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Presentation 

 

Nakayama: Thank you very much for your patience. We will now hold a briefing on the financial results of 
Sumitomo Rubber Industries, Ltd. for Q3 of the fiscal year ending December 31, 2025. I am Nakayama from 
Investor Relations of Sumitomo Rubber Industries, and I will be the moderator for today's event. Thank you 
very much for your cooperation. 

Let me begin by introducing today's attendees. This is Satoru Yamamoto, President and CEO, Representative 
Director of Sumitomo Rubber Industries. 

Yamamoto: My name is Yamamoto. Thank you for your time today. 

Nakayama: Next, this is Hidekazu Nishiguchi, Director, Managing Executive Officer. 

Nishiguchi: I am Nishiguchi. Thank you. 

Nakayama: This is Naoki Okawa, Director, Senior Executive Officer. 

Okawa: My name is Okawa. Thank you for joining us today. 

Nakayama: This is Shinji Araki, General Manager, Accounting & Finance Headquarters. 

Araki: My name is Araki. Thank you for your time. 

Nakayama: Today's briefing will be conducted in accordance with the materials posted on our website, which 
will also be projected on the screen. 

First, Mr. Yamamoto, President and CEO, will give an overview of the financial results and explain current 
major initiatives, and then Mr. Okawa, Senior Executive Officer, will explain the details of the financial results. 
Before closing, President Yamamoto will give an update on the progress of our long-term corporate strategy, 
R.I.S.E. 2035. After the presentation, we would like to take your questions. Thank you for your cooperation. 

Mr. Yamamoto will now give an overview of the financial results and the current major initiatives. 
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Yamamoto: I am President Yamamoto. Thank you very much for taking time out of your busy schedule today 
to participate in the financial results briefing for Q3 of FY2025. 

I will now give you an overview of our performance for Q3 of FY2025 and our current major initiatives. I would 
like to show you slide six. 

From July to September 2025, our group's sales revenue was JPY289.4 billion , 101% of the same period last 
year, business profit was JPY20.2 billion, 105% of the same period last year, operating profit was JPY19.1 
billion, and profit attributable to owners of parent was JPY11.6 billion, all of which were higher than the 
previous fiscal year. 

The business profit margin was raised to 7%. 

In the tire business, sales volume in the July-September period were down from the previous year, but 
premium tire sales remained strong in major markets such as Japan, North America, and Europe. 

In the sports business, sales of both golf and tennis products increased in Japan and North America from July 
to September. Golf sales are steadily increasing, especially for SRIXON clubs, which were newly launched in 
2025. 

In the industrial products and others business, sales increased in the vibration control and construction 
businesses. 
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Next, I would like to introduce some topics. The next-generation all-season tire, SYNCHRO WEATHER, 
equipped with our proprietary active tread technology, has expanded its lineup from 40 sizes at the end of 
last year to 76 sizes at the end of March. And at the end of October, we expanded its lineup to 98 sizes. 

We believe that we can increase profits by aggressively marketing SYNCHRO WEATHER during the upcoming 
winter sales season. In December, we plan to add two sizes of SYNCHRO WEATHER for light vehicles, and we 
hope that more people will use our newly invented tires with the active tread technology. 

As for the expansion of the DUNLOP brand, we started sales in North America and Australia in Q2 of this year. 
We already launched our own products for North America in November, and we plan to add a new series next 
year. At the same time, we will expand the size range and sales. In January 2026, we will start selling our own 
products in Europe. 

We will expand sales of our premium products under the DUNLOP brand in the US, Australia, and Europe, and 
we hope you will look forward to our future DUNLOP brand strategy. 

We are also strengthening our development structure in Europe, and will further enhance our sales for new 
vehicles in Europe from the beginning of next year. 

Next, I would like to explain the In-House New Factory that we are promoting to develop and produce high-
inch tires and premium products. We plan to introduce and start operation of a compact next-generation 
molding machine developed in-house that is capable of producing high-performance tires with high precision 
and efficiency by the end of this year, while maintaining current operations at our domestic plants. 

The installation of the compact next-generation molding machine will save 35% space compared to standard 
general-purpose equipment, and the installation of a seamless automatic transfer system will not only reduce 
the investment in new equipment, but will also improve productivity and reduce costs. We will gradually 
introduce this system to each plant from next year onward. 

In addition, for alternative tires for large SUVs and pickups, we will introduce our new proprietary SUN-TITAN 
SYSTEM manufacturing system, which will enable us to achieve both high design quality and high roundness, 
as well as weight balance and weight reduction at a high level. We are planning to introduce this SUN-TITAN 
SYSTEM to our factory in Thailand by next year 2026. 
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Next, I would like to show you slide seven regarding our current main effort to respond to US tariffs. 

The US tariff impact reflects the results from July to September, changes in the tax rate, and a decrease in 
sales volume in the US. 

The impact in 2025 is expected to be JPY13 billion, a decrease of JPY1.5 billion from JPY14.5 billion. As in the 
past, we plan to respond by passing on prices and reducing costs and expenses. 

In the tire business, we have already passed on prices in the US since May, and in the sports business, we have 
raised some prices since June while monitoring the competition, and are generally progressing as planned. 

On the other hand, although there will be a decrease in tire sales volume due to price hikes, we are committed 

to responding flexibly and promptly by paying close attention to trends in the US tariff policy, US market 
conditions and other companies. 

We will respond to this impact by first raising prices, but prices will be affected by the competitive 
environment and the supply-demand balance in the market, so we will continue to firmly reduce costs. We 
are already working on cost reduction at our main export factory in Thailand, and we will make progress 
toward defining a goal. We believe this will have a significant effect. 

As further support, a new project, "Project ARK" was launched in May of this year to generate profits and total 
costs, and has been in full operation since July. We will explain Project ARK in the growth strategy section that 
will follow. 



 
 

 

Support 
Japan 050.5212.7790   

Tollfree  0120.966.744 Email Support    support@scriptsasia.com 
6 

 

 

I would like you to take a look at slide 20. 

For the full year 2025, we forecast sales revenue of JPY1,200 billion, 99% of the previous year's level; business 
profit of JPY95 billion, 108% of the previous year's level; operating profit of JPY84 billion, 751% of the previous 
year's level; and net profit of JPY45 billion, 456% of the previous year's level. 

Only sales revenue has been changed from the forecast announced in August of this year. It has reflected 
January-September results, sales forecasts for H2, and the impact of foreign exchange rates. Profits, on the 
other hand, are in line with the target set at the beginning of the year. 
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Please turn to slide 33. 

We plan to pay a year-end dividend of JPY35 for 2025 and an annual dividend of JPY70, the highest level ever. 
There is no change from the dividend forecast announced in February of this year. We aim for a consolidated 
dividend payout ratio of 40% or more, and will strive to pay stable dividends whenever possible. 

This concludes my explanation. Thank you very much. 

Nakayama: Next, Mr. Okawa, Senior Executive Officer, will explain the details of the financial results for Q3 
of FY2025. 

Okawa: My name is Okawa. Thank you for attending our financial results briefing today. I also thank all of our 
stakeholders for their continued support. I would like to take this opportunity to express my deepest 
appreciation. 

I will now explain the details of the financial results for Q3 of FY2025. First, please take a look at slide six. I 
would like to explain the highlights of our financial results during the quarter under review. 

As stated here, consolidated results for July-September 2025 were sales revenue of JPY289.4 billion, business 
profit of JPY20.2 billion, operating profit of JPY19.1 billion, and profit attributable to owners of parent of 
JPY11.6 billion, with a business profit margin of 7%. The results for the period from July to September returned 
to a profit growth trend with a YoY increase in both revenue and profit. 

Next, please turn to slide seven. 
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As Yamamoto mentioned earlier, we expect to reduce the annual US tariff impact to minus JPY13 billion, 
mainly due to a decrease in sales volume. We will respond to this impact firmly with initiatives such as cost 
reduction. 

 

Please turn to slide eight. 

As shown in the blue box, consolidated results for the first nine months from January to September of FY2025 
were sales revenue of JPY861.6 billion, business profit of JPY48.5 billion, operating profit of JPY46.1 billion, 
and quarterly profit of JPY26 billion. 

Although business profit decreased, operating profit and quarterly profit increased significantly YoY, partly 
due to the impact of the North American structural reforms implemented last year. 
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Please turn to slide 10. This shows sales revenue and business profit by segment, and the January-September 
results are shown in the blue box. 

Tire sales revenue was JPY740.2 billion, 99% of the same period last year, and business profit was JPY40.9 
billion, 80% of the same period last year. Sales volume decreased from the same period last year, and both 
sales revenue and business profit declined in the January-September period. 

In the sports business below that, both sales revenue and business profit declined, with sales revenue of 
JPY93.2 billion, 95% of the previous year's level, and business profit of JPY4.7 billion, 59% of the previous 
year's level, due in part to the impact of the still deteriorating Korean market conditions. 

Revenues from the industrial products and other business were almost unchanged from the same period of 
the previous year at JPY28.3 billion. Business profit increased to JPY2.9 billion, 121% of the previous year's 
level. 
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Please turn to slide 13. The graph here shows the trends in business profit by region for the tire business, one 
of our KPIs, for the period from January to September. Of these, those exported and sold directly from Japan 
without going through group sales companies are counted in Japan. 

First, in Europe, the Middle East, and Africa, shown in the upper left graph, the results remain in the red, but 
as indicated in the balloon, they have returned to the black for the July-September period due to the 
penetration of price increases, strong sales of winter tires on the market, and recovery of market share. 

On the other hand, in Asia and Oceania, the bottom left, during the January-September period, China's market 
conditions remained unfavorable, resulting in a decrease in profit, while its right neighbor, Japan, improved 
its performance. In addition, North America, on the right end of the page, showed an increase due in part to 
the effect of structural reforms in North America. 
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Please turn to slide 14. I will briefly explain the analysis of YoY increase in business profit for the July-
September period, which Yamamoto mentioned a little earlier. 

First, the raw material, which had been negative until H1, has finally stabilized, resulting in a positive JPY4.3 
billion. On the other hand, there were negative factors such as the Trump tariffs and the impact of volume 
declines due to price hikes in North America, which outweighed the positive price effect of JPY10 billion. As a 
result, the volume and mix showed a negative JPY18.3 billion. However, the direct cost and fixed cost 
reductions resulting from the closure of the plant in North America last year cancelled out the negative 
JPY18.3 billion, and the total profit for the entire company was JPY20.2 billion, an increase of JPY1 billion from 
the July-September period of last year, showing a solid recovery in profit on a quarterly basis. 
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Please turn to slide 15. This shows an analysis of the factors that contributed to the increase or decrease in 
business profit from the same period of the previous year for the January-September period, including the 
July-September results mentioned earlier. 

First, the raw material was minus JPY9.5 billion due to the impact of the natural rubber market. On the other 
hand, the price was up JPY18.6 billion, continuing the effect of price hikes since the beginning of the year. 
Volume and mix were minus JPY18.4 billion due to lower sales volume in North America and China, as well as 
the impact of the Trump tariffs in North America. 

Of this amount, unrealized profit was minus JPY4.2 billion due to the impact of increased inventory in North 
America. Fixed costs were positive JPY7 billion, partly due to the effect of structural reform of the North 
American business. In addition, foreign exchange was minus JPY2.6 billion. Expense was minus JPY6 billion 
due to higher personnel and DX-related costs. 

As a result, in the tire business as a whole, profit decreased by JPY10.4 billion, and with the addition of a 
JPY3.3 billion decrease in the sports business and a JPY0.7 billion increase in the industrial products and other 
business, the total decrease for the entire company was JPY13 billion. I am sorry to repeat this, but the results 
for the July-September period improved YoY, showing a recovery trend. 
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Please turn to slide 16. I will explain the items below business profit in the consolidated statements, mainly in 
comparison with last year. 

First of all, in the item three, other expenses, the amount of expenses has been significantly reduced this year 
because JPY46.5 billion of restructuring expenses in North America were recorded last year. In the item four, 
the financial income, there was a significant improvement of JPY11.9 billion due to an increase in the impact 
of inflation adjustment in Turkey. 

In the item five, financial expenses, there was a foreign exchange loss of JPY15.8 billion, mainly on the US 
dollar. Below that, although not numbered, due to the elimination of a portion of the tax effect amount 
recorded last year and a return to normal tax rates, profit increased by JPY22 billion YoY to JPY26 billion. 
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Please turn to slide 17. 

As for the consolidated balance sheet, total assets amounted to JPY1,417.2 billion, an increase of JPY76.1 
billion from the end of the previous fiscal year. This is mainly due to the acquisition of the DUNLOP trademark. 

As a result, the ratio of debt to equity increased slightly, and the equity ratio was 46.7%, down 2.2 percentage 
points from the end of the previous year. 

Please turn to slide 20. As for the consolidated earnings forecast for FY2025, as shown in the blue box, we 
have revised the forecast for sales revenue to JPY1.2 trillion, 99% of the previous year's level, while business 
profit is expected to remain at JPY95 billion, 108% of the previous year's level, unchanged from the Q2 forecast. 

Profit is expected to be JPY45 billion, a significant increase YoY. As a result, ROIC and ROE for the current fiscal 
year are expected to be 6.6% and 6.8%, respectively. 
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Please turn to slide 22. This is the forecast of segment sales revenue and business profit for FY2025. 

The fourth line from the bottom of the blue frame shows the business profit of tires, which is expected to 
increase by 10% from JPY76.2 billion in FY2024 to JPY84 billion. Below that, in sports, profit is expected to 
decline. The forecast for the industrial products and other is for an increase in profit. 
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Please turn to slide 23. This shows an analysis of the factors contributing to the increase or decrease in 
business profit for the October-December period from the same period of the previous year. 

First, the raw material is expected to be positive JPY4.4 billon partly due to price declines of natural rubber. 
In the petroleum related, we forecast plus JPY2.8 billion, and a total plus of JPY8.2 billion, including others. 
The price is expected to be positive JPY7.6 billion, as the effect of commercial price increases in North America, 
Europe, and Japan continues. 

On the other hand, the volume and mix are expected to be minus JPY3.6 billion due to the impact of the 
Trump tariffs, in addition to the volume decline. The direct costs are expected to be plus JPY3.6 billion due to 
the effect of structural reforms in the North American business and the effect of Project ARK. As a result, the 
tire business as a whole is expected to post an increase of JPY18.3 billion in profit. 

The sports business segment is expected to post an increase of JPY1.9 billion, despite the sluggish Korean 
market, due in part to XXIO14, which went on sale in the second half of this month and has already received 
a large number of orders. The industrial products and other will be minus JPY0.1 billion, and we are forecasting 
a significant increase in profits to JPY46.5 billion, a total increase of JPY20.1 billion YoY for the entire company. 
We will certainly strive to achieve our profit target while controlling costs as much as possible toward the end 
of the fiscal year. 
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Please turn to slide 24. This is an analysis of the factors that contribute to the YoY increase or decrease in 
business profit in FY2025. 

As I explained earlier, this is the sum of the analysis of the increase or decrease factors for the January-
September and October-December periods. From JPY87.9 billion in the previous year to the current year's 
forecast of JPY95 billion, an increase of JPY7.1 billion in business profit is expected, as forecasted at the 
beginning of the year. Please refer to the table on the right for changes in unit prices of raw materials, 
including natural rubber and crude oil. 

In addition, in the column at the bottom of the table, I will explain the consolidated business profit items that 
differ significantly from the Q2 forecast, or from the previous announcement. 

First, as shown in the red balloon above, in the volume and mix, the other volume and mix decreased by 
JPY15.9 billion, a significant negative impact, due to a decline in volume and a deterioration in the sales mix. 
On the other hand, due to positive effects from the raw material and cost reductions through Project ARK, as 
well as the weaker yen and foreign exchange gains, and reductions in fixed costs and expenses, the Company 
plans to firmly achieve its annual business profit target of JPY95 billion. 
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Please turn to slide 26. 

As shown in the lower blue box in the middle of the graph, sales volume of tires during the period from July 
to September totaled 24.21 million tires, 93% of the previous fiscal year's level. 

By market, first, domestic O.E. was 98%, showing the impact of production cuts by some domestic 
manufacturers. In the domestic Rep., industry demand exceeded the previous year's level, but the Company's 
sales were 98%, partly due to a decrease in offtake sales. 

Overseas O.E. increased YoY in Europe and the US, but continued to struggle in the Chinese market, 
accounting for 92% of the previous fiscal year's level. Overseas Rep. was 90%. By region, North America 
recorded 81%, Europe 108%, Asia 89%, and others 86%. 

Sales in North America decreased due to the impact of the price pass-through of increased tariffs, while sales 
in Europe increased YoY due to an increase in market share of all-season tires, a key area of focus. On the 
other hand, sales declined in Asia and other regions, resulting in overseas Rep., as a whole, below the previous 
year's level. 

The annual sales volume for FY2025 is expected to be 97.77 million, a 5% decrease YoY, as shown in the lower 
blue box on the right. 

By market, domestic O.E. demand recovered from last year's decline due to quality problems at some 
manufacturers, and the impact of US tariffs on domestic manufacturers is expected to be limited, showing 
105% of the previous fiscal year's level. 
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In domestic Rep., in addition to the volume decline due to the launch of low-margin tires in September of the 
previous year, we continue to focus on our profit-oriented strategy and expect 94% for the full year. On the 
other hand, overseas O.E. is expected to continue to struggle throughout the year in China, and are forecast 
at 91%. 

Overseas Rep. is 93%, and by region, 88% in North America, 99% in Europe, 95% in Asia, and 92% in other 
areas. The annual total is expected to be slightly lower than the forecast at the time of Q2 on the far right. 

 

Please turn to slide 29. 

As for cash flow trends, operating cash flow for January-September 2025 at the right end is JPY85.8 billion. 
Net cash used in investing activities was negative JPY154.3 billion, an increase of approximately JPY100 billion 
YoY due to the JPY98.5 billion acquisition of DUNLOP trademark rights, resulting in a net cash outflow of 
JPY68.5 billion, a decrease of JPY80 billion YoY. 
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Lastly, please turn to slide 32. 

As for the tire operating ratio and production volume, the annual production volume for FY2025 on the far 
right is 559,000 tons, which is a YoY decrease, but the annual operating ratio is expected to increase to 83%, 
which is a YoY increase, due to the closure of North America. This is almost the same level as the forecast 
made in Q2. 

Regarding slide 33, the details of shareholder returns, Yamamoto explained earlier, and I will conclude my 
explanation now. 

Thank you for your attention. 

Nakayama: Next, President Yamamoto will explain the progress of our long-term corporate strategy, R.I.S.E. 
2035. 

Yamamoto: I will explain. 

We acquired DUNLOP in Europe, the US, and Australia in January of this year, and we also plan to complete 
the restructuring of approximately 10 businesses by the end of this year as planned. 

As a result, starting next year in 2026, we will move into the concrete implementation phase of various profit 
growth strategies, starting with the new development of the DUNLOP brand in the European, US, and 
Australian markets and leveraging the foundation for growth that we have established to date. 
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Since profits are expected to rise steadily from 2026, I would like to explain the progress of our long-term 
corporate strategy, R.I.S.E. 2035, from this perspective. 

 

I will proceed with this content today. 
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This is the roadmap for our long-term corporate strategy. In order to realize our vision for 2035, we are 
steadily implementing strategies based on three growth drivers. 

First, by 2027, we will reform our profit structure through tire premiumization and prepare for growth 
businesses. We will expand our business by making DUNLOP even stronger through strengthening our brand 
management. In addition to North America and Australia, new products under the DUNLOP brand will be 
available in Europe from 2026. 

Today, I would like to explain our growth image toward 2030, with a particular focus on specific initiatives 
through 2027. 
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This is an image of the business profit that we will accumulate based on our long-term corporate strategy, 
R.I.S.E. 2035. 

The left-hand side shows specific measures that have already been initiated. By further accelerating these 
initiatives, we will exceed our 2027 target of 10% business profit margin and achieve our 2030 goal of 15% 
business profit margin. 

From the next page, I will explain the specifics of each initiative. 
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This is our roadmap for tire premiumization. 

We will promote product development focusing on all-season tires, ultra-high-performance sports tires and 
large outer diameter off-road tires for pickups and SUVs. These products will be equipped with our proprietary 
active tread technology, and as it evolves, we will differentiate them from other products. 

In terms of production facilities, in addition to utilizing our proprietary NEO-T01, we will accelerate our 
response to premiumization by introducing the latest equipment to our domestic and overseas plants based 
on the In-House New Factory concept, which enables equipment upgrades while maintaining operating ratio. 

Through these efforts, we plan to achieve a premium product ratio of 50% by 2026 and raise it to more than 
60% by 2030. 
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First, I would like to explain the global expansion of all-season tires, our strength, into the European and US 
markets. 

For the European and US markets, we will expand sales of premium tires that can be worn all year round 
under the DUNLOP brand and with the active tread technology. Taking advantage of the warming climate and 
decreasing snowfall, we will utilize the opportunity to achieve a premium position as the DUNLOP brand in 
the new category of all-season tires in the European market and all-weather tires in the North American 
market. 

DUNLOP gains premium position with the active tread. And as we maintain a top position within Tier two with 
FALKEN, we will steadily promote a multi-brand strategy that clearly defines each position and accelerate 
sales expansion as shown in the graph here. 

I will explain the key strategy of technologies. 
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The active tread technology incorporated in SYNCHRO WEATHER, which was first marketed in Japan, has been 
highly acclaimed both in Japan and abroad and has received numerous awards. 

Among other things, we were awarded the “R&D Breakthrough of the Year award” at the” Tire Technology 
International Awards”, an international authority in the field of tire technology. We accept this as a high 
evaluation of our technical capabilities that have realized performance both on wet and snowy roads, which 
are contradictory to each other. This technology has long been a challenge in the tyre industry. 

We are expanding our lineup of SYNCHRO WEATHER products equipped with this technology to 100 sizes, 
including those for light vehicles, and will link this to sales expansion and earnings improvement from 2026 
onward. 
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We are further evolving this active tread technology for the European and US markets to achieve higher 
driving performance. 

In the water-switch area, the active binding points have been reduced and the volume has been increased to 
further enhance flexibility on wet surfaces and further improve grip performance. In addition, in the thermal 
switch area, we have replaced the gripping component, which does not become hard at low temperatures, to 
enhance softness on snow and further improve safety performance in winter. 

These technologies have already been patented and are important elements that support our unique 
technological superiority. 
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We will introduce this advanced active tread technology to achieve a high level of performance on snow and 
meet the performance needs of advanced systems in the European and US markets. 

This figure shows the difference in performance between SYNCHRO WEATHER for Europe and the US, which 
is currently under development, and our existing products. In the European market, there is a demand for 
both wet performance and snow performance, which are contradictory to each other. In the North American 
market, wet performance and snow performance are emphasized along with ensuring life performance. 

In response to these market needs, we will achieve a high level of compatibility between each performance 
by combining our evolved active tread technology and our fundamental technologies. We will utilize this 
proprietary technology to accelerate our global expansion in the European and US markets. 
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As the Company's further evolution of the active tread technology, a new response mechanism, “3rd switch”, 
is being developed. 

This technology has unprecedented responsiveness in that it changes its flexibility in response to the force 
applied to the rubber, enabling it to perform in response to driving conditions, such as during acceleration 
and off-road driving. The development of this technology is based on materials analysis using the 3 GeV High 
Brilliance synchrotron radiation facility, Nano Terasu, and the accumulation of research results, processes, 
and know-how accumulated at SPring-8 since 2001. 

We will continue to utilize these advanced research platforms to create rubber-based innovations. 



 
 

 

Support 
Japan 050.5212.7790   

Tollfree  0120.966.744 Email Support    support@scriptsasia.com 
30 

 

 

We will work to achieve performance that exceeds the expectations of premium new car manufacturers by 
utilizing the active tread equipped with this “3rd switch”. 

For this development, we will introduce the “NEO-T01”, a next-generation molding machine for our 
proprietary metal core construction method that enables the production of carbon-neutral tires in Scope 1 
and Scope 2, and the “COMPACTIVE-TBM”. 

We will achieve outstanding performance and high precision in manufacturing products that can withstand 
the ultra-high speeds of premium cars. 

In addition, we will expand and strengthen our European development system in light of the rapid expansion 
of offers from European new car manufacturers since the acquisition of the DUNLOP brand. 

In addition to acquiring needs through close contact with the local community and maintaining close 
communication with new car manufacturers, we will promote speedy development by dispatching highly 
specialized personnel, utilizing simulation technology, and expanding R&D investment. 
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The “3rd switch” will be expanded to large outer diameter off-road tires. We will also incorporate the active 
tread technology into alternative system tires for SUVs and pickups, and work toward achieving tires that grip 
on all surfaces, including rocky, muddy and snowy roads. 

In this development, we will utilize our proprietary SUN-TITAN SYSTEM, a new manufacturing system that will 
enable us to produce tires with the large outer diameter and aggressive design demanded by the North 
American market, while maintaining high roundness and weight reduction. 
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Next, I will explain the sensing core and failure prediction technology. The two core elements of the 
technologies are shown here. 

First is our sensing core, which is one of our fundamental technologies. This is a technology that can detect 
what is happening now with the tires, using data from existing vehicles. This prevents accidents and downtime 
related to tires. 

Second is the proprietary AI model we acquired through the Viaduct acquisition. We analyze data from the 
past to the present to predict failures in the near future. It will provide new value, not only in terms of safety, 
but also in terms of reduced maintenance costs. 

The strength of our technology is that it enables highly accurate prediction of future failures by utilizing such 
past and present data. 
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This is the strength of our technology compared to our competitors. 

The first advantage of Sumitomo Rubber is that the sensing is non-sensor type, which is resistant to heat, 
vibration, and dirt, and maintenance-free. Combined with tire data and know-how, we can detect current 
conditions with high accuracy. 

It also has high extensibility, with the ability to evolve performance through software updates. Compared to 
the same non-sensor types of competitors, this technology can also be applied to large vehicles. We have that 
advantage. 

Another of our strengths is our highly accurate failure prediction technology that utilizes our proprietary AI 
models. This technology can be extended to other industries as well as tires and vehicle components. The 
detection ability by utilizing tire data and know-how accumulated only by tire manufacturers and the ability 
to extend the current and future failure detection into other areas of industry are a unique advantage. 
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This is an image of the expansion of our failure prediction business utilizing these two technologies. 

First, we launched a software business called DWS, or Deflation Warning System, which detects low tire 
pressure. Subsequently, we began developing sensing core technology based on DWS technology, leading to 
the prevention of accidents by detecting abnormalities around tires. 

This sensing core has now been adopted for the first time in a large-size automobile from a Japanese 
manufacturer, and one of its functions, wheel dropout prediction, will be equipped as standard. This vehicle 
has been on sale since October 29. 

From 2025, we will utilize our proprietary AI model to expand into the fleet business for the purpose of 
predicting vehicle failures, and in the future, we will also expand into the accident prevention and failure 
prediction business with an eye toward autonomous vehicles. 
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This is an expansion to manufacturing plants outside of the automotive industry. We are currently conducting 
actual proof experiment for manufacturing plants in North America and plan to commercialize in 2026. 

In parallel, we are considering introducing the system in our own factories in Japan, and we will also consider 
expanding the system to other manufacturing factories, other mobility systems globally, and factories in other 
industries. By 2030, we aim to increase business profits in this area by fivefold. 
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In golf of our sports business, we will work to maximize the value of our business brand, DUNLOP, with the 
aim of becoming one of the top three global golf brands by 2030, based on growth in North America, our 
largest market. The SRIXON brand is currently expanding its lineup of clubs for intermediate players, backed 
by its high exposure on the PGA TOUR. 

At the same time, the ball is now compatible with the new 2028 rules. By developing new products 
incorporating numerous patented technologies and differentiating them from the competition, the Company 
aims to attract a new fan base. 

The XXIO brand mainly targets the baby boomer generation, and we will strive to enhance the brand value 
and expand sales by providing experiential value through trial hitting events and by developing stylish 
products. 

We will link the value enhancement of each brand to the value of the DUNLOP brand. 
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For tennis, as the front runner of the DUNLOP brand, we will continue to drive the improvement of the brand 
value. 

With its high quality, the ball will continue to hold number one share of balls used in men's professional ATP 
Tour tournaments and grow to become number one brand in the world with its spillover effect. The ball is 
also highly regarded as the tournament ball for the Australian Open, one of the four major Grand Slam 
tournaments. 

In rackets, we have held top-level junior camps through contracts with promising professional and junior 
players from around the world and partnerships with prominent academies in Europe and the United States. 
We are currently promoting the development of players who are familiar with the DUNLOP brand from the 
young age stage. 

In addition, we are working to expand our racket business by leveraging our ball sales channels. Through these 
strategies, we aim to increase the value of the DUNLOP brand and expand sales by 1.5 times by 2030. 

As a result of these strategies, top professionals such as Jack Draper, who was ranked 4th in the world this 
season, have emerged from the junior program, and we feel that we are making steady progress toward the 
return of the golden era of DUNLOP, when John McEnroe and Steffi Graf were active. 
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In the industrial products business, in overseas markets, we will launch products that have gained much 
support due to the evolution of our rubber technology. We will strengthen our sales of products that are 
needed in each region from next year onward.  

We will also develop our sales channels and convert our overseas bases into business bases, aiming to double 
our profits from overseas operations by 2030. 
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Moreover, we will develop products by refining our proprietary rubber technology and launch 10 products by 
2027 and 15 products by 2030 in Japan. 

We define "empathetic products" as those that meet diverse social needs, and will develop and sell products 
such as vibration control dampers that not only improve performance but also enhance flexibility in floor 
plans, and artificial turf designed to meet player needs by improving ease of passing from a player's 

perspective. 
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With regard to structural reforms, we plan to complete the targeted structural reforms of approximately 10 
businesses and products in 2025, which were included in the medium-term management plan for 2022. 
Without letting up, we continue to work on new structural reforms to optimize our business portfolio. 

This is an image of business profit improvement compared to 2025. 

In addition to the effects of the targeted closure of the US plant to 2024,  we are already promoting measures 
to address inflation-induced labor cost increases at the Turkish plant, as well as measures to stabilize the 
supply-demand balance in the Chinese market, and we expect steady results from next year onward. 
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This is the tariff impact on the North American market and future measures. 

The closure of the high-cost US plant has been completed at the best possible time, and negotiations with the 
labor union have progressed smoothly, resulting in improved profitability of the North American business. 

We will counteract the impact of tariffs by both raising prices in the US market and reducing plant costs. In 
addition, we will be further supported by Project ARK, a total cost reduction project, to achieve steady results. 
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This is the progress of Project ARK. 

Of the target effect amount of JPY3 billion for 2025, we are on track to achieve JPY2.4 billion. We are currently 
working on measures and ideas for 2026 and beyond, with the involvement of the entire company, and out 
of the three-year cumulative target of JPY30 billion, initiatives for JPY23.6 billion have been implemented up 
to date. 

The main ideas for measures are shown here, and we will steadily promote them to realize their effects. 

We plan to complete the structural reforms in 2025. The measures of R.I.S.E. 2035 will certainly take effect 
after 2026. We will further promote efforts to achieve a steady improvement. 

Lastly, regarding the global DUNLOP brand strategy, we will hold an exhibition in Tokyo on December 3, 2025, 
to explain the details of the strategy and to present the new DUNLOP brand world view. 

We would like to explain our brand strategy for the revival of DUNLOP, which was formulated on the occasion 
of our brand acquisitions in Europe, the US, and Australia, and I hope you will look forward to it. 

That is all for today's explanation. Thank you for your attention. 
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Question & Answer 

 

Nakayama [M]: Now, we would like to take your questions. 

Please mention the name of your company and your name before asking your question. Due to time 
constraints, each person is limited to two questions. 

I will name the first participant. Mr. Maki from SMBC Nikko Securities, please ask your question. 

Maki [Q]: I am Maki from SMBC Nikko Securities. I have two questions. 

The first question is regarding business performance. Since this is the first time, please tell me how profits in 
Q3 were against your plan. On the other hand, the full-year forecast remains unchanged. Looking at the US 
and other countries, I see that the volume has dropped considerably in Q3, and I hear that other companies 
are also suffering from deteriorating TB and price competition. Under such situation, you expect a certain 
recovery for Q4. 

So, should we regard this area as a risk? On the other hand, I think there are some areas where cost 
improvements and ARK are being made, so how is this full-year guidance being made? Please let me know 
about this point. 

Also, you saw some improvement in Europe in Q3, so please tell me this background and future improvements. 
I would also appreciate your comments on how much improvement can be made for the next fiscal year. This 
is the first question. 

Yamamoto [A]: Thank you for your question, Mr. Maki. First, we were able to conclude this Q3, an important 
period, with an increase in revenue and profit. The Q3 results were almost in line with our plan, and we are 
now working as one to achieve our goal of JPY95 billion in business profit by the end of the year, along with 
further increase in Q4. 

Regarding the status of the TB and the US, Nishiguchi will explain. 

Nishiguchi [A]: First, I understood your question to be about whether it is safe to leave the full year unchanged, 
given the drop in Q3 volume. On page 26 of the Q3 materials, you will find the YoY change in volume. I think 
your question is about the decline in the July-September period, especially in the US, which is of particular 
concern. 

The result was 81%, and this was partly due to the price increases in response to tariffs, and because the initial 
price increase was high, there was a decrease in volume in July. 

As Yamamoto mentioned in his explanation, prices are determined by the market, so we are now adjusting 
prices based on the prices of other companies in the industry. As a result, sales have been recovering since 
October. 

We believe the price factor in the July-September period will mitigate after October. 

Also, those of you who are familiar with the situation in the US may be aware that a major national wholesaler 
had to reduce sales during the July-September period. That contributed to the drop, and that's why our YoY 
result in North America was like that. 
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Since they have almost completed 80% of the measures, they have received orders again from October 
onward. Therefore, we believe that North America will recover from the decline in volume in Q3, including 
price and other individual factors, for the full fiscal year. I believe that JPY95 billion is surely achievable. 

Yamamoto [A]: Okawa will answer the costs. 

Okawa [A]: Now let me talk about costs. In the July-September period, as we will explain in more detail later, 
the effects of Project ARK have already begun to gradually emerge, and this will be one of the positive effects. 

We have also been promoting investment in the In-House New Factory in Thailand, and we are now 
implementing various measures to reduce costs in Thailand. The effects of these measures have already begun 
to emerge. 

We are confident that we can achieve these results as long as sales are strong, while we are firmly reducing 
costs this year. 

Araki will explain ARK. 

Araki [A]: I am Araki in charge of the ARK project. 

In terms of the financial figures for the current fiscal year, as you can see in the long-term corporate strategy 
document, we expect JPY0.7 billion for the January-September period and JPY1.1 billion for Q4. JPY1.8 billion 
is from tire cost. The total amount of JPY2.4 billion is now in the process of being realized. 

Only a small portion of the cost reductions in Thailand are being reflected, and major reductions in raw 
materials and other measures will be implemented in the next fiscal year and thereafter. In particular, we 
were able to capture the benefits of this tire cost reduction by reducing tire weight, which we have been 
working on for some time. This was converted to monetary values for the first time, and the actual values 
were counted from January-September as follow-up is being strengthened. The situation is that the measures 
for the October-December period are also being implemented as planned, and are contributing to direct cost 
reductions. 

Yamamoto [A]: I will now answer the last European question. 

For Europe, we have been talking about the difficult situation up to now. As I have also mentioned, one of the 
reasons of a large increase in the personnel costs is a large salary increase due to inflation in Turkey and the 
revision of the minimum wage, and also partly due to the strike last year, they implemented a large salary 
increase, in addition to the large salary increase at a plant in Thailand. 

In the UK, the economic slump has led to a decline in consumer purchasing power, and demand for low-priced 
tires has increased. With this background, our business in Europe has been difficult in recent months, but we 
have been focusing our efforts on Europe. As a result of our efforts to determine how we can increase profits 
one by one, we have achieved profitability for the July-September period, and we are now at the point where 
we expect to be profitable for the next fiscal year. 

One factor is all-season tires for winter sales. The proportion of our profitable all-season tire in the mix is up. 
We have meticulously determined price, quantity, and then mix. Of course, we are also trying to cut costs. 

As a result of the accumulation of these various measures, which will continue into next year, we were able 
to see a positive direction from July to September, and we would like to carry this on into next year. 
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In addition, we have begun to reform our plant in Turkey, and are now focusing on this area, including human 
resources. Turkey is one of the countries that will be necessary for expanding sales and supply of DUNLOP 
tires for Europe, so we are now working on company-wide reforms. 

In this area, we are actually reducing personnel, and through such efforts as SKU reductions, we are reducing 
costs at our plant in Turkey. I am confident that once we have built up the results of these measures, we will 
be able to firmly establish a profitable business next year. That is all. 

Maki [Q]: Thank you. The overall feeling is that you were as good as planned in Q3. For Q4, there are a major 
national wholesaler’s resales, and so on, so the situation in United States is recovering. Is that correct? 

I know that Michelin has also been dropped, is there any opportunity for your company to increase its market 
share due to this? Please tell me additionally. 

Yamamoto [A]: I would like to answer your question. Regarding the US sales channel, the company you just 
mentioned is one of our major customers. 

However, we do not intend to expand as various companies are moving in various areas. In the current 
situation, we are aiming for a step-by-step return, first. The main part is where we are doing regionally at 
Falken Fanatic. 

We will consider increasing sales in those areas and at major US retailers. We are not anticipating a recovery 
by taking some from where you just named. 

Maki [Q]: I understand. Thank you very much. Second, as for DUNLOP, sales have started in the US and 
Australia, so I would like to know what the response has been. Also, I believe that off-taking will start in 2026, 
so how do you see the effect including this? What is your thinking at this point? 

I would like to ask for your explanation from the perspective of risk and opportunity, since you will probably 
have to compete on price or sell on the scale of 5 million units or so. 

Yamamoto [M]: Nishiguchi will answer this question as well. 

Nishiguchi [A]: First, in 2025, after the deal was approved this year, business started in North America and 
Australia. We have taken over from the middle of the project, and since our products will not be available in 
North America until November, and since the standard zone for all-season tires will go on sale in November 
according to our policy, their effects will emerge from 2026. 

We have some warrantee products for 2025, but their effects are very little. However, the transfer has been 
completed smoothly, and FALKEN's portfolio of DUNLOP in the Tier 1 segment is steadily being built from next 
year onward within its strong network of clients. We have high expectations for that for next year and beyond. 

As I have mentioned again and again on this occasion, in Australia, DUNLOP products made in Sumitomo 
Rubber were supplied, which was originally sold by Goodyear, so we were able to switch business very 
smoothly. I can't tell you the specific figures right now, but we are selling DUNLOP products on a fairly large 
scale. 

We are also able to take over the channel of DUNLOP Super Dealer, which had established a large ground in 
Europe and Australia, and we have high expectations for the future in Australia and New Zealand. 

Also, regarding your question about Europe, the off-take will start in January next year, and we will start taking 
some from Goodyear's European plant in Q4 and start stockpiling for the switch in January. We are steadily 
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making progress on the transition from Goodyear, in terms of stockpiling and logistics. I visited there last 
month, and the transition is going very well, so we will start next year. 

We will also continue to promote our business mainly in off-take products, but we want to make our mainstay 
products at Sumitomo Rubber, and as Yamamoto mentioned earlier, we will shift a large part of our 
development system to Europe. We are now planning to offer our own tires in the middle of next year, which 
will be more profitable than off-taking. 

Yamamoto [A]: Thank you. May I add a little to that? 

I mentioned earlier that we will be holding a DUNLOP brand strategy presentation on December 3. 

Since the DUNLOP brand will be deployed globally, it will be across business groups and areas, so we will once 
again unify the identity of the DUNLOP brand, unify brand communication, and develop branding across 
business areas. 

At that time, the managers in charge of Europe and the US will also be at the venue, so we will discuss how to 
market and expand sales. I would be happy to show you some of the details. That is all. 

Maki [Q]: Thank you. How about a general idea of profits for next year, 2026? May I ask about that there as 
well? 

Nishiguchi [A]: At the brand announcement on December 3, the area of greatest interest is the sales strategy, 
so we will be prepared to explain it, including the specific information of such areas. 

Maki [M]: Okay. Thank you very much. 

Nakayama [M]: Thank you, Mr. Maki. The next question is from Mr. Yoshida from Citigroup Global Markets. 

Yoshida [Q]: Thank you. I am Yoshida from Citigroup. 

I guess the first question is on page four. I think you indicated in the R.I.S.E. document that the business profit 
margin should go up stepwise. 

That is 7.9% in 2025, and in 2026 it will be in the mid-9% range. It is recovering to a level of a little over 9%, 
and aim for 10% or more in 2027. Is that the way you see it? 

Then, the active tread, Europe and the US, and many other things will contribute to the results in 2027. I had 
an image of a jump up in 2027 due to the equipment and such, but please tell me an image of the graph you 
just showed, or if we should take a medium-term perspective where profits will start to accumulate from 2026. 

Yamamoto [A]: Thank you for your question. First, the business profit margin of 10% in 2027 is set forth in 
our long-term corporate strategy, R.I.S.E. 2035. In order to accelerate this process as much as possible, we 
are moving forward with a sense of speed, and after acquiring the DUNLOP brand, we are making progress 
quickly in Europe, the US, and Australia. 

As Nishiguchi explained earlier, we have already started business in the US and Australia, and will start next 
year in Europe. We do business in Europe under the FALKEN brand. There are our channels. 

And there is also a channel where Goodyear was doing business under the DUNLOP brand. Of course, some 
of them are the same, but there are quite a few different sales destinations for each of them. 
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In addition, we will bring the DUNLOP brand into the channels where we have been using the FALKEN brand, 
while introducing the FALKEN brand and our new products into the channels where we have been doing only 
under the DUNLOP brand. 

With regard to how much profit we can accumulate in 2026, we will take various measures to achieve this 
with a sense of speed. We are also working on cost reductions through Project ARK and other projects with a 
sense of urgency, so that we can bring forward the results of these efforts to the end of 2026, even if only a 
little. I am sorry that this is not a clear answer, but Nishiguchi would like to talk a little more. 

Nishiguchi [A]: In addition to what Yamamoto just said, I would like to add for your question about whether 
we are ahead of schedule. If you look at page four, in terms of sales, we have been able to establish a strategy 
centered on all-season DUNLOP products in Europe and the United States as expected. 

From the sales point of view, we will launch the all-season tire, all-weather Active Tread, SYNCHRO WEATHER 
in Europe and the United States in Q4 of this year, so this will come into full effect from 2028. 

However, as for the idea of moving forward, if we can work with Project ARK to reduce the costs of our plants 
in Turkey and Thailand, which we said we would continue to do in the structural reforms announced today, 
we will clearly be able to be ahead of schedule. Since Okawa is conservative, we have decided to keep this 
line and aim for exceeding the target. We will do our best to shift to the left part as shown here as soon as 
possible by lowering the costs ahead of schedule in our profit target. 

Yoshida [Q]: Yes. Thank you very much. Another question is about sales. In the past few years, the volume of 
sales has been declining due to cuts and other measures being taken in unprofitable domestic and various 
other areas. Is your outlook that the cutting on unprofitable parts here will be finished to some extent and 
the volume will go up again to some extent from next year onward? 

Since there are tariffs and the competitive environment is getting tougher, will the volume remain flat next 
year and beyond, and will you continue to take profits through mix and cost reductions? Can you tell me about 
your top-line approach? 

Yamamoto [M]: Thank you for your question. Nishiguchi will answer this question. 

Nishiguchi [A]: We are clearly shifting from a model that emphasizes volume and maximizes plant operating 
ratio to reduce costs and generate profits to a model that emphasizes premium products. In terms of volume, 
the sales suspension of unprofitable products will be completed during this year. 

The largest part was in the domestic replacement category, and the impact of the drop in the volume zone 
tires will end this year, so from next year, it will not have any negative effect on a YoY basis. 

As for next year's plan, we are now in the process of fixing the final balance of supply and demand, but our 
focus is on improving the mix, not on increasing the volume blindly. So we are aiming to increase the overall 
profit by removing equipment from the plant space so that it can be further converted to an In-House New 
Factory. 

In terms of volume, we would rather shift to higher value-added somehow, while holding back the growth 
that is now coming in at 16 inches or less. I believe we will continue such a strategy next year. That is all. Is 
this okay? 

Yoshida [M]: Yes. Thank you very much. 

Nakayama [M]: Thank you very much, Mr. Yoshida. The next question is from Mr. Horio from NIKKEI. 
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Horio [Q]: Thank you. I am Horio from NIKKEI. I would like to confirm, in conjunction with what Mr. Nishiguchi 
just said, the downward revision of the full-year sales plan. 

You mentioned that sales in the North American market dropped a little due to the impact of price increases 
in response to tariffs. Specifically, for what products or tires are you seeing a decrease in sales? 

I think there was a measure where you would respond to the tariff impact with a price increase, but with sales 
falling as a result of the price increase, what are your plans for the sales in the October to December period, 
and how do you plan to implement the price increase? Can you first tell me about these sales? 

Yamamoto [M]: Thank you for your question. Nishiguchi will answer your question as well. 

Nishiguchi [A]: We have revised our annual sales forecast by one percentage point, There are various factors 
in all markets, but the major factor is the impact of tariffs in North America. After the price was raised, there 
was a clear, temporary wait-and-see situation with other companies raising their prices, so there was a slight 
drop in volume around July. 

As I mentioned, after that, we have been adjusting prices while keeping an eye on the price situation of our 
competitors, and judging from the degree of recovery in orders in October, we believe that the price 
adjustment went well. 

Horio [Q]: Thank you very much. If that is the case, is my understanding correct that the current price level 
will be maintained rather than a new price increase for Q4, which will lead to recovery? 

Nishiguchi [A]: That is correct. 

Nakayama [M]: Thank you very much. The next question is from Mr. Sakamaki from BofA Securities. 

Sakamaki [Q]: I am Sakamaki. Thank you very much. Two questions from me, please. 

The first question is on page 14 of the financial results, in the actual increase or decrease in profit for July-
September, the other volume and mix was minus a little over 10 billion, which I think is a large figure. 

Why was this so big in Q3? I really don't know how this got so big, because I've never seen such a negative 
figure close to 10 billion unless I go back to the COVID-19 period or something like that. 

Also, you have shown the sales volume on page 26. In the end, sales in Q3 fell 7% and also will fall 6% in Q4, 
so in terms of sales decline, Q3 and Q4 appear to have similar declines. 

And with the most profitable domestic snow and Rep. down 97%, the volume and mix effect will only be about 
negative 2 billion in Q4 if we look at this. I am wondering if you could please explain what the volume and mix 
effect and sales figures here are, as they seem strange, especially the large figure in Q3. 

Yamamoto [M]: Thank you for your question. First, Okawa will answer your questions regarding July-
September of the year. 

Okawa [A]: Yes. Thank you for your question. We always receive requests from you to clarify the contents of 
the other volume and mix, but it is difficult to say in detail because if we provide the volume and mix of all 
items, all our costs would be known. 

However, of this negative figure of over JPY10 billion in the other volume and mix, roughly speaking, two-
thirds is from volume, and one-third is from mix and other deterioration. Of that two-thirds reduction in 
volume, about half is in North America. 
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In North America, sales have temporarily turned negative, resulting in a significantly distorted situation from 
July to September.  

The other thing is that, as a result, WILDPEAK sales also dropped slightly there. As you know, WILDPEAK in the 
US is very profitable, and WILDPEAK was negative in the July-September mix, which led the mix to deteriorate 
considerably. This special factor, combined with the volume decline, had more negative impact than a simple 
volume decline or simple mix deterioration. 

As a result, we recorded this figure. Of course, it wasn't only in North America, as China also deteriorated and 
Africa was slightly bad. Based on such total, as I mentioned earlier, two-thirds is from volume, and one-third 
is from mix and other deterioration. That is all. 

Sakamaki [Q]: So then in Q4, is more recovery effect coming in? I was also told earlier that we don't have to 
worry about your full-year plan. 

Profit is expected to increase YoY. The outlook for domestic snow is negative. If this is indeed the case, it 
would seem to me that it would be quite difficult to make a significant increase in profit. Is there some return 
from something distorted in Q3 that pushes profits up in Q4? 

Yamamoto [M]: Nishiguchi will answer. 

Nishiguchi [A]: First, in terms of distortion, there were some distortions in Q3 due to the price adjustment 
and individual factors of certain supplier, but in North America, the recovery of orders in terms of volume is 
scheduled for October or later, so the price portion will return. 

And as for the issue of the business partner, since the current measures have been taken since October and 
November, I do not think there will be any distortion, and they will be recovering. 

In addition, in Japan, we have a replacement sales company that is directly affiliated with us, and a 
manufacturer that has been involved in off-take for many years, Goodyear Japan. We have incorporated both 
in the domestic results. 

As for snow, which you are worried about, we have achieved YoY growth in the January-September period. 
We have no problems with tires, which will be our main source of profit from now on, as they are set at a 
positive YoY growth rate, including SYNCHRO WEATHER. 

The off-take supply business has been unexpectedly drastically reduced. I hope you understand that the figure 
seems to be distorted in the domestic Rep. as a result of such factors. Is that Okay? 

 

Sakamaki [Q]: Yes, I understand. Thank you very much. The other thing I would like to mention is the 
presentation by Mr. Yamamoto on page four, where he talked about cost reductions ahead of schedule that 
will increase profitability. 

I think you have provided a similar chart on page 21. If we look at the chart here, about half of the effect of 
the reforms in North America will be realized in the next fiscal year, and then you will naturally have the effect 
of more than 10 billion. 

The Thailand and Turkey effect you mentioned falls under the green section on page four. I would like to 
confirm whether my understanding of the amount and this chart is correct. 
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Nishiguchi [A]: Thank you for your question. First, as you said on page four, some of the improvement in 
performance in 2026 and 2027 includes the further profit improvement part of this business restructure in 
2021. 

Since our thoughts are also included on this fourth page in the 2026 figures, we would like you to understand 
that the figures are not that accurate. They have not been calculated at the same ratio in a very linear and 
parallel manner. 

Of the earnings improvement image on page 21, the profit improvement due to the closure of the North 
American plant was significant this year, and improvement will be further realized from 2026 to 2027. 

In addition to that, the improvement in Turkey and China will also be included here, so the overall figure 
including those will be as shown on page four. We hope you understand. 

Sakamaki [Q]: Yes, I understand. If you would allow me to check with you again for interviews, I would be 
happy to do so. By the way, in your words on page four about exceeding the 2027 target, would the most 
effective way to exceed be Turkey? What would be the factor that would give you the most expected response 
as a factor to exceed the target? 

Nishiguchi [A]: Could you please show us page four again? I was quite particular about making this page. The 
color-coded efforts on the left and the bar graph on the right are also linked, although the numbers are not 
visible. 

Also, I think your question on page 21 is about whether the new initiatives in Turkey, China, and various other 
countries would raise the earnings even more. In the additional initiatives of Project ARK, which is at the 
bottom left, if we lower the costs, the 10% in 2027 will be shifted to the left and brought forward. 

However, as for the upper part, I have still made it conservatively. As for Mr. Sakamaki's question, we think 
that about half of this top part of the structural reforms on page 21 will be realized based on what we see in 
the US. 

That part is included in the additional initiatives of Project ARK on page four. This is not reflected in the graph 
above. 

So, in the Project ARK section below, I have not included anything at this time, but I would like to remind you 
of the new initiatives in Turkey and China, and not forgetting cost reductions in Thailand, as I mentioned on 
page 21. The idea is that if Araki works hard on this at Project ARK, the bottom part will come out. If we can 
achieve this, we will surely achieve the 10% profit margin ahead of schedule, as Mr. Yoshida asked. 

Sakamaki [M]: I understand. Yes. Thank you very much. 

Nakayama [M]: Thank you very much, Mr. Sakamaki. The next question is from Mr. Sakaguchi from Mizuho 
Securities. 

Sakaguchi [Q]: I am Sakaguchi from Mizuho Securities. Thank you for all your help. I have one question. 

I'm sorry to ask the same question, but I am wondering if you could tell me a little more about this sales 
activity. In North America, sales fell in Q3, partly due to transient factors. Sales in Q4 are also expected to fall 
based on the previous plan. 

In Q4, from October to December, I would like to know the background of the drop from the previous plan by 
commodity. 
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How will FALKEN and especially WILDPEAK trend in Q4? Looking at the change in the factors of 
increase/decrease this time, the other volume and mix is minus JPY15.9 billion compared to the last time. I 
am concerned about the turnout here, as it is quite large for a decrease of 1.26 million units sold. I am sorry 
to reiterate, but could you please explain the situation in Q4? Please. 

Yamamoto [M]: Yes, thank you for your question. First of all, Okawa will answer regarding the volume. 

Okawa [A]: Yes. I believe your question is about Q3 and Q4 in North America. Indeed, we saw North America 
fall slightly more than we had expected in Q2. 

Then we saw a YoY decline as well. For Q4, there will be a slight decrease, but as I mentioned earlier, the mix 
has improved, and although sales themselves will be down slightly, the calculation is based on the assumption 
that there will be sufficient profit. Is that Okay? 

Sakaguchi [Q]: I'm sorry. I'm not sure how to explain it. Compared to the last Q4, last time I believe you were 
estimating at 100 in Q4 for North American sales, and you are expecting 91 this time. I wanted to know the 
background of this. What will drop and what will improve? The purpose is to know the difference between 
last time and this time. I'm sorry. 

Okawa [A]: I see. By type in North America, Sumitomo, DUNLOP, and FALKEN, the FALKEN is almost the same 
compared to the last time. Sumitomo is slightly down. DUNLOP's figures also show a slight decline due to a 
slightly weak footprint in motorcycles. 

However, as I mentioned earlier, the impact of the volume will not be directly reflected in the business 
performance, and since there is a delay between Q3 and Q4, we believe that we will actually make a solid 
profit. 

Sakaguchi [Q]: I understand. You mentioned earlier that SYNCHRO WEATHER is now in its second year and 
that it is growing YoY. Please tell me feedback from customers or any changes. That is all. 

Okawa [A]: Thank you for your question, Mr. Sakaguchi. We launched SYNCHRO WEATHER last October, and 
in the first winter season we had really exceeded our initial expectations. 

As expected, we have received inquiries from consumers, including from dealers and owners of SUVs and 
imported cars. 

Then, over the winter, we improved the performance of SYNCHRO WEATHER on ice first, and I think the most 
important point was how this performance would be evaluated. Thanks to this, we were able to receive 
favorable evaluations. 

We have received evaluations, including from journalists, on how well the tire performs as a summer tire 
during this summer season, and we have achieved the evaluation we intended. Since we received such 
positive feedback, we also conducted PR during the spring sales season, including the fact that this single unit 
can be used throughout the year. 

Marginal profit is still higher than originally forecasted for this product. Also, more than 20% of the total is 18 
inches or larger. Including this composition, marginal profit has been higher than we had expected. Another 
thing is that car dealers handle this product under the genuine commercial distribution system, and several 
manufacturers handle this product under the genuine commercial distribution system. 

We believe that we will be able to further expand sales this winter, as we will now have 100 sizes and two 
additional sizes for light vehicles by the end of the year. 
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In addition, Ohtani's advertising effect is great, and some customers have named this product throughout the 
year, so we will continue to work closely with Mr. Ohtani in the next fiscal year as well. Nishiguchi would 
probably like to make various additional comments, so I would like to hand over to him. 

Nishiguchi [A]: You are probably wondering about the volume in Q4 in North America, and to elaborate on 
Okawa's explanation, it is the WILDPEAK series that earns 60% to 70% of the profits in North America. 

Regarding the WILDPEAK series, as we have repeatedly said, there was a drop in Q3 due to price adjustments 
and problems with a supplier, but this will recover in Q4. We expect to be able to secure a level of about 100 
compared to the previous year. 

As for the overall volume, the decreasing portion in North America includes Sumitomo brand products that 
are directly exported and those delivered to a major national wholesaler. These products are still weak in Q4. 

We are also supplying FALKEN radial tires for passenger cars other than WILDPEAK to a major national retailer, 
to which we supply two products exclusively. But these products are close to the end of the model, and we 
have included them conservatively in Q4. The volume is decreasing due to this. 

Also, the motorcycle tire business is not so good in the US, and we have a very high market share in the 
motorcycle market. There is a reduction in that area. 

Although the volume has dropped significantly in these three areas, 60%-70% of profits are from WILDPEAK, 
so our current reading is that we expect to be able to secure profits in North America for the year regardless 
of the decrease in volume. 

As for SYNCHRO WEATHER, as Yamamoto just mentioned, the new major topic is that it has entered into the 
genuine distribution of car dealers. I'm not providing the company names, but it has entered into the genuine 
distribution of five companies in Japan. We have received remarkable orders immediately. 

After all, this is the convenience of being able to place an order at a dealer by simply tapping the part number. 
This is a major topic, as this is very big. 

In addition, not only domestic manufacturers, but we have also decided to do business with three import 
automobile manufacturers and their brands in their genuine distributions, which I believe will be a big plus if 
it comes into full effect next year. 

Also, the Japan Mobility Show has just finished. I was there last week, and the response was very positive. 
Usually, we don't have trouble explaining things, but when we had SYNCHRO WEATHER on display, we got 
customers all the time, and the staff was busy explaining things to them. The response to the SYNCHRO 
WEATHER has been very strong. 

In addition, since light vehicles account for 40% of the total car ownership in Japan, we will soon be releasing 
two sizes for light vehicles in December, as there has been a strong demand for them. 

We have received quite a good response, especially in northern and snowy areas, and we expect this to grow 
in the coming year. This is the second winter after the summer season, and we have a general idea of how 
well we can do. 

The 112 sizes will be launched next June, and more than half of those are 18 inches or larger. We have the 
feeling that we can sell the products with high marginal profit. That is all. 

Sakaguchi [M]: Thank you very much for your detailed explanation. I understand very well. That is all. 
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Nakayama [M]: Thank you very much, Mr. Sakaguchi. Now for the next question, Mr. Kanai from Tokai Tokyo 
Intelligence Laboratory, thank you for waiting. 

Kanai [Q]: Yes. I am Kanai from Tokai Tokyo Intelligence Laboratory. Well, since time is running out, I would 
like to ask one question briefly. 

As for your relationship with Sumitomo Electric Industries, your major shareholder, is there any change in the 
current situation regarding the discussion on the shareholder equity they have? This time, there was a major 
capital action at Sumitomo Riko and Sumitomo Densetsu, for both of which Sumitomo Electric is also a major 
shareholder, and I would like to hear your thoughts on this capital relationship, including the current thinking 
as the president.  

Yamamoto [A]: Thank you for your question, Mr. Kanai. I think there has been no change. 

We are not in a position to say anything, since we are possessed. Now, Sumitomo Electric is also very well 
versed in the automotive industry. In fact, we have business alliances and synergy effects, and we would like 
to keep such relationships. 

We will consider the best option, taking into account the current situation, but they are not currently involved 
in our management, nor do we accept any directors on the Board from them. 

Therefore, there are various business alliances and synergies, so we are not in a position to say, but there is 
no particular change in this relationship at present. That is all. 

Kanai [M]: I understand. Thank you very much. 

Nakayama [M]: Thank you very much, Mr. Kanai. Now it is scheduled end time. There seems to be no 
additional questions. Thank you very much for your questions. We hope you will also look forward to DUNLOP 
brand exhibition on December 3. 

This concludes the financial results briefing of Sumitomo Rubber Industries for Q3 of FY2025. Thank you for 
taking time out of your busy schedules to join us today. 

Yamamoto [M]: Thank you very much. 

[END] 

______________ 
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