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Briefing Summary of the Analyst/Investor Meeting 
for the 2nd Quarter (July to September 2017) Financial Results 

Ending March 31, 2018 
Tokyo, October 27, 2017 

 
Note: This memo is posted for reference purposes for the convenience of those who were unable to 
attend the meeting and is not a verbatim record of all statements made at the meeting. Please be 
aware that it has been compiled in a concise form at the judgment of the Company’s IR Group. Please 
also refer to the cautionary notes on the final page. 
 

 
[Overview of Operations in the IT Segment by Mr. Eiichiro Ikeda, COO] 

➢ Information Technology segment sales for the second quarter amounted to 46.8 
billion yen, up 22% year on year. The increase was 16% when excluding the impact of 
foreign currency exchange. 

➢ The Information Technology segment was able to achieve higher earnings for higher 
sales thanks to improved profitability as well as all segments being able to report 
growth.  

Mask Blanks for Semiconductors 
➢ Mask blanks for semiconductors grew in the strong high-teens year on year, and in 

the mid-teens after eliminating the impact of foreign currency exchange. 
➢ The main factor behind this growth was more activity in developing cutting-edge 

products, including EUV, on the part of semiconductor manufacturers. 
➢ We still believe that semiconductor manufacturers will begin mass production of EUV 

products in the 2018 to 2019 time frame. The current trends will like continue in the 
next fiscal period and beyond. 

 
Photomasks for LCDs 

➢ Photomask for LCDs swung to revenue growth supported by ongoing recovery in our 
supply capacity. This recovery is the result of repairing and moving production 
equipment overseas in the time since we closed our Kumamoto plant, which was 
damaged in the Kumamoto earthquakes. 

➢ However, photomask sales has not yet recovered to pre-earthquake levels due to the 
fact that Korean manufacturers are shifting toward in-house production of photomasks 
in the region.  

 
Glass Substrates for Hard Disk Drives (HDDs) 

➢ Sales of glass substrates for hard disk drives grew a strong 20%-plus, or in the mid-
teens after excluding the impact of foreign currency exchange. 

➢ We have secured essentially 100% of the market as our competitor in this market 
withdrew in October of last year. 

➢ We have seen a significant increase in sales year on year, since our competitor was 
still in the market during the second quarter last year. We will be operating under 
comparable conditions beginning in the third quarter. Accordingly, we do not expect 
the same type of growth as we saw for the second quarter of this year. 

➢ Sales grew in part due to NAND supply constraints. However, demand for SSDs 
remains high, and we continue to expect demand for 2.5-inch glass substrates to fall 
off. 

➢ Mass production for 3.5-inch glass substrates used in near line servers began in the 
first quarter. However, these substrates have not shown significant growth recently. At 
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present, we are not sure whether 3.5-inch substrates will compensate for the drop in 
2.5-inch substrates in the future. 

 
Imaging-Related Products 

➢ Sales of imaging-related products rose nearly 30%, an increase of almost 20% when 
excluding the impact of foreign currency exchange. 

➢ In addition to our recovery from the Kumamoto earthquakes, high demand for 
surveillance cameras in China contributed to sales growth. This improvement in sales 
has come as a result of the use of aspherical glass mold lenses in surveillance 
cameras.  

➢ Contraction in the market for digital cameras has bottomed out, while sales of digital 
cameras accounts for a shrinking portion of overall imaging business sales. 
Accordingly, we do not believe overall sales will experience a negative impact on 
sales year to year. 

 
[Life Care Segment Earnings Overview from Mr. Hiroshi Suzuki, CEO] 

➢ Life Care segment growth amounted to 9.4% after excluding the impact of foreign 
currency exchange, recording strong gains in sales.  

 
Eyeglass Lenses 

➢ Sales of eyeglass lenses were strong in the Americas. While market conditions are 
challenging, we nevertheless recorded 6% growth, even after eliminating the impact 
of M&A activity and foreign currency exchange. 

➢ Asia/Oceania also reported solid performance for the period, up 7%. 
➢ While Japan continued to decline, retail prices for eyeglasses have stabilized. Sales 

performance swung to growth for the period, however slightly. 
➢ Performance in Europe was not to our satisfaction. Changes in insurance plans in 

France led to lower performance, driving down HOYA earnings in Europe. 
➢ Eyeglass lens business sales were strong in general. 
➢ M&A-related costs in the second quarter were a drag on profits, and we have yet to 

see any synergistic effects of M&A on sales. We expect profits to improve over the 
second half of the year, partly as a result of incurring no further M&A costs.  

 
Contact Lenses 

➢ Contact lens sales improved between 5% and 6% year on year. 
➢ We have seen no changes in the conditions surrounding our business here. New 

store openings and higher comparable store sales have contributed to growth. 
 

Intraocular Lenses (IOLs) 
➢ Sales of intraocular lenses continue to grow in the double-digits, even when excluding 

the impact of foreign currency exchange. 
➢ While profitability has declined somewhat, this is due to temporary factors, including 

advanced costs for launching a new factory. 
➢ In the future, we expect sales to continue double-digit growth with increasing 

profitability. 
 

Endoscopes 
➢ Sales of endoscopes in Europe and Asia grew at a solid 4% to 5% for the period. 
➢ While performance was poor in the U.S., we are gaining traction among hospital and 

group purchasers, raising the size of unit transactions. We were able to secure large 
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deals in the prior year of the type we were not able to secure this year. While this led 
to lower sales for the period, we do not believe we have any structural issues 

➢ HOYA was the first company ever to secure FDA approval for duodenoscopes that 
allow for removal and easy cleaning of the tip. Over the second half of the year, we 
plan to engage in sales promotions and other activities to improve earnings in the 
U.S. 
 

[Company Overview from Mr. Hiroshi Suzuki, CEO] 
 
➢ Information Technology likely reached a peak in the second quarter, and we expect to 

enter a slight adjustment phase. 
➢ To secure profitability for the group as a whole, we will raise profit ratios in our Life 

Care segment. We hired more employees, constructed plants, and engaged in M&A 
activities to raise sales. Next, we plan to tie these measures to profits to lift profitability 
from regular sales activities in the Life Care segment to 20%. We expect to use this 
improvement to compensate for deceleration in Information Technology. 

➢ We want the market to view the intent behind our investment in Pangea as a pure 
financial investment. We believe we will see returns on our investment in response to 
the strong demand for NAND. 

 
 

[Q&A Highlights] 
 

Q1：  Is the extreme shortage in SSD supply coming to a resolution in the near future? 

A1：  Looking at the HDD/SSD trends for notebook PC shipments, we see that SSDs are 

cutting consistently into HDD demand, which is a trend likely to continue in the future. 
However, as far as we can tell from recent trends, there have been no changes in the 
shortage of supply. As yield rates for NAND production improve, we predict a challenging 
future for hard disk drives. (Eiichiro Ikeda, COO) 
There have been no production adjustments for 2.5-inch glass substrates of late, nor do we 
believe there will be any adjustments during the third quarter. (Hiroshi Suzuki, CEO) 

 
Q2: What do you see as the outlook for EUV blanks? 
A2: Blanks for EUV are double 2016 levels. We expect this growth to increase slightly in the 

future. (Eiichiro Ikeda, COO) 
      
Q3: What is the impact of foreign currency exchange on your Life Care segment? Also, what is 

the foreign currency exchange sensitivity associated with your purchase of Performance 
Optics? 

A3: While a strong Euro helps our eyeglass lens business, the impact on the Life Care 
segment is minor when looking at it as a whole.  (Ryo Hirooka, CFO) 
Manufacturing for Performance Optics is mainly in Asia, while sales are mainly in America. 
We see this acquisition as reducing our foreign currency exchange sensitivity. (Hiroshi 
Suzuki, CEO) 

 
Q4: We understand that lenses used in 3D sensors for smartphones are made of glass. What 

impact will this have on HOYA earnings? 
A4: The technology involved appears to emit light from a smartphone or other product to 

measure objects and perform other tasks. Plastic lenses would melt in this type of 
application, so glass seems to be the better material. We have been approached by a 
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number of companies, but nothing has developed as of this point in time. (Hiroshi Suzuki, 
CEO) 

 
Q5: What is the operational status of your new intraocular lens plant? Will you still incur costs 

going forward? 
A5: We intend to increase capacity in stages at the plant as we improve yield rates. Quality is 

particularly important for medical products. At this point, we are keeping production limited 
intentionally to gauge the response of the market as we increase production capacity little 
by little. Our view of the schedule is to see the plant operating at full capacity and 
contributing to profits in a year to 18 months from now.  (Hiroshi Suzuki, CEO) 

 
Q6: Major companies in Korea are in the planning stages for dedicated EUV plants. Are 

preparations at HOYA proceeding smoothly? 
A6: First, we assume that mask blanks are not raw materials or consumable products thus 

production increases by the manufactures do not necessary mean more consumption of 
blanks. In fact, amount of consumption is rather big at the development stages and there 
are less concerns of supply shortages at the mass production phase. (Eiichiro Ikeda, COO; 
Hiroshi Suzuki, CEO) 

 
Q7: What is the degree of HOYA contribution to the rapid advancements in OLED production in 

China? 
A7: The future in Korea is unclear as companies there shift supply in-house. Accordingly, we 

are working to expand our business among Chinese clients. Recently, one-fourth of our 
photomask blanks sales are for China. (Eiichiro Ikeda, COO) 
Sales of mask blanks rise in the stages prior to the start up of mass production. Sales do 
not increase as much as one would expect once mass production begins. This quarter, 
OLED outperformed LCD. We expect the ratio of photomasks for OLED use will rise in the 
future. (Hiroshi Suzuki, CEO) 

End 
 

 
Certain statements contained in this report constitute forward-looking statements regarding the 
Company’s future performance and environment of the industry in which the Company is 
involved. Forward-looking statements are based on the judgments of the Company and 
corporate group obtained based on information obtainable at the time the statements are made 
and they also contain risks and uncertainties. The Company does not guarantee the 
completeness or accuracy of the content. Consequently, you are advised to refrain from 
making investment judgments relying entirely on these forecasts. Actual performance and the 
industry environment may differ materially from those expressed by the forward-looking 
statements for a number of reasons. You are requested to make final decisions regarding 
investment, etc., on your own. Please be aware that we cannot take responsibility for the 
outcome of investments. 


