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Presentation 

 

Moderator: Thank you for your patience. Thank you for taking time out of your busy schedules to participate 
in today's Kyocera Corporation webinar. 

We will now begin the financial results briefing for the three months ended June 30, 2026. The materials we 
will be using today are available on our website for your reference. Please note that today's webinar is being 
recorded. 

First, I would like to introduce today's attendees. 

Shiro Sakushima, President and Representative Director, President and Executive Officer, CEO.  

Hiroaki Chida, Director, Managing Executive Officer, CFO, and Executive General Manager of Corporate 
Planning Office and Headquarters. 

We will now begin the explanation. President Sakushima, please. 
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Sakushima: I would like to take this opportunity to thank you all for your continued support. Thank you very 
much for taking time out of your busy schedule today to participate in our financial results briefing. First, we 
would like to express our deepest sympathies to all those affected by the 2026 (Reiwa 8th) Kumamoto 
Earthquake. We sincerely hope for the earliest possible recovery of the affected areas. 

I will now explain the results based on the presentation materials for the financial results for the three months 
ended June 30, 2026. 
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First, I’ll go over the financial highlights. 

The left side of the slide shows the financial results for 1Q of fiscal 2027. For 1Q, sales revenue was JPY525.4 
billion, profit before income taxes was JPY74.9 billion, with a profit ratio of 14.3%, and profit attributable to 
owners of the parent was JPY60.6 billion, with a profit ratio of 11.5%. Profits increased significantly compared 
to the same period last year, and both sales and profit reached record highs for 1Q. 

The Core Components Business posted significant increases in both sales revenue and profit, driven primarily 
by higher sales of fine ceramic components for semiconductor processing equipment and semiconductor 
packages for AI data centers. The Electronic Components Business also reported increases in both sales 
revenue and profit, driven primarily by higher sales of small-sized high-capacitance MLCCs and tantalum 
capacitors for AI data centers. 

Although sales revenue in the Solutions Business declined due to the impact of lower sales resulting from the 
transfer of a US subsidiary in the Industrial Tools Unit in 4Q of the previous fiscal year, profit increased, driven 
by sales revenue growth and improved profitability in the existing principal businesses. 

Next, please look at the fiscal 2027 financial forecasts on the right side of the slide. We are revising upward 
the forecast we announced in April of this year, with the aim of setting a new record for sales revenue and 
achieving a significant increase in profits. The full-year earnings forecast projects sales revenue of JPY2.08 
trillion, profit before income taxes of JPY200 billion, with a profit ratio of 9.6%, and profit attributable to 
owners of the parent of JPY160 billion, with a profit ratio of 7.7%. 

We are revising our forecasts upward for the Core Components Business and the Electronic Components 
Business, primarily due to market expansion of products for AI data centers and fluctuations in the foreign 
exchange rates, and for the Solutions Business, due to improved profitability in each business as well as to 
fluctuations in the foreign exchange rates. 
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Today, I will explain the contents listed here in order. 

 

To begin, I will explain the summary of financial results for fiscal 2027 1Q. 
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For 1Q, sales revenue increased by 9.9% YoY to JPY525.4 billion. Operating profit increased by 164.7% to 
JPY49.1 billion, with a profit ratio of 9.3%. Profit before income taxes increased by 68.1% to JPY74.9 billion, 
with a profit ratio of 14.3%, and profit attributable to owners of the parent increased by 63.1% to JPY60.6 
billion with a profit ratio of 11.5%. 

The average exchange rate against the US dollar was JPY159, a depreciation of JPY14 YoY, and against the 
euro, it was JPY185, a depreciation of JPY21. As a result, sales revenue increased by approximately JPY35 
billion, and profit before income taxes increased by approximately JPY7 billion. 
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Here is a summary of the 1Q results. 

As shown on the left side of the slide, sales revenue increased, driven primarily by robust demand for 
semiconductor packages and capacitors, etc. for AI data centers in the Core Components Business and the  
Electronic Components Business. In the Solutions Business, demand increased in existing principal businesses, 
however, due to the impact of lower sales resulting from the transfer of a US subsidiary of the Industrial Tools 
Unit in 4Q of the previous fiscal year, sales revenue decreased. 

As shown on the right side of the slide, profit before income taxes increased as sales revenue from the Core 
Components Business and the Electronic Components Business grew, driven by higher sales of high-value-
added products for AI data centers. In addition, the Solutions Business reported higher profits due to 
increased sales revenue and improved profitability in existing principal businesses. 
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This slide shows capital expenditures, depreciation charge of property, plant and equipment, and R&D 
expenses. 

Capital expenditures on the left side decreased primarily because the construction of a new plant building in 
Japan, which had been underway for several years was completed in the previous fiscal year. Depreciation 
charge of property, plant and equipment shown in the middle increased slightly, primarily due to foreign 
exchange fluctuations. R&D expenses on the right side remained at approximately the same level as the 
previous fiscal year reflecting ongoing R&D activities to develop new products as well as new businesses in 
focus areas.  
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This slide shows a breakdown of sales revenue by reporting segment. 

 

Here is a breakdown of profit by reporting segment. I will explain the changes in sales revenue and business 
profit for each segment on the following pages. 
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Regarding 1Q sales revenue and business profit by segment, the top row shows a comparison with 1Q of the 
previous fiscal year, and the bottom row shows a comparison with Q4 of the previous fiscal year. 

First, let's look at the Core Components Business. Please look at the sales revenue, on the left side of the slide. 
Sales revenue for 1Q amounted to JPY178.1 billion. On a YoY basis, sales revenue increased primarily due to 
increased sales of fine ceramic components for semiconductor processing equipment and semiconductor 
packages for AI data centers. On a QoQ basis, sales revenue increased slightly, driven by robust demand for 
ceramic packages for AI data centers and fine ceramic components for semiconductor processing equipment. 

Next, please look at the business profit, on the right-hand side. Business profit for 1Q was JPY23.8 billion, with 
a profit margin of 13.4%. On a YoY basis, profit increased due mainly to a significant improvement in 
profitability driven by higher sales revenue from semiconductor packages for AI data centers. 

On a QoQ basis, profit increased significantly due to the higher sales revenue of high-value-added products, 
especially fine ceramic components for semiconductor processing equipment, as well as the absence of an 
impairment loss in the former Displays Business of approximately JPY5 billion incurred in fiscal 2026 4Q. 
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Next, the Electronic Components Business. 

Please look at the sales revenue on the left side of the slide. Sales revenue for 1Q amounted to JPY103.6 billion. 
Sales revenue increased both YoY and QoQ, driven primarily by increased sales of small-sized high-capacitance 
MLCCs and tantalum capacitors for AI data centers. 

Next, please look at the business profit, on the right-hand side. Business profit for 1Q was JPY8.8 billion, with 
a profit margin of 8.5%. On a YoY basis, profit increased significantly due to the higher sales revenue of high-
value-added products for AI data centers and profits from the sale of real estate, etc. of approximately JPY3 
billion, as well as the absence of a one-time loss of approximately JPY2.1 billion relating to a business transfer 
in fiscal 2026 1Q. 

On a QoQ basis, profit increased due to the higher sales revenue of high-value-added products for AI data 
centers and profits from the sale of real estate, etc. of approximately JPY3 billion. 
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Next, the Solutions Business. 

Please look at the sales revenue on the left side of the slide. Sales revenue for 1Q amounted to JPY247.6 billion. 
On a YoY basis, demand increased in existing principal businesses, such as the Document Solutions Unit and 
the Industrial Tools Unit; however, due mainly to the transfer of a US subsidiary in the Industrial Tools Unit in 
fiscal 2026 4Q, sales revenue decreased. On a QoQ basis, revenue declined due to the seasonality of the 
Document Solutions Unit and the Communications Unit. 

Next, please look at the business profit on the right side. Business profit for 1Q was JPY30.3 billion, with a 
profit margin of 12.2%. On a YoY basis, profits increased due mainly to the higher sales revenue and improved 
profitability in existing principal businesses, such as the Document Solutions Unit and the Industrial Tools Unit. 
On a QoQ basis, profits decreased due to the absence of a one-time profit of approximately JPY17 billion from 
the transfer of a US subsidiary of the Industrial Tools unit recorded in Q4 of the previous fiscal year. 
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Next, I will explain the financial forecasts for fiscal 2027. 
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We have revised our earnings forecast as follows: sales revenue is projected to increase by JPY140 billion to 
JPY2.08 trillion; business profit is expected to rise by JPY30 billion to JPY160 billion, with a profit margin of 
7.7%; profit before income taxes is forecast to increase by JPY30 billion to JPY200 billion, with a profit margin 
of 9.6%; and profit attributable to owners of the parent is projected to rise by JPY19 billion to JPY160 billion, 
with a profit margin of 7.7%. 

In addition, the assumed average exchange rates have been revised to JPY155 against the US dollar and JPY180 
against the euro, representing a depreciation of JPY5 against both currencies compared to the previous 
forecast. There are no changes to the forecasts on capital expenditure, depreciation charge of property, plant 
and equipment, or R&D expenses. 
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This is a list of sales revenue forecasts by segment. Compared to our previous forecast, we have revised our 
projections upward by JPY62 billion for the Core Components Business, JPY51 billion for the Electronic 
Components Business, and JPY32 billion for the Solutions Business. 

 

This is a list of profit forecasts by segment. Compared to the previous forecast, we have revised our projections 
upward by JPY18.5 billion for the Core Components Business, JPY5 billion for the Electronic Components 
Business, and JPY6.4 billion for the Solutions Business. 
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Next, I will explain the background of the revision to the financial forecasts. The left side of the table shows 
the business environment as of the time of our previous forecast, released in April of this year, while the right-
hand side shows the business environment as of the time of this forecast. 

As of the time of this forecast, although the business environment remains uncertain, demand is growing 
across a wide range of sectors, particularly in the AI and semiconductor markets. In addition, the yen continues 
to weaken against other currencies. 

In light of these circumstances, we have revised our financial forecast upward, taking into account the impact 
of earlier-than-expected demand growth in 1Q and the weakening of the yen. However, we continue to expect 
that the impact of rising raw material prices and geopolitical risks, among other factors, will become apparent 
from 2Q onward. 
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I will provide an overview of the investment plan for our components businesses. 

As shown on the left side of this slide, we have formulated a plan to invest approximately JPY650 billion over 
the six-year period from fiscal 2026 to fiscal 2031 in our Components Businesses, with a focus on advanced 
semiconductors and AI-related areas. Since the Nagasaki Isahaya Plant is scheduled for completion in fiscal 
2027, this figure is expected to increase significantly to approximately JPY150 billion; however, we plan to 
continue investing at a high level of approximately JPY100 billion annually starting with fiscal 2028, with the 
goal of increasing sales revenue in the advanced semiconductor and AI-related businesses to 2.8 times the 
level of fiscal 2026. 

The right side of the slide shows the outlook for our key focus areas. Regarding the fine ceramic components 
for semiconductor processing equipment, shown in the upper segment, our major customers have provided 
a solid outlook for annual demand. Based on this outlook for increased demand, we will consider expanding 
our production workforce over the medium term and bringing forward investments to increase production 
capacity. 

For the network packages for AI-related applications, shown in the middle segment, we are proceeding with 
investments to increase production in response to a significant rise in shipments of ceramic packages for 
optical communications. We are also taking steps to meet the growing demand for organic packages for 
networks, and will continue to work to secure the supply of glass materials. 

For the small-sized high-capacitance MLCCs for AI servers and semiconductors, shown in the lower segment, 
we are proceeding with the signing of long-term supply agreements for certain products, against a backdrop 
of rapidly increasing demand in the data center and semiconductor markets. In addition, we have begun 
making arrangements for large-scale investments aimed at expanding production capacity, with the goal of 
improving quality by enhancing the yield of new products and increasing production capacity. 
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We have also revised upward our ROE forecast announced in April of this year. In line with our profit growth, 
we have raised our ROE forecast to 4.9% and will continue to strive for further profit growth with the aim of 
achieving our target ROE of 5% or higher for the year ending March 31, 2028, one year ahead of schedule. 

That concludes my explanation. We ask for your continued support. Thank you for your attention. 

  



 
 

19  
 

Question & Answer 

 

<Questioner 1> 

[Q]: What really struck me this time was the frequent use of terms like “AI data centers.” I think there has 
been a sudden shift in how things are described; whereas until last year the narrative was that there wasn't 
much involvement or connection in AI data centers, that has changed. 

To better gauge the impact of this, regarding the annual sales forecast—specifically, the sales figures for the 
Core Components Business and the Electronic Components Business have been revised upward to JPY62 
billion and JPY51 billion, respectively—could you tell us how much of this increase is attributable to the 
semiconductor-related areas or AI data centers? 

Also, regarding the current April to June period, I would like to ask about any significant changes—specifically, 
instances where demand materialized and your company managed to capture more of it than anticipated, or 
where you were able to increase shipments. 

Sakushima [A]: We have revised our April forecast upward as of July. Our company has maintained ongoing 
business relationships with certain customers regarding ceramic components for semiconductor processing 
equipment and optical communication packages, among other products, and we hold a high market share in 
those areas. 

Regarding inquiries, etc. in that area, particularly with regard to ceramic components for semiconductor 
processing equipment, demand was expected to remain quite sluggish—or rather, it was not expected to pick 
up—until around the end of last year. However, that situation took a sudden turn at the start of this calendar 
year, and demand began to rise sharply. 

Back in January, February, and March, we hadn’t yet fully grasped those figures, but as we entered fiscal 2027, 
those numbers began to rise significantly in the form of actual orders, which is why our results for 1Q, in 
particular, exceeded expectations. 

Also, regarding changes or increase in demand—while we had initially factored this into our full-year plan, we 
had anticipated that it would begin more toward 2Q. However, since this trend started earlier than expected, 
the demand has risen at a much steeper rate than we had anticipated. We understand that, in that sense, we 
are progressing ahead of our initial plan. Rather than an increase in market share, the main factor behind this 
upward revision was an increase in demand from the customers we do business with. 

[Q]: I see. Just to confirm, I fully understand the two products you mentioned. However, regarding 
components like MLCCs and tantalum capacitors—where I had thought a longer timeframe might be 
needed—I was surprised to see the term "AI server" explicitly mentioned for both of them this time. 

Regarding the background context, and whether the so-called product strength and rollout are already in 
place—and also, whether the organic packaging is not really relevant this time, or whether it’s correct to say 
that AI-related aspects are still pending—could you please confirm these points for me? 

Sakushima [A]: First, regarding the Electronic Components Business, we have generally been actively pursuing 
design-in initiatives for MLCCs and tantalum capacitors. Consequently, as the impact of this has also shifted 
significantly toward the upside, it has contributed to a substantial increase in sales of the Electronic 
Components Business, particularly compared to the most recent 4Q. 
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Demand for tantalum capacitors has been quite strong since the previous fiscal year, but due to constraints 
on our production capacity, we had been unable to fully meet that demand. However, as productivity 
improvements at KAVX’s Thai plant have progressed, we’ve been able to increase production volumes slightly 
as a result, and the figures in this area are now on the rise. 

With regard to organic packages, it remains true that the availability of glass core material is currently our 
bottleneck; however, we have spent the past year working to improve internal productivity and yields, and 
these efforts are now contributing to shipment volumes, driving an upward trend. Regarding organic packages, 
we are now in a position to meet rising demand from existing customers. 

[Q]: I see; that makes perfect sense.  

While annual sales of the Electronic Components Business increased by JPY51 billion, business profit increased 
by only JPY5 billion. Could you explain why profit was increased by only JPY5 billion? 

Sakushima [A]: Regarding the Electronic Components Business, while we are certainly committed to meeting 
that strong demand, internally—as I mentioned earlier in the example of our Thai plant—there are still areas 
for improvement in terms of productivity and yield rates. Therefore, rather than an increase in volume 
immediately translating to a significant jump in profits, we are still in a situation where further improvements 
are needed. We believe these factors are reflected in the figures, so we intend to drive these metrics toward 
the upside by promptly implementing internal improvements. 

[Q]: I see. My impression from listening to Mr. Sakushima is that, while the need for visualization has been 
discussed for a long time , you have now articulated quite clearly and in detail exactly what is happening within 
the Company—capturing those events in real-time and determining the appropriate actions to take. 

So, now that the Corporate Planning Office has been established, would it be fair to say that you’ve made 
significant progress in terms of making the Company’s operations more transparent—understanding what’s 
happening and how to respond? 

Sakushima [A]: Yes. While there are still many challenges ahead, we must clearly define where we intend to 
focus our growth efforts. In particular, since we began discussing AI data centers last year, our internal focus 
has increasingly shifted toward that area. 

In that context, we have gained a clearer overall understanding of what will happen to our products. In that 
sense, the recognition that this is a key area where we should focus our efforts has taken hold, and I believe 
everyone is paying closer attention to it—which, in turn, ensures that relevant information is being reported 
to us reliably. 

At the same time, we recognize the challenges involved in securing our standing in growth sectors; 
consequently, we realize the need to hold thorough internal discussions, implement the necessary measures, 
and take concrete action to solidify our position in these expanding markets. Therefore, we intend to pay 
closer attention to these areas and closely monitor our progress. 

[Q]: Thank you. I understand perfectly. 

 

<Questioner 2> 

[Q]: While the upwardly revised full-year sales revenue and business profit figures are still less than four times 
the 1Q results, I’d like to know what risks have been factored into the upward revision for 2Q and beyond.  
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Also, regarding the period from 1Q to 2Q, is the trend of seasonal increases in sales of the Core Components 
Business and the Electronic Components Business—which typically occurs every year—still expected this fiscal 
year? Or do you have the perception that sales in 1Q exceeded actual demand? 

Sakushima [A]: First, regarding the period from 1Q to 2Q, your question is suggesting that the growth rate 
particularly in 2H may be somewhat sluggish; however, the plan we announced this past April had anticipated 
that the pace of the market’s upward trend in 1Q would be somewhat slower—or that growth in that area 
might come a bit more gradually—and consequently we weighted the bulk of our figures toward 2Q and 
beyond. However, our current understanding is that growth accelerated significantly in 1Q, causing the 
numbers to shift forward. 

Therefore, while there was an upward deviation in 1Q this time, we have incorporated that into the upward 
revision of our full-year outlook; for 2Q and beyond, we are proceeding based on the figures originally 
projected, as we believe those targets remain achievable. 

Next, regarding seasonal factors affecting the Electronic Components Business and semiconductor packages—
specifically the expected uptick in 2Q and 3Q—these are primarily driven by components for mobile devices. 
Since the sales trend for these products remains unchanged, we generally expect sales of packages and 
electronic components to increase in 2Q and 3Q. 

However, since they account for a relatively large portion of our business, and given that we expect a decline 
in 4Q, we anticipate that the combined figures for 1H and 2H will be roughly at the same level. 

[Q]: Thank you. 

Regarding MLCCs for AI servers. I believe demand for high-value-added products is growing, so I’d like to ask 
what advantages your company has—and what technical challenges you face—in applying the technology 
you’ve developed for MLCCs used in smartphones to AI servers. 

Among your MLCC products, could you please tell us—if possible—what percentage of your company’s 
revenue is generated by those designed for AI servers, and what the growth outlook is? 

Sakushima [A]: Regarding the advantages of our MLCCs, Kyocera’s electronic components have traditionally 
been known for their compact size and high capacitance, and we have been developing our products with a 
strong focus on these features, which is why they have been adopted by our customers. 

Regarding our products for AI data centers, KAVX possesses proprietary technologies related to specialized 
terminal shapes, sizes, and other such aspects. By combining these technologies, we have been offering 
MLCCs designed for data centers since the previous fiscal year and the fiscal years before that. Since the fact 
that these products are actually starting to be used is one of the factors driving the current increase in demand, 
we intend to maximize their unique features to grow our sales. 

Furthermore, regarding the proportion of MLCCs used in AI data centers, while I will not specify the exact 
percentage, it is true that MLCCs for telecommunications applications still account for the majority. We are 
receiving an increasing number of inquiries regarding AI data centers in this area, and since we intend to 
increase the proportion of our business dedicated to AI data centers, we are proceeding with our future 
investment plans with that in mind. 

[Q]: Thank you. Is it correct to assume that mass production shipments of MLCCs for AI data centers, which 
incorporate KAVX technology, have already begun and are contributing to 1Q sales revenue and profit? 

Sakushima [A]: Since mass production has just begun, we expect figures regarding volume and value to 
become available in the near future. 
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[Q]: Thank you very much. 

 

<Questioner 3> 

[Q]: I believe you mentioned that, in response to the growing demand for AI applications, you plan to 
significantly expand production capacity. From the perspective of supply and demand, do you foresee a 
scenario where capacity utilization rates are secured by customers to a certain extent over the long term? 

Also, regarding the conclusion of long-term supply agreements, how will entering into such contracts bring 
about changes to the conventional MLCC business? For example, could you please explain whether the 
situation is such that the customers are willing to absorb a certain portion of the increased fixed costs from 
the outset, whether a minimum shipment volume is guaranteed, and how factors such as price trends are 
expected to change over time? 

Sakushima [A]: Thank you. Fundamentally, by entering into such long-term contracts, we are able to gauge—
to a certain extent—the likely range of volumes involved. By doing so, we can plan the line allocation—or 
rather, how to structure the line balance—which we believe will allow us to maintain the operating rate at a 
consistently high level. 

While we will be working to raise that utilization rate to a high level, there are certain production processes 
specific to that product. By expanding capacity in those areas, we will be able to increase output. Therefore, 
we believe that by entering into a contract, we will be able to achieve stable operations and reliably supply 
the product. 

[Q]: Understood. Thank you. 

Regarding shipments of ceramic packages for optical communications, I believe demand is growing sooner 
than previously anticipated.  

Does this mean that the share of ceramic packages for optical communications within the overall ceramic 
packages will grow significantly in the future? Or will the ratio remain roughly at this quarter's level for the 
foreseeable future? If you have any insights to share regarding the growth trends in demand and sales, I would 
appreciate it. 

Sakushima [A]: Regarding packages for optical communications, demand for packages intended for 
telecommunications infrastructure had dropped significantly in the past, leading us to scale back our 
production capacity somewhat. However, with the adoption of optical technology for communication 
between data centers, demand has risen once again.  

Consequently, we are currently in the process of gradually ramping up production to increase capacity back 
to higher levels after having previously scaled it down. In this regard, as there is currently a shortfall in 
production capacity, the current trend in optical communication packages is to proceed with certain 
investments and other measures to further expand capacity. 

[Q]: Understood. Thank you. 

Could you please share your company’s overall perspective on issues such as the front-loading of demand? 

I think demand for various components—such as those for data centers—has been strong, and inquiries from 
distributors and others have been robust, but since there seems to have been a slight shift toward earlier 
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demand in those areas, could adjustments be a risk we should anticipate in 2H? Or perhaps, since demand is 
also growing strongly, concerns in that regard are minimal—what are your thoughts on this? 

Sakushima [A]: Regarding this matter, we have been discussing the required quantities directly with our 
customers and, demand is quite strong—in fact, as our discussions progress, the quantities are increasing 
steadily beyond current levels. While there may still be some discussions regarding securing additional 
quantities, we believe this strong demand will continue, particularly for the current fiscal year. 

[Q]: Understood. Thank you very much. 

 

<Questioner 4> 

[Q]: I would like to ask regarding the changes by reporting segment from 4Q to 1Q, or from 1Q to the revised 
guidance. 

In the Industrial & Automotive Components Unit, while sales remained largely unchanged from 4Q to 1Q, 
profits fluctuated quite a bit. Although there was an impairment loss related to the former Displays Business, 
even excluding that, 1Q profits have improved—so what is driving this change? 

Also, regarding the Semiconductor Components Unit, based on the 1Q results, the full-year guidance appears 
to indicate a relatively significant improvement in profits. Why is that? 

In addition, regarding the Industrial Tools Unit in 1Q, while it’s showing a significant increase in profits, the 
full-year guidance figures appear to be setting profit expectations a bit lower in comparison. I wondered if 
something like fan cooling jacket might be having a seasonal impact, but could you please tell me how you 
view the trends and structure of the Industrial Tools Unit? 

Sakushima [A]: Looking at the results for the previous 4Q and this 1Q—particularly the performance of the 
Core Components Business—it seems that while sales haven’t changed much, the improvement in profits may 
be somewhat significant. The primary factor driving up profits is the increased proportion of high-margin 
products—specifically ceramic components for semiconductor processing equipment. 

Next, regarding the Industrial Tools Unit, the sharp rise in raw material prices has become a major issue, and 
we ourselves have also asked our customers to pass on the cost increases to them. 

In line with the timing of passing on these price increases, and naturally, regarding the timing of when to raise 
prices, we do not do so abruptly, but rather negotiate after carefully determining the appropriate timing. 
Coinciding with that timing, we saw a surge in demand—often referred to as “last-minute” demand—driven 
by customers purchasing necessary items ahead of the deadline; regarding the Industrial Tools Unit, in 
particular, we experienced a significant upward spike in 1Q. 

However, since this will naturally lead to price increases going forward, we expect to see a backlash from that 
in the near future. Consequently, we believe the impact of these factors will begin to show in our sales and 
profits starting in 2Q and beyond. 

[Q]: Understood. Am I correct in understanding that the strength of the profit guidance relative to the 1Q 
results is driven by contributions from areas such as optical communication packages, as well as the impact 
of seasonality on packages for smartphone image sensors? 

Sakushima [Q]: Yes. That is a correct understanding. 
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[Q]: Understood. Thank you. 

While profits have exceeded expectations in a very positive way this time, do you have any personal thoughts 
on the Strategic Business Transformation Project—do you feel it was quite effective? Or do you feel that the 
tailwind from improvements in the external environment is quite significant? If there are any tangible results 
you’ve seen from the project, I’d appreciate it if you could share a few specific examples. 

Also, since you are implementing initiatives to change the way you approach various matters as part of your 
ROIC-focused management, if there are any changes reflected in the balance sheet or income statement as a 
result of these efforts, could you please share them with us to help us better understand the situation? 

Sakushima [A]: In that sense, we believe that a major factor behind the current situation is the significant 
improvement in market conditions for us.  

We have been moving forward with the Strategic Business Transformation Project since last year, and in that 
regard, we recognized significant impairment losses and other such items in both the previous fiscal year and 
the fiscal year before that. My personal assessment is that our own financial figures are returning to normal—
or, so to speak, operating as usual. 

In particular, as part of our strategic Business Transformation Project, we identified growth areas within our 
business portfolio and have focusing our resources on them; in this regard, we have made this AI data center 
a key priority for us. We believe that our heightened sensitivity to this initiative, while not quantifiable in a 
strict sense, is manifesting as a qualitative benefit. While thoroughly implementing this approach and shifting 
our focus more toward growth areas, I believe we need to consider how to approach our other businesses. 

Up until now, discussions have tended to focus on how to handle challenging businesses, but I believe we are 
gradually shifting toward a model where we can develop various strategies centered on how to handle growth 
businesses. In terms of that kind of change—I believe that, although progress is gradual, we are making 
headway in that area as of now. 

However, as for specific results, I believe this will depend on our efforts to further increase revenue in that 
area going forward, so we intend to work diligently on that front. 

[Q]: Understood. Thank you very much. It might be in November, but I look forward to your next briefing. 

 

<Questioner 5> 

[Q]: I believe sales in the Electronic Components Business were strong, but excluding gains from the sale of 
real estate, etc., profits appear to have remained largely flat QoQ. Was this result due to the fact that the 
situation with tantalum capacitors has not yet improved? Or is it a case of upfront costs associated with 
launching new MLCC products, or perhaps it’s because of seasonal factors related to smartphones? 

Profit of the Electronic Components Business were a little lower than I had expected, so I wanted to ask if 
there were any underlying factors contributing to the results. 

Sakushima [A]: As you pointed out, it is true that the profit margin has not changed significantly compared to 
4Q. While profit margins for MLCCs and tantalum capacitors have been rising—driven by market conditions 
in these areas as well as internal improvements—the fact is that other electronic components, such as crystal 
devices and connectors, are not currently performing very well in terms of profitability. This combination of 
factors has led to these results. 
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Regarding the areas where we are focusing our efforts and aiming for growth—such as MLCCs and tantalum 
capacitors—we have seen solid improvements and rising profits; however, we are facing challenges with other 
electronic components, as market conditions and other factors have made the situation somewhat difficult. 

[Q]: I wonder if there’s still quite a bit of room for improvement, especially with tantalum capacitors. Taking 
that into account, I get the feeling you could do even better—what are your thoughts on that? 

Sakushima [A]: Regarding tantalum capacitors, I personally have the view that we are moving in the right 
direction for improvement. I believe that the more we push forward with these improvements, the more we 
will be able to significantly boost our profitability. 

[Q]: Understood. I’m looking forward to it. 

I think you were referring earlier to custom-made specialty electrodes as your strong point. Even when it 
comes to cutting-edge general-purpose MLCCs, I personally believe your company is quite capable—
specifically, with the so-called 1005 size 47μF or 0603 size 10μF MLCC cutting-edge products. 

Could you share your company’s perspective on how your cutting-edge products are currently viewed within 
the industry, and how your company itself evaluates them, in terms of your company’s product strength, or 
any variations in quality? 

Sakushima [A]: As for cutting-edge products, we are also focusing our product development efforts on that 
area, and I feel that we have been able to develop and deliver such product lines. 

We do feel that there are some challenges regarding how to ensure consistent production and how to deliver 
stable quantities of products with consistent quality to our customers. Therefore, I believe we must continue 
to work on improving these areas so that we can consistently deliver products that fully satisfy our customers. 

[Q]: So, is it fair to say that the foundation itself has turned out quite well? 

Sakushima [A]: Yes, I believe that is how it is being evaluated. 

[Q]: Understood. I have high hopes for this as well. 

Up until around this year, in particular, you have been steering a prudent course; by keeping costs and fixed 
expenses in check while growing the top line, I believe profit margins should improve significantly. I believe 
you are entering a phase where you must expand your capabilities and drive significant further growth in your 
top line. How do you plan to manage fixed costs when expanding capacity and increasing sales starting next 
fiscal year and beyond? In the past, I have often seen cases where—as the company expands its capacity—
fixed costs, including depreciation, rise to a higher level, making it difficult for profits to grow. I am interested 
in how you manage this aspect and would like to ask about it. 

Could you please tell us how you plan to approach the challenge of generating profits while improving overall 
performance? 

Sakushima [A]: As you just pointed out, there are frequent instances—particularly in the Electronic 
Components Business—where a sharp increase in production capacity and a drop in demand happened 
concurrently, resulting in a very difficult earnings situation. 

In that sense, unless the quality of our products approaches the top tier, we become more vulnerable to such 
risks; essentially, we would be the first to fall when things go down, yet the last to recover when things pick 
up. 
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In that sense, I believe it is necessary to focus our investments on products that have real strengths—products 
where we will see a quick return on our demand when the market rebounds, even if it has declined. 

I think that in highly competitive fields, if we make large-scale investments, we may end up having to bear the 
burden of those investments for a considerable period of time when situations like the one we just 
experienced occur, which could put us in a difficult position. Therefore, I feel that we should make investment 
decisions based on the approach of concentrating our investments in areas where we possess strengths. 

[Q]: Thank you. So, you're confident in ceramic capacitors, then. Both in terms of ability and as a product. 

Sakushima [A]: Yes. To be honest, we still face challenges, and in terms of overall production capacity, we’re 
not yet that larger than our competitors. However, we believe we are successfully developing products that 
allow us to effectively highlight those distinctive features to our customers, so I think it’s necessary to continue 
investing while simultaneously keeping close eyes in this area. 

[Q]: Thank you very much. 

 

<Questioner 6> 

 [Q]: Regarding MLCCs, you mentioned that market conditions are favorable. How do you view the current 
pricing environment compared to the past? 

We’ve been seeing various news reports about price increases by overseas manufacturers. Could you tell us 
how your company views this situation and what your pricing strategy will be going forward? 

Also, if you could provide a quantitative breakdown of your capacity planning—specifically, at what pace and 
by what percentage you plan to increase capacity—that would be appreciated. 

Sakushima [A]: As for MLCC prices, the price range varies considerably depending on whether the product is 
a cutting-edge model or a general-purpose one. 

Our company focuses its development efforts on cutting-edge products that generate solid profits for us, and 
by offering these products—in particular, for MLCCs of Kyocera’s electronic components business, we intend 
to pursue expansion in this area by offering competitive products. 

Also, regarding MLCC production capacity, since it can vary significantly depending on the product mix within 
the product lines we are working on, it is difficult to make a blanket statement. We will determine this by 
taking into account factors such as production line balancing to meet our customers’ requirements, so it is 
difficult to state a specific percentage increase, so we would appreciate your understanding in this regard. 

[Q]: Thank you.  

I believe some manufacturers are implementing measures such as converting capacity of consumer products 
with relatively low utilization rates to those for AI, but does Kyocera plan to pursue such initiatives as well? 

Sakushima [A]: Concerning our MLCCs, both Kyocera and KAVX have production lines. We are therefore 
planning to incorporate into our strategy the transition of KAVX’s production lines to meet the specific 
requirements we are currently receiving. We intend to develop plans for this kind of repurposing or 
conversion of those lines. 

[Q]: Thank you.  
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Regarding the Solutions Business in 1Q—earlier, we heard that demand had picked up slightly ahead of 
schedule in the Industrial Tools Unit—but I think demand for the Document Solutions Unit and the 
Communications Unit was also very strong compared to the usual levels. On the other hand, memory prices 
had risen significantly, so I think the external environment presented some headwinds. What exactly was 
going on in that regard? Also, could you please share your outlook for 2Q and beyond? 

Sakushima [A]: With regard to Document Solutions Unit, particularly when compared to the previous fiscal 
year, we faced significant challenges in sales in Europe—our main market; however, sales in that region have 
been performing well this fiscal year, which has been a positive factor. 

As for the Communications Unit, as you just mentioned, due to factors such as memory prices, we are 
currently asking our customers to accept price increases for the devices. While this also depends on the 
customer's circumstances, the background to this is that we received requests to move up the schedule—
specifically, a request to supply products early, in 1Q. Therefore, regarding the Communications Unit, while 
1Q certainly appears to be performing well, the figures for 2Q and beyond are coming in slightly below our 
original projections, and we expect the total to be roughly in line with our initial plan. 

[Q]: In that case, is my understanding correct that there are no such irregular schedule accelerations or the 
like regarding the Document Solutions Unit? 

Sakushima [A]: Yes. We believe that this fiscal year reflects a return to our usual levels after a slight slowdown 
in the market during the previous fiscal year for the Document Solutions Unit. 

[Q]: I understand very well. Thank you.  

[END] 

 

Notes 

1. This document was edited from the original recording and transcripts provided by SCRIPTS Asia, Inc.  

2. In this document, the year ending March 31, 2027 is referred to as “fiscal 2027,” six months 
ended/ending September 30 is referred to as “1H,” three months ended/ending June 30 is referred to 
as “1Q.” Other fiscal years, half-year and quarterly periods are referred to in a corresponding manner.  

 

Cautionary statement  

This is an English translation of the Japanese original. This translation is prepared for the reference and 
convenience solely for those who do not use Japanese. In the event of any discrepancy between this 
translation and the Japanese original, the latter shall prevail. Except for historical information contained 
herein, the matters set forth in this document are forward–looking statements that involve risks and 
uncertainties including, but not limited to, product demand, competition, regulatory approvals, the effect 
of economic conditions and technological difficulties, and other risks detailed in the cautionary statements 
with respect to forward–looking statements on the company’s website.  

(https://global.kyocera.com/ir/disclaimer.html) 


