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Message from the PresidentFinancial Summary Message from the President

On behalf of Token Corporation, I would like to offer my sympathy for all those 
affected by the Great East Japan Earthquake that struck on March 11, 2011. Our 
Company will provide all the support we can to serve those in need and we wish 
for reconstruction to take place as quickly as possible.  

In our 35th term (the fiscal year ended April 30, 2011), the major reforms we 
enacted following the 2008 collapse of Lehman Brothers have borne fruit in the 
form of a significant earnings increase despite declining revenue. Our deliberate 
restricting of construction orders for rental apartments and condominiums, through 
the limiting of areas in which we accepted orders and the shuttering of unprofitable 
branches, resulted in consolidated net sales of ¥214,250 million (a 3.3% decrease 
from the previous fiscal year). Despite this, consolidated operating income was 
¥9,137 million (44.2% increase), consolidated ordinary income was ¥9,731 million 
(38.9% increase), and consolidated net income was ¥6,197 million (60.6% increase). 
This achievement of a significant increase in earnings amid a decline in revenue is 
truly the result of our success in reforming ourselves into a leaner company. 

Strengthening our brokerage capability
The impact of the Lehman Brothers collapse was most evident in the decline in 
occupancy rates, which placed pressure on our Company’s profits. This is due to the 
fact that we are obligated to pay guaranteed rent to building owners, even when 
the rental income we receive from tenants does not grow.  
 As a business strategy aimed at restoring our occupancy rate, we implemented 
a series of measures to strengthen our brokerage capability. In the 35th term, we 
placed a particular emphasis on systems to rank our web sites high among mobile 
phone search results. As many rental apartment and condominium tenants are 
young, we believe that delivering information via the tool most important to that 
target, the mobile phone, will make the greatest contribution to securing tenants 
and restoring our occupancy rate. Through this system, our Company’s web sites 
have come to rank high in searches, as we had hoped. In addition, in order for us to 
secure many tenants through sources other than our directly operated branches, 
we improved the IT tools used by our partner real estate companies and greatly 
increased the number of brokerage referrals through these partners. Finally, we also 
conducted sales campaigns to promote new residency. 
 These initiatives have succeeded in restoring our occupancy rate to 96.1% as of 
the end of the 35th term (April 30, 2011), a 0.6-point increase over the 95.5% of a 
year earlier. This also represents a 4.2-point improvement over the 91.9% recorded 

With the success of our management reforms to build a 
leaner company, Token has achieved increased earnings 
even amid declining revenue. From here out, we intend 
to develop an efficient "offense."  

Minoru Souda
President

Token Corporation and Consolidated Subsidiaries
For the years ended April 30

Greetings 

Results for our 35th term: A significant earnings increase amid 
declining revenue 

Millions of Yen Thousands of 
U.S. Dollars

2007 2008 2009 2010 2011 2011
For the year:
Net sales 155,483 185,857 237,674 221,650 214,250 2,610,265

Completed construction 139,947 131,422 154,822 131,530 115,850 1,411,433
Sideline businesses 15,535 54,434 82,851 90,120 98,400 1,198,831

Gross profit 52,294 49,674 57,012 50,538 48,111 586,148
Selling, general and administrative expenses 41,014 42,854 47,390 44,203 38,974 474,829
Operating income 11,279 6,820 9,621 6,335 9,137 111,318
Ordinary income 12,326 8,138 10,153 7,008 9,731 118,563
Net income 6,629 3,410 4,914 3,859 6,197 75,503
At the year-end:
Total assets 95,806 90,599 99,324 91,410 101,707 1,239,126
Net assets 29,136 31,093 34,343 36,718 41,865 510,051
Equity ratio (%) 30.4 34.3 34.6 40.2 41.2 
Interest bearing debt 0 0 0 0 0 0
Per share data: Yen U.S. Dollars
Net income 492.14 253.16 364.84 286.49 460.07 5.6
Net assets 2,162.52 2,307.84 2,549.05 2,725.38 3,107.46 37.8
Cash dividends 95.00 110.00 115.00 115.00 80.00 0.9

Notes: 1. U.S. dollar amounts have been translated from yen, for covenience only, at the rate of ¥82.08 to US$1, the approximate Tokyo foreign exchange market rate as of April 30, 2011.
 2. Net sales of completed construction refers to net sales by the construction business. 
 3. Net sales of sideline businesses refers to net sales by the real estate leasing business, resort business, and other businesses.

Strategy in our 35th term: Strengthening our brokerage 
capability and enacting major management reforms 

Financial Summary
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Message from the President

at the end of December 2009 and January 2010, our lowest occupancy rate following 
the Lehman Brothers collapse. Through this recovery in our occupancy rate, we have 
significantly improved the profitability of our real estate leasing business.  

Most significant reforms since our founding 
Taking the post-Lehman Brothers turmoil as an opportunity, while strengthening 
our brokerage capability we also undertook major management reforms centered 
on a strategy of "defense." We sought to grow through qualitative improvement 
rather than quantitative expansion. In other words, to leap forward once more we 
set our aim on becoming a lean company.  
 Among the specific actions we performed under our major internal reforms, 
we postponed the opening of new offices, reduced advertising and other costs, 
increased efficiency in materials ordering, performed reorganization (including 
the closing of unprofitable offices and subsidiary branches), optimized workforce 
placement, and streamlined work processes. In streamlining work processes, we 
placed a particular focus on the work of our construction division in accepting 
orders for rental apartment and condominium construction. We concentrated our 
sales activities in areas with high residency demand, and on projects for which 
landowners could readily expect financing from financial institutions. The head 
office began conducting overall management of special areas for the promotion of 
orders which, traditionally, had been set at the discretion of directors of offices and 
branches. While the above resulted in the restriction of sales, it also led to greater 
efficiency, better quality, and, in the end, increased earnings. 

Implementing an efficient offense
Through the above major reforms with their focus on defense, we have been able 
to transform ourselves into a lean company. To make a further leap ahead, we are 
now moving again to a strategy of offense. However, we will maintain our focus on 
efficiency as we aim to expand and grow qualitatively.  

Opening new branches specialized in the brokerage business
Our strategy of offense will primarily aim to strengthen the brokerage capability 
of our real estate leasing business, an undertaking we will perform in an efficient 
manner. As a concrete method of enacting this strengthening, all of our new directly 
operated branches will be focused on brokerage business. Using our brokerage 
specialty branches to ascertain trends in demand, in the future we will expand these 
into comprehensive offices whose workload includes construction sales. In this way, 
we will specialize the workload of our new branch openings, themselves a strategy of 
offense for securing tenants, and thereby increase efficiency.  

Strengthening our brokerage networks by measures including greatly 
increasing franchise branches 
In securing tenants, not only the opening of our own branches but also brokerage 
through our partner real estate companies is vital. For that reason, we intend to 
continue strengthening our brokerage networks. In particular, we have embarked 
on increasing our Home Mate FC franchise branches in areas where we have not 
been able to open many of our own directly operated branches, such as the Tohoku 
area. During our 36th term (the fiscal year ending April 30, 2012), we intend to 
increase these branches by about 200, creating a structure 500 branches strong. 

 On top of this, we will increase member branches belonging to Leasel. These 
are regional real estate firms that have limited partnership with our Company 
and perform only brokerages for apartments and condominiums the Company 
constructed, and do not pay the usual registration fee of FC franchise branches. 
To increase access by tenants, we resolutely intend to bring in many real estate 
companies and conclude brokerage for our managed properties within our network. 

Strengthening brokerage through IT 
We will continue to drastically boost visits to our sites from mobile phones, which 
we began in earnest in the 35th term. We operate seven mobile sites, and are 
working to have these appear toward the top of mobile phone search results. 
Looking ahead, we will further adapt to the switch to smartphones as we continue 
pushing the evolution of our sites.  

Promoting greater efficiency 
In developing our strategies of offense, we aim to expand qualitatively with the 
lessons of efficiency learned from the Lehman Brothers collapse always in mind. To 
do this, we must further improve the efficiency of our internal operations.  
 In particular, we will strengthen the capabilities of the Business Appraisal 
Department, which we have established within the head office. Even as we 
promote orders for new apartment and condominium construction within 
specified areas, we need to start construction in order to record a sale. For that 
reason, the Business Appraisal Department performs rigorous inspections of 
projects from order acceptance to the start of construction, working to prevent 
the cancellation of construction and to ensure that construction moves ahead as 
planned. We have also established Business Appraisal Department branch offices 
nationwide so as to extend its oversight everywhere needed.  
 We will also enhance operational efficiency by strengthening our internal 
IT infrastructure. Our Company implemented IT at an early stage and has 
subsequently advanced internal operational efficiency; as our operations become 
increasingly complex, we will continue updating our IT infrastructure. 

Following the Lehman Brothers collapse, we have focused on defense, have 
restrained new construction and the opening of new branches, and have devoted 
ourselves to strengthening the assets we have accumulated so far. Our employees 
have acquired the expertise needed to overcome adversity, and our products have 
created a lineup of competitive properties that meet the demands of communities 
and tenants. Thanks to these things, in our 35th term we achieved a significant 
increase in earnings despite decreased revenue.
 From here out, we will develop strategies of offense that make effective use 
of these assets. In particular, we will focus on strengthening the brokerage of our 
managed properties. Through the many measures noted above, we will raise our 
Company’s share of the real estate brokerage market and secure a larger number 
of tenants. By maintaining high occupancy rates and boosting earnings in our 
real estate leasing business, and, through that ripple effect, by constructing highly 
profitable apartments and condominiums, we will maintain and expand a virtuous 
circle within our business model.  
 To all of our shareholders, we request your continued understanding and 
support for our Company's management.   

Future strategies 

Vision for the future 

Message from the President
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Business StrategyBusiness Strategy

Standing before the doorway to new growth, 
through a strategy shift from quantity to quality

By equipping itself with features to support rental apartment and condominium 
construction and management by landowners, the Company has constructed a 
unique business model offering total support for the use of land and has continued 
rapid growth.  
 However, seizing the blow of the Lehman Brothers collapse in 2008 as an 
opportunity, Token switched from a strategy of quantitative expansion through 
promotion by sales staff and branch openings to one of pursuing quality and 
efficiency through optimization of workforce and reorganization of offices and 
branches. This reform, the greatest since our founding, has quickly shown results in 
our 35th term as the Company achieved increased earnings despite lower revenue. 
Now, having achieved a solid management foundation through these results, the 
Company is essentially standing before the doorway to a new period of expansion. 
From here out, Token will aim for further growth through a strategy that pursues a 
balance between quantity and quality. 

Strategies for Token’s 36th term: Redeploying strategies of offense 
while conducting “selection and concentration” 

The results of the greatest reforms since the Company’s founding have become 
apparent in its 35th term, with its achievement of increased earnings despite 
decreased revenue. Building on this, Token will again launch a strategy of offense 
in its 36th term. However, the Company will do so together with the ongoing 
promotion of operational efficiency and construction of a lean management 
structure, both of which it is carrying out through reforms. For that reason, Token 
is making "selection and concentration" its slogan for the 36th term as it enacts 
strategies of offense while leveraging the results of its reforms. 

Token will conduct selection and  
concentration in the following eight areas: 
1. Area strategies 
2. Branch opening strategies 
3. Workforce optimization strategies 
4. Product strategies 
5. Data-based operations 
6. Division-specific key strategies 
7. Brokerage network strategies 
8. Risk management 

Token’s focus will be on the following strategies in particular: 

Area strategies for the Company’s construction business: 
By strengthening sales in urban and suburban areas, achieve expansion 
of market share and long-term stable management for owners.  

The essence of Token’s business model is management jointly developed with owners and 
coverage of all phases, spanning more than 30 years, from orders to start of construction, 
finish of construction, brokerage, management, and subleasing. To achieve long-term 
stable management for owners, it is important that the Company establish prime 
locations sheltered from economic trends as its areas of business. Toward that end, Token is 
clarifying the areas in which it will accept orders for rental housing construction. 
 The Company’s first target is the three main metropolitan areas of Tokyo, Osaka, 
and Nagoya. Up until now, Token has expanded its share of orders mostly in suburbs. 
However, with the exception of some areas, rental housing demand is on a decreasing 
trend in the suburbs. While the Company will continue sales activities in suburban 
areas where demand is foreseen, it is vital that Token increase orders in areas (economic 
regions) with high residency demand, i.e., metropolitan areas and metropolitan outskirts 
(railway station environs), to further expand its market share in orders and to achieve 
long-term stable management for owners. Throughout the Company, Token will 
conduct sales activities with the three main metropolitan areas as its top priority.  
 The second target is so-called ordinance-designated major cities where demand 
for rental residency is high. For each of the Company’s business blocks, Token will 
set areas for strengthened activities, and concentrate each block's management 
resources to expand the Company’s share of orders.  Outside of ordinance-designated 
cities, the third area will be other major cities with high demand for rental housing.  
 In these urban areas, RC (reinforced concrete) construction will form the core 
of Token’s products. Considerable demand exists in urban areas for the sale and 
rebuilding of high- and medium-rise properties, particularly using RC construction. 
The Company will expand its share through its RC-centered high- and medium-rise 
property sales support system, new product development, and the establishment 
of an urban-oriented sales style.  

The Company will strengthen its management foundation through 
carrying out the most significant reforms since its founding, and 
enact strategies of offense aimed at growth. 

Types of areas for strengthened activities  
• The three main metropolitan areas 
• Ordinance-designated major cities
• Major cities with high rental demand 

Token’s past
Period of expansion through the pursuit of quantity

Major initiatives
Dvelopment of our land-use business 

Diversi�cation of management 

Strengthening of construction production capability 

Strengthening of �nancing capability 

Strengthening of tenant recruitment, brokerage, 
and management capability  

From now to the future
Aiming to expand again through the pursuit of quantity and quality 

Major Initiatives
Strengthening of 

brokerage capability 

Operational and 
organizational e�ciency 

Introduction of high 
value-added products 

Period of business model
construction

Period of expansion

Period of transition

Period of re-expansion

With the success of the greatest 
reforms since our founding, 
the Company is taking steps 

into a period of re-expansion.  

Area strategies Branch opening
strategies

Workforce 
optimization 

strategies 

Product 
strategies

Data-based
operations

Division-speci�c 
key strategies

Brokerage 
network 
strategies

Risk 
management

 [36th term slogan] 
Selection of and concentration 

on eight major goals   
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Business StrategyBusiness Strategy

Aggressive branch opening strategies: Strengthening the 
Company’s real estate brokerage capability through the opening of 
New Home Mate branches 

To strengthen its real estate brokerage capability, in its 36th term the Company will 
enact an aggressive strategy of branch openings.  
 In new openings, the Company will remake its conventional, directly operated 
Home Mate real estate brokerage branches into New Home Mate branches with 
a refreshed design and concept. The Company will open these New Home Mate 
branches in prime locations that will mainly lie within metropolitan areas and 
regions in which many of Token’s managed properties are located. 
 Token’s new policy for branch openings calls for opening New Home Mate 
branches as real estate brokerage specialty branches, followed by promoting the 
Home Mate brand and surveying demand trends in the relevant regions. After that, 
by expanding these branches into comprehensive offices and branches conducting 
construction sales and other activities, the Company will accept orders and perform 
construction for properties that are reliably able to maintain high occupancy rates.  

Strengthening our opening of Home Mate branches

Strategies to strengthen the Home Mate brand: Brokerage promotion 
measures driven by brokerage networks and IT 

Construction of a nationwide real estate brokerage network among the 
largest in Japan
To strengthen the power of the Home Mate brand and maximize its credibility and 
impact within the industry, Token is planning the construction of a nationwide 
brokerage network among the largest in Japan. The Company will do so through 
Home Mate FC franchise branches (non-directly operated franchise branches), 
Home Mate Club members (partner companies similar to FC branches), and Leasel 
members (brokerage partner companies). The progress of this plan will greatly 
contribute to increased brokerage sales and to the expansion of rental housing 
construction orders, enhancing the synergies between Token’s two core businesses.  
 Traditionally, the Company’s promotional bases for securing partner real estate 
companies have been in Tokyo, Nagoya, Osaka, and Fukuoka. In addition, in May 

2011 Token opened a site in Sendai to strengthen promotion in the Tohoku area, 
and is planning further actions aimed at constructing its network. In its 36th term, 
the Company plans to increase franchise branches by about 200 to reach a total 
of 500. Through Token’s own brokerage capability and partnerships with other real 
estate companies, Token is aiming to construct one of the largest nationwide real 
estate brokerage networks in Japan. 

Implementing IT-driven residency promotion measures 
As part of the Company’s expansion of IT strategies, Token operates seven 
official sites, including mobile sites for each cellular carrier. The Company’s goal 
is to expand the content of each site to increase visits, and to connect these 
to property inquiries and branch visits. Along with the expansion of its current 
smartphone sites, Token is developing sites for tablet devices such as the iPad to 
prepare an environment for delivering information to a broader customer base. By 
continuously delivering information to customers through a variety of tools, the 
Company plans to promote the Home Mate brand. 

Product development

Providing barrier-free functional beauty: RC Univaly 
In April 2011 Token began sales of its next-generation, barrier-free, reinforced 
concrete apartment RC Univaly. This product prominently features a combination 
of "barrier-free design" that offers safe, secure, and comfortable living for all, and 
"functionally beautiful design" that pursues functionality in external appearance 
and interior layout. Available in 4 to 10 stories, RC Univaly’s rigid frame construction 
method assures steadfast seismic resistance and durability. 

 Two residences in one structure: One-Two DOOR House 
In June 2011 the Company began sales of its two-story (maisonette type) Pillar 
Wood One-Two DOOR House using the seismic mitigation wooden construction 
method, along with the one-story Pillar Wood Flat One-Two DOOR House.  
 The Company’s One-Two DOOR House is a leased residential housing unit 
combining two residences in one structure. As a single structure comprising two 
residences, the unit offers the appearance of a large detached style residence and can 
take on luxurious appeal, yet can provide the same private gardens, approach pathways, 
and parking spaces as found in detached residences. Moreover, as a form unique to 
the Company and not found elsewhere, this rental residence product situates the two 
residences’ entranceways in separate directions to ensure tenants’ privacy.

Market expansion! 
Increased 

occupancy rates! 

Suburban branches 
Opening of 

station-front branches
(New Home Mate branches)

RC Univaly 

One-Two DOOR House
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Management Structure

We at Token Corporation aim to optimize our company's value by building a 

responsive and transparent management structure closely tied to our founding 

spirit and strong management principles.

We believe that swift, transparent decision-making and auditing processes help to 

build society's trust in our company, ensuring that these processes receive a high 

level of attention and priority.

 In addition to our Board of Directors, our bodies for deliberation, decision-

making, and reporting on management issues include our Management 

Conference consisting of executives, division heads, and block leaders; our Business 

Development Conference, which discusses matters relating to new business; and 

our Data Strategy Conference. These Conferences meet every other month. We also 

conduct management instruction meetings on behalf of subsidiaries whenever the 

need arises. 

 To meet the needs of our horizontal organization, we have the Token Risk 

and Compliance Committee, which prepares internal controls and integrates 

compliance management across the Group.

 Moreover, our eight-person Internal Audit Office performs regular operational 

and other audits on behalf of the company and our subsidiaries. The team reports 

audit results to top management while following up with audited divisions on the 

status of improvements directed by the results. Accounting audits, meanwhile, 

are carried out under contract by our chosen outside auditor, Deloitte Touche 

Tohmatsu (Japan Group). Of the three auditors under our auditor system, two are 

outside auditors.    

Constructing a system aimed at work efficiency
Token Corporation embarked upon IT strategies from an early stage to support 

our business model covering all stages of business from construction to real estate 

leasing. Not only do the steps in our business – from sales through receiving 

orders, design, construction, brokerage, and rental management – cover a 

long period of time, they also require large amounts of paperwork, including 

the contracts involved in every process of construction. Maintaining records of 

contracts and reports is vital to accurately understanding the status of ongoing 

projects, such as whether contracts have been properly concluded or whether 

construction projects are proceeding as planned. The trend towards a growing 

mountain of paper-based reports makes work inefficient, so in order to speed work 

flow and share information more efficiently we implemented the Token Process 

Management System (ToPS) in 2002. 

ToPS as a risk management system
Through ToPS, we have gained the ability to centrally monitor the status of progress, 

from the sales stage through to construction and brokerage. The system has not 

only contributed to work efficiency but has also enabled managers to promptly 

recognize and respond to any potential disruption such as contract oversights or 

construction delays. ToPS functions as a system that responds to various risks that 

may occur in our business.

"Produce" to reduce human error
In the course of carrying out construction projects, our employees must produce 

a large number of documents. No matter how familiar a process may be, people 

can at times forget a step in the procedure. To prevent this sort of error, we have 

embedded our own construction process management system, Produce, into ToPS. 

By providing direction on required documents in construction processes – from 

contract preparation to contract signing, construction preparation, progress reporting, 

and construction management – Produce helps to prevent mistakes. At the same 

time, the system greatly improves work efficiency by automatically creating process 

planning charts for construction, and in cooperation with our Assist system even 

supports the creation of the application and contract documents required for each 

process. In this way, Produce helps avoid human error in our employees' daily work 

and contributes to the enforcement of on-site compliance. 

Structure for Business Execution and Auditing

Shareholders' Meeting

Divisions and Group Companies

Board of Corporate
Auditors

Internal Audit O�ce Representative Director

Board of Directors Accounting Auditors

Management Conference

Division Heads

Appointment 
and recall

Appointment and recall

Appointment 
and recall

Appointment 
and recall

Cooperation

Audit

Report

Report

Deliberation

Accounting audit

Debate and report

Cooperation and report

Report and improvement of requests

Direction

Direction
Internal memos and report

Report on
improvements

Audit

Audit and
instruction on
improvements

Strengthening our management structure through IT strategyBasic Concept

Corporate Governance

Token Process Management System

Information sharing
Supervision and evaluation
of management indicators

First visit

Informal consent

Contract

Ordering

Construction start

Construction completion

Collection of payment

Proxy management, Renewal

Renovation

Construction estimating

Tenant brokerage

Property management

Process alerts

Process signal

Management alerts

Process signal

Process signal

ToPS

Our promotion of an IT strategy is not only a defensive measure to make 
work more efficient, but is also part of an aggressive strategy to reinforce our 
management foundations. Ultimately, its goal is to support our management 
structure and contribute to achieving compliance. In the future we intend 
to continue advancing our IT strategy while building a more evolved 
management structure. 

Management Structure

(As of July 28, 2011)
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