
OUR  
STRATEGY

SECTION3
Growth Strategy by Segment

Nippon Sanso Holdings’ five business segments are the Gas Business in Japan, 
the Gas Business in the United States, the Gas Business in Europe, the Gas 
Business in Asia and Oceania, and the Thermos Business. Each segment executes 
growth strategies based on its particular market and regional characteristics. 
With the transition to a holding company, the delegation of authority to each 
business segment has progressed even further, creating a structure for realizing 
even faster growth. 
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At a Glance

The three business domains of Nippon Sanso Holdings are industrial gases, electronics, and Thermos, and 
these are operated and promoted by the five business segments. We aim to accurately grasp the market 
characteristics of each region while leveraging the expertise and strengths cultivated in each region 
across the Group to strengthen its comprehensive capabilities.

Gas:

 Packaged  Bulk  On-site  LP gas (propane, butane)  Specialty gases (electronic materials gases, etc.)

Equipment and installation:

 Gas-related, plants (supply equipment ASUs, etc.)  Electronics-related (piping installation, impurity removal and purification equipment, etc.)  

 Welding and cutting-related (equipment and tools, welding rods and hard goods, etc.)

Outline of Business Main Products and Services (Revenue by product) Main Customers and Product Applications

Gas  
Business  
in Japan

Taiyo Nippon Sanso Corporation Group

Taiyo Nippon Sanso holds the top share of the 
Japanese industrial gases market at around 40%. It 
has the main R&D and engineering functions for the 
Nippon Sanso Holdings group, and a structure that 
enables it to meet customers’ demands. The company 
supports manufacturing with a nationwide supply 
network and stable operations at highly efficient 
production plants. 

•  Industrial gases business 
Example: Steelmakers (welding, 

etc.), chemical manufacturers 

(petrochemicals, rubber, etc.), 

automotive manufacturers (parts, 

fuel, etc.), hospitals (cancer diag-

nosis, etc.)

Please see P.38 for details.

•  Electronics business 
Examples: Semiconductor manu-

facturers (semiconductors, LCDs, 

solar cells, etc.) 

Please see P.42 for details.

Gas  
Business  
in the  
United States

Matheson Tri-Gas, Inc. Group

Matheson Tri-Gas is building an industrial gases supply 
network centered on major manufacturing areas such 
as California, which boasts the largest state economy, 
as well as Texas and Louisiana, leaders in the petro-
leum industry. In 2019, we acquired part of the HyCO 
business* from former Linde Gas North America, 
thereby further expanding our product lineup.
*  The HyCO business separates hydrogen (H2) and carbon monoxide (CO) 

from feedstock such as natural gas and supplies it to the petroleum 
refining and petrochemical industries through on-site operations.

Gas  
Business  
in Europe

Nippon Gases Euro-Holding S.L.U. Group

Nippon Gases Euro-Holding operates in 13 countries, 
centered in Iberia (Spain and Portugal), Italy, and 
Germany, and has built a stable and highly efficient 
business base. The company is developing its business 
across a wide range of fields to capture growth oppor-
tunities, including healthcare in Spain, refrigerants in 
Italy, and oxygen supplies for aquaculture in Norway.

Gas  
Business  
in Asia and 
Oceania

Operating company groups in  
Asia and Oceania

Our industrial gases business operates mainly in 
Southeast Asia, including Australia, Singapore, and 
Malaysia, as well as China and India; while the electronics 
business is focused mainly in China, Taiwan, and  
South Korea. The group has identified East Asia as  
an important area for its electronics business due 
to a high concentration of global semiconductor 
manufacturers.

 

Thermos 
Business

Thermos K.K. Group

Thermos K.K. of Japan is the main company in the 
group, which ships THERMOS brand products to over 
120 countries around the world. The group contrib-
utes to energy saving through various technologies 
and creative capabilities, including vacuum-insulation 
technology cultivated in the industrial gases business. 
At the same time, it provides new value through 
products that realize comfortable lifestyles.

•  Thermos business 
Examples: General consumers 

(household-use, sports, etc.), 

food manufacturers

Please see P.46 for details.
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By sharing knowledge and technologies 

advanced at R&D bases in Japan throughout the 

Group, we have established a structure capable 

of meeting market needs in every region. 

The Matheson Tri-Gas group’s largest ASU was 

established to serve the petrochemical industry 

facing the Gulf of Mexico, where it conducts 

on-site operations. 

The company maintains a strong focus on 

productivity to ensure a safe, reliable, and 

efficient supply, and to reduce GHG emissions 

during transport.

In East Asia, we have built an outstanding supply 

chain that supplies gases used as materials in the 

semiconductor manufacturing process with 

rigorous quality control, safety, and stability. 

Stainless steel vacuum-insulated 

bottles

Shuttle Chef® vacuum-insulated 

cooking pot
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Opportunities and Risks
In terms of the business environment and future operation of the Gas 
Business in Japan, the following could have a material impact on 
investment decisions. Forward-looking statements in the following 
section are based on the Group’s judgment as of March 31, 2021. 

Growth 
Opportunities

•  Expansion of potential for development of proprietary technologies (combustion, 

carbon gas recovery, etc.) in conjunction with progress toward carbon neutrality

•  Expansion of applications for industrial gases such as oxygen and nitrogen 

due to activities for realizing the SDGs (energy efficiency increase, marine 

resource protection, food loss reduction, etc.) 

•  Expansion of business opportunities associated with the strengthening of 

Japan’s semiconductor industry for economic security 

•  Expansion of business opportunities in the Company’s new business fields 

(AM business, isotope and marker business, bio business, etc.) following 

increased level of industry structure

•  Expansion of business opportunities due to realization of innovative low 

production costs through DX 

Risks •  Increase in energy cost due to rising electric power charges, etc. 

•  Decrease in industrial gases demand due to elimination and consolidation, 

overseas relocation, and manufacturing method changes in core industries 

(steelmaking, petrochemicals, etc.) associated with reduction of GHG emissions

•  Increase in logistics costs due to work-style reforms and labor shortages in  

the logistics industry

•  Stoppage of operations at production and logistics bases due to natural disasters

•  Supply chain disruptions due to increasingly sophisticated cyberattacks

Gas Business in Japan

Outline of Business
In the more than 110 years since the Company’s foundation, it has produced high-quality industrial gases to contribute to the 
development of Japanese industry. We have developed our business by providing the various effects and benefits of these gases. 
As demand and production activity decline with the maturation of Japan’s economy, and the labor force decreases due to the 
falling birthrate and aging population, the current state of Japan’s economy and society means that high economic growth can 
no longer be expected. 
 Meanwhile, in the global market, we are using our advanced technological capabilities and rigorous safety and quality controls 
to our advantage, and will continue to maintain a strong presence in several industries. Our unchanging mission going forward is 
to meet the demands of these industries. To contribute to their development and expansion, we will leverage the potential of 
industrial gases to the fullest extent as a solution provider to assist the development of industry in Japan. In this way, we will 
maximize our business value and drive increases in business productivity and efficiency.  

Results for the Fiscal Year 

Future Outlook 

For FYE2021, revenue decreased 4.8% year on year, reflecting 
a decline in sales volume of separation gases as economic 
activity was halted by the spread of COVID-19. In this situa-
tion, the business environment for electronics-related markets 
was favorable, with an increase in sales of electronic materials 
gases and strong sales of equipment related to customers’ 
conversion of their plants into smart factories, such as the 
new Intelligent Gas Supplying System (IGSS). 
 Moreover, in the medical business, Taiyo Nippon Sanso 
Group company IMI Co., Ltd. saw a surge in shipments of 

The Japanese economy has been severely impacted by the 
COVID-19 pandemic. However, in FYE2022 we expect to see 
the economy begin to move from a recovery phase toward 
normalization. We will keep pace with the recovery in indus-
trial gas demand, while working to explore and realize busi-
ness opportunities related to new industrial activity looking 
ahead to the post-COVID-19 era and carbon neutrality. 
 Specifically, we will work to capture growth in East Asia, 
where there is vigorous production and investment activity, 
and in Japan’s domestic electronics industry. At the same time, 
we will continue to focus on proposing energy-efficiency 
improvements to energy-intensive industries and on gas  
applications, such as additive manufacturing (AM) and modified 
atmosphere packaging (MAP). In tandem, we will proceed 
with reinforcing our business base by conducing cost reduction 

Bases
Percentage of Revenue by BusinessRevenue and Segment Profit

 Industrial gases (  Medical-related products    Energy: LP gas)

 Electronics-related products

 (Billions of yen)  (Billions of yen)

400 40
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328.0 321.4
342.4

363.9
338.9356.1

27.2
29.4 30.7 29.8 29.128.7

24%

76%

9%

8%

activities in production and logistics and creating new value 
in our bulk gas business in order to increase the earnings 
capability of the Gas Business in Japan. 

An AM Advanced Room established inside the Yamanashi Laboratory to serve as  

the global center for AM technology development

high-performance ventilators to hospitals. Even under  
adverse conditions, we succeeded in strengthening our earn-
ings foundation. We did this by focusing on strengthening 
the foundation of the industrial gases business and opening 
up new business fields using gas technology as an entry 
point, minimizing the negative impact of COVID-19 on our 
business performance while proposing gases and gas-related 
equipment as solutions for customers’ issues. 

Business History Highlights

History

•  Provided on-site supply (piping) of industrial 
gases in major industrial areas in Japan

•  Provided reliable supply of industrial gases 
to a major Japanese steelmaker

•  Developed the Total Gas Center that supplies total 
gas and services, such as high-quality nitrogen gas 
and electronic materials gases for the electronics 
industry in Japan, such as semiconductor and 
LCD manufacturers 

•  Built a high-volume production system for 
Water-18O stable isotope, which is used as a 
material for PET testing reagents, using the 
cryogenic separation method

1910  Nippon Sanso was established under the  
name Nippon Sanso Ltd. (Founding)

1918 Toyo Sanso K.K. was established.

1935  Completed the first air separation unit 
(ASU) to be produced in Japan

1946 Taiyo Sanso Co., Ltd. was established.

1954  Started Japan’s first liquid oxygen bulk 
business

1964 Started on-site supply business

1995  Taiyo Toyo Sanso Co., Ltd. was launched.
(Merger of Taiyo Sanso Co., Ltd. and Toyo 
Sanso K.K.)

2004  Taiyo Nippon Sanso Corporation was 
launched. (Merger of Nippon Sanso Ltd. 
and Taiyo Toyo Sanso Co., Ltd.)

2020  Launched anew as the operating company 
for Japan following the transition to a 
holding company structure

 Head office (Taiyo Nippon Sanso Corporation) 

 Branch office, sales office
 Laboratory
 ASU
 Electronic materials gas manufacturing base

FYE2021

Japan

¥338.9  
billion

 Revenue (Left axis)    Segment income (Right axis)

(Years ended March 31)
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Gas Business in Japan

Response to COVID-19

Initiatives to Realize Both Sustainability and Earnings

With the spread of COVID-19, production activities slumped at our main customers in the steelmaking, chemicals, and mining 
industries, and the Gas Business in Japan was also significantly affected. On the other hand, in the electronics business, strong 
activity in manufacturing of semiconductors, LCDs, and so forth resulted in favorable performance for electronic materials gases 
as well as equipment and facilities. 
 Even under the state-of-emergency declaration that was issued because of the pandemic, we worked hard to deliver high-
performance ventilators in response to urgent delivery requests from the government and medical institutions. Our industrial 
gases business serves customers in an extremely wide range of fields, which enabled us to minimize the impact of stalled 
economic and industrial activity due to the pandemic. In addition, we implemented various measures to prevent infection 
as well as sweeping cost-cutting measures in an effort to secure a profit. 

The Company has agreed with the TCFD recommendations 
and is actively promoting financial disclosures related to cli-
mate change. In addition, we have adopted internal carbon 
pricing as a factor for decision-making regarding investment 
and financing plans. These initiatives are part of ongoing 
efforts to upgrade and reinforce our internal systems for 
realizing a carbon-neutral society. 
 We believe that our pursuit of the SDGs (ESG) through 
these initiatives will lead to the achievement of both corporate 
sustainability and earnings. Promotion of the SDGs and making 
a profit are not contradictory goals for a company. Moreover, we 
believe that a company that does not achieve both will not be 
able to demonstrate a social reason for its continued existence. 
 Through our industrial gases business, we have handled 
source elements that are widely found on earth and provided 
their efficacy and functions to contribute to the development 
of various industries. We therefore see this as an industry that 
has a high degree of affinity with the SDGs, and we believe 

that we are called to leverage these characteristics on an even 
wider scale. In particular, as we work to realize carbon neu-
trality, we will promote the development of technologies to 
support the effective use of oxygen, hydrogen, ammonia, and 
other gases, capturing the resulting business opportunities in 
an effort to achieve both sustainability and profitability. 

Supply Chain

•  Provision of sales information via video and  
product information via email bulletins

•  Building of communication with new customers  
using the internet 

•  Blocking of contact with external parties and  
implementation of staggered shifts

•  Construction of new working systems and team  
configurations to avoid production stops

•  Thorough hygiene management, including  
contactless delivery and recovery of gas canisters to 
medical institutions

Organization Management

•  In February 2020, set up the COVID-19 Crisis Headquarters, 
formulated a response policy and operation standards, and 
then quickly disseminated them to employees. Adjusted 
response measures as necessary in order to respond quickly 
to changes in case numbers and government requests, etc. 

•  Promoted the introduction of teleworking and proactive use 
of web conferencing for internal and external meetings. 
Decided to extend emergency measures for employees 
involved in childcare and safety

•  Encouraged strong awareness of taking care not to pass on 
infection, implementing minimal required staff numbers for 
maintenance of basic industrial gases functions

•  Placing first priority on employee health and working envi-
ronment, prohibited overseas travel in principle as a measure 
to prevent infection. In addition, took strict measures such 
as postponing non-essential or non-urgent business travel 
inside Japan

We will strive to maximize the value of  
the industrial gases business by implementing 
industrial gases as a service (iGaaS).

The spread of COVID-19 is causing changes not only to  
companies and industries but also to the behavior patterns of 
people. Nevertheless, the industrial gases business has developed 
over 100 years by suppling industrial gases to a wide range of 
industries, contributing to a better environment for people and 
the earth. Considering the potential of oxygen, as a composi-
tional element of the earth, it exists in huge quantities, making 
it a virtually limitless resource. At the same time, its high reac-
tivity enables it to promote chemical reactions in any kind of 
substance. Nitrogen makes up 78% of the earth’s atmosphere, 
and is essential for all life on the planet. Extremely stable under 
ordinary temperatures and pressures, it has a very low boiling 
point of –196°C and is widely used to prevent oxidization and 
as a coolant. Even as we undergo various changes and trans-
formations, our mission remains unchanged after 100 years: 
to demonstrate the full potential of industrial gases and con-
stantly press ahead with our contribution to a wide range of 
industries and solutions to social issues. Pursuing this mission will 
lead to the sustainable development of the Gas Business in Japan. 
We have two specific strategies. The first is to strengthen our 

base business in industrial gases and so forth. Customers 
use industrial gases because the efficacy and function of the 
gases enhances the quality and productivity of the customers’ 
products. Under the iGaaS concept, we propose a solution 
comprised of gases and relevant services and equipment, 
which increases the value that we can provide to a new level. 
In this way, we aim to strengthen our fundamental business 
and increase our earning capability. 
 For the second strategy, we will develop new value and 
business domains by realizing innovation inspired by gases. 
Currently, in advanced forms of gas control technologies we 
are focusing mainly on 3D printers, the bio field, stable isotopes, 
and the field of composite semiconductors, and we will accel-
erate our technology and product development to expand 
these businesses. Within the holding company structure, we 
will seek to maximize the potential of industrial gases, which 
are the Company’s starting point, while flexibly and accurately 
adapting to changes in Japan’s industries and business 
environment. 

We will accelerate initiatives for realizing  
a decarbonized society.

Through technology development based on vacuum, high pressure, 
low-temperature, and gas control technologies, the Research & 
Development Unit will increase productivity, safety, and stability in 
industry, as well as work in the electronics field to strengthen devel-
opment of new materials and processes. 
 Meanwhile, in gas applications it will contribute to regenerative 
medicine and food loss countermeasures through low-temperature 
application technologies. It will also bolster decarbonization initiatives 
through oxygen-enriched combustion technologies and carbon gas 
recapturing technologies.

We will support iGaaS from the ground up through 
plant innovation.

The Plant Engineering Center (PEC) is Nippon Sanso Holdings only 
plant for manufacturing ASUs. Since 1935, the PEC has delivered a 
total of 1,200 ASUs, and special low-temperature, high-vacuum 
plants to customers in Japan and overseas. We will pursue the great-
est possible cost reductions and shortening of delivery times while 
maintaining high performance and quality as “The Gas Professionals” 
of plant engineering, aiming to contribute to the gas businesses in 
the Group’s four geographic hubs. In this way, we will work to 
strengthen the Group’s global competitive capabilities.

Toyoyuki Sato 

Senior Executive Officer, 

Plant Engineering Center, 

Taiyo Nippon Sanso Corporation

Masahiro Takeuchi 

Executive Officer, 

Research & Development Unit, 

Taiyo Nippon Sanso Corporation

Technology using ammonia combustion to help reduce CO2 emissions from industrial furnaces

Message from Director in Charge of the Gas Business in Japan

Kenji Nagata

Member of the Board,

Nippon Sanso Holdings Corporation

Representative Director and President,

Taiyo Nippon Sanso Corporation

Comments from Persons in Charge
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Gas Business in the United States

Outline of Business
Matheson Tri-Gas, Inc. was founded in 1927 as a specialty gas company and merged with Tri-Gas, a small regional industrial gas 
company, in 1999. Since 2005 the company has grown in sales from $400 million to over $2 billion with an estimated 10% 
market share by executing a strategy of vertical integration and product line extension through acquisitions and key capital proj-
ects. Vertical integration enables us to offer our customers a full line of cylinder, bulk, and on-site industrial gases along with 
related distribution and application equipment. In addition, we have a wide range of offerings from acetylene to complement 
our cylinder gas products, food freezing equipment and dry ice in support of food processors, and world-class production facili-
ties in Korea and the United States to support the electronics and specialty gas business.

Results for the Fiscal Year 

Future Outlook

Strategies you have pursued in the fiscal year under review
We place extreme focus on the safety and well-being of our 
Teammates, Customers, and the community in which we oper-
ate. After the COVID-19 surge across the United States in the 
first four months of our fiscal year, the MATHESON business was 
approximately $20 million below our operating income goal. 
Given the significant sales shortfall, we placed intense focus on 
costs, price management, and closing new business opportunities. 

Initiatives (business measures) aligned to the strategy
We focused on supplier price reductions, travel expense, 
distribution optimization, and over one thousand small local 

Safety and Quality continue to be the foundation upon which 
we are growing the business. Our cost reduction program will 
be an ongoing effort with emphasis on minimizing supplier 
price increases through proactive cost-down bids and nego-
tiations. Labor shortages are especially pronounced in the 
current business environment so special effort is being placed 
on our recruiting program with the end goal to make recruit-
ing a true competitive advantage. Major efforts are underway 
to bring on board professional drivers and salespersons. We 
support our Customers with a broad range of gas applica-
tions especially metal fabrication and food processing. Focus 

Bases

Opportunities and Risks
Acquisitions, capital project opportunities, sustainability initiatives, and the 
constantly advancing electronics segment will continue to positively influ-
ence our industry. We have classic business threats of disruptive technol-
ogy, competition, and keeping up with the speed of change, but perhaps 
the greatest threat is our own complacency and failing to respond when 
presented with actionable opportunity or risk. Fortunately, we have been 
managing this threat well over the past and intend to continue to do so 
into the future. 

Growth 
Opportunities

We intend to enhance our vertical integration efforts and strengthen our 
market intensity. We are investing in areas that we expect significant growth 
such as dry ice and global HyCO. Our focus will also be on markets that are 
resilient to economic conditions and essential to society such as the medical 
oxygen and food processing segment.

Risks Our management team identified two key risks and assigned project teams to 
devise mitigation measures to minimize them. The main risks are economic 
and cybersecurity. Cost control, pricing, and cash management are the best 
remedies for economic risk. To reduce cybersecurity risk, we implement indus-
try best practice processes and challenge our “defenses” regularly to identify 
vulnerabilities and implement the necessary corrective actions.

products include electronics and specialty gases, helium, 
HyCO, On-site & Pipeline. Improved management of cash is 
important with an emphasis on operating cash flow.
 We have reorganized both the Safety and Quality Teams 
to allow for better geographic coverage and support of the 
local Teams. We have reorganized our Recruiting into two 
Teams, one focused on drivers and the other on sales, man-
agement, and administrative positions. Cash management 
has been a key initiative particularly on accounts receivable 
and inventory management.

projects saving over $6 million. We avoided staff reduction 
where possible, we did not replace staffing lost to attrition 
unless the role was mission critical to safety, reliability, or 
customer service. We implemented multiple cost recovery and 
pricing campaigns to offset the profitability reduction. Over 
60 formal sales strategy reviews were conducted by the 
Executive Management with Business Unit Sales Teams to 
accelerate new business signings that could generate sales 
and profit in the fiscal year. A combination of these efforts 
and a gradual sales recovery throughout the year allowed 
MATHESON to achieve the original operating income budget 
for the fiscal year. 

Percentage of Revenue by Business

 Industrial gases（  Medical-related products   Energy: LP gas）
 Electronics-related products

9%

91%

Revenue and Segment Profit
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Business History Highlights

History

•  Promoted bulk liquid and packaged gas 
supply from plants located mainly in the 
southern United States (1992–2004)

•  Expanded bulk gas supply with new 
and acquired plants in California, Texas, 
Louisiana, Nebraska, and Iowa (2004–2015)

•  Achieved a national supply network in 
the United States with the acquisition 
of Air Liquide assets (2016) 

•  Established supply of on-site hydrogen 
through the acquisition of Linde's U.S. 
HyCO business (2019)

1983  Entered the gas business in the United 
States after acquiring Matheson Gas 
Products, Inc., which has a proven track 
record as a specialty gas manufacturer

1992 Acquired Tri-Gas, Inc

1999  Merger between Matheson Gas 
Products and Tri-Gas

2004  Acquired six ASUs from Air Liquide

2006  Acquisition of BOC Helium business; 
acquisition of Linweld

2009  Acquired Valley National Gases the 
largest independent gas distributor in 
the United States to expand business 
area nationwide

2010 Acquired Western International,  
 the largest wholesale supplier of  
 acetylene in the United States

2014  Acquired Continental Carbonic 
Products a major U.S. carbon dioxide 
manufacturer and made a full-scale 
entry into the CO2 and dry ice market

2016  Acquired 18 new ASUs and business 
assets from Air Liquide

2019 Acquired Linde’s U.S. HyCO business

 Corporate headquarters

 ASU

 Carbon dioxide plant

 Nitrous oxide plant

 Operating base

FYE2021

United States

¥189.9  
billion

 Revenue (Left axis)    Segment income (Right axis)

(Years ended March 31)
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Gas Business in the United States

Response to COVID-19 

Results of measures to respond to COVID-19
We have seen over 10% of our Team infected with the virus 
since the February 2020 timeframe which is in line with the 
general infection rate in the United States. All indications are 
infections have been due to close gatherings of family and 
friends that do not live together. Most tragically, two of our 
Teammates who contracted the virus passed away.

Measures for adapting to changes in the business  
environment arising from COVID-19
The past fiscal year was one of significant challenges for 
MATHESON as it was to the entire NSHD Group. As the 
danger related to COVID-19 became apparent in mid-March 
2020, we moved all administrative and back-office operations 
to remote work from home status as well as the remote oper-
ations center of our ASUs and HyCO facilities. We established 
a Senior Manager COVID-19 Task Force that met at least 
weekly to set related policies and assess specific situations. 
Face coverings, face shields, latex gloves, and personal 
hygiene materials were issued to all sites and strict social 
distancing and masking requirements were implemented 
across our production and distribution operations. Weekly 
companywide communications were made regarding our 
status. Virtual meetings internally and with Customers and 
suppliers became the norm greatly reducing travel expense 
and saving time. Throughout this time, there were no fur-
loughs or layoffs related to the pandemic downturn. This 
support of our Team by our Executive Management we 

MTG intends to create social value through 
our innovative gas solutions and contribute to 
a more sustainable future.

There is currently a fair amount of uncertainly in our business 
with respect to potential changes in corporate tax rates, infla-
tion, labor shortages, and the best manner in which to 
address the need for sustainability in a rational and effective 
manner. While the sobering presence of COVID-19 remains, 
we must assess the safest and most productive approach for 
our employees to return to offices. The safety of our team-
mates, customers, and communities along with meeting our 
financial obligations and sustainability duties to our share-
holders are our priorities. The strong performance in 2021 has 
given us the formula for continued success of the business 
this fiscal year. The current economy is rapidly returning to 
pre-pandemic form. For now, sales and operating profit are 
improving and barring the unforeseen, the business is on 
track to deliver its financial commitments.
 In 2019, MATHESON began to assess our sustainability 
position and we began to measure our carbon emissions, 
consumption of water and generation of hazardous waste. 
We established a baseline of data and will work to improve by 
becoming more power efficient, more fuel efficient and mini-
mize water consumption and the generation of hazardous 
wastes, recycling both when possible. Other initiatives include 
our formal cost reduction program designed to reduce waste 
and drive efficiencies and implementation of a computerized 
Human Resources management platform which leverages and 
standardizes the same platform used by NGE. The collateral 
benefits of this practical approach will help MATHESON better 
meet our sustainability responsibilities and improve competi-
tiveness, profitability, and shareholder value.
 Our top priority remains safety, which is based on imple-
mentation of best practices and procedures and the related 
drive for continuous improvement. A close second is our 
focus on quality and providing excellent customer service. 
Strong performance in these two areas positions MATHESON 
to deliver results in sustainability and growth. Sustainability 

efforts support our cost management initiatives by delivering 
greater efficiencies in power, fuel, and water consumption 
and helps MATHESON realize the NSHD Vision. This in turn 
allows us to be more competitive which helps finance future 
investments in Safety, Quality, Sustainability, and finally the 
growth of the business, all in a synergistic cycle. Specific to 
growth, we are placing additional efforts to extend our 
ASU and dry ice production network into areas which will 
strengthen our density. This includes vertical integration 
in markets we currently serve and want to grow and new 
 markets in which we want to expand. Special interest is in 
developing a more robust on-site generator business and 
aggressively competing for global HyCO opportunities. 
 MATHESON’s business model includes controlling operating 
expenses and has a companywide constant drive to reduce 
costs. In conjunction with these fundamentals, we closely 
manage our cash optimizing payment terms for both receiv-
ables and payables. This along with our pricing management 
and sales growth has contributed to steady reduction in debt 
and allows for acquisitions and capital investments which will 
drive future growth of the company.
 MATHESON’s focus on “what really matters and what we 
can control” is intended to create social value through our 
innovative gas solutions to increase industrial productivity, 
enhance human well-being, and contribute to a more sustain-
able future. The path forward for MATHESON is in complete 
alignment with the NSHD Vision and our Shareholders.

Foreseeable issues to be addressed and outlook for the future

Sustainability is evolving to become a fundamental requirement of our customers. Requests to share 

MATHESON’s sustainability policy details are routine. Customers appreciate our practical approach in how 

we measure our progress and can readily support our priorities in that our accomplishments in this key area 

help to reduce waste and ultimately drive cost reduction in our business.

 MATHESON’s pursuit of our vertical integration strategy has enabled significant growth and expansion of 

the business. Our continued plans and increased outlook for capital project development requires the fur-

ther scale-up of resources in order to keep up with growing project demands and to assure safe and reliable 

project execution.  

 While productivity remains high for the organization with certain teams working remotely, employees’ 

continued expectations for “work from home” and persisting concerns around COVID-19 requires careful, 

ongoing attention to protect our team. We foresee challenges in the continued development of new man-

agement talent due to reduced perspective gained by working remotely. 

 Overall, the business adapted well to managing through last year’s challenges and many of these chal-

lenges will remain for some time. The strong commitment demonstrated by the MATHESON team will 

assure our continued success.

Steve Foster

Executive Vice President and CFO

Matheson Tri-Gas, Inc. 

Message from Director in Charge of the Gas Business in the United States

Thomas Scott Kallman

Member of the Board,

Nippon Sanso Holdings Corporation

Chairman and CEO,

Matheson Tri-Gas, Inc.

Comments from the Chief Financial Officer

believe was a major factor in the outstanding reciprocal sup-
port received from the Team in achieving our pre-pandemic 
financial operating profit goal.

MATHESON, in partnership with Antelope Valley Hospital and Samaritan’s 

Purse, installed a new Bulk Medical Oxygen System at Antelope Valley 

Hospital. The system supports a Mobile Tent Field Hospital providing relief 

for COVID-19 overflow patients from all of Southern California.

96 97NIPPON SANSO HOLDINGS CORPORATION NIPPON SANSO HOLDINGS CORPORATIONINTEGRATED REPORT 2021 INTEGRATED REPORT 2021

OUR STRATEGY



Gas Business in Europe

Outline of Business
Nippon Gases Euro-Holding S.L.U. (NGE) has a significant market presence in Europe with close to 10% market share overall  
and more than 16% in the countries where we operate. We enjoy a strong income statement and balance sheet. We are  
a lean, agile, and flat organization that can react quickly to challenges and we have a highly committed and experienced staff.  
Our business strategy builds on these realities through 5 pillars: 1) Strong governance, 2) People excellence, 3) Optimization of 
the base business, 4) Growth, and 5) Operational excellence.

Results for the Fiscal Year 

Future Outlook 

Sales, in fiscal year ending March 2021, were 1% above the 
forecast driven by good performance in most lines of business 
and a strong second half of the year recovery. 
•  Variable margin was 0.6% above forecast from higher sales, 

pricing and productivity actions.
•  Strong fixed costs controls mitigated the extra costs related 

to COVID-19 protection equipment, special cleaning ser-
vices and bad debt provisions.

•  Operating income was 1.2% above forecast, driven by 
higher sales, variable margin, and fixed costs savings.

•  We experienced a strong recovery in the second half of the 
year, with sales and operating income higher than the same 
period pre-COVID-19.

In the fiscal year ending March 2022, we expect sales to grow 
more than 7% year on year, driven by the continuation of the 
recovery in all lines of business with significant volume 
increases and accelerated applications technologies, oxyfuel 
combustion, water and wastewater treatment, food and bev-
erage, fish farming, additive manufacturing, decarbonization 
projects, dry ice, semiconductor gases, and others. We also 
expect stronger sales from large projects completion (new ASU 
in Norway, new CO2 terminal in Ireland, and new healthcare 
JV in Italy), and strong pricing environment. We expect lower 
healthcare sales as we expect a lesser impact of the pandemic 
in the hospitals across Europe.
 Operating income to grow 18% year on year, driven by the 
recovery and the higher volumes, the increased sales, 

Bases

Opportunities and Risks
•  The major opportunity is the thorough development of our five strategic 

pillars: 1) Be best in class in safety, compliance, risk management and 
quality of products and services, 2) Leadership excellence, optimization 
of talent and motivation of the employees, and optimization of diversity 
and inclusion, 3) Defend current business, continue to lead in applications 
technologies, and continuously evaluate markets and portfolios, 4) Seize 
major opportunities in decarbonization and hydrogen, partner with our 
customers to help them achieve their sustainability objectives, expand 
geographical footprint, and consider M&A opportunities, and 5) Take 
full advantage of DX and achieve sustainability leadership. 

•  The overall major risk is failing in accomplishing the above. Other risks, 
today, are: a slower transition than as planned to becoming a global cor-
poration, the continued presence and impact of the COVID-19 pandemic, 
the potential impact of the electricity transition on our business, increasing 
cybercriminality, and the slower execution of a well-defined decarboniza-
tion strategy that may leave us behind the competition.

productivity, pricing, continued fixed costs control, and the 
total Nippon Sanso Holdings integration project.

ASU Malm, Norway

Percentage of Revenue by Business

 Industrial gases (  Medical-related products)

 Electronics-related products

3%

12%

97%

Revenue and Segment Profit

 Revenue (Left axis)    Segment income (Right axis)

* Financial results for FYE2019 are for the four months from December 2018 to March 2019.
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•  Capital expenditures were 3% below forecast and working 
capital strong due to excellent collection work done in  
all businesses.

•  The main strategies to accomplish these results have been:
-  Fast implementation of COVID-19 measures for the pro-

tection of employees, their families, our customers, suppli-
ers, and partners

-  Ensuring business continuity: we have supplied every need 
of every customer, especially hospitals and clinical centers, 
even during the worst peaks of the pandemic

Business History Highlights

History

•  The European business has nearly tripled 
its size since the year 2000 through acqui-
sitions in Benelux, Germany, Ireland, Italy, 
Scandinavia, and the United Kingdom.

•  Provides on-site supply (piping) to several 
major industrial areas in Europe (Belgium, 
Germany, Italy, and Spain).

•  Growing in bulk liquid supply throughout 
Europe based on customized applications 
technology offerings for our customers in 
many diverse markets.

•  Recently commissioned a new ASU in 
Norway to support the aquaculture indus-
try and a liquid CO2 terminal in Ireland to 
optimize CO2 supply

•  Customer focus and productivity are at 
the root of our financial results

In December 2018, our company acquired 
most of the European operations of the  
U.S. company Praxair, Inc. (industrial gases 
business in Germany, Spain, Portugal, Italy, 
Norway, Denmark, Sweden, the Netherlands, 
and Belgium; carbon dioxide business and 
helium-related business in the United 
Kingdom, Ireland, the Netherlands, and 
France). We are currently expanding our 
European operations under the NIPPON 
GASES brand.

FYE2021

Europe

¥160.0  
billion

(Years ended March 31)

Head office

Regional headquarters

Sales office

ASU

Operational base

CO2 terminal
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Gas Business in Europe

Response to COVID-19 

Initiatives to Realize Both Sustainability and Earnings 

Our company has contributed and continues to do so, very 
significantly, to alleviate the suffering associated with the 
pandemic. The leitmotiv of our industry and our company is 
and has been “uninterrupted supply of high-quality products.” 
During the worst peaks of the pandemic the meaning of 
“uninterrupted, 24/7” supply has been more significant and 
more essential than ever for the society.
At Nippon Gases, 
 •  We have maintained our operational discipline through 

the year.
 •  We created new hygiene and organizational procedures 

for the safe operations of our plants and we have kept all 
our plants running.

 •  We have supplied every need of every customer, espe-
cially hospitals and patients even in the worst peak days 
of the pandemic.  

 •  We sent home everybody that could work from home. 
This is more than 1/3 of our employee population. 

At Nippon Gases, we consider that industrial gases are part of the 
solution to get to the climate objectives of the European Union 
for 2030 and 2050. We have been part of the solution for many 
years already. We know the properties of CO2 and H2 and know 
how to deal with them in a safe and efficient way, thus allowing 
us to bring this knowledge to the CO2 emitters, as well as to all 
those using H2 in the future to reduce their carbon footprint. 
 So, Nippon Gases has been helping and will increasingly con-
tinue to help our customers to reduce their carbon footprint and, 
consequently, we are helping society as a whole. We are also 
intensive electrical energy consumers, and we use road transport 
as one of the major ways to reach our customers. As such, we 
need to contribute to a decarbonized society from an internal 
point of view too. We have increased the usage of renewable 
electrical energy expecting to reach 35% this year. If we consider 
low carbon energy usage, this year we will reach 65%. We are 
continuously investing in new technologies to reduce specific 
energy consumption in our facilities. In the last 10 years, we 
reduced the specific energy consumption by 8%. In summary,  
we contribute to a more sustainable world, by sourcing “greener” 

energy and by investing in technology to lower the MWh/tonne 
of product we produce. As for road transport, two approaches: 
we reduce the impact of our trucks by moving to greener fuels 
and by investing in sophisticated technologies to reduce the mile-
age needed to reach our customers. We will reduce our transport 
GHG intensity more than 5% from 2021 to 2024. 

NGE has set its own Sustainable Development 
Goals to contribute to a more sustainable future.

Nippon Gases has set its Sustainable Development Goals to 
contribute to a better and more sustainable future:
–  Company governance and compliance, a strong culture of 

business integrity and ethics.
–  Global environment, a strong drive to reduce emissions and 

to reduce waste.
–  Society, community engagement activities, and sustainability 

of our customers.
–  People, the safest as well as a highly diverse and inclusive 

company.
 Nippon Gases’ priorities are: Safety, Compliance, the 
Environment, People Excellence, Customer Focus, and 
Financial Results. Nippon Gases is ultimately a highly experi-
enced team of talented people contributing to the sustainable 
growth of industry in Europe, because industry is one of the 
key pillars of any healthy modern society providing qualified 
jobs, continuous training, and development opportunities for 
its workforce. Industry is the major contributor to innovation 
and R&D, the basis of the export potential of every country.
 This year, Nippon Gases asked the whole employee popula-
tion to participate in an Employee Engagement Survey  
( P.167). The results of the survey were very encouraging: 
81% of the employees participated, giving scores above 80 
(from 100 as maximum) for Safety (95), Corporate Social 

Responsibility (88), Diversity (88), Sustainable Engagement 
(86), Empowerment (85), Global Satisfaction (82), Quality 
(82), and Compliance (81). The Management, Collaboration, 
Communications, and COVID-19 Measures all scored above 75. 
 This feedback from our employees shows the way to continue 
to build a high-performance company. Our company, present in 
13 European countries, employs 3,000 people, of which 27% 
are women. We are a diverse and inclusive company and expect 
to pass the 30% women milestone within the next five years.
 The strategy of Nippon Gases for the foreseeable future is 
based on the following pillars:
–  Grow and improve our business where we are
–  Look for opportunities to invest and expand to places where 

today we are not
–  Look for opportunities to invest and expand in adjacent 

markets to those markets in which we are today.
 A final thought: I believe, as a team, Nippon Gases has 
ended the year wiser, increasingly adaptive and innovative, 
proactive and collaborative and, consequently, better prepared 
for the future. During this exceptional year, we had the chance 
to improve many non-used or “parked” skills. It has been an 
excellent learning experience for all of us; we had to work 
hard, innovate, collaborate, and “to mine” the best of our 
skills. An excellent personal development year for everybody.

We will focus on maintaining and strengthening our financial health on a 
European consolidated basis and conduct a range of sustainability initiatives.

Looking ahead, we are still amidst a global pandemic, the European economy is still contracting, 
and even though the vaccination pace remains steady, the roll-out seems still to be delayed. 
Therefore, the timing and shape of any recovery is uncertain and hence, Nippon Gases remains 
focused on preserving liquidity and transforming its businesses for the future.
 In terms of sustainability, we must balance the increased transparency around these non-financial 
metrics with our ability to identify and measure those metrics and be prepared both internally 
and externally to show how the company is accounting for and measuring sustainability risks.
 This is something we will be working on over the coming year, as our stakeholders are interested 
in this type of information and I also believe there is a direct link between sustainability metrics and 
business performance. We will, therefore, focus on maintaining and strengthening our financial health 
on a European consolidated basis and conduct a range of sustainability initiatives in productivity, 
efficiency, and strengthening cost management that will contribute to increasing shareholder value.

Justin Corcho Maters

Vice President and CFO

Nippon Gases Euro-Holding S.L.U.

Message from Director in Charge of the Gas Business in Europe

Eduardo Gil Elejoste

Member of the Board,

Nippon Sanso Holdings Corporation

Chairman and President,

Nippon Gases Euro-Holding S.L.U.

Comments from the Chief Financial Officer

 •  We have stayed in contact with our customers, suppliers, 
and partners through remote conferencing technologies. 

 •  We have been transforming our company, making it 
more advanced and efficient.

 •  In summary, we have managed our lives and our com-
pany through the pandemic storm protecting our 
employees and their families, our customers and suppli-
ers, as well as other stakeholders.

 •  Our company together with the industrial gases associa-
tions worked hard with the different authorities and 
governmental bodies across Europe to make sure that 
vital gases and services were always available there where 
they were needed. 

A newly built CO2 terminal in northern Ireland, enables more efficient supply than  

transportation by tanker truck. As a result, CO2 emissions associated with transport can be 

reduced by 500 tonnes per year.
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Gas Business in Asia and Oceania

Outline of Business
The Nippon Sanso Holdings Group’s business in Asia and Oceania started in 1982, with an expansion into Singapore. By the 
1990s, this initial foray had been followed by expansions into Malaysia, China, South Korea, the Philippines, Taiwan, Vietnam, 
and Thailand. In the 2000s, we continued expanding into India, Australia, Indonesia, and Myanmar. Our regional holding companies 
in Singapore and China provide centralized management of compliance and safety in the region, while Singapore also has a regional 
engineering support function. The main features of the business are a network of ASUs and filling stations, as well as a logistics 
network, which support the fundamental business of supplying industrial gases. In addition, in East Asia, the Group also has 
production sites for specialty gases used in electronics, as well as warehouses and sales companies, which play a key role in the 
Group’s Total Electronics business. This area has a higher market growth rate than any other, and the Group must continue to 
actively make further investments to increase production capacity if it is to keep pace with rising demand and further increase its 
market share. We are constantly on the lookout for such opportunities. 

Results for the Fiscal Year 

Future Outlook

In the industrial gases business, the Group is strengthening 
its business foundation in Southeast Asian countries through 
measures such as aggressive sales activities, increasing its bulk 
gas production capacity, and supplying gases through on-site 
pipelines. In the electronics business, we are promoting the 
Total Electronics strategy. We have built a new electronic 
material gases plant in China (Yangzhou) and worked hard to 
increase our market share in both East Asia and Southeast 
Asia, making use of our competitively priced semiconductor 
materials gases. 
 By region, in the Philippines and India, we are reaping  
the benefits from the introduction of excellent productivity 
enhancement activities sourced from our European team.  

In FYE2022, the Group is forecasting growth in revenue and 
profit based on expectations for strong performance in the 
industrial gases and electronics businesses, and for the region 
overall. In Asia, we have been making capital investments for 
increasing production capacity in the bulk gas and electronics 
businesses. Moreover, these investments will support our 
plans to engage in on-site, large-scale gas supply projects and 
expand our gas business outside of air separation gases. 
 In our initiative for increasing productivity, which started in 
2019, we will expand the range of target countries and aim to 
achieve early results by sharing best practices. Furthermore, 

Bases

Opportunities and Risks

Expanding gas demand in the region presents an opportunity for the Group to 
continuously increase its production capability. In the business of supplying the 
electronics sector, which is constantly producing new technologies, the Group 
needs to accelerate the launch of products for next-generation semiconductors 
and production investment for short-cycle products. In Asia, there are many 
market entrants from other industries or local small- to medium-sized compa-
nies, creating conditions for a possible price decline. It is therefore important to 
appeal to customers constantly regarding the value of the Group’s safe, secure, 
and reliable product supply, and to make unstinting efforts to retain commercial 
rights and expand sales. Statements about the future in this section are based 
on the Group’s judgment as of March 31, 2021.

Growth 
Opportunities

•  Maintenance and expansion of earnings in existing market centered on the 
bulk gas business in a stable market expected to see sustainable growth

•  Sales and investment opportunities in the growth industries of semiconductors 
and the biotechnology field

• Launch of environment-friendly products and services
•  Concentrated investment of management resources in the growth market 

of East Asia

Risks •  Underdevelopment of infrastructure
•  Securing of backup gases
•  Dealing with legal and regulatory systems that change with the political 

situation and capital restrictions found only in emerging countries
•  Vigorous competition for orders with competitor companies typical of a 

growth region and risk from exchange and interest rate fluctuations
•  Market price volatility for rare gases and helium
•  Cyberattacks growing in sophistication and number each year, and quality incidents 
• Project delays due to pandemics

we will strengthen management of operating capital,  
conducting active investments commensurate with the high 
growth of the region while also creating a base to control 
interest-bearing debt. 
 In 2020, the COVID-19 pandemic brought business conti-
nuity plan (BCP) risk to center-stage once again. These plans 
enabled us to deliver an uninterrupted supply of gases to 
society and industries in the region, we will ensure the safety 
of our employees while reinforcing our structures for busi-
ness  continuity as an essential business.

In China, in the bulk gas business, we have been working to 
create a foundation for stable business expansion aiming to 
increase production capacity in areas where we have expanded 
already, particularly eastern and northeastern China. In Australia, 
we implemented rigorous cost management in our mainstay 
LP gas business, and secured stable earnings, largely unaf-
fected by fluctuations in procurement costs. The carbon diox-
ide and dry ice production in Oceania that started in 2019 has 
steadily increased its capacity utilization rate, contributing to 
earnings growth. On the production front lines, we have pro-
moted kaizen (continuous improvement) activities to save 
costs and promoted an awareness of curbing increases, which 
has contributed to increasing our profit margin.

Percentage of Revenue by Business

 Industrial gases (  Medical-related products    Energy: LP gas)
 Electronics-related products
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Business History Highlights

History

•  Contributed to industry development by strengthening 
industrial gases supply capacity in step with economic 
development

•  Established supply chains since 1990 covering each 
region in East Asia, where the global semiconductor 
industry is concentrated

•  Centralized information about global electronics users and 
developed the Total Electronics system for timely and 
appropriate proposal and promotion of the required gases

•  Developed the industrial machinery and safety equip-
ment business, centered on Southeast Asia

•  Responded to increased demand in Australia and 
Thailand by developing the LP gas business for industrial 
and consumer use

1982  Established National Oxygen Private Ltd.  
in Singapore

1993  Established Dalian Nippon Sanso Gas Co., Ltd. 
in Dalian, China, and invested in Air Products 
Industry Co., Ltd. in Thailand

1994  Capital participant in Ingasco, Inc. in the Philippines

1995  Established Matheson Gas Products Korea  
in South Korea

1996 Established Nippon Sanso Taiwan Inc.

1998  Capital participant in Vietnam Japan Gas Co., Ltd. 
in Vietnam

2002  Established Taiyo Nippon Sanso Trading 
(Shanghai) Co., Ltd. in Shanghai, China

2003  Established Shanghai Taiyo Nippon Sanso Gas 
Co., Ltd. in Shanghai, China

2010  Investment in K-Air India Gases Pvt. Ltd. in India

2012  Made Leeden Limited of Singapore into  
a subsidiary 

2013  Established PT Samator Taiyo Nippon Sanso 
Indonesia in Indonesia

2015  Acquired Renegade Gas Pty Ltd in Australia

2016  Established Taiyo Nippon Sanso Myanmar Co., 
Ltd. in Myanmar

 Regional headquarters

 Operating base

 ASU

FYE2021

¥105.3  
billion

 Revenue (Left axis)    Segment income (Right axis)

(Years ended March 31)

Asia and Oceania
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Gas Business in Asia and Oceania

Response to COVID-19 

Initiatives to Realize Both Sustainability and Earnings

The spread of infection had a significant impact on this seg-
ment, particularly in the first half of the fiscal year. During the 
pandemic, our local subsidiaries looked to ensure the safety 
of their employees while responding to their social mission of 
providing a reliable supply of industrial gases such as oxygen, 
which are essential for daily life and economic activities in each 
country. This situation remains unchanged at the present. From 
the second quarter, China and Vietnam led the region onto a 
recovery track, and all countries are now gradually moving out 
of the shadow of COVID-19. Coming into 2021, India and 
Indonesia saw temporary spikes in case numbers, and we 
worked to address this grave social issue locally by engaging 
in full capacity production and shipment of medical oxygen, 
providing oxygen enrichment equipment across the entire Group, 
and lending containers out to meet the need for urgent 
exports from Group companies in the surrounding countries. 
 To address supply chain disruption caused by the pandemic, 
particularly with regard to electronic materials gases, which are 
a global product, we made every effort to maintain reliable 
supplies through cooperation within the Nippon Sanso 
Holdings Group. With the increase of data traffic in every 
country, including the promotion of teleworking, demand for 
PCs, tablets, and servers has increased, driving a rapid increase 
in attendant demand for electronic materials gases for use in 
electronics. Since before the pandemic, there have been con-
cerns regarding whether we could maintain supplies of U.S.- 
produced electronic materials gases in China due to trade 
friction between the two countries. We responded to these 

In Asia, the wave of COVID-19 infections continues as before, 
and every company has been obliged to continue with remote 
working, or working in an environment with infection prevention 
measures in place. While implementing these measures properly 
and ensuring the safety of employees, we have continued to 
provide reliable supplies to our customers. We will engage in 
sustainability centered on making uninterrupted contributions 
to local communities in each country and promoting business 
activities that will earn the trust of local customers and compa-
nies while providing individual employees with satisfying jobs. 
 Safety initiatives are still important measures, and we have 
therefore taken steps such as increasing our personnel and 
introducing safety equipment, which has led to a decrease in 
accidents. Looking ahead, in addition to safety, we will focus 
on training and allocation of human resources with an eye to 
environmental measures, such as contributing to a carbon-neutral 

society and reducing the amounts of waste water and hazard-
ous waste generated. 
 To ensure employee job satisfaction through human resources 
development activities, we 
enhanced the human resources 
development programs at our 
Singapore regional holding 
company. Select members par-
ticipated in regular seminars, 
with representatives of local 
subsidiaries providing lectures 
based on their personal experi-
ences. These and other activities 
are part of initiatives to share 
the management ideas of local 
top managers. 

We will continue making growth investments 
while maintaining our financial structure to  
contribute to increasing the corporate value 
of the overall Group.

The Gas Business in Asia and Oceania still has room to grow 
compared to the other three geographic hubs, and each company 
in the region is still operating its business at the level of an 
individual company. As such, they do not necessarily each have 
a full complement of functions, and at this stage it is not realistic 
to equip them all. Therefore, it is more effective to provide 
engineering support from Singapore and Tokyo, as well as safety 
support. At the same time, this region has greater growth poten-
tial than others, and the Group is leveraging its comprehensive 
capabilities to capture the abundant business opportunities accu-
rately and swiftly. This will enable us to maintain a high 
growth rate going forward. It also means that it is important 
for us to secure human resources. Fortunately, we have an 
excellent team of local managers, and the executive class that 
supports them will also be enhanced over the coming years.
 The difficulty in managing the region from the Company’s 
head office is partly due to the wide-ranging, multiregional 
scope of the operating companies. To address this, we have 
made efforts to cultivate a sense of unity among the Group 
companies in the region. For example, after the launch of 
Nippon Sanso Holdings we shared the Group’s corporate 
philosophy and formulated the management vision reflecting 

our ideals and the situation in each country, and promoted the 
Nippon Sanso brand. In addition, we utilized IT to enable monthly 
communication with the top management of each company. 
In this way, we have built an agile management structure that 
can respond to changes in the business environment.  
 Opportunities for growth investments abound, with Group 
companies presenting excellent investment propositions almost 
every week. For now, management is prepared to shoulder a 
heavier investment burden. Fund procurement is essential for 
carrying out investment, but interest rates are generally higher 
in Asia than in advanced countries, creating a heavy interest 
burden on borrowings. Therefore, our first priority is to 
strengthen earnings from existing businesses to supplement 
operating cash flow, and our second is to take steps to manage 
and reduce operating capital. To manage receivables, invento-
ries, and payables at each company, we created an optimal 
structure leveraging the Group’s comprehensive capabilities 
and promoted awareness of capital efficiency among all 
employees. As a result, we have succeeded in maintaining 
and improving our financial structure, even while continuing 
to make growth investments. This will contribute to increasing 
the corporate value of the overall Group. 

We will continue to build relationships with customers and suppliers, 
aiming to provide high-quality solutions.

Nippon Sanso Holdings’ Total Electronics group has been focusing on the global semiconductor 
industry. Several investments in the semiconductor gas manufacturing business have enabled 
growth in our business.
 The Company has also focused on enhancing its logistic capabilities to meet global demands 
in different locations. Extensive work has been done to the global quality and safety systems at 
our manufacturing facilities to ensure standards are consistent at all locations. Going forward 
the Total Electronics group will work closely with customers to manufacture and source more 
local products and ensure quality control upon delivery. Strategic Account Managers are con-
tinuing to build relationships with customers and suppliers to provide semiconductor gases, 
chemicals, safety, equipment all at the quality Nippon Sanso Holdings is famous for.

Todd D. Givens 

Senior General Manager, 

Total Electronics Strategy, 

Group Corporate Planning, 

Nippon Sanso Holdings 

Corporation

L E A D E R S H I P  D E V E L O P M E N T  P R O G R A M M E
C U S T O M E R  F O C U S .  I N I T I A T I V E .

N I P P O N  S A N S O  H O L D I N G S  S I N G A P O R E  

Human resources development program  

conducted in Singapore

*  The Oceania and Asia Management Division  

has been established within the Group Corporate 

Planning Office to oversee business promotion 

for companies in Asia and Oceania.

Message from Director in Charge of the Gas Business in Asia and Oceania

Tsutomu Moroishi

Senior Executive Officer,

Group Corporate Planning Office*

Comments from the Person in Charge

concerns by strengthening our coordination with customers 
and stockpiling adequate inventories for security. However, 
during this pandemic, we are striving to provide reliable supplies 
to meet soaring demand, such as rapidly making logistics 
arrangements and utilizing air cargo transport within Asia. 
 In organization management, our top priorities have been to 
comply with COVID-19-related regulations in each country, 
and to ensure the safety of our employees and their families. 
We introduced rotating shifts and telework as soon as the first 
wave of the pandemic arrived in each country, and imple-
mented rigorous workplace hygiene measures. The early 
stages of the pandemic was a time of great turbulence for our 
Group companies in China, and we sent urgent shipments of 
masks and protective gear from Japan for all our employees and 
their families, with the entire Group supporting their business 
operations during the pandemic. In addition, in relation to the 
Groupwide ban on overseas business travel, we added new 
provisions to the articles of incorporation of Group companies 
where necessary to allow Board of Directors’ meetings to be 
conducted by video conferencing and prepared environments 
for remote operations such as engineering operation support. 
As a form of communication to take the place of face-to-face 
meetings, we started monthly reporting meetings connecting 
with each company by video, among other operating methods 
for overseas companies under the new normal. Through these 
efforts, we are employing safe and diverse methods to main-
tain communication on a par with pre-pandemic levels.
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Thermos Business

Outline of Business
The Thermos Business is operated by Thermos K.K. in Japan and its Group companies. Thermos K.K. has production subsidiaries 
in Malaysia and the Philippines, and a sales subsidiary in South Korea. Furthermore, we have affiliated companies in China,  
the United States, and Germany, among others, and through our regional bases we ship Thermos brand products to over 120 
countries around with world. In Japan, where we have been working to expand our product domains, our market share has 
grown, reflecting expansion of our product lineup with the new categories of tumblers and cooking utensils, mainly frying pans, 
which corresponded with changes in lifestyles and demand due to COVID-19. Furthermore, the company continues to create 
new value by flexibly combining vacuum-insulation technologies carefully nurtured as a pioneer in the field of vacuum-insulated 
bottles designed for lifestyle comfort under the brand concept of “Thermos Magic.”

Results for the Fiscal Year

Future Outlook

In FYE2021, revenue decreased due to a contraction in demand 
as the spread of COVID-19 from the start of 2020 resulted in 
a loss of inbound tourism demand as well as restrictions on 
travel and going outdoors and school closures due to emer-
gency declarations by national and local governments. In 
addition, as plants overseas were ordered to close as a mea-
sure to prevent infection, the company was obliged to stop 
production from January to February, causing a halt in the 
supply of products. This resulted in impacts such as delays in 
the launch of new products. 
 As a result of the above, revenue decreased sharply in the 

Our core themes are “increase competitiveness of products,” 
“expand product range and sales channels,” and “increase 
brand value.” We will develop products that have the distinc-
tive character of Thermos, and aim to recover sales of our 
mainstay portable vacuum-insulated mugs and achieve fur-
ther growth. As the market grows for tumblers, we will stim-
ulate it further by expanding the product range, aiming to 
establish them as a lifestyle item. 
 In our sales channels, which have changed due to COVID-19, 
we will work to respond accurately to the changes by engag-
ing with the growing e-commerce market and integrating it 
with the real market. In addition, we will increase the value of 
the Thermos brand even further, carrying out measures to let 
consumers experience the joy of Thermos products and the 
pleasure of using them. In addition, in overseas markets, we 

BasesBusiness History Highlights

History Opportunities and Risks

The company recognizes positive opportunities such as a change in 
lifestyle focus from the real to the virtual and a social change toward 
prioritizing environmental preservation. On the other hand, we recog-
nize threats including commoditization of manufacturing and a shift in 
consumption trends from consumption of products to consumption of 
services. Statements about the future in this section are based on the 
Group’s judgment as of March 31, 2021. 

Growth 
Opportunities

•  Expansion of the market for cooking utensils and stainless steel  
tumblers in response to lifestyle changes

•  Growth in direct-channel sales through the company’s e-commerce 
website and directly managed stores

•  Expansion in the market for environment-friendly products
•  Growth in sales of products related to the expanding outdoors market

Risks •  Continued loss of inbound tourism demand associated with a decline in 
visitors to Japan

•  Contraction of the holiday-related market due to restrictions on  
holidays, leisure, and other outdoor activities

•  Decrease in purchasing desire due to a slump in consumer confidence

will actively optimize our business base in Southeast Asia,  
and aim to grow and expand after COVID-19 has been con-
trolled. In new business, we will leverage the strengths of our 
main business to develop and promote new businesses.

Percentage of Revenue by Area

 Japan　  Overseas

15%

85%

Revenue and Segment Profit
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mainstay portable vacuum-insulated mug category. Amid this, 
efforts to promote the creation of demand for household goods 
by expanding the product range resulted in strong growth in 
tumblers and frying pans due to stay-at-home demand. This 
led to a strong recovery in operating performance in the 
second half; however, full-year revenue was lower year on 
year due to market contraction caused by further state-of-
emergency declarations in major centers at the beginning of 
2021. Operating profit declined year on year due to the decrease 
in revenue, as efforts to reduce advertising expenses and other 
activity expenses were not enough to make up the difference. 

•  Pioneered the stainless steel vacuum-insulated 
bottle market, and led the shift from glass to 
stainless steel bottles

•  Launched Japan’s first sports bottles designed 
for drinking directly from the bottle for cold 
drinks. These became a hit product creating 
a new market

•  Strengthened lineup of portable vacuum-insulated 
mugs (hot and cold use) and used promotions to 
firmly establish a lifestyle of using personal bottles. 
The JNL series, which led other companies in 
weight reduction, became a hit product with 
cumulative sales over 20 million units

•  Launched a portable soup container for hot 
soup, which achieved strong market penetration 
due to a boom in residual heat cooking

1904  Commercialized the world’s first glass vacuum- 
insulated bottle under the Thermos brand

1907  Thermos Company established in the 
United Kingdom and the United States

1978  Nippon Sanso developed the world’s first 
stainless steel vacuum-insulated bottle

1989  Acquired the Thermos Company of the 
United Kingdom, the United States, and 
Canada 
Launched the vacuum-insulated cooking 
pot Shuttle Chef®

1998 Launched vacuum-insulated sports bottles

1999 Launched vacuum-insulated portable mugs

2001  Established Thermos K.K. through a 
corporate split from Nippon Sanso

2009 Launched vacuum-insulated food containers

2013 Launched vacuum-insulated tumblers

2014  Acquired German high-quality vacuum-
insulated bottle brand, alfi

2018 Launched Thermos brand frying pans

 Headquarters (Thermos K.K.)

 Sales office

 Manufacturing plant
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Thermos Business

Response to COVID-19

Initiatives to Realize Both Sustainability and Earnings

We were obliged to close our overseas plants in Malaysia and 
the Philippines due to strict measures to prevent the spread 
of infection in each country, which had a sizable impact on 
product supplies. Currently, we are conducting operations at 
each plant while complying with infection prevention orders 
from the respective countries’ governments. Furthermore, we 
are also looking at options for substitute production to avoid 
shocks to the supply chain during emergencies. We place the 
highest priority on managing the health of our employees at 
every business site, and have implemented measures such as 

With its corporate philosophy of “Thermos continues to intro-
duce new kinds of lifestyles that are agreeable to people and 
society and also environmentally friendly,” Thermos K.K. 
approaches management with an awareness of sustainability. 
In its environmental policy, the company is committed to 
using heat-insulation technology to develop energy-saving 
products that contribute to reducing society’s environmental 
impact, proposing an environmentally conscious lifestyle, and 
promoting awareness activities. The spread of the company’s 
core product, portable vacuum-insulated mugs, has led to a 
trend in using personal bottles that is helping to reduce plas-
tic use. Meanwhile, the Shuttle Chef® series of vacuum-insu-
lated cooking pots and vacuum-insulated soup containers 
help to save energy using a heat-retaining cooking method. 
The development and spread of these environmentally con-
scious products has enhanced the brand value for consumers, 
and we believe this leads to continuous profits in corporate 

management. Moreover, we aim to create a society that 
achieves both abundance and environmental sustainability 
through initiatives to reduce our environmental impact 
throughout the entire product life cycle.

Supply Chain

•  Implementation of countermeasures at the  
manufacturing sites for overseas plants in compliance 
with strict guidelines of respective national governments 

•  Optimization of logistics sites in Japan and adoption of 
multiple sites from a risk management perspective

Organization Management

•  Promoting teleworking without restricting  
the number of days

•  Refraining from business meals and meetings  
(internal and external)

•  Basic prohibition on overseas business trips and prohibition 
of unnecessary or non-urgent domestic business trips

•  Enforcing disinfection with alcohol upon entry to all 
workplaces and mask wearing

•  Creation of response processes in the event of  
infection occurrence

Message from Director in Charge of the Thermos Business

Faced with dramatic changes in lifestyles and 
rapid market changes, companies must evolve 
to keep pace.

The COVID-19 pandemic that has been raging since 2020 
has had a significant impact on Thermos K.K.’s business, 
with huge changes in the market environment and consum-
ers’ lifestyles, as well as the loss of inbound tourism demand 
from visitors to Japan. Even in this environment, in FYE2021, 
we managed to grow sales, as a boost from stay-at-home 
demand for cooking utensils and tumblers sparked by a 
companywide expansion into new product domains offset 
a steady decline in sales of our mainstay portable vacuum-
insulated bottles. 
 To achieve our business vision of “be a company that  
creates new value and grows continuously,” we face the 
following four companywide challenges that we are currently 
focused on: (1) strengthening proposal capabilities, (2) devel-
oping and strengthening human resources, (3) increasing 
customer satisfaction, and (4) actively engaging with the SDGs. 
Our mission is to continue providing products and services 
that satisfy customers, and we will continuously make 
improvements, not only to our products but also in our 

distribution services and services to consumers. We will also 
build and effectively utilize CRM systems. 
 In addition, based on our corporate philosophy of 
“Thermos continues to introduce new kinds of lifestyles that 
are agreeable to people and society and also environmentally 
friendly,” we will work sincerely toward helping resolve vari-
ous social issues. We have established a dedicated depart-
ment to promote the SDGs and plan to expand these 
activities companywide. 
 With lifestyles changing so dramatically, and markets so 
rapidly, we recognize that companies must also evolve and 
change to keep pace. To this end, training employees as part 
of human resources development has become even more 
important. Alongside this employee training, the company 
will also make strategic expenditures for investments in brand 
advertising. Finally, in our overseas business, we will expand 
sales in the South Korean market and optimize our business 
sites in the Southeast Asian markets, which are expected to 
grow, as we work to establish the Thermos brand there. 

Urgent focus on entering and expanding product domains other than 
vacuum-insulated bottles

The company’s core business, stainless steel vacuum-insulated bottles, has recorded growing sales 
up until now. However, a declining population in Japan’s domestic market is expected to cause 
increasingly adverse conditions going forward. To realize our management vision, we are working 
daily to tackle various challenges. Among these, while we continue to focus on the task of culti-
vating and expanding the core business, we also recognize an urgent focus on expanding product 
domains other than vacuum-insulated bottles, and we are taking our first steps in this direction.  
 In 2018, the company entered the market for cooking utensils, mainly frying pans, using the 
Thermos brand, which has built a trusted reputation for quality in vacuum-insulated bottles. In 
2020, the COVID-19 pandemic arrived, however sales increased steadily driven by stay-at-home 
demand, as consumers sought to purchase cooking utensils, and lifestyle changes such as an 
increase in dining at home. Looking ahead, we will enter and expand new product domains 
with a view to creating value for customers.

Yuji Kataoka

Representative Director and President

Thermos K.K.

Yasuhiro Murakami

General Manager,  

Marketing Department

Thermos K.K.

Comments from the Person in Charge

Contributing to reduced environmental impact by promoting the use of 
personal bottles

ensuring mask wearing and disinfection, as well as promoting 
unrestricted teleworking. Moreover, at directly operated 
stores where employees have direct contact with customers, 
we have taken the same measures to prevent infection, and 
established response processes in the event that an infection 
does occur. In the retail market, demand for online sales has 
risen sharply and people are spending more time at home, 
which has driven strong growth in products catering to stay-
at-home demand. 
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