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 Machine tool demand greatly declined due to continuous worldwide recession and 
reduction of capital investment stemming from financial crisis in September 2008. 
JMTBA orders in calendar year 2009 fell to a historically low level.
(¥1,301.1 billion in calendar year 2008, ¥411.8 billion in calendar year 2009)

 The Okuma group implemented strategies to expand customer bases, but new 
orders remained at a low levels due to adverse machine tool market conditions.
And sales greatly decreased.
New orders: ¥57.2 billion (△55% compared to previous fiscal year)
Sales: ¥60.3 billion (△64% compared to previous fiscal year)

 In an extreme demand decline of the machine tool market, Okuma concentrated 
on innovative production and strengthening corporate fundamentals, and 
implemented reducing cost and inventories. But that could not make up for a loss 
of ¥38.6 billion due to large sales decreases compared to the previous fiscal year. 
Operating profit: △¥15.0 billion (+ ¥12.0 billion at previous fiscal year)

 Inventories did deduce from ¥46.9 billion to ¥31.8 billion by adjusting production to 
the level of new orders received in FY2009,
Cash flow from operating activities: ensured ¥11.2 billion
Net cash returned to the black: ¥4.1 billion 
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Fiscal Year 2009 Financial Results
　 Key points and issues for the future　 Key points and issues for the future
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Fiscal Year 2009 Financial Results

3-2

 As machine tool demand recovers in fiscal year 2010. Okuma will concentrate on 
expanding customer base and increasing new orders and sales.
In terms of production, increasing while maintaining innovative production and 
strong corporate fundamentals are key issues.

 Expanding the customer base and strengthening short-, mid- and long-term 
profitability through quicker strategy implementation (more effective use of strong 
sales networks in advanced countries, establishing and strengthening 
sales/service bases in emerging markets, providing new global-market products) 
are also important issues for fiscal year 2010.

 As machine tool demand recovers in fiscal year 2010. Okuma will concentrate on 
expanding customer base and increasing new orders and sales.
In terms of production, increasing while maintaining innovative production and 
strong corporate fundamentals are key issues.

 Expanding the customer base and strengthening short-, mid- and long-term 
profitability through quicker strategy implementation (more effective use of strong 
sales networks in advanced countries, establishing and strengthening 
sales/service bases in emerging markets, providing new global-market products) 
are also important issues for fiscal year 2010.
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［Fiscal Year 2009 Financial Results］ Summary

Exchange rate Actual rate for FY2009 US$1 ＝ ¥ 92.6 1 Euro ＝ ¥130.7
Actual rate for FY2008 US$1 ＝ ¥100.7 1 Euro ＝ ¥143.3

Effects of exchange rate fluctuations （operating profit） US$＝△¥1.12 billion Euro＝△0.85 billion

(Reference) Assumed rate for FY2009 (as of 24 Sep. 2009) US$1 ＝ ¥ 92.5 1 Euro ＝ ¥133.1

△188.1

△156.5

△150.2

603.4

FY2009

△31.2%

△25.9%

△24.9%

(%)

△228.12.4%40.0Net profit

△280.87.4%124.3Ordinary profit

△270.37.2%120.1Operating profit

△1,070.31,673.7Net sales

Amount of 
change(%)

FY2008

△155.0

△123.0

△120.0

620.0

FY2009
[24 Sep 09]
forecasts

(¥100 million) (Reference)
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［Fiscal Year 2009 Financial Results］ Quarterly Trends
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［Sales/Orders］ New Orders and Net Sales by Product Category

1,674

26

34

370

824

420

FY2008

Net sales

603

17

8

127

307

144

FY2009

△64%

△66%

△63%

△66%

%
Change

1,280

26

28

278

626

322

FY2008

New orders

572

23

10

130

271

137

FY2009

△55%

△53%

△57%

△57%

%
Change

75NC grinders

72Other

293

41

179

66

FY2008

Order backlog

261

44

143

59

FY2009

△11%Total

＋ 9%Multitasking 
machines

△20%Machining 
centers

△10%NC lathes

%
Change

(¥100 million) (¥100 million) (¥100 million) (¥100 million) (¥100 million) (¥100 million)
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469

318

224207

383 326

82
21

168

313

268

396

End of March 2009 End of March 2010

1,053
883

43

34
79

110 355

331
94

193

End of March 2009 End of March 2010

Assets Liabilities and Net Assets

Other fixed assets Other fixed assets

Other current
assets Other current

assets
Property, plant
and equipment Property, plant

and equipment

1,721

Other fixed liabilities

Other fixed liabilities
Other current liabilities

Other current liabilities

Total 
shareholders’

equity
Total 

shareholders’
equity

1,454

1,721
Cash and deposit

Accounts receivable

Accounts receivableInventories

Inventories

Interest-bearing
debt

Interest-bearing
debt

Notes and
accounts payable

Comparison of Balance Sheets
 Shareholders’ equity ratio: 59%, net cash: ¥4.1 billion

Ensured strong financial strength
 Inventories: ¥31.8 billion, decreased ¥15.1 billion(△32%) from end of March 2009

1,454

Notes and
accounts payable

Cash and deposit

(¥100 million)(¥100 million)
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348　

20　

△47　

112　

FY2009

264　Cash and cash equivalents at end of fiscal year

32　Cash flow from financing activities

△88　Cash flow from investing activities

33　Cash flow from operating activities

FY2008

 Reduced inventories by adjusting production and shorten production lead-time. 
Cash flow from operating activities was ¥11.2 billion.
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【 Capital Investment/Depreciation Expenses 】

Cash Flows; Capital Investment and Depreciation Expenses

［Forecast ］

(¥100 million)

(¥100 million)

Capital investment
Depreciation expenses

(¥100 million)
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Part 2

Management Policies for
Fiscal Year 2010
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4,114
9,69014,746

7,2087,316
5,5768,7317,430

200820072006 2009

5,471
1,890

15,939

321

2009

1,2802,1211,900
596871876
6841,2501,024

200820072006

572
251

3,581

TotalTotal

OverseasOverseas

DomesticDomestic

TotalTotal

OverseasOverseas

DomesticDomestic

［Machine Tool Market Conditions］ JMTBA/Okuma Orders

JMTBA Okuma Corporation (consolidated)
Total           1,957
Overseas 　1,411
Domestic 546

FY2009, 4Q

Total           175
Overseas 　107
Domestic 68

FY2009, 4Q

Overseas

Domestic

Total

Source: Japan Machine Tool Builders’ Association (JMTBA)

FY

Overseas

Domestic

Total

(¥100 million) (¥100 million) 

※Ⅰ＝Apr.～Jun., Ⅱ＝Jul.～Sep., Ⅲ＝Oct.～Dec., Ⅳ＝Jan.～Mar.
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［Machine Tool Market Conditions］ Domestic Demand by Industry
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1,089
1,552
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239763856

6372,6342,664
4732,1281,963

292853902

2009　2007　　2006　

236 117298288
290 132533642

6%
（3%）

15%
（13%）

Others

6%
（8%）

7%
（7%）

Die/Molds

6%
（4%）

6%
（6%）

Transport
machinery

6%
（7%）

13%
（10%）

Electric/Preci
sion 
machinery

14%
（14%）

25%
（26%）

Automobile

62%
（64%）

34%
（38%）

General 
machinery

Okuma 
Corporation 
(reference)

Japan 
Machine 

Tool 
Builders’

Association

Electric/Precision machineryElectric/Precision machinery
Die/MoldsDie/Molds

Transport machineryTransport machinery

Japan Machine Tool Builders’ Association
Value of orders by industry

Electric/Precision
machinery

General
machinery

Automobile

Others

FY

Transport
machinery
Die/Molds

(¥100 million) 

Construction machinery, industrial machinery,
semiconductor/LCD production equipment, etc.

Type of industry

Cars, trucks, motorcycles, etc.

Motors, TVs, OA equipment, etc.
Railcars, Aerospace, Ships etc.

Die/Molds

Iron and steel, Metalware, Public, etc.

Source: Japan Machine Tool Builders’ Association (JMTBA)

Percentage of orders by industries
for FY2009（FY2008）
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2,197

723
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243346261

258436439

183468324

200820072006

117

124

80

2009

North AmericaNorth America

Asia/PacificAsia/Pacific
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［Machine Tool Market Conditions］
Overseas Demand by Geographic Region

JMTBA Okuma Corporation (consolidated)
(¥100 million) (¥100 million) 

North America  259
Europe             202
Asia/Pacific      927
Other                 23

FY2009, 4Q

North America　41
Europe              23
Asia/Pacific       44

FY2009, 4Q

Asia/
Pacific

North 
America

Europe

FY

Source: Japan Machine Tool Builders’ Association (JMTBA)

Asia/
Pacific

North 
America

Europe

FY

※Ⅰ＝Apr.～Jun., Ⅱ＝Jul.～Sep., Ⅲ＝Oct.～Dec., Ⅳ＝Jan.～Mar.



16 Becoming the Best in “Monozukuri Service”

Management Policies/Major Strategies for FY2010
(Midrange Business Policies)

Grow globally
Highly efficient and speedy production
Strengthening “Only-One” technologies

Best
“Monozukuri* Service”

Company

(Corporate Vision)

*Monozukuri: the art of making things better than ever

(Major Strategies for FY2010)

Cost reduction through design and 
procurement

 Improve cash flows
Control fixed cost and variable cost

 Pursue highly efficient and speedy production
Global production strategies

Cultivate new markets, increase market share
 Implement strategies of  “premium products”

C
om

pe
tit

iv
en

es
s

S
ho

rt-
te

rm
 

pr
of

it

Strengthen Corporate

Fundamentals
Innovative ProductionExpand

Customer B
ase



17 Becoming the Best in “Monozukuri Service”

Increase market share in advanced nations
Increase orders in advanced countries where Okuma is
competitive by focusing on high-performing industries

Cultivate emerging markets
Develop networks in emerging markets through 
strengthening sales/service bases and employee skills

［Expanding customer base］
Cultivate new markets, increase market shares
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★

★

★長春

北京 大連

青島

上海

武漢

重慶

広州

大隈上海本社

Beijing Dalian

Jinan

ShanghaiWuhan
Chongqing

Guangzhou

• Established sales and service 
bases in Wuhan, Jinan and 
Changchun
8 bases cover China market 
from north to south

India

•Establishing sales and service 
bases in Pune and Chennai.

• 4 bases for sales and service 
Bangalore, Ahmadabad, etc 
planned

Russia/Eastern Europe

モスクワテクニカルセンター

　 2009年 9月開設 ★★

★

★

★

Ahmadabad

Gurgaon

Pune

Bangalore
Chennai

Calcutta

China
Okuma India

★Ludhiana

Okuma Shanghai 

Changchun

• Established technical center in
Moscow to develop Russian
market.

• Brazil base established in 1997.

モスクワ

ウィーン

モスクワ

ウィーン

Moscow

Vienna

★Planned

Provide “premium products” to emerging markets
－Machine tools are capital goods－

［Expanding customer base］ Cultivate emerging markets

 Establishing sales and service bases in Asia (mainly in China and India),
and in Russia/Eastern Europe (mainly in Russia).

 Sales to infrastructure and automobile industries with growth potential in the 
med-/long-term future. Setting up bases in:
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 Foundation of product strategy: Premium Products (high quality, and high value-
added functions)
Cultivate new markets/customers and increase market shares with premium products to 
advanced and emerging countries

 Develop Premium Products for Premium Eco Range (new foundation of product 
strategy)
Simplify and optimize function/performance to meet market needs, and provide the products to 
the market at a suitable price.

Low-end MachinesV
al

ue
-a

dd
ed

[New foundation
of product strategy]

[New foundation
of product strategy]

Premium EcoPremium Eco

Premium ProductsPremium Products

（GENOS）（GENOS）

Expand 
customer base
Expand 
customer base

［Expanding Customer Base］
Strategies for “premium products”
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Double-column turning center  VTR series

Vertical machining center  GENOS series

・ Integration of technologies for double-columun
machining center and vertical lathe

・ Specification/price fitted to market needs

●Strengthen solution technologies for
large parts machining

VTR-160、200、280、350

2m

φ3.5 m

20 t

●Expanding customer bases

M460-VE

［Expanding Customer Base］
Develop new products [Global-X Project]

Core 
technologies

●All-round offerings
・ Compact lathes to large double columns
・ Die/mold applications to mass 

production lines
●Single-Source Okuma
・ NC controls, sensors, motors
・ Comprehensive Machine & Control

service

Global
(Region)

New Growth
(Industries)

Okuma technology trends

Power generators/
Aerospace/Autos/Ships/

Construction Machines/Medical

Untapped 
markets

Global-X Project

Max workpiece
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［Expanding Customer Base］
Extend product line through Global-X Project

 Take advantage of strong demand from electric power generation, aerospace, railcars, 
ships and construction machinery

 Take advantage of the increasing demand from automobile, general machinery and 
electric machinery mainly in emerging countries.

 Cultivate new users in global markets
LathesLathes Machining CentersMachining CentersMultitasking MachinesMultitasking Machines

Electric power generation, aerospace, railcars, ships, construction machinery, etc.
(medium to large-sized machines)

Automobile, General industry, Electric machinery, etc. (small to large-seized machines)

GENOS GENOS

Vertical 
Multitasking 

Machine

Vertical
MC

Double-
column

MC

Vertical
Lathe

Horizontal
MC

Horizontal 
Multitasking 

Machine

Horizontal
Lathe

Double-
column
Turning
Center

5-axis
MC
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LatheLathe MCMC
55--axisaxis

Multitasking
Multitasking

DoubleDouble--columncolumn

Turning Center
Turning Center

Single Source for 

Single Source for 

Machine & 
Machine & 

Control
Control

Mechatronics
Mechatronics

Thermo
Thermo--

Friendly
Friendly

Concept
Concept

Machining
Machining

NaviNavi**Collision
Collision

Avoidance
Avoidance

SystemSystem

［Expanding Customer Base］
Launch more “Only-One” technologies

Mechatronics 
Mechatronics 

& IT& IT

*Machining Navii:Machining Navigation
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［Expanding Customer Base］
Promoting intelligent technology: “Thermo-Friendly Concept”

80μm

1/420μm

12m　 MCR-BⅡ Per 9℃ room temp. change
X-axis dimensional change over time

Machine with Thermo-Friendly Concept

Machine without Thermo-Friendly Concept

• An Okuma Only-One Technology; award-winning thermal deformation compensation 
system achieves high stabilization of thermal deformation even on large-sized 
machines. 

• Globally provide solution technologies that achieve high precision and high productivity 
by applying “Thermo-Friendly Concept” to all products.
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• Improve productivity with another Okuma Only-One technology 
“Machining Navi” to eliminate chatter.

• Strengthen Okuma brand with “Machining Navi” in global markets.

GENOS
M-V series MB-V series

［ Machining Navi ］
～Solutions for issues unresolved since the 

Industrial Revolution～［ Domestic Promotion ］

Install “Machining Navi M-g (Guidance)”
as standard function on the first 
contracted machine.

(Until September 2010)

Vertical Machining Center

［Expanding Customer Base］
Promoting intelligent technology: “Machining Navi”

* Chatter： The vibration of a cutting tool or workpiece, resulting in 
a poor finish, and sometimes tool or workpiece breakage.

・ Eliminate chatter and increase productivity
Machining Navi M-g

(Guidance)
Machining Navi M-i

(Automatic)
・Display recommended 

rotation speed, 
operator decides

Area OK for fast, heavy-duty cutting

・Automatically change 
rotation speed

Unstable area

Stable area

Milling
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［Innovative Production］Highly Efficient and Speedy Production

Strengthen in-house production
　　● Strengthen in-house production capacity (completed)
　　● Save outsourcing cost in production expansion phase

Shorten production lead-time
　　● Shorten assembly lead-time by 30% (completed)
　　● Shorten unit assembly and process lead-time

［Self-contained start-to-finish production］
Start-to-finish production at Oguchi and Konan Plants

［FY2010（Production expansion phase）］［FY2010（Production expansion phase）］

Improving quick delivery capability
　　● Small to mid-sized Lathe delivery within 2～3 months (completed)
　　● Double-column MC delivery within 4～5 months (completed)
　　● Further shortening delivery lead-time

［Expansion growth phase］［Expansion growth phase］
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［Innovative Production］ Global production

Global supply chain

OCJ TOC

BOC

Tatung-Okuma
（TAIWAN）
Unit supply

BYJC-Okuma
(Beijing)

Production and 
Supply in China

Production

Global network
（Sales & Service）

Premium Product

Sales China

Okuma (Japan)
Global
control

 Develop supply-chain of oversea production and procurement, and provide “premium 
products” to global markets

 BOC produce products with core units supplied by OCJ, and BOC provide the 
products that suit market needs in consumer country (in China).
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Part 3

Forecast of Business Results
for Fiscal Year 2010
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Forecast of Business Results for Fiscal Year 2010

3.0

5.0

12.0

900.0

FY2010 (Forecast)

0.3%

0.6%

1.3%

(%)

＋191.1△31.2%△188.1Net profit

＋161.5△25.9%△156.5Ordinary profit

＋162.2△24.9%△150.2Operating profit

＋296.6603.4Net sales

Amount of 
change(%)

FY2009 (Results)

Exchange rates Actual rates for FY2009 US$1＝¥92.6 1 Euro＝¥130.7
　　　　　　　　　　 Assumed rates for FY2010 US$1＝¥92.0 1 Euro＝¥125.0

・ Net sales: ¥90.0 billion (1st half: ¥39.0 billion, 2nd half: ¥51.0 billion)
+49% (compared to previous fiscal year)

Operating profit: ¥1.2 billion from revenue increase and streamlining
・ Planned dividend: No dividend payouts in midterm due to deficit balance forecasted

year-end dividends not yet determined 

(¥100 million) (¥100 million) (¥100 million)
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Okuma’s Mid- and Long-Range Business Policies
 The enormous decline in machine tool demand has begun to recover. In 

supporting the “monozukuri”* needs of key industries throughout the world, 
Okuma will promote strategies based on midrange business policies to 
strengthen our corporate profitability and competitiveness, and develop a firm 
business foundation for the next growth stage.

[Midrange Business Policies]
Growing globally
Highly efficient and speedy production
Strengthening “Only-One” technologies
　 ・Strengthen investment in 

development of basic research
　 ・Continuous strengthening of human

resources
　 ・Strengthen function of Global CS 

Center

[Okuma will grow]
(mid-/long-range)

Best 
“Monozukuri” Service CompanyTime

Production
• Demand from 

emerging countries
• Demand from growing 

industries

*Monozukuri: the art of making things better than ever
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Notice regarding Forecasts
These materials are for the purpose of providing information to investors and are not intended to 
represent a buy or sell recommendation. Statements regarding future forecasts contained in these 
materials are based on targets and forecasts and do not represent definite promises or guarantees. 
These materials should be used with an awareness that the Company’s actual business results could 
differ materially from the Company’s current forecasts. Statements regarding industries, etc., have
been prepared based on various types of data deemed to be reliable. However, the Company cannot 
guarantee the absolute accuracy and integrity of this data. We provide these materials on the 
assumption that client investors use their own judgment and assume responsibility when utilizing 
these materials in every instance. The Company assumes no responsibility in any instance. 

Disclaimer


