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INTER ACTION Corporation

2Q 5/202６

Financial Results Presentation

January 9, 2026

Code: 7725

Note: Please refrain from recording the audio or images in this 
financial results presentation 

➢ This document is the speech manuscript for the "Second Quarter Financial 
Results Briefing for the Fiscal Year Ending May 2026" held on January 9,
2026.

➢ This document contains forward-looking statements regarding future 
performance and other matters. These statements are based on judgments 
made by our Group at the time of publication using available information 
and involve various potential risks and uncertainties.

➢ Actual results may differ significantly from these projections due to the 
impact of future economic conditions and market trends surrounding our 
business areas.

➢ While every effort has been made to ensure the accuracy of the information 
provided in this document, we do not guarantee its accuracy or 
completeness. Please also note that the content may be changed or 
discontinued without prior notice.

➢ Reproduction or reuse of the contents of this document without prior 
consent is prohibited.
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Agenda

1.  Summary of Financial Results

2.  Progress of the Mid-Term Management Plan

-Appendix-

➢ "1. Summary of Financial Results" will be presented by Mr. Yoshizawa, Head 
of the President's Office.

➢ "2. Progress of the Mid-Term Management Plan" will be explained by Mr. Kiji, 
President & CEO.
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Summary of Financial Results

➢ First, I will explain the Group's performance for the current period.

3
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2Q Results (3-Month Period)

1,690

(Million yen)

2Q 5/25
(3-month period)

2Q 5/26
(3-month period)

YoY Growth 
(%)

Sales 1,690 1,082 △35.9

OP

 OPM

367

21.7%

148

13.7%

△59.6

 －

RP 396 243 △38.5

NP 295 177 △40.0

EPS ￥26.99 ￥17.50 －

➢ For the 2Q(three months), consolidated performance saw both sales and profit decline year-on-year, primarily due to sluggish performance in 

the IoT related business. 

➢ IoT related Business: Sales of products to overseas customers performed well, but sales of products to domestic customers were sluggish.

➢ Industry 4.0 Promotion Business: Sales of precision vibration isolation equipment and gear testing machines remained at the same level as the 

previous year.

1,082

196

563

488

433

930

148

367

YoY

△36.1%

YoY

△13.4%

594

0

POINT

Sales Operating Profit Trends in Key Management Indicators

(Million Yen)

■IoT

■Other
(Formerly 

Environmental 
Energy 
Business) ※

■Industry

2Q 5/25
(3-month period)

２Q 5/26
(3-month period)

２Q 5/25
(3-month period)

２Q 5/26
(3-month period)

*Effective from the first quarter of the current fiscal year, Air Gases Technos Co., Ltd., previously a consolidated subsidiary, has been excluded from the scope of consolidation.
As a result, the Environmental Energy Business reporting segment no longer meets the threshold for separate disclosure and is now presented under "Other" starting from this first quarter.

➢ For 2Q(three months) of the current fiscal year, the Group's performance 
was as follows: net sales of ¥1,082 million, operating profit of ¥148 million, 
ordinary profit of ¥243 million, net profit attributable to owners of the 
parent of ¥177 million, and quarterly net profit per share of ¥17.50.

➢ Compared to the same period last year, net sales decreased by 35.9% and 
operating profit decreased by 59.6%, resulting in lower sales and profit.

4
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2Q Results

4,044
(Million yen)

2Q 5/25 2Q 5/26
YoY Growth 

(%)

Sales 4,044 2,131 △47.3

OP

 OPM

1,182

29.2%

248

 11.7%

△79.0

 －

RP 1,175 379 △67.7

NP 825 224 △72.8

EPS ￥75.55 ￥21.62 －

➢ Regarding the consolidated results for the 2Q, both sales and profit decreased compared to the same period last year, primarily due to sluggish 

performance in the IoT related business. 

➢ IoT related Business: Sales of products to overseas customers performed well, but sales of products to domestic customers were sluggish.

➢ Industry 4.0 Promotion Business: Sales of precision vibration isolation equipment and gear testing machines remained at the same level as the 

previous year.

2,131

348

996

909

151

433

2,699

248

1,182

YoY

△54.9%

YoY

△8.7%

1,217

4

POINT

Sales Operating Profit

(Million Yen)

■IoT

■Other
(Formerly 

Environmental 
Energy 
Business) ※

■Industry

2Q 5/25 2Q 5/26 2Q 5/25 2Q 5/26

Trends in Key Management Indicators

*Effective from the first quarter of the current fiscal year, Air Gases Technos Co., Ltd., previously a consolidated subsidiary, has been excluded from the scope of consolidation.
As a result, the Environmental Energy Business reporting segment no longer meets the threshold for separate disclosure and is now presented under "Other" starting from this first quarter.

➢ For 2Q, the Group's performance was as follows: net sales of ¥2,131 million, 
operating profit of ¥248 million, ordinary profit of ¥379 million, net profit 
attributable to owners of the parent of ¥224 million, and quarterly net 
profit per share of ¥21.62.

➢ Compared to the same period last year, net sales decreased by 47.3% and 
operating profit decreased by 79.0%, resulting in a decline in both sales 
and profit.

5
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FY Forecast Revision & Progress 

➢ Based on the order and sales status of products in the IoT related business, the full-year earnings forecast has been revised.
➢ While net sales, operating profit, ordinary profit, and net profit attributable to owners of the parent are not expected to reach the upper end of 

the range, they are now projected to exceed the lower end. For major domestic customers, while there was potential for an increase in 
future capital investment scale based on the investment plans announced by customers at the beginning of the period, formal 
orders had not been secured as of the end of the second quarter. Therefore, revenue recognition is expected to occur in the n ext 
fiscal year.

➢ Regarding major overseas customers, concrete negotiations are progressing, and it is anticipated that the strong capital inve stment 
appetite following the large orders already secured will continue into the second half of the fiscal year and beyond. On the other 
hand, it is highly likely that the timing of revenue recognition for these orders will be in the next fiscal year rather than  this one.

Original Forecast Original Forecast 2Q
Revised Forecast

3Q-4Q

2Q 148

1Q 99

2Q
Revised Forecast

Upper 
Limit

838

Lower
Limit

 212

2Q-4Q

1Q 54–70

3Q-4Q
342

2,1

30 

Q-4Q

2Q
 1,141

～1,133

2Q

1,082

3Q-4Q

Lower 
limit

4,325

Upper 
Limit

5,515

3Q-4Q
2,531

1Q
 1,134
～1,061

1Q

1,048

4,662

590

3Q-4Q

2Q 50–57

(Million yen)

Original 
FY 5/26

Consolidated
Earnings
Forecast

FY 5/26
Consolidated

Earnings
Forecast

(Revised at
2Q)

2Q 5/26
Results

Progress
Rate (%)

Sales
4,325

 ～5,515
4,662 2,131 45.7

OP

 OPM

212～838

4.9%～15.2%

590

 12.7%

248

 11.7%
42.1

RP 238～863 731 379 51.9

NP 42～485 427 224 52.5

EPS
￥3.90

 ～￥44.28
￥41.64 ￥21.62 －

3Q-4Q

POINT

Sales Operating Profit Trends in Key Management Indicators

(Million Yen)

➢ Based on the order intake and sales status of products in our IoT related 
business, we have revised our full-year consolidated earnings forecast.

➢ While sales, operating profit, ordinary profit, and net profit attributable to 
owners of the parent are not expected to reach the upper limit of the range, 
they are projected to exceed the lower limit.

➢ Regarding product orders and sales, while major domestic customers had 
the potential to increase their future capital investment scale based 
on plans announced at the beginning of the fiscal year, no formal 
orders had been received as of the end of the second quarter. 
Therefore, revenue recognition is expected to occur in the next fiscal 
year. For major overseas customers, concrete negotiations are 
progressing, and we anticipate that the strong capital investment 
appetite following the large order already secured will continue into 
the second half of the fiscal year and beyond. However, we have 
determined that the timing of revenue recognition for these orders is 
highly likely to be in the next fiscal year rather than this fiscal year.

6
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2,699 

1,504 
1,396 

1,069 

1,217 

515 

1,723 

1,521 

IoT related Business

2Q
5/26

0

2Q
5/25

2Q
5/26

2Q
5/25

2Q
5/26

2Q
5/25

2Q
5/26

2Q
5/25

I o T  r e l a t e d

△54.9%

△65.8%

+23.5%

+42.2%

➢ Sales of Illuminators to overseas customers

     (primarily in Europe) remained strong.

 ➢ Sales of Pupil Lens Modules® to major overseas

customers have been strong. For these customers,

robust capital investment appetite is expected to

continue into the second half of the fiscal year, 

following already secured a large order.

➢ Sales of Illuminators and Pupil Lens Modules®

for major domestic customers remained sluggish.

➢ Following large-scale capital investment by major 

domestic customers in the period before last, 

customer demand for capital investment continues 

to be subdued.

Sales of products to major domestic customers remained sluggish, 

resulting in decreased sales and profit.

 However, orders received and order backlog are trending upward.

➢ A large order (¥529 million) was received from a 

major overseas customer in September.

➢ Joint technical presentation of the Pupil Lens 

Modules® with JAPAN ELECTRONIC MATERIALS 

CORPORATION at “SWTest Asia 2025”.

➢ Development of a mid-range model is progressing 

to the design stage. Development for mass 

production is scheduled to be carried out within 

this year.

Notes

(Million Yen)
Sales

Divisional
Profit

Orders Backlog

➢ In the IoT related business segment (primarily selling Illuminators and Pupil
Lens Modules®), sales of products to major domestic customers remained 
sluggish due to weak customer capital investment trends.

➢ As a result, both net sales and divisional profit decreased compared to the 
same period last year.

➢ On the other hand, orders received and order backlog increased year-on-
year.

➢ Sales of Pupil Lens Modules® to major overseas customers remained strong, 
and we anticipate that these customers' robust capital investment appetite, 
following large orders already secured, will continue into the second half of 
the fiscal year and beyond.

7
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Industry 4.0 Promotion Businesｓ

➢ Order intake and order backlog are progressing

steadily toward achieving the full-year budget.

➢ The decline in profit is attributable to the

precision vibration isolation equipment field,

 high-margin large-scale projects in the 

precision vibration isolation equipment field

during the second quarter of the previous year.

 progress is largely on track with the budget.

Performance is progressing largely as budgeted, 

at a level slightly below the previous year.

➢ Regarding the precision vibration isolation 

systems field, we exhibited vibration monitoring 

application-related products at the trade show.

➢ Regarding the AI image processing equipment 

field, we received inquiries from a major 

electronics manufacturer.

I n du s t r y  4 . 0
 P r o m o t io n

996 

130 

892

291

909 

87 

659 

437

0

△26.0%

+49.7%

△32.9%

△8.7%

(Million Yen)
Sales

Divisional
Profit

Orders Backlog

2Q
5/26

2Q
5/25

2Q
5/26

2Q
5/25

2Q
5/26

2Q
5/25

2Q
5/26

2Q
5/25

Notes

➢ The Industry 4.0 Promotion Business (primarily the segment selling 
precision vibration isolation devices and gear inspection equipment) 
performed at a level slightly below the previous year, progressing largely as 
budgeted.

➢ The decline in profit was due to the absence of a high-margin large-scale 
project in the precision vibration isolation equipment field that occurred in 
the second quarter of the previous year. Progress against the budget for 
the first half was largely as planned.

8
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Progress of the 

Mid-Term Management Plan

➢ Next, I will explain the progress of our mid-term management plan.

9
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Innovation born from the interaction of people, 

technology, and organization

Shining a light on "invisible value"

Purpose

Combining "Our Competitive Edge" with 

Become a company that combines “In-house 

strengths” and “Diverse technologies” to 

“Implement change” globally.

Vision

Interaction ValueValue

➢ First, let me be candid about our second-quarter results. The primary reason 
for the year-on-year decline in both revenue and profit was the 
postponement of capital investment plans by our major customers. We were 
unable to avoid this impact in the short term.

➢ However, I do not view this situation as mere stagnation. While the domestic 
market has been treading water, we have significantly shifted our 
management resources toward “overseas” and “new business areas,” 
building a solid foundation for our next leap forward.

➢ As evidence of this progress, our order backlog has increased by more than 
40% compared to the same period last year. It is not that demand has 
disappeared—it is simply in a “standby state.”

➢ We will continue to create Interaction Value as a company that illuminates 
unseen value and implements change globally.

10
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Financial Targets: Progress

➢  Base Sales for the ２Q of the fiscal year ending May 2026 were ¥304 million, with a gross profit margin of 56.4%.

I o T  r e l a t e d N e w  B u s i n e s s
I n du s t r y  4 . 0
 P r o m o t io n

*Revenue from products and services that contribute to improving gross profit margin, operating profit per employee, and capital efficiency (CCC), 
  without relying on capital investment, serving as an indicator of business resilience.

Indicator
Five-Year Average

 (FY2021–FY2025)
FY2026 2Q FY2030 Target

Base Sales※ ¥912 million ¥304 million ¥3,000 million

GPR 57.5% 56.4% 50.0% or higher

OP per employee ¥25 million ー ¥30 million

OP CAGR △10.5% ー 15.0% or higher

ROE (Consolidated) 10.1% ー 15.0% or higher

Business 
resilience

Product 
competitiveness

Human 
resources

Profit growth

Management 
quality

➢ Regarding “Base Sales,” I would like to address this point. Compared with
our 2030 target of ¥3.0 billion in base sales, the current figure is
approximately ¥300 million. There is no need to view this gap negatively.

➢ On the contrary, the initiatives we will implement to close this gap
represent our greatest growth potential.

➢ Expanding the overseas market for Pupil Lens Modules® and regaining
market share for Pupil Lens Modules® in the domestic market—combined
with the launch of new products—are well within our reach. This very gap in
our current performance is the source of energy driving our transformation.

➢ Furthermore, the standalone gross profit margin, which reflects the
underlying competitiveness of our products, remains strong at over 50%.

11
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IoT related Business: Major Customer Trends

➢ Regarding major domestic customers, while there was potential for an increase in future capital investment scale based on the

plans announced at the beginning of the period, no formal orders had been secured as of the end of the 2Q.

➢ Regarding major overseas customers, concrete business negotiations are progressing, and we anticipate that strong capital 

investment appetite—following the large orders already secured—will continue into the second half of the fiscal year, and beyond.

I o T  r e l a t e d

➢  No change
➢ As of the 2Q, we have not yet 

received any formal orders.

➢ Concrete negotiations with 

customers are progressing, and 

we anticipate that strong capital 

investment appetite will 

continue through the second 

half of the year and beyond.

FY2026

1Q

Domestic Customer Trends

➢ Customer-published capital investment plans 
suggest that the adoption of advanced 
processes driven by higher-density integration 
of image sensors may occur earlier than initially 
anticipated. While capital investment may 
increase in scale in the second half of this 
fiscal year, the timing and other details remain 
unclear.

Overseas Customer Trends

➢ Growing demand for smartphones and 

in-vehicle cameras is driving an 

increase in capital investment demand 

not only for Pupil Lens Modules® but 

also for illuminators.

１．Customer capital investment

  is expected to accelerate in

 earnest from January 2026

 through March 2027.

2. Pupil Lens Modules® orders

and sales showing a strong

growth trend.

3. We will continue our

efforts to acquire new

customers for Illuminators

and Pupil Lens Modules®

and strive to evolve into a

“Structure that can

generate profit globally”.

FY2026

２Q

Topics on Changes 

in Overseas Customer Trends
Improved 

Investment 
AppetiteIncreased 

demand

overseas 
customers

Final application

￥

Potential 
Increase in 
Investment 

Plans

➢ The primary driver of the revenue decline is our IoT related business, but
there is an important point I would like to share with everyone here.

➢ As shown in the graphs and breakdowns I have presented, while the
domestic market is currently in an adjustment phase, sales to overseas
customers are progressing steadily.

➢ The overseas strategy we have been preparing is beginning to bear fruit,
with adoption increasing in global markets such as Europe and South Korea.

➢ In other words, Interaction is currently in a transitional phase, evolving from
a “domestic-only approach” to a “structure that can generate profit
globally”.

➢ Domestic projects have not disappeared; rather, they are expected to be
carried over into the next fiscal year and beyond.

➢ Accordingly, we view the 2Q as a “temporary pause” as we prepare for a
leap forward in the next fiscal year. In particular, we are confident that the
long-awaited overseas expansion of our Pupil Lens Modules® will deliver
visible results in the near future.

12



13

©
 IN

T
E

R
 A

C
T

IO
N

 C
O

R
P

O
R

A
T

IO
N

I o T  r e l a t e d

➢ By placing ‘the improvement of customer productivity’ at the core of our business strategy, we aim to develop products tailor ed to 3 

key markets. This will allow us to address a wide range of customer needs & fully leverage our technological capabilities & a bility to 

make proposals.

➢ Development of the mid-range model is currently in the design phase, development for mass production scheduled to begin in 2026.

(Reference)IoT related Business: Addressing Diversifying 
Needs & Product Development Strategy

Domestic & US

Middle-end mobile & vehicle mounted

New Solution A

P
ro

d
u

c
t C

o
s
t

Performance

Budget Devices

Cutting-Edge Devices

Domestic & International

High-end mobile-use

New Solution B
Progressing to the design 

phase. development for 

mass production scheduled 

to begin within this year.

China

Low-end device-use

New Solution C

Mid-Range Devices

low

High

High

➢ A model that balances 
productivity & performance

Middle-End

New Solution A

1st

➢ A model that achieves 
both sufficient inspection 
accuracy & price 
competitiveness

Low-End

New Solution C

2nd´

➢ Establishing leadership in 
high precision & high 
added-value technology

High-End

New Solution B

2nd

Expected Progression Corresponding Illuminator

③Expansion of the low-end 
CIS market

Low-end 
CIS

Market 
Expansion

②Mobile sector development

①Development outside the 
mobile sector

Performance
UP

1st

2nd

2nd´

Performance 
UP

13

➢ I have two points to share regarding our IoT related business. First, our 
market is evolving from “smartphones and cameras” to “AI factories”.

➢ AI data centers are now being built worldwide, but for AI to learn and make 
accurate judgments, the visual data feeding into it must be reliable. This 
follows the principle of “Garbage In, Garbage Out”.

➢ Our light source technology is not merely an inspection component. It is 
increasingly serving as a unique “standard” for verifying whether image 
sensors worldwide deliver accurate vision.

➢ Indeed, while the domestic market is undergoing adjustments, inquiries 
from overseas (Europe, South Korea, and Taiwan) are intensifying. This 
clearly demonstrates that our technological advantage is gaining global 
recognition.

➢ Second, our Global South strategy. By intentionally introducing low-end 
(mass-market) models, we aim to capture the volume segment in emerging 
markets poised for explosive growth“.

➢ Cutting-edge AI” and “vast emerging markets”—we will accelerate growth 
driven by these two engines.
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New Business Creation Policy
N e w  B u s in e s s

Compounding 
effect

Reinvest generated cash into new business ventures and 

product development, accelerating this cycle to build the next 

pillar of revenue.

Niche 
Dominance 

Strategy

Aim to establish a No. 1 position in areas where major players 

are not active but where steady demand exists.

Focusing on 
semiconductor 
lineside market

Develop new measurement equipment primarily for engineers 

and developers, with the goal of launching multiple products.

14

➢ Next, regarding our new product strategy, I will explain it in slightly more 
detail than last time.

➢ Our new product strategy is a niche dominance strategy. We will pioneer 
markets where major players are not active.

➢ First, we will develop the market for measurement instruments used on 
semiconductor manufacturing lines. As I will explain later, we already plan 
to launch one product in 2026.

➢ After that, we will increase the number of new products launched each year, 
efficiently reinvesting the cash generated by existing products into new 
product development.
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Strategic Partnership Development: Future Schedule and Progress
N e w  B u s in e s s

➢ We are currently developing a new semiconductor-related measurement product②, scheduled for launch in 2026.

➢ We are currently engaged in working-level discussions with three companies. To achieve our 2030 goals,                          

we will expand our outreach and establish multiple partnerships.

▍ Progress on Strategic Partnerships

Technology Partnerｓ Marketing Partnerｓ

Optical manufacturer: Company A

Semiconductor Equipment: Company C

Semiconductor Equipment: Company B Research Equipment Trading: Company E

Production Goods Trading: Company  F

Optical Equipment Trading : Company G

...

▍ Future Schedule (New Business)

Continuously pursue partner exploration and new product development in parallel

FY 5/30

➢ Aim to generate ¥400–500

million in sales per transaction

Base Sales: ¥400～500 

million per transaction

2027

Launch・Promotion 

Promotion 

2026

Development

Development・Launch

Similar 
Partnerships 
(Target: 5)

NEW

Semiconductor-

Related

 Measurement 

Products ①

In concrete 
discussions

In contact

Potential 
partners

Semiconductor-

Related

 Measurement 

Products ②

15

➢ We are now facing a significant opportunity. To ensure we capitalize on it, 
we have taken two major steps this term.

➢ The first is building partnerships. We are currently in the process of 
selecting the best partners for both technology and sales channels.

➢ Rather than insisting on doing everything ourselves, we are combining 
“makers” who can deepen our technology with “traders” who can expand it 
globally, enabling us to capture market share in the shortest possible time.

➢ We are also steadily advancing preparations behind the scenes for a new 
partnership that fuses “processing” and “inspection”—one that has the 
potential to overturn industry conventions.
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Strategic Partnership Development: 
Joint Technology Presentation with JAPAN ELECTRONIC MATERIALS CORPORATION

N e w  B u s in e s s

➢ Joint technical presentation with JAPAN ELECTRONIC MATERIALS CORPORATION at “SWTest (Semiconductor Wafer Test) Asia 2025.”

➢ By leveraging this technology, we expect to enhance the optical performance of Pupil Lens Modules ®, increase the number of 

simultaneous measurements, and improve the electrical characteristics of probe cards.

This is expected to enable a higher-quality and more efficient image sensor testing environment.

Conventional 
Structure

➢ The probe card was connected using a dedicated fixture 

composed of multiple parts. Due to mechanical 

variations in the fixture, misalignment occurred between 

the Pupil Lens Modules® and the sensor.

Conventional Pupil Lens Modules®

New Structure in 
This Announcement

Probe Card Side

➢ By developing a technology that splits the Pupil Lens 

Modules® into two parts and directly connects certain 

lenses to the probe card, we successfully reduced 

positional misalignment.

➢ This also contributed to the miniaturization of the lenses 

and the probe card aperture.

Pupil Lens Modules® Using the New Technology

[Reference]
Details of the 

Technical Announcement

I o T  r e l a t e d

16

➢ We also delivered a joint technical presentation with JAPAN ELECTRONIC 
MATERIALS CORPORATION regarding our existing business.



17

©
 IN

T
E

R
 A

C
T

IO
N

 C
O

R
P

O
R

A
T

IO
N

N e w  B u s in e s s

Organizational Changes

➢ The “VG Strategy Office” has been abolished, and the “Product Planning Dept.” and the “Newly Developing Products 

Dept.” have been newly established.

➢ We have established a planning and development structure that encompasses not only new businesses but also the        

IoT related business and other ventures.

➢ Effective January 2026.

Newly 
Developing 

Products Dept.

Product 
Planning Dept.

Overall business

 Marketing and Planning

▍Organizational Structure 
After January 2026

Dissolution

Functional 
Separation

R&D for all
business operations 

IoT related Business and

Other Businesses

 Product Planning 
Department

IoT related Business and 

Other Businesses

 New Product 
Development Department

Newly 
Established Integration

Primarily responsible 

for new business 

marketing, planning, 

and R&D.

Integration

VG Strategy 
Office

Integration
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➢ Another change is organizational restructuring.

➢ We dissolved the VG Strategy Office and established the “Product Planning 
Dept.” and the “Newly Developing Products Dept.” This has significantly 
increased our speed in turning market needs into products.

➢ While we cannot make definitive statements about full-year figures, our 
focus extends beyond the numbers for the next few months.

➢ Not only INTER ACTION Corporation itself, but also the “vibration isolation 
technology” of our group company MEIRITZ SEIKI CO.,LTD and the 
“precision measuring instruments” of Tokyo Technical Instruments inc. are 
indispensable in precision AI manufacturing environments. We will leverage 
the full strength of our group to support the stability of AI infrastructure.

➢ As a company that implements change globally while supporting “AI-era 
infrastructure,” we will use this adjustment phase as a springboard to 
return to a growth trajectory that exceeds your expectations in the next 
fiscal year and beyond. We sincerely ask for your continued support and 
look forward to your expectations for INTER ACTION Corporation’s ongoing 
challenges.
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(Reference) Base Sales

Sales

Time

Base sales

CapEx-Driven Revenue

➢ As an indicator of business resilience, we have established “Base Sales” as products and services that contribute to 

improving gross profit margin, operating income per employee, and capital efficiency (CCC) without relying on capital 

investment. We aim to expand this base sales and grow our business.

▍Pupil Lens Modules®

  Pupil Lens Modules® hold a 50% market share in Japan, and
we aim to expand this further. Overseas markets remain
largely untapped; in the short term, we are focusing on
expansion into South Korea.
Pupil Lens Modules® alone have the potential to expand the 
market by over 1 billion yen.

▍Modification of Illuminator

This covers all Illuminators sold domestically to date.
Full deployment could generate a market of around 3 billion yen.

▍Product Planning Dept.
Newly Developing Products Dept.

Develop products with a wide range of applications that 
are not dependent on specific industries or customers.

▍CapEx-Driven Products

Products such as Illuminators, Gear testing systems, and               
precision Vibration isolation systems, whose demand fluctuates  
based on customer capital investment trends.
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Io T  r e lat ed New Bus ine s s
Indust r y 4 . 0
 Pr o mo t io n

➢ (Reference: Base Sales Overview)
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Appendix ①

Sales, Orders & Order Backlog
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IoT related Business
Io T  r e lat ed

Sales/Orders/Order Backlog (by quarter) Sales/Orders (cumulative)

0

200

400

600

800

1,000

1,200

1,400

1,600

1,800

2,000

1Q 5/25 2Q 5/25 3Q 5/25 4Q 5/25 1Q 5/26 2Q 5/26

Sales 1,768 930 475 654 622 594

Orders 617 778 537 545 320 1,403

Backlog 1,135 1,069 1,130 980 694 1,521

0

500

1,000

1,500

2,000

2,500

3,000

3,500

4,000

4,500

1Q 5/25 2Q 5/25 3Q 5/25 4Q 5/25 1Q 5/26 2Q 5/26

Sales 1,768 2,699 3,175 3,829 622 1,217

Orders 617 1,396 1,933 2,478 320 1,723

(Million Yen) (Million Yen)
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Industry 4.0 Promotion Business

Indust r y 4 . 0
 Pr o mo t io n

0

500

1,000

1,500

2,000

2,500

1Q 5/25 2Q 5/25 3Q 5/25 4Q 5/25 1Q 5/26 2Q 5/26

Sales 433 996 1,557 2,060 421 909

Orders 515 892 1,301 1,666 253 659

0

100

200

300

400

500

600

1Q 5/25 2Q 5/25 3Q 5/25 4Q 5/25 1Q 5/26 2Q 5/26

Sales 433 563 560 503 421 488

Orders 515 376 409 364 253 406

Backlog 336 291 297 241 335 437

(Million Yen) (Million Yen)

Sales/Orders/Order Backlog (by quarter) Sales/Orders (cumulative)
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Entire Group

Businesses
Sales Orders Order Backlog

Results YoY Growth Results YoY Growth Results YoY Growth

IoT related Business 1,217 △５４.９% 1,723 ２３.５% 1,521 ４２.２%

Industry 4.0 Promotion  
Business

９０９ △８.７% ６５９ △２６.０% ４３７ ４９.７%

Other
(Former Environmental  
 Energy Related Business)

4 △9８.８% ー ― ― ―

Total 2,131 △４７.３% 2,383 △７.２% 1,９５８ ９.８%

*Effective from 1Q of the current fiscal year, Air Gases Technos Co., Ltd., which was a consolidated subsidiary, has been excluded from the scope of consolidation.
 As a result, the significance of the "Environmental Energy Related Business" reporting segment diminished, so it is presented as "Other" starting from the first quarter of the current fiscal year. 
Furthermore, since there are no longer any businesses operating on a build-to-order basis, order intake and order backlog are presented as "–".

Indust r y 4 . 0
 Pr o mo t io n

Io T  r e lat ed

2Q 5/202６ (Million Yen)

1,135 1,069 1,130 980 694 
1,521 
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Appendix ②

Company Information
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Company Information

Name INTER ACTION Corporation

Representative Nobuo Kiji CEO & President

Capital ￥1,760 million

HQ Address 14ｔｈ Floor. Yokohama Kanazawa High-Tech Centre

1-1 Fukuura, Kanazawa Ward, Yokohama City

Kanagawa Prefecture 236-0004

TEL: 045-788-8373   FAX: 045-788-8371

Employees 117 (As of the end of the interim period)

Established   June 25, 1992

Offices Naka Ward, Yokohama City

Ｋｏｓｈｉ City, Kumamoto Prefecture

Nagasaki City, Nagasaki Prefecture

URL https://www.inter-action.co.jp

Code 7725

Exchange  Tokyo Stock Exchange

Fiscal Year 1st June to 31st May

  Prime Market

MEIRITZ SEIKI CO., LTD.

Tokyo Technical Instruments Inc.

Xian INTER ACTION Solar Technology Corporation

Shaanxi Chaoyangyitong Precision Device Co., Ltd.

MEIRITZ KOREA CO.,LTD

Taiwan Tokyo Technical Instruments Corp.

TOKYO TECHNICAL INSTRUMENTS (SHANGHAI) CO.,LTD

Lastec Co., Ltd.

Group 

Companies

24
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Company Information

KPIs

Over 4.0% DOE

M&A Policy

Dividend Policy

Base sales , GPR , OP per employee , 
OP CAGR , ROE （Consolidated）

- Growing fields, or fields with growth potential
- Fields in which our accumulated technological expertise &  

business know-how can be used to develop the business
- NPV positive when estimated cash flow is discounted by the  

WACC for the next 5 years

25
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Company Information

We send information relating to INTER ACTION Group to our 

mailing list.

Mailing list information on our website:

https://www.inter-action.co.jp/ir/ir_mail/

Registered information will be used solely for our IR mailing list.

Details on how we handle personal information is available on our 

website. 

Please see our privacy policy here:

https://www.inter-action.co.jp/privacy/

Mailing List Contact

INTER ACTION Corporation 

Investor Relations Division, Corporate Strategy Team, 

President’s Office

10ｔｈ Floor. Industry & Trade Center Building, 2 Yamashita 

Town, Naka Ward, Yokohama City, Kanagawa Prefecture 

231-0023

E-mail : ir@inter-action.co.jp

Or please contact us through our online inquiry form:

https://www.inter-action.co.jp/inquiry/

26
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Disclaimer

Disclaimer

The information contained in this presentation includes forecasts of future business performance. 

These forward-looking statements were determined by the Group based on information available at 

the time of publication, and contain a number of potential risks and uncertainties. Please be aware 

that actual results will be subject to future economic conditions on the business, market trends, etc., 

and could differ significantly from the forecasts in this presentation. 

We have made every effort to ensure that the information provided in this presentation is correct, but 

we do not guarantee the accuracy or completeness of the information. Please also note that the 

contents may be changed or deleted without notice. 

It is prohibited to duplicate or repurpose the contents published in this presentation without prior 

consent.
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