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Review of Operations and Strategies by Segment

Water Treatment Facilities

We identify new needs and contribute to our 
customers’ businesses through our solution 
proposal capabilities.
Overall, we achieved an increase in sales by making up for a fall in 
sales to the electronics industry through growth in sales to general 
industries. As an essential partner for our customers, we will strive 
to strengthen our existing businesses and create new businesses.

Toshitaka Kodama
Managing Director
General Manager of Sales II Division and in charge of the facilities business

Sales (Millions of yen)
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Operating Income (Millions of yen)
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Overview of the Fiscal Year Ended March 31, 2017

In business operations catering to the electronics industry, or-

ders for the sector overall declined. This reflected such factors 

as the completion of the recent cycle of orders for large-scale 

water treatment facilities overseas, as well as revisions in con-

tractual conditions in a portion of the ultrapure water supply 

business. Although sales rose overseas, sales to the sector 

overall decreased, reflecting the impact of changes in the 

ultrapure water supply business.

 In business operations catering to general industries, orders 

increased. This was driven by such factors as the winning of 

large-scale project orders in fields including water treatment 

facilities for thermal power plants and soil remediation, as well 

as a robust performance by maintenance services. Sales to gen-

eral industries increased overall, underpinned by sales growth 

in such areas as soil remediation and maintenance services.

 In operating income for the segment as a whole, although 

there was an improvement in the profitability of water treat-

ment facilities, maintenance services, operating income de-

creased owing to the impact of lower sales from the ultrapure 

water supply business.

Market Environment

In Japan, large-scale plant and equipment investment proj-

ects in semiconductor and smartphone-related industries 

began to increase from the second half of calendar 2016. 

Accompanying liberalization of the electricity market, we are 

receiving orders for water and wastewater treatment facilities 

from customers entering the electric power generation busi-

ness. In other areas, we are seeing a rise in such developments 

as logistics warehouses and large-scale shopping malls, 

reflecting the increasing liquidity of land on the outskirts of 

urban areas. This is leading to emerging needs for soil reme-

diation. Plant and equipment investment in such industries as 

beverages and foodstuffs as well as pharmaceuticals remains 

robust. In the medium term, we anticipate rising needs relat-

ing to the replacement of aging facilities in such industries 

as petrochemicals and steel, as well as investment aimed at 

efficiency improvements and energy savings. However, when 

considering strategy in Japan, it is vital that we diligently 

observe capital investment trends in each industry among 

customers that manufacture competitive products.

 In overseas markets, in China and South Korea—where 

customers are centered on LCD and semiconductor manu-

facturing—we anticipate that plant and equipment invest-

ment will remain at a high level. In particular, in the Chinese 

electronics industry, where the Kurita Group holds a high 

market share, we believe that the brisk capital investment 

climate seen in recent years has been buoyed by expecta-

tions of the provision of subsidies as a part of national policy. 
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Standardized Wastewater Reclamation System Created through the Integration of 

Chemical and Plant Technology

There is a large potential market for wastewater reclama-

tion systems in regions overseas where water resources are 

scarce. Such systems make it possible not only to reduce 

the quantity of water and wastewater but also realize 

reductions in the volume of such inputs as electricity and 

steam. Hence, wastewater reclamation systems offer a 

wide array of advantages for the customer. In response to 

such needs, in 2017 Kurita developed a standardized, sim-

ple, low-cost, wastewater reclamation system. This system 

is comprised of the following four elements only: pretreat-

ment chemicals; ultrafiltration membrane; reverse osmosis 

(RO) chemicals; and RO membrane. The system not only 

provides high functionality in its constituent units but also 

enables selection of membranes and chemicals to cater to 

a diverse range of input water qualities. As such, one of the 

system’s major advantages is the ability to flexibly optimize 

it. Compared with conventional systems, the system real-

izes substantial reductions in both initial cost and running 

costs. In the Chinese market, customer requirements are 

exceptionally demanding. A system must not only fulfill 

the need for compatibility with wastewater regulations 

and environmental conservation but also provide eco-

nomic advantages based on wastewater reclamation. Kuri-

ta will work to strengthen its sales programs for this system 

with China as the main target market.

Standardized wastewater reclamation system

In addition, driven by stricter wastewater regulations, needs 

are increasing in the area of facilities for wastewater reclama-

tion and recycling. Having identified such trends, the Kurita 

Group has already developed a new standardized wastewa-

ter reclamation system, which is targeted at markets where 

water resources are scarce, such as China, Southeast Asia, 

and Singapore.

Growth Strategy

Becoming a company that boasts a high degree of flexibility
Recently, general pure water facilities and wastewater treat-

ment facilities are becoming increasingly commoditized. 

Within this environment, to maintain Kurita’s significant dif-

ferentiation from other market participants we are working 

to enhance the proposal capabilities, cost competitiveness, 

and customer response capabilities that we have cultivated 

to date. In April 2017, we launched sales activities based on 

a newly designed organizational structure, which is aimed 

at providing customers with the best solutions. As with the 

ultrapure water supply business, we support large-scale plant 

and equipment investment based on the customer’s long-

term management plan. Furthermore, as a company capable 

of providing services with a high degree of flexibility, we are 

striving to enhance customer satisfaction. Specifically, in re-

sponse to discussions with and requests from customers, we 

speedily provide solution proposals.

 At present, the entire Company is involved in efforts to 

advance the Kurita IT strategy. By increasing the efficiency of 

our operations through the utilization of IT, employees will be 

able to concentrate more fully on preparing and presenting 

proposals for customers. Simultaneously, we believe that the 

application of IT will also lead to improvements in product 

and service quality. For example, by migrating our design op-

erations to 3D computer-aided design (CAD) and other digital 

technologies, we will work strenuously on measures to raise 

productivity and cost competitiveness.

New business creation
The Kurita Group is strengthening its programs for develop-

ing new businesses across a wide range of fields. The use of 

biomass as a new energy source is receiving significant atten-

tion as a means of realizing a low-carbon society. Kurita has 

already developed dry methane fermentation technology, 

which recovers biogas generated by waste, and is providing 

this technology to facilities in Japan that have the potential 

to use it as fuel or for electricity generation. In our existing 

businesses also, we see potential for growth. For example, 

there may be opportunities to develop the ultrapure water 

supply business in industries outside of semiconductors and 

LCDs. Furthermore, we may be able to expand the scale of our 

businesses through collaboration with other companies. We 

are determined to turn such ideas into reality.

Responding to next-generation customer needs
The Kurita Group has developed the ultrapure water sup-

ply business over many years. We believe that Kurita can 

contribute to factory innovation through water treatment 

facilities, driven by the rapid progress currently taking place 

in such technology spheres as IoT and AI. Such equipment 

as network cameras and robots are being introduced into 

customers’ plants, and computer-controlled production is 

advancing. In these evolving factories, we envisage that 

customers’ plants of the future will need to be capable of 

switching production instantaneously from one product to 

another. This will also require water treatment to be modi-

fied in real-time. By utilizing sensing technologies and data 

analysis, reconfiguration of water supply, water treatment, 

and other parameters can be automated, thus meeting 

next-generation customer needs for flexibility. I believe that 

we must collaborate closely with our customers to realize 

this service model of the future.


