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Our Vision of the Future

Value Creation beyond the Boundaries of 

a Sogo Shosha

We anticipate the issues and challenges facing society and create innovative solutions 

for our customers and the world, breaking down barriers between sectors, between 

internal and external, crossing borders, building on our existing business models and 

expanding into new markets.

We will generate new value by freely combining our Group’s strengths, 

internal and external expertise, and individual dreams and visions, 

uniting the Marubeni Group as one single platform.
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Towards a Market Capitalization of 10 Trillion Yen

2026 2027

GC2021
― Transformation―

GC2024
― Putting Strategy into Practice―

GC2027
― Accelerating Growth―

～ FYE 3/2031

Since GC2021, Marubeni has been implementing 

long-term management strategies to realize the vision of the Marubeni Group

GC2027 is the third stage of Marubeni's long-term management strategy towards FYE 3/2031

¥10tn+

Market Cap

2019 2020 2021 2022 2023 2024 2025

Achieved

Market Cap

¥5tn

Market Cap

around ¥1tn

Achieved

Market Cap

¥2tn

Accelerating Growth

to Reach the Next Level
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Sources of Profit Growth

Core operating cash flow growth (11% CAGR) was driven by natural resources (14%) + six core business groups (16%)

Our winning strategy based on those groups' success = pursue business with growth domains x high added value x scalability
 Strategic Platform Businesses

363.8

606.6

91.4

188.387.6

165.8

Consolidated COCF

6 Core Business Groups
(Strategic Platform Businesses)

Natural Resources

Core Operating Cash Flow (COCF; Billion Yen)

FYE 3/2020 FYE 3/2025

Consolidated

COCF
CAGR 11％

(ROIC 8%)

Natural

Resources
CAGR 14％

(ROIC 13%)

Strategic

Platform

Businesses
CAGR 16％

(ROIC 12%)

Strategic Platform Businesses

Growth Domains High Added Value Scalability

Growth Domains

Areas where demand will grow as the market itself grows

Securing high profit margins by providing products and services that are based on 

a deep understanding of customer needs and market trends

High Added Value

Ability to expand regionally, functionally, and in scale by using the core platform as 

a base—e.g., expanding into other regions, adjacent business areas, and growth 

and expansion through M&A (roll-up strategy)

Scalability

Core Strategic Platform Businesses

Agri-inputs 

Retail Business

Mobility Business 

in North America

Wholesale and 

Retail Power 

Trading Business

Aviation Aftermarket 

and Asset Trading 

Business

Food Marketing 

And Manufacturing 

Business

IT/Digital

Solutions Business
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3 Growth Drivers of GC2027

Pursuit of the Global crossvalue platform (GCP)

3 Growth Drivers of Corporate Value Enhancement

Continuous improvement of
existing businesses 

Growth Driver 1

Portfolio optimization through divestment from stagnant businesses, 
strategic investments in core focus areas, and forward-looking investments in future pillars

Strategic capital allocation 
and growth investment strategy

Growth Driver 2

Growth Driver 3

Winning Strategy
- Propagation of winning strategies 

and best practices across the organization -

Strengthen the Marubeni Group
HR Strategy

- Enhancing the mission-oriented 
and competence-based HR System -

Stringent Effort to Improve 
Capital Efficiency

- Maximizing efficiency of invested capital 
by prompt divestment and recycling of assets -
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Sales and Marketing Businesses

Infrastructure Investments 

+ Financing Businesses
（Stable Profits）

Competitive Natural Resources

Horizon 3 (Inorganic Growth)

Strategic Platform Businesses
(Growth Domains x 

High Added Value x Scalability)

Forward-looking Investments （Inorganic Growth）

Current ROIC and GDP Growth ROIC over 10％ and Growth over 10％

Shift to 

service-centric 

business model

Value chain 

expansion

Natural Resources
(Strengthening Competitiveness)

Infrastructure Investments 

+ Financing Businesses
(High Profitability)

Overview of GC2027's Growth Strategy +
Implementation of Our 3 Growth Drivers

Shareholders

Core Operating CF・Net Profit

(High ROE)

Shareholder Returns

Pursuit of 
the GCP 

Growth Driver 3 Strengthening organizational 

capabilities for value creation 

beyond the boundaries of a 

Sogo Shosha

Continuous 
Improvement of 

Existing Businesses

Growth Driver 1

Concentrate Management Resources on Winning Strategies

Divestments from 
Stagnant Businesses

Growth Driver 2

Strategic Capital 
Allocation and 

Growth Investment 
Strategy

The Key to GC2027's Growth Strategy: 

Concentrating Management Resources on Winning Strategies

Growth Driver 2

Past Towards FYE 3/2031
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Growth Strategy for GC2027 +
Implementing the 3 Growth Drivers

⚫ Setting divestment pipelines

⚫ Propagation of winning strategies and concentration of 

management resources

Free Cash
Divestments

Shareholder 

Distributions

Core Operating CF

¥2,000bn

¥600bn

¥700bn

Capital Allocation during GC2027 (Three-year Cumulative)

New Investments,

CAPEX and Others

¥1,700bn

Strategic Platform Businesses

¥1,200bn

Infrastructure Investments・

Financing Business

Natural Resources

¥200bn

¥200bn

Forward-looking Investments in Future Pillars ¥100bn

Pursuit of 
the GCP 

Growth Driver 3

Divestments from 
Stagnant Businesses

Growth Driver 2

Cash In-flow Cash Out-flow

⚫ Meticulous focus on the business 

front lines where value is 

being created

⚫ Alignment between management 

and business front lines on growth-

oriented KPIs, perspectives, and 

measures

Continuous Improvement 
of Existing Businesses

Growth Driver 1

⚫ Strategic Platform Businesses

⚫ Strengthen pipelines

⚫ Improve investment quality and 

maintain investment discipline

Strategic Capital Allocation and 
Growth Investment Strategy

Growth Driver 2

Core of Our GC2027 Growth Strategy:

Disciplined Execution of Strategic Capital Allocation
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Reinforcing Cash Flow 

Management and 

Capital Allocation Policy
Representative Director, 

Member of the Board, 

Senior Managing Executive Officer, 

CFO

Takayuki Furuya

Marubeni IR Day 2025
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Capital Allocation Policy
(Reinforcing Cash Flow Management)

Capital Allocation Policy in GC2027

Cash In-flow Cash Out-flow

Maximize core 
operating cash flow

Strategic capital 
allocation

Free Cash
Divestments

Shareholder

Distribution

Core Operating 

Cash Flow

New Investments,

CAPEX, and others

Strategic Platform 

Businesses

¥1,200bn

¥2,000bn

¥600bn

¥1,700bn

¥700bn

Flexible allocation between 

growth investments and

shareholder distributions

Approaches to Enhancing Corporate Value 

in Cash Flow Management

Natural Resources 

Investments

¥200bn

Infrastructure Investments 

and Financing Businesses

¥200bn

Forward-looking Investments 

in Future Pillars

¥100bn

Capital Allocation: The Core Component of Our Management Strategy for Enhancing Corporate Value

1. Maximization of Core Operating Cash Flow

2. Strengthening of Our Business Portfolio through
 Divestments and Growth Investments

3. Improvement of Investment Quality

4. Enhancement of Shareholder Returns

Pursue maximization of cash inflows through maximizing core operating cash flow and accelerating divestments

The generated cash will be allocated primarily to growth investments, while further strengthening shareholder returns
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GC2021

171

230 256 225 243

489
526

467 451 460

264

324

373 364 370

571 584
548

607

550

121 

223 

287 
258 257 

455 467 

380 

446 

380

1.5 1.4 1.5 1.6 1.5
1.2 1.1 1.2 1.3 1.2

2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027

Maximizing Core Operating Cash Flow

Core operating cash flow increased at a CAGR of 11% from FYE 3/2017 to FYE 3/2025 (8 years)

Continue efforts to maximize core operating cash flow

Net
Profit
Target
Over

620bn

Initiatives to maximize

core operating cash flow

*2 Core Free Cash Flow ＝

Core Operating Cash Flow - CAPEX, etc.

*1 Cash Conversion Rate ＝
 Core Operating Cash Flow ÷ Adjusted Net Profit

Maximizing Core Operating Cash Flow is Key to Enhancing Corporate Value

Strengthen Adjusted Net Profit

(Improve Existing Businesses,

Growth Investments,

Strategic Platform Businesses)

Enhance Dividends from Affiliated 

(Investee) Companies,

Increase Cash Conversion Rate*1

Capture and Maximize

Core Free Cash Flow*2

Three-year Cumulative
Core Operating Cash Flow ¥1,304bn ¥1,739bn ¥2,000bn

Adjusted Net Profit (Billion Yen)

Core Operating Cash Flow (Billion Yen)

Core Free Cash Flow (Billion Yen)

Cash Conversion Rate

GC2024GC2018 GC2027
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Strengthening Business Portfolio through Divestments 

and Growth Investment

Divest from stagnant businesses Direct capital towards Strategic Platform Businesses
(Growth Domains × High Added Value × Scalability)

FYE 3/2028

① Continuous 

improvement of 

existing businesses

②Strategic capital allocation

and growth investment strategy

GC2027 Capital Allocation

Growth Investments + ¥1.7tn

Divestments - ¥0.6tn

Invested Capital 

¥5.6tn

ROIC 8%
(Non-resources 7%,

Resources 13%)

FYE 3/2025

Shift to High Added Value
Businesses

Shift to Strategic Platform
Businesses

Resources

Natural
Resources

Investments

Infrastructure

Investments and

Financing Businesses,

etc.

Low ROIC
(to be replaced)

Strategic
Platform

Businesses

Non-
Resources Resources

Non-
Resources

Natural
Resources

Investments

Strategic 
Platform

Businesses

Shifting Toward a Robust Business Portfolio of Strategic Platform Businesses and High Value-Added Businesses

Accelerate divestments from stagnant/low capital efficiency businesses + prioritize investments in Strategic Platform Businesses

Target non-resources ROIC of 10% or more by FYE 3/2031

Infrastructure

Investments and

Financing Businesses,

etc.



© Marubeni Corporation All Rights Reserved. 12

Profit Contribution from

New Investments

Improving Investment Quality

-16 -18
-25

-422

-20

-65

17
5

52 50

-150

-100

-50

0

50

100

2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

(Billion Yen)

（forecast）

Results of One-time Gain / Loss

Improving Investment Quality is Essential to Enhancing Corporate Value

Improved 
Investment Quality

+ ¥40bn

+ ¥70bn

FYE 3/2028
Profit Contribution

FYE 3/2025
Profit Contribution

Keys to Improving Investment Quality

Thorough investment discipline
to improve the quality of 

investment decisions

Transparency and 
accountability in the 
deliberation process

Strict implementation of the GC2027
capital allocation policy

Establishment of a Growth Investment

Management Department
 (improving quality and ensuring discipline on theground level)

Rigorous selection of 
businesses with competitive 

advantages

GC2024 New Investments

 (Three-year Cumulative)

¥783bn

+ ¥20bn

GC2027 New Investments
 (Three-year Cumulative)

¥1,100bn

By improving the quality of investments, we have enhanced asset quality (one-time losses → asset replacement gains),

and steadily accumulated profit from new investments
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223 

424 

543 

471 
503

35 33 

62 

78 
85 

95 

2019 2020 2021 2022 2023 2024

61 57 
107 133 143 158
300

60 20 
80

▲198

GC2021 GC2024 GC2027

2027
Target

100

170

2025
Forecast

(Announced May 2)

Over

620

40

510

⚫ Introduction of Progressive Dividend Policy

⚫ Total Payout Ratio of approx. 30–35%

⚫ Consolidated Dividend Payout

Ratio Over 25%

Net Profit (Billion Yen)

Annual Dividend Per Share (Yen)

Total Amount of Share Buybacks (Billion Yen)

Total Amount of Annual Dividend (Billion Yen)

⚫ Continue Progressive Dividends
⚫ Total Payout Ratio of Approximately 40%

Total Payout (FY2019–FY2024) CAGR 31%

Since Share Buybacks (FY2021–FY2024) CAGR 20%Growth
Record

Shareholder Returns

Pursuing Greater Shareholder Returns through Continuous Growth in Profits and Cash Flow

Continuous strengthening of shareholder returns is critical to enhancing corporate value

Total payout has increased at a CAGR of 31% from FYE 3/2020 to FYE 3/2025 (5 years); we will continue to pursue greater 

shareholder returns

► Aim to increase dividends in line with

medium-to long-term profit growth

► Implement flexible share buybacks
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Growth Strategy of 

Strategic Platform Business:

Agri-inputs Retail Business

Managing Executive Officer

Kosuke Takechi

Marubeni IR Day 2025
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Acquired Agrovista UK and Mertens

Tennessee, USAHQ

US$ 6.5 billion / 6,000Sales / employees

Business Domain

Helena Agri-Enterprises

Second largest agri-input retailer

in the U.S.

As the “Next Helena,” expanding 

operations in southeast Brazil

Adubos Real

1987 1990s 1996 2000s 2006 2015 2019

Helena launches crop protection

formulation service

Helena expands

proprietary products

Development of

AGRIntelligence begins

Helena launches 

aerial spraying services

Acquired Helena Acquired Adubos Real

Agrovista UK

Third largest market

 share in the U.K.

Mertens

Retailer for horticultural crops in

the Netherlands, the world's 

second largest agricultural exporter

Wholesalers
(MacroSource, etc.)

Domestic/
international

seed and 
crop protections 

manufacturers

U.S. and Brazilian growers

W
h

o
le

s
a
le

R
e
ta

il
G

ro
w

e
rs

Domestic/
international

fertilizer
manufacturers

Minas Gerais, BrazilHQ

R$ 2.3 billion / 1,200Sales / employees

M
a
n

u
fa

c
tu

rin
g

Agri-inputs Retail Strategic Platform:

Business Overview

Agri-input Businesses in U.S., Brazil, and Europe

Consultation services and sales of fertilizers, crop protections, seeds, and other agri-input products for large-scale agricultural producers

Provide proprietary products and services that meet the needs of our customers

Sales / employees

HQ

€ 100 million / 130

Horst, Netherlands

Sales / employees

HQ

£ 230 million / 440

Nottingham, UK
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19.5 20.7
27.8

24.2 26.1 24.6

39.2

51.5

43.1 43.5
44

56

0

20

40

60

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2027
0

200

400

600

800

1,000

1,200

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

(Billion Yen)

1987 Current 2019

Sales

CAGR

 8.0%

Approx.100 locs 

(At time of acquisition)

About 10 locs

(At time of acquisition)

0

50

100

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Core Operating Cash Flow

CAGR

 9.4%

(Billion Yen)

(Billion Yen)

Net Profit

CAGR

 9.3%

P l a n

Main KPI: Sales of proprietary products and

 number of locations

…

Current

Agri-inputs Retail Strategic Platform:

Track Record & Outlook

Combined net profit of these four companies has grown at a CAGR of 9.3% over the past decade 

Core operating cash flow has grown at a CAGR of 9.4% over the same period

Approx. 550 locs Approx. 80 locs
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(Quoted from CropLife100)

Rank / Company Headquarters Location States Served

1 Nutrien Ag Solutions Loveland, CO 45

2 Helena Agri-Enterprises Collierville, TN 48

3 GROWMARK Bloomington, IL 21

4 Simplot Growers Solutions Boise, ID 32

5 CHS Inver Grove Heights, MN 15

6 GreenPoint AG Decatur, AL 10

7 Wilbur-Ellis Denver, CO 19

8 Keystone Cooperative Indianapolis, IN 3

Greater than $1 billion IN RETAIL SALES

Evaluating agricultural production growth potential by country: Helena’s position in the U.S.

(Source: FAO and others)

“Large domestic demand” + “Export competitiveness”

Number of large-scale agricultural businesses +

Low country risk (including geopolitical risk) = Attractive markets

Country
Agricultural 

production value 
(2023, billions USD)

Agricultural production 

value CAGR

(previous ten years)

1 China 1,170 3%

2 India 380 4%

3 U.S. 250 3%

4 Brazil 210 6%

5 Russia 110 1%

Agri-inputs Retail Strategic Platform:

Growth Domains

Capturing strong domestic and export demand, primarily in the U.S., 

the world’s third largest agricultural producer, and Brazil, the fourth largest

Achieving growth

that exceeds

market average
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AGRIntelligence Helena Products 

Building trust by providing solutions to customers, 
leading to high retention and new customer acquisition

AI scientific
analysis / proposals

Custom solutions 
through proprietary

products

Agri-inputs Retail Strategic Platform:

High Added Value

AI leverages digital technology to analyze customers’ soil and crop data to provide scientific solutions

Based on AI analyses and proposals, we sell proprietary products developed in-house alongside other solutions

Continue sustainable growth with AGRIntelligence (AI) & Helena Products as growth drivers
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Operating regions

⚫Bahia

⚫Minas Gerais

⚫São Paulo

⚫Espírito Santo

⚫Rio de Janeiro

Expansion in BrazilU.S. expansion
Expansion of 

products and services

Crop 

protection Fertilizer Seed

Proprietary
 products

Application
services

Formulation
services

Finance

Agri-inputs Retail Strategic Platform:

Scalability

Expansion through acquisitions + strengthening Helena’s expertise and know-how, 

while transferring those skills into other markets to capture market growth

Expansion of products and services

Expanding areas of operation through acquisitions of companies in countries where we already have a presence

Transfer Helena’s expertise and know-how for expansion in other countries
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FYE 3/2025 FYE 3/2028

ROIC 

around

10%

Inorganic growth 
⚫ M&A

Organic growth 

Market growth
⚫ Expanding market share

⚫ Highly profitable proprietary products

⚫ Digital driven services

Capture growth in

U.S and Brazil

+

Expansion to

other countries

＋

CAGR

10%

43.5 billion yen

56.0 billion yen

Target

Agri-inputs Retail Strategic Platform:

Growth Strategy

Achieve 10% growth via our winning strategies as a Strategic Platform Business

Aim to achieve 10% growth in the U.S. and Brazil, exceeding the average growth of the agri-inputs market.

Achieve continuous growth as we move toward 2030

Net Profit Target
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Growth Strategy of 

Strategic Platform Business:

Mobility Business 

in North America

Senior Managing Executive Officer

Jiro Itai

Marubeni IR Day 2025
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New Vehicle Sales Registration/Upfit Lease/Rental Finance & Insurance Extended Warranty Repair & Maintenance Aftermarket Parts Disposal/Scrapped

Commercial vehicle 

rental and leasing

⚫2013 ~

Used car auto financing

Mobility Business in North America Strategic Platform:

Business Overview

Operated as an exporter of Japanese cars (OEM) through the 90s

Currently operating as a customer-oriented, OEM-independent business across North America

History of our mobility business in North America

Overview of the North American automotive industry value chain and our existing businesses

1958

Datsun in North America

(now Nissan) sales begin

Expanding into new

adjacent areas

From 2025

Wheels

investment

20242015

Aftermarket parts

business investment

2011

Nowlake

investment

~ 2000s​

Trade and sales agents, etc.

Developing OEM captive business

Transforming our business model
into a customer-oriented, service-centric 

model that is independent of specific 

OEM and vendors

*A business that undertakes the management of vehicles used by corporate customers.

  Wheels leverages a nationwide vendor network to address clients’ vehicle ownership and operating challenges, boost efficiency, and reduce costs.

Manufacture

⚫2011 ~​ ⚫2015 ~​

Reefer railer

rental/lease

⚫2000 ~

Distribution of parts to 

insurance companies

⚫2025 ~​

Extended warranty

⚫2023 ~​

Fleet management business*
⚫2024 ~​

Aftermarket parts business
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0

20

40

60

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

39

56

0

20

40

60

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 ･･･ 2027

Mobility Business in North America Strategic Platform:

Track Record & Outlook

FYE 3/2016: Investment in XLP / FYE 3/2018: Investment in TPH and partial divestment of TDF equity (100% → 50%) / FYE 3/2020: Partial divestment of PLM equity (100% → 50%) / FYE 3/2025: Investment in Wheels

Net Profit

Core Operating Cash Flow

CAGR

25%

CAGR

8%

Plan

Aim to improve CAGR by adopting 

a cash-flow-oriented approach

Driving growth centered on Nowlake and Wheels

1.5 2.4

7.6

24.2
27.9

0.2
0.4

0.7

1.6

2.7
3.0

0.0

1.0

2.0

3.0

4.0

0.0

10.0

20.0

30.0

40.0

2012 2015 2018 2021 2024 2027

Consolidated Net Profit (left scale)

KPI: Earning Asset (right scale)

(Billion Yen) (Trillion yen)

1.5

1.5
1.6

0.0

0.5

1.0

1.5

2.0

0

10

20

30

40

2024 2027

Consolidated Net Profit (left scale)

KPI: Leased Asset (right scale)

Beginning in 2020, Apollo Global Management, Inc. 

acquired Donlen, Wheels, and LeasePlan and integrated 

the three companies, creating the largest fleet 

management company in the U.S.

(Billion Yen) (Trillion yen)

Nowlake

Wheels

(Billion Yen)

(Billion Yen)
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285

288
289

302

2023 2024 2025 2034

Mobility Business in North America Strategic Platform:

Growth Domains

1.5
1.6

1.7

2.3

2023 2024 2025 2034

USD 1.7 trillion (6% of GDP)

Japan's figure is USD 0.1 trillion (3% of GDP) 

(Source) Market Research Future | Cabinet Office "National Accounts" (Source) PwC | Japan Automobile Manufacturers Association | Mitsubishi Research Institute

289 million units (Japan: 79 million units)

Annual mileage per vehicle: 19,000km (7,000km in Japan)

U.S. automotive industry market size (USD trillion) Number of vehicles in operation (millions)

Cars are a necessity of life in North America:

The world’s largest auto market continues to grow alongside population

CAGR

3.9%
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Mobility Business in North America Strategic Platform:

High Added Value (Nowlake)

Retail 

Customers
Dealers

I don’t have 

enough money 

to buy outright

I want a car

right now

I want to 

reduce 

my monthly 

payment

⚫ Aggregation of 47,000 dealers

10 million 

customer leads 

per month

Provide dealer 

management system

credit screening in 

0.1 seconds

0.6 million/year 

loan offerings

Customers 

& Credit 

Data

AI / DX 

Utilization

Leveraging data and AI/DX to attract dealers and customers

Providing multiple financing solutions for customers

Covering the entire U.S.

Dealer Network

47,000 stores

High convenience

for dealers'

systems

Rationalization/

Cost reduction

Low price

⚫ Data-driven credit screening (10M/year)

Earning Assets

USD 19 Billion

Loan Balance

1.6 Million

Number of Customer Leads

10 Million / Year
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Repairs and 

Maintenance

Fuel Management

GPS

Telematics

Vehicle 

Procurement / 

Upfitting

Title Registration

Accident 

Management

Toll / Violation

Payment

Vehicle Disposal

OEM /Dealer

Upfitters

Maintenance &

Service Shops

Gas Stations

GPS

Provider

Title Registration

Agent

Accident Mgmt. 

Agent / Police

DOT

Police

Auto Auction

Mobility Business in North America Strategic Platform:

High Added Value (Wheels)

End-to-end vehicle lifecycle management from acquisition to disposal 

Delivering comprehensive solutions for customers

Customer Vendor

Fleet Management 

Operation
Vendor Network

Lease＆Vehicle 

Management

Solutions

Leasing Fee

Service Fee

Optimal Vendors

Selection

Rebate

Fleet management 

operations 

vary by state. Value Proposition

Wheels provides FM operations that 

are non-core and complex for customers

Undertaking FM

Leverage scale to secure 

vendor rebates and 

share them with clients

Lowering TCO

Provide finance options for customers

Finance Offerings

Leased Asset Balance

USD 10.4 Billion

Number of Units Managed

900,000 Units

Annual Vendor Spending

USD 7.5 Billion

Number of Customers

(70% investment grade )2,000 Companies
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Expansion via Existing Business Synergies × Adjacent Expansion

Mobility Business in North America Strategic Platform:

Scalability

⚫ OEM ⚫ Dealer
⚫ Service Shop Equipment
⚫ Upfitter

⚫ Lease / Rent / Loan ⚫ DMS
⚫ F&I

⚫ insurance
⚫ GAP
⚫ Extended Warranty

⚫ Vehicle Registration
⚫ Accident Management
⚫ Toll Management
⚫ Fuel Card
⚫ EV Charger

⚫ Auction
⚫ Repossession
⚫ Vehicle Transportation
⚫ Scrap / Recycle
⚫ Salvage
⚫ Remanufacturing 

⚫ Aftermarket Parts
⚫ Oil
⚫ Shop Management 

System

⚫ Franchise Dealer
⚫ Independent 
     Maintenance Shop 
⚫ Bodywork
⚫ Tire
⚫ Gas Station
⚫ EV Charger

Sales Finance Software InsuranceManufacturing FM Services
Resale

Transport / Scrap
Parts

Service and 
Maintenance

Creating New Businesses for a

Larger Platform

Working with Strong Partners

World-leading

asset management company

The largest dealer group 

in the United States

Expansion into 

untapped adjacencies

Creating a 

Stronger Platform

Expanding into Adjacent Areas

• Expanding into other areas of the automotive value chain 

(vehicle registration, upfitting, insurance, transportation, 

accident management, auctions, etc.)

• Capturing revenue across the vehicle lifecycle

Synergies with Existing Businesses

• Collaboration between Wheels & TDF

• Mutual customer referrals between Wheels & PLM

• Utilizing used vehicles from Nowlake, Wheels, etc.

• Collaboration between Wheels & aftermarket parts 

business

Automotive Value Chain

synergy
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Mobility Business in North America Strategic Platform: 

Growth Strategy

Net Profit Target

+17bn Yen

CAGR

20%

Further growth 

and

profit increase

Strengthen Our Strategic Platform via Organic Growth x New Ventures

FYE 3/2028​

56bn Yen

FYE 3/2026​

39bn Yen

Synergies with existing businesses

Expanding into untapped 
adjacent areas

ROIC 13%

Organic Growth

• Increase finance assets

• Cross-selling & upselling

• Further customer acquisition & broaden vehicle lineup



Growth Strategy of 

Strategic Platform Business:

Wholesale and Retail 

Power Trading Business

Senior Managing Executive Officer

Yoshiaki Yokota

Marubeni IR Day 2025
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Wholesale and Retail Power Trading Strategic Platform: 

Business Overview

Company Name SmartestEnergy Ltd

Incorporated 2001​​ (SmartestEnergy Ltd.)

Number of 

employees

Approx. 840 

(SmartestEnergy Group , including U.S. and Aus.)

Location London, U.K.​ (SmartestEnergy Ltd.)

Shareholder Marubeni Corporation (100%)

Summary
Wholesale and retail power sales business in U.K., U.S., 

and Australia

Purchase of power and 

renewable energy certificates

Power
generators

Sales of power and 

renewable energy certificates

Wholesale power business

Wholesale trade of power and renewable energy certificates

Retail power business

Retail 
customers
(business)

Wholesale market

Company Name Marubeni Power Retail Corporation

Incorporated 2015

Number of 

employees
Approx. 110

Location Chiyoda-ku, Tokyo (Head Office)

Shareholder Marubeni Corporation (100%)

Summary
Wholesale and retail power sales and renewable energy 

aggregation business in Japan



© Marubeni Corporation All Rights Reserved. 31

0

10

20

30

40

2015 2017 2019 2021 2023 2024

23

30

0

10

20

30

2015 2017 2019 2021 2023 2024 2025 ･･･ 2027

Wholesale and Retail Power Trading Strategic Platform:

Track Record & Outlook

0

10

20

30

40

50

2000 2004 2008 2012 2016 2020 2024 2025 2026 2027

(TWh)

*All charts show combined data for SmartestEnergy Group and Marubeni Power Retail

Market price
surge

The Energy 
Award 2012

Multi-regional expansion
(Europe, North & Central America,

 Asia, etc.)

SmartestEnergy U.K. / KPIs FYE 3/2025 (Result) FYE 3/2028​ (Target)

Retail sales volume 9.4TWh 18TWh

Cost to serve £6.5/MWh £4.0/MWh

(Billion Yen)

Business launch
 in Japan & U.K.

Retail 
launch 
in U.K.

Established
MPR 

Established SELUS

Established SELAU

Net Profit

Core Operating Cash Flow

Retail Sales Volume

CAGR

27%

(Billion Yen)

Sales volume
expansion

CAGR

24%

CAGR

30%

No.3
C&I supply 

market share
U.K.

No.1
Customer 

Satisfaction

No.4
Sales volume

Japan

U.S.

U.K.

Plan

Plan

Net profit has grown at a CAGR of 24%, and core operating cash flow has grown at a CAGR of 27% over the past decade

We have been expanding our services and coverage areas since we launched our power retail business in Japan in 2000
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Wholesale and Retail Power Trading Strategic Platform:

Growth Domains

(GW)

4,000

6,000

8,000

10,000

12,000

14,000

2020 2021 2022 2023 2024 2050

（Source：Bloomberg）

Solar

Wind

(onshore/

offshore)

Hydro

Gas

Coal

Nuclear

Global Electricity Capacity SEL Group & MPR’s 

Retail Sales Volume Related to Renewable Energy
(GWh)

Increase in renewable energy 
generation capacity due to growing 
renewable energy demand

Our early focus on renewable power, ahead of competitors, has established a strong renewable energy brand

Anticipating further increases in demand for renewables driven by decarbonization needs, we will continue to 

focus on renewable power
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Wholesale and Retail Power Trading Strategic Platform:

High Added Value

Id
entify

ing Customer Needs

P
roviding Products & Servic

es

Achieve high customer satisfaction by continuously identifying customer needs and creating high value-added products 

and services that meet those needs

Customer Needs
(Growth Domains)

Creating high value-added

products and services

Efficiency & optimization 

using advanced IT/Digital

Sophisticated risk 

management

Renewable Energy

Demand for clean power
Higher

Customer 

Satisfaction
Market

Liberalization
Demand for flexible choices

from a wide range of products
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Wholesale and Retail Power Trading Strategic Platform:

Scalability

Power wholesale
& retail

2000s

Achieving a 
solid track 
record and high 
ratings

*Pre-sale and post-sale against suppliers 
  with under 15 TWh contracts

No.1 Customer Satisfaction

US

2019 2020Early 2000s

Expansion of 

market and region 

Renewable energy
certificates
Power & gas retail

2010s

Expanded renewable
energy options
Storage batteries

2020s

No.3 C&I Supply Market Share

UK

Further expansion,
with trading hubs

as the center 

FY25

Replicate successful business models and products to other regions, with customer satisfaction at the center

No.4 PPS Sales Volume

Japan

* Power Producer Supplier
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Wholesale and Retail Power Trading Strategic Platform: 

Short-Term Growth Strategy

Accelerate both organic growth and expansion through M&A, using trading hubs as the center

Mexico

Aus.
Hub for 
APAC

U.S.
Hub for

Americas
Japan

Canada

U.K.
Hub for
Europe

Germany

Iberia

Philippines

Singapore

FYE 3/2026
Forecast

FYE 3/2028
Target

Net Profit Target

¥23.0bn

¥30.0bn

ROIC 

approx.

12%
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Wholesale and Retail Power Trading Strategic Platform: 

Mid-to Long-Term Growth Strategies

Storage 

Battery

Wind Power

Energy

Management

Solar Power

Renewable Energy

Certificate

Gas

Decentralized

Power Generation

Power 

Supply-demand

Adjustment

Aus.

Hub for 

APAC

U.S.

Hub for

Americas

U.K.

Hub for

Europe

Japan

By integrating our core wholesale & retail power trading business with other initiatives such as 

distributed power generation and energy management, we will strengthen our strategic platform



Growth Strategy of 

Strategic Platform Business:

Pharmaceutical 

Sales Business

Representative Director, Member of the Board, 

Senior Executive Vice President, CDIO

Kenichiro Oikawa

Marubeni IR Day 2025
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Pharmaceutical Strategic Platform: 

Track Record & Outlook

Focused on universal demand and growth potential

Began with low-risk model while expanding capabilities & operating areas

A fast-growing field driven by the aging global population, the expansion of middle-income demographics, and a growing health consciousness

Step-by-step business expansion with limited risk, accumulating know-how in an area that requires a high level of expertise

*1 Contract Sales Organization. Provides sales and promotion services on behalf of pharmaceutical companies.

*2 Business of acquiring and managing pharmaceutical licenses from pharmaceutical companies and others. Please refer to P. 41.
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01
⚫ Our first investment in China in the pharmaceutical sector

⚫ Limited JV business with our partner, introducing products to 

local CSO*1

02 ⚫ Providing one-stop services from market analysis to regulatory 

affairs, promotion, distribution, and pharmacovigilance

03
⚫ Entered the market after over 3 years of discussion,

anticipating long-term growth

⚫ Horizontal expansion into several regions

04
⚫ Building the foundation for a pharmaceutical 

strategic platform

Low

High

Fobeni
Agency business model introducing Japanese 

pharmaceuticals to Chinese market
(Now) Participating in multi-regional clinical trials of Japanese 

pharmaceuticals

CSO business in the Middle East

CSO business in Africa

(Succession of Sumitomo Pharma’s Business in Asia)

Pharmaceutical portfolio management*2

Lunatus

Phillips

Marubeni Pharmaceuticals
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Pharmaceutical Strategic Platform: 

Business Overview

Bringing proven products from countries with more advanced pharmaceutical sectors to 

emerging countries, thus closing gaps in healthcare infrastructure between regions

Establishing and expanding our platform business

Africa

1.3 
bn

Middle East

0.4 
bn

Asia
(SEA & China)

2.1
bn

JapanEurope
North 

America

Shar ing suppliers/pharmaceutical companies & products

Incorporated 2025 2003 1991

Number of 

employees
700 160 1,300

Countries and 

regions of 

operation

China/Hong 

Kong/Taiwan/

Singapore/Thailand/

Malaysia/Vietnam/

Philippines/

Indonesia

UAE/Saudi 

Arabia/Qatar/Oman/

Bahrain/Kuwait/Jorda

n/Lebanon

Kenya/Uganda/

Tanzania/Rwanda/

Zambia/Nigeria/Ghan

a/Namibia/Mauritius

Revenue

FY2025

(plan)
40bn yen 20bn yen 14bn yen

Our business in Asia, the Middle East, and Africa

Operations in each region

Cross-regional collaboration

Providing needed products to target regions
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Geographical and temporal gaps 

in accessibility to pharmaceuticals

Pharmaceutical Strategic Platform: 

Growth Domains

Global pharmaceutical market: 

USD 2,916bn (2032), CAGR: 6.7% (22–32)

(Bn USD) 2022 2032
CAGR

(22-32)

North America 730 1,223 5.2%

West Europe 235 414 5.8%

China 156 398 9.8%

APAC 135 289 7.9%

Japan 83 146 5.8%

Central and South 

America
71 194 10.6%

East Europe 45 89 7.1%

Middle East 42 103 9.4%

Africa 23 60 10.1%

Source: The Pharmaceutical Drugs Global Market Research Report 2023

Global

CAGR

6.7%

Operations in high-growth markets and a focus on gaps 

in healthcare infrastructure between regions

Economic development
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Infectious diseases

Lifestyle-related diseases;

Cancers

Orphan

diseases
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Acquiring licenses* from pharmaceutical companies 

and expanding our pharmaceutical portfolio

Handle all processes from market analysis to 

pharmacovigilance, according to need

Pharmaceutical Strategic Platform: 

High Added Value

License holder(s)
(pharmaceutical companies, etc.)

One-stop service to introduce proven products 

from countries around the world to regions 

and patients in need

*Patent rights, trademark rights, manufacturing rights, sales rights, etc.
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Sales and promotion on a contractual basis (CSO business)

License acquisition and management with long-term exclusivity

Marubeni Target area

Contract Sale

Marubeni

Authorization Long-term sales

Transfer/licensing

License

holder

Sales of pharmaceuticals in each region and 

acquisition of reliable pharmaceuticals with a proven track record



© Marubeni Corporation All Rights Reserved. 42

Existing

Platform

Pharmaceutical Strategic Platform: 

Scalability

Introduction of new products and expansion into new markets

Introducing new products
that meet local needs

(regardless of the target therapeutic area)

Expanding our global network
Existing

platform

In addition to expansion in existing regions,

Expanding our platform to new regions
(Central and South America, East Europe, etc.)

Asia Middle East Africa

Infectious 

diseases

Gastroenterology

Cardiology

Urology

Ophthalmology

Otolaryngology

Orthopedics

Central nervous 

system diseases

Obstetrics and 

gynecology

Other

Target therapeutic area for expansion
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Pharmaceutical Strategic Platform: 

Growth Strategy

Expanding our business to meet the pharmaceutical 

needs of more patients while achieving our goals by FYE 3/2031

100 bn yen

FYE 3/2026 FYE 3/2031

*The revenues figures presented on this page represent the aggregated total (100%) sales of Marubeni’s subsidiaries and affiliates for pharmaceutical businesses, irrespective of Marubeni’s share of such 

subsidiaries and affiliates, and therefore differ from the revenue figures reported in Marubeni’s consolidated financial statements.

Target population 4＋ bn

Products 10,000＋

ROIC 10＋ %

Revenue＊ 100＋ bn yen

20＋ bn yenProfit

Pursuing value as a strategic platform for the benefit of even more patients



Value Creation Story 

for FYE 3/2031

The Future We Will Create with

the Global crossvalue platform

Marubeni IR Day 2025

Representative Director, 

Member of the Board, 

President and CEO

Masayuki Omoto

Part II
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Pursuit of the Global crossvalue platform

FYE 3/2020
Market Cap: 

Approx. ¥1tn

PER

FYE 3/2026
Market Cap:

Approx. ¥5.7tn

Sogo Shosha Sector

Size＝Market Cap

Pursuit of the GCP＝

Pursuing Value Creation beyond the Boundaries of a Sogo Shosha

Profit / Cash Flow

PER:

Apporx. 11.2x

PER: 

Approx. ６x

～FYE 3/2031
Market Cap:

Over ¥10tn
PER: 

Approx. 13x

Targeting global excellence 

by benchmarking the world’s 

leading companies

Concentrating management 

resources on winning strategies
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Pursuit of the Global crossvalue platform

Winning Strategy

Strengthen the 

Marubeni Group HR Strategy

Stringent Effort to Improve

Capital Efficiency

Pursuit of the GCP＝

Concentrating Management Resources on Winning Strategies
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Executing Winning Strategy = Executing Strategic Platform

Growth Strategy Centered on Strategic Platform with Winning Strategy

1.Growing our core businesses 2.Expanding existing businesses 3.Developing new businesses 4.Divesting from stagnant businesses

Pursuit of
the GCP

Growth Domains High Added Value Scalability

1. Further growth of core Strategic Platform Businesses
Accelerate growth through functional enhancements, 

productivity improvements, roll-up investments, etc.

4. Divestments from 

Stagnant Businesses

Divestment from existing businesses that 

cannot become Strategic Platform Businesses

3. Develop New Strategic 

Platform Businesses
Transforming infrastructure investments and 

financing businesses to service-centric businesses,

value chain expansion of natural resources, 

Forward-looking investments in future pillars
2. Expansion of Strategic

Platform Businesses with 

significant growth potential

Car Maintenance

Business

Pharmaceutical Sales

Business

Agri-inputs 

Retail Business

Mobility Business 

in North America

Aviation Aftermarket 

and Asset Trading 

Business

IT/Digital

Solutions Business

Food Marketing 

And Manufacturing 

Business

Wholesale and 

Retail Power 

Trading Business

Winning Strategy

Executing Winning Strategy=Executing Strategic Platform

Strengthen the Marubeni
Group HR Strategy

Strengthening Value Creation Capability

Stringent effort to improve
Capital efficiency

Transformation into Strategic Platform
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Strengthening Marubeni Group HR Strategy＝
Strengthening Value Creation Capability

Execution of Winning Strategies Propagation of Winning Strategies

⚫ Excellence in Group company management talent

⚫ Clear alignment in mission 

⚫ Implementing external market-based evaluation and 

incentive mechanisms

⚫ Pursuit of autonomous growth 

⚫ High added value (enhancing customer value and 

improving productivity), relentless pursuit of scalability, 

and functional development

⚫ Global perspectives to identify opportunities, execute 

roll-up investments, and maximize business value 

⚫ Pursuing the expansion of Strategic Platform Businesses

Examples:

—Expansion of agri-input retail business in Brazil

—Expansion into adjacent areas of mobility business in North 

America

—Expansion of wholesale and retail power trading business in 

the U.S., Australia, and Japan

⚫ Pursuing the creation of a new strategic platform

Example:

—Development of pharmaceutical sales business

Examples:

—Expansion of agri-input retail business within the U.S.

—Expansion of domestic market share in mobility business in 

North America and wholesale and retail power trading business

Winning Strategy

Executing Winning Strategy=Executing Strategic Platform

Strengthen the Marubeni
Group HR Strategy

Strengthening Value Creation Capability

Stringent effort to improve
Capital efficiency

Transformation into Strategic Platform

Further Emphasis on Mission-Oriented and Competence-Based Approaches toward 

Execution and Propagation of Winning Strategies 

Strengthening management and business investment professionals (promoting from within and hiring outside of Marubeni)

Reallocation of Marubeni employees to growth domains

Enhancing shareholder-oriented initiatives and incentives across the Marubeni Group



© Marubeni Corporation All Rights Reserved. 49

Pursue Capital Efficiency = 
Transformation into Strategic Platform

Transforming into a corporate group that creates value beyond the boundaries of a Sogo Shosha through the 

implementation of capital allocation policies and investment strategies during GC2027

Simultaneously pursuing profit growth and improved stock price/valuation, aiming to further enhance corporate value

Strategic Platform 
Businesses

(Growth Domains x High Added Value x Scalability)

Forward-looking Investments

in Future Pillars
（Inorganic Growth）

Natural Resources

(Strengthening 

Competitiveness)

Infrastructure 

Investments, Financing 

Businesses

(High Profitability)

Shift to service-

centric business 

model

Value chain 

expansion

Shift to High Added Value Businesses

Turning our entire portfolio 

into a Strategic Platform

FYE 3/2028

Portfolio by Business Model

Towards FYE 3/2031

Value creation beyond 

the Boundaries of Sogo Shosha

Strategic 

Platform

Businesses

Non-Resources

Infrastructure Investments, 

Financing Businesses, etc.

Natural

Resources

Investments

Resources

Value Creation Beyond the Boundaries of a Sogo Shosha

Winning Strategy

Executing Winning Strategy=Executing Strategic Platform

Strengthen the Marubeni
Group HR Strategy

Strengthening Value Creation Capability

Stringent effort to improve
Capital efficiency

Transformation into Strategic Platform
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Further Strengthening the Marubeni Group’s 
Value Creation Capabilities

⚫ Implemented strategy-driven procedures and management guidelines by business model

⚫ Strengthened deliberation process through the Investment and Credit Committee

⚫ Strengthened accountability

⚫ Strengthened commitment to achieving budget

⚫ Reviewed work processes and implemented productivity improvement measures

⚫ Introduced Group governance policy and clarified regulations

⚫ Implemented business guidelines and rigorous selection of projects

⚫ Reformed deliberation process

⚫ Strengthened PMI systems after investment

⚫ Strengthened the autonomy of group companies

⚫ Recruited executive management personnel

⚫ Improved Group governance structure

Continuous Improvement of Existing Businesses

Growth Driver 1

Strategic Capital Allocation and Growth Investment Strategy

Growth Driver 2

World’s Leading Companies in Value Creation

Multinational diversified companies, leading overseas 

investment companies, PE funds (long-term perspective)

～GC2018

GC2021･

GC2024

GC2027

Incorporating Best Practices +
Strengthening Organizational Skills to Create Value Beyond 

the Boundaries of a Sogo Shosha

Benchmarking against the World’s Leading Companies to Pursue 

Organizational Skills in Improving Businesses and Growth Investments

⚫ Systematization and implementation of strategies

⚫ Strengthening value enhancing organizations

⚫ Professionalization of management personnel

⚫ Enhancing Incentives

⚫ Strengthening business front lines, and pursuit of a 

smaller HQ organization

⚫ Disciplined capital allocation

⚫ Clarification of winning strategies

⚫ Specialization of investment organizations

⚫ Further improvement of deliberation processes

Winning Strategy

Executing Winning Strategy=Executing Strategic Platform

Strengthen the Marubeni
Group HR Strategy

Strengthening Value Creation Capability

Stringent effort to improve
Capital efficiency

Transformation into Strategic Platform
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Our Vision of the Future

Value Creation beyond the Boundaries of 

a Sogo Shosha

We anticipate the issues and challenges facing society and create innovative solutions 

for our customers and the world, breaking down barriers between sectors, between 

internal and external, crossing borders, building on our existing business models and 

expanding into new markets.

We will generate new value by freely combining our Group’s strengths, 

internal and external expertise, and individual dreams and visions, 

uniting the Marubeni Group as one single platform.
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Disclaimer Regarding Forward Looking 
Statements and Original Language

This material contains forward-looking statements about the future performance, events or management plans of Marubeni 
Corporation and its Group companies (the Company) based on the available information, certain assumptions and expectations at 
the point of disclosure, of which many are beyond the Company’s control. These are subject to a number of risks, uncertainties 
and factors, including, but not limited to, economic and financial conditions, factors that may affect the level of demand and 
financial performance of the major industries and customers we serve, interest rates and currency fluctuations, availability and 
cost of funding, fluctuations in commodity and materials prices, political turmoil in certain countries and regions, litigation claims, 
changes in laws, regulations and tax rules, and other factors. Actual results, performances and achievements may differ 
materially from those described explicitly or implicitly in the relevant forward-looking statements.
The Company has no responsibility for any possible damages arising from the use of information on this material, nor does the 
Company have any obligation to update these statements, information, future events or otherwise. 
This material is an English language translation of the materials originally written in Japanese. In case of discrepancies, the 
Japanese version is authoritative and universally valid.
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