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Presentation 

 

Moderator: We will now start the financial results briefing for Fuji Pharma Co., Ltd. for the first half of the 
fiscal year ending September 30, 2019. First of all, I would like to introduce the four speakers. 

Mr. Eiji Takemasa, President and CEO. 

Toyoyuki Kamide, Director /Executive Corporate Officer / General Manager / Corporate Planning Department. 

Hiroshi Uji, Manager / Corporate Planning Office / Corporate Planning Department. 

Ms. Mamiko Tanji, Corporate Planning Office / Corporate Planning Department. 

Today, Mr. Takemasa, President and CEO, will give a presentation. After the presentation, we will take time 
for the Q&A session. I would like to ask for your cooperation. 

Takemasa: Good morning. Thank you very much for gathering today, so early in the morning. I am Takemasa 
of Fuji Pharma. 

I would like to walk you through the financial results for the first half, based on the handouts, and then talk 
about the current status of new products and new drug development pipelines that have been announced, 
as well as our alliance with the Alvogen Group and the overseas sales business. 
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Please see page four. I will walk you through the overview of the consolidated financial results for the first 
half of the fiscal year ending September 30, 2019. 

Net sales increased 2.9% year-on-year to 18.483 billion yen. The increase was mainly attributable to 
contributions from mainstay X-ray generic contrast media, the new product GABAPEN®(antiepileptic drug), 
and endometriosis DIENOGEST tablets, which contributed to a 521-million-yen increase in sales compared 
with the same period of the previous fiscal year. 

Consolidated gross margin was 42.9%. It decreased by 1.2 percentage points from the same period of the 
previous fiscal year, due in part to the collection of products from the market. 

Selling, general and administrative (SG&A) expenses were 5.454 billion yen, mainly due to the efficient use of 
R&D expenses and a decrease due to the delay in the accounting period for some projects. Operating profits 
increased 192 million yen to 2.467 billion yen. The operating margin increased by 0.6 percentage points to 
13.3%. 

Ordinary profit increased 6.0% to 2.501 billion yen. Net income declined 2.8% to 1.695 billion yen, due to the 
impact of foreign exchange fluctuations on loans to Thai subsidiary OLIC and imported contrast media. 

 

Please see page five, which shows a year-on-year comparison of consolidated net sales on the left and a 
comparison of consolidated operating profit on the right. 
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See pages six and seven for a breakdown of net sales. Page six shows sales by medicinal effect. 

First, diagnostic drugs. As shown in the table of main product sales on page seven, OYPALOMIN® injection, a 
contrast media, generated 3.58 billion yen, an increase of 633 million yen, or 21.5%, from the same period of 
the previous fiscal year. IOPAQUE® injection generated 1.115 billion yen, an increase of 205 million yen, or 
22.5%, compared to the same period of the previous fiscal year. 

Last year, we integrated sales of the products of Konica Minolta Japan. Since then, the customer succession 
has gone well and we have maintained sales. Total sales of diagnostic drugs decreased by 295 million yen, or 
4.7%, from the same period of the previous fiscal year, to 6.028 billion yen, due in part to the impact of the 
transfer of brand contrast media in the previous fiscal year. 

Regarding hormone drugs, sales of our mainstay LUNABELL® tablets, for dysmenorrhea, decreased 24.1%, or 
310 million yen, compared with the same period of the previous fiscal year, due in part to the effects of ultra-
low-dose, generic ULD tablets, and competitive products. 

UTROGESTAN® vaginal capsules for assisted reproduction amounted to 332 million yen, an increase of 34 
million yen from the same period of the previous fiscal year. DIENOGEST tablets for endometriosis recorded 
an increase of 159 million yen from the same period of the previous fiscal year, to 532 million yen. 

Total net sales of hormone drugs were 5.278 billion yen. This was a decrease of 12 million yen, or 0.2%, 
compared to the same period of the previous fiscal year. 
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Regarding UTROGESTAN®, the overall market grew by 3.7% to 2.8 billion yen on a 2018 basis. There are now 
four companies, including our competitors, but the growth rate has slowed. In order to increase the value of 
our products, we will continue to make efforts to steadily increase sales, including inviting doctors who are 
key opinion leaders from overseas to carry out online lectures to promote the unique value of the prescription. 

In metabolic drugs, the mainstay biosimilar Filgrastim BS injection generated 945 million yen, an increase of 
98 million yen, or 11.6%, compared to the same period of the previous fiscal year. The total net sales of 
metabolism agents were 1.505 billion yen, an increase of 63 million yen, or 4.4%, compared to the same 
period of the previous fiscal year. 

The CMO (contract manufacturing organization) business of the Thai subsidiary OLIC generated 1.873 billion 
yen, an increase of 344 million yen, or 22.5%, compared to the same period of the previous fiscal year. 

Please refer to page seven for sales of major products and full-year forecasts on the right. 

 

Page eight shows net sales and year-on-year changes by medical field and dosage form. Acute medical care is 
mainly the result of injectable products for DPC target hospitals and the biosimilar Filgrastim BS injection. As 
I mentioned earlier, sales of products for Konica Minolta Japan were steadily unified, and the government's 
policy of curbing growth in national medical expenditures led to the steady penetration of generic drugs 
among DPC target hospitals, and increased 3.7% year-on-year. 
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In the domestic X-ray contrast media market, sales of generic contrast media increased by 2.6% on a value 
basis and 8.0% on a volume basis. Sales of new drug contrast media were down 10% on a value basis and 
down 3% on a volume basis. 

As the number of DPC hospitals increased by 62 in the past year and the government's measures to promote 
generic pharmaceuticals will continue, we believe that the growth of generic contrast media is still likely. 

In the women's healthcare field, sales of UTROGESTAN® vaginal capsules and DIENOGEST tablets, a generic 
endometriosis drug, increased. However, due to the impact of generic competition for LUNABELL®, as I 
explained at the beginning, sales decreased 1.3% year-on-year. 

In the CMO business, the Thai subsidiary OLIC began shipments of generic X-ray contrast media for the 
Japanese market in the previous fiscal year, starting to make a sales contribution. As a result, we saw a 22.5% 
year-on-year increase in sales. 

Sales of in vitro diagnostics significantly declined year-on-year due to the fact that the demand for influenza 
diagnostic kits was low and shipments did not occur at the expected level. 

 

Please refer to page nine for a breakdown of sales in the acute medical care and women's healthcare fields. 
The decline in sales of dysmenorrhea treatment in the women's healthcare field was due to the impact of 
generic competition for LUNABELL® tablets, as explained earlier. 
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The consolidated balance sheet for the second quarter of the fiscal year is shown on page 10. In the Assets 
section, in current assets, trade receivables and inventories decreased, mainly due to the transfer of brand 
contrast media. In fixed assets, there was an increase in intangible assets, due to the acquisition of marketing 
rights for the antiepileptic drug GABAPEN® from Pfizer, and an increase in investments due to the acquisition 
of the Icelandic company Alvotech’s shares, with the intention to enter the biosimilars business. Total assets 
amounted to 59.013 billion yen. 

In liabilities, the Company took out a bank loan for the purpose of investing in Alvotech, resulting in an 
increase of the current portion of long-term debt and long-term debt as a non-current liability. 

As a result, total assets at the end of the second quarter amounted to 59.013 billion yen, an increase of 5.896 
billion yen from the end of the previous fiscal year. Net assets increased 1.404 billion yen to 36.754 billion 
yen. As a result, the equity ratio was 62.3%. 
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Please see page 11. In the consolidated statement of cash flows at the end of the second quarter, free cash 
flows at the end of the second quarter amounted to negative 5.869 billion yen, a decrease of 7.338 billion yen 
from the same period of the previous fiscal year. As mentioned in the explanation on the balance sheet, this 
is the result of cash flows from investing in Alvotech and acquiring rights to sell GABAPEN® from Pfizer. 

For these investments, 7 billion yen was borrowed from banks, and the balance of cash and cash equivalents 
at the end of the second quarter was 6.435 billion yen, an increase of 811 million yen from the end of the 
same period of the previous fiscal year. 
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Page 12 shows the full-year earnings forecast for the fiscal year ending September 30, 2019. We expect sales 
contribution of DIENOGEST tablets for the treatment of endometriosis in women's healthcare, hormone drugs 
including LEVONORGESTREL tablets for emergency contraceptives, which we will explain later, and generic 
contrast media, which are the mainstay of acute medical care. However, in view of the decrease in sales due 
to the transfer of brand contrast media in the previous fiscal year, the withdrawal of multiple products, and 
the restraint on sales of SOL-MELCORT in the acute medical care field, we are forecasting a 2.9% decrease in 
sales from the previous fiscal year. Increased profits are expected due to cost reductions and efficient use of 
selling, general and administrative expenses, including R&D. 

After page 13, I will explain the current status of new products and the pipeline for new drug development 
that can be announced at the present time. 
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For details, please refer to page 14. LEVONORGESTREL, an emergency contraceptive, was launched in March. 
This is Japan's first generic emergency contraceptive. Sales have been growing steadily since the product's 
launch due to the reduced financial burden on patients and other factors, and we forecast 546 million yen for 
the current fiscal year. 

The awareness of an emergency contraceptive in Japan is approximately 45.5%, and we are committed to 
stimulating and expanding demand by raising awareness of the importance of improving the quality of life for 
women. We are confident that the usage of this product will increase further by explaining price differences 
to medical institutions that use original drugs, the rate of pregnancy discontinuation, adverse drug reactions, 
and differences in the number of doses to users of other contraceptives and drugs, and the quality difference 
to users of imported products. 

In December 2018, Pfizer agreed to transfer manufacturing and marketing approval for GABAPEN®, an 
antiepileptic drug. The dosage regimen for children three years of age and older has been approved, and there 
are also standards for syrup preparations that are easy for children to take. Therefore, we believe that we 
made a step forward in expanding our business in the field of rare diseases, particularly in children. 
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Next, regarding the development of new drugs in the field of women's healthcare, the main pipelines that can 
be announced are summarized on page 15. The reason why we put Estetrol in the Japan and ASEAN boxes is 
that we have obtained exclusive development and marketing rights from Mithra Pharmaceuticals in Belgium 
in both areas. 

The biggest benefit of Estetrol is that it has a mechanism of action that greatly reduces the risk of venous 
thromboembolism and breast cancer, which were issues associated with estrogen, a traditional follicular 
hormone. The indications are contraception, dysmenorrhea, and menopausal disorders. In your handouts, 
FSN-013 is for dysmenorrhea and contraception. FSN-014 is a medicine for menopausal disorders. 

It is understood that this medicine contributes to the improvement of women's quality of life and labor 
productivity. In Japan, however, due to the excessive negative image of the side effects among doctors and 
patients, the spread of this medicine has been slower than in Europe and the U.S., and there was demand for 
an even safer product. In this sense, we believe that market demand for Estetrol is high. 

For FSN-013, Fuji Pharma is conducting the Phase 2 trial for dysmenorrhea in Japan. The licensor Mithra 
announced that Phase 3 had been completed in Europe and the United States for contraceptive use and that 
the application will be made in Europe and the United States in the second quarter of 2019. Data for a total 
of 3,725 people from the U.S. and Europe have been obtained at 146 facilities. Similar to LUNABELL® tablets, 
this is a drug that not only sells in the existing market but also develop new markets through raising awareness 
among women. 
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For FSN-014, Mithra has completed Phase 2 for menopausal disorders in Europe and the United States and is 
preparing Phase 3. Fuji Pharma intends to participate in an international clinical trial including Japanese 
patients. 

Another product is progesterone FSN-011-01. This is an unapproved drug that the Ministry of Health, Labour 
and Welfare has designated as a drug of high medical necessity. The product was provided in response to the 
request for development. It is a drug already sold overseas in more than 80 countries, as an adjunct to 
hormone replacement therapy in non-hysterectomized postmenopausal women. It also contributes to the 
elimination of drug lag. 

Using the same substance, we sell UTROGESTAN® Vaginal Capsules 200mg, a natural luteinizing hormone drug 
that is indicated for luteinizing in assisted reproductive medicine. As the second step, we are currently 
conducting Phase 3 for oral UTROGESTAN® tablet 100mg for hormone replacement therapy targeting 
menopausal disorders. 

 

Page 16 shows the positioning of these new drugs under development in women’s healthcare. 

Page 17 describes the progress of some projects related to the long-term vision “FujiPharma 2030” announced 
last year. 
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The vision is summarized in page 18. We focus on women's medicine, attaining top positions in Japan and 
Asia, as well as achieving a 50% ratio of branded drugs and 30% ratio of overseas sales. 

Page 19 and beyond explain some of the current initiatives related to this vision. 
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Page 20 describes the launch of branded drugs in Thailand. Our Thai subsidiary OLIC is the largest contract 
manufacturer and CMO company in Thailand, with more than 35 customers, mainly large multinational 
corporations. 
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As described on page 21, we are already exporting prescription pharmaceuticals manufactured by OLIC to 
Japan. As the first step in our overseas sales business, we will begin sales of generic contrast media, our 
mainstay products in Japan, in the Thai market. In addition, we have obtained exclusive development and 
marketing rights from Mithra, and we have begun discussions with potential marketing partners in ASEAN for 
Estetrol, a drug in the field of women's healthcare. I would like to explain to you in more detail once we 
become able to disclose the content. 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
17 

 

 

Please see page 23. As announced at the end of last year and in March of this year, we entered into capital 
and business alliances with the Icelandic company Alvotech and Taiwanese company Lotus. 
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The details of the Alvotech alliance is described on page 24. We have formed an alliance to obtain approval 
and sell several biosimilars(antibody drugs), developed and manufactured by Alvotech, in Japan. 

Alvotech’s strength lies in its integrated system that covers the entire process from API to final production. 
We have appointed a director to ensure our commitment to this business and the direction of the 
biosimilar(antibody drugs) businesses from a global perspective. 
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As described on page 25, in addition to providing high-quality healthcare for patients, as expensive 
biopharmaceuticals and healthcare expenses continue to increase, we aim to curb growth in healthcare 
expenses by cultivating our biosimilars business into a new core business after women's healthcare and acute 
medical care, centered on our alliance with Alvotech. 
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Please see page 26, which describes the business of Lotus. It has manufacturing bases in Taiwan and South 
Korea, and has been avoiding competition in the generics market by developing unique generics that are 
difficult to develop and manufacture, and have recently taken over branded drugs from major global 
pharmaceutical companies. In addition to Taiwan and South Korea, it also has local subsidiaries in Thailand 
and Vietnam that conduct independent sales activities. 
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Page 27 describes our alliance with Lotus. Specifically, we will introduce the generic anti-cancer drugs and 
molecular targeted drugs that Lotus is developing into Japan. We also plan to sell our women's healthcare 
medicines through Asian sales channels of Lotus. In addition, we will utilize each other’s factories to improve 
overall productivity. We have plants in Toyama and Ayutthaya in Thailand, while Lotus has plants in Taiwan 
and South Korea. Finally, we will engage in joint development and introduction of value-added products suited 
to the Japanese and Asian markets. Those are the four points regarding business alliance. We are 
communicating with each other on a daily basis in order to deliver on these four objectives. 
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On page 28, please refer to the conceptual diagram that briefly summarizes our tie-up with the Alvogen Group. 

Now I'll finish my explanation. Thank you very much for your attention. 

  



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
23 

 

Question & Answer 

 

Moderator: Thank you very much. We will now start the question and answer session. This IR meeting, 
including the question-and-answer section, will be transcribed in full. When asking questions, your name and 
company will be disclosed as you mention them. If you wish to be anonymous, please omit your name. 

Yoshida: I’m Yoshida from Ichiyoshi Research Institute. Thank you for your explanation. I have several 
questions. First, I would like to ask you to summarize the positive and negative aspects when looking at the 
forecast for the current fiscal year. Products like LUNABELL® seem to be a bit weak against the plan, but there 
might be some upside that was not included in the plan. It might overlap with your explanation, but this is the 
first point. 

Takemasa: Thank you for your question. I understood that your question is about positive and negative factors 
in this fiscal year's outlook. 

With regard to the positive factors, the emergency contraceptive LEVONORGESTREL tablets is due to 
contribute to sales. I explained about it as a new product, and it is having a greater impact on the market than 
initially expected. Another upside is the antiepileptic drug GABAPEN®, which we succeeded with at the end 
of last year, and which will generate larger sales than originally anticipated. 

There is also contrast media and generic contrast media. As I repeatedly mentioned in the explanation, the 
succession from Konica Minolta Japan has gone well, and the government's generic incentive measures and 
the market for DPC hospitals have been firm. As a result, sales are expected to increase more than anticipated. 

Looking at the negative factors, in addition to LUNABELL® LD tablets, the generic ULD tablets are eroding our 
new drug market, as its market penetration was high. 

Those are the main points. 

Yoshida: Understood. Do you think that the cost of recalling OPTIRAY® is not such a big one? 

Takemasa: Right. It’s already included. 

Yoshida: I understand. If possible, can you give us your view on the sales forecast of LEVONORGESTREL? 
Revenue may be small just as it has just been launched, but what do you feel about this figure? I hope you 
will also tell us about the sales scale of GABAPEN®. I don't think this was a part of the list of sales by major 
product.  

Takemasa: It was launched on March 19, 2019. First-half results were 47 million yen. For the full fiscal year, 
we expect 546 million yen. 

Regarding GABAPEN®, we have promised a partner not to disclose yet, and I appreciate your understanding. 
For your information, the Japanese market for oral contraceptives, including emergency contraceptives, is 
approximately 8.6 billion yen. The pill market, which does not include this, is 6 billion yen. 

Unfortunately, Japan's usage rate in this field is 3% to 4%, due to the slow adoption. In France and Spain, the 
percentage is more than 40%, so I’ve been using the term education several times in the explanation. We 
have been trying to promote this product, including with an app targeting women and explaining at several 
financial results briefings. We are using such media to expand demand by promoting awareness in this field, 
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including for appropriate usage and safety aspects, so this field will be an area of expectations for us in the 
future. 

Yoshida: Thank you very much. The rest of my questions are about the contrast media in Thailand. After 
obtaining marketing approval, the product may be launched in the summer. Could you tell us about the size 
of the market, what is the current share between the original and generic brands, and what is your 
quantitative expectation?  

Takemasa: Regarding your question concerning the contrast media sales business in Thailand, the size of the 
market for contrast media in Japan is now 56.4 billion yen. The Thai market is less than a 10th of that. However, 
our sales have not yet been disclosed, and I would like to explain more concretely, once it becomes possible. 

From the perspective of original and generic, most of the current market is for original. We are attempting to 
capture the market with our second radiographic contrast media. 

Yoshida: Understood. Lastly, with regard to the biosimilars, with the Alvotech alliance, how will we be able to 
see the pipelines in concrete terms? Or how should I say? Biosimilars tend not to release their pipelines, 
possibly because it links to their strategies, but around when should we expect the outcome shown in the 
materials to materialize? As we move on to next year and beyond, I hope you will tell me a little about the 
time horizon. 

Takemasa: One thing I can surely say is that the items we work on will be announced, or clarified, around the 
year after next. As you mentioned, biosimilars have to consider the first patents. And there is competition 
with other companies, so the players, including ourselves, have thorough control of information. I hope you 
understand that this is inevitable if we consider the future of our business. 

Yoshida: Then, if the specific products are revealed around the year after next, which stage will they be in? 
Are you going to announce it as soon as you have submitted an application for approval? Excuse me. I’d like 
to have a clearer idea. 

Takemasa: Since this is development, there may be a delay, but it’s right to say that information will start 
becoming open around the time of application for approval. 

Yoshida: Thank you very much. 

Moderator: Thank you very much. Next question, please. 

Onishi: I’m Onishi from Toyo Keizai. I have two questions. 

First, in October this year, there will be a revision related to the consumption tax hike, and in April next year 
there will be a revision that’s done once every two years, and starting in 2021 there will be annual revisions. 
How do you think this will affect the Japanese generic market, which is the main market for your business? 

I believe that the quantitative target will almost level off. Do you have a view within this medium-term 
management plan on the assumption that the Japanese market will shrink? I’d like to know about the 
President's view on the market environment for generic drugs in Japan. 

Takemasa: Thank you for your question. From the viewpoint of national government guidance, the target of 
80% is now becoming visible. However, some have said that the Ministry of Health, Labour and Welfare has 
presented its view that it will stabilize around there rather than going further beyond that. We share this view. 
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When considering the Japanese market, which is characterized by a declining birthrate and shrinking 
population, we do not believe that the market for pharmaceuticals and the generics market will expand 
further. However, since it is a very large market in terms of a single country after the United States and China, 
I believe that we should actively allocate management resources to the Japanese market once again. 

With respect to generics, of course, we are actively introducing them or forming alliances with other 
companies. However, we believe that the most beneficial and profitable way is to develop formulations and 
manufacture them at our own factories and sell them through our own MRs. Therefore, from the perspective 
of our long-term vision, we explained that the ratio of branded drugs is targeted at 50%. Conversely, we have 
a policy of proactively allocating management resources to high-value-added generics for the remaining 50%. 

Onishi: The reason I’m asking is that the President of [NichiIko] holds the view that the generics market will 
still keep growing in value terms. Personally, I was a bit doubtful, and my view is that the market as a whole 
will either shrink or stagnate. So, I wanted to confirm whether such an opinion exists or not in the generics 
industry.  

Takemasa: Maybe. We are not a company that necessarily pursues scale, and our strong focus is to pursue 
added value, so while we do not believe that the overall market will increase further, we recognize that the 
absolute value of the Japanese market is large. In this context, we will continue to develop high-value-added 
generics that generate earnings. 

Onishi: My second point was about collaboration with the Alvogen Group. 

I understand that you will partner with the Alvogen Group, to foster the biosimilars business, to make it the 
third pillar. You also mentioned the alliance with your Asian headquarters and Lotus. Is it right to understand 
that, apart from biosimilars, there will be other genres or generics businesses to be developed in Asia? 

Takeshita: There are several objectives of the alliance. Of course, Lotus is an Asian member of the Alvogen 
Group, so it has a sales network in Asia. One purpose of the alliance is to leverage this strength to sell our 
women's healthcare products in the future. 

Our greatest expectation is that the generic drugs that Lotus is developing include anticancer drugs, 
particularly molecular targeting drugs, for which there are also high expectations in the Japanese market. 
Rather than being independently developed by us, we decided that if they had already been formulated, 
introducing them into Japan would be better in terms of speed and efficiency. 

Some of the drugs have already been cleared through audits by the PMDA or FDA, so we can import the drug 
product from such factories to Japan. We also think it is also possible to introduce technical information into 
Japan, so we are regularly discussing which developed products to introduce. 

As you understood at the beginning, Alvotech focuses on biosimilars, while Lotus of the Alvogen Group has 
more intention to work on high-value-added generics in collaboration with Fuji Pharma, targeting both the 
Asian and Japanese markets. 

Onishi: Combined, will your company's exposure to the group, or capital injection, amount to about 7 billion 
yen? Or is it more than 7 billion yen? 

Takemasa: Yes, Alvotech is 50 million dollars, so it's 6 billion yen. We purchased Lotus in treasury stock, but 
it's equivalent, so it's 20 million dollars. 

Onishi: Does that mean about 8 billion yen? 



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
26 

 

Takemasa: Yes, slightly more than 8 billion yen. 

Onishi: Is this your greatest exposure to any one group, in terms of capital? 

Takemasa: Yes, it's the biggest. 

Moderator: Thank you very much. Next, to the attendee in the back row. 

Akahane: I’m Akahane from Tokai Tokyo Research Center. First of all, let me confirm: are LEVONORGESTREL 
and GABAPEN® included in the new products on page seven? 

Takemasa: Yes. As you mentioned, it is included in the new products. 

Akahane: For LEVONORGESTREL, is 47 million yen in the first half included here? 

Takemasa: Yes. 

Akahane: And I’m not a professional so I don’t understand well, but when I heard the discussion about 
LEVONORGESTREL, I thought the initial shipment might be very large, but while the recent results don’t seem 
to be very strong, the mid-term forecast seems quite bullish. I assume this is based on very good response, 
but how should I think about this? 

Takemasa: Since the product was launched in March, it was just before the closing of the first half of the fiscal 
year. Therefore, we think we can do well in the next six months, including pricing measures and market 
response, to grow sales strongly, or even more strongly than planned. 

Akahane: I see. It was launched in March, so it hasn't made a big contribution in the last quarter. So, the initial 
shipment is being conducted right now, and it's going to be a lot more. This is essentially stocked at hospitals, 
for emergency situations, right? 

Takemasa: Yes. 

Akahane: Prescribed rather than used immediately. 

Takemasa: Yes. 

Akahane: Oh, I see. At the moment, since it’s selling very well in April and May, your plan assumes sales will 
reach around 500 million yen. 

Takemasa: Yes, that’s right. 

Akahane: Understood. The person before me also asked a related question, but a revision is likely to take 
place in October, although we don’t know yet. The impact is not in September, of course, but since your fiscal 
year closes in September, there’s likely to be a pullback in buying which hadn’t happened in the past. I think 
it's different from other companies because you have many injection products, but do you think such a 
pullback will happen at the end of the fiscal year because of the NHI drug price revision following the 
consumption tax hike in October? Some people say the size of price reduction is not that large, so there 
wouldn’t be a significant impact. Is this kind of impact included in your company's figures? 

Takeshi: Rather than a pullback, we also assume an opposite response. Depending on the product, there may 
be a pullback from buying, or there might be a last-minute surge before the consumption tax hike. We assume 
that there will be these two aspects, and those are incorporated into our figures. 
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Akahane: Do you mean that the rate of the tax hike may be larger than the rate of price reduction, so there 
might be temporary demand? 

Takemasa: Yes. In that sense, we also assume there will be a reverse effect from October. 

Akahane: I understand well. And I've been hearing the financial results of many generics companies, so I’d 
like to ask your view on the current penetration of generics. I don't think you are the same as other companies, 
as you have focus on injection and gynecologic products, but what do you feel about the stance of hospitals 
on generics? Has it been almost the same? 

Takemasa: We have many X-ray contrast media in generics. As I explained, we believe that there are 
increasing numbers of hospitals which are actively adopting generics from the standpoint of hospital business 
management. 

The scale of DPC hospitals is becoming increasingly smaller in terms of the number of hospital beds. But the 
number of DPC hospitals increased by 60 since the last fiscal year, and centering on such hospitals, we believe 
that our injectable drugs that can be used in the acute phase will continue to grow steadily. 

Akahane: Understood well. My last question is about biosimilars. Sorry to insist. Some people, including the 
company of the former chairman of the Japan Generics Association, say that this field is difficult for generics. 
Other people have a more optimistic approach. It seems that manufacturers of new drugs tend to be more 
positive about biosimilars, and there are cases in which all biosimilars are treated the same, but there are 
many different opinions, such as hormones are okay, but antibodies are difficult, or rheumatoid and EPO are 
okay but cancer is difficult. 

There are actually a lot of conflicting views within the generics industry. But of course, you are saying you will 
do it because it has the effect of reducing medical costs. What do you think about areas like antibodies or 
cancer, rather than biosimilars in general? 

Takemasa: As the proportion of antibody drugs in biopharmaceuticals is increasing, we have decided to work 
on antibody drugs with Alvotech, first from the market perspective. 

We think that the penetration differs depending on the items. So, for example, the comprehensive payment 
in DPC is applied to Filgrastim, one of our products. 

In addition, we expect that replacements will proceed in items that allow for a substantial reduction in 
patients' co-payments. Therefore, we will consider and decide whether to introduce which products in 
collaboration with Alvotech. We will make decisions based on business feasibility. From the perspective of 
social significance, we also believe that this is needed not only for patients, but also for the purpose of curbing 
the growth of national medical expenditures. So, we intend to stay actively involved in this field. 

Akahane: Understood. In other words, rather than based on indications like cancer and rheumatoid arthritis, 
you will be focusing on areas with growth prospects in light of DPC application, such as with dialysis. Thank 
you very much. 

Moderator: Thank you very much. We are nearing the end, but please tell us if anyone has a pressing question. 
I would also like to ask if the Company has any additional matters. 

Takemasa: There was a question about emergency contraceptives. I think some of you are aware about topics 
of the possibility of online medical treatment or making it an OTC product being discussed in the media. The 
MHLW is leading discussions on lifting the ban on online medical treatment from the time of the first visit, as 
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well as improving access to emergency contraceptive methods that have not been available to date. And some 
individuals are privately importing goods from overseas, some without permission. 

In addition, there have been cases of different methods of emergency contraception resulting in side effects. 
Therefore, we emphasized the good quality of our generic product and its affordability, and we believe this is 
why we were accepted by the market. Going forward, we will continue to actively convey this information, 
including how to use it, through education and awareness-raising. 

Furthermore, there are opinions that it is still difficult for pharmacists to deal with the switch to OTC at 
pharmacies, and the discussion has been postponed a little. However, I would like to mention that the Ministry 
of Health, Labour and Welfare's opinion is that another discussion will not be hindered.  

Moderator: Thank you very much. We would now like to close the briefing. 

[END] 

______________ 
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2. This document has been translated by SCRIPTS Asia. 

 

  



 
 

 

Support 
Japan 03.4405.3160    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
29 

 

Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company’s most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2018 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 

 


