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KEY MESSAGE
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¡ Through the merger of the former Matsukiyo and Cocokara, your company has achieved the 
No. 1 position in the drugstore industry, both in name and reality, where economies of scale 
are at work.

¡ Despite this, the stock market valuation is lackluster.  What are your company’s strengths? 
What is the push? How do we show it? It is essential to differentiate materials and attitude 
from those of other companies in the industry.

¡ The next phase of integration will unfold between listed companies. The higher your stock 
price is, the more advantageous position you will get in.

¡ Now is the best time to lead the industry, integrating best-in-class IR and capital market 
measures of blue-chip companies including other industries.

Stronger push to become

“Asia’s No. 1 health and beauty company”



UNDERVALUED IN THE INDUSTRY
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¡ Though market capitalization is within the Top 3, still in undervalued.

¡ Capital efficiency sits in the lowest, and "market participants" do not believe in the 7% OPM target.

Less than PER 25x does not assure ACCRETIVE acquisition!

1. market information is as of 3/2/2022 2. PL information is actual results for the previous fiscal year 3. BS information is recent quarterly results 4. sales and dividend is company forecast 5. MK = former Matsukiyo, MC = Matsukiyo Cocokara

6. zero debt cost due to net cash, risk free rate 1.0%, Beta 0.74, equity market risk premium 6.0%.

𝑃𝐸𝑅 =
1

𝑪𝒐𝒔𝒕 𝒐𝒇 𝑬𝒒𝒖𝒊𝒕𝒚 − 𝑷𝑮𝑹

In addition, according to the formula…
PER Theoretical

cost of capital6
Implied

growth rate

14x 5.4% -1.7%

25x 5.4% +1.4%

#1 in the industry
seen as negative 
growth…

Revenue

(Yen bn)
OPM Equity

Ratio

Market Cap

(Yen bn)
ROA ROE PER PBR Dividend

Yield

3088 MatsukiyoCocokara 556.9 5.7% 71.0% 615.8 6.0% 9.5% 14.2x 1.3x 1.6%
*5 MK MK MC MC MK MK MC MC MC

3141 Welcia 949.7 4.5% 44.6% 634.7 6.8% 16.4% 23.5x 3.3x 1.0%

3349 COSMOS 726.4 4.6% 52.0% 643.9 8.2% 17.2% 25.8x 3.6x 0.5%

3391 Tsuruha 919.3 5.3% 53.6% 455.4 5.5% 12.0% 16.1x 1.8x 1.8%

7649 Sugi 602.5 5.6% 62.9% 404.3 6.4% 11.1% 22.1x 1.9x 1.2%

9989 Sundrug 634.3 5.9% 67.0% 360.1 8.5% 12.7% 14.0x 1.7x 2.3%

Peer Average 766.4 5.2% 56.0% 499.7 7.1% 13.9% 20.3x 2.4x 1.4%

Peer Median 726.4 5.3% 53.6% 455.4 6.8% 12.7% 22.1x 1.9x 1.2%



SUGGESTIONS FOR IMPROVING IR MATERIALS
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¡ Listed high priorities that needed improvement. True intrinsic value can be conveyed more effectively 
with some ingenuity.

Need of improvement Ideal picture

• Roadmap towards integration and synergy 
realization

• Better to show what will change as a result of the integration and 
what synergies will be realized, even if it cannot be quantified, a 
qualitative explanation/story is acceptable. A timeline is even better

• Even if you can't reveal everything now, show a single picture of 
when and what you are going to do

• Matsukiyo and Cocokara are separated
• No problem with separate financials and KPIs, and if so, clearly 

guide sections
• Appeal a sense of unity as an integrated company

• Cocokara-style is more organized and effective
• Integrate the IR teams to combine the best practice of each 

former company

• Weak push of unique strength
• Emphasize the benefits of having Cocokara's customer base on the 

PB and One to One marketing platform, which are Matsukiyo's 
strengths, as well as economies of scale in terms of procurement

• Presentation of BS Management and Shareholder 
Returns

• Introduction of DOE, based on less volatile business characteristics, 
use of cash, BS management... etc., refer to advanced examples in 
other industries



ROADMAP TOWARDS INTEGRATION (1)
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¡ Integration roadmap (timing and items to be accomplished) should be clearly stated to give investors an 
idea of the timing. Undetermined items can be updated in each earnings call.



ROADMAP TOWARDS INTEGRATION (2)
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¡ Expansion of the store network is one of the obvious advantages after the integration of two brands. 
Strategy can be vividly visualized by two-color plotting on remarkable areas alone.

¡ Stronger in urban areas → revolving (not sticky) customer base → unique strength in digital marketing 
makes the difference... more appealing equity story.

Balance of power diagram in 
convenience store

Family mart
Seven eleven
Lawson
Seiko mart
Daily Yamazaki

Poplar
Mini stop
(others)



DIVIDED MATSUKIYO AND COCOKARA
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¡ Lay out 1) company-wide results and strategy 2) aggregated KPIs of Matsukiyo and Cocokara 3) 
separated strategy of two different brands in more easy-to-understand manner.



MORE ORGANIZED EYE-CATCH
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¡ Matsutsukiyo-style? has dynamic features, but somewhat difficult to see as a way of presenting data points. 
Visual images and data/charts should be separated.



UNIQUE POINTS OF DIFFERENTIATION
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¡ Further promotion of data-driven merchandising, digital transformation, and 1-to-1 marketing as 
strengths that are ahead of other drugstores, and can show even higher potential for growth.

¡ Unique strengths such as reduced flyer costs through LINE digital membership, targeted advertising, and 
use of customer data are points that could be more appealing.



BS MANAGEMENT, SHAREHOLDER RETURN (1)
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¡ Instead of the current fixed dividend, more flexible and diversified return policy, including share buybacks 
and DOE, as well as a clear statement of cash allocation are welcome.



BS MANAGEMENT, SHAREHOLDER RETURN (2)
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¡ The chart below shows Apple's total number of shares outstanding. Both EPS and PER have increased 
(see Appendix 2 - slide 27~ for details).



REFERENCE SLIDE EXAMPLES
APPENDIX 1
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GROUP STRATEGY ILLUSTRATED BY PHASE

13https://www.7andi.com/en/ir/file/library/ks/pdf/2021_07kse_01.pdf

https://www.7andi.com/en/ir/file/library/ks/pdf/2021_07kse_01.pdf


MAPPING BALANCE OF POWER WITH COMPETITORS

14https://twitter.com/ShinagawaJP/status/1403311637776396292?s=20&t=O23GRuC8mlIEZW0Y6Rrn2w

Balance of power diagram in 
convenience store

Family mart
Seven eleven
Lawson
Seiko mart
Daily Yamazaki

Poplar
Mini stop
(others)

https://twitter.com/ShinagawaJP/status/1403311637776396292?s=20&t=O23GRuC8mlIEZW0Y6Rrn2w


ILLUSTRATION OF COMBINED BRANCH NETWORK
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https://www.sec.gov/Archives/edgar/data/1622143/000094787115000631/ss450105_425.htm

https://www.sec.gov/Archives/edgar/data/1622143/000094787115000631/ss450105_425.htm


EASY-TO-READ INDICATORS BY SERVICE LINE
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https://www.z-holdings.co.jp/ja/ir/presentations/earnings/main/02/teaserItems1/0/linkList/01/link/jp2021q3_presentation.pdf

https://www.z-holdings.co.jp/ja/ir/presentations/earnings/main/02/teaserItems1/0/linkList/01/link/jp2021q3_presentation.pdf


EASY-TO-READ INDICATORS BY SERVICE LINE

17https://www.z-holdings.co.jp/ja/ir/presentations/earnings/main/02/teaserItems1/0/linkList/01/link/jp2021q3_presentation.pdf

https://www.z-holdings.co.jp/ja/ir/presentations/earnings/main/02/teaserItems1/0/linkList/01/link/jp2021q3_presentation.pdf


WELL ORGANIZED COCOKALA MATERIALS

18https://www.matsukiyococokara.com/ir/library/briefing/archive/cocokara/pdf/materials_2021_4q.pdf

https://www.matsukiyococokara.com/ir/library/briefing/archive/cocokara/pdf/materials_2021_4q.pdf


WELL ORGANIZED COCOKALA MATERIALS

19https://www.matsukiyococokara.com/ir/library/briefing/archive/cocokara/pdf/materials_2021_4q.pdf

https://www.matsukiyococokara.com/ir/library/briefing/archive/cocokara/pdf/materials_2021_4q.pdf


AT A GLANCE DIGITAL PLATFORM AND STRATEGY
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https://www.z-holdings.co.jp/en/ir/20210301bisb/main/02/teaserItems1/01/linkList/0/link/en2021business_integration.pdf

https://www.z-holdings.co.jp/en/ir/20210301bisb/main/02/teaserItems1/01/linkList/0/link/en2021business_integration.pdf


MID-TERM CASH ALLOCATION PLAN
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https://www.hosokawamicron.co.jp/en/ir/management/mtp.html

https://www.hosokawamicron.co.jp/en/ir/management/mtp.html


COMMITTED TO CASH ALLOCATION + DOE
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https://www.tok.co.jp/eng/content/download/7300/108071/file/account_2112_3_en.pdf

https://www.tok.co.jp/eng/content/download/7300/108071/file/account_2112_3_en.pdf


CLEAR POST-MERGER MANAGEMENT TEAM COMPOSITION
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https://www.z-holdings.co.jp/en/ir/20210301bisb/main/02/teaserItems1/01/linkList/0/link/en2021business_integration.pdf

https://www.z-holdings.co.jp/en/ir/20210301bisb/main/02/teaserItems1/01/linkList/0/link/en2021business_integration.pdf


(BAD EXAMPLE) MIXTURE OF CHARTS, LETTERS, AND NUMBERS
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Source: Kadokawa FY2018/3 Full Year Financial Results



(GOOD EXAMPLE) SHOW BIG PICTURE WITH GRAPHIC IMAGE

25
Source: Kadokawa FY2021/3 Full Year Financial Results



BS MANAGEMENT OF APPLE, INC.
APPENDIX 2
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EYE-OPENING TABLE FOR APPLE'S SHAREHOLDERS

27Source: Q2'21 Return of Capital Timeline (q4cdn.com)basic guideline since 2018: Net Cash Neutral

https://s2.q4cdn.com/470004039/files/doc_downloads/2021/05/Q2%2721-Return-of-Capital-Timeline.pdf


APPLE’S BUYBACK IMPROVES VALUATION

VALUE INVESTING MANAGEMENT ASSESSMENT balance of power assesment
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*Compiled by Hibiki from Bloomberg
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VALUATION IMPROVEMENT OF CVS, INC.
APPENDIX 3
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CVS Health PCFR Band WBA PCFR Band

Source: Bloomberg 30

TRENDS IN PCFR CVSVS WBA



CVS Health PBR Band WBA PBR Band

Source: Bloomberg 31

P/B RATIO CVS VS WBA



TAKEAWAY

¡ CVS has achieved results by expanding from the drugstore category into peripheral businesses; 
acquisition of Target‘s pharmacy and retail in-store clinic business in 2015, recent integration of
Aetna, global insurance business, and is evolving into a healthcare interface company

¡ WBA's asset efficiency deteriorated due to its focus on drug horizontal integration. Furthermore, 
acquisition of RiteAid in 2015 was forced through despite the inefficient acquisition of some assets 
due to regulatory intervention, which subsequently resulted in significant store closures due to lack 
of synergies

¡ CVS is growing faster in sales and expanding its service areas. A variety of goods and services are 
provided in stores deployed

¡ WBA has a heavier debt due to past acquisitions, but EBITDA margins are in close; CVS has 
maintained profitability while growing sales, and the market appreciates its clear growth strategy

32



DISCLAIMER

¡ Important Information: This document is prepared and issued by Hibiki Path Advisors Pte. Ltd. (HPA) and has not been reviewed by any
regulatory authority. This document does not constitute an offer, recommendation or solicitation to buy or sell any security or enter into any
other transaction. Its content must not be reproduced, distributed or transmitted without the prior written consent of HPA. Past performance is
not indicative of future performance or returns. HPA does not guarantee or make any representations or warranties that any performance or
returns referred to in this document will be achieved by the investment. This document contains general information only. HPA does not purport
to provide any investment, financial, legal or other expert advice or recommendation in this document. You must not rely on this document as
any such advice or any offer, recommendation or solicitation to buy or sell any security or to implement any investment strategy.

Hibiki Path Advisors Pte. Ltd.
Tel: +65 6931 3914  

Email: info@hibiki-path-advisors.com

Website: www.hibiki-path-advisors.com

Address: 39 Temple Street, #02-01 Singapore (058584)

Capital Market Services License (Singapore) - CMS100710-1

mailto:info@hibiki-path-advisors.com
http://www.hibiki-path-advisors.com/

