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(Net sales)
Net sales increased ¥700 million. However, given that the impact of exchange rates was 
nearly ¥700 million, we think that net sales were actually flat from the previous year. 

(Gross profit) Gross profit declined despite the increase in net sales. Profit declined ¥350 
million in overseas IT, and sales and profit decreased in domestic IT, including CAC, a 
subsidiary. As a result, gross profit declined by a little less than ¥200 million. 

(SG&A expenses)
SG&A expenses increased about ¥200 million in CAC Croit, which is CRO, mainly due to the 
impact of personnel expenses. 
SG&A expenses also increased about ¥200 million at Accel Frontline, a subsidiary in India. 

(Operating income)
Operating income declined ¥450 million year on year due to an operating loss in overseas 
IT, and decreased ¥220 million year on year in domestic IT. 
At CAC Croit (CRO), operating income increased about ¥170 million year on year. 
In overseas IT, two companies, namely Accel Frontline in India and Sierra Solutions 
(already sold) in Singapore, pushed down income significantly, and this had an impact. 

(Extraordinary income)
In 2016, we recorded extraordinary income of ¥3.7 billion, but it was due to the sale of 
investment securities. In particular, Recruit Holdings conducted the secondary offering of 
its shares, and we proceeded with asset sale to capitalize on it. 
While we also sold securities in the fiscal year under review, gain on sales was about ¥1.8 
billion less than the previous year. 

(Extraordinary losses)
In 2016, expenses for business restructuring at Accel Frontline in India had an impact.
In 2017, we recorded an impairment loss of ¥1.3 billion at Sierra Solutions. 
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・Our full-year results forecasts have almost fallen within the revised 
values we announced on November 10, 2017. 

・Although the amount of difference is less than ¥200 million, we have 
disclosed it in the “Notice of Differences Between Consolidated Results 
Forecasts and Actual Results for FY2017” published today because 
ordinary income was more than 30% greater than the forecast. 
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Differences from initial forecast (announced on February 14, 2017)

(A subsidiary in Singapore (Sierra Solutions))
A large project for a state-run hospital in Thailand became unprofitable. 
At the beginning of the period, operating income of ¥200 million was 
expected in FY2017 because the project was planned to return to 
normal. However, the project remained unprofitable, and an operating 
loss of ¥300 million was recorded. 

(A subsidiary in India (Accel Frontline))
At the beginning of the period, operating income of about ¥600 million 
was expected, but operating income came to almost zero due to the 
sluggish core business in India and the effect of the sale of a 
Singaporean subsidiary of Accel Frontline. 

(CRO (CAC Croit))
Operating income declined from the initial forecast of ¥600 million to 
less than ¥300 million due to delay in the recovery of an unprofitable 
project. 
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In overseas IT, income declined due to the poor performance of Sierra 
Solutions and a delay in the recovery of Accel Frontline, and an operating 
loss was posted as a result. 
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(Systems Development and integration)

Net sales: Net sales declined as a result of a fall in sales to 
pharmaceuticals in Japan. 

Operating income: Domestic IT did not fare well, but the major factor for 
an operating loss in this segment was a decline in operating income by 
nearly ¥600 million year on year at two overseas subsidiaries. 

Systems Development and integration are the core business in our 
commissioned development. 
Rebuilding this segment is a major strategic point. 
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(Pharmaceuticals)
Sales declined ¥800 million year on year due to the effect of a significant fall in system 
projects for pharmaceutical companies in Japan. 

(Financial services)
Large projects for mega banks were restored to their normal state. Sales declined ¥400 
million in Japan and increased more than ¥400 million overseas. As a result, sales 
increased year on year. 

(Food services)
Sales declined year on year due to a fall in sales to large customers in Japan. 

(Service)
Sales increased significantly, and overseas sales had a significant positive impact. 
Particularly sales to local carriers, customers of Accel Frontline in India, rose about ¥1.2 
billion. 
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・Orders received totaled ¥52.1 billion, an increase of ¥1.2 billion year on 
year. 
The order backlog stood at ¥15.7 billion, a decrease of ¥1.1 billion year on 
year. 

・Orders were strong, but the major factor for this was that there were 
many long-term orders (where the period from orders received to the 
recording of sales is extended). 

In the fiscal year under review, orders were recorded as sales.  

・By segment, orders received declined in system development and 
integration services, and the major factor for this was a decrease in orders 
received from pharmaceuticals and trust banks. Orders received from a 
single trust bank declined about ¥800 million. 
Orders received increased in BPO/BTO services, and the major factor was 
growth in orders by ¥1.2 billion in CRO (pharmaceutical BTO). 

・The decline in order backlog was mainly attributable to a fall in order 
backlog in overseas IT. 
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・The gain on the valuation of securities increased ¥4.1 billion due to 
a rise in share prices, and this was the major factor for the increase in 
net assets. 
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・The previous medium-term strategy was to expand the business and 
business domains of the Group by investing in overseas and CRO. 
➔While sales grew slightly, income was pressed down as a result. 

・In 2015 and 2016, Accel Frontline, a subsidiary in India, recorded an 
operating loss. 
An unprofitable project also arose in CRO in 2015, and operating income 
declined ¥700 million year on year. 

・In 2017, Sierra Solutions, a subsidiary in Singapore, failed in a large project, 
etc. 
Accel Frontline in India remained unable to make a profit due to stagnant 
business in India, in addition to the worsened business confidence in Dubai 
where its subsidiary is located. 
CRO was recovering, but operations related to clinical trials continued to be 
unprofitable. 

➔As a result, the areas of focus worked negatively. 
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Results forecasts for FY2018 are similar to those at the beginning of 
FY2017. 
Annual dividend is set at ¥38, an increase of ¥2 from the previous year. 
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(Domestic IT business)
・New digital shift: With a particular focus on efforts to capture demand for 
AWS (Amazon Web Services), a cloud service platform, we will revive 
income by increasing opportunities to receive orders. 
・We will manage projects overall to prevent them from becoming 
unprofitable by strengthening their management. 

(Overseas IT business)
・Because we have separated off (sold) Sierra Solutions, a subsidiary in 
Singapore, that recorded an operating loss in 2017, this was a factor for 
higher income. 
・We are also considering the separation of unprofitable businesses at Accel 
Frontline in India. 
・In India and China, because demand from companies and schools is strong, 
we will focus on receiving orders there. 

(CRO business)
・CRO business faces the situation of excess personnel and no flexibility. 
・We will implement thorough management of losses from non-performance 
and projects in an environment of excessive competition. 
・We plan to resolve low profitability at an early stage. 

➔ We anticipate operating income of ¥1.3 billion in the three businesses 
above. 
➔ Remaining ¥300 million will be generated from new businesses. 
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[As described on the slide]
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Target numbers are as indicated on the slide. 
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Breakdown of target numbers

・Existing businesses refer to businesses of the Group companies 
as of the end of 2017. 
We expect that their net sales will in fact decline to ¥50 billion. 
We aim to revive their operating income to ¥2.5 billion. 

・New businesses refer to businesses planned by a specialized unit of CAC Holdings 
called the Innovative Business Planning Department, including M&A, business and 
capital alliances and an industry-academia partnership. We will grow them into 
businesses with net sales of ¥20 billion and operating income of ¥1.5 billion. 
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(Domestic IT business)
・In reverse innovation, we will bring solutions provided by overseas subsidiaries into 
Japan to develop them in Japan. Currently, we are providing Japanese customers with 
services such as the technology of Accel Frontline in India for autonomous driving support 
systems, which we provide to auto parts makers in Japan. 
・As for the expansion of our business territory, we will focus on expanding in western 
Japan, in particular. 

(Overseas IT business)
・We have our sights set on the huge market in India and China. 
・As for business restructuring, we will think about implementing separation, acquisition 
and consolidation, etc. 

(CRO business)
・Peripheral businesses refer to those which we will newly create as an extension of 
existing businesses, such as clinical trial-related operations and pharmacovigilance 
operations. They include, for example, a contract for chemical compound management 
based on the support of the Ministry of Health, Labour and Welfare. 
・We have assigned 40 employees to the CRO team in China. We will also increase the 
CRO staff in India. 

(Common to all businesses)
・At the R&D center, more promising developments are emerging in China and India, 
rather than in Japan. Several interesting ideas have been emerging free from existing 
businesses. Because some show signs of success, we will continue to expand them. 
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[As described on the slide]
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・In China, emotional-recognition AI is used to evaluate teachers by 
recording classes at school and understanding students from their 
expressions. 

・In inbound services, we are thinking about creating a service in 
cooperation with a medical corporation that will enable Chinese tourists to 
reserve medical tourism on a booking site they use when they come to 
Japan.  
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We will implement the joint education of human resources and strategic 
rotation as the entire Group. 
We will also work on measures to increase corporate presence to enhance 
the corporate value of the entire Group as a listed holding company. 

23



24



25



26



27



AFL: Accel Frontline, a subsidiary in India 
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