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We intend to become a corporate group that provides customers with critical, 

highly optimized services that are constantly aligned with their needs, with the    

aim of achieving sustainable growth and development.

CSK Group’s Vision

Target

Basic revitalization policy

・FY2010/3: Return to profitability at operating profit level

・FY2011/3: Transform to structure that enables stable profits

・Medium-term: Secure operating profits of ¥10-15 billion

・ Restore trust: Concentrate on IT services business
Improve financial position

・ Restore profitability: Carry out cost structure reform

・ Restore growth potential: Strengthen and create new growth in 3 core businesses
(BPO, IT management, systems integration)

Toward a stronger CSK brand = 3 areas of focus
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■ Withdrew from underperforming businesses, securities businesses and 
financial service businesses

・ Plaza Capital Management (sold in October 2009)
・ CSK-IS (complete withdrawal)
・ CSK PRINCIPALS (complete withdrawal)
・ ISAO (sold in April 2010)
・ Cosmo Securities (sold in April 2010)

■ Improved financial position: Reduced interest-bearing debt as planned
・ Repaid ¥15 bn through sale of shares in Cosmo Securities and other assets

(Feb. 2010: ¥5 bn; Apr. 2010: ¥10 bn)

FY2010/3 Operating income ¥4.18 bn – Achieved goal of returning 
to profitability
*Exceeded forecast of ¥3.6 bn by ¥0.58 bn (+16.1%)

FY2010/3 results
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FY2011/3: Transformed to structure that enables stable profits

■ Carried out cost structure reform

・ Early retirement program: 581 applicants
FY2011/3: ¥3.8 bn decrease from FY2010/3

・ Consolidated/integrated offices and operations
FY2011/3: ¥0.6 bn decrease from FY2010/3

・ Froze development of new internal IT system and reviewed 
operating costs
FY2011/3: ¥1.0 bn decrease from FY2010/3
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FY2011/3 fixed costs projected to be down ¥21.5 bn from FY2009/3

※ IT services business and Prepaid card business and CSK HOLDINGS

34.1

91.2

87.5

74.9

21.5

66.0

23.7

67.5

Fixed costs

Personnel 
costs

Non-personnel 
costs

109.0

FY2009/3 FY2010/3 FY2011/3 (forecast)

(¥bn)
(Compared to FY2009/3)

Down ¥21.5 bn
(-19.7%)

Down ¥8.9 bn
(-11.9%)

Down ¥12.6 bn
(-37.0%)

Results of cost structure reform
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■ Strengthened 3 core areas and developed new growth areas

・ Improved business system
- Reorganized CSK SYSTEMS (April 2010: Merged CSK SYSTEMS NISHINIHON and CSK 

SYSTEMS CHUBU into CSK SYSTEMS)

- Reorganized CSK ServiceWare (April 2010: Merged with BUSINESS EXTENSION 
CORPORATION)

・ Business innovation program
- Cross-organizational Group taskforce activities based on 4 areas of focus—sales and marketing, 

onsite offices, services, technology *onsite office = operating base at client’s worksite

- Pursued Group collaborations
- Strategic Group marketing

*Unified Group-wide marketing activities to meet customer needs

- Accreditation for top products and services (14 in total)

*Unified Group-wide accreditation for products and services handled

・ Established “service innovation” departments at CSK ServiceWare, CSK-IT 
MANAGEMENT and CSK SYSTEMS
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FY2011/3 consolidated forecast

（￥bn）

Revenue ・ Forecasting decline in revenue due to the sale of Cosmo Securities, etc. 
・ Projecting revenue growth of around 7% in IT services business +

prepaid card business

Operating income ・ Cost structure reform and withdrawal from/sale of underperforming 
businesses projected to have positive impact

・ Projected revenue growth in IT services business + prepaid card 
business expected to have positive impact

FY2010/3

Result (Forecast)

Revenue 169.5 160.0 -9.52 -5.6%

Operating income 4.1 10.0 5.8 139.4%
　（Operating margin） 2.5% 6.3% 3.8% -

Ordinary income 2.9 9.3 6.3 218.5%

Net income -59.1 0.5 59.6 -

FY2011/3

Variance
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Operating revenue forecast

-¥17.6bn

¥169.5bn

+¥10.6bn

FY2010/3  
operating revenue 

(actual)

Sale of Cosmo
Securities

FY2010/3 
operating revenue 

(actual, after 
adjustment)

Withdrawal from
/sale of 

other businesses
(ISAO, etc.)

-¥2.5bn

¥149.4bn

FY2011/3
operating revenue

(forecast)

¥160bn

・FY2010/3 operating revenue after adjustment for sale of/withdrawal from Cosmo   
Securities and other businesses was ¥149.4 bn 

・Projecting increase of ¥10.6 bn (approx. 7%) in FY2011/3 compared to this figure
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（￥bn）

FY2011 revenue forecasts by business

FY2010/3
（Result）

Percentage
FY2011/3

（Forecast）
Percentage

BPO business 31.0 16.6% 33.2 18.4% 2.2 7.2%

IT management
business 36.4 19.5% 41.0 22.7% 4.6 12.7%

Systems integration
business 92.6 49.7% 99.7 55.2% 7.1 7.7%

Prepaid card business 3.2 1.7% 3.3 1.8% 0.1 4.0%

Other business
23.2 12.5% 3.6 2.0% -19.7 -84.7%

Elimination and
Corporation -16.9 - -20.8 - - -

Total 169.5 - 160.0 - -9.5 -5.6%

Variance
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CSK-IT MANAGEMENT

FY2011/3 revenue forecast 

CSK ServiceWare CSK SYTEMS

FY2009/3
FY2010/3

■ Trends in revenue and orders received (YoY comparison)
（CSK ServiceWare 、CSK-IT MANAGEMENT、 CSK SYTEMS）

(¥bn)

・ Orders receives recovered at each company in Q4  

- CSK ServiceWare FY2010/3 Q4 orders higher than those in FY2009/3 Q4

- Disparity between FY2010/3 Q3 and FY2009/3 Q3 orders at CSK-IT MANAGEMENT due to    

winning large outsourcing orders (multi-year contracts) in FY2009/3 Q3

- CSK SYSTEMS orders recovering, mainly due to orders from existing customers
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■Year-end backlog of orders balance
(¥bn)

BPO business

Systems 
integration business

BPO: Declined due to withdrawal from underperforming projects 
(¥1.3bn per year)

IT management: Decline in portion of operating revenue recorded with respect to multi-
year contracts

Systems integration: Year-end order balance increased ¥1.8bn 

36.1

26.5

13.4

37.9

24.5

11.9

0

100

200

300

400

500

600

700

800

76.1 74.3

FY2009/3 FY2010/3

＊

＊Total figure due to 

BPO group reorganization

IT management 
business
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FY2010/3

¥4.1bn

+¥5.4bn

Results of FY2011/3 
cost cutting

(early retirement 
program,

consolidation/integration
of offices, review of  IT 

systems)

-¥3.5bn

Review
of FY2010/3
short-term 

profit-generation
measures

+¥2.2bn

Business
withdrawal/sale,

etc.
¥8.2bn

Amount
required from 
increase in 

operating revenue, 
cost cutting ¥10bn

FY2011/3
(forecast)

+¥1.8bn

Projecting operating income of ¥8.2bn on similar operating revenue as 
FY2010/3, driven by cost structure reform and withdrawal from/sale of 
underperforming business

Operating income forecast
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Service innovation Continue to strive to create new “business”
⇒Transition from environment/framework development to materialization

Cooperation/alliance with companies in same and different business sectors (Sumisho 
Computer Systems, etc.)

Seek business in overseas markets

Human resource development

FY2011/3 business policy – Steady implementation

BPO: Focused allocation of financial and human resources to BPO as a growth area
- Win large BPO projects, enhance fulfillment business

IT management: Steadily pursue outsourcing projects 
(contracts held at start of fiscal year up ¥4.5bn YoY)

Systems integration: Develop SaaS for specific industries and businesses, meet needs for large 
financial industry projects, expand application maintenance model 
⇒Use offshoring/nearshoring

Strengthen individual businesses and Group collaborationService integration
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■Client MAEDA CORPRATION 

■Effect of 
introduction

Information infrastructure-related costs reduced by 
20% compared to previous monthly fees

USiZE: An outsourcing service providing private cloud infrastructure, 
with fees based on usage volume

○ Outline of USiZE Utility computing service

*Outline of USiZE
A service that combines data center computer resources, network resources and the management 
required for each resource, and charges according to the usage volume for each month  

Example of services (1) 

Data Center

Server Storage

Internet
Management

Monthly payments 
corresponding to 
usage volume

Client

Providing 
the required 
computing 
resources 

Computer resources

Network resources

Management resources

Computer resources (server/storage, uninterruptible power-
supply system, ventilation system, high security system)
available at CSK data center

Internet backbone, Internet connection 

General management of computer network resources 
(operational monitoring, performance monitoring, 
troubleshooting, maintenance services, 
back-up/restoration operations)
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■Client AIN PHARMACIEZ. INC.

■Effect of 
introduction

Average monthly inventory amount reduced by around 20% 
compared to previous method. Annual amount of inventory 
disposal reduced by around 25%

Introduction of system for dispensing headquarters and drugstores
⇒ improving efficiency of management of multiple drugstores in the dispensing pharmacy industry

○ Outline of system for dispensing headquarters and drugstores

Launching the system for the company’s dispensing headquarters and drugstores enables one-stop handling of all
previously separate systems from the receiving computer (administration system) through to accounting procedures 
Store management confusion is avoided by performing operations according to three separate stages (Steps 1-3) 

Example of services (2)
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Business environment

・ Domestic market maturing

・ Services diversifying and becoming more complex

・ Cost reduction the top priority - lower prices, shorter lead times

・ Needs for transition from “ownership” to “use”

・ More results-focused 

…Make selective investments for enhancing profitability and creating new businesses using IT

Further enhance originality (differentiation) and price competitiveness

IT services market and customer conditions
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CSK Group strengths and direction of business improvement
3 core businesses have scale and competitive edge

Systems 
Integration

IT Management

BPO business

・ Consulting
・ Systems development

/systems integration
・ ASP

・ Data centers
・ Systems management

・ Contact centers
・ Business process 

management

Provide value unique to CSK Group 

by combining/pursuing alliances among 3 core businesses

・ CSK-IT Management
・ CSI Solutions
・ CSK System 

Management

・ CSK ServiceWare
・ CSK SYSTEMS Dalian
・ VERISERVE (TSE 1st Section)

・ CSK SYSTEMS
・ CSK WinTechnology
・ Fukuoka CSK
・ HOKKAIDO CSK
・ CSK Securities Service 
・ Super Software
・ CSK Nearshore Systems 
・ CSK SYSTEMS (SHANGHAI)
・ JIEC (TSE 2nd Section)

=Provide commerce system management processesCSK PRESCENDO
(Fulfillment services)

CSK Group strengths

Help customers achieve business innovation by providing value unique to 
CSK that combines our 3 core businesses

Direction of business 
improvement
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Example of services integrating our 3 core businesses (1)

R-Online “The Shop” – Online shopping site utilizing e-commerce support service

■Client RENOWN INCORPORATED

■e-commerce 
support service

･”e-Vans” ASP service for e-commerce sites
･e-commerce fulfillment services
･”Baynote” web solutions 

○Online shopping site R-Online “The shop”

○ “e-Vans”
ASP service for front and back-end systems 
e-commerce (sales management)
○e-commerce fulfillment
Back-office services from product order 
fulfillment to shipping fulfillment
○ “Baynote”
A service that analyses web visitor 
behavior and recommends suitable information

○ Brands handled
D’URBAN (men's)
SIMPLE LIFE (men's and women's
ensuite (women's)
Arnie Arnold Palmer (women's)
Other

R-online “The Shop” TOPページRR--online online ““The ShopThe Shop”” TOPTOPページページ 商品一覧ページ商品一覧ページ商品一覧ページ

商品詳細ページ商品詳細ページ商品詳細ページ

商品写真拡大商品写真拡大商品写真拡大

○ http://e-shop.renown.com
List of  goods

Details of goods

Goods Photograph 
(expansion)

R-Online ”The Shop” Top page
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○ABC Douga Club (video distribution)
http://shop.asahi.co.jp/doga/

○Club ABC (staff management system)
http://club.asahi.co.jp/abcs

■Client Asahi Broadcasting Corporation

■Effect of 
introduction

The company achieved an increase in sales and a reduction in costs due to the 
introduction of this system. The company is able to respond promptly to 
consumer inquiries, leading to increased customer satisfaction

TV shopping and e-commerce sites can combine their sales and administration system data in real time with 
the “e-commerce business support service”

Example of services integrating our 3 core businesses (2)

e-commerce 
site launched

Video contents 
sales started

Integrated sales 
and administrative 
system operation 
at call center Users

NFRM support *3

Member management
system started

Mail order (PC)
Mail order (cellphone)
Hi-def video sales

NFRM
Query response
Mail order purchases

My page
Mail magazine

Blogs
Surveys

EC site

Online Video store
(distribution & DMS)

NFRM Support

Sales control system

Call center 
Order response system

Sales information

Product information

Inventory information

Order information

Customer information

Order fax 
server

Member 
management

Suppliers
Integration Integration

Integration

Integration
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Future of collaboration in and combination of 3 core businesses
: CSK Group’s independent hybrid cloud model

Recommended the effectiveness of utilizing a combination of BPO, IT
management, systems development and the public cloud at the 1st Cloud 
Computing EXPO Japan

The 1st Cloud Computing EXPO Japan Special Lecture
“The latest cloud trends, and the new environment being paved by the hybrid cloud”

Toshiaki Kurokawa, CSK Fellow, 
Technology Development 
Division,
CSK SYSTEMS

(May 14, 2010, 13:30 - 14:30 at Tokyo Big Sight)

プライベートクラウド
（お客様企業専用）

パブリッククラウド

IaaS

PaaS

SaaS

Amazon 
EC2/S3 

ホスティング
ベース

force 
.com Windows

Azure, 

Google 
App 

Engine 
など

IT基盤に依存しない柔軟な運用基盤 -コスト /セキュリティ /柔軟性などシステム特性に対応

システム開発／ BPO 

SaaS SaaS SaaS
… .

SaaS・ASP展開／ BPO 

既存
システム

既存 SI 

一部機能の
移行

mCloud
アプライアンス

（協業）

OSS/ 
Eucalyptus 

システム連携 （ ESB ） / 統合認証 / 分散処理

（アプリ）

（基盤）

（インフラ）
仮想化

金融 製造 流通 通信 ・・・

ワークフロー 認証 開発環境 ライブラリ・・・
ツールキット

(コンポーネント )  

業務
アプリ

アセット

Salesforce

J2EE, .Net アプリケーションフレームワーク

PrimeCloudPrimeCloudControllerController
（（ハイブリッドクラウド制御ソフトウェアハイブリッドクラウド制御ソフトウェア ））

HeartilManagementCenter
HMC

PrimeTiaaS, BPオンデマンド , 
LogShelter等

Creation of new service which integrates BPO, IT management, and systems development/New usage-based stock-type business model

Private cloud
(exclusive to client companies) Public cloud

IaaS

PaaS

SaaS

Amazon 
EC2/S3 

Hosting Base

force 
.com Windows

Azure, 

Google 
App 

Engine,
etc. 

A flexible management base that does not depend on IT infrastructure – cost/security/flexibility to support system characteristics 

Systems Development,BPO 

SaaS SaaS SaaS

SaaS, ASP, BPO 

Existing 
systems

Existing SI 

Transition of 
some 

functions

mCloud
appliance

(collaboration)

OSS/ 
Eucalyptus 

System integration (ESB) Integrated authentication Decentralized processing

(Applications)

(Foundation)

(Infrastructure)
Virtualization

Finance Manufacturing Logistics Communication
・・・

Workflow Authentication
Development 
environment Library

・・・

Toolkit
(Component)

Administrative 
applications

Asset

Salesforce

J2EE, .Net Application framework

PrimeCloudPrimeCloudController
(Hybrid cloud management software)

Heartil Management Center
HMC

PrimeTiaaS, BP On demand
LogShelter, etc.

“Making real use of the cloud”
CSK Group – Helping clients innovate in their business with cloud technology

After graduating from the University of 
Tokyo College of Arts and Sciences in 
1972, Kurokawa developed his career 
at Toshiba Research and Development 
Center, ICOT, and IBM Japan before 
joining CSK in 1999. Currently he is a 
CSK Fellow at the Technology
Development Division of CSK 
SYSTEMS. He is a non-regular lecturer 
at the University of Kyoto and is also a 
researcher at the Ministry of 
Education’s National Institute of Science 
and Technology Research Center for 
Scientific and Technology Trends, 
specializing in ICT HR development, 
design thinking and cloud computing. 
He is a regulation expert for ICT 
regulation and intellectual property 
center authentication, and an ICES 
founding member. He is also involved in 
the creation of JIS for C#, CLI and 
ECMAScript, and regulation HR 
development as the director of the 
Media Computing Conference
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Interest-bearing debt: Year-end balance and repayment plan

・ FY2010/3 ： Repaid ¥5 bn in Feb. 2010
・ FY2011/3 ： ¥10 bn of the planned repayment amount of ¥15 bn already repaid in Apr. 2010   
・ Repaid interest-bearing debt through sale of assets and  operating income

FY2011/3 FY2012/3 FY2013/3 FY2014/3

Repayment plan (repayment amount)

15.0

‐

‐

10.0

21.8

‐

10.0

‐

‐

10.0

‐

35.0

Debts 
payable

Euro CB

Domestic 
CB

15.0 31.8 10.0 45.0Repayment 
plan

Interest-
bearing debt

End. Mar 
2010 

balance

45.0

21.8

35.0

End. Sep. 
2009 

balance

50.0

21.8

35.0

101.8106.8 86.8 55.0 45.0 ‐

(Billion yen)

*Interest-bearing debt of CSK Holdings (non-consolidated)
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Revenue

Operating income

FY2010/3

¥165.9bn

¥4.1bn

Operating margin 2.5 %

Medium-term target( (FY2014/3

¥200.0bn

¥15.5bn

7.8 %

Medium-term quantitative targets

IT management 
business

（¥55bn）

BPO business

（¥45bn）

Systems integration 
business

（¥100bn）

【 FY2010/3 】

【 Medium-term target (FY2014/3 】

58% 23%

19%

28%

50%

22%

FY2011/3(forecast)

¥160.0bn

¥10.0bn

6.3 %

※ Innovation ¥20bn

■Medium-term sales targets by business

■Medium-term quantitative targets
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＜免責事項 Disclaimer ＞

本資料は、業績およびグループ事業戦略に関する情報の提供を目的としたものであり、
CSKホールディングス及び当社グループ会社の株式の購入や売却を勧誘するものでは
ありません。本説明会及び資料の内容には、将来の業績に関する意見や予測等の情報
を掲載することがありますが、これらの情報は、資料作成時点の当社の判断に基づいて
作成されております。よって、その実現・達成を約束するものではなく、また今後、予告な
しに変更されることがあります。本資料利用の結果生じたいかなる損害についても、当
社は一切責任を負いません。また、本資料の無断での複製、転送等を行わないようにお
願い致します。

This material is intended to provide information about the business performance and 
strategy of the CSK Group. It is not intended and should not be construed as an 
inducement to purchase or sell stock in CSK HOLDINGS or CSK Group companies. 
Statements in this presentation and at the explanatory meeting that are not historical 
fact are forward-looking statements, based on the current beliefs, estimates and 
expectations of management. As these beliefs, estimates and expectations are subject 
to a number of risks, uncertainties, and assumptions, actual results may be materially 
different. CSK HOLDINGS undertakes no obligation to update any forward-looking 
statements, and shall in no event be liable for any damages arising out of the use or 
interpretation of this material. Please refrain from copying, disseminating or distributing 
this material without the prior consent of CSK HOLDINGS. 


