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Profile

Consolidated Financial Highlights

Since Token’s establishment in 1974, our mission has been to promote the effective use and

TOKEN CORPORATION
Years ended April 30, 2006 to 2008

Thousands of
U.S. dollars

Millions of yen

revitalization of land through the development of lease and rental properties, such as apartments,
Apr. 2006

rental condominiums, and monthly rental properties.
Over the years, we have steadily expanded our business area from our roots in Kariya, Aichi
Prefecture, which is situated almost in the center of Japan and just next door to Toyota, which is
famous for its automotive business. By 2006, we had laid the groundwork for nationwide operations
with a business network covering all of the 47 cities and prefectures in Japan.
Our business model has evolved substantially from that of a simple construction company to an

Apr. 2007

Apr. 2008

Apr. 2008

Operating Performance :

109,367

155,483

185,857

1,784,684

Operating income

6,177

11,279

6,820

65,489

Net income

4,038

6,629

3,410

32,744
869,973

Net sales

Balance Sheet:
Total assets

82,990

95,806

90,599

integrated construction company. Within that process, we have sought to greatly strengthen our

Net assets

23,974

29,136

31,093

business resources. Our capabilities are no longer limited to the building of lease and rental

Per Share Data :

properties; we can offer the full gamut of functions that landowners view as necessary— from
planning, design, and construction to brokerage, administration, and property management. We also
have made a shift from the traditionally low-profit structure of construction companies that procure
all their building materials and housing equipment to a high-profit structure that ranks at the top of its
industry based on in-house manufacturing of those building materials and housing equipment.

298,569

Yen

Net income
Net assets
Cash dividend

U.S. dollars

293.90

492.14

253.16

2.43

1,773.86

2,162.52

2,307.84

22.16

60.00

95.00

110.00

1.06

5,072

5,652

5,094

Other Data:
Number of Employees

Note:The exchange rate of ¥104.14 = U.S.$1.00 (as of Apr. 30, 2008 in the Tokyo foreign exchange market) is used for the above calculations.

Moreover, we were one of the first in the industry to recognize the potential of information technology
(IT), pioneering the development of IT sales and brokerage support systems. Those systems continue
to evolve on a daily basis. Our IT infrastructure has become a major source of our competitive
advantage, contributing to our business proposal strengths and to boosting our operating productivity

■ Net sales

(Millions of yen)

■ Operating income

(Millions of yen)

■ Net income

(Millions of yen)

and efficiency.
As a Group, we have constantly sought a flexible corporate structure that does not limit itself to

185,857

existing concepts or frameworks. It is not excessive to say that the very process of doing so has

6,629

155,483
11,279

yielded the dynamic advances the Company has achieved. Going forward, we have no intention of
changing that stance.

109,367

4,038
6,820

6,177

3,410
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Apr. 2006

Apr. 2007

■ Total assets

Apr. 2008

(Millions of yen)

95,806

Apr. 2006

■ Net assets

Apr. 2008

(Millions of yen)

29,136

90,599

82,990

Apr. 2007

Apr. 2006

Apr. 2007

Apr. 2008

■ Cash dividend per share

(yen)

110.00

31,093
95.00

23,974
60.00

Forward-looking statements
This business report contains forward-looking statements regarding the Company’s plans, outlook, strategies and results for the future. All
forward-looking statements are based on judgments derived from the information available to the Company at the time of publication.
Certain risks and uncertainties could cause the Company’s actual results to differ materially from any projections presented in this report.
These risks and uncertainties include, but are not limited to, the economic circumstances surrounding the Company’s businesses,
competitive pressures, changes in related laws and regulations, status of product development programs, and changes in exchange rates.
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Message from the President

Pressing ahead toward our next leap
forward with structural reforms
focused on business quality
Fell Short of Business Targets in FY Apr. 2008 Under Impact of
Revised Building Standards Law
The fiscal year ending April 2008 was the final year of our medium-term management plan, the Consolidated Net
Sales of ¥200 Billion Plan (a 2-year, 10 month plan covering our 30th to 32nd terms). Because orders were robust as
we entered the fiscal year, we were convinced that we could easily reach our performance target—and then some.
However, the impact of the revised Building Standards Law enforced on June 20, 2007, caused for completion
of some construction to be postponed into the next fiscal year, resulting in sales and profits falling below our
original expectations.
This situation arose because under the revised law it has become obligatory for most new buildings to
undergo peer checks for appropriate structural design before construction starts. In particular, companies that
mainly use steel beam or reinforced concrete (RC) construction methods felt the full brunt of this new requirement
in terms of construction delays. Since steel beam and RC construction currently account for more than 70% of our
sales, we lagged behind our sales targets even though orders were strong.
Nevertheless, we are already building a new sales structure that will less affected by converting our core
product lines to other categories that do not fall under this new requirement. Consequently, we are convinced that
sales and profits will make a sharp recovery beginning in the second half of the fiscal year.

and providing support for a limited period.
In contrast to the common expression “scrap and build,” the concept of our strategy is the reverse— “build
and scrap.” In other words, we will continue to accelerate our pace of opening branches, while quickly closing or
integrating branches that are recognized as poor performers as we proceed on with our expansion program.
Based on this strategy, we expect to make progress with converting our network into “excellent branches.”
This “build and scrap” process will further raise the performance level of our employees and improve their
awareness— in other words, create a sense of critical urgency in branch operations. For the time being, through a
“selection and concentration” strategy, we will focus branch network development on the high potential markets
of the Kanto, Kinki, and other regions to increase the success rate of branch openings.

Major Management Strategies
in FY Apr. 2009
Core business
Expand branch network based on
“selection and concentration” strategy
Materials and housing
equipment business
Restructuring of business
based on converting sales
strategy and rationalization

We are committed to a turnaround in the profit structure of our
manufacturing subsidiaries in our materials
and housing equipment business

Subsidiaries’ business measures
Supporting Group business base

The priority issue for the manufacturing subsidiaries responsible for the materials and housing equipment
business of the Token Group is to restructure their businesses. Of the two subsidiaries, Token Leava is an
excellent company that manufactures the mainstay products (Shelulu-TP series) of our core business as well as
construction materials and equipment and other products. On the other hand, Nasluck, which we acquired three
years ago, continues to be unable to escape out from under its red ink. Nasluck manufactures plumbing-related
products, such as kitchen, washstand, and bath units. Because we are aiming to be a comprehensive
manufacturer of materials and housing equipment that offers a total lineup of products related to housing, we
believe it is essential to combine these two companies to strengthen profitability.
To that end, we have established an organization that will minimize for the time being costs arising from
having a large head office as well as other indirect costs. Moreover, we are pressing forward at a rapid pace with
product development and reforms in order to improve the subsidiaries’ product composition and pricing system.
More simply put, we are minimizing all cost aspects of their operations, after which we will restart our efforts to
return to a normal profit structure.
In addition, the Token Group will seek to reach an understanding with its stakeholders on achieving sustained
growth and development for the future.

Strengthening Group
business base for
next leap forward

Developing new core product lines not requiring peer checks
while also pursing reforms with an eye to boosting profitability

Minoru Souda
President

Change in Sales Composition
of New Core Products
New core products

(Shelulu-TP series + PALDEA II4 and Star Terrace)

22.8%
31st Term
Sales
Composition

45.6%
32nd Term
Sales
Composition
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We have repositioned our Shelulu-TP series and wooden two-by-four (2 x 4) products as our new core products
and are promoting their sales.
Our Shelulu-TP series products are highly earthquake-resistant, strong but light steel frame structures that
have acquired the highest earthquake rating available in Japan (Class 3). In addition, they have been type certified
by the Ministry of Land, Infrastructure, Transport and Tourism. As such, they fall outside the “peer check” system
stipulated by the revised Building Standards Law. This qualification presents a great advantage for us in
establishing a standardized product volume production system.
Our other new core product line, 2 x 4 structures, also offer advantages. They can be built at lower cost than
steel beam construction products and, among wooden structures, they have superior earthquake resistance. As a
result, they are a very easy product to propose to customers. Because in the past our focus was on steel beam
structures, we did not put much effort into marketing 2 x 4 products. However, with the enforcement of the revised
Building Standards Law, we realized that the timing was right for a change and will aggressively market these
products in future. By increasing the proportion of wooden 2 x 4 products in our sales composition, we believe
that it is entirely possible to boost our profitability above previous levels.
In the fiscal year ending April 2009, we will concentrate on measures to strengthen our Group business base
in the medium- to long-term.
With a view to the ultimate goal of our medium-term management plan—¥300 billion in consolidated net
sales—we are working naturally towards that goal within the plan without setting specific deadlines. For the next
year, we want to be sure to avoid extreme or wasteful actions created by the pressures of deadlines. We believe it
is more important to move ahead towards our next leap forward by dedicating ourselves to strengthening our
Group business base.
Traditionally, we have emphasized business quality while driving forward using data management. In the fiscal
year ending April 2009, we are pursuing a further clarification of that policy. In terms of sales or enhancement of
our systems and organizations, we are still seeking to further expand our scale as in the past. However, in our
activities for the next year, we will be stressing structural reform focused on quality in all of our businesses. After
having successfully initiated these structural reforms, we will again set ourselves another major goal and head on
to the next challenge.

In our core businesses, we will pursue “excellent branches” while
maintaining our network expansion through a “build and scrap” strategy
Until now, since we recognized our top priority as scale expansion, we did not place any emphasis on closing
branches. Going forward, however, the newly established Minus Branch (MB) Measures Office will assess each
branch based on fixed standards and rules. The office will close those branches that do not meet the standards,
while supplying those branches that are determined to have potential for improvement with an improvement plan

■ Consolidated Net Sales of ¥300 Billion Plan

Peripheral Businesses

Further
peripheral
businesses

Real Estate Broker

Reach Target of
Manage!
Construction Company

¥

300 Billion

Advertising agency

Tenant
Broker!

Materials and Housing
Equipment Manufacturer

Financing services
Non-life insurance agency

Golf resorts
Managing properties and tenants

Travel agency

Commissioned business operations

Build!

Renovations
Advertising and
arranging for tenants

Manufacture!
Building apartments and
rental condominiums
Manufacture and
sale of materials
and housing equipment

ing
Achiev

y
bilit
ofita
r
P
h
a Hig

Token Corporation

•Token Leava
•Nasluck
•Marketing
•Construction
and
Engineering
Development Dept.
Dept.

•Brokerage and
Management
Dept.

•Brokerage and
Management
Dept.

•Token
Building
Management

uc
Str

e
tur

•Totsu Travel
•Token TADO CC
•Token Shuga CC
•Token Lease Fund
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Business Model

O u r S t r e n g t h s -1

Construction Business

Land-use
Proposal

Design

Brokerage/Management Business

Tenant
Recruitment
/ Assistance

Construction

Property
Management

Maintenance

Bridge System
Comprehensive contracting of all operations pertaining to residential lease/rental management

Handle the series of operations as one
comprehensive system, standardize and
computerize using IT, and then manage the
system in an accurate and efficient manner

Success 21
System that assists the brokerage services of “Home Mate”

■ Trends in Japan’s Number and Size of Households

Persons per
Within Japan’s population, landowners are the group that
5-year Average Growth (%)
No. of Households
Population
Household
Year
represents Token’s principal marketing target. Many
(Thousands)
(Thousands)
(No.
of
Households)
(Persons)
(Persons)
landowners have to deal with property taxes, inheritance
3.32
1975
33,729
111,940
11.0
7.0
taxes, and other cost issues because of the extremely high
value of land in cities in Japan even when compared with
3.25
1980
36,015
117,060
6.8
4.6
the rest of the world. Outside the cities as well, changes in
3.17
1985
38,133
121,049
5.9
3.4
business environment, such as cutting of subsidies for
3.01
1990
41,036
123,611
7.6
2.1
farmers due to changes in the Japanese government’s
agricultural policies, have created great demand among
2.85
1995
44,108
125,570
7.5
1.6
landowners for assistance in making efficient use of land.
2.70
2000
47,063
126,926
6.7
1.1
This trend has steadily gotten stronger since the period of
high economic growth in the 1970s.
2.58
2005
49,529
127,757
5.2
0.7
The apartment and rental condominium business is a
powerful method for effectively utilizing land. The reason for its effectiveness lies in
dramatically outpaced population growth, climbing from 33,729,000 households in
the growth in the number of households in Japan. Along with the spread of the
1975 to 49,529,000 households in 2005. This surge has provided an incentive for
nuclear family in Japan, the number of people in a household has declined annually.
landowners enter the apartment and rental condominium market. In addition, the
In particular, there has been a sharp increase in the number of single-person
low interest rate climate in recent years has driven a shift in the focus of asset
households. Reflecting this trend, growth in the number of households has
management to effective land-use.

We provide landowners with proposals and support for effective land-use
We offer landowners total support for their effective land-use needs, specializing in
lease and rental housing. Within that field, we operate comprehensive services, both
for our construction business, which provides effective land-use proposal,
architectural design, and construction and installation services, and for our
brokerage and our agency and management business, which arranges for tenants,
manages business, and provides maintenance services. To handle contracting all of
these services on a one-stop shopping basis, we have built our Bridge System.
Through this system, we supply services that landowners feel confident and secure

with, resulting in strong competitive power versus our rivals.
We also apply the IT strategies that the Company has pioneered in the industry.
Taking an overall perspective of the workflow of the total support we offer
landowners, we have pursued standardization of business processes and the
creation of databases. The integrated work progress management system ToPS*1
resulting from those measures enables us to create a system that provides highquality services quickly and efficiently to all of our customers.

collect it from the tenant, and our maximum 30-year business agency agreement.
Behind these systems are the high occupancy rates that Token achieves due to
the power of its tenancy arrangement abilities. We maintain a high occupancy rate
of over 90% for the properties we manage. This record allows us to offer our highly
competitive business agency system.

＊1 Token Process Management System
＊2 Business agency system: Due to the revision of the Insurance Business Law, which came into force on April 1, 2006, we introduced a business agency system that has been converted to a
sublease system. Under the new system, Token’s subsidiary, Token Building Management Co., Ltd., signs a master lease with the landowner and a sublease agreement with the tenant. In
addition, the rental management and business agency businesses commissioned to Token Building Management are fully re-commissioned to and performed by Token Corporation.
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Looking at the graph on the right, you will see that
our consolidated net sales is growing steadily intune with our growth in branches and employees. To
maintain steadily sales expansion, we have to be
prepared in all aspects of our operations: having
products available for sale, maintaining our strong
reputation and customer confidence, having onhand adequate staff with sales skills, and running
effective advertising campaigns and sales
promotions. By building a strong business base that
fulfills all these requirements on an ongoing basis,
we have successful established a condition where
an increase in the number of branches and
employees immediately brings growth in sales.

300

6,000

Consolidated net sales (¥ billions)
Number of branches

252

Number of salespersons

250

5,000

200

185

189

4,000

174
155 150

150

115

104

3,000

136

133

3,050

109

100

2,000

2,653
2,231

Achieving even stronger growth
capabilities by reorganizing our
business block structure

50

1,793

1,914

Jun. 2005

Apr. 2006

1,000

1,430

Another aspect of our growth indicated in the
graph on the right is that consolidated net sales are
growing faster than growth in the number of
branches and employees. The quicker pace can be
attributed to the steady increase in the productivity
of our branches and employees, which is directly
reflected in our sales. This is the result of growth in
manpower realized by our IT-intensive integrated
sales system and our human resource training
programs.
The boundaries of our business blocks are not
determined by prefectural borders—we give priority
to efficiency in setting their boundaries. By
accurately grasping changes in markets and
updating boundaries as necessary, we endeavor to
further improve our business efficiency, and in turn,
boost our growth power.

0

0

Jun. 2004

Apr. 2007

Apr. 2008

Apr. 2009
Forecast

Note: Sub-branches are included, but Home Mate branches are not included in the number of
branches (At April 30, 2008, there were 58 Home Mate branches)

■ Number of Branches Nationwide by Business Block (At April 30, 2008)
Effective May 2008, we newly established the South Chubu Block and reorganized our
business block structure into 13 business blocks. In addition, we changed the
boundaries between the North Japan and East Kanto, the North Kanto and Metropolitan
Area, and the Metropolitan Area and South Kanto blocks to further improve efficiency.

Total number of branches nationwide

174

branches

14
East Kinki
Block

10

Our structural ability to dispel concerns that landowners have regarding the lease and
rental property business as well as our record creates strong competitive strength
In deciding whether to build a lease or rental property, one of the greatest concerns
of landowners is the occupancy rate. To address these concerns, Token operates a
Business Agency System that handles all aspects of lease and rental management
or business agency. Customers put a lot of faith in the strong support we can offer
through our guaranteed rent system, in which we pay the rent to the customer and

■ Consolidated Net Sales, Branches, Salespersons

Building a business base through
interlinked growth in sales and
branches and employees

81

ToPS (Token Process Management System )

Landowners Are Principal Business Target

Sales Power and Growth Power

North Kyushu
Block

10
South Kyushu
Block

13

18

12

North Chubu
Block

18
Chugoku-Shikoku
Block

Tokai
Block

15
West Kinki
Block

North Japan
Block

18

20

North Kanto
Block

East Kanto
Block

12

14

Metropolitan Area
Block

South Kanto
Block
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We have established five
manufacturing bases across Japan
to bring in-house the manufacture
of steel beam, wood, and plumbing
products necessary for residential
housing construction

Our Strengths-3

In-house Manufacturing and Profitability

■ Major Profitability Indicators (Consolidated)

Original product development brings
a sense of security to landowners
in earthquake-prone Japan

(%)

30.0
ROE

In making the decision to get into the rental and
lease housing business, earthquakes rank alongside
vacancies as one of the top concerns of landowners
in Japan. It is a concern specific to an earthquakeprone zone.
To address this difficult issue, the Group set
about developing its own original product. In 2002,
we successfully developed and began marketing
Shelulu-TP, which has earned the highest grade of
earthquake resistance available under the evaluation
standards of the Japan Residential Performance
Indicator System. Shelulu-TP was extremely well
received in the market not only because of its high
earthquake-resistant properties, but also its low
cost. Since its introduction, the Shelulu-TP series
has achieved sales expansion at an accelerated
pace with each passing year.

Ratio of operating income to net sales

ROA

25.0
Token began its drive to break away from the
industry norm and become a manufacturer, by
acquiring the Chiba Cisco Plant in 1998. Since then,
the Company has built a manufacturing base using
an M&A strategy. With the acquisition of Shelulu
Kobe Plant in 2006, the Group has a total of five
building materials and housing equipment plants
throughout Japan. All five plants are managed as
Group manufacturing subsidiaries by our
subsidiaries Token Leava and Nasluck. Because of
the large impact of transportation costs of steel
beams on our bottom line, the Shelulu Kobe Plant’s
role as our Western Japan distribution base is
extremely important to our profitability.
Over eight years, we have expanded the Group
and fashioned a system that brings in-house the
manufacture of steel beam, wood, and plumbing
products necessary for residential housing
construction. We now expect to reap the concrete
benefits of our capital investments.

The establishment and
strengthening of an in-house
manufacturing system have
produced one of the highest
profitability levels in the industry
While we have been aggressively investing in M&A
and building plants, we have still maintained
profitability that is in no way inferior to our
competitors in the industry. Our acquisition of plants
was completed for the time being during 2006. From
2007 onwards, we began working to maximize the
benefits arising from volume production of a wide
range of standardized materials and housing
equipment. Continuing to press forward with
improving the efficiency and productivity of our
manufacturing systems, we are boosting our
profitability in leaps and bounds. In the fiscal year
ended April 2007, we exceeded by far all previous
consolidated performances in terms of sales to
operating income ratio, ROA, and ROE—showing
quick results. In the fiscal year ended April 2008,
there was a temporary deterioration in earnings due
to the impact of the revision of the Building
Standards Law. However, from the fiscal year ending
April 2009 onward, our performance will no longer
be affected and should return to its normal upward
growth trend.
In future, we will pursue the further establishment
and strengthening of our in-house manufacturing
system, aiming to achieve the highest profitability in
the industry.
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25.0
20.0

21.2
20.3
18.2

15.0

13.8
11.3

11.5

10.8

9.2

10.0

8.7
5.0

7.3

6.9

6.4

Product Development and Competitiveness

5.6
3.7

0
Jun. 2004

Jun. 2005

Apr. 2006

Apr. 2007

Apr. 2008

■ Token Group In-House Manufacturing System

Internalization
Plumbing
products

Wooden
products

Steel beams

Steel beams

Steel beams

NAS
KAMAKURA
PLANT

IZUMO
DANTANI
PLANT

SHELULU
KOBE
PLANT

NK
FUKAYA
PLANT

CHIBA
CISCO
PLANT

Acquired
2005

Acquired
2002

Acquired
2006

Acquired
2002

Acquired
1998

The launch of our double-patented
earthquake-resistance and
vibration-dampening products
has further strengthened
the growth power of our core
apartment products
In 2006, two events occurred that gave rise to
expectations that Token could further accelerate
sales of its core apartment products.
The first event was the development of SheluluTP20, a product that not only would not collapse or
break in a major earthquake, but also dampened the
shaking experienced in earthquakes. Shelulu-TP20
is a double-patented product consisting of a
combination of our patented High-Strength Frame
and our Vibration-Resistant Frame (patent pending).
Following the start of sales in May 2007, we received
many sales enquiries, and the product has sold well
throughout Japan.
The second event was the start of manufacturing
of Shelulu-TP products under a two-pronged
manufacturing base system covering both eastern
and western Japan. The new system enables our
West Japan Area, which previously had limited
capabilities to aggressively take orders despite
strong demand, to pursue a sales expansion strategy.
In addition, the Shelulu-TP series has been type
certified by the Ministry of Land, Infrastructure,
Transport and Tourism. As such, since the product
falls outside the “peer check” system stipulated by
the revised Building Standards Law, it is possible to
achieve the same short construction periods as
before. As a result, the Shelulu-TP series is
demonstrating even stronger competitiveness in the
new legal environment.

Our “double-patented”
construction frames provide
high-value-added support

High-strength frame
Prevents collapse or
breaking of structural frame
during earthquakes

Vibration-dampening frame
Dampens shaking of house
during earthquakes

■ Summary of Criteria established by the “Japan Residential Performance Indicator System”
Preventing the collapse
and other failures of the
structural frame

Standard based on the strength
of an extremely rare earthquake
that happens once in several

Preventing damage to
the structural frame

hundred years as specified in the
execution ordinance of the
Building Standard Law:

Class 3

:
Class 2 :
Class 1 :
Class 3 :
Class 2 :
Class 1 :

Does not fail (collapse or break) at 1.5 times standard
Does not fail (collapse or break) at 1.25 times standard
Does not fail (collapse or break) at 1 times standard
No damage occurs at 1.5 times standard
No damage occurs at 1.25 times standard
No damage occurs at 1 times standard

TOKEN CORPORATION

08

Summary of Business Activities

Branch Openings and Increase of Sales Staff

Material and Housing Equipment Business

Pursing a growth path by expanding our branch network through a selective
and concentration strategy and by increasing sales staff in line with network growth

Following a profitability-oriented strategy for our
two manufacturing subsidiaries

Because we are a business venture company when it comes to the construction
industry, we are still in the process of expanding our business content and
branch network scale. In future, we will pursue a growth path by further
accelerating our pace of opening branches.
For branch openings, we plan to increase the net number of branches
through a “build and scrap” strategy where we will speed up the pace of
opening branches at the same time as we close branches with poor
performances. The main points of this strategy are, first, to maintain our area
coverage by opening branches mainly in areas near branches with poor
performance. The second point is that we will be especially emphasizing
expanding area coverage in the major commercial regions of Kanto and Kinki.
By following these two points, we will be able to expand our base mainly
around branches that have high marketing efficiency.
By the end of the fiscal year ending April 2009, we plan to develop an
organizational structure with 238 sales bases and 3,050 sales personnel.
To strengthen the sales capabilities of each branch, it is essential to increase
the quality of our personnel. Therefore, in addition to implementing measures to
improve our compensation package for employees, we have initiated activities
to nurture and employ staff with high potential focused primarily on increasing
the number of employees with certifications. For example, during the next year
we are aiming to increase the number of staff with first- and second-class
registered architect, first- and second-class construction supervising engineer,
and licensed real estate broker certifications by 276 people.
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Token Leava Co., Ltd., and Nasluck Co., Ltd., are responsible for the
manufacturing operations of the Token Group. By considering these two
companies to be one organization and reorganizing them, we have divided their
roles into manufacturing and sales operations—separating the manufacturing
and sales functions. Based on this new organizational system, we are working
to improve the profitability of these two manufacturing subsidiaries.
Nasluck, where sales operations are concentrated, does not sell through
sales agencies, instead pursuing direct-sales to building contractor offices
close to end users. This sales strategy is leading to improved profitability. To
this end, in February 2008, we integrated the two subsidiaries’ sales
departments into the Direct Customer Sales Division and expanded its sales
area to include Tokyo, Yokohama, Nagoya, Osaka, and Fukuoka. Moreover, to
promote greater use of our products at the design stage, we reinforced our
sales efforts targeting the design departments of architectural offices,
developers, house manufacturers, and builders. Based on these efforts, we are
avoiding price competition with other manufacturers, making it possible to
prevent deterioration of our profit margins.
Token Leava is responsible for manufacturing operations. Increasing the
operating rates of its NK Fukaya and Shelulu Kobe plants, Token Leava is
aiming to achieve stable levels of orders, production, and shipments above the
breakeven point. For that purpose, the subsidiary has regular meetings with
Token Corporation to conduct thorough progress management. In addition, the
procurement of various parts and materials for each plant is done on a batch
order basis by the Housing Materials Division to take advantage of volume

discounts, leading to lower costs.
Commencing in May 2008, Token Leava and Nasluck also are using the
same systems and establishing a common business operating environment in
stages through the implementation of uniform in-house regulations and
manuals and other actions with the goal of integrating their shared businesses.

■ Pursuing Direct Sales
Sales agency

NAS

Agency

Direct Sales

NAS

Improve profitability by eliminating
intermediate margin (=cost)

New Business

Achieving growth by creating a new business environment through a shift
in core products and expansion of variations

Developing new business in the real estate-related field
from a long-term point of view

Shelulu Rococo Lady

Shelulu-TP2

Star Terrace

TOKEN CORPORATION

of our new core products. Among our highly earthquake-resistant and strong but
light steel frame products, we are planning on expanding variations of Shelulu
Rococo Lady, which we began to sell in March 2008. By adding five new types
of floor layouts, we are now able to accommodate room sizes from about 30 to
60 square meters. We are also working on developing a vibration-damping
model. In our 2 x 4 series, we are adding floor layouts for our Star Terrance
model and increasing variations of our PALDEA S1 series, which specializes in
one-room designs. In addition to these measures, we are endeavoring to expand
variations for steel house and wooden house construction products, seeking to
build sales through a comprehensive expansion of our line of products that do
not require peer checks under the revised Building Standards Law.

Shelulu-TP20

PALDEA S1

PALDEA 24

We completed construction of our first real-estate securitization project,
Chikusa Tower Hills in Nagoya, in March 2007. Since then, the property has
become a good example of a successful new business, steadily earning a
reputation as a landmark tower in the district. With this and other businesses,
we are aiming to leverage the business resources and know how developed in
our main business to efficiently develop new businesses. In doing so, we are
focusing on real estate-related fields and planning to steadily develop these
new businesses from a long-term point of view.
We have changed our operating rules to increase the number of
applications for and encourage brokerage of our one-year rental properties
(fully furnished including electrical appliances). In addition, we have used
nationwide television commercials and other measures to raise our brand
name recognition in this market.
In our real estate information network business, openings of Home Mate
franchise branches have exceeded plans, with the network expanding to 188branches as of the end of April 2008. Our target over the next three years is to
build a 320-branch organization by the end of April 2011.
During the fiscal year ended April 2008, and we completed commercializing
Harvest Hills, a living-support style product that will serve as the core of our
condominium buildings for seniors business. Accordingly, in the current fiscal
year we are aiming to begin sales of Harvest Hill buildings. As part of that plan,
we are revising our hardware and software, establishing marketing tools,
setting up sales support systems, and creating a organization to approach
healthcare corporations.

Building
Contraction

Agency

Product Development

As a business expansion strategy under the revised Building Standards Law,
since the second half of 2007 we have been shifting our mainstay building
structure product from our steel beam product (PERSONAL3E) to our highly
earthquake-resistant and strong but light steel frame product (Shelulu-TP series)
and our wooden two-by-four products (PALDEA24 and Star Terrace) and
soliciting orders for these products. Not only do these products that we are
newly emphasizing not require peer checks, they also offer very quick
delivery—from order to start of construction—and have a relatively short
construction period compared with other structures. These and other
advantages contribute to improving the operating rates of our plants.
In our product development efforts, we are focusing on expanding variations
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■ Consolidated Sales Branches and Salespersons

Building
Contraction

Our condominium and homes business has been successful in selling
development projects that combine small-scale condominium buildings and
single-family homes, constructing them in the same area and marketing them
in the same timeframe.

■ Home Mate FC Network Expansion Plan
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