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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/swFhwyYPAes 

※YouTube video in Japanese only 

 

2.Definition 

Shot Sales：Sales earned as initial cost income when various services are introduced 

Gross “Shot” Profit："Shot Sales" minus costs related to such sales 

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

Gross “Stock” Profit：“Stock Sales” minus the cost of maintaining and providing the service. 
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3. Transcript of Financial Results Briefing for the First Quarter of Fiscal Year Ending March 31,2026 

 

 

 

This is Tsutsumi from Kusurinomadoguchi,Inc. 

Thank you for viewing. 

Now, I would like to present the financial results for the first quarter of fiscal year ending March 2026. 

First, let me present the consolidated financial overview. 

 

Regarding consolidated net sales and consolidated operating profit, we achieved increased revenue and profit as sales 
from all businesses exceeded the previous period. 
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Consolidated net sales reached 2.91 billion yen, an 11% increase compared to the previous period, and consolidated 

operating profit landed at 620 million yen, a 65% increase. 

 

Given that our company operates as a single segment, we measure growth indicators based on stock sales and gross 

stock profit of each business rather than consolidated operating profit. 

 

For the Media business, in addition to an increase in the number of facilities with online prescription reception services, 

the number of online prescription receptions also steadily increased, resulting in increased revenue and profit compared 

to the previous period. 

 

For the Everyone's Medicine Box Business, we achieved increased revenue and profit due to increased transaction 

volume from mid-sized and large companies using our B2B marketplace of inactive medication inventory. 

The purchasing support service is still in the process of improvement, but GMV is gradually showing a recovery trend. 

 

For the Core System business, revenue increased due to the progress in introducing receipt computer systems, electronic 

medication history data, and dispensing audit system for dispensing pharmacies. 

On the other hand, gross stock profit decreased due to the impact of upfront investments such as the release of new 

products. 

 
Next, let me show the quarterly sales trends. 

 

Fiscal year ended March 2025 was a year of revision of medical and dispensing fees, which created special demand 

and significantly boosted performance. However, both shot sales and stock sales for the first quarter of fiscal year 

ending March 2026 exceeded the previous period. 

 

In particular, stock sales for the first quarter of fiscal year ending March 2026 reached a record high as all three 
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businesses achieved increased revenue compared to both the same period last year and the previous quarter. 

 

Next is consolidated gross stock profit. 

 

Consolidated gross stock profit reached a record high due to increased stock sales in the Media business and Everyone's 

Medicine Box business. 

 

The Everyone's Medicine Box business performed well due to increased transaction volume of B2B marketplace of 

inactive medication inventory by mid-sized and large companies. 
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Next is consolidated operating profit. 

 

Consolidated operating profit reached a record high due to increased revenue across all businesses and our efforts to 

optimize costs throughout the group, including rationalization of subsidiaries. 

 

 
Next are consolidated SG&A expenses and employee count. 

 

Through the rationalization of subsidiaries that we have been working on since the previous period, cost optimization 

of subsidiaries is steadily progressing. 

 

The number of employees also increased slightly. 

 

We will continue to optimize costs and personnel going forward. 
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This is the consolidated income statement. 

 

As indicated, while the quarterly net profit attributable to shareholders of the parent company is behind schedule 

compared to the fiscal year ending March 2026 performance forecast, we expect it to progress as planned with the 

additional recording of deferred tax assets related to tax loss carryforwards associated with the planned capital reduction 

in the second quarter. 

 

 
Next is about the treatment of tax loss carryforwards for the first quarter of fiscal year ending March 2026. 

As I briefly explained earlier, it is as indicated. 
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Next is the performance progress rate for the first quarter of fiscal year ending March 2026. 
 
The progress rate is as indicated, but we recognize that we are progressing almost according to plan. 

 
Next is the balance sheet, which is also as indicated. 
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From here, I will explain each business. 

 

First, let me discuss the Media Business. 

 

Regarding this business model, the major revenue source for recurring sales comes from online prescription reception 

fees from EPARK Kusurinomadoguchi, which is one of Japan's largest media platforms for dispensing pharmacies, and 

EPARK Medication Notebook App, which is similarly one of Japan's largest medication notebook apps. 

 

Additionally, recurring sales include monthly listing fees for Rich Plans that provide top site positioning, and system 

fees for Pharmacy Support, which is a customer repeat promotion system. 

 

For shot sales, the main revenue sources are initial implementation costs for Rich Plans and Pharmacy Support. 
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Here are the sales figures for the Media Business. 

 

First quarter shot sales landed at 332 million yen, which is the quarterly average level of the previous period's shot 

sales. 

 

Stock sales progressed steadily due to an increase in the number of facilities offering online prescription reception 

services, as well as an increase in the number of online prescription receptions. 

 
Next is gross stock profit. 

 

Profits increased due to the growth in online prescription receptions and improved gross stock profit margins. 
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The gross stock profit margin for Q1 of fiscal year ended March 2025 was 39%, and for Q1 of fiscal year ending March 

2026, it was 47%. 

 

Additionally, the quarterly gross stock profit for the Media Business reached a record high. 

 

 
These are the KPIs for the Media Business. 

 

Online prescription receptions increased by 226,000 cases compared to Q1 of fiscal year ended March 2025. 

Accordingly, stock sales are steadily accumulating. 

 

The total number of downloads for EPARK Medication Notebook App downloads reached 6.43 million. 

We will continue to enhance functions that add value to the medication notebook app to increase downloads. 

 

The number of contracted facilities is also growing steadily, reaching 23,089 stores. 

 

Regarding the market share of online prescription reception services, while we maintain the No.1 position in Japan, 

service recognition remains a challenge, and our market share is still low at just under 2%. However, from another 

perspective, this indicates extremely high market potential. 

 

Going forward, we will implement various measures to further expand our online prescription reception services. 
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Next are the topics for the Media Business. 

 

Regarding AI Stock, this service prevents opportunity losses from medication shortages at stores, enabling pharmacies 

to dispense medications for more patients and subsequently retain customers. As this is a unique service not offered by 

competitors, it has strong demand. 

In Q1 of fiscal year ending March 2026, we acquired 1,089 stores. 

 

We are also focusing on products and services related to reception operations at physical stores. 

AI Reception, which handles basic reception duties at stores, is being increasingly adopted by major drugstore chains. 

Other offerings include prescription reception machines that allow tower mansion residents to receive online 

medication guidance and pick up dispensed medications without visiting the pharmacy, medication pickup lockers, and 

ticket dispensing machines for patients visiting stores to wait for medication pickup. We are enhancing products and 

services that reduce store operational burden and staffing requirements. 
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Next is the Everyone's Medicine Box business. 

 

This business model's main revenue sources are the purchasing support service, where we receive a portion of the price 

as commission by supporting the procurement-related aspects of dispensing pharmacies and medical institutions, and 

the monthly usage fees for the AI-powered inventory management system(e-order), which are basically introduced 

simultaneously. 

 

Additionally, commission fees from B2B marketplace of inactive medication inventory, which matches dispensing 

pharmacies that want to sell unused medicines with dispensing pharmacies and medical institutions that want to buy 

pharmaceuticals at low prices online and collect fees from both parties, also constitute components of stock profit. 

 

Furthermore, regarding shot sales, the main revenue source is the initial setup costs when introducing the e-order system. 
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Next are the sales of Everyone’s Medicine Box Business. 

 

Stock sales grew significantly due to increased transaction volume from mid-sized and large companies in the B2B 

marketplace of inactive medication inventory services, reaching a record high. 

 

For the purchasing support service, adjustments with pharmaceutical wholesalers were completed in the previous period, 

and operations normalized from this period. While purchasing support service is still in the process of improvement, 

major clients who had temporarily withdrawn are gradually returning, and GMV is also showing a gradual recovery 

trend. 
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Next is the gross stock profit of the Everyone's Medicine Box Business. 

Gross stock profit achieved a record high for quarterly gross stock profit, partly due to strong stock sales performance. 

 

 
These are the KPIs for the Everyone's Medicine Box Business. 
 
Regarding GMV (Gross Merchandise Value), there was a decrease in GMV in fiscal year 2025 due to the departure 
of some major clients from the purchasing support service, but some of these major clients have begun resuming 
transactions. 
 
The number of contracted facilities increased by 2,127 facilities from the first quarter of fiscal year 2025. The main 
factor for this increase was the contribution from the increased number of contracted facilities by the B2B 
marketplace of inactive medication inventory. 
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Next are the topics. 
 
Regarding the B2B marketplace of inactive medication inventory, campaign deployment increased GMV 
from mid-sized and large companies and the accompanying commission fees. We will continue to expand in 
fiscal year 2026 through retention of existing customers and acquisition of new ones. 
 
Everyone's Medicine Box Electricity provides three plans that reduce electricity costs while maintaining the 
same quality as before, based on the current electricity usage of medical, pharmacy, and nursing care facility 
corporations nationwide. It continues to perform steadily as it leads to cost reduction. 
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Next, regarding the core system business. 
 
For core systems, we have a comprehensive lineup of core systems for each field: for pharmacies, we offer receipt 
computer systems, medication history data, and dispensing audit systems; for nursing care, we provide receipt computer 
systems, record systems, and bed sensors; and for hospitals and clinics, we offer billing systems, reception systems, 
electronic medical records, AI telephone reception, etc. We have established a system that enables sales in each of these 
areas. 
 
Our business model involves receiving monthly software usage fees, which constitute our stock sales. 
 
On the other hand, costs incurred when building system environments, such as replacing computers during system 
implementation, become shot sales. 
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This is the sales for the core system business. 

 

Shot sales for core systems increased compared to the previous period due to progress in implementing 

electronic medication history data, receipt computers, and dispensing audit systems. We had 46 dispensing 

audit systems installed. We plan to continue expanding sales going forward. 

 

Shot sales decreased compared to the previous quarter due to the recording of a large electronic medical 

record project in the fourth quarter of fiscal year ended March 2025. 

 

Stock sales has steadily accumulated each quarter, reaching record highs. 
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This is the gross stock profit for the core system business. 
 
Regarding gross stock profit, it decreased due to an increase in depreciation expenses of software that was 
capitalized as an asset due to development investments in new products. 
 

 
These are the KPIs for core systems. 

 

The number of contracted facilities with core systems increased by 423 facilities compared to fiscal year ended March 

2025, reaching 8,100 facilities. 
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We aim to create added value by strengthening integration between core system business systems and data accumulated 

from other businesses and achieve breakthroughs of 10,000 contracted facilities at an early stage. 

 
These are the topics for core systems. 

 

Cube.i is a system that prevents medication mix-ups and quantity errors in pharmacists' dispensing operations. 

 

Its features include the ability to simultaneously audit both medication types and quantities within the conventional 

picking workflow, with a judgment time of just one second. Subsequent double-checking by pharmacists prevents 

dispensing errors. 

 

There is strong interest from major drugstore chains and others, and we delivered 46 units in the first quarter. 
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Next, we will introduce the pre-disease prevention business, which will be newly disclosed from the fiscal year 
ending March 2026. 
 
Pre-disease prevention refers to initiatives that improve health conditions before the onset of illness and 
prevent the development of diseases. 
 
In addition to EPARK Complete Medical Checkup, which has been providing optional health screenings 
reservations, our company has expanded into Kusurinomadoguchi Health Screenings support, a reservation 
agency service for mandatory health screenings, and Specific Health Guidance that provides professional 
guidance to selected members based on health screenings results to prevent the onset and progression of 
lifestyle-related diseases. 
 
Stock sales consist of Kusurinomadoguchi Health Screenings Support and EPARK Complete Medical 
Checkup. Kusurinomadoguchi Health Screenings Support is a service where we receive a per-person 
commission from health insurance associations when their members complete health screenings. 
EPARK Complete Medical Checkup operates on a business model where we receive commissions for selected 
courses when users who make direct online reservations and pay out-of-pocket actually complete their chosen 
complete medical checkup courses. 
 
Shot sales come from Specific Health Guidance. 
Specific Health Guidance is a service where we receive commissions from health insurance associations at 
the time of initial consultation and completion. 
 
The number of reservations shown as a KPI represents the total number of reservations from both Kusurino 
madoguchi Health Screenings Support and EPARK complete Medical Checkup. There was significant growth 
in the first quarter of fiscal year ending March 2026. 
This was due to acquiring a major corporate health insurance association, which led to an increase in 
reservations from their members. 
 
Sales are recorded in the month when these reservation holders actually undergo health screenings or 
complete medical checkups. Since it typically takes 2-3 months from reservation to sales recognition, this will 
impact performance from the second quarter onwards. 
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Next, I will present our business outlook for the fiscal year ending March 2026. 
 
In the fiscal year ended March 2025, the new features of the electronic prescription management service from 
our subsidiary MOINET SYSTEM, CO., which was subject to special demand due to subsidy grants, made a 
significant contribution to our performance. 
 
For the fiscal year ending March 2026, while we do not expect such special demand, we aim for double-digit 
growth in both sales and operating profit and plan an annual dividend of 30 yen. 
 
There are no revisions to our performance forecast for this first quarter. We will continue to develop our 
business to achieve our plans.  
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Next, regarding our medium-term management plan. 
Similar to our performance forecast for the fiscal year ending March 2026, there are no changes here either. 

 

For the fiscal year ending March 2030, we target stock sales of 20 billion yen and consolidated operating profit of 5 

billion yen or more.  

 
 
Finally, regarding the expansion of our customer base. 

Since the plan announcement, we continue to aim for acquiring 100,000 facilities by the fiscal year ending March 2030. 

 
"To provide new value to the healthcare sector and contribute to solving social issues through our business" - we will 

work toward this mission. 
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We ask for your continued support. 

This concludes my presentation. Thank you very much. 

 

 

 
 
 


