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Customer-Centric Technological Development and Looking to the Future Beyond
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In my early days with the company, I was put in charge of projects at the Overseas Engineering Division,
taking my first overseas business trip to work on production startup preparation. That factory was
already manufacturing a competitor’s products, and the project involved manufacturing Yamaha Motor
products under the same roof. I took with me the specifications and quotations for the equipment,
jigs, and tools etc. necessary for production startup, and when I made my explanations based on those
materials, factory engineers complained that they were so expensive. I thought I had prepared well and
my presentation would be received positively, but their response was a shock for me. They asked for
an explanation of why everything was so expensive, pressed me to clarify the necessary functionality,
and demanded that we choose items which could be manufactured and procured locally. I remember
being very stressed by it all. I was made painfully aware of my weakness in not fully understanding the
necessary functionality. In addition, I was embarrassed that I had not stood in the customer’s shoes and
understood what was real value and what was unnecessary. My proposal was lacking from the customer’s
perspective.

Even now, I can clearly remember the factory engineers’ words. “If that’s what you want, then Yamaha
Motor products will lose competitiveness.”

At the end of last year, we announced the Medium-term Management Plan, in which we clarified our
management direction in the medium to long term, which is to aim to become “a unique company that
continues to achieve dynamic milestones.”

Among the four growth strategies across three business fields, what we must be specific about above all
else is strengthening foundational technology. Given the limitations of corporate resources, it is necessary
to advance product development in existing business more efficiently and apply the surplus generated to
growth businesses to create momentum towards the efficient provision of popular products and services.

The critical aspect is how to connect strengthened foundational technology to attractive products and
services, and how quickly the value we create - which customers had not experienced - can be provided
to customers before it is noticed. Therefore, it is important that we have the creativity and intellectual
curiosity to create unknown value, which is not just to Yamaha but also to the industry. To that end, the
continued proactive development of contact points with the market and opportunities for interaction
with customers is essential. Even in technological development, while continuing to hone our marketing
sense, it is important to understand the needs of the market, share our objectives first across the three
departments of manufacturing, sales, and technology, and work together into the future.

I believe that we can create better products by promoting technological development in which our
engineers themselves also experience excitement (revs) by imagining the moment of the expressions of
surprise and happy smiles on our customers’ faces. In this sense as well, I believe that in the future it will
be important to look at our technological development from the perspective of how much we did or can
innovatively increase the value provided to customers.

“The company growing” means “continually creating further demand”. In other words, providing services
for existing customers to keep choosing Yamaha products, as well as constantly working to help new
customers also come and choose Yamaha. Supporting and continually contributing to this demand
creation through technical capabilities is our role. Surpassing customer expectations at purchase even
after purchase is at the core of the Yamaha brand, and we very much want to deliver products and
services which surpass the expectations of all customers. Through the value we create with our technical
capabilities, the feeling of Kando* will be experienced by individual customers and then shared with
even more customers. This will further contribute to not only the growth of the company, but also the
development of the industry.

Ultimately, I want Yamaha Motor products and services to play an indispensable role in society.

*Kando is a Japanese word for the simultaneous feelings of deep satisfaction and intense excitement that we experience when we
encounter something of exceptional value.
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