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FY2012 (Result) FY2013
Plan Result

Revenue  1,509.1 1,700.0 1,729.4
Ordinary income/loss -28.5 60.0 54.9

Bulkships -24.7 40.0 57.1
Containerships -11.2 10.0 -14.5
Others* 7.5 10.0 12.4

Net income/loss  -178.8 50.0 57.3

Shareholders’ equity 535.4 590.0 679.1
Equity ratio 25% 26% 29%
Net gearing ratio        158% 154% 135%

Cost reduction  29.0 31.5 34.0

Business Structural Reforms
Others*=Ferry & domestic transport, Associated 
businesses, Others and Adjustment

How would you evaluate 
the results of the fi scal 2013 
management-plan
“RISE2013”?

Question 1:

Achieving Profi t Recovery and Returning 
to a Growth Trajectory

It was a good year, exceptional in many respects. 
RISE2013 was itself an exception, with a timeframe 
of just one year. We typically launch midterm man-
agement plans with a horizon of three years, but 
this single-year management plan was designed 
with a very immediate purpose. In both fi scal 2011 
and fi scal 2012, MOL posted losses. RISE2013 was 
designed to bring the Group back to profi tability in 
fi scal 2013, placing us on solid footing for future 
growth. We carried out Business Structural 
Reforms in fi scal 2012 and other measures that we 
expected would help to regain profi tability on an 
accounting basis. On top of that we aimed to build 
up cash fl ow and achieve a V-shape recovery in 
profi t, thereby strengthening our fi nancial position 
and returning the Group to a growth trajectory.
 On the whole, I believe we achieved our tar-
gets. Ordinary income of ¥54.9 billion fell short of 
our ¥60.0 billion mark, but net income surpassed 
our ¥50.0 billion target, reaching ¥57.3 billion. We 
also exceeded our targets for the equity ratio, 
which improved to 29% (we had targeted 26%), 

and net gearing ratio improved to 135% (we had 
targeted 154%). 
 Looking closer, bulkships were on a clear 
upswing, but containerships went the other way, 
ending the year in a loss. We were helped by a 
better than expected correction in the overvalued 
yen and lower bunker prices. On the other hand, 
through the outlined initiatives to transform our 
business model, we achieved more effi cient 
deployment of ships in dry bulkers, tankers and car 
carriers. Benefi tting from the intensity of focus 
brought by the single year time frame, we were 
able to reduce costs on an entirely different stage, 
achieving ¥34.0 billion in reductions, surpassing 
our target of ¥31.5 billion. Without these initia-
tives, we would not have been able to improve 
cash fl ows and reverse fi scal 2012’s ordinary loss of 
¥28.5 billion with ordinary income of ¥54.9 billion 
in fi scal 2013. More than that, by also attaining a 
higher level of business intelligence aimed at in 
RISE2013, the path for the next midterm manage-
ment plan is now visible. Not only did we fi nd our 
footing, we were able to build a springboard for 
MOL’s future.

(¥ billions)
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Solid Accomplishments in Bulkships 

It helps to look at the details by segment and busi-
ness division.
 The dry bulker division, which posted a large 
loss in fi scal 2012, was really the key to improving 
business performance in fi scal 2013. As a pillar of 
the Business Structural Reforms implemented in 
the fourth quarter of fi scal 2012, we transferred 
sales and operations of free vessels to our subsid-
iaries in Singapore. Although this led to large 
extraordinary losses, we made our fl eet more cost-
competitive in fi scal 2013. We also gained advan-
tageous cargo contracts in Singapore, a hub for 
both customers and information, and achieved 
effi cient deployment of vessels. Delivery of new 
vessels has come off its peak and the market has 
pulled out of its slump. This helped vastly improve 
earnings and, coupled with stable profi ts from 
long-term contracts, we were able to rebuild a 
structure that contributes solid profi t to MOL’s 
business performance.
 Although the tanker division regrettably did not 
turn a profi t, it was able to greatly reduce its loss 
and is, I believe, poised to turn a profi t in the next 
fi scal year. In crude oil tankers, we reduced losses 
by shrinking free tonnage and we wrote off some 
of our ships at the end of the fi scal year. After 
transferring sales and operations to Singapore, 
chemical tankers, which were able to secure profi t-
able cargo and effi ciently deploy vessels, and LPG 
tankers, which were supported by favorable mar-
ket conditions, both turned a profi t.
 The LNG carrier and offshore businesses division 
secured stable profi ts on par with the previous fi s-
cal year thanks to long-term contracts, while accu-
mulating new contracts for future growth thanks 
to tenacious activities to win orders. A particularly 
notable milestone was MOL’s success in Uruguay, 
where we became the fi rst Japanese shipping com-
pany to participate in an FSRU project anywhere in 
the world. This defi nitely showcased MOL’s under-
lying strength.
 Despite declining exports of automobiles from 
Japan, the car carrier division increased profi ts  by 
effi ciently taking on inbound voyages and cross 
trades outside of Japan.
 Assembling the results of these four divisions, 
Bulkships churned out ¥57.1 billion in ordinary 
income. This was a sharp turnaround of ¥81.9 bil-
lion yen, from the ¥24.7 billion loss in the previous 
fi scal year. It also surpassed the RISE2013 plan of 
¥40.0 billion in ordinary income by ¥17.1 billion. 
With the dry bulker market pulling out of the 
slump as expected, this was a really solid year.

Containerships and Unfi nished Business

The segment that fell short of forecasts was con-
tainerships. The original target called for ordinary 
income of ¥10.0 billion yen, but the fi scal year 
ended in a loss of ¥14.5 billion. One after the 
other, very large vessels were delivered, pushing 
smaller vessels out of some routes and causing 
them to cascade to other routes. Despite broad 
efforts from shipping companies to facilitate recov-
ery, this in turn destabilized freight rates, causing 
average rates to fall signifi cantly year on year. In 
effect, this erased all of the gains from cost cut-
ting, the weaker yen and lower bunker prices. And 
with the dockworker strike in Hong Kong and the 
incident involving the containership in the Indian 
Ocean, segment loss worsened ¥3.2 billion from 
the previous fi scal year.
 The other segments performed well. With the 
Japanese economy recovering, the ferry & domes-
tic transport segment increased profi ts beyond 
plans and the associated business segment secured 
stable profi ts, especially in real estate.
 MOL secured ¥50.0 billion in stable earnings in 
fi scal 2013, virtually unchanged from the previous 
fi scal year. What differed considerably, however, 
was that other earnings than stable profi ts did not 
deteriorate into a loss and offset stable profi ts. This 
clearly shows the success of the Business Structural 
Reforms and the initiatives of RISE2013
 Despite the overall success of RISE2013, there 
remains some unfi nished business. More than any-
thing, we need to return containerships to profi t-
ability. For some reasons including stagnant freight 
rates on North-South routes, where we have a pres-
ence, our business performance lags other compa-
nies we benchmark. We need to evaluate the 
business environment and bolster measures to 
recover profi tability.
 We also need to remain sensitive to market 
developments. As the market improved for dry 
bulkers and tankers, speculative orders were again 
made for some vessel types in the latter half of fi s-
cal 2013, which is worrying.
 The new midterm management plan “STEER 
FOR 2020” was formulated in parallel with the 
execution of RISE2013 in light of the accomplish-
ments and unfi nished business of the one-year 
plan.
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Highly Stable Profi ts

• Profi ts that are fi xed, or expected to be 
fi xed during this midterm management 
plan, from contracts of two years or more. 

• Projected profi ts from highly stable 
businesses

(The segments and divisions included in 
“Highly Stable Profi ts” are Dry bulker, 
Tanker, LNG carrier, Offshore business,  
Associated business and Others)

Making a Sharp Turn toward 2020—
Solid Growth through Innovative 
Changes

The word steer refers to adjusting the rudder of a 
boat to change direction toward the desired route. 
How do we plan to adjust the rudder and direct 
the ship? Hard to starboard. We named this mid-
term management plan “STEER FOR 2020” to 
refl ect the major shift in direction we take toward 
the fi scal year ended March 31, 2020.
 To formulate the new plan, we fi rst thoroughly 
analyzed the business environment.
 Marine shipping demand is expected to at least 
keep pace with the world economy, which accord-
ing to the IMF is poised to grow by about 4%. It is 
supply, however, that will be the primary issue. 
Shipbuilding facilities far surpass the scale needed 
in the world today. And, as mentioned earlier, we 
saw speculative orders in the latter half of fi scal 
2013. We will likely need to wait a while longer 
before we witness a structural turnaround in the 
supply and demand environment.
 We therefore formulated the midterm manage-
ment plan with the assumption that freight rates 

would not rise. This stands in stark contrast to a 
plan where companies bet on a future bull market 
in marine shipping and order ships in anticipation. 
We then thought about how to expand profi ts 
under those conditions. Naturally, the answer was 
to focus on building up stable profi ts.
 When we looked at it that way and went on to 
analyze the business environment, we realized the 
shale revolution was delivering a one-in-a-million 
business opportunities with the rapid expansion of 
long-distance shipping demand for LNG. 
Accompanying this, demand for FSRUs will natu-
rally grow as will demand for other offshore busi-
nesses, particularly for offshore energy-related 
facilities. These are areas where MOL can leverage 
its global presence and know-how gained from 
being the world’s largest energy shipping company 
while generating stable profi ts from long-term 
contracts.
 One must concentrate business where there is 
opportunity. Staff, funds and other management 
resources are, however, not infi nite. We formulat-
ed plans to optimally allocate limited resources to 
maximize return on investment. As a result, we 
have a plan with clear directives to selectively 
concentrate our investment in businesses that 
generate long-term stable profi ts, centered 
especially on LNG carriers and offshore businesses.
 This is one of the reasons “STEER FOR 2020” is 
so named. We are adjusting the rudder with new 
confi dence as we navigate toward stable profi ts. 
The name also embodies the main theme of the 
midterm management plan—solid growth through 
innovative changes. Through the successful enact-
ment of this strategy, we forecast stable profi ts will 
increase from ¥50.0 billion in fi scal 2013 to ¥75.0 
billion in fi scal 2019.

Innovation of Business Portfolio

The fi rst overall strategy outlined in “STEER FOR 
2020” is business portfolio innovation, which 
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Building up Highly Stable Profi ts
(¥ billions)

2What kind of strategy does the 
midterm management plan’s title, 
“STEER FOR 2020,” represent 
for Mitsui O.S.K. Lines ?

Question 2:
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refers to the swift, strong allocation of manage-
ment resources in fi elds likely to ensure signifi cant 
growth and long-term stable profi ts, particularly in 
LNG carriers and offshore businesses.
 This capital investment will only be carried out if 
a long-term contract is signed and subsequent 
future cash fl ow is ensured. Under this premise, if 
we are able to realize the full increase in fl eet size, 
total capital expenditure between fi scal 2014 and 
2019 for LNG carriers and offshore businesses 
would reach ¥700.0 billion. We expect the profi le 
of LNG carriers and offshore businesses to rise 
considerably in the MOL Group; nearly tripling to 
account for 26% of assets at the end of fi scal 
2019, up from 9% at the end of September 2013. 
This would be an unprecedented portfolio trans-
formation.
 Securing top-notch seafarers is key to success-
fully implementing these strategies. Safely operat-
ing LNG carriers requires a high degree of 
knowledge and experience. MOL has training facil-
ities and hiring desks in Croatia, Russia, India, the 
Philippines and other major recruitment centers. 
We’ve also cultivated Indonesian captains through 
our existing LNG carrier projects. As we expand the 
scope of our recruitment in many countries, we 
fi rst deploy new recruits to MOL LNG carriers for 
training in preparation of new ships being deliv-
ered or beginning operations. 
 Some companies operating LNG carriers are 
restricting investment due to bottlenecks in 
recruiting seafarers. However, when exceptional 
demand is anticipated, MOL believes it preferable 
to prepare in advance after carefully analyzing cost 
performance. We are also able to transfer 
experienced seafarers from tankers and other types 

of vessels. Innovation of business portfolio is not 
simply limited to capital investment, it also 
naturally extends to the optimal distribution of 
human resources.
 LNG carriers and offshore businesses also 
require highly specialized knowledge, and the 
demands are likely to grow in the future. We are 
aiming to earn the trust of customers through our 
unifi ed manufacturing and sales operations, with 
the sales division and the technical/marine safety/
ship management divisions united as a team.

Innovation of Business Domain

Investing in offshore businesses is also a critical link 
in the third overall strategy, Innovation of Business 
Doman. Although MOL has horizontally expanded 
the presence of its marine shipping business across 
the globe, the Company is now also looking to 
expand its business domains vertically to capture 
both upstream and downstream marine shipping 
businesses.
 In this direction, we have already started work 
outside the offshore businesses by strengthening 
the container terminal business. In fi scal 2013, we 
built alliances with a prominent partner, establish-
ing a base for future business expansion.
 The vessel operation and management technol-
ogies MOL has accumulated will support 
Innovation in Business Domains, but we will also 
actively assemble newly needed management 
resources from outside the Company with the aim 
of expanding businesses that will be the future pil-
lars of the MOL Group and contribute to stable 
profi t growth.

� LNG carriers & 
    Offshore business 
� Dry bulkers & Tankers & 
    Car carriers
� Containerships
� Group businesses

* Group businesses =Ferry & 
domestic transport, Associated 
businesses and Others

September 30,
2013

9%

43%

17%

31%
March 31,

2020

26%

37%

12%

25%

Innovation in Asset Portfolio by Segment
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Innovation of Business Model

In the last answer, I explained that under “STEER 
FOR 2020,” we will concentrate capital investment 
on businesses that generate long-term stable prof-
its. However, no matter how much stable profi t is 
accumulated, we cannot achieve solid growth 
unless we also have a strategy for businesses that 
face changing markets every day.
 The answer to this is our second overall strate-
gy, Innovation of Business Model. While we initiat-
ed this strategy under RISE2013, we will further 
strengthen it under “STEER FOR 2020,” with the 
aim of constructing a structure that can mitigate 
the impact of market volatility and provide robust 
profi ts regardless of market conditions.
 First, we will raise our resilience to market vola-
tility by increasing the ratio of medium- to long-
term contracts with customers and increasing the 
ratio of short-term charted ships, especially in dry 
bulkers and tankers. Although we focused our 
efforts on reducing the number of free vessels 
linked to short-term contracts with customers 
under RISE2013, it is the ships with a gap between 
contract terms and procurement periods that are 
actually affected by market volatility. We call this 
market exposure risk under “STEER FOR 2020” 
and by targeting a lower ratio, we aim to create a 

fl eet of appropriate scale that also boasts greater 
market tolerability.
 Second, to fi rmly reap profi ts with this kind of 
fl eet composition, it is crucial that we optimally 
combine trades to reduce ballast voyages as much 
as possible and focus efforts on transport areas 
where we can provide added value in response to 
customer needs. In dry bulkers and tankers, we will 
accomplish this by leveraging the business bases 
developed in Singapore and other optimal loca-
tions around the world, as well as our diverse ves-
sel types and shipping know-how. Our aim is 
“market plus alpha profi ts.” Although the fl eet 
composition is different for car carriers, which face 
changing trade patterns as automakers relocate 
manufacturing nearer end markets, the same strat-
egy will be effective.
 Third is strengthening our cost competitiveness. We 
will implement measures that effectively cut costs by 
¥70.0 billion over three years from fi scal 2014, with 
roughly half the savings generated by containerships.

Turning a Profi t 
in the Containership Business

Improving profi tability in the containership busi-
ness will be indispensible to achieving the profi t 
targets of “STEER FOR 2020.”
 MOL plans to accomplish this by strengthening 
cost competitiveness, especially by lowering the unit 
cost associated with launching large vessels. Even 
while containership companies continued to order 
ultra-large vessels, MOL strategically delayed follow-
ing suit. This was because we believed that the fi rst 
generation of ultra-large vessels would not be par-
ticularly fuel effi cient. Although some companies 
that added new vessels appeared to see improved 
earnings to some extent, by waiting to place orders 
for new vessels, MOL has been able to add more 
fuel-effi cient vessels to its fl eet at lower prices given 
prevailing conditions in the shipbuilding market. 
Deliveries of fi ve 14,000 TEU ships began in fi scal 
2013 and were completed in April 2014. Between 
fi scal 2014 and 2016, we will receive deliveries of 

0 20 40 60 80 100

Fiscal 2013 (Results)

Fiscal 2016 (Plan)

Fiscal 2019 (Target)

52%

45%

35%

Downsize Market Exposure (Dry bulker and Tanker)
(%)

� Owned or mid-and long-term chartered vessels with mid-and long-term contracts
� Owned or mid-and long-term chartered vessels with short-term contracts (=Market exposure)
� Short-term chartered vessels with short-term contracts

3Question 3:
How does MOL aim for 
sustainable profi t growth?
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ten 10,000 TEU ships in series. The new vessels will 
reduce operational expenses per unit, as will 
expanding collaboration through the G6 Alliance 
and reduced fuel consumption, due mainly to fuller 
implementation of slow steaming. All in all, we 
expect unit cost savings will reach ¥30.0 billion over 
three years. We will procure these large vessels 
through charters.
 Reductions in unit cost are quantifi able measures 
with visible effects. Regardless of how strenuously 
costs are reduced, however, there will be little 
improvement in earnings if most of the savings are 
lost to falling freight rates. Since large vessel deliver-
ies will continue over the following two to three 
years, we have already incorporated gradually fall-
ing freight rates into our plans. We believe, howev-
er, the risk of freight rates falling much further is 
small. In fi scal 2013, most companies posted losses 
and a few found themselves in fi nancially dire 
straits. These companies cannot bear larger declines 
in freight rates and will likely eschew further orders 
of large vessels. In addition to the limited number of 
players, the alliances on the East-West routes are 
increasingly integrating. Previously each individual 
player thought it logical to order large vessels, but 
this unintentionally worsened the overall supply and 
demand balance, bringing about a fallacy of com-
position. The increasingly integrating alliances, how-
ever, make this kind of large volume ordering 
unlikely to occur again.
 Reducing unit cost is dependent upon securing 
cargo in line with the increasingly larger vessels. 
Fortunately, everything went as planned for ship-
ping contracts renewed in fi scal 2014, especially 
with the major customers we have been doing 
business with for many years. I believe this is the 
payoff of MOL’s intensely focused efforts to differ-
entiate ourselves in this competitive industry.
 In the North-South routes, which stifl ed our 
attempts to improve containership earnings rela-

tive to our competitors, I want to lay out key mea-
sures now that we have reorganized the West 
Africa route. Naturally, we will also consider pulling 
out from routes that are not forecast to improve.
 Complementing improved earnings in route 
operations, our calculations show increased earn-
ings in the container terminal business, especially 
our U.S. west coast terminal, where construction 
to boost automation recently concluded. With the 
increased earnings in the logistics business, the 
containership segment on the whole should turn a 
profi t in fi scal 2014 and achieve ordinary income 
of ¥30.0 billion in fi scal 2016. I will provide close 
supervision while carefully monitoring the progress 
of each initiative.

Sustainable, Consistent Profi t Growth

By successfully executing the overall strategies 
explained in my answers to Question 2 and 3, MOL 
plans to post ¥100.0 billion in ordinary income and 
¥80.0 billion yen in net income in fi scal 2016. 
Looking three years further down the line, MOL 
aims to post ordinary income of ¥140.0 billion and 
net income of ¥110.0 billion in fi scal 2019.
 Although we will be building up long-term con-
tracts over the next three years in LNG carriers and 
offshore businesses, actual contributions to profi ts 
will mostly happen after fi scal 2016 following the 
delivery of new ships. Therefore, we will focus on 
lifting profi t levels through fi scal 2016 by increas-
ing profi ts in divisions that are already rebounding, 
including dry bulkers and chemical tankers, as well 
as fully implementing plans to strengthen cost 
competitiveness, especially in containerships. 
Achieving reinforcement of market tolerability at 
the same time, we will bridge now to the period 
after fi scal 2016, when stable profi ts start to 
build up in full swing. In this way we will seek sus-
tainable and consistent growth of profi ts.

Scenario for Earnings Recovery in Containership Business

(*1) Effects from replacement of vessels, expansion of alliance, reduction of fuel cost and so on
(*2) Higher utilization, increase in revenue of non-ocean freight

(¥ billions)
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Improving Shareholder Value through 
Active Investment in Long-Term Stable 
Profi ts

Under “STEER FOR 2020,” we plan to invest a 
total of ¥1,130 billion in our vessels and business-
es: ¥1,000 billion for stable profi t growth and 
¥130 billion mainly for strengthening cost compet-
itiveness. Considering such factors as the timing of 
payments and the sale of assets, that would mean 
net cash used in investing activities between fi scal 
2014 and 2019 would approximate ¥600 billion in 
the fi rst three years and ¥400 billion in the latter 
three years. On the other hand, net cash provided 
by operating activities will increase over time due 
in part to stable profi t growth. Cash fl ows for the 
fi rst three years will be negative, then turn positive 
over the latter three years, more than making up 
for the previous shortfall.
 MOL’s policy on shareholder returns is to maintain 
a dividend payout ratio of 20% and raise this to 
around 30% as our fi nancial standing improves over 
the medium- to long-term. By fi rst carrying out 
investment, MOL expects to achieve its fi nancial tar-
gets, equity ratio of 35% to 40% and net gearing 
ratio of 100%, no earlier than around fi scal 2019. 
However, based on our long-term planning for the 
next 10 to 20 years, we have determined that now is 
the best time to actively invest in sources of stable 
profi ts. Sound fi nancial standing is also important for 
securing long-term contracts. Prioritizing capital 
investment for stable profi t growth and improvement 
in fi nancial standing will, I believe, lead to improved 
shareholder value over the medium- to long-term. 
This is the time frame, and I would like to ask for the 
understanding of our shareholders. We do not envis-
age restoring shareholders’ equity by increasing capi-
tal and, as for equity fi nancing as a whole, the 
Company remains extremely cautious in view of its 
negative impact on our current shareholders.

 When we make an investment, we will pay 
careful attention to ensure the return on invest-
ment.
 As for LNG carriers and offshore businesses, the 
barriers to entry are high and there are relatively 
few competitors. Because entering into long-term 
contracts spanning 20 to 30 years also presents 
risks to customers, it is diffi cult for shipping com-
panies that do not have comprehensive credibility, 
including a track record of safe operations and 
fi nancial soundness, to enter this business. I believe 
it is therefore certainly possible for MOL to achieve 
its target number of vessels by securing projects 
that exceed its internal hurdle rate of ROI and 
other indicators. ROI levels of course are not like 
free vessels during surging markets, but I would 
like to once again emphasize that in contrast with 
free vessels, LNG carriers will provide long-term 
stable income for 20 or more years. What is more, 
because our policy is generally to cover 80% of the 
total investment from loans and fi nancial institu-
tions are willing to fi nance this substantial portion, 
return on equity is further enhanced. Over time 
profi ts will increase gradually as loans are paid 
back and so the interest burden lightens. Our plan 
is to increase stable profi ts by ¥25.0 billion from 
fi scal 2013 to fi scal 2019, but this is only the 
beginning. The contribution to profi ts from the 
long-term contracts secured during this period will 
continue to grow in fi scal 2020 and beyond.
 Through this accumulation of stable profi ts and 
strengthening of cost competitiveness, ROA will be 
steadily lifted to between 4% and 5% during 
“STEER FOR 2020,” and ROE should reach 10% 
early on in the plan and we would like to maintain 
it at or above that level.

Strengthening the Management 
Foundation for Sustainable Growth

In “STEER FOR 2020,” we will also work hard to 
reinforce our management foundation. In this way, 
we can avoid risks that absolutely must not be 
taken and exploit opportunities where proper eval-
uation shows the risk to be reasonable. This will 
support MOL’s sustainable growth and the success-
ful execution of the plans outlined in “STEER FOR 
2020.”
 First, we will reinforce compliance. Compliance is 
essential to continuing as a going concern. Despite 
our 130 years of history, illegal behavior could 
instantly jeopardize our very existence. It must be 
stamped out and I deeply regret the conduct con-
nected with automobile transport that the Japan 
Fair Trade Commission found violated the 
Antimonopoly Act. I offer my sincerest apologies to 

4How does MOL plan to 
improve shareholder value ?

Question 4:
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customers and society for this. We have already 
launched a new committee, which I chair, and we 
will do our very best to reinforce systems and mea-
sures to ensure that everyone in the MOL Group, no 
matter where in the world they work, obeys every 
law, regulation and social norm.
 Second, we will reinforce our safe operation sys-
tems. To fulfi ll our responsibility as a shipping com-
pany and to be the company of choice, achieving 
the world’s highest level of safe operations is MOL’s 
essential mission. Considering that customers are 
calling for higher standards of safety in LNG carriers 
and offshore businesses, areas where we plan to 
expand, we will strive to reinforce our systems.
 Third, we will strengthen total risk control. We 
will work to make the volume of comprehensive 
risk transparent and fully implement sustainable 
risk management by assuming worst-case scenari-
os. While no business is free of risks, we will objec-
tively assess whether the risks are worth taking 
and carefully choose which ones to take.
 Fourth, we will strive to concentrate our business 
intelligence. Since I assumed the role of president, 
our business intelligence has been strengthened and 
this forms the foundation upon which the new mid-
term management plan was formulated. Stand-alone 
data is of limited value on its own. We will generate 
value and illuminate trends by combining various 
sources of data. We will strengthen the systems to 
quickly share and assemble data from various sourc-
es, including our personnel on the front lines.

Intangible Assets Accumulated over 
130 Years of History

On April 1, 2014, MOL celebrated its 130th anni-
versary. MOL is the shipping company with the 
world’s largest fl eet, and I really feel that what 
enabled the Company to grow to its current posi-
tion is the support of our customers. Until the 
1990s, Japan had been the largest trading country 

and home to an abundance of clients for shipping 
companies. To transport the cargo entrusted to us 
by our clients in Japan comprising iron ore, coal, 
crude oil, LNG, automobiles and various export 
products, we developed new vessels and further 
refi ned our comprehensive services. We then later 
used those capabilities to acquire clients around 
the world, beginning with China, and we are still 
continuing to grow.
 One of MOL’s dearest intangible assets is the 
trust we have steadily accumulated with our cus-
tomers. Our ability to uncover customer needs 
then offer appropriate solutions, which was 
acquired through our efforts to repay their trust, is, 
without a doubt, another. 
 I would consider the Company’s own DNA to be 
yet another of MOL’s intangible assets. By this, I 
mean MOL’s indomitable fi ghting spirit and the fi ne 
balance between that indomitable fi ghting spirit 
and total risk control. MOL is a hybrid company that 
was created through the merger of many compa-
nies: Osaka Shosen Kaisha (OSK Lines) and Mitsui 
Steamship, Navix Line, and Navix Line’s previous 
incarnations of Yamashita-Shinnihon Steamship and 
Japan Line. This is the source of our DNA and it is 
because of the very fact that MOL is a hybrid that 
we are resilient amidst changes in the operating 
environment. With the merger of these companies, 
we all worked together to enhance our capabilities, 
cultivating this indomitable fi ghting spirit.

While leveraging these intangible assets to the full-
est extent possible, MOL is committed to improv-
ing shareholder value sustainably by successfully 
implementing the midterm management plan 
“STEER FOR 2020,” which was formulated in light 
of the current environment of the marine shipping 
industry, and achieving solid growth through inno-
vative changes.
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