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This is Maeshima, president of Orba Healthcare Holdings. Thank you very much. Whil

e you are busy today, we thank you for viewing our group's results briefing. Toda

y, we will proceed with the content as shown on the slide. 

 

  

        

                           

                                                  

                                            

                                       

                    



 Domestic Market Size of Medical Devices  

 
 

This section presents an overview of the results for the fiscal year ended June 20

26. The size of the domestic market for medical devices has grown steadily at a ra

te of 2% to 3% per year, despite government measures to contain healthcare costs. 

 

It is expanding and is expected to be 3.895 trillion yen in fiscal 2025. 

 

According to 2023 statistics, the amount of excess imports of medical devices has 

reached approximately 2 trillion yen per year, indicating the high share of overse

as medical devices in the domestic market. 

  

                               

                                       

   
                                                                                           

                                                                         

                                                                                         

                                                                                                 

 

      
      

      

      
      

      
      

      

      

      
      

   

      
      

   

   

         
   

     

     

     

    

   

   

      

      

      

                                                                 

          

      

          

                 

                               

                   

                      

                   

       
                       

                           

                                 

                                              

                                              

                        
                                              



 Recent Market Conditions and Our Response Policies  

 
 

This report describes the environment surrounding us and our responses to these is

sues. First, the global inflation and the depreciation of the yen have led to a co

ntinuing upward trend in the prices of medical devices, which have a large number 

of overseas products. We are implementing measures such as expanding sales activit

ies and improving purchasing. 

 

Second, in addition to personnel shortages and delays in digitalization, there are 

signs that medical institutions will refrain from making capital investments. The 

decline in subsidies for responding to the new coronavirus and increases in labor 

costs and resource prices caused a deterioration in the business environment at so

me medical institutions. 

 

Against this backdrop, we are making proposals to improve the efficiency of health

care operations through new businesses, and are also engaged in the sales business 

to non-medical institutions. 

 

In fiscal 2026, the medical fee revision was a positive revision of 2.22% from the 

previous negative revision of 0.12%. This is expected to improve the management of 

medical institutions and improve our business environment. 

 

Third, we will respond to changes in the healthcare system toward 2040. On July 3, 

2026, the Ministry of Health, Labour and Welfare published the Guidelines for the 

Formulation of Regional Medical Care Concepts. The government aims to consolidate 

highly specialized medical care to specific large-scale hospitals and maintain a h

igh-quality medical care delivery system. Going forward, hospitals are expected to 

                               

 

                                             

                                                                                         

                                                                       

                                                                                                     

                                                                                                                                

                     

                                                                           

                           

                                           

                                             

                                                                             

                                                                                                                           

          

                                                                                                                   

                                                                          

                                                   

                                                                                                                                   



become increasingly functionally differentiated, such as the acute phase, the elde

rly acute care, and home medical care and nursing care collaborations. 

 

For core hospitals in the region that are our main customers, we will strengthen c

ooperation with medical device manufacturers and continue to provide support. At t

he same time, we will respond to an all-round from the acute stage to home nursing 

care by leveraging our strengths as a general medical trading company. 

  



 Performance Topics: Our Status  

 
 

I would like to talk about the performance topics of our group. The first of the m

ain points is that operating income in the mainstay medical device business has be

en sluggish. Although sales grew steadily, margins declined due to tough price neg

otiations on the part of medical institutions. 

 

Specifically, while the orthopedics field was favorable due to the acquisition of 

customers in the Kansai area, there were cases in which the renewal of equipment a

nd fixtures was postponed due to the deterioration in the management of medical in

stitutions. 

 

Sales of the new vending machine business continue to be strong. In addition, syst

em investment and security-related expenses, as well as one-time costs related to 

business integration, have pushed up SG&A expenses, causing operating income to st

agnate. 

 

Second, SPD Business and the Nursing Care Products Business showed steady growth. 

In SPD business, the number of contracts increased and sales of inventory control 

systems for small and medium-sized medical institutions were strong. 

 

In the nursing care products business, the rental business, our mainstay business, 

performed solidly, increasing 6.9% year on year. This is attributable to the expan

sion of transactions in the Shikoku area, which was cultivated in the previous fis

cal year. 

  

                               

 

                                                                               

                                                                                  

                                                                                           

                                                                                             

                           

                                                                        

                                                                                                 

                                                          

                                                 

                                                                                       

                                                                            

                                                                                              

                              

                          
                                            



 Consolidated results for the fiscal year ended June 2026  

 
 

Consolidated financial results for the fiscal year ended June 2026. Net sales were 

126.595 billion yen, operating income was 1.679 billion yen, ordinary income was 

1.664 billion yen, and profit attributable to owners of parent was 1.112 billion y

en. 

 

Net sales and gross profit reached record highs, but sale income and other items f

ell short of the budget and the previous fiscal year due to an increase in SG&A ex

penses. 

 

Net income per share was ¥187,67. 

  

                               

 

                                                                  

          
               

      
               

                          

                            

                                   

                             

                                 

                                 

                                                            

                            

                                                                     



[Consolidated Net Sales] Historical Trends  

 
 

Consolidated net sales for the past five years are shown below. Despite the impact 

of the new coronavirus infectious disease, inflation, and the depreciation of the 

yen, our business results continue to steadily increase every fiscal year. In the 

fiscal year ended June 2026, we recorded record highs, resulting in an increase in 

revenues for the sixth consecutive year. 

  

                               

 

                                          

                 

           

                     

                 

                      

                                 

      

       
       

       

       

       

      

      

       

       

       

                                   



[Consolidated Operating Income] Historical Trends  

 
 

The table below shows the trends in consolidated operating income for the past fiv

e years. In recent years, profits have been sluggish, and in the year ended June 3

1, 2026, profits declined for two consecutive years. 

  

                               

 

                                                 

                 

                     

                

                        

                

                      

     
     

     

     

     

   

     

     

     

     

     

                                   



 Fiscal 2026 Performance by Segment  

 
 

Net sales and operating income by business segment are shown below. The mainstay M

edical Equipment segment accounts for 93.0% of net sales, followed by SPD segment 

(4.7%) and the Nursing Care Products segment (2.3%). 

 

In the medical equipment business, we are developing our business as a total partn

er in the medical field. SPD business provides services that comprehensively suppo

rt the management of medical equipment within hospitals. In the nursing care produ

cts business, we rent and sell home nursing care products to support nursing care 

at home. 

  

                               

             

                 

               

                 

              

                

                  

                                                            

                              
                                     

        

            
                                    

               

     

        

         

                                         

                          
                                   

                                        

     

             

   

                                  

  



 Operating income  FY06/2026 

 
 

This section explains the factors behind the increase and decrease in operating in

come for the fiscal year ended June 2026 compared to the fiscal year ended June 20

25. Consumables in the medical equipment business increased steadily, but a decrea

se in sales of facilities and equipment and an increase in SG&A expenses associate

d with investments in human resources and IT systems were substantially negative. 

 

Furthermore, one-time costs related to the business integration were incurred in c

orporate SG&A expenses, resulting in a ¥300 million year-on-year decrease in opera

ting income to ¥1.679 billion. 

  

                               

  

                                                                              

                 

     

   

  

   

    

  

   
   

    

     

          
   

    
   

               
   

       
     

     

     

     

     

     

     

     

     

     

                          

            
            

                 

                                   

                                           

                  

                                         

                                          

                                               

           

           

           

              

         

                                                

    



 Medical Equipment Business  

 
 

This is the results of our medical equipment business. Net sales increased 3.1% to 

¥119.453 billion and operating income decreased 17.3% to ¥1.466 billion. 

 

Please refer to the lower right of the slide for the year-on-year change in net sa

les by operating company. Despite an increase in net sales, operating income decre

ased due to the difficulty of passing on the increase in purchase prices to prices 

and an increase in selling, general and administrative expenses. 

 

  

                               

  

                          

          
          

           
                     

                          

                 
         

      

                         

         

                 

                                      

           
         

           

                         

           
             

           

                                   

  

  

                                                                                      

                          

                                                                                 

               



 Medical Equipment Business Consumables  

 
 

Overall sales of consumables in the medical equipment business amounted to ¥107 bi

llion, an increase of 3.5% from the previous fiscal year. We will explain the brea

kdown in three product categories. First of all, in surgical consumables, overall 

sales increased 2.1% year on year due to an increase in the number of procedures p

erformed and steady sales of diabetes-related products, a priority measure. 

 

In orthopedic consumables, sales of consumables related to robotic surgery and nav

igation systems were strong, resulting in an overall increase of 4.8% over the pre

vious fiscal year. 

 

In cardiovascular consumables, sales of new products related to arrhythmia treatme

nt contributed to overall sales growth of 4.7%. New products include Pulse Field A

blation, a type of catheter ablation used in the treatment of atrial fibrillation. 

 

This method does not use heat, but destroys only the cardiovascular cells that cau

se arrhythmia by high-voltage electric pulses. Compared to conventional methods, t

his method is characterized by its ability to reduce the risk and physical burden 

of patients. These characteristics have led to widespread adoption in the treatmen

t field in recent years. As described above, net sales for all product categories 

were positive compared with the previous fiscal year. 

 

  

                               

  

                                      

                                                                                                          

                                                            

                                                               

                                                                                 

                             

                                                                        

                              

                               

                                                                               

                                   
                                 

                                                            

                                                     

                                  
                                     

                                           
               

                                                                                                                     

                       

                  

                     
                                         

                 
                                

                              

                     
                                     



 Medical Equipment Business Facilities and Equipment  

 
 

Regarding equipment in the medical equipment business. Net sales were ¥14.2 billio

n, down 3.0% from the previous fiscal year. Sales were sluggish, as rising personn

el costs and other expenses led to a deterioration in the operating environment fo

r hospitals, which led to a trend to refrain from capital investment. 

 

Meanwhile, sales of automated payment machines for clinics remained steady. 

  

                               

  

                                    

                         

                                                                           

                                 

                                                             

                                          

        

               
                                          

                         
                                

                      

                   

                        

                             

                       



SPD Business  

 
 

This is the performance of SPD business. Net sales were ¥6.096 billion, an increas

e of 6.6% year on year. This was mainly due to a review of the fee for the goods m

anagement service at existing contract medical facilities and steady growth in sal

es of Medilia, an inventory management system for small and medium-sized medical i

nstitutions. 

 

Operating income rose 5.0% year on year, reaching ¥119 million, as a result of eff

orts to pass on the increase in purchase prices to prices and to improve purchase

s. 

 

  

                               

  

            

          
          

           
                     

                        

             
         

      

 

               

           

         

    

                                                           

                                                                              

                                

                                            

                                                  

                                                                    

                         

                                        

                 



Current status of SPD business and future initiatives  

 
 

This section describes the current status of SPD business and future initiatives. 

In SPD business, Kagawa Center was newly established in April 2026. We plan to con

tinue to relocate and expand our existing centers. We will promote proposals for h

ospital management support, such as customer development in the Chugoku-Shikoku ar

ea, purchasing price reductions, and insurance claim omission confirmation. 

 

We will also continue to focus on the wide-area sales of Medilia, a proprietary in

ventory control system for small and medium-sized hospitals that we have developed 

in-house that enables simple and accurate inventory control. Because Medilia can b

e operated by hospital staff, it can be sold in a wide range of areas. There is al

so a video introducing YouTube, so please take a look. 

 

This section introduces the initiatives of the new company, MJC Co., Ltd. MJC, whi

ch was established jointly with the media holding company in the same industry, be

gan solving industry issues in the maintenance of medical equipment masters in Jul

y 2026. 

 

Currently, as medical device materials become more sophisticated, product informat

ion is becoming enormous, while the management systems of wholesalers and medical 

institutions are becoming more personalized. Accordingly, cost increases and regis

tration delays due to manual input and other factors are becoming industry-wide is

sues. MJC aims to create a system for quickly and efficiently registering the prod

uct information of medical device manufacturers with the respective systems. In th

is way, MJC will contribute to the promotion of medical DX. 

  

                               

                                                     
                 

                                                        

                                         

                                           

                                                      

                                                                      

                                              

                                                                                                                  

                                                        

       

      

                                                         

  

             

                                                               

                                                                   

                                                                                                  

                                                     



Nursing Care Products Business  

 
 

Results in the nursing care products business. Sales of the mainstay nursing care 

product rental increased 6.9% year on year, supported by continued high demand for 

home medical care and in-home nursing care, and contributions from growth in the S

hikoku area, which was newly developed in the previous fiscal year. 

 

Segment sales increased 4.8% to ¥2.91 billion and operating income increased 19.6% 

to ¥245 million. 

 

  

                               

  

                              

 

          
          

           
                     

                        

              
         

      

                                                                

                                                                      

           

                                                  

                                                                        

                                                 

                     

                   

                                       

                                                                              

                                



 Nursing Care Products Business Present Status and Future Initiatives  

 
 

This is the current status and future initiatives of the nursing care products bus

iness. In addition to enhancing our customer follow-up system, we will promote sal

es activities utilizing digital to further expand our market share in existing are

as. 

 

In addition, we will strengthen product sales and service provision for nursing ca

re facilities, and promote sales of hearing aids and wheelchair repair services. W

e will also continue to conduct cross-selling, such as sales of goods to rental cu

stomers and proposals for home renovation. 

 

Regarding the development of bases, following the opening of sales offices in Onom

ichi City, Hiroshima Prefecture in 2022 and in Kochi Prefecture in 2025, we will c

ontinue to open additional new stores in the Setouchi area. We anticipate continue

d growth in the home nursing care equipment business in the future, in part due to 

government policies to encourage the transition from hospitals to home care. 

 

  

                               

                                                                           

                                         

                

                                   

                                        

                                   

                                                                 

                                          

          

                                         

        

                      

                                       

       

                         

  

      

            

                                                          

                  



 Dividends and Future Dividend Policy  

 
 

The following is an explanation of shareholder returns and profitability analysis. 

First, we will discuss our dividend status for the past 10 years and our dividend 

policy going forward. We plan to pay a dividend of ¥80 per share for the fiscal ye

ar ending June 2024 and a dividend of ¥80 per share for the fiscal year ending Jun

e 2026. 

 

The blue line chart shows the evolution of DOE, or dividends on equity. DOE at the 

end of June 2026 was 3.9%, which is relatively high, with the average of 2% of the 

total number of listed companies. The dividend yield shown in the orange line grap

h is also relatively high at 4.2% at the end of June 2026. 

 

The Company will announce its dividend policy after the management integration as 

soon as it is finalized. 

 

  

                               

                                          

                                                                         

       

  

    
  

  

  

  

      

    

    

    

    

    

    

    

    

    

    

    

    

    

                                                                      

                                 

      

                             

                              

              

   

              

  

                                                                                                                                  



 Current Shareholder Benefit QUO Card 

 
 

This section introduces the current shareholder benefit program. Benefits are list

ed in the slide table. Shareholders who have held our shares for more than one yea

r have a "QUO card" with the face value shown in the table, depending on the numbe

r of years and the number of shares held. 

 

The policy of the shareholder benefit program after the management integration wil

l also be announced as soon as it is finalized. 

 

  

                               

  

                                     

                                       
               

    

                                               

             

                                

                                              

    
                           



 Cost of Capital and Profitability of Capital Analysis  

 
 

This is the current state of the Group's cost of capital and profitability of capi

tal. We estimate our cost of equity to be around 6 percent. Equity spreads, calcul

ated by subtracting the cost of equity from ROE, have ranged between 2% and 7%. 

 

Although we are maintaining profitability in excess of our cost of equity, as show

n on the slide, our ROE declined this year. 

 

Going forward, we will continue to invest for growth and development and strive to 

improve profitability based on the medium-term plan and the management integration 

plan. 

 

  

                               

  

                                                  

     

     

     

     

    

    

    

    

    

    

     

     

     

     

     

     

                                   

                  

   

                  
                    

                 

                       
                                            

                                 
      

                                           

                

                                            

        

                                 

                                               

                                                                                      



Initiatives to Improve PBR 

 
 

This is an initiative to improve our PBR. Our PBR as of the end of June 2026 was 

0.86 times. The weighted average PBR of wholesalers in the TSE Standard Market is 

0.8 times, exceeding the market average but falling below 1.0 times. We aim to mor

e than double our PBR1.0 in the future and will strive to make further improvement

s. 

 

PBR is broken down into ROE and PER, but we recognize the importance of improving 

the net income margin and expected growth rate in particular in order to improve P

BR. In terms of net income as a percentage of net sales, we will raise productivit

y through more efficient use of DX AI and promote the development of new high-val

ue-added businesses. 

 

With regard to the expected growth rate, we aim to further improve PBR by improvin

g the ratio of overseas businesses, cultivating new businesses, and raising awaren

ess through aggressive IR activities. 

 

  

                               

  

                          

   
            

   
      

   
             

                   
       

              
           

                  
            

               
           

                    

                                                     

                                         

                                

                              

                                                    

                                                                                                                               

                        

                  

                                            

                                             

                                               

                                                         

         

                      

                   

                               

     



Initiatives for sustainable VISION2030 growth and shareholder returns 

 
 

I will explain the progress of the medium-term management plan. We have set the "V

ISION2030" as our vision for the year 2030. We are working to achieve our goals of 

becoming the best domestic medical device trading company, earning 20% of our oper

ating income from overseas, and bringing more than 30 new products and services to 

the world. 

 

Going forward, we will continue to support medical institutions and patients to pr

ovide a stable supply of medical and nursing care services. At the same time, we w

ill expand new businesses by selling automated payment machines for clinics and lo

w-thermal decomposition upcycle units, and growing our business in Thailand. 

 

Based on the revenues generated by these businesses, we will actively return profi

ts to shareholders while also investing in new businesses in an effort to increase 

corporate value. 

 

We will also aim for further growth and development of the Group through the manag

ement integration with DeVEX Co., Ltd. 

 

  

                               

  

                                                                 

             
                   

               

                 

                         

                         

                 
                             

              

                         

                 

                           

                  

                     
                    

           

                     

                     

                         

            

                       

             

                            

                   

           



 Current Medium-Term Management Plan (Formulated in June 2025)  

 
 

This is the medium-term management plan for the fiscal years ended June 2026 to Ju

ne 2028. The new medium-term management plan after the management integration will 

be announced as soon as it is finalized. In the following slides, I will explain t

he progress of the current plan. 

 

  

                               

                                                                             

  

                                                                                           

                        

                                            

     

          

                                             

     

                              

                           

                         

                                            

          

                                         

                                              

                            

                          

                                  

                          

                                           

                              



Reform by OLBA-DX DX Promotion Office 

 
 

First, regarding our DX initiatives, we established DX Promotion Office in 2021 to 

reform the businesses of each Group company. As an ongoing initiative, we are expa

nding the use of generation AI and no-code tools, which we use in our daily operat

ions. As for no-code tools, we hold study sessions within the company, and we also 

have the opportunity to introduce our case studies at external events. 

 

We are also in the process of building CRM and SFA, and are currently conducting d

emonstration tests, and plan to begin using them in stages. 

 

We are currently gradually transitioning to groupware in preparation for full-scal

e operation in September 2026. We are also in the process of revamping our sales m

anagement system. To develop DX human resources, we are expanding our e-learning p

rogram, holding group-wide study sessions, and encouraging employees to acquire IT 

passports. 

 

  

                               

                                        

                     

                                                         

                                

                              

                                           

                                                 

              

                                                          

                 

       

  

                             

       

                                                     

                             

                                          

                                                 



 Logistics Innovation  

 
 

I will explain about logistics innovation. The integrated logistics system "Li-Flo

" has been in operation since 2022, and we plan to complete its introduction to th

e entire Group in the fiscal year under review. 

 

Li-Flo was developed with the aim of improving quality control, such as strengthen

ing inventory control and expiration date control, and streamlining the lending bu

sinesses of orthopedic surgical instruments and other items. Benefits include stre

amlining product picking operations in warehouses with bar code reading, streamlin

ing delivery note output, and reducing inventory time. 

 

We are also constructing the Shin-Okayama Distribution Center, which is scheduled 

to begin operations in July 2027. The aim of this center is to streamline operatio

ns, address BCP, build a new logistics network, and form hubs for supplying medica

l equipment in the Chugoku-Shikoku region. 

 

Based on our philosophy of "do not stop medical care," we aim to support regional 

medical care and provide a stable supply of medical equipment. 

 

  

                               

                    

                                              

                                                                                                                                         

                         

                             

                                                                                                                                              

                

                 

                    

          

               

                

                                                    

                                                                                                  

                       

                       

                                                                           

                                                                           

                                                                                             

                                                                        

                                                                                                            

                                

  

         

           



 Joint Distribution of Medical Equipment in the Kurashiki Area of Okayama Prefect

ure (from March 2026)  

 
 

This section explains the joint distribution of medical devices in the Kurashiki a

rea of Okayama Prefecture. In addition to issues such as the 2024 logistics proble

m and a shortage of drivers, this initiative aims to eliminate low load factor and 

inefficiencies in medical device logistics. 

 

For Kurashiki Chuo Hospital, we worked with Nishinihon Medical Link Co., Ltd., a c

ompany in the same industry, with the aim of optimizing bulk deliveries and delive

ry routes through joint deliveries and improving load factors. 

 

This initiative has already produced results, and has led to the creation of non-f

inancial value from a ESG perspective as well. This includes significantly streaml

ining warehousing and inspection operations, controlling logistics costs by consol

idating vehicles and effectively utilizing space, and reducing CO2 emissions by re

ducing the number of deliveries. 

 

In the future, we will aim to build a sustainable logistics model by improving log

istics efficiency for the entire medical device sales trading company by expanding 

joint delivery regionally. 

 

  

                               

                                                                        
                            

                       
                                                       

                                                                             

                                                                               

                                                                

                                            

                                             
                                                                                

                                                                                 

                                                               

                                                             

                                                                                                                                                                                                                    

                              

                                          

                       

                                                               

                                                      

                                                                                  

                                    

                

                                   

  

         

           

              



 New businesses ① "Temasac" sales were strong  

 
 

Introduction to new businesses. The first is Temasac, an automatic settlement mach

ine for clinics operated by Kawanishi Berkmed Co., Ltd. 

 

Demand for automated payment machines is increasing, particularly in clinics and c

linics, which aim to save labor in accounting businesses. Temasac also supports ca

shless settlement, as it realizes collaboration with the Recept Computer, a medica

l fee billing system that is required for medical clerical work. 

 

During the one-year period from July 2025 to June 2026, 286 vehicles were introduc

ed, reaching a cumulative total of 1040 vehicles, exceeding 1000. 

 

"TEMASAC" is sold to clinics in various parts of Japan. About 40% of the customers 

sold this product occupy the Kanto region. It is sold at seven bases nationwide, a

nd at this time, it has a sales track record in 46 prefectures, excluding Yamagata 

Prefecture. 

 

  

                               

                                                                    

               

                                               

                      

     

                                                                                                               

                                 

             

           

                                       

   

  

   

   
   

   

   

   

   

   

   

    

 

   

   

   

   

    

    

                                                 

                    

                                                 

                                      

                 

                            

  

                 

                   

        



 New Businesses ② Olcido Co., Ltd.  

 
 

The following new businesses are introduced. In 2025, companies established Orcido 

Co., Ltd., a 100% subsidiary. We began sales of OLSTECH, a low-thermal decompositi

on-type up-cycle unit. 

 

OLSTECH uses chemically reacted heat to significantly reduce CO2 emissions by deco

mposing waste without burning it. The power supply can be operated from a househol

d power outlet. This product was completed through joint research with the Osaka U

niversity Center for Environmental and Safety Research and Management, based on th

e idea that Nylon gloves and diapers, which are discarded in large quantities on a 

daily basis in medical and nursing care settings, can be treated with environmenta

l friendliness. 

 

By not transporting or incinerating garbage, we were able to reduce our environmen

tal impact, and we began selling it first for the purpose of decomposing general g

arbage. Currently, we are receiving inquiries from a variety of fields, including 

the apparel industry and the food industry. 

 

As a result, it also leads to profit opportunities outside the medical and nursing 

care fields. Sales results have already increased, and we will continue to acceler

ate sales and delivery with the aim of expanding revenues. 

 

  

                               

             

                                       

                                                                     

                     

                                   

                                                                 

                        

                                                                          

                                                    

        

                                                            

                                                                                                                                                                             

             

           

                             

                              

                                                     

                                                   

             

                                                         

                               

  

                                    

                

                                         

                                      



 New Businesses ③ "Babyeets"  

 
 

In the following new businesses, we will introduce the live distribution of newbor

n babies for obstetrics and gynecology and Babyeets (Babies) memorial movie creati

on service. 

 

Babyeets is a service that allows families to view the images of newborns on their 

smartphones and PCs in real time during the admission of newborns and mothers usin

g a dedicated card. We also provide a memorial video after a hospital is discharge

d. 

 

This service was developed based on the desire to deliver excitement immediately a

fter birth to families and to promote the formation of attachment to newborns. In 

December 2024, we began operating the system at Ehime University Hospital, which h

as also acquired patents. As of the end of June 2026, the system is being operated 

at seven facilities nationwide. 

 

From QR code in the slide, please also read the sample of the Memorial Movie and t

he interview video of "Ai TV". 

 

  

                               

                         

                                                                

                                 

                                           

                 

                                                      

                                                                     

                             

                                                                       

                                                                                                                  

                                  

                                 

                                            

                                                    

             

           

                        

                           

                            

  



 New Businesses ④ Taiolba Healthcare (from January 2023)  

 
 

I will explain the progress of overseas business in the Kingdom of Thailand. In 20

23, we established a joint venture company, Taiolva Healthcare. Following universi

ty hospitals and the Royal Hospital, Takazono Co., Ltd. decided to introduce its f

ully automated tablet dispensing machines to Nakon Nayok Hospital, which is under 

the jurisdiction of the Thai Ministry of Health. 

 

The hospital is pursuing digitalization and smart hospitalization initiatives with 

the aim of providing modern medical services and shorten patient waiting times. Am

ong the hospitals in Thailand's Ministry of Health, adoption in hospitals that pro

mote smart hospitals in particular will lead to expectations for future market acq

uisition. 

 

In addition, the Thai Food and Drug Administration (FDA) is continuing to obtain a

pproval for medical devices and other products with the aim of positioning Taiolba 

Healthcare as a medical device manufacturer and establishing sales agency rights. 

As a result of the confidentiality agreement, we refrain from giving specific prod

uct names, but support the products of multiple Japanese companies. 

 

Furthermore, we began commercializing these applications and the costs of obtainin

g approval as revenues. In the sales of orthopedic implants, the products of DiOS 

Ltd. (Digital Orthopaedic Solutions Co., Ltd.) in Thailand, which we handle, were 

registered on the Thai innovation listing. 

 

                               

                                     

                 

                                                              

                                       

                                                   

                        

                      

                 

         

                

       

           

                   

           

                                         

                  

                    

                           

                                         

         

                             

                   

                             

         

                          

  

             

           

                          

                                                   

                                             

                                               

                                            

                     

                   

                         

                      
                       

                     

             

                   

           



As this registration allows us to enjoy a variety of preferential treatment, we ar

e focusing on and working to expand our market share, particularly in national and 

public hospitals. 

 

  



Initiatives for ESG 

 
 

This section introduces our initiatives for sustainability. As part of our ESG ini

tiatives, we hope to contribute to improving the global environment through sales 

of OLSTECH in the environmental field (E). 

 

In the Social Sector, S, we are committed to human capital investment, health mana

gement, and contributions to local communities. With regard to health and producti

vity management, I use my own background as a medical doctor to actively promote i

t. In 2026, we were also certified as an excellent health management corporation. 

 

In addition, we are encouraging men to take childcare leave and women to play an a

ctive role. In addition to introducing an external mentor system for women, we hav

e set a target of increasing the ratio of women in managerial positions to 19.0% b

y 2030. 

 

In addition, we introduced a long-term income support (GLTD) system to compensate 

employees for a portion of their income in the event that they become unable to wo

rk for a long period due to illness or injury. 

 

In the area of governance, we strive to raise the ethical awareness of each and ev

ery employee by ensuring management transparency, efficiency, and soundness, and b

y stating in our Employee Charter that "we will endeavor to engage in fair competi

tion and business transactions at any time." 

 

  

                               

                             

                           

  

                               

                                
                                

           

                                  

               

                              

          

                       

                                           

           

                            

                                 

            

                                 

                                   

                                   

                                   

            

                                            

                                         

                                      

                                         

                                        

                                     

                                    

                     

                                      

                                         

                                                     



 Growth-Oriented Human Resource Development  

 
 

This section introduces our human resource development initiatives, which are the 

source of the Group's growth. With the aim of systematically developing human reso

urces and acquiring expertise, OLBA Academy (Orba Academy) internal training syste

m provides seamless opportunities for learning according to the stages of individu

al employees. We are also working to expand our e-Learning courses. 

 

Our goal is to gain a deep understanding of the medical and nursing care areas and 

acquire product knowledge in order to propose products and services that contribut

e to solving customer issues. 

 

We believe that investment in human resource education will improve employee engag

ement and contribute to building employee expertise, skills and management skills, 

and will be a source of competitive advantage. We will continue such efforts in th

e future. 

 

  

                               

  

                                                 

                                                                   

                                                    

                                                                                                                    

                                              

                                       

                            

                       
              



 New Structure after Business Integration with Part Pass of Both Companies  

 
 

This section explains the management integration and changes in the company's nam

e. Companys and DVX Co., Ltd (DVx) will integrate their management on September 1, 

2026. 

 

The management of DVx will be merged with "Contribute to the development of medici

ne, medical care, and nursing care through business, and contribute to the healthy 

and longevity of the national" as part of our business, and "Protect life and heal

th" as part of our business. 

 

The two companies that aspire to the future of healthcare and people's health will 

become one, and will reborn as Orbadev-X Healthcare Co., Ltd. The new group name w

ill be "Orbadev-X Group," with two headquarters in Okayama and Tokyo. 

 

  

                               

  

                                                                     

                               

                               

                                

                       

                                          

                                                           

                  

                                                          

                      

   



 Evolve into a "hybrid-type dealership" through the merger of the two companies  

 
 

I would like to explain the evolution of the merger between the two companies into 

a hybrid-type dealer. Company Orba Healthcare Holdings is a comprehensive medical 

device sales business with an overwhelming market share and a comprehensive produc

t lineup based on Chugoku-Shikoku. 

 

On the other hand, DVx is a specialized medical device sales business with strengt

hs in the cardiovascular and arrhythmia fields, such as heart pacemakers, mainly i

n the Kanto region. 

 

By integrating these two companies, we will evolve into a hybrid dealer that combi

nes comprehensive and specialized services. In addition to mutually complementing 

the commercial areas and products in the Kanto region and Chugoku-Shikoku, we will 

aim to become an essential partner in hospital management by improving purchasing 

and optimizing logistics by leveraging the merits of scale. 

 

  

                               

  

                                                                     

                                               

                                                

                      

                                    

                                                 

                                                             

                                               

                                                  

                                              

                                                    

                                                   

              

                  

                                                 

                                       

                                              

                                                                

            

           

                                                                     

                                                                                                       

           

                                                                                                                

                                                                                                                          
                               

                         



 Five Synergies from the Business Integration  

 
 

I will explain the five synergies that resulted from the management integration. U

nder this merger, we will create synergies based on the three axes of offense, def

ense, and foundation. 

 

First, I would like to point out two proactive synergies for business growth. In t

erms of "expansion of distributor business and economies of scale," we will establ

ish a nationwide, robust sales network through the provision of medical equipment 

in the Kanto region and the mutual development of cardiovascular products in Chugo

ku-Shikoku. We also aim to reduce costs and improve profit margins by expanding th

e scale of procurement. 

 

To "expand sales channels for our products and strengthen medical-industrial colla

borations," DVx will expand sales channels for its in-house planned products such 

as "RAQUOS," "Holter Analysis," and "Super Hearing Diagnostics" to Chugoku-Shikoku 

and Thailand. We will also collaborate in the repair support system. Furthermore, 

we will strengthen our product development capabilities by sharing on-site needs a

nd collaborating with venture companies. 

 

Next, we will focus on defensive synergies to strengthen our foundations. Under th

e "Optimization of Logistics and Inventory and Strengthening of BCP," we will inte

grate our distribution network and mutually utilize the Shin-Okayama Distribution 

Center to mutually accommodate medical devices with expiration dates and reduce wa

ste losses. At the same time, we will build a stable supply system even in the eve

nt of a disaster because of low dependence on the local community. 

 

                               

  

                                              

                      

                               
                                                                  

                                                                        

                                                                

                                                                 

                  

                                                                 

                                             

                                

                             

                                
                                                                  

                                                                   

                                                           

             

                                                               

                                                        

                         

                            
                                                       

                                                                

                            

                                                        

                                                  

                  

                                                         

                                       

                           

                         
                                                                      

                                  

                                                                  

                         

                                                                 

                                       

                         

                             

                   
                                                                       

                                         

                                                               

                                 

                                                              

                                            

                                                                               

           

                                         

                      

      



Under IT Investment Efficiency and Data Utilization (DX), we will promote the use 

of Li-Flo logistics integrated system by both companies to share product masters a

nd make efficient joint investments in IT infrastructure for sales and logistics. 

 

This is about the synergy of the foundation for improving organizational strength. 

To "strengthen development through knowledge sharing and personnel exchanges," we 

will raise the human resource base and organizational strength of the entire Group 

through training by specialized personnel, mutual use of educational content, and 

personnel exchanges with different strengths. 

 

  



 Evolution of Our Strengths and Weaknesses  Led by Integrated Synergies 

 
 

 

We will explain the evolution of our strengths and weaknesses, which are driven by 

integration synergies. First, we will leverage our strengths. Leveraging our marke

t share in Chugoku-Shikoku and our trust in Kanto-based cardiovascular market shar

e No.1, we will develop DVx's advanced cardiovascular products in the Chugoku-Shik

oku market. 

 

We will create a reinvestment spiral from earnings to new investments and further 

strengthen human resource development and DX investment. 

 

Next, as a first step to overcome weaknesses, we will achieve an increase in profi

tability by reducing procurement costs and raising the ratio of products developed 

in-house to lower profit margins due to the characteristics of wholesale. We will 

expand domestic and Asian sales channels for products developed in-house by DVx an

d equipment with exclusive distribution rights, such as RAQUOS and ultra-hearing e

xaminers. 

 

Second, we will secure a share of the market by combining our low share in metropo

litan areas with DVx, which has a strong foundation in the Kanto region. We will a

ccelerate the development of markets for all Olva products, as well as automated p

ayment machines and new businesses, where approximately 40% of the products are in 

operation in the Kanto region. 

 

                               

                                                                    

                                 

           

                                                       

                                    

                                                   

                                                         

                     

                                                        

                                                       

          

                                            

                      

           

                                                      

                                                

                                                   

                                                    

                                                     

                                                  

                                           

                                          

                                     

                                  

           

                                                    

                                                      

                                                     

                                                 

                            

                                                    

                                   

     

                                

                       

                                     

                       

                            

                

                                                                                        

         

                                                                                                                                            

                                                                                                                                   

                                                                                                           

                               



Even after our 100-year history, we have always taken on challenges without fear o

f change. We have positioned employee training as a source of growth. We are activ

ely working to create new businesses and promote DX. 

 

Through this management merger with DVx, we will link the strengths and cultures o

f both parties to create a new growth-oriented trajectory. 

 

  



End 

 
 

We will make every effort to further increase our corporate value and contribute t

o social as a new "Olvadive IX Group" in a unified effort. 

 

This is the end of the explanation of the fiscal 2026 report. Thank you very much 

for watching. 

  

                               

  

          

                                                                                               

                             

                         



 

 

                               

                                       

                                           

                                                      

                   

                         

                                                    

                     

                                                         

                      

                                           

                                                

              

                                         

                          

                 

                         

                                  

                                               

                     

   

                         

                                                                                                              

                                 

            

  

                               

                                                                                                                        

                                                                                 

                                                               

                                                                         

                                       

                                          

                                                                                           

                                                                     
         

                                                                 

                                                                                        

                                                                              
         

                                                                          

                                                                         

                                                                                                                             

                                            

                                              

                                                                                                                  

                                                                                                             

                                                                                                                       

                                                                 

                                                                                                               

                                         

       

  



 

 

                               

                 

                                                                                                                                

                                                                                                                

                                                                                                                   

                                              

                                                                                                       

                       

                                                                                        

                                                                          

                                    

                                                    

                                                                                                     

             

                                                  

                                                              

                                                                  

                                                                                                     

                     

  

                               

                                                         

  

                  

                          

                          

                   

          

                             

                             

                           

        
                     

      

                          

                     

            
                   

      

                        

      
          

          

           

         
             

           

                       

             

         
               

           

                          

                         

         
                     

          

               

                                 

                           

   



 

 

                               

                                                   

  

                                         

                                    

                                   

                  

        
                                                     

                    

                                                         

       
                                                  

                    

               

                           

                                                            

                                                

                                     

            

                               

                               

                                                   

  

                                         

                                                           

                                  

                                   

                                       

                               

                                         

                      

       

                          

       
                                                    

              

                                                        

        

                                             



 

 

                               

                                      

                                                           

                                                        

                                                        

                                        

                                          

              

          

                                                      

                                                         

                                              

                                    

                                 

                       

                   

                             

                            

                            

  

                               

                                      

                                             

                                                    

                                               

                                                                 

                                            

                                                  

                                          

                                  

                                 

                                      

                            

  



 

 
 

                               

                              

         

                 
           

                

                
                     

   

          
                      

   

    
                      

   

    
                         

              

    
                      

                   

                        

  

                               

  

                                                                  

               

            

              
            

                   
                

                                                                                          

                  

                                                                     

    

                                    

                                              

          

                                            

           

              
                              

                                      

                                   

                                       



 

                               

  

                                                                                   
                          

                

                                                                                          

                  

                                                                                                       

                                     

                                                                                                                                                  

                                                                  

                               

                               

                                                          

                                                                     

                                                             

                     

                                      

                                        

                                                               

               

  



 
                               

                                                                                            
                                                                    

                                                                                              
                                                                                             

                                                                                            

                      

                                                                                         
                                                                                         

                                       

  


