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1.Notes on Transcript 

This transcript, including earnings forecasts, has been prepared based on the accuracy of the information available to the Company at 

the time of publication and certain assumptions that the Company deems reasonable, and actual results may differ due to various risks 

and uncertainties, such as changes in economic conditions, changes in customer needs, and changes in laws and regulations, and we do 

not promise to achieve them.  

This documentation has been prepared in the Japanese with the English translation. In the event that there arise 

 any doubts or controversies between Japanese and English expression, the Japanese version shall prevail. 

 

https://youtu.be/5gouLiw71SQ 

※YouTube video in Japanese only 

 

2.Definition 

On-off sales：Sales earned as initial cost profit when various services are introduced 

On-off gross profit：" On-off sales " minus costs related to such sales 

Recurring Sales：Defined as sales that can be earned continuously in the future based on a monthly subscription fee or 

contract 

Recurring gross profit：“Recurring Sales” minus the cost of maintaining and providing the service. 

 

3. Transcript of Financial Results Briefing for the Second Quarter of Fiscal Year Ending March 31,2026 
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[Speaker] Koji Tsutsumi, President and Representative Director, Kusuri no Madoguchi Co., Ltd. 

This is Tsutsumi from Kusurinomadoguchi,Inc. 

Thank you for watching. 

Now, we would like to announce the financial results for the second quarter of the fiscal year ending March 31, 2026. 
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First, we would like to outline our consolidated financial statements. 

 

Consolidated sales and operating profit increased as a result of steady growth in recurring sales in each business. 

Consolidated net sales increased 7% to ¥ 5.82 billion, consolidated operating profit increased 33% to ¥ 1.26 billion, 

and recurring gross profit  increased 23% to ¥ 1.65 billion. 

 

As the Company is a single segment, it is not consolidated operating profit but sales and recurring gross profit of each 

business that are used as growth indicators. 

 

Both sales and recurring gross profit in the Media Business increased due to a steady increase in the number of 

contracted facilities and online prescription acceptances. 

 

In the Everyone's Medicine Box Business, both sales and recurring gross profit increased due to continued strong 

performance in the B2B Marketplace of Inactive Medication Inventor Service and a recovery in the Purchasing Support 

Service. 

 

In the core systems business, sales and recurring gross profit decreased as the increase in recurring sales was unable to 

offset the decline in on-off sales following the end of the special demand for subsidized services in the previous fiscal 

year. 

 

 

 

Next, we will look at the quarterly sales trend. 

 

In the second quarter of the fiscal year ending March 31, 2025, there was a special demand for services that were 

eligible for the additional fee in the revision of dispensing fees and subsidies, and results also grew significantly. 
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However, on-off sales in the second quarter of the fiscal year ending March 31, 2026 declined due to the reaction to the 

special demand. Recurring sales were also strong, as three businesses steadily increased sales. 

 

 

Next is the consolidated recurring gross profit. 

 

Consolidated recurring gross profit increased significantly due to strong recurring sales. However, compared with the 

previous quarter, recurring gross profit decreased mainly due to changes in the definition of recurring sales and cost of 

sales of group subsidiaries and the recording of depreciation of software as a result of upfront investment in recurring 

sales cost. 
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Next is consolidated operating profit. 

 

Consolidated operating profit reached a new record high as a result of efforts to optimize costs for the entire Group, 

including Kusurinomadoguchi, Inc., including the rationalization of subsidiaries, which continued from the first 

quarter. 

 

 
Next is consolidated SG & A and number of employees. 

 

The rationalization of subsidiaries that we have been working on since the previous fiscal year has been steadily 
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advancing the optimization of costs at subsidiaries. 

 

We will continue to strive to optimize costs and staffing. 

 

 

 

This is the consolidated income statement. 

 

As stated above, net profit attributable to owners of the parent was ¥1.233 billion, due to the additional recording of 

deferred tax assets related to the treatment of tax loss carryforwards following the capital reduction. 
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The following is the treatment of tax loss carryforwards for the second quarter of the fiscal year ending March 31, 

2026. 

 

I have just explained briefly, but it is as described. 

 

 
 

The following is the progress rate for the second quarter of the fiscal year ending March 31, 2026. 

 

Based on the progress rates described above, we expect to achieve most of our earnings forecasts for the fiscal year 

ending March 31, 2026. 
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Next, the balance sheet is also as described. 

 

 
Next, we would like to talk about the shareholder structure. 

 

As described above, NBSE health technology Limited Partnership, which was the largest stockholder of the Company 

as of the end of March 2025, distributed 3,140,400 shares of the Company's common stocks to investors as the 

investment period expired. As a result, the ratio of tradable shares, which did not meet the listing maintenance 

standard (25.0%) as of the end of March 2025, was 24.3%, but it became 34.2% or more, and the improvement period 

was lifted. 

 

 
I will explain each business from now on. 
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First, we will focus on the media business. 

As for this business model, the EPARK Kusurinomadoguchi, which is the largest domestic portal sites for dispensing 

pharmacies, and the EPARK Medication Notebook App, which is also the largest domestic Medication Notebook, are 

major sources of recurring sales. 

 

In addition, monthly publication costs for the Rich Plan, which is a top-level display on the site, and system costs for 

Pharmacy Support, a system to promote repeat users, are included in recurring sales. 

 

Also, from this fiscal year, we are focusing on solutions at brick-and-mortar stores. Inquiries are increasing for AI 

Receptionist and unmanned checkout machines as devices that reduce the workload of pharmacists. 

 

Finally, the primary revenue source for on-off sales is the initial introduction cost of Rich Plan and Pharmacy 

Support, and the product price and installation cost of the merchandise for real stores. 

 

 
This is the sales of the Media business. 

 

In the second quarter, On-off sales decreased due to the end of the special demand for the Rich Plan, which was added 

to the dispensing fee revision in the same period of the previous fiscal year, but recurring sales were strong due to an 

increase in the number of contracted facilities that accept online prescription acceptances and an increase in the number 

of online prescription acceptances. 
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Next is the recurring gross profit. 

 

In the second quarter of the fiscal year ending March 31, 2026, recurring gross profit increased due to an increase in 

the number of contracted facilities and an improvement in the recurring gross profit margin. The recurring gross profit 

margin increased by nine percentage points from 34% to 43%. 

 

However, the decrease compared to the first quarter of the fiscal year ending March 31, 2026, was mainly due to an 

increase in listing expenses and an increase in development expenses due to up-front investments. 
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These are the KPIs for Media Business. 

 

The number of reservations increased by 201,000 compared to the second quarter of the year ending March 2025. 

As a result, recurring sales have steadily increased. 

 

Next, the number of downloads of EPARK Medication Notebook App exceeded 6.5 million and reached 6.7 million 

downloads. It is expected to reach 7 million downloads by the end of the year. 

 

The number of contracted facilities has also increased steadily, to 23,953. 

Although the Company has the largest share of the online prescription acceptances sales market in Japan, it still has a 

low share of less than 2% due to the lack of awareness of the service. However, from another perspective, the market 

potential is very high. 

 

We will implement a variety of measures to raise awareness of online prescription acceptances and increase the number 

of contracted facilities. 

 

 
Next, we will discuss the topics of the media business. 

 

Although our main business is solutions for the Internet environment, we have also proposed solutions for automating 

the duties of pharmacists in pharmacy stores. 

 

We are focusing on proposing AI Receptionist and unmanned checkout machines that reduce the workload of 

pharmacy pharmacists, which is one of the challenges of managing dispensing pharmacies. 

 

As a result, we have been receiving more inquiries from stores that have already installed test facilities and stores that 

are planning to do so. 

 

AI Receptionist has four reception functions: receiving prescriptions, collecting paper medicine pocketbooks, issuing 

reception slips, and calling for the completion of dispensing. 
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Also, the automatic reflection function of the Company's proprietary AI OCR technology on the receipt computer has 

been highly evaluated for its ability to reduce the work of pharmacists, and inquiries have increased. 

 

In addition, if unmanned payment machines are also introduced, pharmacists can concentrate on specialized work such 

as picking, dispensing work, and medication guidance. 

 

On the other hand, it also leads to a reduction in waiting time for patients who visit pharmacies. 

 

We will continue to enhance our products and services that will reduce the workload of pharmacists and reduce the 

number of staff. 

 

 
Next, we are going to talk about Everyone's Medicine Box Business. 

 

This business model is based on two main sources of revenue: Purchasing Support Service that charges a portion of the 

purchase price as a fee by supporting the procurement of medical institutions and dispensing pharmacies, and a monthly 

fee for e-order, an inventory control system that utilizes AI, which we recommend to be introduced at the same time. 

 

Another component of recurring sales is the commission for B2B Marketplace of Inactive Medication Inventor Service, 

which involves matching on the Internet between dispensing pharmacies that wish to sell their unused drugs and those 

that wish to purchase drugs at a lower price, and receiving commissions from both parties. 

 

Everyone's Medicine Box Electricity offers the best plans for medical, pharmacy and nursing care facilities nationwide 

to reduce electricity bills while maintaining the same quality as before, according to the usage situation. 

 

The primary source of revenue from on-off sales is the initial setup costs associated with the introduction of e-order. 
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Next are the sales of Everyone's Medicine Box Business. 

 

On-off sales increased due to the recovery trend of Purchasing Support Service. 

 

Recurring sales increased significantly from the same period of the previous year due to an increase in transaction 

volume at medium-sized and large companies in B2B Marketplace of Inactive Medication Inventor Service. 

 

On the other hand, recurring sales decreased compared to the previous quarter, but this was a reaction to the sales 

promotion activities for B2B Marketplace of Inactive Medication Inventor Service implemented in the first quarter, but 

it was able to land at a high level. 
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Next is recurring gross profit of Everyone's Medicine Box Business. 

 

Recurring gross profit increased due to an improvement in the recurring gross profit margin ratio resulting from an 

increase in recurring sales compared to the same period of the previous fiscal year. The recurring gross profit margin 

improved 4 points from 47% to 51%. 

 

In comparison with the previous quarter, recurring gross profit decreased due to the reaction of sales promotion 

activities, but gross margin improved by 1 point. 

 

 
It will be a KPI for Everyone's Medicine Box Business. 
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GMV turned upward compared to the same period last year. 

 

The number of contracted facilities increased by 1,271 from the second quarter of the fiscal year ended March 31, 

2025. The increase was mainly attributable to the increase in the number of contracted facilities in Purchasing 

Support Service and B2B Marketplace of Inactive Medication Inventor Service. 

 

 

 

Next, we have topics. 

 

In terms of expanding B2B Marketplace of Inactive Medication Inventor Service, we used the cost savings from the 

adoption of DX for in-house warehouse management at our subsidiary Peakwell K.K. in the first quarter of the fiscal 

year under review to implement a price reduction policy for the high purchase of dead stock at member pharmacies, 

which led to the acquisition of large and medium-sized companies. We will introduce AI technology to further increase 

the number of customers by providing a price return. 

 

The next topic is the service to optimize the inventory of each store of the pre-established dispensing pharmacy chain 

group by releasing the inter-store sharing function. The introduction of this system will reduce the disposal of 

pharmaceuticals, reduce the procurement cost of pharmaceuticals, and optimize the inventory of pharmaceuticals. 

 

Everyone's Medicine Box Electricity is a service that reduces electricity costs while maintaining the same quality as 

before, in accordance with the current electricity usage of medical, pharmacy and nursing care facilities throughout 

Japan. Because the system is easy to implement and provides tangible results, inquiries from medical institutions facing 

difficult business conditions are increasing. 
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Next, we will talk about the core systems business. 

 

Core systems include Receipt computer, Drug History, Audit System 

For nursing care, including Receipt computer, recording systems, bed sensors 

For hospitals and clinics, billing systems, reception systems, electronic medical records, AI phone reception, etc. 

We have a lineup of core systems in each field and have built a structure that enables us to sell them. 

 

The business model is to charge a monthly fee for the use of software, which is recurring sales. 

 

On the other hand, the cost of system environment construction, such as replacing PCs when introducing a system, is 

considered as on-off sales. 
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Sales of core systems business 

 

On-off sales of Core Systems Business declined due to a rebound from special demand in the same period of the 

previous fiscal year, but on-off sales were at a high level due to the introduction of a pharmacy inspection system and 

electronic medical records. 

 

Recurring sales have been steadily increasing every quarter and have reached a new record high. 
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This is the recurring gross profit of the core systems business. 

 

The decrease in recurring gross profit compared to the second quarter of the previous fiscal year and the first quarter 

of the current fiscal year is mainly due to changes in the definition of recurring sales and cost of recrring sales at 

subsidiaries and an increase in cost of recurring sales at major subsidiaries due to prior investment in new products. 

 

 
This is a KPI for the core systems business. 

 

The number of contracted facilities increased by 384 to 8,184. 

 

We will create added value by strengthening the linkage between the systems of the core systems business and the 

data accumulated by other businesses and aim to quickly break through the 10,000 contracted facilities mark.
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Topics in core systems. 

 

First, the cloud version of the electronic medication history system Hi-story α. 

This medication history system is a new system called Hi-story α, and we are planning to release it during the year-

end and New Year holidays. 

The improved functions reduce the workload of pharmacists by linking with our various services at the drug counters. 

 

Next is the EPARK Smart Guide System. 

The deferred payment accounting function was evaluated and introduced by Saiseikai Yokohama-shi tobu Hospital. 

Deferred payment accounting is a service that allows patients to leave without waiting for payment. It will be settled 

from the registered credit card at a later date. 

 

In addition, we do not propose systems on its own, but rather propose cost reduction measures such as Everyone's 

Medicine Box Electricity and Purchasing Support Service. 

This has led to cross-selling during the system consideration period and cross-selling after the system is implemented. 

 

We recognize that this is a strength of our broad range of services in the healthcare field, not just a system vendor. 
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The next business is the Pre-Disease Prevention Business, which will be newly disclosed from the fiscal year ending 

March 2026. 

 

Pre-disease prevention is an effort to improve health status at a stage before getting sick and prevent the onset of 

disease. 

 

In addition to EPARK complete medical checkups, which is an optional medical checkups, we have been developing 

Kusurinomadoguchi health screenings support, which is a reservation agent service for legal medical examinations, 

and a specific health guidance service, in which a registered dietitian provides guidance to those who need support to 

improve their lifestyle as a result of medical checkups. 

 

The recurring sales are Kusurinomadoguchi health screenings support and EPARK complete medical checkups. 

Kusurinomadoguchi health screenings support is a service that the health insurance society pays a fee per person 

when the health insurance society member completes the medical checkups. 

 

EPARK complete medical checkups is a business model in which a user who receives a medical checkups at his or 

her own expense pays a fee for the selected course when he or she actually completes the examination. 

 

On-off sales is Specific Health Guidance. 

The specific health guidance service is a service that the health insurance society pays a fee when the health insurance 

society member has the first meeting with the registered dietitian and when it is completed. 

 

The number of reservations shown as KPI is the total number of reservations from Kusurinomadoguchi health 

screenings support and EPARK complete medical checkups. Both the first and second quarters of the fiscal year 

ending March 31, 2026 saw significant growth. 
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This was because we were able to obtain a health insurance society from a major company and the number of 

reservations from policyholders increased. 

 

The sales will be recorded when the person who made this reservation actually receives a health screenings or a 

complete medical checkups and completes it. It usually takes two to three months from booking to sales booking. 

 

 
Next, we will discuss the topics of our pre-disease prevention business. 

 

The specific health guidance service is a service that a registered dietitian nutritionist at our support pharmacy 

supports the improvement of the lifestyle of the person who is the target of the result of the medical checkups. 

The number of pharmacies supporting the Specified Health Guidance Service has been increased. The table above 

shows the current situation. 

 

We will continue to develop this service so that the person can receive it at our support pharmacies nationwide. 
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Next, we will look at our business outlook for the fiscal year ending March 2026. 

 

The year ended March 2025 saw a significant increase in earnings due to special demand. 

 

Although there will be no such special demand in the fiscal year ending March 31, 2026, we aim to achieve double-

digit growth in both sales and operating profit and plan to pay an annual dividend of 30 yen. 

 

Although operating profit, ordinary profit and profit attributable to owners of parent for the first half of the fiscal year 

ending March 31, 2026 showed a high progress rate, there was no revision to the financial results for the second 

quarter. 

 

We will continue to develop our business with the aim of maximizing recurring sales. 
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Next, we will discuss our medium-term management plan. 

 

As with the earnings forecast for the fiscal year ending March 31, 2026, there are no changes to this forecast. 

 

In the fiscal year ended March 31, 2030, we recorded recurring sales of ¥ 20 billion and consolidated operating profit 

of ¥ 5 billion or more. 
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The last thing is about expanding our customer base. 

 

We have also been working to increase the number of contracted facilities to 100,000 by the fiscal year ending March 

2030. 

 

 
"We will contribute to solving social issues through our business by providing new value in the field of healthcare" 

We will continue to address this as part of our mission. 
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We appreciate your continued support. 

 

That's all for my explanation. Thank you very much. 

 

 
 

 


