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Presentation 

 

 

Nara: This is Nara from Yokogawa Electric Corporation. Thank you very much for joining us today. 

First, I would like to explain the purpose of today’s Yokogawa IR Day 2021. 

This page shows the basic strategies based on the medium-term business plan, Accelerate Growth 2023, 
which began this fiscal year, as we introduced in May. 

The strategies are 1. To implement IA2IA & smart manufacturing and transform value provision, 2. Strengthen 
industry responsiveness and expand cross-industry business, 3. Ensure profitability and sound growth,  4. 
Optimize internal operations and transform mindsets. Focusing on these four basic strategies, we are working 
to establish a business structure centered on common social issues to achieve growth. 
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Based on these basic strategies, and in light of changes business environment, to grow in business areas where 
we can utilize the technologies, know-how, and strengths we have polished up over the years, we have 
changed our organization from one based on product functions to one based on industry segments that 
correspond to the business domains of our customers. In other words, we have shifted to a management 
structure based on three sub-segments: Energy & Sustainability, Materials, and Life. 

In addition, we have established a system in which these sub-segments are commonly supported by four 
functions: the Center of Excellence function, the system development function, the delivery function, and the 
service function. This will enable us to consolidate our knowledge, standardize best practices, and solve 
common issues for our customers. 
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In addition, the change from a function-based organization to industry-based management also aims to more 
clearly highlight the fact that we are doing business in a wide range of industries and that we are a company 
directly linked to the SDGs. 

We have already mentioned that our business itself is sustainability. In the new industry-based segments, the 
Energy & Sustainability business will focus on business in a decarbonized society, the Materials business on 
business in a circular economy, and the Life business for well-being. 

 

Specifically, each business will contribute to the 6 contribution areas of Accelerate Growth 2023. 
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Our goal is to achieve growth in these new industry segments by FY2023. 

Today, each Business Headquarters’s general manager will directly explain to you the specific strategies and 
initiatives to achieve these goals. 

Mr. Nakaoka, Head of Energy & Sustainability Business Headquarters, will start the presentation. 
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Nakaoka: Thank you for taking the time to join us today. 

I want to explain about the Energy & Sustainability Business Headquarters. 
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First, let me introduce myself. 

Since joining the Company in 1990, I have been involved in the hydrocarbon business for about 30 years. I 
have worked as a sales manager pursuing large-scale projects in Singapore and as a developer of large-scale 
projects in the UK during these years. In 2017, I was appointed as the Head of Global Sales and Industrial 
Marketing Headquarters. 

I look forward to your continued support. 
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Here is today’s agenda. 

I will provide an outline of our business and explain our business strategy. 

 

 

 

 

 

 

 

 

 

 

 

 

First, I would like to explain the business outline. 
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The business vision of the Energy & Sustainability Business Headquarters is “with the clean energy generated 
by our technology, and we contribute to well-being and quality life of all.” 

Our specific business mission is to “support safe and optimal operations in a diverse range of energy sectors, 
spanning the entire value chain of production, supply, use, disposal, and recycling.” In addition to optimizing 
production processes, which has been one of our strengths, we will provide solutions for the entire value 
chain of our customers. 
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I would like to explain our business domain. 

Our business domain encompasses the entire energy supply chain, from the drilling of oil and gas to the 
delivery of city gas, the generation of electricity and renewable energy, and the optimal control of power 
transmission and distribution networks. 

 

In an environment where the future is uncertain, known as VUCA, customers themselves will be making 
transitions in their businesses. Yokogawa will continue to understand these transitions through conversations 
with customers and provide cross-industry solutions. 
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I would like to explain the 3C analysis of focus industries. There are quite a few items to mention, so I will just 
mention the key points. 

First, in the Upstream/Downstream area, we analyzed our customers, Yokogawa, and our competitors. 

Customers are increasing the number of consortiums for CCUS, Hydrogen, et cetera while increasing business 
acquisitions and divestments in line with energy transitions. 

On the other hand, we have a rich installation. We provide solutions by demonstrating our ability to consult 
on operational improvements while building trust and long-term customer relationships. 

We recognize that competition is fierce with local vendors also entering the market. 

Now, I would like to continue with the Renewable Energy area. 

Customers are aiming for renewable energy, with different focus applications for each region and customer. 

On the other hand, we have been winning new transmission and distribution technologies for the future, in 
addition to our existing achievements in geothermal, waste, and biomass power generation before the boom. 

We recognize the competitive situation where players different from traditional IA vendors are entering the 
market. 

I will discuss the key measures described at the bottom in more detail later. 
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This slide shows the business targets. 

In the three years of the mid-term business plan, we are targeting a CAGR of 9% or more for orders received. 
In the renewable energy area, our goal is to double the scale of our business over the next three years. 

We will respond to diversifying energy demands through “Co-creation” with our customers. Contribute to 
optimal operation of the entire value chain. This is the goal. We will aim to enter new domains in line with the 
business transformation of our customers, and to increase revenue through high value-added proposals in 
solution services. 
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Next, I will explain our business strategy. 

 

 

The overall policy of Accelerate Growth 2023 is to realize a sustainable society by contributing to energy 
transformation, named after the division’s name. The global energy shift, the accompanying business reforms 
of our customers, and the change in operating style due to COVID-19 are opportunities for us to create new 
businesses. At the same time, we recognize that we cannot expect growth with our conventional businesses 
alone.  



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
14 

 

 

In view of the long-term solid demand, we will also focus on Oil & Gas projects to secure a stable revenue 
base. 

Oil and gas are stable energy sources and are in solid demand, as evidenced by the recent sharp rise in oil and 
gas prices due to supply concerns. As a benefit of our company, we also expect to receive income from OPEX 
over the long term. 

In addition, hydrogen and ammonia are often added to the hydrocarbon facilities, and as a result, we believe 
that they can contribute to carbon neutrality at the same time. 
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In this section, I will explain the four key measures of the Energy & Sustainability business. 

The first is “Co-creation” with customers. Based on long-term relationships of trust, which is one of our 
strengths, we will provide solutions to improve profitability through “Co-creation.” 

Second, expand steady revenue business model. By proposing value-added services to an extensive global 
installed base and expanding the scope of Yokogawa’s service, we will simultaneously realize variable 
maintenance costs for our customers. 

Third, strengthen proposal capabilities through collaboration and alliances. We are placing the highest priority 
on the renewable energy business. We will expand Yokogawa’s solutions and customer coverage for energy 
transitions. 

Fourth, regional and account strategies. We will improve the solution development capabilities of overseas 
bases and deploy best practices globally. We would also like to clarify the focus industries for each area. 
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Now, let me explain the first key initiative, “Co-creation” with customers. 

We have already received about 260 orders for IA2IA/Smart manufacturing in the first half of this fiscal year 
alone. Although the amount of each order is not so large, I believe that Yokogawa is recognized as a partner 
to support the transformation of our customers. 

In addition, the Rigorous Integrated Optimization System (RIOS) on the left, a “Co-creation” activity with our 

refining customers, not only improves operations, but also directly improves the profitability of the refinery 
by optimizing the production plan according to market prices. This is an example of KBC’s operational 
improvement know-how and Yokogawa’s comprehensive problem-solving capabilities. 
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The second key initiative is to expand steady revenue business model. 

The figure on the left is a conceptual diagram, which shows how large and steady business income can be 
generated from OPEX and digital transformation by taking orders for CAPEX. 

With the aim of improving the break-even point, customers in recent years have also tended to outsource 
maintenance resources and other items that they used to have as fixed costs. We have the service staff and 
menu to meet these needs, and we are establishing a revenue base that is not affected by CAPEX, mainly 
through maintenance services. 
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The third key initiative is to strengthen proposal capabilities through collaboration and alliances.  

Including the acquisition of PxiSE Energy Solutions LLC., officially announced on December 2, 2021, Yokogawa 
is accelerating its efforts toward energy transition and willfully enter into Microgrid Controls/DERMS to lead 
and realize the optimization of the entire supply chain including renewable energy. 

We decided to make the acquisition because we thought it captured the major issues of our customers, which 
are represented on the vertical and horizontal axes of the slide. On the vertical axis, as we aim to achieve 
carbon neutrality, we will move away from the control and asset management of individual plants and 
facilities and aim to increase the productivity and efficiency of our assets as a whole. The horizontal axis, which 
is the second issue, represents the demand for Industrial Autonomy, the autonomy of field operations and 
decision-making processes to improve productivity and safety. 

Under these circumstances, we signed an agreement in September 2021 to acquire PXiSE Energy Solutions 
LLC., a company with strengths in microgrid grid control software technology. We will provide solutions that 
connect, optimally control and manage the entire supply chain, including power transmission and distribution 
networks, as well as society as a whole, for both supply and demand, including renewable energy, by 
combining our traditional strengths, on-site capabilities, co-creation capabilities with customers, trust 
relationships, and the digital twin that connects the virtual and the real. These measures are also in line with 
the business mission of the Energy & Sustainability Business Headquarters. 
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This slide shows the targets for renewable energy projects in AG2023. 

Based on our past achievements, we will expand the sales area of waste power generation, biomass power 
generation generation, and geothermal power generation. 

Based on our business vision of “supporting safe and optimal operations throughout the value chain, ” 
Microgrid Controls/DERMS will realize by the acquisition. 
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Finally, I would like to introduce the fourth key initiative, the regional and customer strategies. 

Our assets are the trust of our customers based on our long-term track record and the “Co-creation” based 

on that trust. In fact, Yokogawa has been having conversations with Tier 1 customers who have a strong 
influence in each region about optimal future operations, making proposals, and delivering solutions. 

In Southeast Asia, we have many customers with long-term relationships and proven track records in various 
industries. We have many inquiries about services, businesses, and business transformation through PoC. 

In the Middle East, many customers can receive the benefits of IA to IA and Autonomy due to the geographical 
characteristics of the region, where some facilities are scattered in remote areas. We are participating in 
advanced initiatives because we are trusted for our high level of integration capabilities for large projects such 
as Petro Rabigh. 
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On this page, our case study was introduced by a customer at an exhibition held in Abu Dhabi last month, 
November 18 to November 20. 

The name of the case study is Single Pushbutton to Autopilot Entire Facility. The Upstream Project in the 
Middle East will be an actual example of fully automated unmanned driving. It brought about safer operations 
and made real-time adjustments for sustainable production. Digitalization for future autonomous operation 
has also been realized, contributing to shorter plant shutdown times and personnel reductions. 

We would like to develop this kind of case study into a business for any type of industry and any type of facility. 
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Finally, I would like to introduce our efforts in the hydrogen business. 

The hydrogen supply chain, which consists of manufacturing, transportation, and consumption, has 
similarities to the LNG supply chain, one of our areas of expertise. We believe that we can make a broad 
contribution by utilizing our accumulated know-how. 

We are also looking for new solutions to expand our hydrogen business in the future, and are participating in 
various demonstration projects in Japan and overseas. In parallel with these projects and demonstrations, a 
specialized team has been established within the division to develop a hydrogen strategy for the future. 

Through these activities, we would like to strengthen our efforts in the hydrogen business and define 
YOKOGAWA’s strengths and value proposition in hydrogen. 

This concludes my presentation on the Energy & Sustainability business. 

Next, Mr. Taniguchi of Materials Business Headquarters will make an explanation. 
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Taniguchi: Good morning. My name is Taniguchi. Thank you for taking time out of your busy schedule to join 
us today. I would like to talk about the Materials Business Headquarters. 

 

First, I would like to introduce myself. 

Since joining the Company in 1999, I have worked in various sales fields, including pulp and paper, food, and 
new energy. I had been President of Yokogawa Vietnam Company Ltd. since 2017, and in April this year, I was 
appointed Vice President of Materials Business Headquarters.  
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This is the agenda for today. 

I would like to give you an overview of our business and our business strategy. 

 

From now on, I would like to explain the following three points. 

The first is our vision, the second is our business opportunity, and the third is how we can sustain and grow 
our core business and contribute to a recycling-based society.  
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First of all, let me give you an overview of our business. 

 

 

This graph shows the movement of Yokogawa in its 100-year history. 

What I would like to say in this slide is that throughout our long history, we have accumulated a vast amount 
of know-how in the materials industry in Japan, and we are thinking not only further expanding our business 
in Japan, but also to expand this know-how overseas and growth our overseas business.   
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This is the vision of the Materials business. 

As President Nara mentioned at the beginning of the presentation, our vision is how to speed up the 
transformation into our solution business and how to contribute to the realization of a new recycling-oriented 
society that can coexist with the global environment.  
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Let’s look at our business segments. 

Compared to the Energy & Sustainability and Life businesses, we are in charge of a much wider range of 
industries and business categories, mainly chemicals, non-ferrous metals, and various other materials 
industries. 
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This is about the industry domain. 

On the left are the existing areas of the Process Automation (PA) domain, and on the right are the new areas. 

In particular, regarding the existing areas, we will focus on functional chemicals and the mining and metals 
area. In addition, as for new areas, we would like to attack further the areas of mobility and semiconductors, 
which still have a lot of potential. In addition, we would like to go deeper into the fields of environmental 
business, carbon management, and material recycling, which are the current trends in the world. 
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We would like to utilize our strength in Japan and our global network to expand our domestic business 
strengths to the global market. 

In Japan, we have a very high market share in the materials industry, with a 60% share, but there is still room 
to expand overseas. 
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This slide shows the material solution portfolio. We have packages and solutions covering the entire supply 
chain, or value chain, from the field site to the management level, and from purchasing to disposal. However, 
there are still many business areas where we need to strengthen these solutions. In particular, we would like 
to strengthen our carbon management and new business areas such as reuse and recycling. 
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This is a 3C analysis of industries we focus on. I would like to briefly talk about two industries: chemicals and 
mining and metals. 

We are very strong in basic chemistry, but I believe that there is still room for growth in functional chemicals. 
In terms of market conditions, sales of basic chemicals have been flat, while sales of functional chemicals have 
been growing. 

We have a very strong share of the global market for basic chemicals, but in the area of functional chemicals, 
there are still customers in areas of batch systems and small-scale applications that we have yet to exploit. 
We would like to target these areas. 

As for competitors, there are many companies that have smaller systems and smaller controllers than ours, 
and we would like to create a system that can compete with them. 

As for mining and metals, the market is growing very fast. EVs, semiconductors, and other industries are 
growing, and while the metal industry is growing rapidly, our global market share is still very low. However, 
we have a very large market share in Australia, South America, and Africa, and we would like to expand our 
achievements in these markets globally. There is still room for growth in the area. 

In terms of mining and metals, we believe that the upstream oil and gas technology that we have developed 
over the years can be deployed, and we would like to make use of this as well. 
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You see the figures for the Materials business. 

The first half of the year was very strong. We are off to a very good start, with a 25.3% increase over the 
previous year, thanks in part to the economic tailwind. With the target of CAGR of 6%, we would like to work 
towards becoming the core of YOKOGAWA’s business in the future. Among them, I think that the chemical 
domain will be the main one. 

 

This page shows the basic strategies. 
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There are four priority measures. 

The first is mindset transformation, the second is selection and concentration of industries, the third is an 
expansion in a new domain, and the fourth is having a solid regional strategy. We are focusing on these four 
key measures. 
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The first is mindset transformation. 

We will globally expand the problem-solving approach that we have been using for more than a decade in our 
domestic sales activities. This approach involves creating issues, suggesting and executing, evaluating and 
analyzing, and then sharing and training. We have been working on this PDCA cycle for a long time to solve 
our customers' problems, and we are now thinking of quickly developing this method globally to increase the 
solution business on a global scale. 
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The second is industry strategy (selection and concentration). 

First of all, we are thinking of reinforcing strong industries, sharing industry knowledge globally, and creating 
new businesses from the supply chain perspective. In this context, we would like to focus on functional 
chemicals, mining and metals, and mobility and semiconductors, which is a new domain, to increase our sales. 
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First of all, we are working on functional chemicals and strengthening batch solutions. We have a strength in 
continuous production in the basic chemical area. However, there are still some issues to be addressed 
regarding batch solutions. It is not that we are weak, but we are still not strong enough to compete globally, 
and it is our task to strengthen this area. 

As for how to strengthen it, I am sorry to say that the details are still under consideration. 
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Next is operation management. 

We are working to create value that our customers do not see and turn that value into value for them. We 
have a unique YOKOGAWA method called DPI, in which we use data analysis to uncover customer issues and 
turn them into value for the customer. We have already delivered more than 120 systems in Japan, and we 
would like to expand this to overseas markets at an accelerated pace. 
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This is about metal and mining. 

Metal and mining is something that Yokogawa has been doing for a long time, but we have yet to do it fully.  
Recently, in conversations with customers, many issues such as environment/safety, advanced control, 
advanced maintenance, and remote operation have been raised. We are working to provide solutions to these 
issues. 

In addition, we are currently having conversations with customers about what we can do in the value chain 
of metal and mining, with the proposal to upload data to the cloud and aim for better operational 
improvements. We are now providing solutions to our customers that utilize this kind of data, rather than just 
selling individual products. 
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Next, we talk about Carbon management systems. 

Yokogawa has been engaged in energy management for many years. With this know-how, we are already 
talking with our customers about contributing to reducing CO2 emissions at plants as an extension of this 
know-how, starting with visualization, and we are considering expanding this business not only in Japan but 
also overseas. 
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This is the regional strategy. 

Each country has different cultures and industries with different strengths. So, for example, as I mentioned 
earlier, we are expanding in a wide range of regions such as South America, Africa, Australia for mining, and 
in a wide range of regions such as China, North America, and Europe, centered on Japan for chemistry. 

We have ten regions, and we have worked closely with each region to provide a solid buddy role that is friendly 
to our customers, and as a result, I believe that this has contributed to the first-half figures. 
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This is the last slide. 

By 2023, we would like to speed up the implementation of the four basic strategies I mentioned earlier and 
build a solid foundation for becoming a company that creates environmental value. 

That’s all from me. Thank you very much. 
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Nakao: I would like to talk about the Life Headquarters’ initiatives in AG2023. 

 

First, I would like to introduce myself. 

I joined the Company in 1989 and have mainly worked in the sales field. I also spent some time in China. I 
have been in charge of the Life Innovation Business Headquarters since 2019. 
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Here is the agenda for today. 

First, I would like to review the previous medium-term management plan, TF2020. Next, I would like to give 
an overview of the Life business and its vision for 2030, and finally, I would like to talk about the AG2023 Life 
business basic strategy. 
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First, a review of TF2020. 
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We were established as the Life Innovation Business Headquarters in April of FY2018 and have been working 
for three years under the previous medium-term management plan, TF2020.  

As you can see in the middle of this slide, the former Life Innovation Business Headquarters, with its basic 
strategy of creating new businesses and transformation of business model, aimed to establish businesses that 
support safe and affluent lifestyles for people, mainly in the pharmaceutical and food industries. We have 
been aiming to achieve a productivity revolution in the entire value chain, from basic research to logistic 
services, using measurement, control, and information technologies. 

As for our activities over the past 3 years, we acquired NKS, a company engaged in calibration and validation 
business, in 2018, and Fluid Imaging Technologies, a company with particle observation solution technology, 
in 2020. As a result, we were able to increase orders by 1.8 times compared to the target of 2 to 3 times 
increase from FY2017. 
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This is a list of topics related to the former Life Innovation Business Headquarters since its establishment in 
2018, which we showed at the bio briefing in March this year. 

In 2018 and 2019, there were only a few contents, but by 2020, it has increased to more than a dozen contents. 
We will continue to consider strategic alliances and mergers and acquisitions to expand our Life business. 

 

 

Next, I would like to explain the outline of the Life business and our vision for 2030. 
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First of all, in the business, we are in charge of the industries shown here, and this year we have added the 
water industry. 

As Center of Excellence, we at the Life business hope to apply the experience and know-how we have 
cultivated in Japan to expand our business overseas, especially in North America, Europe, and Asia, where the 
market is large, and develop our business in other countries and regions. 
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The ideal state of our business is to contribute to the supply of pharmaceuticals that protect people’s lives 
and health, and the supply of safe water and food everyone can drink and eat with peace of mind. 
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With the vision of “We will lead the world in advancing Bio Industrial Autonomy (BIA), and contribute to a 
future embracing global harmony,” we are aiming to expand our business mainly in the fields of 
pharmaceuticals, foods, water, and biotechnology by utilizing YOKOGAWA’s strengths of “measurement, 
imaging, analysis, diagnosis, and integration” and our core technologies. 

We also have a video about these concepts on our website, which you are welcome to watch when you have 
time. 
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This slide shows the current scope of the Life business. 

The scope of business can be divided into four major categories. The yellow area on the left is the life science 
business, including confocal scanners, high-content screening systems, and single-cell analysis. The green area 
in the upper center is the bioprocess business, which offers new products such as the BR1000. The pink area 
on the upper right is the business of production for pharmaceuticals and food products, including process 
control, field devices, and production and manufacturing management. And the light blue area in the middle 
of the page is the water business, which is newly added this year. 

The orange area at the bottom shows that in addition to NKS and Yokogawa Fluid Imaging Technologies, which 
I introduced earlier, we acquired Insilico Biotechnology, a German company that provides digital twin 
solutions, this November. We are currently considering strategic alliances and M&As to further expand our 
business. 
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Let’s move on to the third item, AG2023 Life business basic strategy.  



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
52 

 

 

First, let’s look at the market environment. 

This page shows the megatrends expected to occur over the next ten years in terms of politics, economics, 
society, and technology. 

We expect many contents related to the Life business, such as population growth, food and water shortages, 
and the spread of biotechnology. 
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The next slide shows the market environment related to the Life business. I would like to talk briefly about 
the market environment for each of the five domains in the Life business. 

First of all, in the life science domain, personalized medicine studies are increasing, laboratory experiments 
are becoming more sophisticated and automated, and demand for live-cell imaging, our main product, is also 
growing. 

Although advances have been made in bioprocess in technologies such as genome analysis and manipulation, 
cell processing, and their application to medicine, food, materials, et cetera, market ranking, and share are 
not fixed yet. 

In the pharmaceutical domain, demand for data integrity is expected to increase due to the spread of GMP 
regulations, the introduction of audit response systems is expected to grow as a result of the needs of new 
PIC/S member countries, and new systems will be needed for new modalities such as regenerative medicine 
and peptides. 

In the food and beverage domain, while major European and US manufacturers supply products globally, 
there are also many small and medium-sized manufacturers in each region.  Due to COVID-19 and labor 
shortages, remote, automated, and autonomous production is progressing and smartification of the primary 
industry and utilization of food technology is accelerating. 

In the field of water, the demand for water is increasing due to population growth, but there is a problem of 
stable supply. In addition, demand varies greatly from region to region, and we believe that it is necessary to 
provide solutions according to the stage of development. 
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Next is the scale of the business. 

Regarding the scale of orders received in the business, we have set a huge target of a CAGR of 16% for the 
three years of AG2023. This includes mergers, acquisitions, and alliances, and we hope to drive growth mainly 
in life science and biotechnology-related fields. 

The figure on the right is the ratio of orders received in the Life business. The life science and bioprocesses 
industry accounts for roughly 10%, the pharmaceutical industry and the food and beverage industry 20% 
respectively, and the water industry for about 50%. 
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I would like to introduce the primary strategies for each business. 

We have positioned North America and Europe as the most important areas in the life science business and 
will strengthen sales and MK activities. To realize Bio Industrial Autonomy, which is stated in our Life business 
vision, we would like to expand the laboratory automation that we are already promoting in Japan to the 
global market by forming alliances with SIers. We would also like to invest in developing our sales channels 
and products to automate laboratories around the world. 

In addition, we would like to focus on the testing and diagnostic support business, which will be a new market 
for us, based on our core technologies of cell viewing and laboratory automation. 
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This slide shows the SS2000, an intracellular sampling system that supports efficient drug discovery research 
by directly collecting specific cells and intracellular components, released to the press on December 1st. 

We plan to start selling this device in Japan, the US, and China in February 2022, followed by Europe and other 
regions. The SS2000 is a revolutionary solution that supports the future of cell research. If we can understand 
the properties of a single cell and the networks and communication between cells, we will be able to elucidate 
the mechanisms of pathology. In an age where life is expected to last 100 years, we will continue to accelerate 
the development and provision of solutions to protect people’s lives, health, and safety. 
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Next is the bioprocess. 

We have positioned North America and Europe, which are the largest markets in the world, as our priority 
regions. 

We believe that digital twin technology will become very important as competition in development becomes 
fierce, cost pressures, and quality requirements increase. 

Therefore, we aim to establish a bioprocess DX solution that realizes scale-up from optimal culture to 
production in process development using digital twin technology, and to beat our competitors, analysis 
vendors, and automation vendors.As I mentioned earlier, the acquisition of Insilico Biotechnology, which was 
announced in a press release in November, will be an important company to promote this activity. 
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I would like to briefly explain the synergy with Insilico Biotechnology. 

Insilico has an innovative digital twin technology for bioprocessing and technologies of modeling, bioprocess 
analysis, control, and optimization of conditions. We think that by combining it with the BR1000 for process 
development and lab-scale use, we will be able to optimize and speed up culture conditions. 

As we scale up production, we can provide predictive guidance for operation at production scale, and by 
providing a digital twin environment, we can provide value to our customers in that they can see the results 
without incubation, and in the event of trouble, they can immediately identify the cause. 

We call the entire cell production solution bio process DX solution. We hope to contribute to bio processing 
by developing and providing this solution. 
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Next is pharmaceutical production. 

We believe that there are different areas to focus on depending on whether it is high-molecular, medium-
molecular, or low-molecular. 

Our strategy is to apply the problem-solving total solution model that we have been promoting in Japan to 
the countries that have recently joined PIC/S and expand it to the Asian region where many Japanese 
companies are operating. 

In addition, we intend to improve market recognition of our quality information management system OpreX 
LIMS, environmental monitoring system OpreX EMS, and computerized maintenance management system 
eServ by positioning them as key products. 

In addition, we would like to develop and provide solutions in the area of medium-sized molecules, such as 
peptides and nucleic acid drugs, which may be called new modalities in Japan, as well as regenerative 
medicine and continuous production, and explore opportunities to enter the market. 

In order to achieve this goal, we will place the highest priority on reinforcing our engineering resources, and 
we will also strive to develop overseas human resources to help solve problems. 
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Next, food and beverage. 

We have positioned Japan, North America, and ASEAN as our focus regions for the food and beverage domain. 

Overseas, we are also making progress in the development of field devices and control systems, and we have 
a lot of experience in the dairy, beverage, and sugar manufacturing industries, so we would like to expand our 
problem-solving solution business in the future. 

In addition, we are aiming for robots, unmanned operation, and autonomous operations to realize the next-
generation smart factory. 

As in the pharmaceutical business, we will also strengthen our engineering resources and develop overseas 
human resources for problem-solving proposals. 
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Next is the water domain. 

We believe that it is necessary to tailor our approach to the water supply stage of each country. 

We will continue to strengthen our existing business of automating domestic water and sewage facilities and 
ODA in emerging countries. In October, as you can see, we received an order for a drainage pipe system from 
the National Water Company of Senegal. 

As for new businesses, we will focus on water depletion, seawater pollution, and declining profits of water 
companies as the most pressing issues surrounding the water environment. We would like to focus on 
recycled sewage water, energy saving in wastewater treatment, leakage management, and a platform for 
wide-area cooperation in the water supply as new solutions that meet the development stage of countries 
and regions. 

The above is an explanation of the Life business. Thank you.
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Nara: Thank you all very much for taking time out of your busy schedules to join us today. 

In the midst of a drastically changing external environment, under the new industry segments introduced 
today, we will implement AG2023 with a sense of urgency and contribute to the realization of a sustainable 
society by expanding our business to non-energy fields with growth, development, and high profitability. 

The entire company will work together under Yokogawa’s Purpose: “Utilizing our ability to measure and 
connect, we fulfill our responsibilities for the future of our planet.”. We look forward to your support and 
cooperation. 

Thank you very much for your attention today. 
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Question & Answer 

 

Q: On page 15 of the Energy & Sustainability Business document, the target for increasing the number of 
plants with Life Cycle Agreements from FY20 to FY30 is listed. For example, I would like to know in what 
proportion this number will increase in Japan and overseas, and if there is any indication of how new initiatives 
such as co-creation with customers and value-added proposals will ultimately lead to this increase. 

A: In this area, we would like to increase the number of customers who have already concluded Life Cycle 
Agreements and maintenance service agreements with our existing installed base by FY23. 

As for how much we should increase the number of customers in Japan and overseas, considering the 
construction of new plants, we believe that overseas is the majority. 

On the other hand, some customers overseas have not yet signed Life Cycle Agreements, so we have set a 
target of 6,000 plants for FY 23 to strengthen our services in these areas. 

Q: What is the most important reason for you to conclude a Life Cycle Agreement with a customer who has 
not concluded a Life Cycle Agreement overseas before? 

A: As for us, we have a mission to support our customers’ operations for many years. For example, in this 
context, under COVID-19, we are starting a new conversation with our customers. They are more interested 
in improving their current operations, such as automation, rather than making new investments.    

Q: As the number of small PJTs is increasing in the FY21 quarterly transition, if you can already see the increase 
in the number of plants with Life Cycle Agreements in FY21, could you please let us know?    

A: We would like to show this in the near future. It’s a supplemeterly comment, and there are still some 
regions where service agreements have not yet been signed. In Europe, the U.S., Japan, and South-eastern 
Asia, service agreements are firmly in place, but in the Middle East and China, the service culture has not yet 
taken root, so we are planning to increase the number of agreements in regions where we have the installed 
base but have not yet concluded service agreements. In addition, we are planning to conclude service 
agreements for new projects as well. 

One reason for this is that the security issues that customers are most concerned about will probably trigger 
an increase in the number of agreements from the perspective of security of control systems. 

Another reason is that the number of agreements for remote monitoring and management of control systems 
will increase in response to the issues raised by COVID-19, such as how to conduct operations while ensuring 
the safety of people. In fact, some of our customers who have already signed up based on our installed base 
also signed up for remote maintenance as an option, so we believe that we can increase the volume of service 
agreements in this area. 

Q: You mentioned that you are setting up a Digital Solutions Headquarters to standardize best practices for 
overseas expansion, and I was wondering if you could tell me what is the most important thing that needs to 
be done to strengthen the Center of Excellence function and what Yokogawa needs to do when Yokogawa 
looks about five years ahead. Can you tell us what we need to do to strengthen the Center of Excellence? I 
would also like to know what steps you will take to strengthen the functions of the Center of Excellence as a 
result. 
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As you can see on page 3 of Nara’s presentation, the Digital Solutions Headquarters is a globally shared, highly 
strategic function that supports business growth in three sub-segments. 

The first is the Center of Excellence function, which I explained earlier, followed by the system development 
function, project delivery function, and service function. In particular, the Center of Excellence function is the 
most important, and we will provide the best practices of the various knowledge bases and solutions of the 
Center of Excellence to each of the three sub-segments. 

The most important part of this is the structure. Up to now, each region has been utilizing the knowledge base 
by exchanging information on an individual basis, and it has been challenging to consolidate such information 
for global deployment. Therefore, the Digital Solutions Headquarters has been given the mission to centrally 
manage and share such information. The Digital Solutions Headquarters has been given the mission to manage 
and share such data in a common and centralized manner. We will firmly establish a system to share data 
digitally and make it available in each region via the three sub-segments. We will use the system to pool 
knowledge properly.  

We also have global training, which is explained earlier in the presentation on Materials Business, because it 
is difficult to promote just that. We will continue to add to this, not only by providing simple data and know-
how, but also by providing support to personnel to raise the overall level of our business. I think the most 
important thing is to have a system and platform to collect such knowledge properly, and this is what the 
Digital Solutions Headquarters is building ongoing. 

Q:    I have a question about page 6 of President Nara’s presentation. You have indicated the top-line growth 
targets for orders and sales for each of the three sub-segments, but could you also provide us with figures for 
profit margin and profit growth targets for the sub-segments, if you have them? 

A: We have just started with this organizational structure in April, and the management accounting system is 
currently under construction. Therefore, we will set a target profit margin for each sub-segment while 
combining solutions and product services. 

For example, in the case of mining, we would like to allocate to South America and Australia to some extent, 
and then we will clarify the profit targets. I would like to explain the target values based on the progress in 
this area. 

Q: With regard to the Materials Business, could you tell us a little more about the content of the increase in 
orders in the first half and the background to the growth? Looking at the pie chart on the right side of page 
13, we can see that chemistry accounts for about 60% of the total. How much of this is in high-performance 
chemicals? Is the order's growth due to favorable market conditions or because chemical manufacturers are 
focusing on functional chemicals? 

Has the shift to an organization based on industry business segments enabled you to take advantage of 

opportunities in Materials Business overseas as well? 

Please tell us about the content of the growth in chemistry and its sustainability. 

A: As for a reason for the growth, as you may have read in the newspapers and other media, the considerable 
growth in semiconductor-related and mobility-related chemicals is probably contributing to the increase. 

As for the percentage of the chemical industry, it isn't easy to delineate the extent of functional chemicals 
clearly, but I think it is around 20-30%. 
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Q: Have you been able to capture any orders in the Materials Business as a result of the change to the industry 
business segments? If the growth rate for the first half of the fiscal year is 25% compared to the 6% growth 
rate for orders set in the mid-term business plan, it looks like the growth rate will slow down in the future. 

A: To conclude, it is a fact that inquiries are increasing now that we have divided our business into industry 
business segments. We have not been divided into industry business segments, so we have been chasing the 
Oil & Gas and energy businesses. However, now that we have separated the industry business segments, our 
mindset has clearly changed to one of expanding the Materials Business. 

Q: Do you expect the Materials Business to continue to grow at a steady pace?  

A: I am sure that the growth will be sustained. When it comes to whether this 25.3% growth will continue in 
the following year, we will probably not go as high as 25.3%, but we would like to aim for growth equal to or 
higher than the market growth. 

Q: I have a question about page 15 of the document on the Energy & Sustainability business, where you say 
that you will continue to maintain a CAGR of over 5% for maintenance services. I think it is likely to grow by 
more than 5% naturally, so I think it will grow a little more. 

Also, how large a portion of the 150 billion yen in annual orders received by the Energy & Sustainability 
business is accounted for in terms of maintenance services? If you could explain the breakdown figures or the 
figures per order, please let us know. 

A: I cannot say in detail how much the service portion of the Energy & Sustainability Business will be because 
of the relationship with the Materials Business, but lifecycle services account for 17-18% of our total sales. I 
assume that the Energy & Sustainability Business service portion will be about the same. 

However, since the Energy & Sustainability business covers a large number of plants, I think that the portion 
is quite large. 

In the future, we will add more renewable energy-related services to the existing Energy & Sustainability 
portion.  

Q: Regarding the profitability of each sub-segment, when you look at the actual figures, it doesn’t have to be 
exact figures, so could you please tell us how each sub-segment is positioned, even if it is the strength or 
weakness of each? 

A: As I mentioned at the beginning, we have just started, so we have not yet been able to separate SG&A 
expenses for each of the three sub-segments. As we make progress, we would like to make it more visible to 
answer your questions. 

Q: On page 15 of the Energy & Sustainability Business presentation, what is the current ratio of Maintenance 
Service Agreements concluded? If you have a goal for FY23, please let us know. 

A: At present, we are aware that we have concluded agreements for about half of the systems we have 
delivered. We do not have detailed data at the moment, but we would like to increase this rate. 

Q: Could you please explain the status of maintenance service agreements in the Materials Business and Life 
business, including the percentage of agreements concluded? 

A: In the Materials Business, there are some differences between industries. For example, in the pulp and 
paper industry, there is a paper thickness gauge, for which almost 100% of the customers have signed 
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maintenance agreements. As for the others, maintenance agreements are concluded for those with very high 
urgency, but for the rest, the rate varies from country to country, but I understand that it is about half. 

A: In the Life Business, although we do not have the exact figures at hand right now, customers in the food 
and pharmaceutical industries are very interested in concluding maintenance agreements, and I think it is 
reasonable to assume that more than half of our customers, or a large majority, have concluded maintenance 
agreements. 

A: We have been working on a type of project called MAC (Main Automation Contractor), which integrates 
not only our own products but also those of other companies. I think that in the future, we will see an increase 
in one-stop maintenance service agreements. 

There are already quite a few such agreement types in Japan. For example, in a large petrochemical plant, we 
are in charge of the maintenance of all the instrumentation in a certain area. Therefore, we have a large 
agreement that includes not only Yokogawa’s products but also valves and analyzers of other companies. 

In addition, since analyzers are relatively difficult for customers to handle, there are many requests for 
maintenance all analyzers, and we have recently seen an increase in the number of cases where maintenance 
agreements are made for all analyzers in one factory. 

In the future, if it is not necessarily appropriate for users to spend resources to manage and maintain all of 
their equipment, I believe that there will be an increasing need for us to provide a one-stop service for such 
maintenance. As I mentioned earlier, we expect to be able to offer one-stop service agreements not only for 
our own products, but also for the products of other companies. 

Q: Is the profitability of maintenance services quite promising, could you comment on that? 

A: The profit margin for maintenance services is high. If we integrate other companies’ products as well, it 
may take some time and effort, but we can still increase our profits by increasing the portion of maintenance 
service agreements. 

Q: With regard to the Life Business in particular, could you tell us about the evaluation of the M&A and 
alliances that you have implemented over the past few years, and in particular how they have contributed to 
sales during this mid-term business plan period? 

Also, with regard to your approach to M&A and alliances in the future, what areas of the business process and 
each business domain will you focus on in M&A and alliances, as you explained on page 11 of the presentation 
on the Life Business? 

A: First of all, the M&A of NKS in 2018 and Yokogawa Fluid Imaging Technologies in 2020 are typical examples. 
Each company has been steadily accumulating results that surpass those of the past. The M&A of these two 
companies has been a very good one, as they have been able to contribute to our profits, although only slightly 
in terms of figures.  

With regard to your second question about future directions, on page 11 of the presentation, the area that 
we would like to focus on the most is the life science business, which is in the yellow area. 

In this area, we have been able to develop new products. 

The imaging business using conventional confocal technology is also growing steadily, but the recognition of 
YOKOGAWA is still low in overseas markets, especially in Europe and the United States. 
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We also believe that we still need to expand our sales channels and technology acquisition. 

We believe that these life science areas are the target areas for M&A that we would like to focus on the most.  

Q: With regard to the degree to which M&A will contribute to orders, I believe you are planning for 20% in 
FY22 and 30% in FY23. Do you have some kind of proof for this, or are you going to consider the future of 
M&A as well? 

A: I hope you understand that we are currently considering potential M&A opportunities in Japan and 
overseas. 

Q: I have a question about the batch solution on page 18 of the Materials Business presentation. It seems to 
me that there are many more control points and business opportunities for your company in a plant that 
manufactures using the flow method, as shown on the left side of the document. Could you tell us about this 
batch solution, including how the batch process will increase your business opportunities and what you are 
going to do to take advantage of your strengths? 

A: For continuous systems, as you know, DCS is used very often. This is not to say that DCS is not used in batch 
systems. DCS is used in some batches. However, there is a market needs for a more compact system. 

Therefore, we believe that DCS is a good fit for the market, but we are thinking of providing customers with 
an easier and more compact system as an option. 

 Q: I have a question about the renewable energy field on page 8 of the presentation regarding the Energy & 
Sustainability Business. In Japan, I believe that the conventional major companies are already strong in the 
field of grid control systems and supply and demand adjustment systems for electric power companies, and 
overseas, I believe that other companies are trying to provide solutions by combining grid technology and 
digital technology. Where do you see room for your company to enter the renewable energy field? Is it correct 
to assume that there is room to enter the market in a more microgrid-like environment? What strengths do 
you have that will allow you to take advantage of these business opportunities? 

A: As you mentioned, as for domestic demand, there is a need to solve the problem of stabilizing solar power 
and wind power, which major power companies are considering in the future. In fact, in the course of the 
acquisition of PXiSE, we have been approached by some Japanese power company customers. 

Furthermore, overseas, we believe that grid control is an eternal issue, and our objective is to supply power 
to emerging countries where power needs to be stabilized in the future. In fact, PXiSE has already gained a 
great deal of experience in the U.S., Australia, Taiwan, and other countries. We hope to increase our 
customers’ knowledge of grid control and power transmission and distribution networks by teaming up with 
PXiSE and Yokogawa.  

[END]  
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Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company’s most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY’S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN “AS IS” BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2021 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 

 


