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Question & Answer 

 

Moderator [M]: We will now take questions from the audience. 

The first question comes from Mr. Yamaguchi of SMBC Nikko Securities. Mr. Yamaguchi, please proceed. 

Yamaguchi [Q]: This is Yamaguchi from SMBC Nikko Securities. I apologize for speaking in Japanese. 

The previous medium-term management plan and the structural reforms before that were very easy to 
understand. If I recall correctly, it was around the end of September 2019, and the content was such that the 
stock price started to rise from that day. It was clear, for instance, that costs would be improved and 
consolidated, and that the revenues of the overseas businesses, which were struggling at the time, would 
increase. 

 

Currently, I am looking at page 11 of the President’s presentation materials, specifically the analysis of the 
factors for increase and decrease in business profit. When I look at this, for example, I see a positive JPY8.5 
billion for the promotion of recycling and JPY10.5 billion for the expansion of materials and processing. 
However, these figures don’t resonate with me. Of course, we want these outcomes, and I believe investors 
also hope for these results. 

However, when you mention promoting recycling, I imagine that the cost of recycled materials will increase. 
I wonder if you can adequately pass these costs on to prices. Also, regarding the materials processing business, 
from what I hear, there is an assumption that demand will recover or increase to some extent, and your 
company is also striving to expand sales. This makes it hard for me to visualize the situation clearly. Perhaps 
investors were also confused when they first saw the presentation. 

Naturally, having heard the explanation now, I hope these goals are achieved, but I think this vague reaction 
might be typical among investors. This is my first point. 
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My second point concerns TAA. I have some concerns. Although TAA has been a highly profitable company, 
as indicated in the earlier materials, its growth seems to have slowed. From what I gather about the market 
environment from events like the ball and crown briefing meetings or by looking at financial statements, it 
doesn’t appear to be growing much, and capital investment is actually decreasing. 

On the other hand, from the statements made at beverage can manufacturers’ briefings, it seems that the 
demand outlook is declining slightly, possibly due to a decrease in home drinking. Hence, there is a cautious 
approach to investment. 

Meanwhile, companies like Steel Dynamics or Novelis are increasing their capacity, which raises concerns 
about whether everything will be all right. While I understand from the earlier discussion that your company 
has very strong relationships with its customers and that this is reassuring, I still have concerns about pricing 
and the competition for scrap acquisition. I would appreciate it if you could dispel these worries. Thank you. 

Tanaka [A]: Thank you for your questions, Mr. Yamaguchi. You asked two questions. The first one is about the 
breakdown of the content on page 11 of the current mid-term management plan. The second question 
concerns the market environment in the US for TAA. 

I will address the first question, and for the second question, Henry, who is here today, will provide the answer. 

Regarding the first question about the value added from materials on the slide on page 11, we have presented 
it under themes such as recycling, the automotive sector, and the packaging sector. These themes are 
organized around the key issues we prioritize. 

Within the recycling category, we have included contributions from the sheet business, the extrusion business, 
and the processed goods business. The way we achieve these effects is partly through the natural expansion 
of demand. Additionally, by having our customers recognize that our materials are environmentally friendly, 
we aim to add a premium to them. While we haven’t separated the details within this broad category, we 
have consolidated all these elements and expressed them under the large theme of recycling. 

Similarly, for the automotive, packaging, and aerospace sectors, contributions from the sheet and extrusion 
businesses are mixed in. We have organized and presented these in terms of their significance in key areas. 

Certainly, there are specific details regarding what contributes to each part, and we recognize this. We will 
continue to work on ways to present these details in a clearer manner for everyone. 
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Kawashima [A]: I would like to add a few points. On page 56 of the supplementary materials released on the 
13th, there is a traditional waterfall breakdown. It shows how TAA and UATH are performing, as well as the 
increase in domestic sales and rising costs, in the conventional format. By comparing these with the strategic 
analysis mentioned by the president earlier, you can understand the path to reaching JPY60 billion. 

Tanaka [M]: Now, regarding the second point about the US market environment, Henry will provide an 
explanation. 

Gordinier [A]*: Let me start with some general comments, and if I don’t address your specific question, please 
feel free to ask further. 

First, regarding our confidence in growth, I am confident about the 3% growth rate. This figure is based on 
what we have seen over the past three to four years, following decades of stagnation or decline. 

In the North American canning and beverage industry, there were constraints on canning due to COVID-19. 
The comments you mentioned likely refer to capital investment in canning. When we talk about pace, we 
consider the pace of new supply and demand growth expectations, and in this context, investment in canning 
was constrained. During the pandemic, higher growth rates were expected, with peak projections reaching 
10%, or 4% to 6% on average. The pandemic increased off-premise demand, and new drinks like hard seltzer 
grew rapidly. These have now normalized. 

Therefore, I believe my projection is rather conservative. Sales of sheets have already exceeded expectations 
from Q1. 

Yamaguchi [Q]*: The entry of competitors and capacity expansions likely impact not just the supply-demand 
balance but also scrap costs. Are these considerations not factored into this year’s forecasts? 

Gordinier [A]*: In FY2023, we had significant tailwinds regarding scrap. For FY2024, we are considering these 
benefits. The volume of scrap consumed and the complex trading processes in the US affect this, but the rising 
US transaction prices are a strong tailwind for us. That’s the first point. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
6 

 

Second, we can optimize and increase the volume of scrap we consume. Part of our investments relates to 
this. So, even if there are price negatives due to a tight market, we can compensate with volume. 

Regarding the new rolling mill, the sheet segment in our industry has been deficit for a long time. However, 
considering the fundamentals, such as the growth potential in aluminum body and parts sheets and extruded 
products for vehicles, and the increase in beverage packaging, more sheets will be required. When we 
consider investments, it seems rational, and from a macro improvement perspective, the environment 
remains positive for our business. 

Investment considerations must also account for rising costs. We need to consider the rate of return on capital, 
but we must make investments justified by prices and economics. 

Considering all this, I see strong tailwinds for our business strategy. Does this answer your question? 

Yamaguchi [M]*: Thank you very much. 

Moderator [M]: Thank you, Mr. Yamaguchi. 

Tanaka [M]: Thank you. If I may, I would like to ask for an additional comment on the stability of scrap 
procurement in North America. 

Gordinier [A]*: Certainly, regarding stability in scrap procurement, this includes price stability, quantity 
stability, and efforts to increase the volume. In the market, the supply of scrap itself is stable. What I mean is 
the broad use of recycled metals, whether for beverage cans or automotive scrap, which are sorted and 
alloyed, including old construction materials. We utilize the most economically advantageous mix of scrap. 

Scrap can be substituted, but it has specific price characteristics. We procure from the most economically 
favorable sources. Clearly, the supply of scrap needs to expand. That’s undeniable. 

There are large consortiums and industry-wide alignments. Demand comes from beverage manufacturers and 
canning companies, among others. It’s not just one factor but many that achieve our goals, creating significant 
positive momentum. This is very important to our processes, so we invest time and energy into it. 

To specifically answer the question about stability, I am confident that the order volume will lead to favorable 
outcomes. This is a consortium effort. It’s not just a part of the value chain, but the entire value chain shares 
a common goal. The brands we sell to also support recycling because consumers demand it. We need to 
secure scrap, and the scrap suppliers need to find the scrap. The entire value chain is oriented toward this 
goal, and we expect to see movement. We aim to outperform in terms of performance. 

Moderator [M]: Thank you very much. Are there any other questions? Next, we have a question from Mr. 
Shirakawa of Morgan Stanley MUFG Securities. Mr. Shirakawa, please proceed. 

Shirakawa [Q]: This is Shirakawa from Morgan Stanley MUFG Securities. Thank you for today. I have two 
questions. 

The first question is related to page 11 of the President’s presentation. The breakdown of growth investments 
by sector is provided, but I would like a bit more detail. Specifically, for example, regarding the investments 
in recycling (JPY22 billion) and the distinction between TAA and domestic investments, what exactly are these 
investments going into? 

In terms of business profit, the plan is to increase from JPY43.4 billion to JPY60 billion by FY2027. From a 
timeline perspective, I assume the effects of these investments will appear toward the end of the mid-term 
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management plan, but could you explain which aspects will contribute to profit increases in the next year or 
the year after that within this mid-term plan? That covers the first point. 

The second question is about Thailand. I understand you are aiming for an increase in volume. What I would 
like to know is whether there will be a change in the composition of this volume. For instance, you mentioned 
automotive heat exchanger materials and air conditioner fin materials, so how will the composition of 
volumes change? Additionally, within can materials, how will end materials and body materials evolve? 

 

Also, in the briefing materials for Thailand, on page four, there is mention of utilizing excess production 
capacity to support domestic production of UACJ. I did not fully understand this part, so could you provide 
more details? That is all. 

Tanaka [A]: Thank you for your questions. First, regarding the breakdown of the JPY22 billion growth 
investment mentioned on page 11, I cannot link it to specific items. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
8 

 

 

As explained on page 10, this represents the recycling loop centered around cans. For instance, it includes the 
UBC (used beverage can) processing facilities. Currently, we are progressing with the UBC processing facilities 
at the Fukui plant, and we have also completed new processing facilities in Thailand. These are partly included. 
Additionally, in North America, there are investments in shredders for shredding UBCs. These are the main 
components of the JPY22 billion breakdown. 

Regarding the timeline for the effects of these recycling investments, it takes time for the equipment to 
become operational after the investment. Therefore, we have indicated FY2027. 

In the first one to two years, there will still be the startup of equipment, so the impact will be minimal. 
However, from the third year onwards, toward the fourth year, we expect at least this level of revenue to be 
realized. Furthermore, beyond that, we anticipate even greater profits, but these are not shown in the current 
projection. 

Regarding the second point about Thailand, Yamada will provide an explanation. 

Yamada [A]: First, regarding the product composition, we do not anticipate significant changes. The main 
pillars will remain to be can materials, automotive heat exchanger materials, and air conditioner fin materials. 
We expect overall growth, but the composition ratio is not expected to change significantly. 

Regarding potential changes within can materials, as you are aware, there is the rise of Chinese mills, which 
has significantly impacted us. For example, in this context, bare ends, which are uncoated end materials, have 
relatively less competition from other sources. We believe supplying these is meaningful for us. As we 
navigate these overall market trends, we will continue to identify and shift toward areas where we can make 
the most impact. 

Gordinier [A]*: May I add something regarding the facilities in Thailand? Thailand is truly an essential element 
for North America as well. Therefore, when we consider the continuity of the supply chain and adjusting to 
the demands of our customers, Thailand is very important, and we utilize production from Thailand. Thus, the 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
9 

 

relationship between Thailand and North America is very strong and healthy. When we drafted the mid-term 
management plan, maintaining this relationship was a key consideration. 

Tanaka [M]: Mr. Hashimoto, could you add some information regarding the domestic situation? 

Hashimoto [A]: I will supplement the information. Regarding the product composition, as Mr. Yamada 
mentioned earlier, the production capacity for automotive heat exchanger materials and air conditioner fin 
materials on the production lines is fixed, so the balance will not change significantly. 

As Henry mentioned, the volume for the US may fluctuate slightly, but in the long term, new mills will be 
established in the US, which will gradually decrease the demand around 2026 or 2027. Therefore, as I 
explained earlier, we are working to increase our presence in local regions, such as Asia, India, and Australia. 
This regional shift in can material sales destinations will be a noticeable change. 

Regarding the utilization of domestic support capacity, there are two main aspects. As mentioned in my 
explanation, we are enhancing the interchangeability between Thailand and Japan to respond flexibly to 
changes in demand. 

A clear example is that some exports currently come from Japan. We are making it possible to also supply 
from Thailand, including can materials, automotive heat exchanger materials, and air conditioner fin materials. 
We are establishing a system where the optimal supply source can be selected based on the situation. 

Additionally, we anticipate that domestic demand will increase in the future. To support this, we are also 
considering providing some domestic support, which is the current situation. 

Kawashima [A]: Initially, we operate under a tri-polar system, where we have Thailand, Japan, and the US 
From another perspective, we have a large one plus four mill operation: two in Japan, one in Southeast Asia, 
and one in the US, all operating in parallel. Thus, where to produce within the product mix is determined. 

For instance, producing in Nagoya versus producing in Fukui or Thailand is similar. With increased capacity 
and improved quality, interchangeability becomes feasible. This allows us to operate more efficiently. 
Consequently, it is not just one plus one plus one equals three but potentially achieving a capacity of 3.5 or 
four. 

As we implement the third mid-term management plan and prepare for the fourth, we aim to leverage this 
enhanced capability, which will provide us with additional opportunities. 

Shirakawa [M]: Understood. Thank you. 

Moderator [M]: Thank you, Mr. Shirakawa. Next, we have a question from Mr. Matsumoto of Nomura 
Securities. Mr. Matsumoto, please proceed. 

Matsumoto [Q]: This is Matsumoto from Nomura Securities. I have two questions. 
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First, a question for Henry. On page six of the TAA materials, there is mention of sales agreements up until 
2028. Could you tell us what proportion of these agreements are in place and whether the increase in capacity 
among various companies has led to any unfavorable contracts? That is my first question. 

 

The second question is about UATH, referring to page eight. It shows a significant increase in volume planned 
for 2025. Is this based on a market recovery, or are these figures due to your own efforts? It doesn’t seem like 
there is much increase expected from the US, so could you explain the background behind this? That’s all. 

Tanaka [M]: Thank you. Henry will answer the first question. 
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Gordinier [A]*: Certainly. There were two parts to the question. If my answers aren’t sufficient, please ask 
again. 

First, regarding the proportion of secured contracts and our contracting strategy, for 2025, all contracts are 
already in place. By 2028, 1/3 of the contracts are confirmed. Discussions are still ongoing, and I believe that 
66%, or 2/3, will be secured within the next quarter. Honestly, I think we are in a very advantageous position. 

As for whether there are any unfavorable contracts due to the emergence of new mills, the answer is no. 
While there are new entrants in the market, their capabilities need to be proven. 

Our value proposition is the reliability of supply. When we talk to customers about our competitors, many of 
them return to us because of our reliability. 

Furthermore, some projects are slightly delayed, which means that additional capacity expected to come 
online may be uncertain. From the perspective of our customers and ourselves, there is uncertainty about 
when this supply will hit the market. Commissioning, ramp-up, and the process that two mills are undergoing 
all contribute to this uncertainty. However, our business plans are trusted and proven, which naturally attracts 
business. 

The current contracts are not at all disadvantaged by the introduction of new mills. 

Tanaka [M]: Thank you. For the second question regarding the increase in UATH volume in 2025, Mr. 
Hashimoto will respond. 

Hashimoto [A]: I will answer that. Looking at page eight, it appears that volumes are low in 2023 and 2024 
and then increase sharply in 2025. If we had shown the data for 2021 and 2022, you would see that the 
volumes were actually higher, close to the levels projected for 2025. 

What happened is that there was some growth slowdown, leading to inventory adjustments in the US, Asia, 
and other regions. This resulted in a downward revision of volumes compared to the original projections, with 
inventory adjustments happening from the latter half of 2023 through 2024, lasting for about a year. This is 
the primary reason for the dip. 

Additionally, for 2025 and 2026, we anticipate gaining new market share and increasing volumes in Asia, 
including India. You can understand this as an expectation of higher volumes and market share in those years. 

Tanaka [M]: Is that clear? 

Moderator [M]: Thank you for your question. Next, we have a question from Mr. Goroh of UBS Securities, 
participating via Zoom. Mr. Goroh, please go ahead. 

Goroh [Q]: This is Goroh from UBS Securities. Thank you for the opportunity. I apologize for participating via 
the web today. 

Regarding the profit increase plan, although it may not have been the main focus of today’s explanation, I 
believe that the drivers of profit improvement over the past few years have been the improvement in the 
margin structure. The competitive environment and supply-demand conditions were discussed today, but one 
of the things the market is paying attention to and expecting is whether you can maintain or further improve 
the enhanced margins. 
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In your presentation, you mentioned cost reductions and the growth in high-margin segments. I would like to 
understand if these are aspects you can commit to regardless of external factors. Could you explain the 
outlook for margins over the next four years and the potential for further improvement? This is my first point. 

Secondly, I find the focus on recycling very distinctive in this plan. In the past, capacity increases were closely 
linked to demand growth, and as demand grew, it was absorbed accordingly. This time, the investments are 
mainly related to recycling. From an external perspective, it seems the increase in production volume is 
matched by the use of recycled materials. Overall, your target seems to be to increase the recycling rate from 
68% to 80% in the mid-term. 

Could you explain how you plan to match the increased use of recycled raw materials with volume growth? 
Will this result in cost increases or, conversely, margin improvements? I think it needs to lead to margin 
improvements. Branding strategies such as UACJ SMART might also play a role here. I would appreciate it if 
you could explain these points. Thank you. 

Tanaka [M]: Thank you for your questions. First, regarding the profit increase plan, Mr. Hashimoto will explain. 

Hashimoto [A]: Thank you for your question. It is indeed a crucial point. Regarding margins, as mentioned 
several times, our approach involves reviewing the pricing structure and implementing surcharges for 
identifiable costs. This approach remains unchanged. As you pointed out, if the prices of recycled materials or 
low-carbon metal rise, our basic strategy will be to discuss these changes with our customers. 

Regarding margins, specifically for the sheet business, there are both profitable and underperforming areas. 
In the early part of this mid-term plan, we aim to review and improve these areas. 

 

In the latter half, we anticipate a growing demand for products with a reduced carbon footprint, essentially 
those that minimize carbon emissions. This is where our added value comes into play. As I mentioned in my 
explanation, we plan to expand our ALmitas+ SMART mass balance initiative. We expect increasing demand 
for these kinds of products. In this context, we aim to enhance our added value through cost management 
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and our mass balance approach. We will work with our customers to increase this added value, and we 
understand that this will be our direction moving forward. 

Tanaka [A]: Thank you. For the second question about focusing on recycling, securing raw material quantities, 
and improving margins, this is closely related to the first question. 

Hashimoto [A]: Indeed, these topics overlap significantly. As I mentioned earlier, by implementing mass 
balance and reducing our carbon footprint, we need to increase our recycling rate. This means we must first 
ensure a stable supply of materials. For any resulting price increases, we will discuss passing these costs on to 
our customers. The value recognized from our mass balance efforts will enhance our added value. We plan to 
approach this in the same way, focusing on both securing materials and increasing added value through our 
mass balance approach. This is our basic strategy. 

Tanaka [A]: Thank you. Additionally, Mr. Goroh asked about system improvements, suggesting that there 
were significant benefits during the third mid-term plan. 

Indeed, we achieved substantial improvement effects by revising formulas and content. Moving forward, 
what are our plans? We intend to continue reviewing items that can be revised further in addition to the 
formula revisions we’ve done so far. We also aim to increase our margins by adding brand premiums, as I 
mentioned earlier. 

By extending our previous revisions and incorporating new aspects such as the brand value and various added 
values we create, we aim to pass these onto our prices. We believe that this will significantly contribute to 
our profits. This concludes my response to your question. Is that satisfactory? 

Goroh [M]: I understand well. Thank you very much. 

Moderator [M]: Thank you, Mr. Goroh. Are there any other questions? Next, we have a question from Mr. 
Ozaki of Daiwa Securities. Mr. Ozaki, please proceed. 

Ozaki [Q]: This is Ozaki from Daiwa Securities. Thank you for today. 

My first question is related to the mid-term plan, as I understand today is also a briefing on the mid-term plan. 
I would like to know more about the factors contributing to the profit increase on page 56 of the presentation 
materials, as mentioned by Mr. Kawashima earlier. 

You mentioned that the increase in profit is significantly due to sales-related factors and operating rates. 
Could you explain whether this is mainly due to the effect of increased volume or production or if it involves 
improvements in composition or changes in margin considerations? 

My second question is about using recycled materials to aim for profit increase, which was also mentioned in 
today’s presentation materials. Could you break down the impact between the benefits from raw materials 
and the impact of passing on the price increase of low-carbon aluminum? Which do you see as having a greater 
effect on improving profits in this mid-term plan? I would appreciate it if you could provide us with a 
breakdown. 

Tanaka [M]: Thank you for your questions. For the first question about the factors contributing to profit 
increase, Kawashima will respond. 

Kawashima [A]: This is Kawashima. Page 56 mentioned earlier is from the mid-term plan materials. As for its 
breakdown, as noted, in the traditional waterfall chart, we focus on sales and operations, mainly in the 
domestic context. There is a significant increase in sales-related factors. Roughly half of this increase comes 
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from volume growth, while the other half is expected from the production increase effects of investments 
aimed at expanding recycling. Therefore, we anticipate a positive impact on operational rates due to increased 
sales volumes. 

Regarding price increases, we are looking at this based on the current pricing structure. This also relates 
somewhat to the second question. We consider recycled materials made from scrap to be valuable. We are 
thinking about how to pass on this value. As you pointed out, while raw material prices might rise, we view 
this more as a value increase rather than a price increase. 

However, specific actions are still forthcoming, so we are not projecting large profits from this area yet. Hence, 
we expect volume growth, changes in composition, and different volume contents. With JPY78 billion in 
investments, some of which are already underway, the effects will start to manifest not just at the end of the 
fourth mid-term management plan but already in 2024 and 2025. We aim to reach our targets by taking these 
factors into account. 

While I can’t provide precise figures here, our current focus is on improving the domestic market. 

Tanaka [A]: Now, regarding the second question about profit increases related to recycling and how we 
consider securing raw material benefits and margin improvements. As mentioned in your question, to what 
extent are raw material benefits included in our profit projections? At this point, we have not significantly 
factored in raw material benefits in our profit projections. Since we cannot predict how scrap prices will 
fluctuate in the future, this aspect is almost not included. 

However, we have factored in the benefits of decarbonization or low-carbon initiatives, such as branding and 
potentially increased volumes. The extent to which we can decarbonize and increase our recycling rate is 
included as an effect in our current projections. 

The profit increases we foresee are based on solid, foreseeable factors. While we aim to reach these levels, 
we haven’t yet incorporated additional elements born from new ideas or expanded visions. Through this 
fourth mid-term management plan, we aim to explore and integrate these aspects further. 

Ozaki [Q]: Are there currently customers who are increasing their orders for low-carbon aluminum or paying 
higher prices for it, and is this the basis for your profit increase plan? 

Tanaka [A]: Yes, we are currently receiving many inquiries, and we already have customers who are 
purchasing these products. Although we cannot disclose customer names, we are indeed trading with these 
customers with an added premium. This is the current situation. 

Ozaki [M]: Thank you. 

Moderator [M]: Thank you for your question, Mr. Ozaki. Next, we have a question from Mr. Shibata of SBI 
Securities. Mr. Shibata, please go ahead. 

Shibata [Q]: This is Shibata from SBI Securities. I have a broad question regarding the sheet materials. This 
relates to the presentation material explained by Mr. Hashimoto. 
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On page three, there is a section where the key areas of focus are mapped out in pink, and it appears that 
automotive panels are not highlighted in dark pink. Could you explain the rationale behind this? Is it because 
your company has already invested significantly in automotive panels and now sees it as an area that will 
continue at a steady pace without needing further focus? 

 

Additionally, on page 12, battery foils are highlighted with strong growth potential. Could you provide more 
details on the growth story and profitability of battery foils? That is my main question. 

Tanaka [M]: Mr. Hashimoto, please respond. 
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Hashimoto [A]: Thank you for your question. First, regarding page three of my presentation materials. We 
indeed debated whether to highlight this in color. However, as this mid-term plan focuses on key areas for 
the fourth term, we chose to highlight areas requiring particular attention at this time. Fundamentally, 
automotive panels are steadily growing and will continue to do so. New components are also being introduced, 
making this still a key area. 

While growth is expected to continue, it will do so at a steady pace during the mid-term plan period. This is 
why we did not highlight it in color, as you correctly understood. Regarding batteries, the growth outlook is 
very promising. 

 

Turning to page 14 of the materials, the battery market’s growth depends partly on how much battery-type 
vehicles increase, but the overall trend is upward. Batteries are also used in hybrids, so there is growth there 
as well. This steady upward trend is expected to continue. 

Within the battery sector, there are foils and cases. The foils used inside batteries include current collector 
foils and pouches that enclose the batteries. Both require high quality. Not just any material can be used, and 
we have been highly regarded in this field. We expect significant growth here. 

As for case materials, Japanese manufacturers are strong in this area, and case processing manufacturers are 
expanding overseas. We have started exporting to these overseas markets. During this mid-term plan period, 
we expect significant growth in demand for both battery foils and cases, as indicated in the materials, and we 
aim to capture this demand. 

Shibata [Q]: Thank you. Regarding battery materials, I sometimes hear concerns about rivals quickly entering 
the market and making it difficult to maintain profitability. Are there measures in place to address this risk? 

Hashimoto [A]: In our current operations, we have differentiated items from other companies, and we hear 
that these items continue to be highly regarded. We intend to maintain our focus on this sector and continue 
developing new innovations to sustain our differentiation. 
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Shibata [M]: Thank you. That’s very clear. 

Moderator [M]: Thank you for your questions, Mr. Shibata. Next, we have a question from Mr. Iba of SMBC 
Nikko Securities. Mr. Iba, please go ahead. 

Iba [Q]: Thank you very much for today. My name is Iba. I have two questions. Thank you in advance. 

 

First, regarding the illustration of a heart on page nine of President Tanaka’s materials, which shows increasing 
the recycling rate. The illustration seems to indicate reducing exports to raise the recycling rate. However, 
there have also been discussions about increasing exports from Japan to Europe and the US and possibly 
increasing exports slightly. Naturally, increasing exports could make recycling more challenging. Could you 
explain your thoughts on this? 
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The second question is about the illustration on page nine of Mr. Hashimoto’s materials. On the right side, it 
shows a significant increase in UACJ non-consolidated profits from the previous year’s results to the target for 
FY2027 in the mid-term plan. Is this increase primarily due to the growth in thick foil, or does it also include 
contributions from can materials and automotive materials? Could you provide more details on this? These 
are my two questions. Thank you. 

Tanaka [A]: Thank you for your questions. First, regarding increasing the recycling rate, our fundamental 
approach to recycling is based on local production for local consumption. The idea is to recycle within the area 
where the materials are produced. If we increase exports, the materials will obviously go overseas. For those 
exported materials, we aim to recycle the scrap locally in the destination country. 

For materials consumed domestically, we recycle domestically. For materials produced and circulated in 
Thailand, they are recycled within the Asia region. In North America, materials are recycled within North 
America. The basic principle is local production and recycling within the area. Exported materials are 
considered part of the recycling cycle in the destination area. 

For the second question, Mr. Hashimoto will respond. 

Hashimoto [A]: Regarding the first question about the increase in exports, particularly in sheet materials, 
since UATH was established, most exports from Japan have been transferred to Thailand. Therefore, the 
current volume of exports from Japan is quite low. However, we aim to maintain a certain volume, especially 
in areas with strong demand. For instance, we have started increasing exports slightly to Europe. Even with 
this slight increase, it remains a small part of the overall picture, so please understand it in this context. 

Regarding the second question, this refers to page 12. As I explained, the growth rates for each business sector 
during this mid-term plan are summarized on subsequent pages. Generally, as indicated, the main growth 
areas include battery foil and thick plate. Additionally, automotive body panels and heat exchanger fins will 
see growth. 
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While some areas will grow significantly, others may remain stable, but this provides a specific idea of the 
expected growth. 

Iba [M]: Thank you. 

Tanaka [M]: Excuse me, this is Tanaka. Mr. Iba, were you asking about the exports shown in the recycling loop 
illustration? 

Iba [M]: Yes, because the thickness of the export line has decreased. 

Tanaka [M]: I see, you are referring to the export line at the bottom. 

Iba [M]: Yes, that’s right. 

Tanaka [A]: I apologize for misunderstanding your question earlier. This illustration indicates that we aim to 
reduce the amount of scrap exported overseas and complete the recycling process domestically. My earlier 
response was about exports in the form of cans, which might have been off-target for your question. 

Iba [Q]: By reducing exports, are you planning to buy back materials at a higher price, or is that not 
considered? 

Tanaka [A]: At this stage, it is not about the price. The basic principle is to recycle domestic materials 
domestically. 

Moderator [M]: Thank you for your questions. Mr. Goroh from UBS participating via Zoom, please go ahead 
with your question if you have one. 

Goroh [M]: Excuse me, this is Goroh from UBS. If no one else has questions, may I ask an additional one? 
Thank you. 

Moderator [M]: Please go ahead. 

Goroh [Q]: A significant topic in the mid-term plan is the increase in dividend payout ratio. In the first year, 
due to foreign exchange losses and other non-operating items, net profit levels are not very high, so the 
increase in dividends appears small. Last year, you announced that dividends would be based on business 
profit, unaffected by inventory valuation. Given the projected net profit of JPY30 billion in the final year of the 
mid-term plan, could you explain the level of DPS expected if a 30% payout ratio is applied in the absence of 
inventory valuation fluctuations? What level are you aiming for? Thank you. 

Tanaka [M]: Regarding the dividend payout ratio, Kawashima will respond. 
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Kawashima [A]: This is Kawashima. As mentioned, for a net profit of JPY30 billion, we intend to allocate over 
30% as dividend resources. Consequently, the dividends per share would be calculated from this amount. The 
impact of inventory fluctuations is uncertain, but we base our calculations on net profit, which includes 
accounting profits and consolidated earnings. Our goal is to return these to our shareholders. 

Given that aluminum prices have stabilized around USD2,200 over the past two years and have recently 
increased to USD2,400 to USD2,500, we do not anticipate major fluctuations. This stability allows us to ensure 
a stable dividend payout based on consistent final profits. We aim to maintain and possibly increase dividends, 
aligning with business profits as mentioned earlier. 
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Ensuring net profit and applying a payout ratio of 30% or more, we also consider TSR and factors like P/B ratio 
and equity spread as well as various other factors. We aim to enhance our corporate value and market 
evaluation through these comprehensive efforts. 

Goroh [M]: Thank you very much. 

Moderator [M]: Thank you for your questions. We are running out of time, so we will take one final question. 
Mr. Shirakawa from Morgan Stanley MUFG Securities, please go ahead. 

Shirakawa [Q]: Sorry for the time, but may I ask one more question about Whitehall? 
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On page 14 of the presentation materials, the improvement in quantity mix shows a significant profit increase 
of USD26.6 million. Could you explain the likelihood of this increase, given that previous growth plans didn’t 
achieve such results? 

Additionally, the sales price does not seem to contribute much to the profit increase. I expected that securing 
margins in new contracts would drive profit increases, so could you explain this aspect as well? Thank you. 

Tanaka [M]: Thank you. Regarding Whitehall, David will respond. 

Cooper [A]*: Thank you. The majority of the contribution comes from volume. Over the past few years, we 
have added a lot of capacity, such as fixed assets, plants, and press lines. Therefore, the increase in fixed costs 
is minimal, and we can achieve sales growth with limited additional investment. 

We can also secure margins. Even if prices remain the same, as long as we cover overheads, the contribution 
from sales growth is significant. The contribution margin is better now compared to when equipment 
utilization was lower. 

For this mid-term plan, the projected sales are USD377 million compared to the current USD80 million. The 
fixed costs associated with this increase are minimal, meaning most of the growth is in variable costs, leading 
to high profit margins. There is also some mix effect. Previously, we focused more on sunroofs, but as 
quantities increase, the contribution margin improves, which explains the situation. 

Tanaka [M]: Is that clear? Thank you. 

Moderator [M]: Thank you for your questions. This concludes our session. For further inquiries, please contact 
our IR department. 

This concludes UACJ Corporation’s IR Day. We will continue striving to meet the expectations of our 
shareholders and stakeholders. Thank you for your continued support and encouragement. 

Thank you for taking the time to join us today. 
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[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [Inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   
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