
 

      Results Briefing Summary       

 
Summary of FY3/25 Consolidated Results 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Despite the continued surge in raw material prices and depreciation of the yen, our efforts to 
expand sales of new products and strengthen initiatives with key clients led to record-high net 
sales. Compared to the previous fiscal year, both revenue and profit increased. By business 
model, both the "Product Development Model Business" and "Wholesale Model Business" 
experienced revenue growth. On the other hand, the "Others" Segments recorded a decrease in 
revenue, mainly due to lower sales at our subsidiary engaged in manufacturing and sales in 
China. Compared to the earnings forecast announced on May 9, 2024, both net sales and gross 
profit were achieved. Although operating profit slightly underperformed due to increased 
promotional expenses for the next fiscal year, ordinary profit met expectations thanks to 
dividend profit from subsidiaries. 
 
 
 
Summary of FY3/25 Consolidated Results by Business Segment 
Doshisha’s operations are largely divided into two business segments: the Product Development 
Model Business and the Wholesale Model Business.The Product Development Model Business 
plans,manufactures and sells original Doshisha products. The Wholesale Model Business is a 
comprehensive sales proposal business, mainly focused on selling and planning sales promotions 
for leading domestic and overseas brands and for products sourced from major manufacturers 
in Japan. The product range in the Wholesale Model Business includes famous brand 
watches,bags and other items,and traditional mid-year and year-end assorted gift packs 
prepared by Doshisha using merchandise sourced from leading domestic manufacturers. 
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【 Product Development Model Business – Highlights 】 
・Home Appliances: 
>Increased media exposure of the calf care appliance “Gorilla no Hitotsukami” led to growth of 

the “Gorilla Series.” 
 

・Household Goods:  
>Renewal of the “evercook” frying pan series and new handling of U.S. kitchen brand 

“CORELLE” contributed positively. 
 

・Food:  
>Strong performance driven by development and renewal of products like private-brand snacks 

tailored to consumer needs. 
 

・100-Yen Shops:  
>Increased sales of “experience-focused” party goods and other items. 

 
【Wholesale Model Business – Highlights】 
・Bags and Watches(Famous Brands): 
 >While sales to specialty stores were sluggish, sales to discount stores targeting inbound 

tourism rose. 
 

・Miscellaneous Goods(Famous Brands):  
>Outdoor brand “STANLEY” for which we serve as a distributor, performed well due to higher 

brand recognition and expanded product lineup. 
 

・Beauty Products(Famous Brands): 
 >Cosmetic sales grew, centered on skincare brand “EVERYYOU” 

 
 



・Gifts(National Brand Processing): 
 >Growth in summer and year-end gift markets, as well as home-delivered New Year dishes 

and branded sweets. Profit margin also improved through price revisions and product 
updates. 

 
 

Consolidated Forecasts for FY3/26 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
Sales and profits are expected to increase across both business models, with a plan to exceed 
gross profit as well. We aim to achieve the ¥10 billion ordinary profit target set in our 
medium-term business plan by implementing the following strategic initiatives. 
 
 
 
>> Growth Strategy 
【Product Development Model Business】 

 



 
 The “Gorilla Series” including the “Gorilla no Hitotsukami” calf care appliance, succeeded in 
capturing a previously untapped market for younger consumers with its one-legged use, 
affordable pricing, and impactful name and packaging. This appeal to emotion and 
experience—rather than mere function—led to viral attention on social media and cumulative 
sales exceeding 500,000 units. In FY2026, we will evolve this niche strategy with new products 
such as: 
The ultra-light frying pan “Gorilla no Hitotsumami” 
The ultra-heavy mug “Gorilla no Hitokuchi” doubling as a 2kg dumbbell 
Through these initiatives, we aim to create new value beyond existing markets and strive to 
become the No.1 niche-share brand. 
 
 
 
【Wholesale Model Business】 
(Gift,NB Processing) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
We aim to accelerate growth by reforming the shrinking summer and year-end gift business 
while nurturing new revenue categories. In reforming existing businesses, we will strengthen 
support for retailers with a full-service model covering product planning, merchandising, 
ordering, and shipping. We will also leverage our strength in assortment and fulfillment to 
establish an integrated value chain. 
 
We are also expanding into year-round gift occasions such as New Year dishes and gifts for 
Mother’s and Father’s Day. We are exploring new categories such as branded sweets, hometown 
tax gifts, and emergency foods. These initiatives will utilize our procurement and planning 
capabilities, with full in-house marketing and sales. 
 
 
 
 
 



(Famous Brands) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
We have maximized brand value as the official distributor of globally recognized brands in 
various categories including Bags, Watches/Jewelry, Miscellaneous Goods, and Beauty Products. 
Our strength lies not only in procurement but in diversified sales channels and tailored 
promotional strategies for each sales floor. We design store concepts based on the target 
audience and execute end-to-end production. Our integrated strategy strengthens the business 
foundation while diversifying options and opportunities in the brand segment. 
 
 

 

>> Balance Sheet Strategy 

【Measures to realize management that is conscious of cost of 
capital and the share price】 
At the end of the previous fiscal year, ROE exceeded our capital cost target at 7.55%, while PBR 
remained at 0.88x. Our policy is to maintain an ROE above the capital cost and aim to raise PBR 
above 1x. 
To realize this, we will promote our “Growth Strategy,” “Balance Sheet Strategy,” and “ESG 
Strategy,” alongside active dialogue with the market. 
 
【Returning Profits to Shareholders: Increasing the Dividend】 
The dividend for FY2025 is planned as follows: interim dividend of ¥40 and year-end dividend of 
¥45 (revised upward by ¥5 from the initial forecast announced on January 31, 2025), resulting 
in a full-year dividend of ¥85, up ¥10 from the previous year. The payout ratio will be 48.9% 
(non-consolidated) and 45.9% (consolidated). 
 
As announced on May 9, 2025, we have revised our basic dividend policy. From FY2026 onward, 
we aim for a payout ratio of around 50%, reflecting our intent to provide sustainable growth, 
stable dividends, and enhanced shareholder returns. Based on this policy, the FY2026 dividend 
forecast is ¥50 interim and ¥50 year-end, totaling ¥100 for the year (56.1% non-consolidated, 
52.4% consolidated). 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
  Announcement: [Change in Basic Dividend Policy (May 9, 2025)] 

https://www.doshisha.co.jp/dcs/wp-content/uploads/2025/05/25-05-09-4.pdf 
 
 
 
>> ESG Strategy 
(Building a Company That Contributes to a Sustainable Society) 
We have established a “Sustainability Policy”, an organizational framework to promote it, and 
five key material issues (materialities). By addressing these challenges, we aim to contribute to 
the realization of a sustainable society. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
  For more details on our ESG initiatives, including our Sustainability Policy and Materialities, 

please visit our website: 
https://www.doshisha.co.jp/lp/sustainability/ 

 



 
By implementing these three key strategies（Growth Strategy,Balance Sheet Strategy and ESG 
Strategy）, we remain committed to improving medium- to long-term shareholder value and 
advancing our goal of becoming a “vision-driven,” “resilient,” and “socially contributive” 
company.  

 (May 2025) 

 
Disclaimer:This document is a translation of the original Japanese text for reference purposes. 

 In the event of any discrepancies between this translation and the original Japanese text,  
 the original text shall take precedence. 

 


