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Q: In the North American Air Conditioning business, what are the drivers supporting your aim for 

the No. 1 position in sales for North America? What is your target for operating profit margin? 

A: There are two areas that we think will become drivers. One driver is the sales expansion of products 

and services in compliance with the environmental regulations. Refrigerant regulations in California 

beginning in 2023 will restrict use of HFC refrigerants greater than GWP 750, which will end the use of 

the current refrigerant R410A. We consider this our great opportunity and would like to promote the 

expansion of air conditioners using the refrigerant R32. Because we have promoted the use of R32 air 

conditioners around the world and advocated their general adoption, we believe that we can 

demonstrate that same strength in North America. Additionally, we will promote the use of inverter-type 

air conditioners. The compact and high energy-saving inverter units will be positioned as strategic 

products, and we will also focus on expanding our sales network. The second driver is the sales 

expansion of the Service Solutions business in mid-market. We intend to aggressively acquire service 

contractors and sales reps to obtain a customer base while strengthening our instrumentation and 

engineering capabilities. 

Our aim is for operating profit margin of 7% for fiscal year 2023 and 10% for fiscal year 2025. We believe 

this can be achieved by expanding the Service Solutions business. 

 

Q: Could you provide details on the specific initiatives to achieve carbon neutrality in 2050? 

A: Using 2019 as the base year, we aim to reduce CO2 emissions by 30% or more in 2025 as compared 

with emissions for business growth without reduction measures. One-third of this will be emission 

reductions by Daikin promoting conversion to inverters and lower GWP refrigerants. The remaining 

emission reductions would include the replacement of other companies’ products with our equipment, 

which generate fewer emissions, and adoption by other companies of the refrigerant R32, which Daikin 

has provided free access to patents. 

 

Q: What is included in sales for the AC Solutions business? How does it differ from the Energy 

Service Solutions business that was established as a Group strategic theme in Fusion 20? 

A: The Energy Service Solutions business targeted domains including equipment design and controls, 

engineering, maintenance and inspection, and servicing. The AC Solutions business for Fusion 25 

provides a broader focus that covers replacement and turnkey solutions and sales of related equipment. 

 

Q: What is the M&A strategy for Fusion 25? 

A: In the three-year period of 2021-2023, we are planning a total of approximately 600 billion yen for M&A 

that is separate from our investment plan of approximately 800 billion yen. Rather than being entirely 

based on sales expansion, our approach to M&A investments places the highest priority on projects that 

align with our growth strategy themes. For the “Challenge to Achieve Carbon Neutrality” theme, we are 

investigating the acquisition of residential heater manufacturers in Europe to expand the Heat Pump 

Space and Water Heating business. Additionally, to develop the “AC Solutions business”, it will be 

necessary to acquire service contractors and instrumentation and engineering companies in Asia and 

North America. For our “Refrigeration Solutions business”, we are also considering acquisition of a 



remote showcase manufacturer to establish a store solutions business in Europe. Remote showcases 

account for 70% of the showcase market in Europe, and we believe that further acquisitions are needed 

in addition to AHT, which was acquired in 2019.   

 

Q: Concerning the profitability of the Filter business, I've heard any investors say that it would 

better to transfer the business because it currently contributes little to profits now. What do you 

think? 

A: For Fusion 20, we worked to establish the Filter business as the third pillar. While there are still issues 

currently before us, we have made structural reforms for the business and improved profitability. 

Especially when seen from the worldwide changes in needs resulting from the spread of COVID-19, we 

believe that it is a business with high growth potential for the future. First, we would like to ensure that 

it achieves profitability in fiscal year 2021. 

 

Q: Would you say that a company-wide operating profit margin of around 12% for fiscal year 2025 

is somewhat conservative? 

A: First, we would like to achieve the 12% target that we established in Fusion 20 at the earliest opportunity. 

From a long-term perspective, we would like to aim for 15% as a global excellent company. 

 

Q: What is your thinking on shareholder return? 

A: To realize the economic, environmental and social value for which Fusion 25 aims, we would like to 

proactively make upfront investments while also enhancing return to shareholders. Specifically, we 

would like to maintain a ratio of dividend to shareholder of 3.0%, further raise the consolidated payout 

ratio. 
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