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January ２８，２００５ 
 

Mitsubishi Corporation 
 

Press Conference Concerning Mitsubishi Motors Corporation 
 

＜Remarks by President Kojima＞ 
 
Good evening. My name is Yorihiko Kojima. Thank you for attending this evening 
presentation today at such extremely short notice. 
  
At yesterday’s extraordinary meeting of the board of directors, it was decided that 
Mitsubishi Corporation (MC) will extend additional support to Mitsubishi Motors 
Corporation (MMC). I would like to explain to you the outline of the measures as well 
as how we came to this decision. 
 
I will begin by outlining our support for MMC. 
 
MC has agreed to assist MMC during the current fiscal year through a capital increase 
of 70 billion yen. MC has also pledged to raise an additional 30 billion yen for MMC 
during the fiscal year ending March 2006 through the purchase of operating assets or 
the subscription of an additional capital increase. 
 
MC is being joined by Mitsubishi Heavy Industries (MHI) and the Bank of 
Tokyo-Mitsubishi (BTM) in providing support for MMC; a total capital increase of 270 
billion yen is planned and shareholding by these three companies is expected to exceed 
34%.  
 
Now, I would like to explain how we came to this decision. 
 
As you all know, on May 21, 2004, MMC announced its three-year business 
revitalization plan, which was to start that same year. At that time, MC decided to 
support MMC through the subscription of 40 billion yen in preferred shares. 
 
After that, a number of new recall issues surfaced at MMC and it was determined that 
the root of these problems could be traced as far back as the 1970s. As such, it became 
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necessary to hold off on the sale of new model cars until the investigations related these 
cases were completed. 
 
Since then, MMC has continued to face extremely difficult circumstances. MMC’s 
credibility in society continued to suffer due to a variety of factors, including the 
inevitable sharp decline in sales in Japan and North America as well as the 30 billion 
yen required to cover the cost of recalls. As a result, MMC’s ability to raise funds from 
financial markets was undermined, and a significant portion of the funds from the 
previous capital increase had to be used to pay off interest bearing liabilities. This, in 
turn, led to a shortfall of funds to be used for revitalization. 
 
The previous support package for MMC was decided a little over a half year ago, so it is 
extremely regrettable that we now find ourselves in this situation. Nevertheless, MMC 
has again requested the support of the three shareholding companies, stating a desire to 
fundamentally revamp its revitalization plan and pursue revitalization through even 
greater management reforms. 
 
The three shareholding companies have responded to this request with due diligence, 
carefully scrutinizing the plan together with nearly 150 external experts and conducting 
a thorough analysis on whether MMC can realistically manage to turn around its 
business.  
 
The new revitalization plan contains a variety of measures, such as the reform of 
MMC’s domestic production system in Japan, the supply of vehicles to Nissan on an 
OEM basis, and a thorough reworking of the sales and marketing strategy for North 
America. In addition, it includes prospects for a tie-up with Peugeot. Based on our 
analysis on the plan, we have confidence that MMC can return to profitability in the 
fiscal year ending March 2007 as long as the management is fortified and new measures 
are steadily implemented.  
 
In fact, there has also been some positive news, such as reports of improving MMC 
sales and of the Colt and Lancer, among other models, winning the “Car of the Year” 
award in various parts of Europe. Furthermore, we have received reports of steady 
improvements with respect to corporate reform, starting with CSR, which was a major 
issue at MMC. 
 



  

  3/9 

In light of these factors, we wish to continue to support MMC as a business partner 
towards the realization of their revitalization plan. Mr. Shiraji, COO of our Motor 
Vehicle Business Division, will later explain about the plan, our view on it, and the role 
that we will play. 
 
Next, I wish to touch on the economic rationale behind our support for MMC. 
 
We strongly wish for you to understand, that we did not make this decision to support 
MMC because it is a Mitsubishi group company; rather our decision was the result of 
painstaking analysis, which examined various scenarios, including the alternative of 
forgoing any further support. 
 
Certainly, if one thinks of return in the normal sense with respect to the 100 billion Yen 
in additional support, it is difficult to assume that Mitsubishi Corporation Value Added 
(MCVA), our internal performance indicator, will become positive any time soon. 
 
However, as a result of comparative analysis of possible losses that would result if we 
did not provide support, and based on such factors as the importance of automobile 
operations in the context of our long-term strategy, we were convinced of the economic 
rationale for this capital increase. Our CFO, Ichiro Mizuno, will discuss further with 
regard to this analysis. 
 
Lastly, I would like to comment on the new management team at MMC. 
 
In a move to bolster management, a new executive team was put in place at MMC 
today: MHI Chairman Takashi Nishioka has assumed the post of chairman and CEO 
while MMC Managing Director Osamu Masuko has become the president and COO. As 
you all know, Mr. Nishioka has served as the president and chairman of MHI and he has 
demonstrated strong leadership in promoting management there. 
 
As a member of MC’s Motor Vehicle Business Division, the new president of MMC, Mr. 
Masuko, has not only been involved in overseas sales of automobiles for many years, 
but he also has experience in the assembly and production side of the business. In the 
1970s when Hyundai was being established, he was deeply involved in the launching of 
the new company. Mr. Masuko is also very familiar with production, having facilitated 
the introduction of new technologies and having been involved in the construction of 
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plants for Hyundai. Fresh in our memory is that he also established an impressive record 
in the wake of the Asian crisis, working together with MMC to rebuild their automobile 
business in Indonesia.  
 
Indeed, since joining MMC last year, Mr. Masuko has strongly contributed to the 
development of overseas business by promoting the tie-up with Peugeot and expanding 
sales in Asia, and I understand this has helped him to develop a strong reputation within 
MMC. With his ability to get things done and draw people together, I am confident that 
Mr. Masuko will join forces with Chairman Nishioka to successfully execute the 
revitalization plan.  
   
This concludes my remarks. Thank you for your attention. 
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<Remarks by Mr. Shiraji, Division COO of Motor Vehicle Business Division> 
 
Good evening. I am Kozo Shiraji, Division COO of Mitsubishi Corporation’s Motor 
Vehicle Business Division. I’d like to move on to talk about details of the Mitsubishi 
Motors Revitalization Plan, our evaluation of it and also the role we have to play.  
 
To start with, let’s review the progress MMC has made regarding its previous plan. 
Please turn to page 3. Plan items on the left marked with a circle denote items where we 
believe MMC is proceeding according to plan. The right-hand column shows specific 
examples of progress.  
 
Steady progress is being made toward achieving many of the targets MMC set, but as 
the triangles denote, there are also items where MMC has fallen short of target. I believe 
the new management team at MMC will concentrate on these unfulfilled goals. 
 
Next, please turn to page 4. 
This table shows a comparison of unit sales volume, sales and earnings between the 
original Business Revitalization Plan and the revised Revitalization Plan.  
 
Here, you can also see a comparison between the revised plan and past results, and a 
comparison with the original plan in respect of sales forecasts.  
 
To perform an even more objective evaluation, the new plan was examined by the team 
of outside experts that carried out due diligence. It has thus undergone intense scrutiny 
in order to eliminate any optimism. Given that considerable time will be required to 
restore the MMC brand in Japan and the U.S., in particular, the plan is very 
conservative. 
 
Whatever the case, there is no mistake that turning around operations in Japan and the 
U.S. is a key point going forward.  
 
In short, the new plan aims to do away with excess fixed costs by rightsizing businesses 
in each region. We are expecting MMC to execute this policy, and we will provide as 
much support as possible to help the company achieve its goals. 
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Page 5 shows retail unit sales by region. I will briefly explain our view with regard to 
sales volume forecasts for each major market. 
 
<Japan> 
Considering the difficulty involved in regaining the trust of customers lost through the 
recall problems, Japanese sales volume forecasts in the original revitalization plan have 
been lowered by about one third. Compared with the current fiscal year, when Colt Plus 
was the only new model launched, we understand that there will be a succession of 
model launches in fiscal 2005 and thereafter. Consequently, the sales volume plan for 
Japan looks conservative. 
 
For the time being, the most urgent task is downsizing the sales network to align it with 
sales volume. 
 
<North America> 
Problems in the U.S. were caused mainly by a combination of excessive capital 
expenditures and overly ambitious goals for sales growth. The new revitalization plan 
learns from past mistakes that stemmed from a pre-occupation with sales volume, 
including over-reliance on fleet sales. The sales strategy now focuses on restoring the 
strength of the MMC brand and moving to a production system aligned to the 
company’s actual ability to sell cars. 
 
We believe that rebuilding the company’s brand will take a long time. Only steady 
execution of the various initiatives that have been formulated here will represent the 
shortest path to success. 
 
<Europe> 
Sales plummeted temporarily in Germany, MMC’s main market in Europe, partly due to 
management instability caused by the shock of Daimler Chrysler withdrawing financial 
support. However, full-scale sales promotion activities that began in September last year, 
selection of the new Colt for the “Golden Steering Wheel” award in the small car 
category, and other developments have underpinned a rapid recovery in sales since 
October. We believe that stable sales can be expected in European markets, where 
Mitsubishi-brand cars are doing well. Extremely strong sales in the U.K., Russia, 
Ukraine and other parts of Europe lifted sales volume to a record high in fiscal 2004.  
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Since the fall of last year, MMC has garnered a number of awards in Europe. In addition 
to “Golden Steering Wheel” won by the Colt in Germany, the Colt was named as “Car 
of the Year” in Denmark, the Netherlands and Romania, while the Lancer Evolution 
picked up awards in France and Scotland. 
 
And, five successive triumphs in the Paris-Dakar Rally as you know and 
aforementioned achievements have earned Mitsubishi-brand cars enormous adulation 
and trust in Europe.  
 
<China> 
Sales have dropped this fiscal year in China from the previous year due to tight financial 
policies implemented since last year. However, recognizing the latent potential of this 
market, MMC is aiming to rebuild its sales network, with a focus on establishing a firm 
foothold for the future rather than a short-sighted focus on expanding sales. Departing 
from selling cars under local brand names as in the past, MMC aims to increase sales of 
Mitsubishi-brand vehicles. Through tie-ups with South East Motors, Chengfeng Motors 
and China Motor Corp. of Taiwan, MMC intends to restore sales in fiscal 2005 to the 
same level as in fiscal 2003.  
 
<ASEAN> 
ASEAN is an important region, where MMC has a powerful production and sales base. 
However, unit sales of Mitsubishi cars have been on the decline because of falling sales 
of KD (Knock-Down) sets to Malaysia’s Proton. Nevertheless, MMC continues to gain 
strength in Indonesia, Vietnam and other countries in ASEAN. 
 
Please turn to page 6. This slide shows that in 2004 MMC posted all-time high sales in 
four countries that we are involved. 
 
Our CFO, Mr. Mizuno, will explain in more detail later about our views on MMC’s 
revitalization plan with respect to operating profit, balance sheet, and cash flows on 
page 7. 
 
Let me move on to look at page 8, which concerns support for MMC and plans for an 
additional capital injection. 
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Mitsubishi Heavy Industries will subscribe for 50.0 billion yen of common stock and 
preferred stock with conversion rights, while The Bank of Tokyo-Mitsubishi will inject 
100.0 billion yen by purchasing common stock and preferred stock with conversion 
rights. The bank will also inject a further 50.0 billion yen through a debt-equity swap. 
For our part, we will subscribe for common stock and preferred stock with conversion 
rights in the amount of 70.0 billion yen.  
 
Turning to page 10, let me explain about MC’s participation and role in supporting 
MMC. As was explained earlier, in addition to injecting 70.0 billion yen by subscribing 
for the private placement of shares announced in MMC’s revitalization plan, we plan to 
provide a further capital injection of 30.0 billion yen during fiscal 2005 by either 
purchasing operating assets of the company or subscribing for a further capital increase.  
The more than 20 employees that have been sent from Mitsubishi Corp. to MMC are 
playing an instrumental role in executing reforms in various fields. We are also 
determined to continue supporting MMC in this way. 
 
At present, we have tie-ups with MMC in countries all around the world, including 
distribution companies in Asia and dealer finance businesses in Europe. We are 
partnering with MMC to develop business mainly in downstream business fields of 
distribution, finance, and sales in the automobile value chain. Now we need to 
strengthen our collaborative relationship with MMC based on a mutual respect for the 
strengths of both MMC and our company. If we accomplish this, I believe that we can 
play a meaningful role in MMC’s revitalization. 
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<Remarks by CFO Mizuno> 
 
To continue, I’d now like to explain our view of the financial statements incorporated in 
the “Mitsubishi Motors Revitalization Plan.” Please go back a little to page 7. 
 
First, the income statement. Fiscal 2004, fiscal year ending March 2005, sales volume is 
expected to be about 150,000 units short of the original Business Revitalization Plan. 
Excluding cars supplied on an OEM basis, the forecast is for sales volume of 1.3 million 
units in fiscal 2004. Due to this drop in sales, the recall expenses Mr. Shiraji explained 
earlier and other factors, MMC is projecting an operating loss of 132.0 billion yen, 12.0 
billion yen more than originally planned. Furthermore, MMC is expecting to post 
extraordinary losses of approximately 255.0 billion yen due to impairment losses on 
property and equipment in North America and Australia, and other factors. This is 
expected to result in a net loss of more than 470.0 billion yen, substantially higher than 
the 230.0 billion yen net loss in the Business Revitalization Plan. Moreover, while 
MMC’s original plan forecast a return to profitability in fiscal 2005, the Mitsubishi 
Motors Revitalization Plan pushes this back to fiscal 2006. Given that the treatment of 
impairment losses has been brought forward, and due to other factors, we believe these 
to be very conservative numbers. 
 
Turning to the balance sheet, MMC is expected to maintain a certain level of financial 
soundness if the plan is executed as intended, including restoring shareholders’ equity 
and paying down interest-bearing debt through the two capital injections.  
 
Cash flows deteriorated more than 200.0 billion yen in fiscal 2004 prior to the financial 
support due to a drop in operating profit, difficulties in arranging new loans due to a 
reduction in MMC’s creditworthiness, the calling of loans by banks and dealer support 
and various quality issues, including the free vehicle inspection campaign. Free cash 
flows in fiscal 2005 are expected to remain negative by in excess of 100.0 billion yen. 
However, since arrangements have been made for new borrowing, we believe that 
MMC can meet its fiscal 2005 funding needs by reducing deposits and taking other 
actions. Due to the comparatively conservative nature of earnings projections, as was 
mentioned before, MMC’s cash flow projections for fiscal 2006 and the following years 
are not unreasonable. These figures can be achieved provided the plan is faithfully 
executed. Of course, things very much depend on improvement on the income 
statement. 
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Forward-looking Statements
Earnings forecasts and other forward-looking statements in this presentation are management’s current views and beliefs in accordance with data currently available, and are subject to a number of 
risks, uncertainties and other factors that may cause actual results to differ materially from those projected.

1. “Mitsubishi Motors Revitalization Plan”
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Review of the Previous plan (May 2004) -1-

○：Achieved or proceeding as planned     △：Not achieved, undergoing re-examination

Suspended payment of directors’ retirement allowances, reviewed 
remuneration of management and regular employees, cancelled year-end 
bonuses and are taking other actions

○
Reduction of labor and operating 
expenses

Working to reduce from 15 to 6○Platform consolidation

Indirect labor down 10%, total down 8% (Sept. ‘04)—As planned○Headcount reduction

U.S.: Completed; Australia: As planned; Okazaki assembly line: Closure 
brought forward○Reduction of production capacity

Transformation of 
cost structure

Completed as planned (No. of senior executives: 51 → 37; No. of depts.: 
230 → 150)○

Organizational Streamlining

Established the Quality Assurance Office in June 2004. Now centralizing 
management.○

Strengthening of quality 
assurance/control functions

Established June 2004. Advising on execution of business reforms with 
CFT (cross-functional teams)○

Establishment of Corporate 
Restructuring CommitteeBusiness 

Revitalization

Inspected 3.3 million of 6 million vehicles (Cost: 19.9 billion yen)○Free vehicle inspection campaign

Established on June 2004. Holding monthly meetings○
Establishment of Business Ethics 
Committee

Promoting compliance to all managers and employees under leadership of 
CSR Promotion Office○Enhancement of compliance

Restoration of 
Credibility

Specific MeasuresProgressAction Items in the MMC Business Revitalization Plan 
(Announced May ‘04)

Source: Mitsubishi Motors Corp.
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Review of the Previous plan (May 2004) -2-

○：Achieved or proceeding as planned     △：Not achieved, undergoing re-examination

△
Financial Targets(FY06) （FY ending March 07）

Targets have been greatly reduced (FY06: Net sales: 2,490.0 bil. yen; 
Operating profit: 120.0 bil. yen; Ordinary profit: 100.0 bil. yen; Net income: 
70.0 bil. yen)

△
Operating Targets (FY06) （FY ending March 07）

Re-examining Kyoto relocation with aim of small HQ function△Transfer of HQ functions

15% reduction over 3 years (120.0 billion yen) → Significant risk of not 
being achieved△Reduction of material costsTransformation of 

cost structure

Continuing win-win programs○DC Alliance

Specific MeasuresProgressAction Items in the MMC Business Revitalization Plan 
(Announced May ‘04)

Source: Mitsubishi Motors Corp.



5Copyright(C) Mitsubishi Corporation 2005

-- 620- 740- 2,420700100- 2,30041080- 640- 4,720- 2,154439Net profit

--790-430-4701,00030- 1,500530210-400- 1,970- 1,103674Ordinary profit

--770-340-1201,200200- 1,200740430-140- 1,320-969840Operating income

-- 3,310- 1,520- 2,15024,90021,80022,50024,27021,59020,28020,35025,19427,362Net sales

-- 282- 161- 1541,6941,4941,4511,4491,4121,3331,2971,5091,641Total

-142742204190178226218217220187190

Australia/NZ, Central & 

South America, Middle 

East/Africa, etc.

-787790165156177186243233267267325ASEAN

-- 165- 103-109424340306285259237197246203North Asia

-- 321-5246214260246243235255213193Europe

-- 85- 71-95292258233228207187138238388North America

-- 121-112-77363336297278242224220358342Japan

Sales  
volume
(1,000 
units)

2007200620052004200620052004200720062005200420032002

Previous Plan VS Revised PlanPrevious Plan （’04/5/21）Revised Plan（’05/1/28）ResultResult

Comparison Between Revised and Previous Plan Source: Mitsubishi Motors Corp.

(100 million yen)

* 2004 = FY05 = FY ending March 05
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Sales were recovering in FY03, but dropped in 
FY04 due to recall problems and other factors

Sales were recovering in FY03, but dropped in 
FY04 due to recall problems and other factors

Brand image tarnished but aiming for recovery
with new model launches in FY05 and other actions

Brand image tarnished but aiming for recovery
with new model launches in FY05 and other actions No loss in brand equity, expecting stable salesNo loss in brand equity, expecting stable sales

Temporary decline due to financial tightening 
in China in FY04, but demand continues to rise
Temporary decline due to financial tightening 

in China in FY04, but demand continues to rise
New models expected to lift sales slightly in FY05 in 
Australia, but sales are expected to be generally flat

New models expected to lift sales slightly in FY05 in 
Australia, but sales are expected to be generally flat

Lower sales of KD (knock-down) kits to Proton, 
but sales will rise in Thailand and Indonesia

Lower sales of KD (knock-down) kits to Proton, 
but sales will rise in Thailand and Indonesia
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Retail Sales Volume by Region
EuropeEuropeNorth AmericaNorth AmericaJapanJapan

North AsiaNorth Asia ASEANASEAN
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America, Middle East/Africa

Australia/NZ, Central & South 
America, Middle East/Africa

FY99 - FY03
Average sales volume

* FY99=Fiscal year ended March 2000

Source: Mitsubishi Motors Corp.
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Record-High Sales Volume

MMC U.K.  Sales Vo lume
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MMC Indonesia Sales Vo lume
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MMC Russia Sales Vo lume

0

5,000

10,000

15,000

20,000

25,000

30,000

35,000

00 01 02 03 04

(u
n
it
s
)

MMC Brazi l  Sales Vo lume
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MMC recorded record-high sales volume in four countries in 2004

Source: Mitsubishi Motors Corp.
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Summary of Financial Statements

FY2007FY2006FY2005

- 180- 70- 730740918Cash flow total

- 680304801,830567Cash flows from 
financing activities

16,20016,01015,92016,43020,290
Total liabilities, 
minority interests, 
shareholder’s equity

(500)(- 100)(- 1,210)(- 1,090)(351)（Free cash flows)

3,3002,8902,8103,170300Total stockholder’s equity- 1,120- 1,150- 1,220- 640468Cash flows from 
investing activities

160160160160158Minority interests1,6201,05010- 450- 117Cash flows from 
operating activities

12,74012,96012,95013,10019,832Total liabilitiesFY2004Results

5,0604,9705,0005,1305,754Other liabilitiesPlanFY2003

4,3205,0004,9704,79010,626Interest-bearing debt

3,3602,9902,9803,1803,452Trade notes & 
accounts payable

Liabilities

16,20016,01015,92016,43020,290Total assets41080-640- 4,720- 2,154Net profit

9,2908,9708,6508,08010,840Fixed assets, marketable 
securities, other assets

530210-400- 1,970- 1,103Ordinary profit

2,4202,5002,5202,6702,755Inventories740430-140- 1,320-969Operating income

2,9902,8603,0003,2004,960Trade notes & 
accounts receivable

24,27021,59020,28020,35025,194Net sales

1,5001,6801,7502,4801,735Cash and cash in banks8968772316OEM units

Assets1,5381,4801,4101,3201,525Sales Volume
(1,000 units)

March 08March 07March 06March 05March 04FY2007FY2006FY2005FY2004Results

PlanPlanFY2003

Consolidated Statements of Income 

Consolidated Statements of Cash Flows

Consolidated Balance Sheets
(100 million yen)

(100 million yen)

(100 million yen)

Source: Mitsubishi Motors Corp.

* FY2004 = FY ending March 05
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Mitsubishi Heavy Industries, Ltd.          

Ordinary shares and convertible preferred shares            50 billion yen

Mitsubishi Corporation 

Ordinary shares and convertible preferred shares 70 billion yen

The Bank of Tokyo-Mitsubishi, Ltd.        

Ordinary shares and convertible preferred shares            100 billion yen

Debt equity swap                        50 billion yen

Capital Increase                                           270 billion yenCapital Increase                                           270 billion yen

Outline of Capital Reinforcement
Source: Mitsubishi Motors Corp.
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2. Mitsubishi Corporation’s Involvement and Role
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Subscription of MMC ordinary shares and convertible preferred shares

Ordinary shares and preferred shares (nonvoting, with common stock conversion 

rights, dividend preferred) totaling 70 billion yen (Payment due March 2005)

Plan to purchase operating assets or subscription of capital increase

Planning to purchase 30 billion yen in MMC operating assets or subscribe for 

further capital increase in FY2005 (FY ending March 2006)

Strengthen business relations, particularly in overseas business

Mitsubishi Corporation’s Involvement and Role


