
Initiatives to achieve the medium-term 
management plan

Under the medium-term management plan, we have 
established three KPIs as key business pillars. By 
leveraging the Group’s strengths in  HMI and safety 

businesses, we are promoting initiatives to achieve 
each KPI. In FY2026, the first year of the plan, we 
delivered results that exceed FY2025 across all KPIs.

In the safety business, sales have grown steadily, 
supported by expanding demand in Japan and China, 
and are expected to accelerate further going forward.

To expand our solution-based revenue, the IDEC 
Group will leverage its strengths by providing proposals 
that integrate sensing technologies with its HMI and 
safety technologies and expertise, as well as providing 
solutions that comply with safety standards. Through 
these initiatives, we aim to address our customers’ 
challenges. Furthermore, by offering a range of solutions, 
from standalone product-based solutions to horizontally 
deployable, application-specific packages and fully 
customized solutions, we will address latent customer 
needs from diverse, customer-centric perspectives and 
enhance the value we provide.

With respect to the contribution ratio of new 
products, we have reviewed our R&D process starting 
in FY2026 and are advancing development based on 
plans that reflect customer needs, formulated through 
the collaboration between  marketing and development 
functions from the pre-development stage. At each 
stage of the process, we conduct reviews as necessary 
and continuously incorporate the customer perspective 
into new product development.

In addition, by adopting a concurrent development 
structure in which multiple sites work in parallel, we 
will accelerate the speed from development to market 
launch. Through rapid new product development under 
this new framework, we aim to achieve our targets.
Functional Strategy: Global R&D p.32

Driving further expansion under ‟One IDEC”

The IDEC Group has established two business units—
IDEC and APEM—to create an organizational structure 
that maximize the strengths and expertise of each brand. 
At the same time, by implementing common processes 
across marketing, product planning and development, 
production engineering, and quality assurance, we have 
built a framework that leverages the strengths of One IDEC, 
thereby promoting further global business expansion. 

Our products and solutions are adopted by customers 
across a wide range of industries, and a key strength is 
that we are not dependent on any single specific industry. 
The IDEC brand is primarily focused on the factory 
automation (FA) industry, while the APEM brand is mainly 
focused in fields such as special vehicles.

Under the medium-term management plan, in 
addition to expanding sales in globally growing markets 
such as semiconductors, machine tools, robots, 
automated guided vehicles (AGVs), and autonomous 
mobile robots (AMRs), we will also pursue growth in 
new markets. By addressing emerging needs beyond 
those of our existing industries, we will accelerate the 
development and deployment of products and solutions 
that resolve a broad range of customer challenges.

Solution proposals

Business Strategy

FA-centric markets Special vehicles, etc.

Robotics

Semiconductors Machine tools Automotive

AGVs/AMRs

Further improve profitability in categories  
where we have a strong competitive edge

Median

Median: CAGR

Profitability

Expand sales in categories with high market-growth potential

Market growth rate

Systems Automation &  
Sensing

Industrial  
Relays &  

Components

Current position Future direction

HMI

APEM HMI

IDEC HMI

Improve profitability by 
developing application-
specific packages that can 
be deployed and scaled 
horizontally

Improve sales and profitability in 
the HMI business, where we have 
a strong competitive edge, by 
combining IDEC and APEM’s sales, 
design, and production

Core Business Portfolio Strategy

Expand the safety business
through safety and ANSHIN

component solutions

Increase solution sales ratio
to accelerate provision of

value to customers

Provide new products that
lead directly to improvements
in added value for customers

FY2028 (Plan)FY2025

15% or more
achieved

1.5x or higher
Sales ratio

10%10.9
billion yen

FY2028 (Plan)FY2025

  Solutions   Components FY2028 (Plan)FY2025

12.9
billion yen

FY2026 FY2026

Sales ratio
12%

FY2026

Major  
new 
products

•Radar sensors
•Safety equipment
•Mobility products

•Services
•New controllers 

etc.

Safety

Use digital marketing to achieve effective sales 
expansion, and reduce costs by discontinuing products 
and making procurement and production changes

Strengthen the solutions business by 
focusing on safety-related offerings, 
such as safety products, mobility, and 
services (including partnerships)

Defence

Construction  
machinery

Material handling

  New Safety 
  Conventional Safety

*	�Note: FY2025 results were revised following 
a review of safety-related products.

8% 13%9%

*	�Note: Actual results and targets were revised  
following a review of the relevant definitions.
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