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Presentation 

 

Moderator: Good afternoon. Thank you for joining us today for the financial results briefing of Fuji Pharma 
for the fiscal year ending September 30, 2022. 

First of all, I would like to introduce today's speakers. Takayuki Iwai, President and CEO. Takeshi Sato, 
Executive Corporate Officer, Corporate Planning. 

Mr. Sato will give an overview of the financial results for the fiscal year ending September 30, 2022, and the 
consolidated earnings forecast for the fiscal year ending September 30, 2023. Mr. Iwai will discuss each of the 
priority measures for the fiscal year ending September 30, 2023. 

We will then proceed to the question-and-answer session. We will be happy to answer as many questions as 
time permits, so please do not hesitate to contact us with any questions you may have. 

We will now make a start with the presentations. Mr. Iwai, over to you. 

Iwai: Thank you for joining us today. Thank you. 

On to the presentations. Mr. Sato will give an overview of the consolidated financial results for the fiscal year 
ended September 30, 2022, and the consolidated earnings forecast for the fiscal year ending September 30, 
2023. 
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Sato: Sato here. Thank you. 

First, an overview of our consolidated full-year financial results. 

For the period ending September 30, 2022, sales and profits increased due to contributions from new products, 
such as F-meno, acquired products and sales partnerships such as Propess, and existing women's health 
products, including oral contraceptives. The combination of sales growth and efforts to control SG&A 
expenses resulted in a growth in operating profit of 12.8%, against a 4.2% growth in sales. In addition, OLIC, 
our subsidiary in Thailand, achieved a significant revenue increase of 34.5% thanks to proactive work to 
increase contracted projects. 

As for R&D-related topics for FY2022, in addition to what I discussed at the financial results briefing for H1, 
we have filed for approval of a generic product. This was our first joint development project with Lotus in 
Taiwan. 
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This has mostly been covered on the previous page, but I will just mention three additional points. 

First, gross profit margin. As you can see in the upper part of the table, although it appears to have declined 
from the previous year, the Company's calculations show a discrepancy of approximately 2 to 3 percentage 
points between the new and old accounting standards. The table shows both old and new. If we look at the 
accounting standards together, we can see that the actual situation remains unchanged. 

Second, at the bottom of the chart, depreciation expenses increased due to the progress of capital investment 
in the Toyama Plant and positive investments such as the acquisition of sales rights. Therefore, EBITDA 
increased by approximately 20%, which is a significant increase. 

Third, in the middle, I have explained that we aim for a dividend payout ratio of 30%. As net income grows, so 
does the dividend. We are seeing this kind of virtuous cycle emerging. 
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Turning to the next page, this is a waterfall graph of sales and operating profit compared to the previous year. 

Sales of hormone agents such as F-meno, which was developed and launched by the Company, grew 
significantly. However, sales of contrast media and other products declined due to the NHI price revision and 
the competitive environment. On the other hand, overall revenues increased due to the acquired products 
from Nippon pharma and the expansion of OLIC's CMO business. 

Note that this graph is a comparison of the old and new accounting standards I mentioned earlier, so you can 
see that the actual increase in sales is greater. Please refer to the previous slide for detailed figures. 

The decrease in gross profit and the decrease in other selling, general and administrative expenses, which are 
almost the same amount, are also significantly affected by the change in accounting standards. However, 
unlike net sales, operating profit itself is not affected by the change in accounting standards. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
6 

 

 

Next slide. This compares sales and operating profit with their initial forecasts. 

First, a few words on sales. Our expectations for hormones were based on growing interest in improving 
women's wellbeing, and here, sales fell far short of the plan. However, the strong performance of acquired 
products and OLIC's CMO business helped to limit underperformance in sales compared to the initial forecast. 

Operating profit increased on a consolidated basis, including an increase in profit from OLIC, as a result of a 
decrease in SG&A expenses that offset the shortfall in net sales. 
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The next slide shows sales by drug category. 

Sales of hormones have grown significantly. As you can see in the pie chart below, this segment makes up 
almost 40% of our sales. As I always say, we have become more of a specialty pharmaceutical company in the 
field of women's healthcare rather than a generic company. 

This area is also extremely important for the achievement of our mid-term management plan, which Mr. Iwai 
will discuss in detail later. 

The Toyama Plant and OLIC contracting also account for approximately 20% of net sales, providing a business 
foundation that supports growth. 
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These are the sales figures for our top 15 products. 

The two contrast media products, which account for a large portion of our sales, have been able to exceed 
our initial forecasts even facing headwinds such as the NHI price revision. 

In the area of women's healthcare, F-meno, launched in the previous fiscal year, joined the top 15 products 
with sales of approximately JPY700 million. Oral contraceptive Labellefille fell short of expectations. However, 
sales of Favoir and levonorgestrel exceeded forecasts. 

OLIC's CMO business also exceeded initial forecasts. 
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By medical area, the trend to date has continued. The gap between acute medical care and women's 
healthcare is further narrowing. In this table, the leftmost column shows a gap of about JPY10 billion, but the 
gap has narrowed to less than JPY2 billion. 

By dosage form, the ratio of Oral medications and External Preparation increased. 
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The breakdown of acute medical care and women's health care is as shown here. 

In women's healthcare, sales of the launch of menopause treatment drugs, F-meno, have been increasing 
since our the last financial results briefing. The product now has a market share of approximately 8% on a full-
year basis. 
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The balance sheet as of September 30 is as shown. 

Little has changed since our interim briefing. Cash and deposits decreased and fixed assets increased due to 
capital investment in factories and payment of consideration for acquired projects. 

On the liabilities side, borrowings are increasing for the same reason, resulting in an increase in total assets 
and a decrease in the equity ratio. However, we do not consider this to be a level of concern in terms of 
financial stability. 
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The cash flow situation is broadly as described in the interim period. 

For the same reason, investment cash flow has increased, and this has been compensated for by financing 
cash flow. 

As for the negative cash flow from operations, the main reason is that the Company has switched from the 
inventory borne by intermediary suppliers to the Company's share due to a change in the supplier of bulk 
contrast media. 

Although there is a significant change in trade payables, this is due to a temporary decrease in the balance of 
trade payables in the previous period and does not mean that the purchase site has changed significantly in 
any way. 
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I would like to continue by discussing our earnings forecast for the current fiscal year. 

This fiscal year is a very important year for the achievement of our mid-term management plan, which 
concludes next fiscal year. We plan to make this a year of solid performance, building on the product portfolio 
and manufacturing capacity that we have strengthened over the past three years. 

In terms of sales, in particular, we expect to achieve sales of JPY20 billion in the women's healthcare one year 
ahead of schedule. Mr. Iwai will describe the background and reasons for this later. We are projecting an 
increase in profit, although the rate of increase will be restrained by higher R&D expenses. With a dividend 
payout ratio of 30%, we expect to increase dividends for the second consecutive fiscal year. 

Regarding R&D expenses, the recording of expenses in this fiscal year for FSN-013, where the domestic clinical 
trial of FSN-013 was in progress, is expected to result in an increase. In addition, as announced in October, we 
have filed for approval of our first biosimilar product based on our partnership with Alvotech. 
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The table below shows our earnings forecast. 

Forecast net sales are in the JPY40 billion range, a level that puts the company within reach of the JPY50 billion 
target of the medium-term management plan for the next fiscal year. Forecast operating profit is in the JPY4 
billion, with a view to reaching JPY5 billion in the following fiscal year. 

As I mentioned earlier, R&D expenses will increase, and depreciation and amortization expenses will increase 
due to capital investment and investment in intangible assets. This is a sign that the company is steadily 
gaining earning power. 
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I would like to continue by discussing the factors behind the increase in sales and profit this fiscal year. 

In terms of sales, we are aiming for a significant increase in sales with the contribution of hormonal agent F-
meno, oral contraceptives, and Doxil. 

In terms of profit, although the increase in gross profit due to higher sales will be offset by variable costs 
associated with higher sales and higher R&D expenses, operating profit is expected to exceed JPY4 billion. 

As I mentioned earlier, depreciation and amortization expenses increased by approximately JPY600 million 
and R&D expenses increased by approximately JPY1.3 billion for a total increase of JPY2 billion. 
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Next, the forecast of sales by drug category and medical area. 

As I mentioned in the highlights, we expect to achieve JPY20 billion in sales one year ahead of schedule in the 
women's healthcare. The increase rate is approximately 50%. This shows that we are further strengthening 
our position as a specialty pharmaceutical company in the area of women's healthcare. 
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Next, sales forecasts for the top 15 products. 

Sales of hormones in women's healthcare are expected to increase across the board. In particular, we are 
aiming for a large increase in sales of F-meno in its second year on the market, as well as in oral contraceptives, 
for which a new tablet building will be fully operational this fiscal year. In addition, we expect significant 
growth in our acquired product, Sulprep, as well as other products. 

Mr. Iwai will discuss these major measures for the fiscal year in detail later. 
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Finally, I would like to talk about shareholder returns. 

As mentioned earlier, our dividend policy is to aim for a payout ratio of 30% to provide stable dividends. This 
has been explained in the integrated report and other documents. 

If profits for the current fiscal year reach the forecasted level, we plan to pay an annual dividend of JPY37 per 
share, a dividend payout ratio of 30%. For the previous fiscal year, we plan to pay an annual dividend of JPY35 
per share based on the financial results, compared to our initial dividend plan of JPY32 per share. We will 
continue to strengthen and increase shareholder returns through improved business performance. 

That is all from me. Mr. Iwai will now present the priority measures for the fiscal year ending September 30, 
2023. 
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Iwai: Now, I would like to explain the key measures and important points for achieving the mid-term 
management plan, which ends in September 2024. 

First, an overview of the medium-term management plan. 

The mid-term business plan, which ends in the fiscal year ending September 30, 2024, is positioned as an 
intermediate point for achieving our Vision for 2030. Based on this positioning, we are currently pursuing four 
growth streams. 

The first is to become number one in the women's Healthcare. The second is to evolve the current contrast 
media business into a sustainable business. We also aim to establish the biosimilars business, which is a new 
business area for us, during the period of this medium-term management plan. Finally, we aim to strengthen 
overseas operations. We are currently proceeding based on these four pillars. 
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Our quantitative targets are to achieve sales of JPY50 billion and operating income of JPY5 billion in the final 
fiscal year of the plan, which will be the next fiscal year. 

When we announced our medium-term management plan in May 2020, we said that we would slightly 
increase sales for the first three years, followed by growth in the fourth and fifth years. This will be an increase 
of about JPY8 billion from the previous year and will be a record high. 

The breakdown of this amount has already been explained by Mr. Sato on page 17. To reiterate the breakdown 
briefly, the growth of in-house products in the women's healthcare, including F-meno, amounted to 
approximately JPY5 billion. In the last fiscal year, we decided to partner with other companies for two products. 
The first is a partnership with Baxter relating to Doxil, a drug for ovarian cancer. The other is a partnership 
with Ferring Pharma relating to Propess, an agent used for cervical ripening in the perinatal period. The 
contribution figure for both of these together is JPY7 billion, contributing significantly to the JPY8 billion 
growth figure. 

Today, I would like to explain the growth of our products, the market environment, and the positioning of our 
products. 
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This is our sales in the women's healthcare. 

As I just mentioned, the increase is approximately JPY7 billion compared to the fiscal year ending September 
30, 2022, and we plan to exceed JPY20 billion this fiscal year. 

Sales in the women's healthcare for the fiscal year ending September 30, 2020, were JPY10 billion. When we 
announced our mid-term business plan in May 2020, we said that we would double sales to JPY20 billion in 
the fiscal year ending September 30, 2024, five years from then. 

There were three main factors that enabled us to bring that goal forward one year. 

The first was the approval of our second new drug, F-meno, in September 2021 as planned. I have reported 
in several of these briefings that sales of the six existing products in the women's healthcare are expanding 
steadily. The third point is partnerships with other companies. 

I will talk about F-meno capsules in more detail on the next slide, but first, I would like to talk more about the 
breakdown of the six existing products. 

As you can see in the lower right-hand corner, the percentage of new drugs in this area was 32% in the 
previous fiscal year, but this fiscal year, the figure is 45% or about half. 

Although we started out as a company focused on generic medications, we will continue working to further 
strengthen and grow as a pharmaceutical company that specializes in a particular field. 
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Here is some more information about the six existing products I just mentioned. 

This shows actual and projected sales from FY2020 to FY2024. As of FY2020, sales of all products in the 
women's healthcare totaled JPY10 billion, of which approximately 50% came from these six main products. 

Total sales across these six products was JPY4.8 billion. Since then, as a result of aggressive educational 
activities for oral contraceptives and other products, the existing six products have been growing steadily. We 
plan to achieve sales of JPY9 billion for these six products in FY2023. 

This figure was not previously announced in the FY2023 figures, but it represents growth that has exceeded 
our initial forecast. 

In particular, the sales plan for Utrogestan and Dienogest, the second and third products from the bottom, 
have already exceeded the sales forecast by product for FY2024 that we created when the mid-term 
management plan was formulated. Sales of these products are increasing steadily. One of the main reasons 
for this is steady growth of the oral contraceptive and dysmenorrhea markets, in particular. 

Our company also believes that the market for menopause products will expand significantly in the future. 

I would like to discuss three points on the next three slides. 

The first is the entire women's healthcare market, and the second is the area of oral contraceptives, 
dysmenorrhea, and menopause within that market. On the third slide, I would like to talk about our initiatives. 
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First of all, this slide covers the overall market for women's healthcare. 

According to materials provided by Fuji Keizai, the market is expected to steadily expand from JPY80 billion in 
2021 to approximately JPY100 billion in 2025. 

The graph on the right shows the number of times women's health issues have been covered in the media. 
This has doubled in the two years from 2019, reflecting the growing interest in women's health and the social 
trend toward solving women's issues in society as a whole. We predict that the women's healthcare market 
will expand beyond our earlier market projections. 

The market for dysmenorrhea and oral contraceptives has been expanding at a higher rate than the women's 
healthcare market as a whole. 
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This left side shows a dysmenorrhea drugs and oral contraceptives. On the right is a description of the 
menopausal market. 

In the previous slide, I mentioned that the market for dysmenorrhea and oral contraceptives is growing at a 
higher rate than the overall market. Looking just at these two areas, we see increase of 35% in three years. 

On the other hand, as you can see in the square in the upper row, the penetration rate of these hormone 
preparations in Japan is still only about 3%, far below the 14% in the US and 33% in France. 

In this environment, our share of the oral contraceptive market in terms of volume is currently 44%. Sales of 
our products are currently increasing thanks to the tailwinds of market expansion and increasing market share. 

On the other hand, in the field of menopause, I am sure many of you have recently seen NHK's special 
programs on this subject. In an NHK special, among the 17 million people in their 40s and 50s who play a very 
important role in society, 7 million people complain of some kind of menopausal disorder. Some complain of 
difficulty in continuing to work. 

We believe that it is our mission to work toward solutions to these issues. We recognize that society will have 
great needs in this area in the future, so we would like to be more actively involved in this field. 

With the six existing products I mentioned earlier and other products in these areas, we believe that we can 
make further contributions to women's health and other issues. 
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On the next slide, I would like to talk a little about our six existing products and what we are doing regarding 
F-meno. 

As I mentioned earlier, the market for oral contraceptives has been expanding significantly along with the 
market for drugs to treat dysmenorrhea. In line with this, we are actively providing information and 
strengthening specific educational activities to ensure that our products are used properly based on correct 
information. 

In order to ensure a stable product supply in this segment, we are currently constructing a new formulation 
building and tripling the supply capacity of hormone preparations. 

In the menopause segment, we are working increase market penetration of F-meno, which was approved last 
year. In order to promote a better understanding of the problems that occur during menopause and how to 
manage and treat them, we are currently acting as a special sponsor for World Menopause Day and 
Menopause Week in October. 

F-meno is the only progestin approved for use in hormone replacement therapy during menopause. This 
product is referred to as a natural-type hormone. We expect it to become a standard product for hormone 
replacement therapy in the future. 

This is the background for the major products in the women's healthcare field, which we anticipate will expand 
in the current fiscal year. 
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Outside these six existing products, products such as those in the fertility area are also expected to see 
continued sales growth in the next fiscal year and beyond. I would like to talk about our portfolio and other 
products in the women's healthcare field on the next slide. 

 

This is our current product portfolio in the area of women's healthcare. The diseases are listed on the vertical 
axis and patient age on the horizontal axis. We are currently expanding our portfolio with a primary focus on 
providing a solid response and contribution to diseases of people of all ages. 

I would like to say a few words about three points in this product portfolio. 

First, a few words about FSN-013, shown at the top here. I mentioned just now that the dysmenorrhea market 
is expanding. In this area, we already have Lunabell, but beside that, there were no new products for 
dysmenorrhea. FSN-013 is a new drug that we have been developing for dysmenorrhea. It contains a new 
follicle hormone, estetrol. 

Development is progressing smoothly, and we are planning to file for approval this fiscal year. If this is 
approved, we will finally be able to introduce a new product into the growing market for dysmenorrhea and 
LEP. We are now moving forward with strong expectations for the future expansion of this product and its 
contribution to the lives of patients. 

In the perinatal field, we formed a partnership with Ferring Pharma last year relating to Propess, a cervical 
ripening agent. 
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In the field of women's oncology, we formed a partnership with Baxter relating to Doxil. This is a treatment 
for ovarian cancer in women. This partnership will commence in this fiscal year. These alliances are anticipated 
to lead to increased earnings from the current fiscal year. 

By adding more and more of these new products to our portfolio, we hope to further contribute to women's 
health and fulfil our goal of becoming a specialty pharmaceutical company. 

 

In addition to the products, I would like to talk a little about stable product supply in the area of women's 
healthcare. 

This is a picture of our Toyama Plant. The area circled in red in the photo is the number six formulation building. 
It was completed in June of this year and is capable of handling highly pharmacologically active substances. 
We are currently making preparations and plan to start production next year. 

As a result, the production capacity of hormone preparations, which is currently 150 million tablets, is 
scheduled to increase roughly threefold to 450 million tablets after the start of operations here. We are 
currently planning to establish a stable supply of hormone preparations centered on this new formulation 
building. 
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Lastly, I would like to talk about the overseas situation regarding OLIC and the development of biosimilars. 

This is the current status of our subsidiary, OLIC. In our mid-term management plan, we are talking about 
expanding the CMO business while at the same time making the company a manufacturing and sales company. 

First, regarding the CMO business, we no longer see any effects from the coronavirus pandemic. This fiscal 
year's sales increased by about 20% from the previous year, an increase of about JPY3.4 billion in yen terms. 
This is above the level we saw before the coronavirus pandemic. 

We are also currently expanding the scope of our contract business. We are currently considering the 
possibility of contract manufacturing for the US market and are scheduled to undergo an inspection by the 
FDA this fiscal year. 

Regarding commercialization, FSN-013 is being developed as a treatment for dysmenorrhea in Japan and was 
approved as an oral contraceptive in Asia in October of this year. We also plan to market it as an oral 
contraceptive in Thailand and other Asian countries in the future. 

While our product portfolio in Asia is center on FSN-013, we have also filed for approval of two other drugs 
to expand our product portfolio in the region. In addition to CMO, we plan to further strengthen production 
and sales in this fiscal year. This concludes the section on the overseas subsidiary OLIC. 
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Next, biosimilars. There is no change from what has been indicated previously. 

Product A at the top was the first product to be submitted for approval in October this year, in collaboration 
with Alvotech. 

We have already concluded an agreement with Alvotech for these products and several other items in the 
lower part of the table. In line with this agreement, we aim to expand our biosimilar product portfolio in 
preparation for the next mid-term business plan. We will report again when we have made further progress 
in this area. 
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Last but not least, I would like to conclude my explanation with a few words on product quality. Here is our 
quality policy. 

The two most important aspects of our quality policy are listed here. The first point is to ensure compliance 
with laws and regulations. The second is to guarantee high quality and reliability. By firmly implementing these 
measures, we will provide pharmaceuticals that patients and medical institutions can use with confidence. 
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We are also in the process of putting in place a management system to ensure the success of our efforts. 

I would like to expand on what's in the slide here. At each stage of production, sales, and manufacturing, we 
see this first line. In terms of the first-line management, each production, sales, or manufacturing site must 
take the initiative in complying with laws and regulations. 

Second line management covers the GMP management department in manufacturing and the reliability 
assurance department on the sales and marketing side. These ensure that we are operating in accordance 
with the laws and ministerial ordinances, respectively. They also cover assessing capabilities necessary for 
operations. We check these matters on a case-by-case basis, and if necessary, make improvements in an 
appropriate and concrete manner, confirming that definitive preventive measures are in place. 

The right side of the page shows the reports from the manufacturing and sales companies to the responsible 
officers, as well as statements of opinions. Reports to the responsible officers are conducted periodically at 
our manufacturing sites. 

Last but not least, it is necessary to ensure that these efforts are functioning well as a system. The internal 
audit department plays a central role in regularly auditing and checking. The corporate auditors then check 
whether the company as a whole is functioning properly, and if necessary, address any issues. 

We are working to strengthen our culture of legal compliance in accordance with our quality policy. We will 
further develop a culture and climate of legal compliance and firmly implement the PDCA cycle to guarantee 
high quality and reliability. 
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With this, I would like to conclude my explanation of key measures for the fiscal year ending September 30, 
2023. Thank you all for your kind attention. 

Moderator: Thank you both very much for your presentations. 
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Question & Answer 

 

Moderator [Q]: We will now move on to the question-and-answer session. 

We have received many questions. I will now read the first question. 

You asked for a breakdown of the JPY1.35 billion increase in R&D expenses over the previous year. Thank you. 

Iwai [M]: Thank you very much. Mr. Sato will take this question. 

Sato [A]: Sato here. Thank you for your question. This is not an exhaustive breakdown, but the main point is 
the Phase III clinical trials for FSN-013, the dysmenorrhea drug, which began in August 2021. The costs here 
will be recorded in the current period, which will increase the expenses. That is the biggest factor. Thank you. 

Moderator [Q]: Thank you very much. Now for the next question. 

The question asks for a breakdown of the JPY7 billion capital investment. Thank you. 

Iwai [M]: Thank you very much. Mr. Sato will answer this question as well. 

Sato [A]: Sato here. Thank you for your question. 

There are several points here. One is the new tablet building, which Mr. Iwai mentioned in his presentation. 
This is the so-called number six building, and the cost was JPY3.5 billion. Next is building number seven, the 
new packaging building, which has been discussed in previous briefings. There was also logistics warehouse 
number two. Together, these cost JPY1.2 billion. Then there is the high-potency, multi-syringe line, which will 
be in formulation building number five, which is JPY700 million. That is a rough breakdown. Thank you. 

Moderator [Q]: Thank you very much. Now for the next question. 

The question asks for information on the most recent infertility treatment market trends after the insurance 
coverage expansion in April 2022. Thank you. 

Iwai [A]: I would like to answer this question. Since the insurance coverage expansion in April of this year, the 
number of cases in the infertility treatment market has been on the increase. 

There are several factors, one of which is the market environment in which access to medical facilities has 
become easier for those in need of treatment now that insurance coverage has been formalized. Another 
thing is that access to medical facilities for young people seems to be increasing compared to the past. There 
has been a slight increase since June or July of this year. 

Another reason is that there is a limit on the number of times the conventional assistance system could be 
used. The introduction of insurance coverage has reset that number, resulting in an increase in the number 
of patients who are visiting medical institutions again. These things are having a positive impact. 

On the other hand, since there were differences in the existing subsidy system by region, we have heard that 
in some areas, the level of benefits has fallen slightly after insurance coverage began. As a result, we believe 
that the current increase is due to easier accessibility as a result of insurance coverage as a whole. The factors 
I just mentioned have meant that the increase was not so significant in some areas. 
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Therefore, we feel that the expansion of insurance coverage for our products is having a slightly positive 
impact compared to the previous year. Thank you. 

Moderator [Q]: Thank you very much. Now for the next question. 

The question asks for you to tell us the basis for the JPY2.8 billion increase in F-meno sales over the previous 
year. Thank you. 

Iwai [A]: I would like to answer this question as well. 

There is one major factor. This is the lifting of long-term prescription restrictions on F-meno effective 
December 1. The reason for the rather large increase in the amount this quarter compared to the previous 
quarter is, very simply, that we have been preparing for the past year for the lifting of this long-term 
prescription restriction. 

In terms of preparation, there are several points I would like to mention. One thing I would like to point out 
about the market situation is that out of the facilities we consider to be major facilities, about 70% to 80% 
have already decided to use this treatment. 

Secondly, in order to provide more accurate information to medical institutions, we have been training 27 
MRs as certified menopause experts, and these and other specialized MRs are currently providing information 
to facilities. 

We have already started marketing with M3 in [inaudible]. This has also contributed to a significant increase 
in coverage, including outside of the target facilities. 

Based on these three measures, the Company expects the use of F-meno to increase significantly this fiscal 
year, following the lifting of restrictions on long-term prescriptions in December. This is the basis for the 
increase. Thank you. 

Moderator [Q]: Thank you very much. Now to the next question. 

Other generic manufacturers continue to struggle. Demand is strong, but the emergence of quality problems 
at some manufacturers is resulting in a greater than expected rise in management costs due to stricter 
compliance. The question states that the Company does not seem to be affected much. The question asks for 
any suggestion as to the factors that may be contributing to this. That is the question. Thank you. 

Iwai [M]: Thank you very much. I would like to pass this question to Mr. Sato. 

Sato [A]: Thank you for your question. I am not sure if this will be a precise answer to your question, but I 
would like to divide it into three parts. 

First of all, your question implies that other generic manufacturers continue to struggle. As Mr. Iwai explained 
earlier, the ratio of new drugs in the women's healthcare exceeds 40%. We view ourselves as a specialty 
pharmaceutical company, so the first explanation is that we are not in the same business category or have 
the same business structure as so-called generic manufacturers. 

Secondly, as a pharmaceutical company, we are taking steps to strengthen compliance with quality issues as 
a matter of course. As we have explained in the past, and as was touched on today, the organizational changes 
necessary for this are ongoing. I would also like to mention our in-house training. Mr. Iwai has repeatedly 
mentioned this point at company-wide briefings and company-wide morning meetings. 
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At the Toyama factory meetings, each organization also sets quality goals and works to cross-check progress 
against these goals. 

As for the third point regarding costs, we have been working on DX in Toyama for the past two years. This 
area includes not only quality initiatives, but also various efficiency improvements in manufacturing, other 
plant areas, and research. From this period, we have set up a system management business unit, and this unit 
is beginning its operations. 

I don't know if this is a complete answer to your question, but these are the three points I would like to make. 
Thank you. 

Moderator [Q]: Thank you very much. It is almost time for us to end, so we will wrap up with the next question. 
The question is as follows. 

Sales in women's healthcare will reach JPY20 billion in the Company's 59th term, but what is the main 
breakdown? The question also asks for a forecast for the Company's 60th term. Thank you. 

Iwai [M]: I mentioned some product names in my explanation, but I think it is necessary to talk a little about 
sales by product, and I will pass this to Mr. Sato. 

Sato [A]: Your question is about the JPY20 billion sales in women's healthcare in the 59th term, its breakdown, 
and what will happen in the 60th term. As Mr. Iwai just mentioned, some of this is mentioned in the materials, 
but I will first answer in two parts. 

First, in terms of the fiscal year ending September 30, 2023, F-meno has forecast sales of JPY3.5 billion. The 
figures for oral contraceptives Favoir and Labellefille are JPY2.2 billion and JPY1.7 billion, respectively. Then 
there is JPY2 billion for Dienogest. Doxil, which was disclosed in July 2021, will be switched over on December 
1 and has forecast sales of JPY1.4 billion. 

For the 60th term, the fiscal year ending September 30, 2024, as Mr. Iwai explained, sales of our six main 
products are forecast to have exceeded the plan for 2020. We expect sales of our six main products to exceed 
JPY10 billion. 

If we add new products to this lineup, we expect total sales in this fiscal year to exceed the JPY20 billion 
FY2024 target announced in our medium-term management plan in May 2020. We expect sales to exceed 
that target by an even greater margin in FY2024 itself. Thank you. 

Moderator [M]: Thank you very much. We received many questions, and we apologize for not being able to 
answer all of them.  
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If you have any questions after the briefing, please contact the Corporate Planning Department as indicated 
in the presentation materials. 

This concludes the presentation of the financial results for the fiscal year ending September 30, 2022, of Fuji 
Pharma. Thank you all for your participation today.  

[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [Inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   
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