-
menting	Market	Creation	and	Tech-
nology	Innovation	measures.	We	will	
thereby	accelerate	our	sales	growth	
to	attain	the	8%	target	and	also	
enhance	the	business	foundation	for	
the	long-term	sustainable	growth	of	
the	Company.	

Introduction of ROIC and steady 
use of the indicator

Kishida: 	Do	you	think	that	the	in-
troduction	of	ROIC	will	change	the	
mindset	of	employees?
Teramoto: 	I	think	it	will	and	it	

should.	We	have	already	been	check-
ing	indicators	such	as	the	turnover	
of	accounts	receivable,	but	have	not	
provided	deeper	insights	into	their	
implications	beyond	simply	checking	
the	actual	results.	By	introducing	
ROIC	as	an	indicator,	I	aim	to	urge	
employees	to	share	ideas	about	how	
to	generate	cash,	which	executives	
have	already	been	sharing.
Furutani: 	Do	you	plan	to	use	ROIC	as	

a	criterion	to	decide	on	the	compen-
sation	to	be	paid	to	employees	with	
a	view	to	permeating	the	concept	of	
ROIC	throughout	the	Company?
Teramoto: 	The	introduction	of	ROIC	

has	already	changed	the	evaluation	
criteria	for	employees,	managers	and	
top	executives	from	those	based	on	
absolute	values	to	those	based	on	
year-on-year	growth	rates.
Furutani: 	Will	you	use	ROIC	as	an	

indicator	to	make	managerial	de-
cisions,	for	example,	to	change	the	
portfolio	of	a	business	in	which	you	
cannot	record	a	surplus	on	ROIC?
Teramoto: 	To	be	honest,	I	do	not	

plan	to	use	it	in	such	a	manner,	at	

least	for	now.	In	fact,	we	need	to	have	
a	certain	return	on	weighted	average	
cost	of	capital	(WACC)	in	a	business	
to	make	it	sustainable,	but	I	would	
like	to	make	decisions	by	considering	
the	features	of	each	business	and	
other	matters	comprehensively.

When	changing	the	business	port-
folio,	the	management	team	needs	
to	give	consideration	to	the	run-on	
changes	to	employees’	lives	and	mo-
tivation.	However,	as	a	member	of	the	
management	team,	I	strongly	recog-
nize	that	investors	are	greatly	inter-
ested	in	the	capital	efficiency	of	each	
of	our	businesses.	Even	when	there	
seems	to	be	no	improvements	made	
after	implementing	various	measures	
in	one	of	our	businesses,	we	need	to	
think	hard	about	which	options	will	
be	the	best	for	all	our	stakeholders	to	
make	an	appropriate	decision	about	
the	business.

About the “ROE: 15%” 
commitment

Kishida: 	As	for	the	“ROE:	15%”	
commitment,	I	regard	this	as	a	
strong	message	from	the	Company	
that	it	will	achieve	ROE	of	15%	by	all	
means	necessary,	even	if	the	market	
environment	deteriorates.	I	believe	
Nabtesco	is	a	company	that	can	
achieve	even	more	growth,	and	hope	
that	it	will	not	only	achieve	the	com-
mitment	regarding	ROE	temporarily	
but	also	will	return	profits	to	share-
holders	in	a	well-balanced	manner	
by	allocating	its	capital	to	growth	
investments	and	then	to	the	payment	
of	dividends	if	there	is	any	surplus.
Teramoto: 	ROE	is	composed	of	three	

elements:	profit	margin	on	sales,	
capital	turnover	and	financial	lever-
age.	Profit	margin	depends	largely	on	
the	market	environment	but	the	man-
agement	team	can	control	the	other	
two	elements	to	a	certain	degree.	
We	will	achieve	ROE	of	15%	earlier	
during	the	targeted	period	and	con-
tinue	to	maintain	this	percentage	for	
growth	investment	and	for	the	return	
of	profits	to	shareholders.

CEO’s	Tripartite	Talk:	Toward Sustainable Value Creation
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M&A

Furutani: 	You	can	quickly	expand	the	
amount	of	sales	by	M&A	for	corpo-
rate	growth.	Do	you	have	any	rules	
on	M&A?
Teramoto: 	We	allocate	30	billion	yen	

to	M&A	in	the	medium-term	manage-
ment	plan.	Of	that	budget,	we	have	

already	invested	10	billion	yen,	but	
we	still	have	20	billion	yen	left.	How-
ever,	we	will	not	set	a	specific	upper	
limit	on	the	cost	of	M&A.	We	will	not	
simply	try	to	expand	in	terms	of	size.	
On	the	other	hand,	we	will	boldly	
implement	an	M&A	project	beyond	
the	budget	framework	if	we	know	it	
will	help	us	accelerate	the	growth	of	
our	business.
Kishida: 	I	have	the	impression	that	

Nabtesco	has	not	invested	enough	in	
capital	expenditure	or	M&A	and	so	
the	Company	could	increase	its	sales	
by	making	such	investments.	I	think	
the	Company	needs	to	implement	
M&A	projects	more	proactively	for	
further	growth.
Teramoto: 	I	agree	with	you	100%.	

Since	we	purchased	a	Swiss-based	
automatic	door	manufacturer	in	2011,	
we	have	had	no	internal	objections	
to	M&A,	and	we	will	proactively	
make	necessary	investments.	Under	
the	growth	strategies	set	for	each	
business,	we	are	making	invest-
ments	based	on	clear	ideas	about	
the	businesses.	For	example,	for	the	
precision	reduction	gear	business,	
we	are	making	capital	expenditure	
to	increase	production	capacity	
rather	than	fostering	M&A,	while	for	
the	automatic	door	business	we	are	
promoting	M&A	to	expand	our	sales	
channels.

I	also	want	to	focus	on	M&A	to	
generate	synergies	across	the	board.	
For	M&A	projects	that	would	be	use-
ful	across	our	businesses,	the	cor-
porate	staff	will	lead	the	projects	for	
each	business	department	to	harvest	

the	crop,	as	in	the	project	in	which	we	
completed	the	acquisition	of	Germa-
ny-based	OVALO’s	shares	in	March	
2017.	The	German	company	has	the	
ability	to	develop	products	that	inte-
grate	motor	and	control	units	and	by	
using	this	ability	we	will	foster	the	
manufacture	of	systems	and	mecha-
tronic	products.	I	want	to	continue	
fostering	these	kinds	of	M&A	projects	
to	acquire	technologies	that	can	be	
used	across	our	businesses.

During	the	period	from	2011	to	
last	year,	which	could	be	called	our	
“first	M&A	period,”	we	focused	on	
M&A	projects	to	improve	our	organi-
zational	system.	In	the	future,	we	will	
foster	M&A	to	gain	new	technologies	
and	markets,	expand	production	ca-
pacity,	and	shorten	the	lead	time,	and	
for	various	other	purposes.
Kishida: 	Could	you	describe	the	

purpose	of	M&A	regarding	the	OVALO	
case	and	how	your	business	depart-
ments	will	utilize	this	company?
Teramoto: 	OVALO	has	strengths	

mainly	in	chassis	and	engine	sys-
tems	and	is	highly	evaluated	for	its	
technologies	as	a	Tier	1	supplier	to	
German	automakers.	To	manufacture	
mechatronic	products,	it	is	essential	
to	use	electronic	control	technolo-
gies,	which	OVALO	certainly	has.	The	
technologies	will	help	us	prompt	the	
manufacture	of	mechatronic	prod-
ucts.	Further,	adcos,	one	of	OVALO’s	
subsidiaries,	specializes	in	software	
and	has	know-how	for	model	base	
development.	I	expect	that	we	will	
be	able	to	use	this	know-how	for	
systematization	across	our	business	
departments.

Moreover,	OVALO	is	located	in	
Germany	and	we	will	be	able	to	use	
the	company	in	a	comprehensive	
manner	as	our	production	and	devel-
opment	base	in	Europe.	The	M&A	was	
thus	really	meaningful	for	Market	
Creation	and	Technology	Innovation.

Technological superiority

Kishida: 	Let	me	ask	about	Nabte-
sco’s	existing	technology	strate-

Budget set for growth investments in the medium-term management plan

(Unit:	billions	of	yen)

Cumulative total over the three-
year period of the previous medi-

um-term management plan
(FY2015/3	-FY2016/12)

Cumulative total over the four-
year period of the new medi-
um-term management plan

(FY2017/12—FY2020/12)

Capital 
Expenditure

31.0 77.0

R&D cost 20.0 40.0

M&A and others 10.0 30.0

“We will achieve ROE of 15% 
earlier during the targeted 
period and continue to 
maintain this percentage 
for growth investment and 
for the return of profits to 
shareholders.”

*		Nabtesco	has	changed	the	accounting	closing	date	of	fiscal	year	from	March	31	to	December	31	since	FY2015.	
The	results	for	FY2015	is	calculated	on	a	basis	of	9	months	for	Nabtesco	Corporation	and	the	other	consolidated	
subsidiaries	in	Japan,	and	12	months	for	the	overseas	consolidated	subsidiaries.

CEO’s	Tripartite	Talk
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gies.	For	example,	in	the	precision	
reduction	gear	business,	you	have	
established	a	robust	market	position,	
which	no	competitor	across	the	globe	
can	match.	However,	there	is	no	
proof	that	you	will	be	able	to	maintain	
such	a	strong	position	going	forward.	
What	strategies	will	you	implement	to	
keep	and	protect	your	technological	
advantages?
Teramoto: 	At	present,	I	am	not	wor-

ried	about	the	possibility	that	com-
petitors	will	catch	up	with	us	in	terms	
of	technologies	soon,	but	we	are	
focusing	on	measures	to	protect	our	
intellectual	property	as	part	of	our	
efforts	to	keep	ahead	of	competitors.	
For	example,	at	the	Chinese	plant	
launched	for	the	precision	reduction	
gear	business	in	the	previous	fiscal	
year,	we	are	working	to	protect	the	
outflow	of	know-how	or	technologies.

However,	sooner	or	later,	our	
competitors	will	catch	up	with	us	in	
regard	to	our	existing	technologies,	
and	to	prepare	against	this	we	are	
speeding	up	the	measures	for	inno-
vation	with	a	sense	of	urgency	so	that	
we	can	always	provide	customers	
with	even	more	advanced	products.

Investments and return of 
profits

Kishida: 	In	the	new	medium-term	
management	plan,	you	are	plan-
ning	to	make	relatively	large	capital	
expenditure.	I	have	had	the	impres-
sion	that	Nabtesco	was	not	making	
enough	investment	to	achieve	growth	
as	expected,	and	am	now	expecting	
that	the	capital	expenditure	will	
bring	about	great	results.	However,	
such	investments	will	impose	more	
depreciation	costs	on	each	of	your	
business	departments	and	also	

create	ROIC-related	hurdles	for	the	
departments.	These	concerns	could	
make	the	Company	move	toward	a	
so-called	“diminishing	equilibrium,”	
and	I	would	like	to	ask	how	you	will	
demonstrate	leadership	for	the	
growth	of	the	Company	as	its	CEO.
Teramoto: 	In	the	plan,	we	have	

allocated	a	total	of	77	billion	yen	to	
equipment	investment,	of	which	one-
third	will	be	spent	on	the	expansion	
of	production,	in	particular,	on	higher	
production	capacity	in	the	precision	
reduction	gear	business.

In	the	past,	we	once	found	our-
selves	in	a	difficult	situation,	with	a	
sharp	drop	in	demand	immediately	
after	making	equipment	investments,	
but	in	the	precision	reduction	gear	
business	we	can	expect	a	substantial	
increase	in	demand,	being	driven	by	
an	increase	in	demand	for	industrial	
robots.	We	will	steadily	make	capital	
expenditure	to	achieve	a	production	
capacity	that	is	about	10%	larger	than	
what	is	actually	required	to	meet	
demand	from	our	customers.	As	for	
an	increase	in	the	depreciation	cost,	
I	think	we	will	be	able	to	fully	cover	it	
by	an	increase	in	sales	and	profit.

In	addition,	we	will	make	large	
capital	expenditure	to	reduce	our	CO2	
emissions.	We	are	committed	to	“Fo-
cus	on	solving	ESG	issues”	and	have	
set	high	environmental	targets,	which	
cannot	be	attained	without	making	
substantial	reforms,	including	the	
modernization	of	our	plants.

Also,	as	a	manufacturer	of	ma-
chine	components,	we	receive	em-
phatic	requests	for	price	reductions	
from	customers,	and	to	ready	for	
such	requests,	we	will	continue	to	
make	investments	to	increase	the	
production	efficiency	of	our	equip-
ment.

We	will	thus	make	equipment	
investments	for	various	purposes,	
and	deem	all	of	these	investments	
critical	to	the	sustainable	growth	of	
the	Company.

Commitment: “Consolidated 
payout ratio: 35% or over”

Teramoto: 	I	would	like	to	ask	your	
opinions	about	our	second	commit-
ment,	“Consolidated	payout	ratio:	
35%	or	over	(with	no	upper	limit).”
Furutani: 	You	have	not	set	an	upper	

limit	because	you	want	to	keep	paying	
dividends	in	an	amount	on	par	with	
that	of	the	previous	year,	even	if	the	
business	environment	deteriorates,	
rather	than	decreasing	the	amount	in	
line	with	a	predefined	upper	limit.	Is	
it	right?
Teramoto: 	We	have	not	set	a	limit	

because	we	want	to	expand	our	profit	
and	increase	our	dividend	amount	
consistently,	and	also	to	maintain	the	
stable	payment	of	dividends	even	if	
we	face	an	unexpected	situation.
Kishida: 	When	taking	into	consid-

eration	its	debt	capacity	ratio,	I	think	
Nabtesco	has	sufficient	capacity	to	
ensure	the	payment	of	dividends	at	a	
certain	level	and	to	make	growth	in-
vestments	including	M&A	and	capital	
expenditure.	We	want	the	Company	to	
raise	its	top-line	growth	rate	by	mak-
ing	growth	investments	proactively	
rather	than	increasing	the	dividend	
payout	ratio,	and	in	this	sense	the	
payout	ratio	of	35%	is	a	well-balanced	
figure	that	is	acceptable	to	us	inves-
tors.
Teramoto: 	As	for	investment	prior-

ities,	I	give	first	priority	to	growth	in-
vestments.	We	will	make	investments	
toward	long-term	growth,	will	expand	
our	business	on	a	continual	basis,	and	
will	return	the	profits	to	shareholders	
in	proportion	to	the	growth	achieved.	
Based	on	this	precondition,	we	want	to	
examine	the	usage	of	cash,	including	
using	it	to	pay	dividends	and	to	acquire	
our	own	shares,	so	that	we	can	do	
more	than	just	meaninglessly	reserve	
cash	internally.

CEO’s	Tripartite	Talk:	Toward Sustainable Value Creation
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																	You	mean	that	you	might	
pay	more	dividends	or	acquire	your	
own	shares	rather	than	investing	in	
M&A	and	equipment	if	the	market	
environment	makes	you	refrain	from	
such	investments,	don’t	you?
Teramoto: 	We	deem	it	one	of	our	

management	priorities	to	respond	in	
a	flexible	way	in	order	to	continuously	
increase	the	value	of	our	shares,	for	
which	we	need	to	make	the	best	use	
of	our	capital.
Kishida: 	In	the	event	that	your	stock	

price	drops,	you	could	acquire	your	
own	shares	to	send	a	message	as	the	
management	team	that	the	appro-
priate	stock	price	of	your	company	is	
much	higher	than	the	current	price.	
What	do	you	think	about	this	idea?
Teramoto: 	We	once	acquired	our	

own	shares	with	a	view	to	returning	
profits	to	our	shareholders	during	the	

period	of	the	previous	medium-term	
management	plan.	Within	the	level	
that	will	not	cause	any	hindrance	
to	growth	investments,	we	might	
include	the	acquisition	of	our	own	
shares	as	one	of	the	options	that	
we	can	take	when	our	stock	price	is	
lower	than	what	we	expect.

Commitment: “Focus on solving 
ESG issues”

Teramoto: 	The	third	commitment	
we	have	made	in	the	plan	is	“Focus	
on	solving	ESG	issues.”	I	believe	all	
companies,	not	limited	to	ours,	must	
implement	long-term	measures	for	
ESG	issues	based	on	the	recognition	
that	companies	that	do	not	fulfill	their	
CSR	will	not	be	allowed	to	exist.	Last	
year,	we	established	the	CSR	Commit-
tee	to	set	up	a	more	systematic	CSR	
management	promotion	system.	In	
the	process,	we	reexamined	our	mate-
rial	CSR	issues	to	clarify	what	Nabtes-
co	should	tackle	to	fulfill	its	CSR.

As	for	“E,”	or	environmental	
issues,	I	think	we	must	implement	
intensive	measures	to	reduce	our	
CO2	emissions.	We	are	now	building	a	
new	aircraft	equipment	plant	in	Gifu,	
which	will	become	a	facility	that	con-
sumes	only	half	the	amount	of	energy	
compared	with	conventional	plants.	
We	will	also	foster	the	modernization	
of	our	existing	plants.
Furutani: 	As	for	“E,”	do	you	think	

Nabtesco	will	uncover	more	business	
opportunities	as	public	awareness	
about	environmental	issues		
increases?
Teramoto: 	Yes,	I	do	think	so.	For	

example,	in	the	marine	vessel	equip-
ment	business,	the	environmental	
regulations	on	fuels	will	be	enhanced	
across	the	world	in	2020,	and	we	will	
have	more	demand	from	customers	
who	need	to	obey	the	stricter	regula-
tions.	Also,	in	other	businesses,	cus-
tomers	might	need	to	make	repairs	
and	develop	new	products	to	become	
more	environmentally	friendly	com-
panies,	and	this	trend	might	provide	
us	with	new	business	opportunities.

In	addition	to	catching	up	with	
customers’	trends,	we	would	like	
to	make	proposals	to	customers	
through	the	MRO*	business	in	our	
effort	to	lead	them	to	reduce	their	
own	CO2	emissions.

As	for	“S,”	or	social	issues,	we	will	
implement	a	variety	of	measures,	
including	those	for	work	style	re-
forms.	The	media	are	focusing	our	
attention	on	overtime	through	recent	
reports	about	work	styles,	but	I	think	
we	need	to	do	more	than	just	shorten	
work	hours.	We	should	search	for	the	
causes	of	overtime,	which	perhaps	
include	the	productivity	of	the	ad-
ministrative	departments,	and	make	
improvements	targeting	the	identified	
problems.
*	MRO:	Maintenance,	repair	and	overhaul

Kishida: 	Social	issues	include	those	
related	to	the	promotion	of	diversity	
and,	in	the	case	of	Japan,	women’s	
full	participation	in	society	is	also	a	
challenge	to	be	met.	Some	compa-
nies	include	the	number	of	female	
directors	and	the	percentage	of	
female	managers	in	their	KPIs.	What	
measures	is	your	Company	taking	
regarding	this	issue?
Teramoto: 	We	set	the	target	of	

increasing	the	rate	of	employment	
of	non-Japanese	and	women	to	30%	
and	20%,	respectively,	for	our	annual	
employment	of	new	graduates.	The	
current	percentage	of	female	man-
agers	is	not	high	and	we	would	like	
to	increase	it,	which	is	something	
that	takes	time,	however.	For	hu-
man	resources,	we	give	first	priority	
to	employees’	ability	to	do	the	job,	
regardless	of	gender,	and	would	not	
promote	female	employees	who	are	
not	yet	qualified	to	become	manag-
ers	to	that	position	just	to	raise	the	
percentage	of	female	managers.

For	diversity,	we	already	have	
some	non-Japanese	employees,	and	
are	examining	measures	to	promote	
diversity,	including	establishing	a	job	
rotation	system	under	which	employ-
ees	of	overseas	subsidiaries	will	work	
at	Nabtesco	in	Japan.

Kishida:

I believe Nabtesco can 
achieve more growth. I 
would ask you to make 
efforts to enable the 
Company to receive a 
higher evaluation in the 
stock market.

CEO’s	Tripartite	Talk
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																	With	regard	to	governance,	
do	you	have	any	ideas	about	trans-
forming	the	Board	of	Directors	into	a	
Board	that	can	improve	Nabtesco’s	
performance	even	more,	for	example,	
by	increasing	the	number	of	outside	
directors?
Teramoto: 	We	self-evaluate	the	

effectiveness	of	the	Board	of	Direc-
tors	and	disclose	the	results,	and	I	
think	that	the	effectiveness	has	been	
increased	year	on	year.	Some	say	
that	the	Board	of	Directors	needs	to	
spend	more	time	in	discussions	from	
the	medium-	to	long-term	perspec-
tive,	and	I	would	like	to	foster	such	
discussions	while	fulfilling	my	ac-
countability	to	the	Board	of	Directors	
in	my	capacity	as	CEO.

As	for	the	number	of	outside	di-
rectors,	three	of	the	10	directors	are	
outside	directors	and	three	of	the	five	
are	outside	audit	&	supervisory	board	
member.	In	total,	we	thus	have	six	
outsiders	among	15	members.	I	think	
that	we	have	already	established	a	
system	to	fully	incorporate	the	opin-
ions	of	outsiders,	and	we	will	not	
change	this	system	unless	we	find	it	
necessary	to	gain	more	wisdom	and	
inspiration	from	outside	the	Com-
pany,	for	example,	to	deal	with	the	
increasing	complexity	of	the	market	
environment.

Management approach

Kishida: 	Former	CEO	Kazuaki	Kotani	
seemed	to	entrust	the	management	
of	Nabtesco	to	each	of	the	business	
departments.	What	approach	will	you	
take	to	the	management	of	the	Com-
pany	as	the	new	CEO?
Teramoto: 	The	former	CEO	respect-

ed	the	autonomy	of	each	business	
department	and	responded	flexibly	
if	any	of	the	departments	faced	a	de-
cline	in	performance	due	to	changes	
made	to	the	business	environment.	
I	think	this	way	of	management	is	
appropriate.

Each	of	us	has	our	respective	
roles,	which	are	composed	of	re-
sponsibilities	and	authorities.	I	think	

I	must	show	patience	once	I	em-
power	the	business	departments.	I	
would	like	to	talk	with	the	heads	of	
the	departments	in	consideration	of	
their	personal	characteristics	and	
the	market	environment.	I	am	still	
thinking	about	what	my	management	
approach	will	be.	For	the	time	being,	
I	will	follow	the	method	used	by	the	
former	CEO	but	will	boldly	change	my	
approach	as	necessary,	with	a	focus	
on	speed.

Expectations for Nabtesco

Furutani: 	I	expect	that	Nabtesco	will	
achieve	growth	in	line	with	the	me-
dium-term	management	plan,	while	
increasing	its	capital	efficiency	and	
stock	price.	If	the	CEO	of	the	Com-
pany	continues	to	share	his	message	
about	the	corporate	growth	measures	
toward	the	future,	it	will	help	inves-
tors	make	their	decisions.

I	believe	Nabtesco	can	achieve	
more	growth.	The	Company	has	an	
almost	perfect	business	portfolio	and	
the	management	team	is	expected	to	
lead	the	growth	of	the	entire	Compa-
ny.	I	think	it	is	good	for	both	employ-
ees	and	shareholders	for	the	stock	
price	to	rise,	and	would	ask	you	to	
make	efforts	to	enable	the	Company	
to	receive	a	higher	evaluation	in	the	
stock	market.

Kishida: 	I	think	Nabtesco	is	above	
average	among	Japanese	companies	
in	terms	of	profit	margin,	portfolio	
growth	potential,	and	return	of	profits	
to	shareholders.	I	also	think	that	the	
Company	could	soar	to	new	heights	
if	it	chooses	an	appropriate	method	
to	attain	this.	I	expect	that	Nabtesco	
will	transform	itself	to	this	end	and	
increase	its	sustainability	as	a	com-
pany.

Some	say	that	the	average	life	
span	of	a	company	is	30	years,	and	
companies	will	experience	various	
economic	cycles	throughout	their	
lifetimes.	But	I	believe	that	Nabte-
sco	will	continue	to	exist	for	longer	
than	this.	By	achieving	sustainable	
growth,	the	Company	will	make	more	
contributions	to	society	in	a	wider	
sense	and	thereby	increase	its	cor-
porate	value.	Nabtesco	will	thus	build	
win-win	relationships	with	its	own	
employees	and	investors,	including	
ourselves,	in	an	optimal	manner.	I	
sincerely	hope	that	Nabtesco	will	
become	such	a	company.
Teramoto: 	Thank	you	very	much	

for	providing	me	with	this	important	
opportunity	to	talk	with	you.

Kishida:

I think that the 
Company could soar 
to new heights if it 
chooses an appropriate 
method to attain this. 
I expect that Nabtesco 
will transform itself to 
this end and increase 
its sustainability as a 
company.

CEO’s	Tripartite	Talk:	Toward Sustainable Value Creation
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