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FY 2025/9 Q2 financial results summary

© 2025 RECOMM Co., Ltd. All rights reserved.

Sales revenue Operating profit

6,617 million yen 193 million yen

Same period 

of previous 

year
5,501 million yen

Change
(Rate of 

change)

+1,116 million 

yen

（+20.3%）

Unadjusted

Same period 

of previous 

year

178 million yen
Change
(Rate of 

change)

+15 million yen

（+8.3%)

Adjusted *

Same period 

of previous 

year

(22) million yen Change +215 million yen

* Adjusted: Amount adjusted to exclude gains on sale of a franchise business

* EBITDA: operating profit + depreciation and amortization

Profit before tax Net income attributable to owners of the 

parent
EBITDA*

255 million yen 154 million yen 289 million yen

Unadjusted

Same period 

of 

previous year

212 million 

yen

Change
(Rate of 

change)

+43 million yen

(+20.3%)

Unadjusted

Same period 

of 

previous year

128 million 

yen

Change
(Rate of 

change)

+26 million yen

(+20.8%)

Unadjusted

Same period 

of 

previous year

261 million 

yen

Change
(Rate of 

change)

+28 million yen

(+10.7%)

Adjusted

Same period 

of 

previous year

12 million 

yen
Change +243 million yen

Adjusted

Same period 

of 

previous year

-71 million 

yen
Change +226 million yen

Adjusted

Same period 

of 

previous year

61 million 

yen
Change +228 million yen
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Main causes of changes in adjusted operating profit

© 2025 RECOMM Co., Ltd. All rights reserved.

34 

79 

77 

△22 

25 193 

FY 2024/9 Q2

Adjusted operating profit 

Change in operating profit of 

existing business

Changes in amount due to M&A

Reduction of officer compensation

Reduction of personnel costs

Reduction of other selling and 

administrative expenses

FY 2025/9 Q2

Operating profit

-

50 

100 

150 

200 

(Unit: million yen)
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FY 2025/9 Q2 financial results summary (results by segment)

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2024/9 Q2 FY 2025/9 Q2 Change YoY

Sales revenue 5,501 6,617 +1.116 120.3%

Overseas solutions businesses 3,042 4,263 +1,221 140.1%

Domestic solutions businesses 2,169 2,035 (134) 93.8%

BPR business 289 319 +29 110.2%

Segment profit 178 193 +15 108.4%

(Adjusted segment profit) (22) 193 +215 -

Overseas solutions businesses 118 237 +119 199.9%

(Unadjusted domestic solutions businesses） 240 43 (197) 18.0%

(Adjusted domestic solutions businesses) 40 43 +3 107.2% 

BPR business 25 14 (11) 57.2%

Adjustments (205) (101) +104 49.3%

(Unit: million yen)
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FY 2025/9 Q2 financial results (overseas solutions business)

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2024/9 Q2 FY 2025/9 Q2 Change YoY

Sales revenue 3,042 4,263 +1,221 140.1%

Segment profit 118 237 +119 199.9%

3,042 

4,263 

 -

 500

 1,000

 1,500

 2,000

 2,500

 3,000

 3,500

 4,000

 4,500

FY 2024/9 Q2
results

FY 2025/9 Q2
results

Sales revenue

118 

237 

 -
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 210
 220
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FY 2024/9 Q2 results FY 2025/9 Q2 results

Segment profit
• The effects of adding a Singapore subsidiary to the consolidation 

contributed substantially to sales and segment income

• Segment income was up sharply due to the effects of reduced 

selling, general, and administrative expenses through 

restructuring of the sales structure in the direct-sales channel

(Unit: million yen)
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FY 2024/9 Q2 results FY 2025/9 Q2 results

Segment profit

Gain on 

sale of 

business

(200)

FY 2024/9 Q2 FY 2025/9 Q2 Change YoY

Sales revenue 2,169 2,035 (134) 93.8%

Segment profit 240 43 (197) 18.0%

Adjusted segment profit 40 43 +3 107.2%

FY 2025/9 Q2 financial results (domestic solutions business)

© 2025 RECOMM Co., Ltd. All rights reserved.

2,169 
2,035 

 -

 500

 1,000

 1,500

 2,000

 2,500

FY 2024/9 Q2
results

FY 2025/9 Q2
results

Sales revenue
• Results in the wholesale channel were down 6.2% from the 

previous period as direct sales and other sales were unable to 

make up for a slump in sales to large agents, which had been 

strong in the same period of the previous year.

• While sales in the direct-sales channel were largely unchanged 

YoY, real profit increased thanks to the effects of reduced 

selling, general, and administrative expenses as a result of 

restructuring of the sales structure.

(Unit: million yen)

240

40

Adjusted segment profit
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FY 2024/9 Q2 FY 2025/9 Q2 Change YoY

Sales revenue 2,361 2,303 (57) 97.6%

Segment profit (1) 38 +41 -

FY 2025/9 Q2 financial results (BPR business)

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2024/9 Q2 FY 2025/9 Q2 Change YoY

Sales revenue 289 319 +30 110.2%

Segment profit 25 14 (11) 57.2%

289 
319 

 - 1 2 3 4 5 6 7 8
 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97 98 99 100 101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 121 122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 141 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 301 302 303 304 305 306 307 308 309 310 311 312 313 314 315 316 317 318 319 320 321 322 323 324 325 326 327 328 329 330 331 332 333 334 335 336 337 338 339 340 341 342 343 344 345 346 347 348 349 350

FY 2024/9 Q2 results FY 2025/9 Q2 results

Sales revenue

25

14 

 (3)

 7

 17

 27

FY 2024/9 Q2 results FY 2025/9 Q2 results

Segment profit
• While revenues increased due to additional orders and major 

spot transactions from existing customers in the domestic center 

business, the gross profit margin decreased by 4% due to higher 

subcontracting costs.

• Despite higher sales, income was down due to a lower gross 

profit margin and higher selling, general, and administrative 

expenses, such as personnel costs for core management 

personnel.

(Unit: million yen)
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Balance Sheet

© 2025 RECOMM Co., Ltd. All rights reserved.

Previous consolidated 

fiscal year

September 30, 2024

Current interim consolidated 

accounting period

March 31, 2025

Change

Current assets 8,364 8,257 (107)

Non-current assets 4,281 4,230 (51)

Total assets 12,645 12,487 (158)

Current liabilities 5,012 5,175 +163

Noncurrent liabilities 2,337 2,164 (173)

Total liabilities 7,350 7,339 (11)

Equity attributable to 

owners of the Parent 4,963 4,777 (186)

Non-controlling 

interests 331 370 +39

Total equity 5,294 5,148 (146)

Liabilities and equity

Total 12,645 12,487 (158)

Total assets: 12,487 million yen Down 158 million yen

Assets were down 158 million yen from the end of the previous 

year to 12,487 million yen due to such factors as the efficient 

use of Group internal assets led to a reduction in cash and 

cash equivalents.

Total liabilities: 7,339 million yen Down 11 million yen

Liabilities were down 11 million yen from the end of the 

previous year to 7,339 million yen due to such factors as the 

reductions in income tax payable and contract liabilities, 

together with efforts to keep down the increase in loans 

payable through means that included more efficient use of 

Group internal assets.

Total equity: 5,148 million yen Down 146 million yen

Capital was down 146 million yen from the end of the previous 

year to 5,148 million yen due to such factors as a decrease of 

175 million yen in other components of capital.

(Unit: million yen)
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Financial standing: Equity ratio, Statement of Cash Flows

© 2025 RECOMM Co., Ltd. All rights reserved.

Previous interim 

consolidated accounting 

period

From October 1, 2023 to

March 31, 2024

Current interim 

consolidated 

accounting period

From October 1, 2024 to

March 31, 2025

Change

Cash flow from/used 

in operating activities 456 (138) (595)

Cash flow from/used 

in investing activities (17) (236) (219)

Cash flow from/used 

in financing activities (409) (151) 258

Change in cash and 

cash equivalents 42 (535) (578)

Ending balance of 

cash and cash 

equivalents
2,668 2,439 -

39.3%
38.3%

30.00%

32.00%

34.00%

36.00%

38.00%

40.00%

42.00%

FY 2024/9 end FY 2025/9 Q2 financial
results

Equity ratio: 38.3%

Equity capital ratio

Cash of 138 million yen was used in operating activities due to such factors 

as an increase in accounts receivable - trade associated with higher sales 

in March. Cash of 151 million yen was used in financing activities that 

included payment of dividends and purchase of treasury stock.
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Topics

(2024.10.1 to 2025.3.31)
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Contribution of TAKNET SYSTEMS PTE LTD to consolidated financial results

© 2025 RECOMM Co., Ltd. All rights reserved.

Overview of TAKNET and its financial results

• TAKNET SYSTEMS PTE LTD, an AI server sales firm in Singapore, became a 

subsidiary in July 2024.

• Results: FY 2024 sales revenue of approximately 2.0 billion yen and operating 

profit of approximately 200 million yen

Impact on full-year results

• Both consolidated sales revenue and consolidated profit are expected to increase 

significantly.

*Consolidated only in Q4 of FY 2024

Future outlook

• Entering the Singapore market through TAKNET SYSTEMS PTE LTD

• Growing sales of ICT devices centered on AI servers overseas

• Further growth through continuation of the global M&A strategy

2,190 

1,338 

2,091 

178 78 228 

 -

 500

 1,000

 1,500

 2,000

 2,500

2022 2023 2024

Past fiscal years' results 
(Unit: million yen)

Sales revenue Operating profit

(October 15, 2024, news release)

Singapore

TAKNET
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Promoting strategic business alliances

Practical experience in promoting DX 

used in Group companies as well

•Customer relationship 

management (CRM)

•Messaging (Chat)

•Document management 

(Docs)

•Videoconferencing

•Calendar

•Task management

•Email linkage

etc.

A communication tool that 

enables centralized 

management of information

AI-RPA Robo Worker 

Provision of BPO services Meetings to find 

solutions

Side-by side support 

for digital 

transformation (DX)

Factories

E-commerce/

startups

Professional 

services/consulting

Food and 

beverage serviceConstruction/real estate

Healthcare

About the Lark integrated multifunctional collaboration tool
An extensive customer base of 60,000 diverse firms

The ability to propose solutions reflecting the 

customer's perspective as Lark users
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Acquisition of treasury stock

© 2025 RECOMM Co., Ltd. All rights reserved.

(December 3, 2024, news release)

We purchased treasury stock under the following December 2, 2024, resolution of the Board of Directors

Item Details

Number of shares to be acquired Up to 1,500,000 shares (1.85% of total shares issued and outstanding)

Total acquisition price Up to 100 million yen

Timing of acquisition December 3, 2024 to March 31, 2025

Reasons for acquisition

To enhance returns to shareholders

To improve equity efficiency

To execute dynamic equity policies

Details of acquisition

A cumulative total of 528,300 shares of treasury stock was 

purchased (for a total purchase price of 35 million yen)
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Commencement of sales of automated business-process recording tool

© 2025 RECOMM Co., Ltd. All rights reserved. (December 16, 2024, news release)

Main features

• Automated manual 

preparation

• Voice input

• High-precision recording

• User friendly

• A wide range of export 

features

Process Recorder: Automated business-process recording tool

Enables automatic preparation of manuals by automatically recording business processes

We aim to increase the number of new contracts by selling this solution bundled with Robo 

Worker, enabling the visualization of business processes and efficient manual preparation.

Enhanced linkage between existing DX solutions Robo Worker® and AI-Agent.
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Initiatives to enhance human capital management 1

© 2025 RECOMM Co., Ltd. All rights reserved.

(December 27, 2024, news release)

Enhancement of HR development

• Percentage completing 100 hours of training per employee: 95% (FY 2025 

plan: 100%）
• AI skills trainees: 183 (FY 2025 plan: 192)

Global human-resource development

• Number of younger employees seconded overseas: 6 (FY 2025 plan: 8)

Improving employee satisfaction

• Employee turnover rate: 8% (significantly improved from 14% in FY2023)

• Mentor interviews rate: 100% for both new graduates and midcareer hires
18%

14%

8% 8%

0%

5%

10%

15%

20%

FY2022 FY2023 FY2024 FY2025

Separation rate
(FY 2025 figures are planned)

2
3

6
8

0

2

4

6

8

10

FY2022 FY2023 FY2024 FY2025

Younger employees seconded 
overseas

(FY 2025 figures are planned)

Improving global competitive strength and realizing 

sustainable growth through strengthening human capital 

management
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Initiatives to enhance human capital management 2: 2025 new graduate hires

Entrance ceremony

Training schedule

April 01, 2025

Ten new graduates joined the Company

• Professional training was conducted in April followed by 

measures that included role-playing and practical tele-

appointment training and customer visits in May and 

June.

• A new training program on global strategic products 

was added to enable the new hires to play effective 

roles right away in overseas sales

• Planned for assignment to individual sections beginning 

in July
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Topics: 30th anniversary of Company founding

© 2025 RECOMM Co., Ltd. All rights reserved.

Celebrating our 30th anniversary

A ceremony was held on April 19 to mark the 30th anniversary of the Company's founding, attended 

by longstanding business partners, long-term employees, and their families
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FY 2025/9

Full-year plans and 
dividends forecasts
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FY 2025/9 (full-year plans)

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2025/9

(1H plans)

FY 2025/9

(1H actual)
vs. Plans

FY 2025/9

(2H plans)

FY 2024/9

(results)

FY 2025/9

(full-year plans)
YoY

Sales 

revenue
6,800 6,617 97.3% 8,183 11,687 14,800 126.6%

Operating 

profit
220 193 87.7% 507 269 700 259.8%

Profit before 

tax
220 255 115.9% 445 307 700 227.9%

Net income 
attributable to 

owners of the parent
120 154 128.3% 276 83 430 518.1%

EBITDA 285 289 101.4% 542 445 831 186.7%

11,687

14,800

F Y  2 0 2 4 /9 F Y  2 0 2 5 /9
(P L A N N E D)

SALES 
REVENUE

269

700 

F Y  2 0 2 4 /9 F Y  2 0 2 5 /9
(P L A N N E D)

OPERATING 
PROFIT

New record highs on all indicators
(Unit: million yen)

No change in full-year plans
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FY 2025/9 plans (causes of changes in operating profit)

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2024/9

operating profit

Change in operating 

profit of existing 

business M&A

Amount of selling and 

administrative expenses 

reduction Profit improvement of 

new business

FY 2025/9

operating profit

-

100 

200 

300 

400 

500 

600 

700 

800 

900 

1,000 

Operating profit (+431)

700

Main details of reduced selling and administrative expenses 

• Lower officer compensation

• System integration

• Other expenses

(Unit: million yen)

269

+69

+200

+100

+62
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FY 2025/9 plans  (by segment) 

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2025/9

(1H plans)

FY 2025/9

(1H actual)
vs. Plans

FY 2025/9

(2H plans)

FY 2025/9

(full-year plans)
YoY

Sales revenue 6,800 6,617 97.3% 8,183 14,800 126.6%

Overseas solutions 

businesses
4,000 4,263 106.6% 4,737 9,000 136.0%

Domestic solutions 

businesses
2,400 2,035 84.8% 2,965 5,000 111.8%

BPR business 400 319 79.8% 481 800 133.6%

Segment profit 220 193 87.7% 507 700 259.8%

Overseas solutions 

businesses
250 237 94.8% 388 625 182.7%

Domestic solutions businesses 107 43 40.2% 252 295 69.7%

BPR business 30 14 46.7% 56 70 233.3%

Adjustments (167) (101) 60.5% (188) (289) 54.9%

(Unit: million yen)
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Second-half initiatives to achieve the full-year plans for the year ending September 2025

© 2025 RECOMM Co., Ltd. All rights reserved.

1. Enhancing sales of global strategic products worldwide (Robo Worker & SPACECOOL)

Increasing operating P/H through expanding the SPACECOOL product lineup and strengthen the quantity of sales activities

Expanding the sales network through development of SPACECOOL sales partners

Strengthening cross-selling of Robo Worker with overseas facilities with the release of an English version -> Achieving 

monthly profitability by the end of the period

2. Sales DX promotion (Improving sales productivity)

Increasing successful contract rates by developing databases of sales activity logs using Lark

Increasing the quantity of sales discussions by developing and executing a program to reduce time spent on non-sales 

discussion activities

3. Promoting use of AI (reducing sales expenses)

Improving productivity of administrative section personnel through full utilization of Lark

Improving the rate of business automation through promoting internal use of Robo Worker

Improving the precision of budget controls through use of AI analysis
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FY 2025/9 plans (overseas solutions business)

© 2025 RECOMM Co., Ltd. All rights reserved.

FY 2025/9

(1H plans)

FY 2025/9

(1H actual)
vs. Plans

FY 2025/9

(2H plans)

FY 2025/9

full-year plans
YoY

Sales revenue 4,000 4,263 106.6% 4,737 9,000 136.0%

Segment profit 250 237 94.8% 388 625 182.7%

<Second-half measures>

• Strengthening bundled sales of SPACECOOL and air conditioners

-> Progress: Using Lark (a multifunctional integrated collaboration tool) in cross border sharing of successful case 

    studies and tools, and to standardize sales methods.

• Cutting cost rates through centralized Group-wide purchasing

-> Progress: Cost ratio of global strategic products down 14% YoY

• Improving earnings through cross-border M&As

-> Progress: TAKNET is profitable

• Improving sales P/H through sales DX promotion

(Unit: million yen)

Continuing

Addition

Continuing

Continuing
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FY 2025/9

(1H plans)

FY 2025/9

(1H actual)
vs. Plans

FY 2025/9

(2H plans)

FY 2025/9

full-year plans
YoY

Sales revenue 2,400 2,035 84.8% 2,965 5,000 111.8%

Segment profit 107 43 40.3% 252 295 69.7%

FY 2025/9 plans (domestic solutions business)

© 2025 RECOMM Co., Ltd. All rights reserved.

<Second-half measures>

• Expanding sales through the direct-sales channel through enhancement of hiring abilities and sales DX promotion

-> Progress: Sales P/H 118%, sales personnel in 2H vs. 1H 118%

• Full-fledged utilization of outbound call center

-> Progress: Call center outsourcing costs down 5% YoY

• Expanding product lineup in the agent channel

-> Progress: New agent development using SPACECOOL and cleaning robots

• Strengthening sales of cybersecurity products

-> Progress: Using new products introduced since March to develop new and dormant agents

(Unit: million yen)

Continuing

Continuing

Addition

Addition



27

FY 2025/9

(1H plans)

FY 2025/9

(1H actual)
vs. Plans

FY 2025/9

(2H plans)

FY 2025/9

full-year plans
YoY

Sales revenue 400 319 79.8% 481 800 133.8%

Segment profit 30 14 46.7% 56 70 233.3%

FY 2025/9 plans (BPR business)

© 2025 RECOMM Co., Ltd. All rights reserved.

<Second-half measures>

• Growing customer P/H through enhanced cooperation in business sections

-> Progress: Promoting enhanced cooperation in business sections and increasing the numbers of sales discussions with customers

• Reducing selling and administrative expenses through internal digital transformation

-> Progress: Selling, general, and administrative expenses down 6.5% YoY, while progress toward the automation time target, a DX 

promotion goal, is at 22%

• Improving earnings of domestic centers

-> Progress: Internal DX promotion and review of domestic center functions

• Strengthening new customer acquisition through the promotion of bundled sales of Robo Worker and BPO services

-> Progress: Also beginning sales of fixed-price services to expand the product lineup

(Unit: million yen)

Continuing

Continuing

Continuing

Addition
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Dividends

© 2025 RECOMM Co., Ltd. All rights reserved.

0.0 yen/share

1.0 yen/share

1.6 yen/share 1.6 yen/share

FY 2021/9 FY 2022/9 FY 2023/9 FY 2024/9 FY 2025/9 projected

1.1 

yen/share

Commemorat

ed dividend

0.5 yen/share

1.6 yen/share

Dividend: 1.6 yen
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Growth strategy
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Basic strategy

© 2025 RECOMM Co., Ltd. All rights reserved.

Basic strategy: Global specialized trading company vision

New business 

development and 

deployment to meet 

needs of each market

Developing one-stop 

solutions for firms in 

each market
Offering one-stop 

solutions to existing 

customers

Stage 1

Selling LED lighting 

to Japanese firms in 

overseas markets

Customer 

development

Stage 2 

Customer 

capture

Stage 3

Local market 

development

Stage 4

New business 

creation

Four stages

P
roducts, services

R
ealizin

g
 th

e G
lo

b
al 

S
p

ecialized
 Trad

in
g

 C
o

m
p

an
y 

V
isio

n

Market

Operating companies in each country aim for 

independent growth through four stages.

Global specialized trading company vision: Accelerating global business growth by proposing solutions to global 

customers based on state-of-the-art profits and services and our strengths 

in direct marketing
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Global specialized trading company vision: Stage by country

© 2025 RECOMM Co., Ltd. All rights reserved.

New business 

development and 

deployment to meet 

needs of each market

Developing one-stop 

solutions for firms in 

each market
Offering one-stop 

solutions to existing 

customers

Stage 1

Selling LED lighting 

to Japanese firms in 

overseas markets

Customer 

development

Stage 2 

Customer 

capture

Stage 3

Local market 

development

Stage 4

New business 

creation

P
roducts, services

Market

India
China

Vietnam
Thailand
Indonesia

Malaysia
Singapore

-

Accelerating global deployment by advancing to higher business stages in each country
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Global specialized trading company vision: Status of advancement to stage 3 by country

July 2024

TAKNET joins the Recomm Group

Start of entry into the local AI server market in Singapore

September 2023

SLWE joins the Recomm Group

Start of entry into the local electrical 

parts market in Malaysia

NEXT FUTURE

October 2021

SLWL joins the Recomm Group

Start of entry into the local LED 

market in Malaysia

⚫ Stage 1

⚫ Stage 2

⚫ Stage 3

June 2021

Acquired 30% of the shares of stock in Greentech 

International Pte. Ltd., making it an equity-method affiliate

Indirect entry to Singapore market
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Global specialized trading company vision: Introduction of strategic products

2020
Air purifiers ReSPR

Acquired exclusive sales 

rights in eight overseas 

markets

2023
Began exclusive sales of the Japanese 

edition of Robo Worker (AI-RPA)

Joint venture established with 

Intelligence Indeed of China

2024
Radiative cooling 

material SPACECOOL

Launch of domestic 

and overseas sales

2024
Began handling Supermicro 

products

AI servers

Made TAKNET of Singapore a 

subsidiary
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Summary of medium-term 
management plan and progress 

thereof

（FY 2025/9 to FY 2027/9）

© 2025 RECOMM Co., Ltd. All rights reserved.
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Goals

FY 2027/9 targets

Sales revenue

CAGR

Ratio of operating 

profit to sales revenue

ROE

(Return On Equity)

20％

or higher

10％

or higher

20％

or higher

© 2025 RECOMM Co., Ltd. All rights reserved.
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Vision: Progress of sales DX × M&A

Sales DX

Promoting digital 

transformation (DX) of sales 

through sales activities 

based on a customer 

relationship management 

(CRM) system

Transplanting sales DX 

to new Group firms 

added through M&As

M&A 

subsidiaries

© 2025 RECOMM Co., Ltd. All rights reserved.

Growing Groupwide 

earnings foundations

Progress in FY 2025/9 Q2

Promoting database 

development based on 

sales activity logs using 

Lark's CRM features

Launch of sales 

promotion to M&A 

subsidiaries for global 

strategic products

Operating profit martin 

1.4% -> 2.9% (vs. previous 

period)
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Priority initiatives by individual business

© 2025 RECOMM Co., Ltd. All rights reserved.

•New development

• Increasing percentage of 

stock (fixed-price) business 

sales

• Increasing customer 

satisfaction

Domestic solutions businesses

•Establishment of new 

development sales methods 

specializing in specific 

industries

•Offering comprehensive 

solutions combining RPA and 

BPO services

BPR businessOverseas solutions businesses

Progress in FY 2025/9 Q2

Studying reforms to remuneration 

systems for national staff in 

overseas markets

Studying cross-selling of products 

of M&A subsidiaries in overseas 

markets

Maintenance stock sales up 116.2% 

YoY

Preparing for introduction of Ret’s 

Navi, a new service to increase 

customer satisfaction

Launch of test sales under new 

development sales specializing in 

specific businesses

Preparing to release fixed-price 

services for SMEs

•National human-resource 

development

•More precise targeting of 

customers of companies in 

each market

•Generating synergies with 

M&A subsidiaries in overseas 

markets
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Management goal

© 2025 RECOMM Co., Ltd. All rights reserved.

Becoming a global leading B2B solutions 

provider group
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Company overview

© 2025 RECOMM Co., Ltd. All rights reserved.

Company name
RECOMM Co., Ltd.

(RECOMM CO., LTD.)

Established September 30, 1994

Shares listed
May 26, 2004

TSE Standard: Securities code 3323

Address 25-3 Yoyogi 3-chome, Shibuya-ku, Tokyo

Representative Hidehiro Ito, President and Group CEO

Lines of 

business

Overseas solutions businesses, domestic solutions 

businesses, BPR business

Total shares 

issued and 

outstanding

82,630,255 shares (as of March 31, 2025)

Shareholders 18,984 (as of March 31, 2025)

Share capital 2,447 million yen (as of March 31, 2025)

Number of 

employees
498 (consolidated, as of March 31, 2025)

Gender

Ratio of nationalities

As of March 31, 2025
Characteristics of employees

Female 55％ Male 45％

Japanese 38％
Foreign nationalities 

62％
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Operating companies in individual businesses

© 2025 RECOMM Co., Ltd. All rights reserved.

Chubu region:

Nagano Branch

Nagano South Branch

Shizuoka Branch

Nagoya Branch I

Nagoya Branch II

Nagoya East Sales 

Office

Kinki region:

Osaka Branch

Green Innovation Osaka 

Branch

Chugoku-Shikoku region:

Matsue Branch

Shunan Branch

Kyushu region:

Kitakyushu Branch

Kurume Branch

Oita Sales Office

Yatsushiro Sales Office

Okinawa region:

Okinawa Branch

Naha Branch

Kanto region:

Tokyo Branch

Tochigi Branch

Gunma Branch

Saitama West 

Branch

Toshima Branch

Chiyoda Branch

Hachioji Branch

The Group consists of seven operating companies in Japan and 16 overseas in three businesses (as of March 31, 2025)

*1: RECOMM Business Solutions (Dalian) operates in both the overseas solutions and BPR businesses.

*2: Equity-method affiliate

BPR business

RECOMM Tengyuan Business Solutions (Dalian)

RECOMM Business Solutions (Dalian) *1

RECOMM Business Solutions (Changchun)

Myanmar RECOMM

RECOMM BPO (Japan)

Domestic: 19 branches, four sales offices

Overseas: 16 facilities in nine countries

RECOMM Business Solutions (Dalian) *1

RECOMM Business Solutions (Shanghai)

FTG Philippines

Vietnam RECOMM (Ho Chi Minh City, Hanoi)

RECOMM Business Solutions (Asia) * Thailand

RECOMM Business Solutions (Thailand)

RECOMM Business Solutions (Malaysia)

RECOMM Business Solutions (Indonesia)

RECOMM Business Solutions (India)

Greentech International (Singapore) *2 

Overseas solutions 
businesses

Sin Lian Wah Lighting Sdn. Bhd. (Malaysia) 
Domestic solutions 

businesses

Venustech Japan

RECOMM Japan

OPUS

RECOMM IE Partner

Intelligence Indeed RECOMM *2 

RECOMM DX Solutions

Sin Lian Wah Electric Sdn. Bhd. (Malaysia) 

TAKNET SYSTEMS PTE LTD. (Singapore)
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RECOMM by the numbers

© 2025 RECOMM Co., Ltd. All rights reserved.

Established year Listing year

Number of domestic facilities Number of overseas facilitiesSales revenue

Actual result of M&As

1994 2004

7 companies, 

19 branches, 4 sales offices

８ countries, 

16 companies

Operating profit

23
domestic and overseas 

acquisitions and sales

Listed on the Osaka 

Securities Exchange 

Hercules Market

Began the first sales 

franchise business in 

the industry

Supporting SMEs across 

Japan through a 

nationwide network of 

nineteen branches 

and four sales offices

Overseas expansion 

in China, Southeast 

Asia, and India

11.6 billion yen 270 million yen

Year of listing by 

Chinese subsidiary

FY 2024/9 

consolidated 

settlement of 

accounts

FY 2024/9 

consolidated 

settlement of 

accounts

Recent cross-border 

M&A results of 

overseas subsidiaries

2018

Shares of subsidiary 

Dalian RECOMM 

listed on the OTC 

market in China
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Company History

2000

⚫ Launched RET’S COPY fixed-price 

maintenance service for digital 

multifunction printers (MFPs)

1994

⚫ Established to sell and maintain 

telecommunications devices and office 

equipment

1995

⚫ Became the first in Japan to seek 

franchisees in the sales franchise 

business

2004

⚫ Shares listed on the Hercules Market 

of the Osaka Securities Exchange 

(now the Standard Market of the 

Tokyo Stock Exchange

2009

⚫ Accepted BPO service contracts in 

Dalian, China

“Full-fledged launch of BPO 

business”

2020

⚫ Began sales of ReSPR antiviral 

equipment (acquired exclusive sales 

rights in seven overseas markets)

2005

⚫ Opened a document management 

center and began office automation 

device sales in Dalian, China

2016

⚫ Began the sales of LED lighting and etc. 

in Shanghai, China.

“Full-fledged launch of overseas 

corporate sales”

⚫ Launched the PPS power distribution 

business

2018

⚫ Began the sales of LED lighting, 

commercial air conditioners, etc. in 

Malaysia

⚫ Began the sales of LED lighting, 

commercial air conditioners, etc. in 

Myanmar

⚫ Began the sales of LED lighting, 

commercial air conditioners, etc. in 

India

2015

⚫ Company established in Japan to 

develop and sell security products as a 

joint venture with Venustech of China

2021

⚫ Acquired shares in Sin Lian Wah 

Lighting of Malaysia

“Full-fledged launch of businesses in 

local markets overseas”

2012

⚫ BPO center opened in Changchun, 

China

1999

⚫ Launched RET‘S NET hosting 

services

2013

⚫ BPO sales began in Japan

2014

⚫ Launched Rentia, our brand of LED 

lighting

⚫ BPO center opened in Myanmar

2017

⚫ Began the sales of LED lighting, 

commercial air conditioners, etc. in 

Vietnam

2019

⚫ Shares in subsidiaries in Thailand, 

Indonesia, and the Philippines 

acquired from FT Group Co., Ltd.

⚫ New global headquarters established 

in Malaysia

2018

⚫ Shares of Chinese subsidiary listed on 

the OTC market in China

“The Group's second IPO”

2003

⚫ First entry to China market with 

establishment of a call center in 

Dalian

2023

⚫ Intelligence Indeed RECOMM Co., 

Ltd., established as a Japanese joint 

venture with Intelligence Indeed of 

China; wholly owned subsidiary 

RECOMM DX Solutions Co., Ltd. 

established as a sales company

⚫ Began the sales of Robo Worker (AI-

RPA)

⚫ Acquired 100% of the shares of stock 

in Sin Lian Wah Electric Sdn Bhd of 

Malaysia, making it a subsidiary

Ret’s Copy

2024

⚫ Acquired 65% of the shares of stock 

in TAKNET SYSTEMS PTE. LTD., an 

AI server company in Singapore, 

making it a subsidiary
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Business overview (product lineup)

A comprehensive producer of optimal office environments
We offer the following product lineup as a B2B solutions provider.

IT solutions Carbon-neutral solutions BPR*

Helping corporate customers to achieve carbon 

neutrality and cut costs, by providing highly 

energy-efficient products and services

Provision of IT devices and cybersecurity services 

for corporate users

Installation construction and maintenance contracting

IT devices

Cybersecurity

Installation 

construction and 

maintenance

Internet connection

LED lighting Commercial air conditioners

Radiative cooling 

materials
Air purifiers

AI-RPA BPO services

AI-OCR Business visualization tools

Ret’s Copy

*Business process reengineering, a means of thoroughly reviewing and redesigning an organization's existing business processes to improve business efficiency and productivity and organizational flexibility

Comfortable working environments, cost savings More efficient office work

Ret’s OCR Ret’s Eye

Promoting corporate digital transformation (DX) and 

providing business restructuring solutions through such 

means as BPO centers and business automation tools
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Our competitive advantages

Global one-stop solutions

Direct sales abilities

1

• Advancing into eight countries overseas

• Offering consistent products and services in every country

• BPO contracting also available in addition to IT devices and eco products

• Deploying direct sales overseas as well as in Japan

Deepening relations of 

trust with customers 

and building long-

lasting partnerships 

through direct 

transactions

Proposing 

optimal solutions

Sensitive to 

customer needs

© 2025 RECOMM Co., Ltd. All rights reserved.

A corporate culture that continues to adapt to the 

changing times

• The first sales franchise business in the industry

• First in the industry to sell copiers with fixed-rate maintenance services

• First in Japan to open an outbound offshore call center

• First in Japan to open a BPO center in Myanmar

• The only non-manufacturer company in Japan to list parent and subsidiary shares in Japan and China

• The world's first RPA service with embedded generative AI

1

1
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2025-2027 Medium-Term 
Management Plan
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2025-2027 Medium-Term Management Plan

Basic strategy

Basic strategy: Global specialized trading company vision

New business 

development and 

deployment to meet 

needs of each market

Developing one-stop 

solutions for firms in 

each market
Offering one-stop 

solutions to existing 

customers

Stage 1

Selling LED lighting 

to Japanese firms in 

overseas markets

Customer 

development

Stage 2 

Customer 

capture

Stage 3

Local market 

development

Stage 4

New business 

creation

Four stages

P
ro

d
u

cts, services

R
ealizin

g
 th

e G
lo

b
al 

S
p

ecialized
 Trad

in
g

 C
o

m
p

an
y 

V
isio

n

Market

Operating companies in each country aim for 

independent growth through four stages.

Global specialized trading company vision: Accelerating global business growth by proposing solutions to global 

customers based on state-of-the-art profits and services and our strengths 

in direct marketing
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2025-2027 Medium-Term Management Plan

Goals

⚫ We will do business aiming to achieve the following three targets by FY 2027/9.

Sales revenue

CAGR

20％
or higher

Ratio of operating 

profit to sales revenue

ROE

(Return On Equity)

10％
or higher

20％
or higher
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Issues and policies in working to formulate the new Medium-Term Management Plan targets

⚫ We will address delays in product and service development and customer development, the main reasons we failed to achieve the previous 

Medium-Term Management Plan's target sales revenue CAGR of 31.3%, by accelerating growth based on establishment of systems not 

dependent on human resources (digital transformation of sales).

Product and 

service 

development

Overseas
Enhancing current stage and moving to next stage

(Building up sales to LED customers) △

Overseas
Enhancing current stage and moving to next stage

(Local firm development) ×

Stock

Creating new maintenance services and 

subscription models through establishment of  a 

stock business promotion section
△

✓ Difficulty of hiring salespersons
Not easy to fill vacancies due to external 

environmental conditions

✓ Low productivity per 

salesperson
Inability to generate results exceeding 

the labor input in labor-intensive sales 

activities

✓ Difficulty of balancing new 

customer acquisition and new 

product development
Impossible to make time available for 

development without increasing 

productivity

✓ (Overseas) Not enough brands 

targeting local firms
Brand-building activities are essential, 

but it is hard enough just to devote time 

to sales

Vision:
Sales DX × M&A

✓ Executing data-driven approaches by improving 

existing sales to build a base of customer data

✓ Aiming to realize sales much more efficient than 

traditional sales, through sales DX

✓ Also increasing value of new Group firms added 

through M&As, by transplanting sales DX to them

✓ Realizing sustained growth through both improving 

RECOMM itself and accelerating M&As

Customer 

development

Overseas Development of global strategic products ×

DX promotion DX promotion support using BPR analysis

△
DX promotion

Advancement of BPR business operations 

through DX

Decarbonization

Introducing high-performance energy-saving 

products under our own Rentia brand of LED 

lighting
○

Decarbonization
Expanding the lineup of products to promote 

decarbonization △

Partner 

development 

(including 

M&As), facility 

development

Overseas Growing strategic partnerships ○

DX BPR business development in China ×

Assessment of results of priority strategies Issues Future policies

2025-2027 Medium-Term Management Plan
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⚫ We will build a structure able to achieve efficient sales activities even with limited staff, through sales DX. We also will transplant this system 

to M&As to increase their value. (* The aim is to achieve massive business growth in a short time using both sales DX and M&As.)

Scenarios for business growth through DX × M&A

• Realizing sales DX within RECOMM

(improving productivity and profitability)

• Increasing value of M&As

(transplanting sales DX model to M&As too)

• Growing Groupwide earnings foundations

(as sources of further M&As and partnership 

development)

Toward sustained 

growth of more 

than 20%/year
S

ales 

p
ro

d
u

ctivity

Realizing 

sales DX

Labor-

intensive 

sales
Group growth through M&As

Past

RECOMM at present

RECOMM of 

the future (STEP 3)

Transplanting the sales 

DX model to M&As too, 

increasing value

(Phase 2)

Establishing a content 

marketing system. 

Improving productivity 

and profitability

Greatly expanding 

Groupwide 

earnings in a short 

timeframe

* Items in red are not yet final or involve issues

Improving solutions proposed Establishing an influential sales style

×

Approaches to make proposals more efficient Realizing sales that are not labor intensive

Business reorganization through M&As

Pursuing synergies through 

reorganization

M&A

Advancing existing businesses

Building up sales skills & putting them 

to use right away

Phase1 Short-term growth targets

(Phase 1)

Improving productivity by 

advancing existing 

businesses

Phase2: Medium-Term targets

Sales DX

Vision for sustained business growth (* Business growth by fusing sales DX and M&As)

Successful 

case studies 

by business 

type

Proposal 

scenarios by 

business type

Front-end products

＆
Back-end products

＆
Stock products

Downloadable 

content

＆
Web marketing

(branding)

Inside sales

＆
Field sales

Data utilization

＆
Marketing 

automation

× × × ×
M&As with 

domestic 

firms

M&As with 

overseas 

firms
×

Sales data 

integration

Deep 

understanding 

of customers

Data-driven 

approach× ×

2025-2027 Medium-Term Management Plan

Issues and policies in working to formulate the new Medium-Term Management Plan targets
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Sales DX overview
2025-2027 Medium-Term Management Plan

⚫ We will link data to the CRM system in a short timeframe and thoroughly implement sales based on the system.

⚫ The aim is to improve all three aspects of sales, human-resource development, and product development through sales activities based on 

customer information.

Overview of Companywide sales DX promotion based on the CRM system

Virtuous cycle generated by sales DX 

based on CRM use
Management improvement effects

Positive effects on management

Companywide impact
Impacts on individual businesses

Collecting data on 

sales activities

Proposing sales 

actions at 

optimal timing

Improving 

sales skills

Management 

labor saving ⇒ 

New product 

development

New product 

release ⇒ 

New customer 

acquisition CRM

Impacting not only sales but also enhancement of 

product development through thorough use of CRM

Increasing rate of successfully receiving 

orders

✓ Sales staff able to approach customers at the customers' 

desired timing

✓ Fully able to visit customers at the timing of the replacement

Accelerating human-resource development

✓ Data-driven sales enables even younger sales staff to take 

action to increase rates of successfully receiving orders

✓ Quickly putting human resources to effective use

Improving new product development 

abilities

✓ Improving development abilities by securing the time needed for 

new product development

✓ Shifting the focus of managers, which has been consumed by 

management tasks, toward new product development

Improving performance of domestic 

businesses

Improving performance of overseas 

businesses

✓ Accelerating human-resource development can be expected to 

impact development of customer firms in overseas markets by 

training national human resources

✓ Also expected to impact product development

New customer acquisition in the DX 

business

✓ Efficient new customer acquisition can be expected in the DX 

business based on customer data from other RECOMM 

businesses units.

✓ Promoting optimal sales activities and accelerating human-resource 

development to secure new customers by developing new products and 

services

✓ Building new stock models and increasing the percentage of stock 

businesses, controlling separation rates, and increasing the rate of 

product adoption per customer
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Priority measures in domestic businesses

⚫ In domestic businesses, we will develop new businesses, increase the percentage of stock business sales, and increase customer satisfaction.

⚫ We will establish target sales for each measure and shift toward business models with more solid revenue bases.

Priority measures in domestic businesses

2025-2027 Medium-Term Management Plan

New development Increasing percentage of stock business sales

To acquire new customers, it will be essential to develop 

new products with high market growth potential

⚫ Carbon-neutral solutions

⚫ Cost-saving solutions

⚫ Cybersecurity solutions

⚫ Business productivity improvement solutions etc.

Expanding stock services

⚫ Introducing new stock products and services

⚫ Helping to increase numbers of customers by 

providing them with added value

Establishing stock business sales growth plans

⚫ Quickly launching sales methods and models

⚫ Incorporation into HR evaluation systems

Increasing customer satisfaction

Direct-sales customer 

development
Agent development

Expanding stock 

services

Establishing stock 

business sales growth 

plans

Strengthening service 

and support structures

Accelerating visitation 

maintenance

Enhancing Service & Support Center structure

⚫ Establishing a remote maintenance structure through 

customer-dedicated sites

⚫ Expanding time available for services by providing the 

latest information, posting FAQs, and linking to other 

information

Accelerating visitation maintenance

⚫ Using DX to manage actions by technical staff and 

advance customer service at centers

Shifting toward stock-based business models with more solid revenue bases

⇒ Deploying measures to secure new customers and increase customer satisfaction
Main policy on 

domestic businesses
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Priority measures in overseas businesses
⚫ We will target firms in each market through development of national human resources and more precise marketing.

⚫ We will accelerate strategies through developing human resources capable of communicating the high quality of RECOMM product brands to 

local firms, and through refining local target selection.

Target allocation illustration Target customers

Japan-

affiliated 

firms

National 3

National 2

National 1

R
eq

u
ired

 q
u

ality level

H

L

Japan-affiliated firms

Leading firms trading 

with Japan-affiliated 

firms

National firms more 

sensitive to quality

National firms looking 

for low-priced 

products above all

Target priority

〇

〇

△

×

Sales will continue

Sales will be promoted 

to build up case 

studies on priority 

targets

Active development 

will be promoted based 

on the above case 

studies

Not targeted

2025-2027 Medium-Term Management Plan

More precise targeting of firms in each marketNational human-resource development

Past three years

Ability in demand

Accurately communicating high-

performance Japanese products to Japan-

affiliated firms in the local market

Vision of needed human resources

Those able to communicate product 

appeal accurately in the local languages

Next three years

National human-resource development cycle

Gathering knowledge Giving it a try Improvement

Concentration of sales 

knowledge accumulated 

since our founding and 

sales methods of ideal 

sales staff

Trying out absorbed 

methods and 

knowledge in the actual 

sales field

Evaluating efforts made 

based on clear 

standards, and making 

improvements

Absorbing knowledge

Absorbing verbalized 

methods and 

knowledge through 

various methods

LED 
sales manual

Air-
conditioning 
sales manual

SPACECOOL 
sales manual

Product-specific 

sales manuals

Overseas training 

trips
Sending sales staff for 

training in benchmark 

markets for each product

On-the-job training 

(OJT)
Supporting experienced 

senior colleagues in 

actual customer sales

Setting up action 

standards based on 

CRM
Implementing actions 

proposed using CRM

Through the cycle of regular training, OJT, and improvements, building 

a system for more efficient development of national human resources
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Priority measures at overseas M&As

⚫ We will aim to improve business results further through synergies leveraging the advantages of M&As and RECOMM.

⚫ The RECOMM Group will promote development of customer firms in each market via local Japan-affiliated firms and M&As.

Products

RECOMM M&As

C
h

an
n

els

R
EC

O
M

M

Further growth in 
market share through 

sales DX

Deployment of M&A 
products through 

RECOMM channels

M
&

A
s

Deployment of 
RECOMM products 

through M&A channels

Installation of the 
RECOMM sales DX 

model
⇓

Further growth in 
market share

Illustration of generating synergies through our businesses and M&As Strategic synergy generation scenarios (exs.)

Synergy 

generation

2025-2027 Medium-Term Management Plan

Malaysia

Singapore

TAKNET

SYSTEMS 

PTE LTD

From SLW to RECOMM business 
partners

LED product deployment

From RECOMM to SLW business 
partners

SPACEXOOL/RPA tools

Venustech UTM

From SLW to RECOMM business 
partners

Super Micro products

From RECOMM to SLW business 
partners

SPACECOOL/UTM

Priority mission:
Development of Japan-
affiliated customers in 

each market

Priority mission:
Development of national 

customers in each market

Efficiently targeting both 

Japan-affiliated and national 

customers



55

2025-2027 Medium-Term Management Plan

Priority measures in the DX business (RPA)
⚫ We will promote solutions matched to industry needs through both RPA and BPO based on more precise targeting.

⚫ We also will promote market development leveraging BPR proposals combining both BPO and RPA.

Main strategic policies

Proposal scenarios for major firms

Replacement proposals

＆
adoption service proposals

Proposal scenarios for second-tier firms and SMEs

Bundle development by industry

＆
proposal scenario development

Bundle content

AI agent
Products for each 

industry

RPA

Target industries:

(i) Healthcare and welfare domain

(ii) Residential real-estate domain

(including remodeling)

BPO

• Industries with chronic labor shortages

(small-scale, disported industries)

• Industries in which business systems 

have been adopted with large shares

• Analog industries still using paper in 

many operations

• Industries whose market growth 

potential continues to increase

• Industries with points of contact with 

RECOMM

Targeting policy

Illustration of service provision combining RPA and BPO

Now Ideal
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Creating successful case studies in individual industries through comprehensive proposals of BPO and RPA 

solutions ⇒ Deploying successful case studies horizontally in market development

Differentiation 

from the 

competition

Accelerating BPR 

proposals combining 

RPA and BPO

Cutting total costs

Developing an 

environment for 

concentrating on core 

operations 

(development, sales, 

planning, etc.
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2025-2027 Medium-Term Management Plan

Priority measures in administrative sections

⚫ We will improve productivity by revising workflows in existing businesses and eliminating waste in operations.

⚫ We will shift toward administrative sections that generate profits by promoting management through optimized operations and staff numbers.

Formulating improvement plans for existing businesses

Existing 

businesses

Optimized 

businesses
Optimization

Can it be eliminated? Can they be combined? Can it be rearranged? Can it be simplified?

Eliminate Combine Rearrange Simplify

✓ Reconsidering business 

objectives

✓ Identifying unneeded 

operations

✓ Consolidation of similar 

businesses

✓ Considering division of 

complex businesses

✓ Rearrangement of work 

procedures, sites, staff

✓ Developing work 

patterns

✓ Automation, labor 

saving

Formulating improvement plans to sort out existing 

businesses and optimize each

Improvement targets

Studying optimization from the following perspectives

2025

Period 32

2026

Period 33

2027

Period 34

Productivity

3% up
(Three person-

month 

reduction)

Productivity

7% up
(Eight person-

month 

reduction)

Productivity

10% up
(Eight person-

month 

reduction)
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Business model: One-stop provider of five solutions from IT to carbon neutrality, 
DX, security, and anti-infection

© 2025 RECOMM Co., Ltd. All rights reserved.

Business 

telephones

Digital multipurpose 

printers

Antivirus

OCR

AI

IoT

Cloud
Robo

tics

RPA Digital 

technologies

Outsourcing

V series

(End-point security)

LED lighting

Commercial air 
conditioners

Security cameras

Antiviral

DX 

promotion

Cybersecurity

IT
Carbon 

neutrality

Wi-Fi

Remote work

AI RPA

AI servers

IT
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Evolution from a sales company to a B2B solutions provider

© 2025 RECOMM Co., Ltd. All rights reserved.

△ 1,000

4,000

9,000

2001/9 2002/9 2003/9 2004/9 2005/9 2006/9 2007/9 2008/9 2009/9 2010/9 2011/9 2012/9 2013/9 2014/9 2015/9 2016/9 2017/9 2018/9 2019/9

Sales revenue

Operating profit

PART 1
1994-2004

2
2005-2009

3
2010-2014

4
2015-2019

Listed on former 

Hercules Market

Dalian RECOMM 

shares listed OTC

From founding to IPO Diversification Business reorganization Renewed growth

Sales revenue surpass 10 billion yen

V-shaped recovery

Business crisis

Unit: million yen

Overseas business acceleration

Japanese GAAP

Launched global specialized trading company vision

2020/9 2021/9 2022/9 2023/9 2024/9

5
2020-
New growth

COVID

IFRS

Manufacturer 

acquired

2008: Global financial crisis

Sharp drop in new PHS sales

FY 2007/9: recorded record-high sales revenue since IPO

FY 2019/9: Advanced into nine countries around the world. including Japan

M&As resume

IT device sales company IT device sales/BPO company B2B solutions provider

Advancing overseas
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Forward-looking statements

© 2025 RECOMM Co., Ltd. All rights reserved.

Information other than historical facts in the descriptions in this document or made orally are forward-looking statements prepared based on certain 

assumptions. These reflect management's judgment based on information available at the present time, and they include risks and uncertainties.

This document is intended to help shareholders, investors, and others to understand the Company's management policies, plans, financial position, and 

other information. It is not intended to solicit investment by readers, including the purchase or sale of Company stock. Readers are requested to use their 

own judgment in making investment decisions.

While every care is taken with regard to the inclusion of information and data, no guarantee is provided regarding such matters as the accuracy of the 

information contained herein. In addition, the Company will not be liable for the information contained or any errors therein, regardless of cause.

Unauthorized reuse of this document and its data is prohibited.

Address any inquiries to the following:

RECOMM Co., Ltd., attn.: IR

Email： ir@recomm.co.jp

URL: http://www.recomm.co.jp
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