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At a Glance (Year ended March 31, 2016)

Energy 
Division

Infrastructure & 
Environment 

Business Division

Aerospace & IT 
Business Division

Automotive 
Division

Profit or Loss

Gross profi t 25.1 26.3 17.7 2.4

Operating profi t 4.7 5.6 3.7 (8.4)

Share of profi t (loss) of investments 
accounted for using the equity method

4.6 0.3 0.6 3.9

Profi t (loss) for the year (attributable 
to owners of the Company)

5.9 3.1 2.2 (6.9)

Financial Position

Total assets 132.0 164.2 164.5 140.0

Non-current assets 49.7 67.8 75.0 110.2

Financial Indicator

ROA 4.4% 1.9% 1.4% (4.5)%

Employees

Number of employees 
(non-consolidated)

72 70 156 77

Number of employees 
(consolidated)

1,693 1,732 937 201
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Risk assets
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(Billions of yen)

Lifestyle 
Commodities & 

Materials Division

Retail 
Division

Total*

Metals & Coal 
Division 

9.1 40.7 18.1 18.9 18.5 180.7

(4.1) 13.0 6.5 4.7 3.5 29.2

8.2 1.3 0.7 0.8 2.9 23.2

4.7 9.0 5.0 3.1 3.4 36.5

390.5 261.7 132.1 214.7 135.9 2,056.7

316.4 70.6 57.3 32.4 54.6 910.3

1.1% 3.3% 3.4% 1.4% 2.3% 1.7%

170 246 103 127 87 2,207

512 1,663 1,845 1,420 2,486 14,330
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Automotive Division

Taking the Opportunity to

Lead the Industry
Business Overview and Vision

 In an increasingly mobile world, the vast automotive 

industry brings tremendous value to industry, employment 

and lifestyles. 

 The Automotive Division conducts business in fast-

growing markets where expansion in demand for 

automobiles is projected to continue, including the 

ASEAN region, Russia/NIS, and Central and South 

America. As a partner to auto manufacturers, we have 

established various business models, including creation of 

sales networks, globalization of production bases and 

provision of component supply structures to improve 

efficiency. In the division’s core business of assembly/ 

wholesale, we work to secure stable profits by making 

maximum use of our knowledge and sharing roles with 

automotive manufacturers and local business partners 

around the world. In the component business, we provide 

optimal solutions tailored to diverse customer needs and 

market characteristics. In the dealership businesses in the 

United States and Brazil and the after-market business, 

we are adapting to the attributes of each region, as well 

as contributing to the improvement of social infrastructure 

and local job creation. 

A multi-functional business structure 
that supports the global expansion of 
auto manufacturers

Opportunities
  Increasing sales volume in the assembly/wholesale businesses with 
the growth of the middle-income population in Asia

  Establishment of new wholesale businesses in emerging 
countries that are making social infrastructure improvements

  Operation of retail and component businesses in response to 
diversifying needs and globalization 

Risks
  Changes in country risk resulting from political and economic 
conditions

  Impact of changes in the social environment, including more 
stringent environmental regulations, on automotive demand

  Response to changes in the business environment, functions and 
profitability, such as manufacturers expanding their overseas 
operations
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Review of Operations

  Our joint venture manufacturing company in the 
Philippines, import/wholesale business in Puerto 
Rico and BMW dealership businesses in the United 
States performed well.

  We newly acquired BMW dealerships in the San 
Francisco Bay Area in the United States and in Brazil.

  We increased our ownership interest in a joint 
venture for commercial vehicles in Russia.
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Hiroto Murai
COO,
Automotive Division

We will contribute to the global 
automotive industry with our 
“Three Key Strategies” for 
medium-to-long-term growth.

Strengths That Drive Value Creation

 The Automotive Division has 30 operating companies 

worldwide with approximately 3,000 employees (including 

those at equity-method associates), primarily in emerging 

countries with good growth prospects. These companies 

have specialized know-how in the assembly/wholesale 

business and dealership business as well as insight on 

their respective markets, but their greatest strength is the 

management talent they have accumulated. 

 We manage operating companies of a significant scale 

in each region, hiring and developing employees locally, 

and aim for growth that is shared with and rooted in the 

area. Employees who have been given management 

responsibilities from early on acquire strong management 

skills, and organizational capabilities that come from 

producing management talent around the world are an 

important source for business development. 

 One example is the Hyundai vehicle import/wholesale 

business in Puerto Rico that we began through an acquisition 

in 2009. Hyundai vehicles, which started with a 2-3% 

market share at the time of the acquisition, now hold the 

number-two position in the market with an 11% share. The 

overall automobile market in Puerto Rico has remained in a 

downturn since the default of the territory’s government 

in August 2015, but with our solid management abilities, 

the business has been able to grow earnings even in a 

tough external environment and produced record profits in 

the year ended March 31, 2016. 

 Such management capabilities are highly valued by auto 

manufacturers, our business partners, and have become a 

solid foundation that will support further growth. 

Operating Environment and Value 

Creation Strategy

 The division delivered solid performance with growth in 

profits in the year ended March 31, 2016. However, in the 

rapidly changing global operating environment, we believe 

that our traditional business model alone is insufficient for 

the division to continue to create value. Therefore, we view 

Medium-term Management Plan 2017 as a transition toward 

the next step, and are undertaking business innovations. 

 In these circumstances, we have mapped out “Three Key 

Strategies” as our value creation model. The first is the 

assembly/wholesale business, the division’s core earnings 

driver, which has the asset of many years of experience in 

managing operating companies. In addition to generating 

core earnings, this business also serves the function of 

producing management talent, a key competitive advantage 

of the division, and we will work to improve and expand that 

function while enhancing the division’s strengths. The second 

strategy is dealership businesses. During the current medium-

term management plan, we will work to expand our business 

scale and earnings through aggressive investment in 

dealership businesses, including mergers and acquisitions. 

The third strategy is future strategies, with a view to the 

Local management talent in each 
region is a source of value, in addition 
to specialized knowledge and insight

Shifting to a new value creation model 
based on “Three Key Strategies”

obal 
r 

th.
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these are also MINI dealerships. The combined sales volume 

of these three dealerships is approximately 8,000 vehicles 

per year, and we have established a highly profitable 

operating model characterized by differentiated pre-owned 

vehicle sales and after-sales service. While strengthening our 

position in this market, we will utilize our experience in such a 

high-added-value business to further develop dealership 

businesses in other regions. In Brazil, although it has recently 

been impacted by falling commodity prices, we acquired 

BMW and MINI dealerships in 2015 that cover all of Santa 

Catarina, one of the country’s wealthiest states, aiming at 

the large potential of its high-end automotive demand. We 

also intend to grow in Brazil by applying the business model 

we realized in the U.S. market.

Future Initiatives

 Expansion of the global automobile industry is expected to 

continue. While there are many business opportunities, 

competition is fierce, so the challenge is determining how 

to capitalize on market growth. In these conditions, the 

Automotive Division will continue to place top priority on 

developing the human resources behind its successful track 

record as it promotes the “Three Key Strategies.” We believe 

that continuing to produce even more management talent 

will be the key to value creation in this division. We are 

implementing unique programs and appointing and assigning 

people across national borders in an effort to speed up human 

resource development with an eye on the division’s business 

expansion five and ten years from now. Since “Challenge for 

Growth” is the theme of Medium-term Management Plan 

2017, we are carrying out management training with an 

emphasis on strategic thinking to put that theme into 

practice, promoting active communication with younger 

employees by senior executives and conducting various 

workshops for different age groups in order to enhance the 

division’s ability to execute its strategies. 

 By further strengthening its pool of management talent 

and establishing new business models, this division aspires 

to be an earnings driver of the Sojitz Group and contribute to 

the advancement of the global automotive industry. 

next medium-term management plan. We will invest the 

appropriate resources in order to deal with various challenges 

as we build new business models. For example, in the 

Philippines, where we have a strong business foundation 

and many years of experience in the assembly/wholesale 

business, we have launched an auto financing company as 

a business that works more closely with consumers, and 

will provide high-value added services. 

Core Business: Assembly and 

Wholesale Business

 In addition to the steady growth in Puerto Rico, the 

Automotive Division also has a solid market presence in 

Russia, the Philippines and other countries. While we will 

continue to strengthen business in these existing regions, 

we are also developing new markets and new businesses. 

 In Russia, we conduct business with Subaru, but demand 

for durable consumer goods in Russia has been weak due 

to economic stagnation. Therefore, in cooperation with 

Subaru, we plan to secure profitability by establishing an 

operating framework that can withstand the current market 

conditions. In the fast-growing market of the Philippines, we 

will expand our sales network to 70 locations from the current 

45. Having received approval as an eligible business for the 

Comprehensive Automotive Resurgence Strategy (CARS) 

program being promoted by the Philippine government, we 

are making large capital investments in expansion of local 

production, which will help to accelerate the growth of our 

business in the Philippines. 

 The division is also developing business in new markets, 

including automobile sales with a Chinese automotive 

manufacturer in Myanmar, and will continue to pursue 

expansion in regions with strong growth potential. 

Core Business: Dealership Business

 Sojitz has a track record of more than 20 years in the 

dealership business in California, and currently operates three 

BMW dealerships including one acquired in 2014. Two of 

Further refining our strong business 
model to expand regionally

Expanding high-value-added business 
established in the U.S. to new regions

Further strengthen management 
talent, which holds the key to growth, 
and contribute to the industry

Sojitz has entered the automobile and motorcycle sales businesses 

in Brazil

Head offi ce and factory of Mitsubishi Motors Philippines Corporation
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Hyundai automobile sales company in Puerto Rico

Regional Strategies of the Automotive Division

Initiatives in Central and South America 
and Russia/NIS

 Sojitz is an importer and distributor of Hyundai automobiles 
in Central and South America, having acquired a stake in an 
existing distributor in Argentina in 2007 and established a 
new distributor in Puerto Rico in 2009. 
 In Argentina, import restrictions began in 2011 and foreign 
currency transfer restrictions were imposed in 2014 following 
the country’s technical default, but even in this environment, 
the Automotive Division has generated earnings while 
preventing unexpected problems with thorough order 
management. The division has also expanded its share in 
Puerto Rico in a weakening market.  
 In the Central and South American markets, where primary 
commodity exporting economies are important, we have 
continued sales of automobiles as transport equipment for 
many years, contributing to the region’s economy. Central 
and South America encompass markets with various 
characteristics, including markets that are fiercely competitive 
due to imports of completely built-up vehicles, markets where 
there is an automotive industry and domestic vehicles are 
protected, and markets with free trade agreements. Sojitz will 
pursue further opportunities to enter markets by choosing its 
methods of participation according to market characteristics. 
 In Russia, we handle vehicles from Subaru, which has 
global brand value and strong sales growth, and conduct 
marketing and sales through a distributor established in 
2000. We succeeded in increasing sales volume at a time 
when Russia was undergoing rapid economic growth and 
the automobile market was expanding strongly, and we 
attribute that sales growth to our steady cultivation of local 
dealers and efforts to build a sales and service network. 
Based on our success in Russia, we also established a 
distributor in Ukraine in 2006. 

 In recent years, the automotive market in this region has 
declined sharply due to the change of government and 
ensuing conflict in Ukraine, economic sanctions against 
Russia in connection with the Ukraine crisis, and currency 
depreciation stemming from falling oil prices. Facing these 
tough conditions, we are conducting activities centered on 
brand building with dealers, with a focus on forging ties with 
users in anticipation of a future market recovery. 

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Sojitz Automotive & Engineering, Inc. (Automobile and motorcycle parts and sales of tires/Subsidiary ) (100.0%)
  Subaru Motor LLC (Import and exclusive distribution of Subaru vehicles in Russia/Subsidiary) (65.6%)
  Mitsubishi Motors Philippines Corporation (Import, assembly and sales of Mitsubishi automobiles/Equity-method associate) (49.0%)

Consolidated subsidiaries: 16       Equity-method associates: 6



Aerospace & IT Business Division 

Growth Strategy Based on

Our Unique Strengths

Koichi Yamaguchi
Executive Offi cer
COO,
Aerospace & IT Business Division

We are leveraging our unique 
strengths in order to enhance our 
businesses and create new value.

Review of Operations

  In the aerospace business, transactions with 
Boeing and Bombardier and the part-out business 
performed well. We also participated in business 
related to airport development in emerging 
countries.

  The marine business was affected by sluggish 
market conditions, but we promoted initiatives in 
the engineering business and for equipment to 
reduce the environmental impact of ships.

  In the IT business, we moved to strengthen the data 
center business and the network construction 
business for telecommunications carriers.
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Sojitz Corporation     Integrated Report 2016 67

Business Overview and Vision

 The Aerospace & IT Business Division creates value by 

building social infrastructure such as aircraft, ships and 

information technology (IT). Since business opportunities 

are sure to arise in places that support the flow of people, 

goods and information, we aim to grow into a division with 

higher added value by organically connecting these entities.

 Of the various businesses in the division, the aerospace 

business has achieved strong results from its success as 

the sales representative for commercial and military aircraft 

and related equipment, placing Sojitz in the clear number- 

one spot in Japan. We also operate a wide range of 

aircraft-related businesses such as the business jet and 

part-out businesses. In the marine business, Sojitz has 

established an industry-leading position through its long 

experience in newbuilding and second-hand ships, 

primarily bulk carriers, and in supplying marine equipment 

to major domestic and overseas shipyards. In the IT 

business, we focus on building network infrastructure for 

major domestic telecommunications carriers and on 

operating data centers.

Strengths That Drive Value Creation

 Business challenges, needs and opportunities are 

continually arising, and diverse knowledge is necessary for 

successfully addressing them. This division has accumulated 

expertise in aerospace, shipping and IT while building 

robust relationships with customers and partners.

 In the aerospace business, for example, we are constantly 

working with major industry players such as The Boeing 

Company and Bombardier Inc., global airlines, parts suppliers 

and maintenance companies. This network is a strength 

other companies cannot duplicate. In recent years, we also 

began initiatives in the airport business, where we are 

mobilizing our unique expertise and networks as a general 

trading company. This includes our knowledge of airport 

demand in locations across Asia, our expertise in aircraft 

and maintenance, as well as our experience with commercial 

facilities, hotels and transportation infrastructure. These 

efforts create unique Sojitz value that contributes to the 

economy and tourism in each region.

Operating Environment and Value 

Creation Strategy

 The flow of people and goods is expected to increase in 

the future, centered on Asia. However, aircraft demand is 

exposed to event risks such as natural disasters, and the 

shipping market has shown weakness in recent years. In 

order to build a stable earnings foundation, we must 

expand and enhance businesses that are resilient to 

market fluctuations. At the same time, we must also 

establish a business portfolio that is resistant to demand 

fluctuations, based on factors including the differences 

between market cycles in the aircraft and shipping 

businesses, as well as the opposing trends in new and 

used aircraft depending on the economy.

 Within this context, we are focusing our efforts in seven 

business segments outlined in our Medium-term 

Management Plan 2017: 1. Commercial aircraft sales 

representative business, 2. Business jet business, 3. Aircraft 

leasing business, 4. Used aircraft and part-out business, 

5. Military-related business, 6. Airport business, and 7. Cyber 

security business. We will combine our capabilities with 

those of other Sojitz divisions to build these segments into 

stronger business clusters. The used aircraft and part-out 

business and the airport business are representative in this 

Creating value by building social 
infrastructure that supports the flow 
of people, goods and information

Carefully cultivated advantages that 
generate greater value

Building a strong portfolio of aircraft-
related businesses to generate stable 
earnings

Opportunities
  Increasing global aerospace demand and growing demand from 
tourists visiting Japan ahead of the 2020 Tokyo Olympics

  Increasing transaction volume for ships and related equipment 
due to rising demand for energy-efficient ships and LNG carriers

  Rapid growth in the Internet of Things market 

Risks
  Decreasing aircraft demand due to a declining population 
in Japan

  Decreasing transaction volume due to deterioration of the 
shipbuilding industry in Japan

  Decreasing competitiveness with faster acceleration of the IT 
revolution (shortening lifespans for products and services)
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Future Initiatives

 In the year ended March 31, 2016, the first year of 

Medium-term Management Plan 2017, the division 

recorded an impairment loss on our ships, yet were able to 

surpass plan targets due to the solid performance of the 

aerospace business. Going forward, we are aiming for a 

stronger earnings foundation as we actively conduct new 

investments and loans while working to accelerate 

businesses in each of the previously mentioned seven 

segments.

 In terms of investment, our intention is to build a portfolio 

of investments in businesses with relatively short-term 

capital recovery, such as the used aircraft and part-out 

business; businesses with mid-term capital recovery, such 

as leasing; and businesses that can be expected to provide 

long-term returns, such as the airport business. The 

division has an investment and loan plan of approximately 

¥20 billion under Medium-term Management Plan 2017. 

Currently, we expect to allocate this budget to the used 

aircraft and part-out business, the leasing business, the 

business jet business and the airport business.

 Aerospace has continued to be our banner business as 

it has maintained the number-one spot in the industry for 

many years. The marine and IT businesses, however, are 

similarly strong and have long histories of their own. With 

the recent realignment of Sojitz’s divisions, we are working 

to evolve into a structure that consistently generates new 

value through synergies between divisions.

 Aerospace & IT Business Division personnel possess the 

knowledge and capabilities to make this happen. We intend 

to focus more actively on developing our people to become 

an organization with unshakable strength that creates 

diverse value for customers and society as a representative 

Sojitz division.

area. However, even in the IT field, in addition to providing 

ICT solutions, we will also incorporate the added value of IT 

in our existing businesses, as in the military-related and 

cyber security businesses, to make them strong.

Core Business: Part-Out Business

 In the part-out business, we purchase retired and aged 

aircraft, and work with external partners to dismantle and 

sell the disassembled parts in the aircraft aftermarket. This 

business model provides an exit strategy that completes 

the value chain of the aircraft business, which begins with 

ordering the aircraft and continues through financing, leasing, 

operation and maintenance to remarketing. We expect the 

part-out business to be highly profitable. In operating this 

business, partnering with parts distributors is essential. 

Our division has built relationships with valuable partners 

through our extensive knowledge and networks in every 

stage of the remarketing business related to retired aircraft.

 We entered the part-out business in Europe in 2013. 

With the number of aircraft handled in Europe gradually 

increasing, we are considering establishing an operating 

company there in the future. In 2015, we started another 

part-out business in North America. In Asia, we made 

equity investments in a used aircraft business in Singapore 

in June 2016 in advance of full-scale operations. Through 

it, we will further expand leasing, used aircraft sales and 

part-out operations.

Core Business: Airport Business

 In the airport business – one of our focus areas – we are 

working on concrete projects for entering and structuring 

businesses in airport operation in order to establish a 

business platform during the term of Medium-term 

Management Plan 2017. We are considering setting up 

businesses in Asia, which has a large population, growing 

markets and signs of accelerating privatization.

 The business composition we are aiming for will have the 

profitability of the airport operation business at its core, 

with peripheral and secondary areas into which we will 

expand by leveraging Sojitz’s overall strength. Specifically, 

we are working to create a new business cluster by 

expanding in diverse areas. For example, we will expand 

non-aeronautical revenue in the commercial and other 

spaces inside airports, build various monitoring and 

management systems incorporating ICT, operate duty free 

stores, develop a peripheral real estate business and 

operate hotel tourism businesses.

World Air Passenger Traffic Forecast by Domicile

2015 traffic Additional traffic 2016-2035

Source: Japan Aircraft Development Corporation
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Ensuring unshakable strength and 
creating diverse value

Moving into a new business area 
by bringing together our expertise and 
resources in airport-related businesses

A business model that completes the 
value chain of the aircraft business
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History of Sojitz’s Mainstay Aerospace Business

• Over 900 Commercial Aircraft Sold
• Top Market Share in Japan
•  Contributions to the Development of 
Passenger Air Travel in Japan

 Sojitz’s commercial aircraft business has continued to 
grow for 60 years since Sojitz became the Japan sales 
representative for The Boeing Company in 1956.
 In the 1960s, Japan entered a high growth period 
and airlines had to respond to rapid increases in air 
transportation demand.
 In 1963, Sojitz received its first order for the Boeing 727, 
introducing Boeing passenger aircraft to Japan and starting 
the business that continues today.
 After that first order, growth in demand for passenger air 
travel in Japan continued unabated and required airlines to 
increase the size of their fleets. In 1969, Sojitz received 
substantial orders for the 727.
 Until the oil shock of the early 1970s, domestic demand 
continued to rise, supported by Japan’s economic growth, 
and air travel became an established means of transportation. 
Overcrowding on major routes in Japan led airlines to acquire 
bigger planes. Sojitz won orders for the large 747SR (short 
range) for domestic routes, helping usher in the age of jumbo 
passenger jets.
 From the late 1970s to the early 1980s, Sojitz received 
substantial orders for the 767 to replace the aging 727 and 
DC8. Such success, despite the intense competition for these 
numerous orders, gave Boeing aircraft a market share of over 
90% in Japan and solidified Sojitz’s position as Boeing’s 
sales representative.
 Moving into the 1990s, Sojitz won major orders for 
Boeing’s newly developed 777 mid-sized aircraft. This was 
followed in the 2000s with large orders for the 737NG (next 
generation), which addressed airlines’ needs to modernize 

their fleets, and sizable orders for the state-of-the-art 787, 
helping Boeing maintain its large market share in Japan.
 Meanwhile, to meet demand for smaller aircraft for 
offshore island and regional routes, Sojitz became the Japan 
sales representative for the Canadian company Bombardier 
Inc. in 1978. Orders for over 80 Bombardier aircraft have 
been received to date. Combined with the orders for Boeing 
aircraft, total orders have exceeded 900 aircraft, adding 
further to Sojitz’s solid reputation.
 Roles and functions necessary for contributing to the 
aerospace business are changing daily for Sojitz as a 
trading company and an aircraft sales representative. While 
leveraging the experience and knowledge it has continuously 
handed down over time, Sojitz tirelessly takes on challenges, 
constantly pondering how a trading company must respond 
to tomorrow’s developments in the aerospace industry.

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Sojitz Aerospace Corporation (Import, export and sale of aerospace- and military-related equipment/Subsidiary) (100.0%)
  Sojitz Marine & Engineering Corporation (Sales, purchase and charter brokerage of vessels, Japanese domestic sales and import/export of marine-related equipment 
and materials/Subsidiary) (100.0%)

  Nissho Electronics Corporation (Provision of IT systems and network services/Subsidiary) (100.0%)
  SAKURA Internet Inc. (Internet-data center services/Subsidiary) (40.3%)
  Sojitz Systems Corporation (System integration and IT services/Subsidiary) (100.0%)

Consolidated subsidiaries: 54       Equity-method associates: 6
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Infrastructure & Environment 
Business Division

Building a

Foundation for the Future
Business Overview and Vision

 The value the Infrastructure & Environment Business offers 

is centered on creating the foundations that contribute to 

development worldwide, starting with addressing the global 

increase in energy demand and improving social infrastructure 

and promoting efficient plant business. In the field of 

renewable energy, we have developed a number of solar 

power projects in Japan and are now expanding the field to 

solar power, wind power and geothermal power generation 

in Japan, the Americas, Europe, the Middle East, Asia and 

other regions. We are undertaking several independent 

power producer (IPP) projects through cooperation with 

excellent partners. In transportation infrastructure, we are 

targeting participation in railway projects in the Americas 

and Asia-Pacific, in addition to dedicated freight corridor 

projects in India. In social infrastructure, we focus on 

public-private partnerships (private finance initiatives) in 

areas such as hospitals, and develop, arrange financing 

and provide facility management and administrative 

services. Our plant business develops large-scale plants 

in industries such as fertilizer, oil and gas, chemicals, 

steel and electric power. In the bearing business, we have 

invested in bearing products and component manufacturers 

Supporting the development of local 
communities and society through the 
renewable energy, transportation, social 
infrastructure and plant businesses

Opportunities
  Strong need for renewable energy around the world

  Growing need for improved transportation and social 
infrastructure in emerging countries

  New trading and investment opportunities created by 
manufacturers’ globalization of production 

Risks
  Country risk in emerging countries

  Intensifying competition 

  Declining infrastructure demand and decreasing business 
opportunities in oil-producing countries as a result of extended 
drop in energy prices
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Review of Operations

  Steadily expanded our overseas electric power 
generation and domestic and overseas renewable 
energy (solar power generation) businesses. 

  In railway-related business, we received new orders 
for a dedicated freight corridor project in India that 
we have been participating in since 2013. We also 
entered the rolling stock maintenance, repair and 
overhaul (MRO) business in North America. 
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in China and elsewhere, and are leveraging our inventory 

functions to build a global supply chain, while in the 

industrial machinery business, we operate mounting machine 

sales companies in China, Asia and South America. 

Strengths That Drive Value Creation 

 The strengths of this division are its expertise, its 

domestic and international networks, and its ability to 

create value chains using the diverse functions unique to 

a general trading company. Based on these strengths, 

the added value that Sojitz offers is its ability not just to 

complete plant projects, but to handle details such as 

introducing and incorporating new technologies and 

operating service know-how. These strengths are based on 

the knowledge and networks we have built in large-scale 

plant development in emerging countries, mainly Russia 

and the NIS, as well as in thermal power IPP projects and 

in renewable energy IPP projects that involve business 

operation around the world. Customers appreciate that we 

not only propose projects but also have technical expertise 

and are able to provide operational support after 

completion. This division will continue to differentiate itself 

by consistently delivering such added value. 

Operating Environment and Value Creation 

Strategy

Core Business: Thermal Power and Renewable 

Energy IPP Business

 As mentioned above, energy demand is increasing 

globally, and the IPP business is at the center of that. It is a 

business that can generate stable returns over the long 

term, and we intend to rapidly build a portfolio of high-

quality assets. In the IPP business, we are focusing not 

only on new projects but also on investment in existing 

projects. In February 2016, we acquired an interest in a 

thermal power IPP project in Sri Lanka from a major U.S. 

power company. We will be fully involved in operating this 

business, and will absorb and accumulate management 

know-how in areas such as operational management and 

maintenance inspections of electric power plants, which 

will sharpen our competitive advantage. In renewable 

energy, we have several solar power plants in operation or 

under construction. We are also promoting wind power, 

geothermal power and other renewable energy projects in 

addition to solar power, both in Japan and in other countries.

Core Business: Transportation 

Infrastructure Business

 In the railway business in India, Sojitz has been 

cooperating with Larsen & Toubro Ltd. (L&T), India’s largest 

engineering and construction firm, since receiving the first 

order in 2013 for civil and track works for a dedicated freight 

corridor as part of the Indian government’s Delhi-Mumbai 

Industrial Corridor Project. In the year ended March 31, 

2016, Sojitz received new orders for the civil and track 

works and electrification works for a separate section. We 

will continue working to expand order back-log from this 

project, with additional orders expected, while executing 

the contracts in a timely manner and expanding revenue. 

We have also invested in a company that operates a 

comprehensive rolling stock maintenance, repair and 

overhaul business in North America. Using the know-how 

obtained from these businesses, we are considering further 

expansion in this sector, primarily in Asian countries other 

than India. 

Using our expertise, insight and 
networks to provide high-value-
added services 

Toshiharu Yoshimura
Senior Managing Executive Offi cer
COO,
Infrastructure & Environment Business Division

Our mission is to build the 
foundations for the development 
of countries worldwide, with a 
focus on emerging countries. 

Rapidly building a high-quality 
asset portfolio

Accumulating know-how and 
developing a railway value chain

pment 
th a 
es. 
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infrastructure facilities starting in the current fiscal year. In 

addition to transportation projects, we are focusing on 

hospital public-private partnerships (PPP) and other social 

infrastructure businesses, and have organized our 

resources to capture new business opportunities. 

 The switch from a four-division to a nine-division 

organizational structure has led to more disciplined 

management with a greater focus on the profitability of 

individual business units. The machinery units of Nichimen  

and Nissho Iwai, the forerunners of this division, were once 

key earnings drivers. We are determined to further boost our 

earnings capabilities and regain our position as one of 

Sojitz’s core businesses.

Human Resource Development

 Most of this division’s business involves collaboration 

with partners. We place importance on building trust with 

our partners in order to listen to customers and respond 

flexibly to their needs. To remain the partner of choice, 

we are focusing on development of our human resources. 

We value experience, and to supplement employees’ self-

improvement efforts, we offer programs that enable them 

to share the knowledge and experience they have gained 

with each other and their organizations. In the plant, IPP 

and social infrastructure businesses, it is sometimes 

necessary for our employees to go to places that have no 

obvious business potential to uncover needs on their own. 

By sending employees out into the field to spur their 

professional growth, we intend to nurture people who are 

capable of working anywhere in the Company.

Future Initiatives

 In the year ended March 31, 2016, we did not reach our 

performance targets, largely because a major engineering, 

procurement and construction (EPC) project was delayed. 

One issue facing this division is that our results tend to go 

up and down, so we need to work on stabilizing earnings. 

To that end, we are placing priority on creating a more 

stable earnings foundation by increasing the share of IPP, 

social and other infrastructure businesses in our portfolio 

and building up quality assets. The Transportation & Social 

Infrastructure Department was established to flexibly meet 

globally expanding demand for transportation and social 

Regaining our position as a core 
business of Sojitz by reestablishing a 
stable earnings foundation

Earning trust as the partner of choice

Sojitz: Infrastructure and Plant Orders

Sojitz: Equity Share of Total Generation Capacity in 

the IPP Business

Project Country Equity Share of Total 
Generation Capacity (MW)

Start of 
Operations

Riyadh PP11 Saudi Arabia 260 2013

Sojitz Kelanitissa Sri Lanka 147 2003

Merida-3 Mexico 121 2000

Barka 3/Sohar 2 Oman 106 2013

Phu My 3 Vietnam 49 2004

Carib Power Trinidad & Tobago 41 1999

Shajiao-C China 40 1996

Asia Power Sri Lanka 24 1998

Mixdorf* Germany 24 2011

Majes/Reparticion* Peru 22 2012

Sawada Japan 14
① 2000
② 2005

Mirai Power (Chita 
Mihama)*

Japan 13 2015

Mirai Power 
(Kamimio)* Japan 10 2016

Tianshi China 6 2002

Mirai Power (Kuma 
Nishikimachi)*

Japan 6 2014

Mirai Power (Shari 
Koshimizu)*

Japan 5 2014

Total 888

* Solar power generation business

Region Project 

Russia

Ammonia/methanol/urea plant

Ammonia plant

Acrylic acid plant

Gas turbine cogeneration plant

Railway freight car production facilities

Turkmenistan

Ammonia/urea plant

Sulfuric acid plant

Gasoline plant

Italy Steel plant for a steel manufacturer

Ghana Seawater desalination project

Angola Cement plant

Nigeria Crude oil production facility

Saudi Arabia Ultra high-voltage substation

UAE
Rectifier and ultra high-voltage substation facilities for aluminum 
smelting plant

Bahrain Ultra high-voltage substation facilities for aluminum smelting plant

China
Steel plant for a steel manufacturer

Synthetic fiber plant

South Korea Steel plant for a steel manufacturer

Taiwan Steel plant for a steel manufacturer

Vietnam
Large-scale thermal power generation facilities and hydro- 
electric power generation facilities

Thailand Steel plant for a steel manufacturer

Malaysia Steel plant for a steel manufacturer

Indonesia
Steel plant for a steel manufacturer

Rail yard facilities for Jakarta Mass Rapid Transit

India

Civil and track works for the Delhi-Mumbai Western Dedicated 
Freight Corridor

Electrification works for the Delhi-Mumbai Western Dedicated 
Freight Corridor

Steel plant for a steel manufacturer

Pakistan
Ammonia/urea plant

Large-scale thermal power generation facilities

U.S.A. Rolling stock

Brazil Polyester fiber plant

Myanmar Cement plant

Combined-cycle power plant in Sri Lanka
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MRO Business in Canada

Building a Portfolio That Will Form a 
Sustainable Earnings Base

 In November 2015, Sojitz acquired a roughly 41% 
interest in Cad Railway Industries Limited (CADRI), a 
company that operates in the rolling stock maintenance, 
repair and overhaul (MRO) business in North America, 
becoming the first Japanese company to participate in 
such a business in North America. Based in Montreal, 
Canada, CADRI provides a wide range of technical 
services from maintenance and repair to modification 
and overhaul of passenger cars, locomotives and freight 
cars for customers that include major North American 
freight rail companies and government transit authorities 
in Canada. The investment in CADRI will give Sojitz 
access to these functions and expertise. 
 Railways are said to produce only one-eighth of the 
carbon dioxide that automobiles emit per unit transported 
and are able to move bulk quantities. This efficiency has 
led experts to predict growth in demand for rail-based 
infrastructure around the world. The increase in rail 
transport volume and rolling stock is also expected to 
lead to sustained expansion of maintenance demand to 
extend the life of rolling stock while ensuring and 
enhancing safety and convenience. 
 North America is a promising market for railway 
transportation, given that the region has the world’s 
longest network of railway lines and largest railway traffic 
volume, and exhibits long-term population and economic 
growth. Sojitz therefore will cooperate with CADRI to 
expand the company’s business. Going forward, we will 
leverage the Sojitz Group’s experience in the railway 
infrastructure business around the world to develop 

rolling stock maintenance businesses in Asia and other 
countries seeking to improve their railway infrastructures. 
Sojitz will work to build an asset portfolio that will form a 
stable earnings base, with an eye toward expansion into the 
railway operation business. 

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Sojitz Machinery Corporation (Import, export and sales of general industrial machinery/Subsidiary) (100.0%)
  Mirai Power (Kamikita Rokkasho) Corporation (Solar power generation/Subsidiary) (100.0%)
  Blue Horizon Power International Ltd. (Investment in electric power company/Subsidiary) (100.0%)
  First Technology China Ltd. (Sales and service of surface-mounting machines and semiconductor-related equipment/Subsidiary) (100.0%)

Consolidated subsidiaries: 34       Equity-method associates: 21
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Energy Division

Pursuing

Energy Security
Business Overview and Vision

 Countries like Japan that lack their own energy 

resources must rely on supplies from other countries to 

meet economic and industrial needs. It is thus the Energy 

Division’s vital responsibility to secure sources of primary 

energy such as oil and gas, LNG and nuclear power and to 

establish a multi-faceted energy portfolio. In the oil and gas 

business, we have built a balanced portfolio of resource 

interests in regions including the United States, the British 

North Sea, the Middle East and Africa. In the LNG business, 

we are a pioneer in Indonesian LNG trading. In the nuclear 

power business, Sojitz participates in all aspects of the 

nuclear fuel cycle business in Japan as the sole distribution 

agent for France’s Areva NC, the world’s top integrated 

nuclear fuel company.

Strengths That Drive Value Creation 

 The Sojitz Group has secured a leading position in the 

LNG market since forging a deal in 1973 for the biggest 

LNG importing project between Japan and Indonesia; the 

Company currently handles approximately 6 million tons of 

Securing energy resources and 
establishing a multi-faceted energy 
portfolio

Opportunities
  Growing demand for energy in emerging countries 

  Increasing diversification of domestic energy needs

  Expanding markets for LNG-related businesses due to growth in 
LNG supply and demand 

  Shift to LNG and other clean energy amid increasing attention to 
environmental issues 

Risks
  Market price fluctuations and possibility of impairment losses 

Solid position as a pioneer in 
the LNG sector

Hiroshi Kawahara
COO,
Energy Division

We will fulfill our mission to 
secure energy while looking 
into every opportunity from a 
fresh perspective.
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Indonesian LNG per year. We have acquired many other 

LNG interests since then to build a business model that 

encompasses operations from development and transport 

to supply. We strive to offer a stable supply of energy 

on the strength of our extensive experience and wide-

reaching networks. 

 As a general trading company, we have a variety of 

networks and business portfolios. Moreover, we have 

extensive experience in the energy business, from 

upstream to downstream operations. As a result, we have 

earned solid trust for contributing to the development of 

both supply and demand regions. 

Operating Environment and Value 

Creation Strategy

 The external environment remained very unclear during 

the year ended March 31, 2016. The Energy Division was 

unable to achieve its profit targets for the first year of 

Medium-term Management Plan 2017 due to the sudden 

drop in market prices. As we expect oversupply in the oil 

and gas markets to persist, we will continue working to 

shift to a business structure that is more resilient to the 

impact of market changes. To achieve this, we are placing 

priority on creating businesses with stable earnings by 

maximizing strengths cultivated in the LNG business.

 We do not anticipate a sharp price upturn in the LNG 

market. While market conditions have deteriorated when 

seen from the perspective of suppliers, we think the 

decrease in fuel costs could provide opportunities for end-

user markets. In addition, as their economies grow, 

emerging countries such as Indonesia are assuming the 

role of energy consumers as well as suppliers. For these 

countries, we can make the most of the strengths we have 

acquired through building value chains. We can create new 

value by offering them our expertise in supply systems that 

connect LNG receiving terminals to power plants, and in 

boosting efficiency, thereby branching out our business 

network. Also, for countries that rely solely on petroleum, 

we could offer new value by establishing the concept of 

energy security through the addition of an LNG portfolio. If 

we make full use of not only this division’s networks but 

also those of the entire Sojitz Group, we can increase 

business with other countries that are facing the same sort 

of problems with respect to building their energy portfolios. 

If we change our perspective, there are still plenty of 

opportunities to be found in the energy market. We 

therefore plan to proceed proactively.  

Changing our perspective to set up 
two business networks: one for supply 
regions and one for consumer markets

Review of Operations

  Profitability deteriorated substantially at Sojitz’s oil 
and gas interests due to weak global demand and 
the drop in crude oil prices arising from oversupply. 

  The division is striving to establish a stable earnings 
foundation that is more resilient to market price 
fluctuations, in ways such as reducing operating 
costs and expanding the energy value chain to 
midstream and downstream businesses. 
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Vesta, an LNG tanker partially owned by Group company

LNG Japan Corporation

 Moreover, we think the LNG value chain itself could be 

developed further. We will pursue new opportunities in 

building a value chain that connects North America, which 

is a supply source, with Asia, which is a region of emerging 

demand. At the same time, we aim to create a supply 

structure that can meet demand in Asia by building a 

network linking it to South America, where the demand 

season is the opposite of Japan, and Europe, where the 

gas market is liquid. 

 We also have experience in handling helium, which is 

extracted as an associated gas during the LNG production 

process, and we recognize its rarity. In the history of 

energy, the industry structure and market prices have 

changed in response to the advent of alternative energy, 

such as when LNG first hit the market as an alternative to 

petroleum. As the second smallest molecule in existence, 

helium is establishing a presence in niche markets as a 

non-substitutable resource. The Energy Division is already 

involved in a helium manufacturing project in North 

America, and plans to launch a new business in this area 

in the future. 

Future Initiatives

 The environment for energy resources will change going 

forward, but the demand for energy for economic growth 

will be ceaseless. Therefore, this division’s responsibility to 

supply energy to meet that demand remains unchanged. 

It is possible also to maintain a certain level of earnings in 

the future by providing services to end-user utilizing the 

infrastructure associated with receiving and distribution of 

energy in a demand region. We must therefore build a 

Expanding the value chain to 
downstream business

Changing our perspective to provide 
solutions that leverage energy’s 
infinite possibilities

Al-Karkara Oil Field, offshore Qatar

strong business portfolio with mid-and downstream 

businesses that will ensure stable earnings in addition to 

upstream business. 

 Furthermore, as the Energy Division of a general trading 

company, we should not limit ourselves to only one course 

of action. Changing our perspective can expand our 

opportunities. Instead of focusing only on energy, we also 

need to take note of the potential of energy handling 

technologies that we have accumulated. For example, the 

paint and coating removal technologies handled by Sojitz’s 

Nuclear Energy Department involve electromagnetic 

induction heating (IH). This method can be used for 

maintenance work on large bridges and other structures, 

as it offers advantages in terms of both cost and safety. It 

thus represents a new area for which market growth can 

be expected in the future. 

 In this market environment, it is important to develop 

human resources to enhance our communications 

capabilities by building an effective human network to 

complement the high level of management competence 

we have cultivated in our resource development activities. 

By changing our perspective and recognizing the new 

environment as an opportunity to transform our business 

model, we will endeavor to provide solutions for the many 

problems that exist today. 

Global Demand Outlook for Natural Gas
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Initiatives for Safety and the Environment

Leveraging Established Technologies 
to Make Inroads into New Sectors

 The operating environment remains harsh due to the 
drop of energy prices, but we sees this difficult period as a 
chance to change our perspective and explore various new 
business opportunities.  
 In addition to the oil and gas business and LNG business, 
this division’s operations include the nuclear power business. 
We have supplied nuclear fuel as the sole distribution agent 
in Japan for France’s Areva NC, the world’s largest nuclear 
power industrial conglomerate, for over 50 years. We are also 
involved in a wide range of nuclear power-related businesses, 
such as the sale of nuclear power-related equipment, fuel 
and materials, through an associated company. 
 One business we have recently undertaken is the induction 
heating-based coating removal method provided by subsidiary 
e-Energy Corporation. This is a technology that employs 
electromagnetic induction heating for infrastructure 
maintenance that is safe, highly efficient and low cost. The 
outer and inner surfaces of bridges, oil storage tanks and 
other large infrastructure made from steel are coated with 
paint to protect the structure from rust and corrosion, and 
also for aesthetic reasons. Due to deterioration, the structures 
must be repainted regularly to ensure safety. Conventional 
methods for removing paints and coatings are flammable 
solvent-based paint removers that are potentially harmful to 
workers as they pose the risk of poisoning, and blasting, 
which peels off coatings with a high-pressure abrasive 
stream that could seriously harm workers if it comes in 
contact with them. 
 To replace these methods, e-Energy has introduced a 
product that improves safety for workers and reduces the 
risk of environmental harm. It employs induction heating 

technology, which is used in household induction 
cooktops and ranges. This technology was first developed 
as a method for peeling off the fireproof coating on floating 
production, storage and offloading (FPSO) oil drilling 
facilities. By efficiently generating heat between the steel 
material and the coating, interface bonding is destroyed and 
the coating immediately peels off. The method uses less 
energy and has less impact on the environment than 
conventional methods in terms of the amount of noise and 
dust generated. It also considerably improves safety and 
working conditions, and facilitates infrastructure maintenance 
because it can be used to remove paint, rust, rubber and 
other coating materials from steel. Moreover, for the nuclear 
power business, which is one of the Energy Division’s 
core businesses, we expect to see practical use of this 
technique in decontamination of scrap steel from plant 
decommissioning projects in the future. 
 With the downturn in the energy market and many 
nuclear power plants ceasing operations, the Energy 
Division is facing a tough 
operating environment. We 
are thus focusing on offering 
new business models 
and functions, including 
proposals for safe 
construction technologies 
with low environmental impact. 

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Tokyo Yuso Corporation (Tank storage operations and distribution of petroleum/Subsidiary) (100.0%)
  Sojitz Energy Venture, Inc. (Oil and natural gas development/Subsidiary) (100.0%)
  Sojitz Energy Project, Ltd. (Oil and natural gas development/Subsidiary) (100.0%)
  LNG Japan Corporation (LNG business and investment and financing for related projects/Equity-method associate) (50.0%)

Consolidated subsidiaries: 11       Equity-method associates: 6



Metals & Coal Division

Now is the

Turning Point

Masaaki Bito
COO,
Metals & Coal Division

We will grow together with 
our customers, partners and 
suppliers and create value with 
their support. 

Review of Operations

  Recorded impairment losses at coal interests and in 
the iron ore business because mineral resource 
prices dropped across the board, reflecting 
slowdown of economic growth in China and 
emerging countries. 

  Continued efforts to lower operating costs in the 
coal and mineral resources businesses.
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Business Overview and Vision

 Energy and mineral resources are indispensable for 

driving development and growth in countries around the 

world. Demand is especially growing in emerging 

countries due to industrial development. We believe it is 

the duty and mission of the Metals & Coal Division to 

supply energy and mineral resources to Japan, which 

lacks resources, and to emerging countries, whose 

economies are growing rapidly. 

 In the coal business, we have invested in interests in 

Australia and Indonesia, and in trading we are the leading 

importer of Russian coal to Japan in terms of volume. As 

such, we have a strong network of purchasers and 

suppliers that has established our solid presence in the 

industry. We also invest in interests for rare metals 

(niobium and nickel) and base metals, and our equity-

method associate Metal One Corporation is an integrated 

steel trading company. Moreover, with a large share of 

imports to Japan of products such as high-grade iron 

ore, ferronickel, fluorite, vermiculite and other metals, we 

supply energy and mineral resources that are distinct and 

unique to Sojitz. 

Operating Environment

 Against the backdrop of recent market volatility, 

resource-related cost prices slumped across the board in 

the year ended March 31, 2016, substantially impacting 

the industry as a whole. Sojitz incurred impairment losses 

on its coal interests and iron ore business. Gains on 

revaluation of coal business assets due to a change in 

holding purpose resulted in higher profit year on year, but 

it is unlikely that markets will improve for at least the next 

one to two years. We therefore forecast a profit decline for 

the year ending March 31, 2017.

 General trading companies’ former business model for 

the energy and mineral resources sector was to provide 

stable supply through trading. However, as the number 

of market participants gradually increased and users 

started to directly procure energy and mineral resources 

themselves, trading alone was no longer seen as a 

valuable function, which rendered the former business 

model unfeasible. In more recent times, general trading 

companies accelerated investment in upstream interests 

to secure supply sources, no longer relying solely on 

trading. They found new value in building resource 

value chains. 

 Today,  slowing growth in China has put a damper on 

demand in emerging countries. Consequently, we are 

facing the need to change once more. General trading 

companies continuously create new business models. 

We are in a transition phase. It is time for us to turn the 

challenging circumstances of the market into opportunities 

and create new functions and value. 

A Value Creation Strategy That Leverages 

Sojitz’s Strengths

 Our duty to supply energy and mineral resources remains 

unchanged. While fulfilling this mission, we will also strive to 

ensure a stable earnings foundation and evolve the earnings 

structure in order to once again create value. In the coal 

business, in which we have been involved for over 60 years, 

our priority is to boost profitability by making the most of our 

unique strengths. At the Minerva Coal Mine in Australia, 

Sojitz is the only general trading company engaged in 

coal mine management, including operation. We have 

accumulated extensive business expertise as a result of 

being involved in all aspects up to operations, and have 

exceptionally talented engineers. For our coal mine interests 

in Indonesia, the exchange of such expertise and personnel 

generated synergies that have contributed substantially to 

Meeting obligations as a supplier of 
energy and mineral resources through 
trading and high-quality interests

Reconsidering the value of a general 
trading company in a sluggish market 

Increasing revenues based on a 
strong coal business

Opportunities
  Resource needs arising from medium-to-long-term economic 
growth in emerging countries

  New needs in environment-related (recycling) and other 
businesses 

Risks
  Risk of market price fluctuations and impairment losses 

  Changes in market structure due to advances in technology 
and tightening of environmental regulations; changes in 
customer needs

  Deterioration in financial conditions of customers, suppliers or 
investment partners (5.0)
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Minerva Coal Mine in Australia

greatest value for Sojitz, we believe, comes from our broad 

reach across industries and strong customer relationships 

arising from our close proximity to users. We will work to 

expand in commodities and create new business models 

by further deepening our ties with customers and being 

attentive to their needs and by addressing societal 

demands and change.  

Future Initiatives

 Several years ago, resources-related businesses, 

including those in the Metals & Coal Division, drove Sojitz’s 

earnings. We were the face of Sojitz. Even now, our 

employees strongly identify with the sentiment and mindset 

of that time. We will refrain from pointing to current market 

conditions as an excuse and dedicate ourselves to devising 

ways to increase earnings. Fortunately, we have been less 

impacted than our industry peers, and still have the strength 

to push forward with reforms. Our intention is to create a 

strong business portfolio in anticipation of the market three 

to five years down the road. 

 Moreover, we do not assume that we can offer value on 

our own strengths alone. We have grown alongside our 

customers and business partners and have created value 

with their support. 

 I hear that given the very harsh circumstances recently, 

customers are seeking our advice, and that we are receiving 

renewed praise for our efforts. I am confident that this is 

because we have built relationships of trust with our 

customers as a result of our sincerity and honesty. It is our 

hope that if customers want to consider something novel, 

they will come to Sojitz first. We intend to satisfy their 

expectations with new functions and value, and reestablish 

our representative position as an earnings driver for the Sojitz 

Group while fulfilling our obligations as a supplier of energy 

and mineral resources. 

cost reductions and technology transfer efforts particularly 

during the year ended March 31, 2016. Furthermore, our 

on-site involvement in coal mine management gives us 

greater ability to gather and analyze information, which helps 

to accelerate and increase the sophistication of 

management decision-making. This ability to respond 

quickly makes it possible for us to minimize losses even 

under difficult business conditions. 

 Our focus in the year ending March 31, 2017 is to 

transform our value chains. As noted earlier, we do not 

have strong expectations for an upturn in markets and 

thus expect uncertainty to continue. We see an urgent 

need to establish an earnings foundation that is resilient 

to market fluctuations. 

 In the coal and ferroalloys businesses, we already own 

upstream interests, and we have built an overall value 

chain through trading that extends to end-user supply. 

However, by making more aggressive use of Sojitz’s 

financing and logistics capabilities, further advancement is 

possible. Specifically, we aim to provide new functions by 

directly handling distribution and move further down-

stream into areas such as storage and processing to 

develop higher value added businesses. These 

businesses are not only less susceptible to earnings 

volatility caused by market fluctuations, but also clearly 

represent a departure from our conventional value chain. 

 In addition, Sojitz is strong in handling industrial 

minerals (such as fluorite and zircon), auxiliary materials 

for steel (such as refractory products), carbon materials 

and carbon products, and is the top trading company for 

fluorite and vermiculite. We have worked to strengthen 

these capabilities in basic industries, including iron and 

steel, non-ferrous metals, automobiles and chemicals, as 

well as in highly specialized sectors such as new energy, 

and environment- and recycling-related industries. Our 

Establishing a stable earnings 
foundation that is resilient to 
market fluctuations

Reestablishing our position as an 
earnings driver for the Sojitz Group

Australia

Indonesia

Operating expertise

Human resources

Operating expertise

Human resources

Applying Expertise Gained at the Minerva Coal 

Mine in Australia
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Initiatives to Lessen Impact on the Environment

Providing New Functions and Value 
beyond the Conventional Business of 
Raw Materials Supply

 The global environment that surrounds us is changing 
rapidly on many fronts due to increasing air pollution, 
water contamination and volume of waste, and 
deforestation. Economic growth brings convenience and 
prosperity, but it also causes global environmental 
problems, and the negative impact on our lives is gradually 
becoming evident.  
 In particular, global warming is causing abnormal 
weather patterns and the impact on our immediate 
surroundings, such as the urban heat island phenomenon 
in major cities, is significant. Society has strong 
expectations for Sojitz as a general trading company to 
reduce CO2 emissions, and this expectation is even 
stronger for the Metals & Coal Division because we deal in 
energy and mineral resources, the exploitation of which 
impacts the global environment. At the same time, we see 
this expectation as a major business opportunity. 
 With a history of over 60 years, Sojitz’s coal business 
has a diverse network of suppliers, which enables us to 
transport coal and other products from locations that are 
close to regions of demand, thus reducing the volume of 
CO2 emissions from transportation. For example, we can 
supply products to users in Asia from Australia and 
Indonesia, and coal from Mongolia and Russia to users in 
northern China. In ways such as this, we are lessening 
environmental impact associated with transportation. 

 Furthermore, we contribute to curtailing the volume of 
waste material requiring processing by promoting its use. 
Instead of discarding the steel slag that is generated as a 
byproduct during crude steel production, we use it as a 
material for cement and construction. Similarly, the coal 
ash produced after burning coal is also utilized as a 
material for cement. 
 We also supply raw materials for a soil solidification 
agent. This agent, which is used to solidify soil removed 
from tunnel, road and other construction sites, reduces 
elution of heavy metals from the soil, enabling environmentally 
conscious construction methods. It is also expected to be 
effective in reducing the heat island phenomenon.
 Among our recent initiatives, we are working to improve 
the carbon materials used in lithium ion batteries to 
contribute to extending the range of electric vehicles, and 
recovering copper, precious metals and rare metals from 
scrap electronic substrate. 
 Going beyond the conventional business of the raw 
materials supply, we are offering new functions and new 
value to address the changing needs of the times.

Significant Subsidiaries and Associates (Equity ownership) (As of March, 2016)
  Sojitz Ject Corporation (Trading of coke, coal products, industrial minerals/Subsidiary) (100.0%)
  Sojitz Coal Resources Pty. Ltd. (Investment in coal mines/Subsidiary) (100.0%)
  Sojitz Resources (Australia) Pty. Ltd. (Alumina production/Subsidiary) (100.0%)
  Sojitz Moolarben Resources Pty. Ltd. (Investment in coal mine/Subsidiary) (100.0%)
  Metal One Corporation (Import, export and overseas and domestic sales of steel and related products/Equity-method associate) (40.0%)
  Coral Bay Nickel Corporation (Production and sales of nickel-cobalt mixed sulfides/Equity-method associate) (18.0%)
  Japan Alumina Associates (Australia) Pty. Ltd. (Alumina production/Equity-method associate) (50.0%)
  Cariboo Copper Corporation (Investment in copper ore mine/Equity-method associate) (50.0%)

Consolidated subsidiaries: 28       Equity-method associates: 15
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Chemicals Division

Developing Clusters
of Revenue-generating Businesses

Business Overview and Vision

 The chemicals industry can be called the lifeblood of 

industry. It is essential for promoting circulation in the many 

different industries around the globe, and there is no doubt 

that the markets of emerging countries, centered on Asia, 

will continue to grow. 

 Against this backdrop, the Chemicals Division’s role is to 

connect regions of the world and stimulate circulation. Our 

mission is to bring ideas to the market one after another 

to generate added value that achieves growth for client 

companies in each value chain. 

 Among our accomplishments to date that reflect this 

mission are: in clothing, the development of functional textile 

materials; in food, the provision of synthetic agrochemicals 

to increase food production and of food packaging 

materials; and in living, solar power generation and provision 

of related materials, as well as the improvement of vehicle 

fuel efficiency through the replacement of metal components 

with plastic components for automobile vehicle weight 

reduction. All of these accomplishments are the result of our 

efforts to provide solutions for our client companies as we 

work with them in their pursuit of new businesses and new 

products for further growth. 

Contributing to development by 
offering value that translates to growth 
for client companies and promoting 
circulation in industry

Opportunities
  Rising global demand for chemicals driven by structural changes 
in industry and economic growth in emerging countries

  Increasing trade volume of synthetic agrochemicals and non-
edible resources used for increasing yields and improving 
efficiency to address growing social and environmental issues 
in each country 

Risks
   Possible decrease in competitiveness or trade volume of some 
products due to tighter safety and environmental regulations in 
certain countries  

  Sluggish growth in trading of various chemicals due to a prolonged 
slump in the shale gas industry
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Review of Operations

  Performance was solid in plastic resin trading 
in China and Asia, and in the petroleum resin 
business in North America although the division 
was impacted by the drop in market prices for 
chemical products and plastic resin due to lower 
crude oil prices.

  Established a joint venture with a state-owned oil 
company in Papua New Guinea that will develop 
a methanol manufacturing business utilizing 
natural gas harvested in the country.
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Strengths That Drive Value Creation

 The Chemicals Division compares favorably to chemical 

divisions of competing trading companies in terms of 

scale, which is solely due to the extensive customer base 

that we have built by strengthening our value chains. 

Previously, Japanese businesses accounted for most 

of our client companies, but we now have dealings 

with customers around the world. With such a diverse 

customer base, we handle a wide variety of products and 

materials and have established value chains that extend 

from upstream to downstream sectors, which is another 

of our unique strengths.  

 Among our major advantages in specific businesses, 

the methanol business, which has a production base in 

Indonesia, is one of the largest operations in the industry, 

and the plastic resin business uses its global network for 

sales and procurement to handle volume of roughly 1 million 

tons per year. With strengths that include short lead time 

for supply to Asian regions and price competitiveness, the 

marine chemicals (industrial salt) business has a 20% share 

of the market for imports to Japan. Moreover, the petroleum 

resin business has established a solid presence in the U.S. 

market by building a value chain that stretches from 

production to sales. 

Operating Environment and Value 

Creation Strategy

 Factors such as the U.S. “shale revolution” and global 

turmoil will likely bring about big changes to worldwide 

industrial production and distribution structures, and to 

the map of major supply and demand regions. In this 

environment, the Chemicals Division aims to create value 

by identifying market changes as quickly as possible and 

investing aggressively in businesses while working to 

expanding global trade. 

 On the back of our efforts to date to establish a stable 

earnings foundation, we achieved strong growth in revenues 

for the year ended March 31, 2016, despite severe market 

adjustments. Although we had a certain degree of success 

and strengthened our operations, we must further leverage 

our growth potential. We want to achieve profit for the 

year of ¥10 billion as soon as possible, and then set our 

sights on establishing a global presence.

 Regionally, instead of focusing only on Japan and Asia 

as we have so far, we will work to capture growing demand 

in regions with a high concentration of automotive industry 

participants, such as India and Mexico, as well as to expand 

in China and North America.

Industry-leading customer base 
cultivated by strengthening value chains

Tsutomu Tanaka
Managing Executive Offi cer
COO,
Chemicals Division

We aim to expand clusters 
of revenue-generating 
businesses through trading 
and business investment.

Targeting early achievement of profit 
for the year of ¥10 billion by 
addressing changes in the operating 
environment

g 
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studying prospects for business investments to strengthen 

our value chain in North America. As a strategic move for 

the future, we have also set our sights on the medical 

sector in Asia. We have forged an alliance with a company 

that has expertise in hospital management, and plan to 

export Japanese-style medical services and hospital 

operation systems, among other initiatives.

Endeavoring to Boost Corporate Value

 In order for the Chemicals Division to build experience in 

trading that effectively addresses changes in the operating 

environment and promote value creation, it needs to fully 

understand client companies’ growth strategies and initiate 

joint projects with business partners. A distinctive feature of 

the chemicals industry is that connections forged among 

regions and among companies from a market perspective 

give rise to new products and markets. As such, we view 

human resource capabilities as the key to growth, and 

place particular emphasis on employee training. We are 

developing a full array of measures in this area, including a 

training program for managerial candidates that involves 

exchange with other industries, a curriculum for making 

investment and loan proposals to division COOs, and a 

basic training program for young employees covering 

business management and accounting principles. We are 

focusing on training nearly 400 local staff overseas who are 

responsible for maintaining relations with client companies 

and business partners around the world. These efforts are 

translating into concrete results, such as the creation of 

new businesses.

 In the Chemicals Division, each employee will continually 

take on new challenges by demonstrating leadership to 

achieve growth for client companies. Our businesses will 

expand and mature as a result. Underpinned by these efforts, 

we aim to increase corporate value for the Sojitz Group. 

 The key phrase describing our strategy in this area is 

“business clusters.” The Chemicals Division has five strong 

business clusters that embody Sojitz’s unique strengths 

and identity: the methanol business, petroleum resin 

business, plastic resin business, marine chemicals 

business and rare resource business. We are poised to 

enhance our value chains by coordinating investment 

that will expand these business clusters and bolster 

their revenue-generating potential. 

 All of our business investments so far are proceeding 

smoothly and showing results. In the marine chemicals 

business that we entered in India, investment to expand 

has been successful and industrial salt handling volume 

has risen steadily to 3.5 million tons per year. We have also 

started production and sales of bromine and sulfate of 

potash, despite some issues on the production side. In the 

barite production and sales business in Mexico, we have 

established a framework to produce 100,000 tons per year, 

and production is steadily growing. Although the fall of 

crude oil prices has impacted barite demand, we plan to 

reinforce our sales strategy by taking advantage of our 

proximity to the United States, a region of barite demand.  

 As a new initiative in the methanol business, we signed 

an initial agreement in October 2015 with a state-owned oil 

company in Papua New Guinea to establish a joint venture 

that will develop a methanol manufacturing business, 

utilizing natural gas harvested in the country. We aim to 

reach a final decision on this investment by 2017. In the 

plastic resin business, we are pursuing measures in regions 

of growing demand. For instance, we established a new 

branch in Mexico, where we expect to see expansion, and 

have dispatched personnel from Japan to assist operations. 

In Wuhan, China, we set up a second joint venture plant for 

plastic components for automobiles to boost production 

capacity by 50%. In the petroleum resin business, we are 

Leveraging our human resources to 
broaden value chains and create value

Global and Asian Demand for Methanol Global Demand for Salt
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Enhancing business clusters 
through aggressive investment 
that expands trading
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Building New Businesses by Leveraging Local Staff Overseas

Boosting Our Earnings Capabilities 
with Local Staff to Expand Global Trade

 Local staff overseas are essential for the Chemicals 
Division’s businesses abroad, for which trading is the main 
source of revenue. Previously, we hired local staff with 
Japanese language capabilities and had them serve primarily 
as interpreters in performing tasks, but in recent years, we 
are hiring people with product knowledge and business 
sense who can independently handle trading operations. 
 Of the division’s nearly 400 local staff overseas, around 
75% are in Asia, including China, to support our businesses 
there. Moreover, we are the first Sojitz division to proactively 
promote local staff to general manager positions. In the 
year ending March 31, 2017, one local staff member has 
been promoted, bringing to five the number of local 
employees in general manager positions in the Chemicals 
Division’s overseas operations. We also reassign local 
staff to other regions. For example, we transfer local staff 
from South Korea or India to Singapore, and from China 
to the United States. This promotes further growth by 
boosting their motivation and helping them build experience 
working abroad.
 From 2014, we started putting together taskforce teams 
consisting of local staff in China and other parts of Asia. The 
teams are formed based on product category, such as liquid 
chemicals or packaging materials, and develop cross-
regional projects. This strategy began showing results in just 
six months. Specifically, the initiative led to an increase in 
our trading volume of Chinese-made resins within China, the 
start of Chinese-made methanol trading, and the start of 
trading of Chinese-made liquid chemicals and resins in 
other Asian markets. The participation of local employees in 
China has helped us to get closer to customers. These 
efforts along a wide-reaching value chain from raw materials 
to end products have driven revenue expansion for us in 
China, despite the current recessionary phase.

 By strengthening the capabilities of Sojitz’s local 
employees overseas, we aim to boost our earnings capacity 
in each locale and expand trading in local markets by 
leveraging the unique talents of our local staff.

Su Kui Sheng
General Manager,
Chemicals Department 
Sojitz Asia Pte., Ltd.

 Since 1998, I have been responsible for a wide range 
of chemical-related products as an overseas local staff 
member. I became a general manager three years ago 
and now manage a team of 13 employees in Singapore. 
I also have a track record as the Asian regional team 
leader of the Asia-China taskforce for packaging 
materials. My team has built up, from scratch, a business 
that now handles 15,000 tons of Chinese-made resin 
for customers in Myanmar and Indonesia, and we are 
striving to expand sales further. While making the most 
of our functions in each region to secure manufacturers 
in China, cultivate new clients in Myanmar and offer 
financing functions in Singapore, the deployment of 
taskforce teams has enabled us to advance efficiently 
over a wide area and achieve results. For the Sojitz 
Group to grow, we need to aggressively expand 
transactions with non-Japanese companies in overseas 
markets. The key to achieving this is the strength of our 
local staff overseas. Going forward, we will form even 
more capable teams to ensure our success. 

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Sojitz Pla-Net Corporation (Trading and sales of plastic resin materials and products/Subsidiary) (100.0%)
  Pla Matels Corporation (Trading and sales of plastic resin materials and products/Subsidiary) (46.6%)
  Sojitz Cosmetics Corporation (Development, product planning and sales of cosmetics/Subsidiary) (100.0%)
  PT. Kaltim Methanol Industri (Manufacture and sale of methanol/Subsidiary) (85.0%)

Consolidated subsidiaries: 30       Equity-method associates: 15



Foods & Agriculture Business Division

Yoshiaki Ichimura
Executive Offi cer

COO, 
Foods & Agriculture Business Division

We are contributing to providing 
safe and reliable food products and 

foodstuffs by making the most of
 the networks we have built, 

centered on Asia.

Review of Operations

  The fertilizer business was impacted by drought 
and other unseasonable weather, but maintained 
market share and contributed to a stable 
earnings foundation.

  Expanded vegetable cultivation, tuna farming and 
tuna processing businesses to secure a stable 
supply of safe and reliable food resources.
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Enriching Life 
with Quality Food
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Business Overview and Vision

 The Food & Agriculture Business Division’s first priority is 

to deliver safe and reliable food products and foodstuffs. In 

Asia, in particular, where food demand is expanding and 

diets are diversifying, we aim to play a part in food supply, 

and to boost the standard of living by helping to expand 

agricultural production, transfer production technologies and 

improve the local dietary culture.

 A unique characteristic of this division is that it has 

prime assets at key points in the food value chain, from 

upstream segments such as fertilizer production, agriculture, 

feed production and aquaculture, to midstream and 

downstream segments such as grain collection, food 

ingredients and food manufacturing. As such, we now 

have 24 operating companies in Asia. Among our major 

businesses, we have compound chemical fertilizer 

production and sales businesses in the ASEAN region 

and participate in an agriculture, grain collection and 

terminal business in Brazil, which is selling grain to China 

and via port facilities that we own in Vietnam.

Strengths That Drive Value Creation

 In this division, we have built a strong, stable network of 

operating companies firmly rooted in Southeast Asia.

 Among them, our compound chemical fertilizer production 

and sales business holds the top market share in Thailand, 

Vietnam and the Philippines. The Sojitz Group’s overall 

production capacity of 1.8 million tons is one of the largest 

in the ASEAN region. The brand strength of each Group 

company is outstanding. Besides the high quality of our 

products, we attribute our position to our introduction of 

training programs for local farmers to educate them about 

fertilizers with respect to agricultural product type, when to 

fertilize and usage amounts, which we believe has effectively 

contributed to expanding production and revenues. 

Moreover, in Vietnam, Interflour Vietnam Limited (IFV), in 

which Sojitz has an investment stake, owns the largest 

special-purpose grain port in the ASEAN region and is also 

engaged in the import of food and feed as well as the flour 

milling business. This business also undertakes port 

infrastructure improvement and expansion projects, and 

has constructed grain silos and warehouses. As such, it 

has a strong reputation for supporting the country’s trade 

and distribution. 

Operating Environment and Value 

Creation Strategy

 In Southeast Asia, business opportunities for Sojitz 

are expanding further due to growth of the food market, 

increasing attention to food safety and reliability and 

rising demand for higher quality food. At the same time, 

however, the food-related businesses are exposed to the 

risks of weather fluctuations and government regulations 

in each country.

 This division plans to establish a more stable earnings 

foundation for expanding revenue-generating businesses. 

To realize our target, we will continue to invest aggressively 

in order to improve existing businesses and create new 

businesses. In the year ended March 31, 2016, our profit 

for the year rose substantially year on year to ¥5 billion. 

However, we would like to become a division that can 

achieve ¥10 billion in the future. To do so, we will strive 

to boost revenues over the medium to long term by 

developing our core fertilizer business in neighboring 

countries, and in the grain and wheat business we will 

expand regionally and strengthen the value chain by 

acquiring new assets. As for marine product businesses, 

while making the most of the existing tuna farming and 

processing operations, we will endeavor to create new 

processing and sales businesses to capture growing 

demand in advanced countries that is being fueled by greater 

health consciousness.

Contributing to raising the standard of 
living by supplying safe and reliable 
food products and foodstuffs

Strong network of interlinked 
businesses in Asia

Opportunities
  Increase in agricultural production is boosting volume of 
agricultural materials (fertilizers, etc.) and crops (grains, etc.) 
handled 

 Growth of food needs in Asia due to dietary diversification

 Stronger attention to food safety and reliability 

Risks
  Risk of price fluctuations and increased transportation cost 
burdens in the event of supply-demand imbalance due to factors 
including climate change or oversupply

  Pressure on margins due to changes in government policies, 
tightening of regulations and other factors 0

2.0

6.0

8.0

4.0

0

1.0

2.0

4.0

3.0

(Billions of yen) (％)

15 16
(Years ended March 31)

17 (forecast)

2.4

5.0

1.5

3.4

5.0

Profit for the year (attributable to owners of the Company) (left scale) ROA (right scale)

Profit for the Year (Attributable to Owners of the 
Company) and ROA



Sojitz Corporation     Integrated Report 201688

 In Brazil, meanwhile, the grain collection and terminal 

business and intermediary grain trading are facing difficult 

circumstances due to the local economic climate and other 

factors. But the business model of supplying grain from 

Brazil to the ASEAN region and the rest of Asia, including 

China, is very promising. We will look into measures to 

stabilize the business as soon as possible. 

Future Initiatives

 We believe this division’s strength ultimately comes from 

its human resources. We nurture our personnel as managers 

of operating companies with ample understanding of ASEAN 

and other local cultures. Turning out such personnel in great 

numbers should contribute directly to our value creation 

efforts. Also, we encompass a large number of operating 

companies, so we believe we offer an excellent environment 

for nurturing personnel. The experience gained by staying in 

each place to understand local conditions and take part in 

managing local businesses is immeasurable. Going forward, 

while looking toward new business opportunities, we will 

build a more effective job rotation structure that includes 

young employees as well as middle management. By 

providing opportunities to experience business management 

in various regions and stages, and by accelerating training, 

we aim to earn the trust of our stakeholders.

Core Business: Fertilizer Business

 In fertilizer, we are striving to both improve our existing 

businesses and move into new regions. For existing 

businesses, we are strengthening marketing activities and 

boosting production capacity, and will continue to make 

capital investments and factory improvements to increase 

supply capacity and exports to surrounding countries.  

 We are also looking to expand business in the new 

regional markets of Southeast Asia, including Myanmar, 

Indonesia and other countries. Currently, we are exporting 

fertilizer from Thailand to Myanmar. However, in the face of 

expectations for growth in demand in Myanmar, we plan to 

establish a compound chemical fertilizer production 

business in this country as well. We also expect fertilizer 

demand to increase in Indonesia, which is a large market, 

so we are conducting market research toward the launch 

of sales and production businesses.

Core Business: Grain Business

 In Vietnam, which represents the core of the division’s 

grain business, we plan to expand the functions of IFV’s 

port facilities and participate in port and warehousing 

businesses in the northern regions of the country. Our aim 

is to thoroughly meet distribution needs in the ASEAN 

region while expanding sales opportunities for wheat, feed, 

soybeans, soy meal, corn and other products. Furthermore, 

in the flour milling business, in addition to advancing into 

Southeast Asia by setting up milling facilities, we are also 

considering investing in downstream businesses such as 

secondary processing and the bakery business by leveraging 

Japan’s product quality technologies. 

Developments in the new markets of 
Myanmar and Indonesia 

Creating a value chain that connects 
evolving businesses in Asia with 
Central and South America 

Expand opportunities to manage 
operating companies, accelerate 
training of personnel

Fertilizer Demand in Southeast Asia
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My Vegetable Corporation

Securing Safe and Reliable Food

Initiatives to Ensure a Stable Supply of 
Food with Our Proprietary Farming and 
Cultivation Technologies

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Atlas Fertilizer Corporation (Manufacture and sale of chemical fertilizers, sale of imported fertilizer products/Subsidiary) (100.0%)
  Japan Vietnam Fertilizer Company (Manufacture and sale of compound chemical fertilizers/Subsidiary) (75.0%)
  Sojitz Tuna Farm Takashima Co., Ltd. (Tuna farming/Subsidiary) (100.0%)
  My Vegetable Corporation (Cultivation and sale of fresh vegetables and fruit/Subsidiary) (100.0%)
  Interflour Vietnam Ltd. (Flour milling and port silo operations/Equity-method associate) (20.0%)

Consolidated subsidiaries: 15       Equity-method associates: 10

Tuna Farming Business  
(Sojitz Tuna Farm Takashima Co., Ltd.)
 The Foods & Agricultural Business Division has set up a 
framework for in-house production and sales in order to 
directly ensure food safety and reliability – a concept at the 
core of this division’s operations. One example is our fish 
farming business for Pacific Bluefin tuna at Takashima, 
Nagasaki Prefecture. In our operations for importing frozen 
tuna, we sensed a crisis situation in the face of commercial 
fishing restrictions and a drop in supply due to a decrease 
in wild Pacific Bluefin tuna resources. However, we had 
accumulated experience regarding tuna, so we took this 
as an opportunity to enter the fish farming business by 
establishing Sojitz Tuna Farm Takashima in September 2008. 
We began by placing juvenile Bluefin tuna in fish preserves 
and raised them for over three years until they each weighed 
50 kilograms or more before shipping them out. 
 Restrictions have been placed on catch quantities to 
preserve natural resources, partly in response to recent 
concerns about overfishing resulting from increasing global 

demand for tuna. We plan to 
expand our tuna farming business 
and pursue joint research in 
artificial hatching with Kinki 
University to supplement the 
population of wild-caught 
juveniles. Through these efforts, 
we are working to provide a 
stable supply of safe, reliable and 
delicious tuna by safeguarding 
natural resources.  

Cultivation and Sale of Fresh Vegetables  
(My Vegetable Corporation)

 Another of our 
endeavors is the 
cultivation and sale of 
fresh vegetables in 
Chiba City, Chiba 
Prefecture. We 
currently have two 
farms (total acreage of 
1 hectare) where we 
are growing radish, 

coriander and other vegetables. What makes our operation 
unique is that we use a technique employing raised beds 
filled with clean sand instead of soil. As the use of water 
and fertilizers is limited as much as possible, not only are 
the vegetables more robust and stay fresh longer, but the 
reduction in fertilizer runoff and substantial reduction in 
the amount of agrochemicals used have realized an 
environmentally friendly agriculture business. Also, when 
we expanded the operation with a second farm, we improved 
the cultivation technique, which significantly enhanced 
efficiency in ways such as shortening the time required for 
shipping out coriander by around 10 days. Going forward, we 
aim to build a structure for the steady supply of fresh 
vegetables of consistent quality throughout the year. We 
will boost productivity by standardizing workflow for low load 
operations, and expand cultivation to a total of 20 hectares in 
suburban areas nationwide. We will also maintain a schedule 
for growing seasonal fresh vegetables in succession.
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Lifestyle Commodities & 
Materials Division

Proposing New Value for

Changing Lifestyles

Business Overview and Vision

 The Lifestyle Commodities & Materials Division conducts 

business in a wide range of areas, from forest resources 

and textiles to general commodities, with a focus on two of 

the three basic needs: clothing and shelter. We are building 

a foundation for supplying consumer goods and industrial 

materials to meet the diversifying needs of today’s lifestyles. 

 In the lumber business, which mainly handles plywood, 

lumber and building materials, we have established a 

solid base of customers in the building materials market 

as the industry’s leading seller of plywood in Japan. 

Engaged in a wide variety of 
businesses that address diversifying 
lifestyle needs in clothing and shelter

Opportunities
  Expanding markets for packaging materials, papermaking 
materials and textile products in China and the ASEAN region, as 
economic growth fuels the growth of the middle class 

  Increasing demand for Japanese technologies in China and the 
ASEAN region to boost productivity of factories facing labor 
shortages and rising labor costs 

  Growth in handling products that address increasing 
environmental consciousness and growth in new investment 
opportunities with an eye toward enhancing added value of 
products. In particular, new business opportunities include 
growth in handling of wood products made from plantation 
timber, more efficient use of forest resources, and manufacturing 
of biomass fuel, which contributes to reducing CO2 emissions. 

Risks
   Possibility of pressure on profitability due to changes in 
government policies and legal systems and increases in wages, 
mainly in emerging countries 

   Possibility of pressure on revenue from trading due to sudden 
fluctuations in exchange rates

   Increasing social (human rights) and environmental risks in 
producing countries 

Review of Operations

  Textile sales and the apparel OEM business grew.

  Earnings in the consumer goods business were 
as planned.

  The woodchip and plywood importing businesses 
were impacted by tougher competition with 
products from other regions and cost increases 
arising from depreciation of the yen. 
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Tadahiro Kinoshita
COO,
Lifestyle Commodities & Materials Division 

We contribute to the global 
environment and the international 
community through businesses closely 
connected to two basic needs: 
clothing and shelter.

In lumber-related businesses such as forest products, we 

are working to create a forward-thinking environmentally 

conscious business model. While announcing a clear policy 

on procurement, we are conducting environmental surveys 

of our suppliers, among other measures. In textiles, we 

support production at leading domestic specialty retailers 

in the apparel OEM business and help companies expand 

production bases and secure procurement sources in 

the ASEAN region, especially Indonesia. In the general 

commodities business segment, we have been a business 

partner of Nike, Inc. since its inauguration in 1972, 

providing trade financing and distribution settlement 

services that support Nike’s global operations, centered 

on emerging countries.

 We can find business opportunities by helping to solve 

problems around the world, with a focus on sectors that 

enrich people’s lifestyles and reduce environmental burden. 

While targeting medium-to-long-term growth, we would also 

like to increase our contribution to the global environment 

and the international community. 

 One example is the afforestation and woodchip 

production for papermaking business that Sojitz has long 

conducted in Vietnam, where we have a strong presence. 

This business supports local afforestation activities, and 

has helped to raise the standard of living for local farmers, 

including ethnic minorities, through job creation.  

Strengths That Drive Value Creation

 The Lifestyle Commodities & Materials Division has 

extensive knowledge regarding its customers, business 

bases, products and industry as a result of its many years 

of business dealings. We have established a stable 

earnings foundation as a leader in the domestic markets for 

forest products, imported plywood, woodchips for 

papermaking, production controls for OEM apparel 

manufacturing and textile sales. 

 Moreover, we have won strong trust in each region by 

promoting businesses that contribute to local regions, such 

as the abovementioned afforestation and woodchip 

production for papermaking in Vietnam. As a result, we 

have established regional advantages centered on Asia. 

Operating Environment and Value 

Creation Strategy

 Division profits for the year ended March 31, 2016 

increased year on year due to steady growth of textiles and 

Aiming to achieve medium-to-long-
term growth with businesses that 
enrich lifestyles and contribute to the 
global environment 

Leading market share in domestic 
lumber-related and textiles businesses

Revamping the business portfolio to 
ensure further growth prospects
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Textile mill in Arao City, Kumamoto Prefecture (Daiichibo Co., Ltd.)

types of production lines and introducing robots to address 

human rights issues and augment the work force at 

garment factories in China and elsewhere. We are aiming 

to stand out among our industry peers in our efforts to 

increase production efficiency and improve working 

conditions. 

Human Resource Strategy

 The division aims to nurture personnel who have the 

creativity to formulate new business models, the executive 

abilities to give those models tangible form, and the 

capability to manage the operating companies they have 

created. These human resources will enable us to pursue 

operations in keeping with the problem-solving business 

model that we have set our sights on and thus achieve 

sizable and rapid growth. 

 To this end, in addition to giving employees thorough 

experience in managing operating companies in Japan and 

overseas, we will continue to implement measures for 

in-house staff and independent contractors, including 

training programs for structuring projects. In many cases, 

our attachment to and passion for the industry are the 

driving forces behind a project’s success. We thus intend to 

nurture personnel who can analyze the entire market from a 

broad perspective while maintaining strong passion for a 

product or service. Also, we believe that establishing a flat 

organizational structure that encourages active discussion 

among division employees and enables them to work 

enthusiastically toward their dreams will unleash the power 

of our people and achieve sustainable revenue growth.

other businesses. However, because some businesses in 

our portfolio are easily impacted by market prices, in order 

to achieve strong growth going forward, we intend to 

quickly expand the scale of our operations. To do this, we 

will strengthen the textiles and general commodities 

businesses, which generate stable earnings, and consider 

investing in sectors where we expect market growth, 

thereby making our business portfolio stronger.  

 Specifically, we are considering a packaging materials 

business, including corrugated cardboard base paper 

manufacturing, materials processing and bag making, with a 

focus on the ASEAN region, where growth is expected. 

Despite severe market conditions in the papermaking industry, 

demand for packaging materials is increasing on the back of 

brisk distribution of goods in the ASEAN region and elsewhere. 

We aim to tap into this growth by leveraging our knowledge 

in the forest products business. In addition, in the footwear 

and luggage sectors, we are considering the startup of a 

fabless manufacturer to link manufacturing and retailing, 

and a move into the growth markets of pet products and 

baby and children’s merchandise. Meanwhile, for sectors 

where expansion seems unlikely, we will establish trading 

and new businesses in related and peripheral sectors while 

keeping a close eye on growth prospects. If we deem growth 

to be difficult, we will rationalize or scale down such operations. 

 Our key concept in conducting our businesses is 

“environmental consciousness.” Building on the afforestation 

business that Sojitz is conducting in Vietnam, we will focus 

on capturing new business opportunities by expanding into 

businesses related to biomass, which contributes to the 

reduction of CO2 emissions, and on increasing our handling 

of products that respond to rising environmental awareness 

– for example, wood products made from plantation timber.  

 In the textiles business, we have started developing new 

Developing businesses that consider 
natural and social environments from 
a medium-to-long-term viewpoint

Achieving sizable and rapid growth by 
nurturing creative personnel with 
executive abilities who can manage 
businesses

Wood studs handled by Sojitz Building Materials Corporation
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Operating Businesses That Address Environmental Issues and Contribute to Society

Leveraging Our Capabilities for 
Procuring Sustainable Forest Products

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Sojitz Building Materials Corporation (General trading and sale of construction materials/Subsidiary) (100.0%)
  Daiichibo Co., Ltd. (Manufacture and sale of textile products, storage and distribution, shopping center management/Subsidiary) (100.0%)
  Sojitz Fashion Co., Ltd. (Printing of cotton and synthetic textiles, processing and wholesale of non-patterned and dyed fabrics/Subsidiary) (100.0%)
  JALUX Inc. (Logistics and other services in the airline, airport terminal, lifestyle and customer service fields/Equity-method associate) (22.3%)

Consolidated subsidiaries: 17       Equity-method associates: 9

Initiatives to Date
Creation of capabilities for procuring 
sustainable forest products
 “We seek cooperation in afforestation and job creation.”
The Vietnamese government made this request to Sojitz 
(then Nissho Iwai) at a conference in 1987. In response, 
we established Vietnam Japan Chip Corporation Ltd. 
(VIJACHIP). As a result of war and traditional slash-and-burn 
agriculture, Vietnam’s forested land area accounted for only 
29% of the country’s total area in 1990 (compared to 43% in 
1943). The Vietnamese government saw the need to restore 
forested land as a national issue. We worked to build a 
business model that encouraged farmers to become 
independent tree plantation operators. VIJACHIP provides 
seedlings free of charge to farmers and guarantees the 
purchase of the mature trees at market prices. This 
transformed lumber from a mere source of fuel for slash-
and-burn agriculture to a crop expected to generate steady 
revenue. By the end of 2015, VIJACHIP had distributed 
roughly 45 million seedlings free of charge. It has been over 
20 years since we started this business, and through 
cooperative efforts with many different groups of 
stakeholders – local governments, forestry companies, tree 
plantation operators, employees and others – we have 
established tree plantations covering an aggregate 46,000 
hectares and have created jobs for roughly 500,000 people 
as of December 31, 2015. We believe this business has 
contributed in a variety of ways, including environmentally 
(acacia tree planting has helped restore soil fertility and 
prevent landslides), economically (creating jobs), and socially 
(improving living standards for ethnic minorities). 
 Moreover, most of our businesses in the Forest Products 
Department, including core operating companies Sojitz 
Building Materials Corporation and Sojitz Yoshimoto Ringyo 
Corporation, are positioned in the upstream area of lumber 

distribution. As they bear a proportionate share of the social 
responsibility and the scope of the environmental impact 
of their activities, we established a lumber procurement 
policy in 2015 to give attention not just to legality but also 
to the environment and society in procurement. In this way, 
we are doing our utmost to contribute to society through our 
CSR activities.

Future Initiatives
Developing businesses that address 
environmental issues and contribute to society
 The Lifestyle Commodities & Materials Division has 
created capabilities for procurement of sustainable forest 
products by giving consideration to society and the 
environment through procurement and afforestation activities. 
We aim to launch new businesses by making the most of 
this strength. One of those is the biomass electric power 
generation business and related operations. As Japan’s 
policy for the configuration of power supply in the future 
suggests the country will most likely continue to use thermal 
power generation, expectations and interest in wood-based 
biomass fuel are increasing. We are considering entering the 
business for manufacturing fuel for biomass thermal power 
generation by downcycling wood materials sourced in Japan 
and from overseas markets, as well as the business for 
biomass-fired or biomass co-combustion thermal power 
generation. These businesses would leverage Sojitz’s forest 
product procurement capabilities to meet the expectations 
of society.
 Furthermore, while continuing to increase the sales of 
solar power generation equipment at Sojitz Building 
Materials Corporation, which began in 2013, we are also 
studying new business prospects such as solar powered 
agriculture production.
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Retail Division

Business Overview and Vision

 The Retail Division engages in the retail and logistics 

businesses, primarily in Japan and Asia, with the aim 

of developing local infrastructure that supports daily life 

in each region. We are engaged in a wide variety of 

businesses, including food products and consumer goods, 

industrial parks, real estate, commercial facilities and 

fashion brands. In all of these sectors, we are striving to 

create function-oriented businesses instead of product-

oriented businesses by quickly grasping the continually 

changing needs of consumers. 

 In Asia, against the backdrop of the rapid rise in living 

standards as well as structural changes in consumption 

and industry, we are contributing to the expansion and 

modernization of retail distribution networks for food 

products and consumer goods, and also to industrial 

development and job creation through the development of 

industrial parks and surrounding infrastructure. The Sojitz 

Group is endeavoring to build an Asian retail platform by 

connecting Asia with Japanese aspects such as technology 

and expertise in safety assurance as represented by Japan’s 

sanitation and logistics management, and also by its food 

culture. These efforts are contributing to the establishment 

of logistics infrastructure in Asia and to regional revitalization 

in Japan, thus promoting the flow of both people and goods. 

Aiming to contribute to raising the 
standard of living by building retail 
platforms in regions around the world 

Opportunities
  Diversification and expansion of internal demand for consumer 
goods in Asia

  More opportunities to introduce Japanese content due to 
increasing tourist and business traffic to Japan

  Growing opportunities for industrial park development and 
operation support services as Japanese manufacturers set up new 
bases in Asia 

  Increasing business opportunities due to special demand ahead 
of the Tokyo Olympics and upswing in Japan’s real estate market 

Risks
  Risks associated with revisions to legal and other systems in Asian 
countries, and fluctuations in economies and exchange rates

  Higher costs due to tightening of quality control regulations in 
response to heightened attention to food safety in Asia
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Review of Operations

  Delivery of lots at industrial parks in Indonesia 
and Vietnam was steady.

  Function-oriented commercial facility businesses 
and real estate-related businesses in Japan 
contributed to revenues.

  To expand retail-related businesses offering a high 
level of satisfaction for customers in Asia, we 
started the convenience store business in 
Vietnam and the cold chain business in Myanmar, 
and are supporting development of the Japan 
Food Town project in Singapore. 

Strive to Create

Function-Oriented Businesses
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Image of completed Deltamas City, Indonesia (urban infrastructure development)

 In addition, we are working to offer better housing 

options in Japan through new real estate development 

and promoting securitization of existing properties, and 

are also helping to energize local economies by operating 

commercial facilities and through other means.

Strengths That Drive Value Creation

 Our retail platform that ties Japan with Asia derives its 

strength from the networks and customer base that Sojitz 

has built over many years throughout Asia. Sojitz has 

forged relationships of trust beginning in Vietnam, with 

which it has had dealings since 1986 – the time of the Doi 

Moi policy. Our personal connections in the political world 

and networks of business partners in each country are 

tremendous advantages that have improved the quality 

and quantity of information available to us and greatly 

accelerated business promotion. Moreover, as we are also 

acquainted with each country’s domestic demand, 

conditions affecting industry and distribution companies, 

the labor situation and other factors, we play an important 

role in building value chains in Asia and offering solutions to 

Japanese companies establishing bases there.  

Operating Environment and Value Creation Strategy 

 In view of factors such as the economic slowdown in 

China and rising interest rates in the United States, there 

are currently some concerns about slowing growth in Asia, 

centered on the ASEAN region. However, we anticipate 

firm growth in the region’s overall population, centered on 

the working-age population of 15 and older. Consequently, 

we expect brisk consumption and strong economic growth 

to outstrip population growth. We therefore view Asia as an 

attractive region from two perspectives: as a consumer 

market and as a production base.

 Under these conditions, the Retail Division’s basic 

strategy for value creation is to quickly read changing 

needs in Asia and construct wide-reaching and strong 

value chains in cooperation with its excellent partners to 

establish a retail platform. 

 Under Medium-term Management Plan 2017, we are 

pursuing initiatives that embody this strategy. Focusing 

our attention on growth in demand for food products in 

consumer markets, we are accelerating the development of 

food and retail-related operations in step with advancements 

in each Asian country. In Vietnam, where we have regional 

advantages in these industries, our food wholesale 

subsidiary Huong Thuy Manufacture Service Trading 

Corporation aims to capture the number-one position by 

enhancing its logistics infrastructure to accommodate 

market growth and by strengthening its merchandising 

capabilities, among other measures. In 2015, we 

partnered with Ministop Co., Ltd. in the convenience store 

business. In addition to expanding the store network, in 

2016 we constructed and began operating a factory for 

producing precooked dishes as an initiative in the upstream 

food product manufacturing business. In Myanmar, we 

have partnered with the City Mart Group, the leading retail 

logistics group in the country, to operate a wholesale and 

logistics business that employs a three-temperature 

logistics system. In Cambodia, we formed a business tie-

up with the Goodhill Group, which has a nationwide 

wholesale network. Our aim here is to jointly develop a 

wholesale business centered on frozen, refrigerated and 

commercial-use food products to meet growing market 

demand in these sectors, strengthen the cold supply chain 

Long-established influential connections 
and networks in Asia help boost value

Yasushi Nishimura
Executive Offi cer
COO,
Retail Division

We aim to contribute to raising the 
standard of living through the 
development of function-oriented 
businesses.

Quickly reading changing needs in 
Asia and constructing wide-reaching 
value chains 

Creating value in Asia as a 
consumer market
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Wholesale and distribution business in Myanmar 

(Premium Sojitz Logistics Co., Ltd.)

creating new businesses, however, there is still room for 

improvement. For the year ending March 31, 2018, the final 

year of Medium-term Management Plan 2017, we aim to 

have in place an earnings foundation that can generate stable 

profit for the year of ¥5 billion, excluding one-time factors.

 Stable earnings sources are now taking shape, such as 

the industrial park business and retail franchise operations. 

Sources of funds to take on greater challenges have also 

increased, so we intend to focus on creating new businesses 

to build an overall business portfolio with a high level of 

stability and growth potential. When developing new 

businesses, risk management is important, but equally 

essential is a sense of urgency to swiftly capture a market 

without vacillating, so we are diligently moving forward with 

our initiatives, placing emphasis on information sharing 

and communication. 

 The Retail Division’s networks in each region of Asia are 

the strength that drives its value creation. However, we 

believe that these networks are entirely the result of the 

unique capabilities of our employees, in which we have 

fostered a spirit of challenge. As the division closest to 

consumers, we can easily grasp their needs, and serving 

as a hub, we are strengthening coordination with other 

Sojitz divisions to create businesses that generate synergy. 

We thus contribute greatly to increasing Sojitz’s corporate 

value. Looking ahead, we intend to build on these strengths 

and unique features by nurturing our employees to become 

a group of high-performance businesses known for its 

trustworthiness and high aspirations. That is how we will 

accelerate value creation.

and establish operations for the food service industry 

wholesale business.

 We are also pursuing business development in direct 

marketing. In April 2016, we established a capital and 

business tie-up with Tri-Stage inc. to enhance our functions 

in the ASEAN region through a TV shopping channel business, 

as well as to enter omnichannel retailing, which combines 

brick-and-mortar stores with TV and online sales.

 Our efforts in the area of production bases are focused 

on the industrial park business in Vietnam and Indonesia 

because demand from Japanese and Taiwanese companies 

making inroads into the ASEAN region remains strong. In 

the industrial park business, we not only develop, sell and 

manage industrial parks, but also provide electricity, water, 

sewage, logistics and other infrastructure, as well as rental 

plants. In addition, we provide services such as support for 

launching local operations. These initiatives are collectively 

translating into a stable and long-term source of earnings. 

Going forward, by including fuel and raw material supply, 

and merchandise handling, we aim to widen our business 

range and expand regionally as an operation that serves as 

the starting point for diverse transactions with companies 

that have moved into local markets.

Future Initiatives

 Division results for the year ended March 31, 2016 

increased year on year due in part to smooth progress in 

the industrial park business. In terms of the speed of 

Having secured stable earnings 
sources, we will focus on creating  
new businesses and accelerating 
value creation

Creating value in Asia as a 
production base
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Commercial Facilities Business

From Development to Operation, 
from Japan to Asia, and from Brick-
and-Mortar to Virtual Stores 

Transformation of the Business Format
 The commercial facilities business is a relatively new 
operation that we started in 1997. Initially, our business 
followed the format of a real estate developer. We 
acquired and developed properties on our own, mainly in 
the suburbs of metropolitan Tokyo, and built the facilities 
while soliciting and selecting tenants. Once the facilities 
opened, we would sell them off as early as possible. 
Competition subsequently intensified due to saturation and 
polarization of the commercial facilities industry. The source 
of value in commercial facilities shifted from development 
capabilities to meticulous operation capabilities – in other 
words, from quantitative to qualitative needs. At Sojitz, we 
have likewise worked to enhance value for our Mallage 
brand shopping centers since the second half of 2010. After 
boosting value, we have sold off most of the facilities we 
owned. However, a majority of new owners still retain our 
services for operating those facilities due to their high 
regard for our competence in facilities management and 
value enhancement.
 From 2013, we began the advisory & operation business 
to provide commercial facility owners and tenant businesses 
with a platform of comprehensive functions related to 
commercial facility management, an area where we have 
accumulated expertise through our value enhancement 
activities for facilities. By implementing various measures at 
the community-oriented commercial facilities that we have 
been entrusted to operate, we contribute to the revitalization 
of those communities through the renewal of those facilities.  

 Another example of a new business format is our 
involvement in the Japan Food Town project in Singapore. 
In this business, private sector companies including Sojitz, 
together with the Japanese public-private Cool Japan Fund 
and others, are helping a number of small and medium-sized 
Japanese food service companies set up operations in the 
Isetan Wisma Atria department store in Singapore. Japan 
Food Town is a food court of Japanese eateries offering the 
genuine taste of Japanese cuisine abroad. Sojitz has been 
involved in managing the project from the beginning and 
assumed operation of the facility after its opening in July 2016. 

Future Prospects 
 Going forward, we plan to reshape our strategies to 
focus on customer experience, shifting away from tangible 
elements. Instead of facilities for simply shopping and 
dining, we will thus seek to offer venues where people 
can get together, relax, learn, try new things and enjoy 
themselves. By further improving on Sojitz’s unique 
functions through this customer-oriented approach, we will 
strive for continuous growth in the commercial development 
business. Furthermore, we do not only manage brick-and-
mortar stores, but also pursue development of business in 
omnichannel retailing through tie-ups with TV shopping 
channels, online sales companies and other virtual stores. 

Significant Subsidiaries and Associates (Equity ownership) (As of March 31, 2016)
  Sojitz Foods Corporation (Sale of sugar, saccharified products, dairy products, agricultural and livestock products, processed foods and other foodstuffs/ 
Subsidiary) (100.0%)

  Sojitz Infinity Inc. (Design, manufacture and sale of apparel for men, women and children/Subsidiary) (100.0%)
   Sojitz General Merchandise Corporation (Import, export and sale of goods and materials/Subsidiary) (100.0%)
  Sojitz New Urban Development Corporation (Development and sale of condominiums, real estate brokering, development and operation of rental condominiums, 
and sale of housing products/Subsidiary) (100.0%)

  Sojitz REIT Advisors K.K. (Management of investment corporations/Subsidiary) (67.0%)
  PT. Puradelta Lestari. Tbk (Comprehensive urban infrastructure development, including industrial park in Indonesia/Equity-method associate) (22.5%)

Consolidated subsidiaries: 18       Equity-method associates: 7




