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Presentation 

 

Ogawa: Mr. Yoshiba, President of Architectural Glass Asia Pacific Company, will explain the business strategy 
of our architectural glass business in Asia. Mr. Yoshiba, please. 

Yoshiba: Hello, everyone. My name is Yoshiba, President of Architectural Glass Asia Pacific Company. I would 
like to give you an overview of the company and its strategy. 

 

Here is the table of contents. I will explain these details to you.  

First, let me briefly touch on our architectural glass business, not only in Asia, but also globally, including 
Europe and the Americas. After that, I will give an overview of our business in Asia and our business strategy 
and targets. 



 
 

 

First, let me explain the position of the architectural glass business within the AGC Group on a global basis. 

Sales totaled just over JPY470 billion, about a quarter of the Company's total sales. 

 

 

 

 



 
 

 

Overall, the architectural glass business as a whole has made progress and contributed to the structural 
reforms that have been implemented over the past several years, resulting in improved profitability and asset 
efficiency over the past several years. 

 

 

 

 



 
 

 

Next, I would like to explain our business in Asia. 

The Asian business has sales of over JPY150 billion, accounting for more than 30% of the total sales of the 
architectural glass business. 

 

 

 



 
 

 

The regions in which we operate can be broadly divided into Japan and the rest of Asia, and we have 
established business headquarters in each of these regions to conduct our business. 

In Asia, we have established local production bases in Indonesia and Thailand, where we are developing local 
businesses and exporting products manufactured there to the entire Asian region. The regional headquarters 
for Asia is located in Singapore. 

 

 



 
 

 

In our architectural glass products, we apply a variety of processes to the basic product, called flat glass, and 
add various functions, as shown here.  

We are committed to creating social values that enrich people's lives through our products. 

 

 

 



 
 

 

Here are the most recent sales figures for our Asian operations. 

As for Japan, the market environment is improving due to structural reforms in the industry. I will explain in 
detail later. In addition, although there was a sharp rise in raw material and fuel costs, we were able to 
implement price revisions and establish a stable profit structure. 

On the other hand, in Asia, we have recovered from the stagnant demand caused by the COVID-19 pandemic 
and have been able to steadily capture the market growth that was originally expected and achieve 
profitability as planned. 

The graph on the right shows the percentage of sales in Japan and Asia. 



 
 

 

Next, I will explain our business strategy. 

First, our business mission is Glass for Quality Life. We see our mission as creating social value by realizing 
affluent lifestyles through the superior material of glass. 

Our business has two strengths. 

One is a strong supply chain rooted in the market and built up over a long period of time and the ability to 
develop appropriate supply chain coverage tailored to local realities and to capture added value. 

In terms of technology, we have world-class product and process development capabilities. With such 
technological capabilities, we will promote the development of high-performance glass, such as energy-saving 
glass, and GHG reduction technology, which will be necessary in the future. 



 
 

 

On the left side of the slide, you see three main strategies. 

The three main strategies are: stable cash generation as a core business, to launch and explore new businesses, 
and to address environmental issues. I will explain this in more detail on the next slide. 

 

 

 



 
 

 

The first point is to generate cash on a stable basis. 

To achieve this goal, we are developing the five measures shown at the bottom of this slide.  

In particular, regarding the increase of high value-added products, which is written at the top, we will 
incorporate added value by developing and introducing products suited to the characteristics of each market, 
Japanese and Asian.  

In particular, we are taking advantage of the momentum for energy conservation and are working to convert 
this momentum into added value. 



 
 

 

Let me briefly explain the structure of the market in Japan. 

As shown in the bar graph in the middle, over the past several years, structural reforms have progressed, 
particularly among competitors, and the supply-demand balance has been achieved. Against this backdrop, 
we have created an environment in which appropriate value-added and price revisions can be implemented. 

Regarding demand, it is also expected that the number of new housing starts will decrease in Japan due to 
the declining birthrate. On the other hand, demand for renovation and for products that combine two or three 
panes of glass for higher-performance energy-saving glass is increasing, which is supporting demand. 

 



 
 

 

Next, let's look at the Asian market. 

Basically, base demand can be expected in the Asian market. Among them, we are particularly looking forward 
to capturing the demand for energy-saving glass with energy-saving performance and the expected growth of 
high value-added products. 

 

 

 



 
 

 

Next, let's look at our new businesses. 

The Japanese market in particular is a mature market, and we intend to strengthen the foundation of our 
business by introducing products with higher added value and functionality, such as those shown here. 

 

 

 



 
 

 

Here, we show what specific technologies we have in terms of product and process development capabilities. 

One point I would like to highlight is that we recognize that our strength lies in developing products that can 
be differentiated not only in the glass business, but also by combining technologies from our other businesses, 
such as electronics and chemicals. 

 

 

 



 
 

 

Next, we will address environmental issues. 

There are two major aspects.  

The first is the reduction of GHG emissions in the manufacturing process, which is being promoted as 
described on the left of the slide.  

We also hope to contribute to the realization of a recycling-oriented society by promoting glass recycling. 
Once on the market, the glass is collected after use and used again as raw material. 

I would also like to highlight that glass recycling contributes to GHG emission reductions because it requires 
less energy to melt than raw materials and also prevents the generation of raw material-induced CO2. 



 
 

 

This section shows how to develop technologies to reduce GHG emissions in float glass melting furnaces. 

One point I would like to highlight is that we operate globally, so we are developing different technologies 
that are suited to the situations of each region. In the future, when the market environment changes, we will 
be able to respond to changes in society by deploying our technology horizontally across regions.  

We recognize that this is the strength of our architectural glass business. 

 

 



 
 

 

Another aspect of our response to environmental issues is to contribute to energy conservation and energy 
creation in the world through our products. 

Listed here are the core products. By supplying these products to the market, we aim to contribute to energy 
conservation and ultimately GHG reduction in society. 

 

 

 



 
 

 

Finally, here are the goals of the business. 

As I mentioned, the structure of our business has become very stable. By also promoting value-added products, 
we intend to further strengthen this business base and aim to generate stable cash flow as a core business. 

That concludes my explanation. 

Ogawa: Thank you very much, Mr. Yoshiba. 

[END] 


