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Presentation 

 

Shirai: Thank you for attending the financial results briefing of TOYOKOH Inc., for the fiscal year ending March 
31, 2025. Today's presenter is our Representative Director, Mr. Toyosawa. Thank you. My name is Shirai, and 
I am the CFO. Thank you. 

We will be available for questions at any time during today's seminar. You can send your question from the 
"questions" tab on the bottom left of the screen. We will answer all questions and answers at the end of the 
seminar, so we would appreciate your input at any time before the end of the seminar. 

Let us start the explanation now. Thank you. 

 

Toyosawa: I will now present the financial results and company presentation for the fiscal year ending March 
31, 2025. Today's agenda is as follows. 

Our company is engaged in two environmentally friendly businesses. The first is SOSEI, a business that coats 
factory roofs with three layers of special resin. The second is a project called CoolLaser, which uses lasers to 
remove rust and paint from aging columns. 

Our head office is located in Fuji City, and the development and manufacturing base for CoolLaser is located 
in Hamamatsu City, also in Shizuoka Prefecture. 

Sales are shown in the graph below. I will explain the details later, and for the fiscal year ended March 31, 
2025, net sales exceeded JPY2 billion, surpassing the level of the fiscal year ended March 31, 2024. 
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In 2006, we started the SOSEI business, and on the other hand, we developed and started the CoolLaser 
business in 2008. I was a student at the Graduate University for the Creation of New Photonics Industries, 
which was founded by Hamamatsu Photonics, a leading photonics company in Hamamatsu, for six years when 
this project was conceived, where I developed the initial CoolLaser product and obtained the basic patent. 

Later, in order to establish a new business style of outdoor laser construction using this laser, we separated 
the corporation and established a general incorporated association, the Laser Construction Research 
Association. We are engaged in the business of granting safety handling and licenses here. Since then, the 
company has grown along with the completion of the equipment. 
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These are the management members. We are developing with members who are well versed in optics, 
construction, and startup management. 

 

As for the SOSEI business, our model is mainly to perform construction work and generate revenue by 
performing services. The CoolLaser business, on the other hand, is a model that generates revenue mainly 
from equipment sales. After selling the equipment, we will also seek recurring revenue from consumables, 
maintenance, and other services. 
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The SOSEI project is mainly to address the needs of the aging slate roofs of factories scattered along the Pacific 
Belt. The factories had a need to extend the life of their damaged roofs without stopping operations. Our 
company has developed and is promoting a technology that involves coating fragile slate roofs with a special 
three-layer resin. 

The first and second layers are made of a special resin that cures instantly and quickly to provide a sturdy and 
strong finish. 
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In recent years, in addition to this aging, climate change has further damaged the plant. This has caused 
damage directly related to the equipment inside, production facilities, and products, and the need for roof 
and wall repair work has increased dramatically. 

The resin used for the insulation material in the first layer is molded to provide external insulation, which 
helps to block heat in summer and retain heat in winter, thereby improving heating and cooling efficiency. 
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And here are the solar panels. Slate roofs are fragile. This was an area where heavy panels could not be 
installed, but with SOSEI, solar panels can be installed. We have developed this technology. 

We have applied for a patent for the improved construction method, and we are currently receiving many 
inquiries from major PPO employers, so we are going to strengthen the development of this business as a new 
business. 
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The potential market size of SOSEI is still very large. This is what we created in-house for slate roofs. We have 
been focusing mainly on the western part of the country, the Kinki region, but we know that there is still a lot 
of room for development in the Kanto region and other areas, so we are expanding our business in those 
areas. 
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Here is an overview of CoolLaser. 

This photo shows a tragic bridge collapse that occurred in the U.S. in 2007, right around the time the project 
was conceived. Following the US, 40 to 50 years behind, Japan is now entering a period of rapid economic 
growth, and we need to prevent such tragic accidents from occurring. 

The main cause of bridge failure was corrosion caused by rust, and these accidents have occurred in such 
places. Currently, the technology used to remove rust is called shot blasting or sand blasting, in which sand 
and iron powder are sprayed at high speed, as you will see in the video below. It is extremely demanding work, 
and even now, such tough jobs are still being done. The idea is to change this with the new laser technology. 
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The construction life of a bridge is said to be the design life of 50 years, and more than 30% of bridges have 
already reached the 50-year mark by this point. Fifteen years from now, about 80% of these bridges will be 
obsolete, most of them having been built 50 years ago. 

If we continue to repair these damaged facilities after the fact, the national budget will no longer be available, 
and the cost will be enormous. Therefore, the industry is shifting to preventive maintenance, repairing these 
parts before they break, and strengthening them. It is therefore anticipated that there will be a need for this 
CoolLaser over the long term. 
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Here is the CoolLaser technology we have created to solve these issues. The Ministry of Foreign Affairs of 
Japan has created a website to distribute overseas a variety of traditional Japanese technologies and new 
technologies made in Japan, and our CoolLaser has been selected. We will show you that video later. I think 
you can see what is inside with the video there. 

Rust is the great enemy of buildings made of metal. Rust corrodes metal and requires maintenance at an early 
stage. Lasers are now attracting attention as a technology for removing rust from infrastructure. The output 
of this laser device is said to be the highest in the world. Even thick rust that is stuck to the surface can be 
removed cleanly. High speed rotation is added to this laser. By adding rotation, it became a powerful beam of 
light, enabling the highest output in the world. 

This laser technology is used in a variety of facilities. This is a power plant under construction. This time, 
maintenance will be performed on the ducts that allow steam to escape. Since it is not yet in operation, rust 
covers the entire surface of the wall. Steel rusts from the moment it comes into contact with air, so it is not 
uncommon to remove rust before completion. 

All necessary equipment fits inside one car. The laser emitted here is output from the nozzle. Until now, rust 
in huge facilities has been removed by a sand-blasting method. 

The blasting method has the disadvantage of increasing the amount of dust and [inaudible], while the laser 
method has the advantage of reducing the amount of [inaudible] to a very low level. 

Rust removal using lasers is environmentally friendly and less stressful on the worker's body because no dust 
is generated. Furthermore, since lasers dissolve rust using light energy, they can remove rust more finely than 
conventional blasting methods, even in areas with complex geometry. 
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The main feature of CoolLaser is that it removes light while rotating it at high speed, as shown in the previous 
video. We have these simple but highly patented technologies that have very high barriers to entry. We attack 
rust and corrosion using the processes of melting, vaporization, and thermal fragmentation. 
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This general laser cleaning technology originally existed, but it was mainly used in the manufacturing industry. 
It uses a weak laser to clean thin sheet metal and stains on thin materials and is used for processing before 
welding. As you can see in the waveform on the left, we used a form of pulse oscillation, but we have learned 
that it is difficult to remove the rust from outdoor infrastructure with this type of thicker rust using general 
laser cleaning. 

Our company has started work on the technology to avoid thermal effects by utilizing lasers used for laser 
welding and laser cutting, which are used for high-power [inaudible] and high-speed rotation, and we have 
commercialized the technology. 
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The position map is shown here. The horizontal axis represents the indoor environment, the right represents 
the outdoor environment, and the vertical axis represents the output power. Typical laser cleaning devices 
have a maximum average output of 1 kilowatt, but our company has always limited the manufacture of such 
devices to outdoor applications. With a maximum output of 5.4 kW, this handheld device has established a 
unique and leading position in the market. 

 

In 2018, we used the previous generation G18 and 3kW models, as well as prototypes, in actual field 
conditions to identify many issues, and the product that overcame those issues is the G19 shown in the video. 
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Development has already begun, and the equipment is being sold to major construction equipment rental 
companies and electric power group companies, which are the owners of infrastructure. As for rental 
customers, super general contractors and major construction companies are already renting [inaudible] for 
their development. 
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There are three main benefits to be gained. 

First, the greatest advantage of using lasers is in the form of zero secondary industrial waste and no waste in 
total. 

Second, salt was mixed in with the rust, and this salt could not be removed using existing technology. If you 
paint over it without removing it completely, the durability of the paint will deteriorate. The CoolLaser has 
the advantage of removing salt by evaporation during the rust removal process. 

This device is also safe for operators. It is equipped with a dust collection function at the tip, which is highly 
effective in removing harmful substances such as lead and PCBs that may be mixed into the coating. It has the 
unique feature of safely processing these substances by suctioning them without allowing them to scatter. 
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The right side shows a comparison of costs. These are examples of PCBs containing harmful substances. The 
cost of waste disposal, treatment to prevent dispersal, and safety measures for existing technologies is 
extremely high. 

On the other hand, CoolLaser can considerably reduce such parts of the cost, and thus can provide a very high 
total cost advantage. Furthermore, as shown in the light blue section, the part of the worker's work related 
to rust removal can be thoroughly supplemented, creating a win-win situation for the worker, the client, and 
the manufacturer. 
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The market is so vast that we have divided it into four main areas of focus. The first is the bridge field, including 
roads and railways. The second is the steel tower field, including communication towers and power 
transmission towers. The third is the maritime field, and the fourth is other fields, including various types of 
plants. The power sector in particular has a very large market for thermal, hydroelectric, and nuclear power. 

The blasting shown in the previous video is an existing technology, and the red circle indicates that the 
domestic market for blasting equipment sales is already JPY80 billion. It is difficult to collect sand from this 
blasting. The areas marked with red circles, such as railways and communication towers, are structural 
elements, so sand cannot be collected from them. We estimate that there is an JPY80 billion market for 
CoolLaser. 
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Our future growth strategy is to expand our market specifications along the horizontal axis and industry axis, 
and we are currently strengthening collaboration with sales partners to expand along the vertical axis and 
regional axis. Rental companies, leasing companies, trading companies, etc. We are pursuing a strategy of 
attacking vertically and horizontally and across the market using these sales channels. 

 

We envision that these near-future scenarios will be realized by combining existing new services with robotics, 
which is already available today thanks to technological advances, and by linking AI-based image analysis with 
efficient rust removal. 
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Here are the details of the financial summary for the current fiscal year ending March 31, 2025. 

First, looking at the sales trends on the left side, regarding SOSEI, the yen's depreciation has not led to a 
relative increase in real wages in Japan compared to other countries. In this environment, we are seeing an 
increase in large-scale renovations at our main domestic factories, and we are feeling the effects of this. SOSEI 
sales increased 51.4% from the previous year to JPY1,603 million, mainly due to orders for large projects. 

Sales of CoolLaser also increased by 1,051.4% YoY to JPY423 million due to the delivery of the G19-6000 series, 
the first commercial model of this earlier model, starting in the fiscal year ending March 2025. 

As you can see on the right side, the operating income trend shows that the investment in R&D expenses for 
the completion of this G19 product has been in the red from the beginning, but the operating income for the 
fiscal year ending March 31, 2025 has turned to the black, at JPY301 million. 
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This chart shows changes in order backlogs. 

As an assumption, the lead time for the SOSEI project is about one month from order receipt to construction 
start. The construction period from the start of construction to its completion can take up to six months for 
large projects. And this construction revenue is based on the percentage-of-completion method, which means 
that the order backlog is digested according to the progress of sales. 

On the other hand, CoolLaser has a lead time of approximately 6 months from order receipt to product 
delivery. Based on this assumption, SOSEI has received orders for large-scale projects for two and a half years 
in the fiscal year ending March 31, 2024, which indicates that the company's business has grown significantly. 
On the other hand, orders for CoolLaser also increased with the start of equipment sales, with four units 
having been ordered at this point. 

Entering the fiscal year ending March 31, 2025, SOSEI's order backlog, as I mentioned earlier, is being digested 
through the progression of large-scale projects. We have increased the number of construction 
subcontractors and other companies in response to this large-scale order, and we are currently working to 
use this expanded capacity to achieve sales growth in the future. 

Regarding CoolLaser, we have already received orders for six units for delivery in the first half of the new fiscal 
year 2026, which is the fiscal year running this year. We continue to receive orders for the second half of the 
year and beyond. 
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As for the release section, we have announced on our website that we have selected the number of CoolLaser 
units delivered as a KPI in our mid-term management plan. You can see it in the lower right corner. We are 
presenting a range for about five years from the part of the fiscal year ending March 31, 2025. 

In 2026, which is the current fiscal year, we are expecting nine to 15 units. In the financial results summary 
released on May 14 and in today's financial results summary, we have disclosed a performance forecast of 12 
units. 
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In order to produce the number of units indicated in the mid-term plan, the current R&D base is producing 
one unit per month. Last November, we were recognized by the Ministry of Economy, Trade and Industry as 
a deep tech venture as described below, and were approved for the Innovative Technology Research Results 
Utilization Project. The property has already been purchased as shown in the photos as a vacant property with 
borrowing. 

Currently, we are making capital investments to enhance preparations with the goal of starting operations by 
early fall of this fiscal year. As a result, the new facility is capable of producing up to 10 units per month. We 
are working toward gradually starting operations in those areas. 
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At the time of listing, two companies, Commons Investment Trust and Yokogawa Bridge, invested in the 
company as Cornerstone investors as a parent transaction. 

Commons Investment Trust Company is engaged in impact investing, which aims to achieve both social 
returns and long-term economic returns by investing in companies that create positive social impact for a 
better future. Yokogawa is the largest manufacturer of bridges and steel bridges in Japan and has invested in 
CoolLaser in anticipation of the shift in social needs from new construction to maintenance and management. 

 

 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
25 

 

 

The Ministry of Land, Infrastructure, Transport and Tourism has a new technology registration system called 
NETIS. Currently, there are more than 3,700 construction methods registered in the system for use in public 
works projects, and all of them have been compiled into a database. In the April 21 release, the CoolLaser 
method was selected as a recommended technology by the Ministry of Land, Infrastructure, Transport and 
Tourism for FY2025. 

Twenty-three projects out of 3,700 were certified, and once certified, the technology is eligible for major 
points when it is used in public works projects. 
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This is SOSEI's mid-term plan, and as mentioned earlier, in addition to SOSEI itself, we will strengthen our 
collaboration with SOSEI Solar, which manufactures solar panels. 

 

CoolLaser is currently expanding its organization, relocating to expand its production base as mentioned 
earlier, and focusing on specifications for each market. With the funds raised from this IPO, we will actively 
promote the application development of our current model, which is currently underway, and we will also 
prepare for overseas expansion. 
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Finally, I will explain our forecast for the fiscal year ending March 2026. I would like to focus on four major 
points. 

This is the first one. In the fiscal year ending March 31, 2026, which will be the second fiscal year of sales of 
this CoolLaser equipment, we expect to deliver 12 units of equipment, as mentioned earlier. We expect sales 
in the SOSEI business to grow at a CAGR of about 10%, and we plan to further increase sales through new 
businesses such as SOSEI+Solar, which I mentioned earlier. We expect sales to increase as we continue to 
build on these new businesses. 

Second, gross profit is expected to average about 40% in both businesses. SOSEI's gross profit margin is very 
high, especially compared to the average level of 25% in the construction industry. Third, all employees, for 
the fiscal year ending March 31, 2026, we expect to increase the number of employees from the current level, 
plus less than 10 employees. Fourth, we expect a decrease in legal fees due to the completion of the IPO. 

Finally, although it is not mentioned in the points, we expect CoolLaser to be profitable as a stand-alone 
business for the fiscal year ending March 31, 2026. 

That is all for my explanation. 
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Question & Answer 

 

Moderator [Q]: Thank you very much. Then we will move on to the question-and-answer session. We are 
receiving questions one after another. 

Let’s start with the first one. Are there any advantages and disadvantages to having an IPO? I would like to 
know if there is anything that has changed since the listing. 

Company Representative [A]: Thank you. There are still some areas of the construction industry that are stuck 
in the past. Therefore, the first major advantage of the IPO is that the company's credibility and 
trustworthiness have been dramatically enhanced, which will make it easier to expand business. 

On the other hand, once a company is listed on the stock exchange, disclosure, timely disclosure, and other 
corporate tasks become extremely busy. I think that these aspects will become much more significant 
compared to before the listing. 

Moderator [Q]: Next, sales in the SOSEI business increased significantly from the previous year and this year's 
plan. I understand that this is a large-scale project, and I was wondering if you could tell us about the 
background behind the acquisition and how it will be continued in the future. 

Company Representative [A]: It is as I mentioned earlier. I believe that major manufacturers are actively 
investing in the maintenance of their main domestic factories in the form of reinvestment in domestic 
factories, which is leading to the receipt of these large orders. 

Moderator [Q]: Next, CoolLaser is forecasted to sell 12 units this fiscal year, but how many units have been 
ordered [inaudible] at this point? 

Company Representative [A]: As I explained earlier, as of the end of March, we have received orders for six 
units, and the lead time for H1 is six months, so we are getting H1 as of March for now. There is a little bit of 
a cap here, with a production capacity of one unit per month at the current R&D center. Currently, we are not 
in control of such orders, but we are a bit like that. 

Moderator [Q]: What is SOSEI's advantage over SOMAY-Q? SOMAY-Q, paint manufacturer. 

Company Representative [A]: Thank you. I assume that with this new method of surface preparation, not 
only for SOMAY-Q, there will be more choices in the selection of the coating to be applied on top of the surface. 

Therefore, rather than SOSEI, I think that functional paints such as these developed by SOMAY-Q are one of 
the top-coating materials for CoolLaser, so the combination of such compatible paints and CoolLaser may be 
a possibility in the future. 

Moderator [Q]: Next, I would like to ask you a simple question: What are your company's strengths and 
weaknesses? 

Company Representative [A]: Well, in a word, our strength lies in manufacturing, and I believe that 
manufacturing from a front-line perspective is one of our greatest strengths. However, on the other hand, I'm 
not sure if it can be called a weakness, but we are still a small team, so I think that could be considered a 
weakness. 
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Moderator [Q]: Following on from that, the order backlog for CoolLaser in the three quarters from March 
2025 was five units, and in this fiscal year's results, the backlog increased by one unit to six units. Are you 
aware that this is a stretch target or do you already have a large number of orders expected? I am asking 
about the outlook for orders. What do you think about this? 

Company Representative [A]: As I explained earlier, our current production capacity is one unit per month, 
so that is the situation at the moment. We will gradually move to the new plant in H2, and I think we can aim 
for a maximum capacity of 10 units. It's not like we're going to suddenly go fully operational. It's also a 
maximum effort while continuing to hire and provide training. 

However, we expect production to increase from the current level of one unit per month, and with a slight 
increase in orders in H2, we are forecasting that we will be able to deliver approximately 12 units by the end 
of the fiscal year. 

Moderator[Q]: The next question. In terms of innovative technology, is it safe to assume that there are 
virtually no direct competitors in Japan or abroad selling similar equipment for your high-output leather 
cleaner, CoolLaser? 

Company Representative [A]: Yes. As I indicated earlier, there are very few options in terms of equipment 
that can be used outdoors. In addition, many of the only existing outdoor equipment manufacturers have very 
low power outputs, making it difficult to remove thick rust and paint layers in outdoor civil engineering 
applications. In that part of the market, we do not think that there is any impact from the perspective of such 
competitors at this time. 

Moderator [Q]: I have a question about CoolLaser, and I was wondering if you could tell me how long it will 
last after preventive enforcement and what to do when those years have passed. How long will it last after 
applying CoolLaser? I mean how long the target object will last. 

Company Representative [A]: Thank you. If the steel material is only treated by CoolLaser, the iron oxide rusts 
when it comes into contact with air. The laser is used to treat the base material and remove any existing rust 
and paint, and then a new coat of paint is applied. So, the expected life of the paint depends on the quality of 
the paint. Some paints are designed to last for 20 or 30 years, if they are the longest lasting. 

In order to maximize the function of such paints, the salt and rust must be properly removed at the base of 
the building. If the surface preparation is inadequate, even if you apply a good paint, it will rust again soon. 
Especially for facilities along the sea, there have been cases where work has to be redone one more time. To 
prevent this from happening, we are now working to ensure high quality surface preparation using lasers. 

Company Representative [A]: Salt accumulates especially in tight areas, such as bolts and other intricate parts, 
and the salt cannot be removed, and the paint is still applied. CoolLaser is suitable for such narrow and 
confined spaces, and by doing so, the durability of the paint can be restored to its original durability. 

Moderator [Q]: It sounds like CoolLaser has all kinds of advantages over existing blasting methods in terms of 
environmental impact, workload, cost, etc. Is it expected to have enough impact to completely change all 
existing blasting sites? 

Company Representative [A]: Yes. For a large area, the existing technology, shot blasting, has a very fast 
construction capability, so I think such a form can be assumed in the future. 

On the other hand, the CoolLaser's strength lies in the fact that it is very difficult to process narrow areas, 
which generate a large amount of sand [inaudible]. We would like to develop the CoolLaser by taking 
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advantage of its strengths, and later on, we would like to develop the lineup to overcome the problems in the 
areas where we are unable to do so now, since the CoolLaser has various applications in optical technology. 

Moderator [Q]: Next, I have a question for SOSEI. This method of construction increases the strength of the 
roof to allow for the installation of solar panels, but who are the competitors? 

Company Representative [A]: Thank you. First of all, there was a problem in the industry that solar panels 
could not be installed on slate roofs, which are very brittle and fragile. Therefore, the SOSEI construction 
method is a method of embedding jigs that enable the installation of such panels while making the roof strong 
in the process of installation. Basically, we are not aware of any other competitors or methods from our 
research. 

SOSEI's panels are lightweight and can support heavy loads, allowing people to stand on them. The installation 
of such panels is inherently fragile, and if people stand on them, they could collapse and cause accidents. 
However, by reinforcing the structure with SOSEI panels, installation becomes possible, even with heavy solar 
panels. This is our strength. 

Moderator [M]: Thanks. As a follow-up question, are you considering changing the market to prime? 

Company Representative [A]: Yes. It is still somewhat unclear but following a recent revision to the criteria 
for switching to Prime, the target is now JPY2.5 billion in operating profit over two years, so it will likely take 
around that number of years to achieve based on the current profit plan. We are considering a market change 
within five years, and we hope to consider such a change. 

Moderator [Q]: As a follow-up question, is there any reason why orders are not flooding in for CoolLaser, 
which is by far the most cost-effective method? What would you dare to say are the disadvantages? Also, 
what is the likelihood of future price increases? 

Company Representative [A]: We have only just started manufacturing the product and have only just begun 
delivery. Our sales structure is still very much in its infancy. First of all, as the first user, we would like to make 
up for the problems in our current sales structure by partnering with major rental companies, etc. They are 
already familiar with the whole country, and major construction companies are in and out of such places. By 
delivering our products to these companies, we will gain greater recognition than if we were to develop our 
business one at a time. 

Until now, we have been completely focused on manufacturing, but going forward, we would like to rapidly 
expand our recognition. 

Also, in the field of construction, especially when it comes to public works, there are rules for construction. In 
order to change the rules, it is necessary to accumulate a certain amount of experience in order to change the 
rules for bidding for public works projects. 

This is because there are areas in the civil engineering field where new technologies have been slow to emerge, 
and now they are trying to promote such innovative efforts, etc. I wonder if there are areas where it will take 
some time to make an entrance. However, once entered, it is a field where the rules are unlikely to change 
much. 

Moderator [Q]: The production capacity of CoolLaser will increase tenfold from this fall, but the H2 delivery 
plan of six units seems conservative. Given the strong demand and the number of inquiries, isn't there 
considerable room for upward revision? What do you think about it? 
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Company Representative [A]: Thank you. We have received a large number of inquiries, but at the same time, 
we need to strengthen our production system in parallel, which is why we are forecasting the current figures. 

Moderator [Q]: Excuse me. I have a lot of questions, so I'll get right to it. 

Please tell us about the current order situation as far as you can answer. Your company is connected to 
construction plant maintenance companies as a shareholder. Is it correct to think that you can expect to 
receive orders from such companies? 

Company Representative [A]: Right. In addition to the previous question, regarding our sales structure, our 
company has a limited number of [inaudible], so we are looking to expand our distributor channels and utilize 
the sales channels of major trading companies and strengthen our ties with local companies. 

Moderator [Q]: I think that increased sales of CoolLaser are the main factor, please tell me the factors behind 
the increase in sales and profits for the fiscal year ending March 2026. Also, I wonder if the R&D investment 
for the fiscal year ending March 31, 2026 will be for the development of CoolLaser applications. Please tell me 
your outlook for the current fiscal year. 

Company Representative [A]: Okay. You can see the table that shows the breakdown by business segment. 
The breakdown shows a 6.1% increase in the SOSEI business. When H1 reaches 106.1%, CoolLaser's sales are 
approximately three times higher at JPY1.3 billion, and this is the outlook for the full year. 

And as for the R&D expenses, most of them are CoolLaser, about 80%. Partly because SOSEI is also engaged 
in R&D activities. 

Moderator [Q]: Next, what are the prospects for CoolLaser's overseas expansion? Are there any specific 
movements? 

Company Representative [A]: Yes. We are currently considering global expansion and taking steps to move 
forward. We are looking into collaboration with rental companies and leasing companies that are already 
expanding globally, as well as sales channels of major trading companies. We are proceeding to expand 
overseas as soon as possible. 

We also plan to promote the CoolLaser overseas in cooperation with various government agencies, including 
the Ministry of Land, Infrastructure, Transport and Tourism, the Ministry of the Environment, the Ministry of 
Foreign Affairs as shown in the previous video, and the Ministry of Defense, and at the same time, we will 
promote this initiative for export. 

Moderator [Q]: Also, would you consider moving your headquarters to Tokyo? 

Company Representative [A]: We are not relocating our headquarters, but we are considering a Tokyo 
location as our main base. 

Moderator [Q]: I also have a question about barriers to entry. Are the technologies used by SOSEI and 
CoolLaser completely impossible for other companies to replicate? Or can you create a product that is 
somewhat similar? And if it cannot be imitated, how many more years will the patent be valid? 

Company Representative [A]: SOSEI mainly owns some intellectual property, but the biggest barrier to entry 
for that SOSEI is the quality maintenance on site. This is a very special coating method, and the quality and 
safety aspects of the coating have been highly evaluated onsite, resulting in 80% and 90% repeat business. 
We have compiled a database of such know-how gained in the field, and consider it to be a significant 
competitive advantage that raises the barriers to entry. 
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CoolLaser has been issuing patents and major patents since around 2013/2014, including basic patents, and 
since then we have divided them up, and a patent network that will become very strong in the future is 
beginning to take hold. We believe that we can continue to develop our business using our patent strategy 
for a very long time to come. 

Moderator [Q]: You met with the vice president of Saudi Aramco before the listing. Is there any possibility 
that CoolLaser can contribute in some way to the overseas expansion of these oil majors? 

Company Representative [A]: Well, I can't speak specifically, but I think that overseas regions, such as the 
Middle East, which have similar needs, are looking for new technologies, and I think that such needs will be 
very promising in the future. 

Moderator [Q]: Also, after March 2027, it will grow dramatically, but will it really sell that much? Are there 
any competitors? 

Company Representative [A]: The number of CoolLaser units is still the same as in the mid-term business plan 
announced earlier. The four areas of focus I mentioned earlier are the most relevant. As you can see, a very 
large number of parts are moving. The task of incorporating these specifications into this industry standard is 
currently being undertaken in both the private and public sectors, as the specifications for laser construction 
are a new technology that did not exist before, so it is a completely blank slate. That is why we have been 
gradually incorporating specifications in various fields, as evidenced by our recent registration with NETIS Heat 
and the completion of more than 200 construction tests in various industries. 

Furthermore, in order to increase the certainty of this, we expect that demand will rapidly increase in these 
areas, which are our focus areas, by working with partner companies throughout Japan that utilize CoolLaser, 
not just our company. Based on this estimate, we expect the figures to be as mentioned earlier. 

Moderator [Q]: This is a question from private investor. From an individual investor's perspective, the free 
cash flow deficit is a concern. If you have a plan for how long it will take to achieve a positive free cash flow 
in the future, please let us know. 

Company Representative [A]: The free cash flow section says that operating cash flow and investment cash 
flow are also negative, and if we add them together, we probably have a negative investment cash flow of 
JPY500 million, so I guess we are in the red. 

This fiscal year, we acquired the new CoolLaser manufacturing facility in Hamamatsu, and we have invested 
approximately JPY350 million in this facility. SOSEI is also installing several new spraying equipment. The 
negative investment cash flow as growth investment is almost the entire amount, and as a result, we have 
generated JPY180 million in operating cash flow alone, and we believe that we will be in the black on a free 
cash flow basis for the period in which IT, or rather, this progress has begun. 

Moderator [Q]: Regarding March 2026, is it a modest plan? 

Company Representative [A]: In a nutshell, I think the plan is modest or down to earth with the current needs 
and production system. 

Conversely, there are companies that have this few units but generate such high sales, yet no matter how 
much they sell, they cannot make a profit because of their business model. We are now considering the 
number of such units, as we believe that this is an innovative product that has no competition in the area of 
manufacturing, and that it will be possible to develop such value in terms of the unit price. 
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Also, the world is starting to move toward carbon neutrality, and I have high expectations for such things as 
not producing waste, and for SOSEI to collaborate with panels like this. We are actively being approached by 
business owners who have a desire to change to new technologies in addition to existing technologies. 

Moderator [Q]: Also, regarding SOSEI, what exactly do you mean by "solar business"? 

Company Representative [A]: Okay. I was a little short on time earlier, so I didn't have a chance to explain 
properly. Let me explain about SOSEI. The slate roof is an aging roof that contains asbestos, which makes it 
brittle to begin with. Therefore, it is impossible to install heavy solar panels on slate roofs that are 30, 40, or 
50 years old with people standing on them to carry out construction work. 

By using the SOSEI construction method, a very thick resin of 1 cm to 2 cm in thickness is formed on the spot, 
making it possible to install panels on top of it. So, I have heard that there is no more space for these panels 
because of the competition for space, and in a sense, I think that this slate roof is a new blue ocean market. 
In particular, the current trend is toward carbon neutrality, and we are currently seeing an increase in inquiries 
from major PPAs and other business owners. 

So, we have been doing sales directly, but we are also using the sales resources of PPA, solar manufacturers, 
and solar contractors to make these sales pitches, and from there, we are asking them to use SOSEI as a 
preliminary step for slate projects, this will increase the inflow of SOSEI. We are currently in discussions with 
several companies with whom we are collaborating to see if we can obtain a commission by sending 
customers who want to install solar panels from our company to solar companies. 

Moderator [Q]: Will the construction of the SOSEI project be carried out by TOYOKOH's employees? If so, 
could the number and hiring of employees who can handle the technology of the SOSEI business become a 
bottleneck for future growth? 

Company Representative [A]: Well, the stages up to now have been carried out on a full responsibility basis. 
In order to ensure the safety and quality of the work on the roof, our employees have been working on 
projects all over the country, mainly supervising the construction work. We have our own in-house 
construction team, and in addition, we have been working with subcontractors for construction work. 

We expect that the construction industry will naturally have a bottleneck in human resources in this area in 
the future, so we will continue to develop construction stores that can also provide construction supervision, 
and we expect to eliminate the bottleneck. 

Moderator [Q]: I don't know if you have expanded overseas yet, but I was wondering if you could give me an 
outlook on the indirect impact of the Trump’s tariffs. 

Company Representative [A]: We are still in the process of [inaudible] exporting, so basically, if the yen 
weakens or [inaudible] in the future, it would be better if the yen weakens, but if the yen appreciates a little, 
we may be able to purchase some parts from Japanese suppliers who import such parts and materials from 
overseas. So, even if the yen appreciates a little, that would be fine in terms of the effect of reducing such 
parts and materials. 

Also, the tariffs in the US may be a bit of a barrier, but on the other hand, the price difference between Japan 
and the US has been quite significant, and as often seen in the Big Mac Index, there is about a 1.8 times price 
difference between Japan and the US In the US, the unit price that is not set in Japan can be quite high, so 
even if the tariff rate increases a little, the profit margin will increase more and more in the US than in Japan. 
So, I don't think we need to worry too much about the impact of the Trump’s tariffs. 
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Moderator [Q]: Additional question. This SOSEI project is to manage the construction, and you also need 
order development personnel [inaudible]. 

Company Representative [A]: As I explained earlier, since we are now offering these services, we are working 
to increase the number of construction managers to see if sales growth will be proportional to the [inaudible]. 

Moderator [Q]: I would also like to know the total investment, site area, and personnel structure of the new 
plant in Hamamatsu City. 

Company Representative [A]: I think there will be another release in the early fall or so when the details are 
officially opened. The investment in the property alone is about JPY350 million, or about the same amount 
for the land and building. The company also disclosed about JPY50 million investment in production facilities 
during the IPO in the section on the use of funds. 

In terms of site area, it is roughly three times the size of the current development site. In terms of land and 
building area. We are also working to gradually increase the number of personnel, and we have several new 
employees who have just joined our manufacturing staff, so we are in the process of establishing a structure. 

Moderator [Q]: Also, is there any advantage of the existing blasting method over CoolLaser? 

Company Representative [A]: Blasting is faster in terms of its ability to install large, flat areas in an 
environment where sand is easily collected. I think that is the advantage. 

However, since rain, wind, and rainwater flow away in such areas, if water does not tend to stay in those areas, 
it can be considered that rust has not spread much. 

In recent years, especially as local financial resources have become scarce, it has become difficult for some 
regions to completely repaint their buildings. On the other hand, demand is increasing due to aging, so there 
are ideas such as partial repainting as a difficult measure. 

There is already a way of thinking to reduce the overall running cost by doing the necessary maintenance on 
the worst areas that need it. We believe that this is exactly where CoolLaser fits in. 

Moderator [Q]: Next, the capacity of CoolLaser at the Shizuoka Plant is said to be a maximum of 10 units, but 
that will not be enough to meet demand after 2027, so is there any possibility of further expansion? 

Company Representative [A]: This is the medium-term plan, right? If you take a look at the lease, it says that 
the goal is to have 120 units by 2030, and we would like to cover this goal at the current new base. 

Moderator [Q]: Continuing on, are leasing companies the main source of orders for CoolLaser today? Or is it 
mainly non-leasing companies? Can you tell us what is in the ratio of orders? 

Company Representative [A]: Currently, leasing companies account for a higher percentage of our business 
in the first year. We have delivered four units, more than half of which were to leasing companies. Going by 
the breakdown of the six units of the current order at the second round, there are zero leasing companies. 

There are some companies that are almost exclusively end-user companies and others that are in between. 
We have received orders in a wide range of fields, including roads and electric power. 

Moderator [Q]: I remember the news that you received an award from JR East, and I have been paying 
attention to your company since then. What do you think were the main factors that led to the award? 
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Company Representative [A]: Well, the railroad industry is also undergoing renovation work during the four-
hour nighttime hours, and JR East has had to work very hard to perform drastic maintenance within the limited 
time available due to a lack of personnel. In that context, I think the background to receiving this award was 
that people were expecting this environmentally friendly laser, CoolLaser, to address issues such as those 
mentioned above and quality issues. 

Moderator [Q]: Also, I think CoolLaser is a revolutionary product. In terms of future growth, which do you 
think will be the bigger challenge: the high price or production capacity? 

Company Representative [A]: If I had to choose, I would say that production capacity is the bigger issue. 

The fact that manufacturing has caught up with production is the focus of much discussion within the 
company right now. We are currently spending a considerable amount of time on establishing production 
systems and other related matters. 

Moderator [Q]: Also, after the CoolLaser was delivered, has the quality been stable? 

Company Representative [A]: Yes, we were worried about this, but so far there have been no major issues. 
There are some minor irregularities, but we have managed to get it up and running. 

Moderator [Q]: The IPO will increase the company's name recognition, credibility, and awareness, which will 
make recruitment easier, but what kind of people will be hired? 

Company Representative [A]: In terms of fields, we are looking for optical [inaudible] engineers and engineers 
from companies such as the five Japanese manufacturers of digital cameras, which have a 90% share of the 
world market. 

Moderator [M]: Excuse me, I have a few more questions. We have about two minutes left, so I would like to 
close here for a moment. Please contact IR individually and we will be happy to answer your questions. And, 
one more thing. My apologies to those who didn't get a chance to read the last bit. 

Now, we conclude our financial results presentation. Thank you very much for your time today. 

[END] 

______________ 

Document Notes 
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