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Q1. FY2026 is the final year of the 2nd period of the mid-term plan. What remaining 

challenges do you see, and what will drive growth in the next plan? 

A1. We recognize that there are still tasks to be completed within the 2nd period of the 

mid-term plan, such as the completion of structural reforms in Europe. We will steadily 

execute these initiatives and aim to achieve the plan’s target KPIs. 

In the 3rd period of the mid-term plan, we will work on factory solutions; however, 

commercialization will be challenging. We will allocate resources to growth areas in 

our existing businesses, such as Steer-by-Wire (SbW) and the North American FA 

business (ADC). In addition, we will pursue production system reforms to maximize 

profitability. 

 

Q2. The North American business plans a significant profit improvement beyond 

loss cost reduction. What factors are driving this? 

A2. As we are not assuming any timing shifts this fiscal year, the reversal of the prior-year 

timing difference (4.2 billion yen) will contribute positively. In addition, the main 

factors are the effects of price adjustments being reflected in selling prices and profit 

growth in ADC. 

         

Q3. How do you view the management integration of NSK and NTN from your 

company’s perspective? 

A3. We expect various impacts, including on sales and procurement, and have established 

a task force team to examine these. In an industry facing severe cost competition and 

changing business conditions, we have also been advancing structural reforms and 

portfolio optimization with strategic prioritization. With a strong sense of urgency, we 

will maintain our strategic direction while considering a wide range of options going 

forward. 

The many elemental technologies and tribology expertise cultivated in the industrial 

machinery and bearing business are also utilized in other businesses, and the task 

force will consider how to leverage these core competencies. 

  

 

 



 

Q4. What caused the increase in other expenses compared to the revised disclosure 

on March 19? 

A4.     A portion of the expenses that, as of March 19, had been expected to be carried  

over to FY2026 was recognized earlier than anticipated. 

 

Q5. What upside potential and downside risks do you see for this fiscal year? 

A5. We have already incorporated the impact of the Middle East, specifically the negative 

effect from the three-month customer order indication (sales: 10 billion yen; business 

profit: 3 billion yen). As for other market fluctuations, particularly in the Japanese 

automotive business, we have made conservative assumptions, so there may be 

upside potential in both sales and business profit. 

 

Q6. Why does Europe remain in the red this fiscal year despite ongoing structural 

reforms? 

A6. The transfer of the automotive business for European customers, announced recently, 

is scheduled to be completed by the end of August, so only the effects from September 

onward are reflected. We plan to complete the remaining structural reforms within 

FY2026 and expect to achieve profitability in FY2027. 

 

Q7. How confident are you in achieving profitability in Europe in FY2027? What 

comes next? 

A7. We believe the likelihood of achieving profitability in FY2027 is quite high. Our priority 

is to complete the transfer of the European automotive business and fully execute the 

remaining structural reforms. At the same time, we are discussing what the business 

should look like after returning to profitability. 

 

Q8. Why are structural reform costs lower than initially expected in your cash 

allocation? 

A8. Initially, we assumed closures, which required significant employee compensation. 

However, by proceeding with business transfers instead, employees can retain their 

jobs, and costs have been kept lower. 

  

Q9. ADC’s plan shows flat profit margins. Is there upside potential? 

A9. By resolving capacity constraints through investments such as expanding logistics 

centers, we will focus initially on increasing sales. 

 

 

 

 



 

Q10. Regarding ADC, are you considering partnerships with other companies (e.g., 

robotics) or expansion to other regions? 

A10. At present, no specific partnerships with other companies have been decided. ADC 

primarily targets SMEs and is considered a business model suited to U.S. business 

practices and customer mindset.  We will continue to consider expansion to other 

regions, but for now, the business will remain centered in the U.S. 

  

Q11. Regarding factory solutions, what level of business scale or model are you 

targeting at this stage? 

A11. We have identified four pillars for factory solutions, each progressing at different  

stages. We are steadily making progress toward commercialization. While we cannot 

disclose details at this point, we will provide more specifics in the 3rd period of the 

mid-term plan. 

 

Q12. What is the current status and outlook for your business in India? 

A12. We are constructing a new plant in Gujarat in anticipation of production expansion by 

OEMs in India. We aim to achieve leading market share in four areas: Steering, Bearing, 

HUB, and CVJ. 

 

Q13. How will you improve ROE to reach the 8% target? 

A13. We need to further promote consolidation and integration of sites, particularly in China, 

from a fixed-cost reduction perspective. SbW will be a key driver. Enhancing added 

value through joint value creation with partners —such as improving in-cabin 

comfort—is important, and we believe there is still significant growth potential, 

including retractable columns. We will accelerate development and improve profitability. 

 

Q14. Are you able to win orders from Chinese OEMs in China? Are you actively 

pursuing them? How do you view Japanese OEMs increasingly adopting local 

suppliers? 

A14. While volumes are still limited, we are securing orders from Chinese OEMs. However, 

we are taking a cautious approach in evaluating engagement, including contract terms. 

Japanese OEMs are indeed adopting local suppliers, and we recognize that we are 

lagging competitors in development and production lead times. As we clearly 

understand these challenges, we are taking steps to address them. 

 

Q15. Do you hold shares in Toyota Motor Corporation? Is there any plan to sell them? 

A15. We hold shares in Toyota Motor Corporation. There is a possibility of selling them in 

the future if funds are needed for business portfolio transformation or M&A execution. 

 



 

Q16. What specifically will change with “resilient production lines”? 

A16. In order to respond to a highly volatile market environment, such as when actual sales 

fall short of planned volumes, we aim to make each production line as small as possible 

and scale them up in multiples according to demand, thereby increasing flexibility. In 

addition, by making equipment more versatile, we can reduce costs associated with 

model changes and significantly improve investment efficiency. 

 

 

 

 

  


