
 

 

 

 

 

 

 

 

Transcription of 63rd (2025) Financial Results Presentation 

 

Date and time: 26 February 2026 (Thu) 14:00 - 15:00 

Tatsuya Nishimura, Representative Director and President, CEO（hereinafter “Nishimura”） 

 

Nishimura： 

I will now go through the presentation materials. 

 

Today, I will begin with the FY2025 (63rd Term) financial results, followed by the progress of the Mid-Term 

Management Plan 2027. 

Finally, I would like to explain FY2026 (64th Term) Management Plan 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

This document has been translated from a part of the Japanese original for reference purposes only. In the event of any discrepancy 

between this translated document and the Japanese original, the original shall prevail. The Company assumes no responsibility for this 

translation or for direct, indirect or any other forms of damages arising from the translation. 



 

Nishimura： 

I will report the financial results of FY2025 (63rd Term). 

 

In the 63rd fiscal year, Sales increased, but profit decreased. 

Compared with the target, Orders Received were Strong, increased by 9.7%, and Sales increased steadily by 1.0%.  

On the other hand, Operating Income decreased by 8.6%, and Net Income Attributable to Owners of the Parent 

decreased by 5.5%.  

 

Total returns ratio was 45.4%, with the dividends of JPY 75 per share, for the dividends payout ratio of 35%. 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

Next, I will present the highlights of our financial results.  

Orders Received were Strong performance, exceeding JPY 100 billion for the first time. 

Operating Income decreased by 2.8% YoY due to higher SG&A expenses resulting from lower utilisation rates in 

overseas business. 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide shows the achievement rates of each performance figure against the target. 

Orders Received and Sales achieved the target, while the achievement rate of Operating Income was 91.4%, and that 

of Net Income was 94.5%. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This is the overview of our consolidated profit and loss statement. 

It shows the year-on-year changes and the performance of each actual figure against the target. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide shows the five-year trend summary of the consolidated income statement. 

Please look at the line graph on the left.  

The Cost of Sales Ratio was 70.7%, decreased by 0.2 percentage points year on year. 

The SG&A Ratio was 20.2%, increased by 0.7 percentage points year on year, and it was the cause of the decline in 

Operating Income to 9%.  

The bar chart on the right shows the five-year trend of sales composition. 

Sales have grown steadily, the increase in SG&A Expenses, shown as the second segment from the top, has been 

significant. 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This is analysis of changes in Operating Income. 

Operating Income for 2024 was approximately JPY 9.4 billion. 

In 2025, Sales increased by JPY 3.36 billion, while Cost of Sales Ratio increased by JPY 2.0 billion and SG&A 

expenses increased by JPY 1.4 billion. As a result of those increases, particularly the rise in SG&A expenses, 

Operating Income for 2025 declined to JPY 9.14 billion. 

The cause of increase in SG&A expenses can be divided into two categories: one-time costs and recurring costs. 

 

The one-time costs include lower utilization rates in the overseas business, office relocation and renovation costs, 

and M&A advisory fees. 

The recurring costs include personnel-related expenses due to increased headcount and DX promotion expenses. 

The increases in one-time and recurring expenses were almost equal in scale. 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide provides an overview of the consolidated Balance Sheet and the cash flow statement. 

The chart on the left shows a year-on-year comparison of the Balance Sheet. 

Total Assets increased by JPY 8.7 billion from the previous year to JPY 96.3 billion. 

Total Liabilities increased by JPY 3.6 billion year on year to JPY 29.5 billion. 

Net worth ratio decreased by 1.0 percentage point to 69.1％ 

 

The cash flow statement is shown on the right. 

Operating cash flow was JPY 5.7 billion, Investing cash flow was JPY -0.6 billion, financing cash flow was JPY -5.0 

billion, and forex transition adjustment was JPY 0.3 billion, resulting in the Cash＆Cash equivalents closing balance 

of JPY 15.0 billion, increased by JPY 4.0 billion year on year. 

 

 

 

 

 

 

 

 



 

Nishimura： 

Next, we will report on the results outline by segment. 

First, the domestic consulting engineer business. 

Orders Received were JPY 72.4 billion and Sales were JPY 69.7 billion, both exceeding the previous fiscal year and 

the target.  

Operating Income was JPY 8.6 billion, the same level as the previous year but below the target because some 

subsidiaries did not achieve their targets. 

Due to strong Orders Received, the balance of Orders Received at the end of the period was JPY 41.2 billion, 

increased by JPY 3.2 billion compared to the previous period. 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide provides Overview of Orders Received in domestic business. 

First, the pie chart on the left shows Orders Received amount by client type. 

Orders Received from the government were JPY 31.7 billion, an increase of JPY 1.3 billion from the previous fiscal 

year.  

Orders Received from the local government were JPY 29.0 billion, an increase of JPY 4.0 billion. 

Orders Received from the private sector also increased by JPY 1.0 billion.  

As shown here, Orders Received from the local government and the private sector increased significantly this year. 

 

The pie chart on the right shows Orders Received amount by contract method. 

Orders Received under the proposal methods, shown as the first segment from the bottom, was JPY 27.6 billion, and 

the comprehensive evaluation method, the second segment, was JPY 15.0 billion. 

As a result, approximately 60% of total Orders Received were awarded through technically competitive procurement 

methods. 

 

 

 

 

 

 

 



 

Nishimura： 

This slide shows the Orders Received amount by business sector. 

The proportions of four business sector, such as Water & Land, Transportation & Urban Business, Environment & 

Social and Construction Management, remain unchanged from the previous fiscal year. 

Water & Land Business Sector remained strong, driven by strong performance in Water & Sewage Sector, resulting 

in a 35% increase year on year. 

Transportation & Urban Business Sector performed strongly, supported by contributions from group companies, such 

as Japan Urban Engineering and NISSOKEN ARCHITECTS & ENGINEERS. 

Construction Management Business Sector has been strong due to an increase in multi-year contracts. 

Gross profit margin remained at a high level, with both Water & Land Business Sector and Construction Management 

Business Sector exceeding 36%.   

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

Next, I will explain overseas consulting engineer business. 

Orders Received were JPY 37.2 billion and Sales were JPY 31.3 billion, both exceeding the previous fiscal year and 

the target. 

Operating Income decreased by JPY 0.23 billion. 

The decline in Operating Income was due to two factors. 

At CTII, which operates mainly in Southeast Asia, utilization rates declined as the timing of contracts of large-scale 

projects was delayed. 

At Waterman, primary based in the UK, SG&A expenses increased due to the impact of fiscal policy by the Labour 

government, however, that impact on Waterman had already been factored into the initial target, and the company 

achieved its targets. 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide shows the overview of Orders Received in overseas business. 

First, the graph on the left shows Orders Received Amount. 

Orders Received increased significantly year on year due to the acquisition of large-scale projects by CTII. 

Orders Received at Waterman also increased in both the public and private sectors. 

The balance of Orders Received, showed in the graph on the right, has increased for both CTII and Waterman. 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide shows the five-year trend of Sales and Operating Income. 

Regarding the Sales, CTII decreased slightly compared with the previous fiscal year, while Waterman achieved and 

increase. 

Operating Income margin decreased to 1.7%, or 2.8% before goodwill amotisation. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

Nishimura： 

Next, I will explain the Progress of the Mid-Term Management Plan 2027. 

As 2025 is the first year of the Mid-Term Management Plan, I will report on the status of the first year of the plan. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

First, I will provide a summary of fiscal year 2025, the first year of our Mid-Term Management Plan. 

Regarding financial targets, Sales reached the goal, however, we didn’t achieve Operating Income target. 

In addition, ROE declined compared with the previous fiscal year. 

Next, I will address the Business Portfolio Transformation, which is one of the two pillars of the Mid-Term 

Management Plan 2027. 

Core Business achieved steady growth. 

Growth Area and New Business expanded significantly. 

On the other hand, the profitability of Overseas Business deteriorated, leaving several challenges to be addressed.. 

As for the other pillar, the Rebuild of Foundation for Growth, each measure was implemented on track, but several 

issues remained to achieve the 2027 target. 

Based on the results of 2025, we have identified seven priority issues for 2026. 

To address these challenges, we will focus on the following 4 priority themes in 2026: 

・Accelerate Business Portfolio Transformation 

・Increase the Employee Engagement Ranking 

・Improve productivity through quality and production system reforms 

・Strengthen group governance for both offensive and defensive perspectives 



 

Nishimura： 

This slide shows the progress against the financial targets of the Mid-Term Management Plan 2027 for the first year. 

Sales achieved 2025 target of JPY 100 billion, and on track to reach 2027 target of JPY 110 billion. 

Regarding Operating Income and Operating Income margin, Operating Income was JPY 9.1 billion and the Operating 

Income margin was 9%, both declining from the previous fiscal year. 

The main factor was an increase in SG&A expenses. 

ROE was 9.3%, down from the previous fiscal year.  

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide shows the overview of the Business Portfolio Transformation. 

First, Core Business was steady, recorded Sales of JPY 55.4 billion. 

Growth areas reached JPY 12.3 billion in Sales, with increase in CM/PM and information services. 

New Businesses have also expanded, driven by Water PPP, PFAS-related services and urban infrastructure projects 

through group collaboration. 

In Overseas Business, Sales achieved the target, but improving profitability remains an issue. 

 

 



 

Nishimura： 

Next, I will provide more details about Core Business. 

The bar chart on the left shows Sales for each of the following segments: Core Business, Growth Areas, New Business, 

and Overseas Business. 

The pie chart on the center shows the change in the composition of domestic clients. 

The proportion of orders from prefectures and municipalities has increased, while the share from MLIT has declined 

slightly. This indicates steady progress in expanding business with local governments, as targeted in our Business 

Portfolio Transformation. 

On the other hand, the number of orders by MLIT has decreased by approximately 5% year on year. 

Therefore, we recognize that it is essential to maintain steady growth in our core business and further strengthen our 

technological competitiveness. 

 

 

 

 

 



 

Nishimura： 

Next, I will explain the progress of Growth Areas. 

First, let's talk about the Energy Business. 

Sales reached approximately JPY 19.0 billion. 

We successfully secured major contracts for hydroelectric power generation and hybrid dam projects under regional 

development PPP projects. 

Going forward, our challenge will be to expand beyond the renewable energy process field into new market 

development as well as into the environmental and Ministry of Economy, Trade and Industry–related sectors. 

Next is the Information Services business. 

Orders Received increased for AI-based dam operation support services, as well as ICT/DX-related services and 

flood forecasting services. 

Finally, the CM／PM Business. 

This segment has expanded rapidly by shifting personnels from Core Businesses and proactive sales development. 

We have achieved significant increase in both the number of projects and sales, with improved profitability. 

 



 

Nishimura： 

Next, I will explain the progress of New Businesses. 

PPP/PFI projects, including Water PPP, continue to perform strongly. 

In addition, in the Urban infrastructure and the environmental sector, we are expanding our business by leveraging 

collaboration within the group. 

The left side of the slide shows an example of collaboration in a comprehensive Urban and Architectural project. 

We are expanding our business by collaborating with NISSOKEN ARCHITECTS & ENGINEERS Co., Ltd. for 

architectural design, and Japan Urban Engineering Co., Ltd for urban planning and land adjustment. 

This has enhanced our project execution capabilities and expand opportunities to win orders. 

The right side shows new initiatives in the environmental field. 

We have entered the market of PFAS contamination investigation and remediation, a field that has been attracting 

increasing social interest in recent years. 

By collaborating with Environmental Research＆Solutions Co., Ltd for the environmental analysis capabilities, we 

have established a comprehensive system that enables us to provide end-to-end services, from contamination source 

surveys, diffusion forecasts, and remediation measures to PFAS analysis. 

 

 

 

 



 

Nishimura： 

Next, I will explain rebuild of foundation for growth, especially strengthening investment in human capital. 

First, the summary of 2025. 

The number of engineers and the ratio of female managers has increased steadily.  

While the overall engagement score improved, attrition rate has slightly increased. 

The lower engagement scores were primarily in areas related to the penetration and understanding of company 

policies, including sharing of strategic goals. We therefore plan to enhance internal communication to improve 

employee engagement. 

 

 

 

 

 



 

Nishimura： 

Next, I will explain the DX and production system reform. 

The number of managing engineers serving as project leaders increased steadily in 2025. 

Annual working hours decreased. 

Regarding the productivity improvement, HC-ROI increased by 2.6%.  

On the other hand, the number of business awards decreased, and two serious errors occurred. Therefore, we 

recognize that ensuring and enhancing quality, while further improving productivity, is a key issue.  

 

 

 

 

 

 

 

 

 

 



Nishimura： 

Next, I will explain the Challenges for Sustainability initiatives. 

Sales from climate change–related services, which is a KGI under our Challenges for Sustainability, reached JPY 

36.4 billion, exceeding our 2027 target. 

In addition, we were awarded a “B” score in CDP Climate Change 2025, demonstrating that our efforts are 

progressing steadily. 

 

Regarding the strengthening group governance, we enhanced investment governance by establishing investment 

decision criteria, monitoring frameworks, and exit criteria for M&A and business investments. 

In addition, we reorganized our governance execution structure by moving Audit Office and Legal & Compliance 

department to under direct supervision of the President. 

Furthermore, to improve the effectiveness of the Board of Directors, we established Corporate Governance 

Committee chaired by an external director, thereby strengthening governance across the entire group. 

 

 

 



 

Nishimura： 

This slide shows the progress of Management that is Conscious of Cost of Capital and Stock Price. 

ROE for 2025 declined to 9.3% due to a decrease in profits and the impact of extraordinary losses.  

However, as we recognize our cost of equity at approximately 8%, ROE remains above our cost of equity. 

PER increased to 13.9 times at the end of FY2025.  

On the other hand, as the average PER of the TSE Prime Market stands at 17.3 times, we have not yet reached that 

level. Therefore, we recognize that the steady execution of capital efficiency measures and growth strategies is 

essential. 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This section covers the Shareholder Returns. 

First, regarding the dividends, we have set the dividends per share for the fiscal year ended December 2025 at JPY 

75, maintained the same as the previous period. As a result, the consolidated dividend payout ratio was 35.0%. 

DOE reached 3.2% in 2025, exceeding our stated policy target of 3%. 

In addition, we implemented a share buyback of up to JPY 1.5 billion and 700,000 shares, resulting in a total payout 

ratio of 45.4%. However, EPS decreased due to lower profits. 

 

  



 

 
Nishimura： 

Next, I will explain the analysis of the Business Environment for Year 2 of the Mid-Term Management Plan 2027. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 
Nishimura： 

First, I will explain the analysis of the domestic business environment. 

With the major structural changes in society in mind, we have utilized the PEST framework to clarify areas that 

should be the core of future Business Portfolio Transformation. 

Regarding the market segments, the gray areas represent our Core Business, while the light green areas indicate 

Growth Areas and New Business. 

In particular, the Growth Areas and New Business areas have significant growth potential, and we believe it is 

essential to focus on them going forward. 

 

 

 



 
Nishimura： 

Next, I will explain the overseas business environment. 

First, the UK, which is Waterman’s primary market,while the commercial and residential markets remain challenging, 

there are positive signs in infrastructure, where government fiscal policy has improved and investment is expanding. 

Regarding Ireland, our outlook remains positive, supported by relatively consistent growth. 

In Australia, the healthcare sector faces uncertainty as government funding shifts toward infrastructure. 

 

Next, Asia and Africa, which are the primary markets for CTI International. 

While budget of JICA has been decreasing, there is a shift toward funding through MDBs, such as ADB and World 

Bank, and private-sector co-financing. 

In addition to transportation, energy, and water infrastructure, demand in climate change–related fields is increasing. 

We believe it is important to respond proactively to these opportunities. 

 



 

Nishimura： 

Next, I will explain the management plan for FY2026, 64th Term. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

Based on the current market environment, we have established our 2026 targets as follows. 

We are planning increases in both revenue and profit on both a non-consolidated and consolidated basis. 

On a consolidated basis, we are targeting Orders Received and Sales of JPY 105 billion, Operating Income of JPY 

10.5 billion, and an Operating Income Margin of 10%. 

On a non-consolidated basis, we are aiming for Orders Received and Sales of JPY 62.0 billion. 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This is the management plan by segment. 

In Domestic Business, we are targeting Orders Received and Sales of JPY 72.0 billion, Operating Income of JPY 9.8 

billion, and Operating Income Margin of 13.6%. 

To increase Operating Income, it is essential to steadily reduce both the Cost of Sales ratio and the SG&A expense 

ratio. 

In Overseas Business, we are targeting Orders Received and Sales of JPY 33.0 billion, Operating Income of JPY 0.7 

billion, and Operating Income Margin of 2.1%. 

We aim to achieve profit growth through reductions in both the Cost of Sales ratio and SG&A expenses ratio in 

Overseas Business as well. 

 

 

 

 

 

 

 

 

 

 



 

Nishimura： 

This slide outlines the basic policy of our management plan for 2026. 

Our slogan for 2026 is "Accelerate Transformation, Drive Growth ". 

This reflects our determination to ensure that the growth we achieved in 2025 is not merely a passing phase, but to 

accelerate transformation and evolve it into further sustainable growth. 

The first priority theme is “Accelerating Business Portfolio Transformation.” 

Under this theme, we will strengthen the competitiveness of our Core Business, reinforce the foundation of our 

Growth Areas, accelerate growth in New Business, and improve profitability in overseas business. 

 

The second priority theme is “Increase the Employee Engagement Ranking” 

The third is “Improve productivity through quality and production system reforms” 

And the fourth is “Enhance group governance for both offensive and defensive strategies” 

 

 

 

 

 

 

 

 

 



 
Nishimura： 

In our Mid-Term Management Plan, we have set a target of achieving an ROE of 12% or more, and this slide 

summaries the approach toward achieving it. 

As shown on the right side of the slide, we believe that achieving an ROE of 12% requires three key elements:  

investment for growth, profitability improvement, and capital efficiency improvement. 

We will steadily implement the measures outlined here to achieve this goal. 

 



 
Nishimura： 

Regarding our roadmap for increasing operating income, we have outlined measures to reduce both the Cost of Sales 

ratio and the SG&A expenses ratio for both domestic and overseas business. 

 

In our domestic business, we aim to reduce the Cost of Sales ratio by strengthening our technical expertise and PM 

capabilities, as well as enhancing productivity through DX. To reduce SG&A expenses ratio, we will reduce non-

productive work and leverage DX to improve efficiency, aiming for an Operating Income Margin of 13% or more. 

For CTII, we will focus on increasing utilization rates by assigning available engineers to domestic projects when 

needed, while steadily securing ADB and World Bank contracts. 

At Waterman, we will promote streamlining of its UK consulting operations to improve efficiency. 

Through these initiatives, we aim to increase Operating Income in the Overseas business by more than 28% compared 

to the previous year. 

By implementing these measures, we target total Operating Income of JPY 10.5 billion in 2026. 

 

That concludes my presentation. Thank you very much for your attention. 


