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Notes: 1. This is an English translation from the original presentation in Japanese.
2.  In this presentation, “FY16”  refers to the year ending March 31, 2016.

AVC Networks Company Business Policy / BtoB Solutions Growth Strategy1/24

Contents

1. FY15 Results

2. FY16 Business Policy

3. BtoB Solutions Growth Strategy



Copyright (C) 2015 Panasonic Corporation All Rights Reserved.

AVC Networks Company Business Policy / BtoB Solutions Growth Strategy2/24

Contents

1. FY15 Results

2. FY16 Business Policy

3. BtoB Solutions Growth Strategy

AVC Networks Company Business Policy / BtoB Solutions Growth Strategy3/24

【Business Divisions】
・Office Products
・Comm. Products

BtoB customers

Sales & Solutions company in Japan & Overseas

Sales
Proportion

Sales
/SI

*2

Visual & Imaging
business

【Business Divisions】
・Imaging Network
・Security Systems
・Visual System

Mobility
business

【Business Divisions】
・IT Products
・Storage

Core
busi-
ness

Vertical Solution
business

【Business Divisions】
・Infra. Systems
・Avionics

Communication
business

*1

Four Core BusinessesFour Core Businesses

149.0bil. yen

13％

267.3bil. yen

23％

210.5bil. yen

18％

308.3bil. yen

27％

*1 ＳＩ：System Integration    *2 FY15 Results
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Completed business restructuring

Establish promoting formation of solutions business
Expand contacts with customers

Made synergy by business reforms

Status of FY15Status of FY15
Completed business restructuring and reforms

Commencement of building foundation for growth
Completed business restructuring and reforms

Commencement of building foundation for growth

FY14 FY15 FY16
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●Business restructuring & conversion in DSC, PDP, BtoC Smart Phone
●Transferred base station business
●Established joint venture(JOLED   Corporation)*1

●Transferred Home Entertainment BD to AP 
●Transferred LCD business to AIS

*1: OLED: Organic light emitting diode  
*2: Appliances Company
*3: Automotive & Industrial Systems Company

*2

*3

Select target industry & Strategic investment
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FY15 ResultsFY15 Results

Sales
■Sales growth effect 

in 4 core businesses
■Effect of business restructuring 

like PDP etc.

■Growth in 4 core businesses
/Positive impact of FX

■Decrease sales due to
business restructuring

OP

UP UP

FY14 FY15

Sales

OP
（%）

FCF -4.7 79.1

35.7
(3.1%)

1,152.5

（yen:billions）

1,154.3

51.8
(4.5%)
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+1.8

Sales Analysis

Business
restruc-
turing

Others    

1,152.5
1,154.3

-53.0

-5.2

FY14 FY15

1,099.5

Visual &
Imaging

Mobility

Communi-
cation

Vertical

-5.0
+17.0

+1.0

+47.0

+16.1 

35.7

51.8

Business
restruc-
turing

+12.0
+4.0

FX

+7.0

Sales
growth

OP Analysis

Investment
etc.

-6.9

FY15 Sales and OP AnalysisFY15 Sales and OP Analysis
Completed business restructuring for sustainable growth

（yen:billions） （yen:billions）

FY14 FY15
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Vision of AVC Networks CompanyVision of AVC Networks Company
Directly offer business solutions to BtoB customers 

by AV and ICT technology integration
- contribute to smart society in the cloud era -

FY15 

System solutions

Product solutions

Box(Hardware)

1,154.3

■ 1.5 tri. yen contribution within “Corporate BtoB solutions total sales 2.5 tri. yen” in FY19■ 1.5 tri. yen contribution within “Corporate BtoB solutions total sales 2.5 tri. yen” in FY19

CAGR
（FY15→19）

+7%

1,236.0

FY16(f) FY19(f) 

1,500.0

（yen:billions）

Improve level of 
solutions technology

with competitive products

２.５
tri. yen

AVC
１.５

tri. yen
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FY15 FY16(f)

Sales

OP
（%）

FCF 79.1 0.0

1,154.3
1,236.0

67.5
(5.5%)51.8

(4.5%)

FY16 Business Policy and TargetsFY16 Business Policy and Targets

【Business Policy】

1. Sales and OP expansion by strengthening core businesses

2. Strengthen contacts with customers for business growth

（yen:billions）
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FY16 Sales and OP AnalysisFY16 Sales and OP Analysis
Advance to generate profit by sales expansion

+81.7 +15.7

Visual &
Imaging

Mobility

Communi-
cation

Others

1,154.3

1,236.0

+33.0

+21.0

+10.0
+6.0

-36.3

FY15 FY16(f)

FX

+28.0

+20.0

FY15 FY16(f)

51.8

67.5

Sales
growth

+25.0

+15.0

Fixed-cost FX

-2.4Rationali-
zation

Investment
etc.

-13.9

-8.0

Sales Analysis     OP Analysis 

*

*Solution include SI / Engineering / Support
without 4 core businesses

Vertical
Solution

（yen:billions） （yen:billions）
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Overview of BtoB SolutionsOverview of BtoB Solutions
Offering values to service industries by utilizing our “DNA” 

experienced in consumer electronics business

Restaurant

Finance

Retail

Logistics

Avionics

Hotel/MICE

AV solutions
Security
solutions

Payment
solutions Security

ComfortSimplicity

Social Infra.

Impression
IoT network

*

Cloud & Service
Solutions

Convenience
*MICE stands for Meeting,Incentive,Convention, Exhibition etc.
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Direction of Business DevelopmentDirection of Business Development

Core system
（Service）

Industry
application
（Software）

Terminal
（Hardware）

Existing System Integrator

Offer values with
“End to End”

（Aim No.1 market share
in targeted markets）

Competitive hardware products to support solutions business

Solutions
area

Back End Middle End Business Front

Offer values with
“customized system”

Resolving customers’ issue in “Business Front”
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Key Initiatives for GrowthKey Initiatives for Growth

■ Strengthen Products & Solutions

■ Strengthen Contacts with Customers

■ Strategic Investment

■ Strengthen Products & Solutions

■ Strengthen Contacts with Customers

■ Strategic Investment
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■Products differentiation by high resolution & visual 
processing/analysis & optical technology
■Suggestion of 4K solutions and wide usage like video production, 
store management, open exhibition, education etc..

e.g. Strengthen products(4K line-up)

4K Line-up

Share No.1 in high 
brightness models

Differentiation by high 
resolution and sensitive

Enhancement of line-up

Initiatives for Visual & Imaging businessInitiatives for Visual & Imaging business
Products/Solutions Customer Contacts Strategic Investment

Sales growth with solutions by strengthening competitive hardware

267.3

350.0

FY15

308.0

FY16(f) FY19(f)

CAGR（FY１5-19）

+７％

（yen:billions）
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e.g. Strengthen products CAGR（FY15-19）

+７％

（yen:billions）

210.5

280.0

FY15

235.0

FY16(f) FY19(f)

■Enhancement of line-up
from handheld to
20 inch & 4K model

Tough Tablet Payment System

■Improvement of mobile POS 
terminal by tough & lightweight 
& payment technology

Initiatives for Mobility businessInitiatives for Mobility business
Improving hardware and line-up to meet customer needs

Products/Solutions Customer Contacts Strategic Investment
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■Enhance line-up from small-large IP-PBX to voice-visual terminals
■Expand new channel by increasing peripheral terminals of home 
network system

PBX relevant Home Network System

Large
Small

Voice

Visual

Outside
camera

Main terminal

Human 
detecting

sensor
Smart
plug

Cordless 
extension/
controllerInside

camera

Inside
siren

Water leak
sensor

Window/door
sensor

Products/Solutions Customer Contacts Strategic Investment

Initiatives for Communication businessInitiatives for Communication business
Improving hardware and line-up to meet customer needs

e.g. Strengthen products(business/home) CAGR（FY15-19）

+２％

（yen:billions）

149.0
160.0

FY15

158.0

FY16(f) FY19(f)
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Initiatives for Vertical Solution businessInitiatives for Vertical Solution business
Offering solution to customers with wide range of customer services

e.g. Initiatives for Avionics Business

Repair & Maintenance
■Integration of personal terminal
■Stabilized network quality

■Enhance remote maintenance

IFE/GCS(Global Communication System)

CAGR（FY15-19）

+５％

（yen;billions）

308.3

370.0

FY15

331.1

FY16(f) FY19(f)

e.g. Initiatives for Infra. System Business

ITS

■Improve efficiency of installation by downsizing

・Discount rate toll applied for vehicles
taking detour

・Support traffic control for commercial
vehicle

Next development：ITS Spot

Products/Solutions Customer Contacts Strategic Investment
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Initiatives for Strengthening SolutionInitiatives for Strengthening Solution
Expansion of values for customer after installation of products

Offer customized solutions

Strengthen Solution by reinforcement of SI & Engineering

Construction
SE・

ConstructionSI
Support・

Service

Products/Solutions Customer Contacts Strategic Investment

e.g. Stadium solution
・Expansion of experience and know-how about installation 
of big screen system at the outdoors.
・Offer customized solutions with other products such as wide camera

Example of delivered case : Lincoln Financial Field(Pennsylvania, United States)
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Enhancement of Customer Touch pointsEnhancement of Customer Touch points
New Establishment of “Innovation Center”(April 1, 2015)

■Relocate engineers to front office
and promote them to 
directly communicate with customers

■Capture customers’ needs to create 
business

Innovation Center

Business
Division

Sales Customers

Collaboration

AVC
R&D

Solution
development
Into frontline

collaborate

Business
promotion

Solutions
development

Business
matching

■Employees ：approximately 500 people(including around 400 engineers)
■Main location ：Yokohama city in Japan

Accelerate innovation of “Business Front” with customers
with closer relationship between marketing and R&D

Accelerate innovation of “Business Front” with customers
with closer relationship between marketing and R&D

Products/Solution 顧客接点強化 Strategic InvestmentCustomer Contacts
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Innovation Center:Co-create with customersInnovation Center:Co-create with customers
Deliver value and suggest solutions for customers’ problem

Hypothesis
Trial products

Deliver,
Inspection

of sites

Study
review

Lean
startup

Customers’
site

Innovation
Center

1. Develop pilot product based on 
customer needs by utilizing 
competitive technology in AVC

2. Demonstration
in customers’ site

3.Review test results
Define issues

collabo-
rate

H
or

iz
on

ta
l e

xp
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to
 o
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 a
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a
Products/Solution 顧客接点強化 Strategic InvestmentCustomer Contacts
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Non-organic Growth by Strategic InvestmentNon-organic Growth by Strategic Investment
Promoting M&A and partnership centering on main industries

・Complement of products and technology
・Acquisition of sales channel
・Establish SI and engineering organization

・Promoted M&A in global
（10 cases in JP/US/EU etc.）

FY15 Results FY16～

Strategy

・Accelerate activities in FY16 and 
FY17 to reach 1.5 tri. yen in FY19

・Study and executive investment 
strategy centering on service 
industries and North America

Products/Solution Customer Contacts 戦略投資Strategic Investment

Have entered into a definitive agreement
for Panasonic to acquire ITC Global

・Contributed 20.0 bil. yen in sales  
growth in FY16

Satellite communication services Co.
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Initiatives for North AmericaInitiatives for North America
Will newly establish AVC Networks North America Division 

■Objective

■Initiatives

・Enhance relationship with customers whose headquarters located in
North America
・Accelerate growth strategy for business in North America

・Establish relationship with partners’ executives and promote collaboration
・Promote non-organic growth strategy(M&A and alliance etc.）

President of AVC Networks Company based in U.S. 
to promote growth strategy promptly
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+345.7

1,154.3

1,500.0

+224.9

+120.8

FY15

F
o
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r 
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1,154.3

1,500.0

+60.0

+190.0

+95.7

＋３，４５７億円

Toward 1.5 Trillion yen in FY19Toward 1.5 Trillion yen in FY19

Sales Analysis by Core Businesses Sales Analysis by Regions

+345.7

Core business： 4 core businesses and solutions

Regional business： Europe and Americas

（yen:billions）

Mobility
Visual & Imaging

Communication
Vertical

FY19(f) FY15 FY19(f)

Solution etc.*

*Solution include SI/Engineering/Support
etc. without 4 core businesses

Japan

Europe

America

Strategic
Regions

（yen:billions）
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Disclaimer Regarding Forward-Looking Statements
This presentation includes forward-looking statements (that include those within the meaning of Section 27A of the U.S. 

Securities Act of 1933, as amended, and Section 21E of the U.S. Securities Exchange Act of 1934), as amended about 
Panasonic and its Group companies (the Panasonic Group). To the extent that statements in this presentation do not relate to 
historical or current facts, they constitute forward-looking statements. These forward-looking statements are based on the 
current assumptions and beliefs of the Panasonic Group in light of the information currently available to it, and involve known 
and unknown risks, uncertainties and other factors. Such risks, uncertainties and other factors may cause the Panasonic 
Group's actual results, performance, achievements or financial position to be materially different from any future results, 
performance, achievements or financial position expressed or implied by these forward-looking statements. Panasonic 
undertakes no obligation to publicly update any forward-looking statements after the date of this presentation. Investors are 
advised to consult any further disclosures by Panasonic in its subsequent filings under the Financial Instrument and Exchange
Act of Japan (the FIEA) and other publicly disclosed documents.  
The risks, uncertainties and other factors referred to above include, but are not limited to, economic conditions, particularly 

consumer spending and corporate capital expenditures in the Americas, Europe, Japan, China and other Asian countries; 
volatility in demand for electronic equipment and components from business and industrial customers, as well as consumers in 
many product and geographical markets; the possibility that excessive currency rate fluctuations of the U.S. dollar, the euro, 
the Chinese yuan and other currencies against the yen may adversely affect costs and prices of Panasonic’s products and 
services and certain other transactions that are denominated in these foreign currencies; the possibility of the Panasonic Group
incurring additional costs of raising funds, because of changes in the fund raising environment; the possibility of the Panasonic 
Group not being able to respond to rapid technological changes and changing consumer preferences with timely and cost-
effective introductions of new products in markets that are highly competitive in terms of both price and technology; the 
possibility of not achieving expected results on the alliances or mergers and acquisitions; the possibility of not being able to
achieve its business objectives through joint ventures and other collaborative agreements with other companies, including due
to the pressure of price reduction exceeding that which can be achieved by its effort and decrease in demand for products from 
business partners which Panasonic highly depends on in BtoB business areas; the possibility of the Panasonic Group not being 
able to maintain competitive strength in many product and geographical areas; the possibility of incurring expenses resulting
from any defects in products or services of the Panasonic Group; the possibility that the Panasonic Group may face intellectual 
property infringement claims by third parties; current and potential, direct and indirect restrictions imposed by other countries 
over trade, manufacturing, labor and operations; fluctuations in market prices of securities and other assets in which the 
Panasonic Group has holdings or changes in valuation of long-lived assets, including property, plant and equipment and 
goodwill, deferred tax assets and uncertain tax positions; future changes or revisions to accounting policies or accounting rules; 
as well as natural disasters including earthquakes, prevalence of infectious diseases throughout the world, disruption of supply
chain and other events that may negatively impact business activities of the Panasonic Group. The factors listed above are not 
all-inclusive and further information is contained in the most recent English translated version of Panasonic’s securities reports 
under the FIEA and any other documents which are disclosed on its website.

In order to be consistent with generally accepted financial reporting practices in Japan, operating profit (loss) is presented in 
accordance with generally accepted accounting principles in Japan. The company believes that this is useful to investors in 
comparing the company's financial results with those of other Japanese companies. Under United States generally accepted 
accounting principles, expenses associated with the implementation of early retirement programs at certain domestic and 
overseas companies, and impairment losses on long-lived assets are usually included as part of operating profit (loss) in the 
statement of income.


