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I would liketo know thereason for the strong domestic salesin the 3 quarter (three months). Please

quantify the contribution of actual demand, if possible.

Al: There are several reasons for strong domestic. $afegthe increase is comparisorwith the weak

Q2

A2:

Q3:

performance in the sanquarterof FY201¢. Second, hospitahavestarte(to renewequipment whictwas
introduce( with the governmerfund for regionalmedicalcare revivalplan. Third, largeordersare usually
concentratein the fouth quarter, busomeof them wereadvance intothe 3% quarte this yearThe number
of hospitals whorequired deliverieduring theNew Year’'sholiday increaseas theywanted to avoithe busy
April perioddue tothe revision ofmedicaltreatmer fees It is difficult to clarify the actual demand, b
university hospitls and public hospitalhaverestraired capex forthe pas few years Wefeeltheyare now

begiming to renewequipmen

You said that domestic sales grew higher than expected in the 3 quarter. Which market was stronger
than your expectation? Besides, what isyour outlook for demand in the private hospital market?

Sales in all markets increased favoy, especiall in theuniversityandpubic hospital marke. In the private
hospitalmarket andheclinic market, thereorgaiization oisales operatiol we conducte in April 2016
continues to have a positive efl. Becaus@rivate hospitalmakequick decisiors or capital investme, if
there is a positive trend in purchasequipment to prepafor the medical treatment fsrevisior, it will

happerin theprivate hospital market in Mar.

SG& A expensesincluding R& D costs seem to exceed the budget. | think the Company isunlikely to
meet itsfull-year operating income target of 15 billion yen. What isthe probability of achieving it?

Besides, will R& D costs continue to increase considerably in the next fiscal year and beyond?

A3: Although F&D costsexceed the budc, we are restraining personicost,expensesanddepreciatio. Total

SG&A expenss remair within theforecastTherefore, if wecanachieve the saleforecas, we will also be
able to achievtheoperating incomforecastBecausehe middle-endbedsid monitois which weplan to
launch in this fiscal yeearesome of our main produc, developmeninvestmenof therr was greate than
expecte. At this momen we thinkthe increase of &D costswill be smallerin the next fiscal yeethan this
fiscal yea. We areworking on our pla for the next fiscal yeiand cannot make any statement about theil s

at this time.
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Q5:
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Q6:

AG:

Q7.

AT:

Gross profit margin in the 3 quarter (three months) was 49.1% compared to 49.4% in the same

quarter of FY2016. Can you comment on this number? What isyour outlook for the 4" quarter gross
profit margin?

In the 3 quarter (three months), the reason for the lowesgyprofit margin is the increase of large orders
combining in-house products and purchased produdtte university and public hospital market indapOn
the other hand, negative impact of outsourcing fes minor in the "8 quarter (three months) because it was
possible to handle the installation work of patiewmnitors with internal resources in the U.S. Wpesx the
gross profit margin in the"4quarter to improve from 45.9% in the same quaatgiryear, but it would be

difficult to achieve a full year gross profit mamgdf 48.0%.

You explained that the launch of the middle-end bedside monitorsis delayed. Could it have an impact on
the 4™ quarter sales?

The launch of middle-end bedside monitors tldelayed by a month to the end of February dy &éarch.
We expect these new products to fully contributeaies from April, but the impact of the delay ba #th

guarter sales would be small.

My under standing isthat outsourcing feesin the U.S. will not incur in future because the headquarters

continue to send staff to support installation work. Isthat right?

As sales in the U.S. are also concentratedanchl, support from the headquarters may not beginand we
may need to use outsourcing. We would like to iaseethe number of service staff in the U.S. suéigidind
strengthen the scheduling management in the repdlfyear. Ideally, they should install products by

themselves, without support from headquarters tgooucing.

| waswondering if you could give us a sense of the domestic sales growth and outlook for each market in
the next fiscal year.
In the mid-term business plan which we staitethis fiscal year, our target of domestic salesagh is from 2
to 3%. We would like to aim to grow sales in trasge in the next fiscal year too, but first we htveee the
result for this fiscal year and the contents ofrttelical treatment fees revision. We would likénicrease our
sales in the private hospital and clinic markestigngthening sales activities which are tailocedach
market. Besides, replacement demand has finallganed among university hospitals and public holspita
we expect sales to grow steadily from now on. Timtook in each market doesn't seem to be so badgré/e
working on our plan for the next fiscal year androat make any statement about the details atithés t
(End)

(Cautionary Statement)

*This material is posted for reference purposesrfeestors. This is a summary and not a verbatoongof all
statements made at the meeting.

*Earnings forecasts and other forward-looking statets in this material are based on informationemtty available
and certain assumptions that the Company belieneaieasonable. Therefore, they do not constituigasagtee that they

will

be realized. Actual results may differ fromcsuestimates due to unforeseen circumstances.



