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DRIVE FOR GROWTH
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Foundation Foundation

Alliance Synergies

FOUNDATION

（FY17－ FY19）

Alliance Synergies

DRIVE

FOR

GROWTH

ACCELERATION

（FY20－ FY22）



Revenue growth 

through focus on core 

markets

Cost optimizationProduct renewal

Organizational enablers for sustainability

K
P

I FY19

Retail sales：1.3 M 

(+40% vs. FY16)

FY19

Net revenue：
2.5 trillion JPY

(+30% vs. FY16)

FY19

COP：６% or more

FY17-19
Positive free cash 

flow
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DRIVE FOR GROWTH – Overall Framework
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DRIVE FOR GROWTH （FY17 - FY19）DRIVE FOR GROWTH （FY17 - FY19）

Alliance leverage for long-term growth



Net revenue
(billion yen)
Net revenue
(billion yen)

COP margin
(%)
COP margin
(%)

Retail volume *
('000 units)
Retail volume *
('000 units)

FCF (billion yen)FCF (billion yen)

FY16 FY19

Major KPIs – Increase COP from volume, revenue and investment
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(USD/EUR actual rates: JPY109/JPY119) (USD/EUR assumptions: JPY110/JPY123)

*

926 1,300

1,906.6
2,500.0

0.3%

（5.1 billion yen）
6.0% or more

（150.0 billion yen or more）

-118.9 80.0

+40％

+30％

Retail volume includes volume of equity-method affiliates, incl. GAC Mitsubishi Motors, a 
JV with Guangzhou Automobile Group Co in China (MMC has a 30% stake).
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V-shaped recovery already started 
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5.5％

6.7％

-3.7％

3.5％
4.7％



DRIVE FOR GROWTH – Overall Framework

Revenue growth 

through focus on core 

markets

Cost optimizationProduct renewal

Alliance leverage for long-term growth

Organizational enablers for sustainability

K
P

I FY19

Retail sales：1.3M 

(+40% vs. FY16)

FY19

Net revenue：
2.5 trillion JPY

(+30% vs. FY16)

FY19

COP：６% or more

FY17-19
Positive free cash 

flow

S
tr

a
te

g
ic

 

L
e
v
e

r
s

F
o

u
n

d
a
ti

o
n

s

8

DRIVE FOR GROWTH （FY17 - FY19）DRIVE FOR GROWTH （FY17 - FY19）



Strategic levers – Strengths of MMC – our history in 4WD

9
OutlanderPajero SportPajero

45-degree hill climbing demonstration2002 Paris Dakar1999 WRC



Strategic levers – Strengths of MMC – the leader in PHEV
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No.1 PHEV
in Japan/
Europe

No.1 PHEV
in Japan/
Europe

(Aggregate sales volume by FY16 / according to MMC research)



Strategic levers – product renewal
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XPANDER Eclipse Cross

New models off to a good startNew models off to a good start



Strategic levers – product renewal
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XPANDER Eclipse Cross

11 new models set to launch during mid-term plan11 new models set to launch during mid-term plan

New models/full model changes Minor changes



60%

70%

40%

30%

FY16 FY19

▪ Triton

Global core

Others

1,300

926

Volume contribution of top 5 global models to 70%Volume contribution of top 5 global models to 70%

Retail volume ('000 units)

▪ RVR / ASX / 

Outlander Sport

▪ Eclipse Cross

▪ Outlander/PHEV

▪ Pajero Sport

Strategic levers – product renewal
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CAPEX
(billion yen)
CAPEX
(billion yen)

R&D
(billion yen)

R&D
(billion yen)
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Strategic levers – Increase CAPEX and R&D investments

Margin of Net Sales

Margin of Net Sales

68.0 69.0 58.1

137.0

FY14 FY15 FY16 ー FY19

74.6 78.7 89.0
133.0

FY14 FY15 FY16 ー FY19

3.1％ 3.0％ 3.0％

5.5％

3.4％ 3.5％
4.7％ 5.3％
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926

1,300

304 350

80
110109

240144

190

83

100

206

310

FY16 FY19

+42%

+70%

+38%

(+50%)

(+20%)

(+32%)

(+120%)

(+15%)

(+38%)

( Europe:220)

(+40%)

Bed-rock

Focus

Recovery

Others

Strategic levers – regional strategy – focus on core markets

Retail volume ('000 units)

ASEAN

Oceania

N. America

N. Asia

Japan



Strategic levers – Revenue Optimization

Improve 
brand value

Enhance 
dealer 

network

Optimize 
product mix 

/ pricing 
strategy

Improve 
customer 
service 
quality

Reinforce 
after sales

Sales Value Chain Management ‐Reinforce overall management ‐

Know -how and best practices 
acquired by the alliance

16



17

Strategic levers – Regional Strategy (Strengths of MMC: ASEAN)

Philippines (MMPC)

Market share*

Production capacity
：15.0％
：50K units

* FY16 / according to MMC research

Thailand （MMTh）

Market share*

Production capacity
：7.4％
：424K units

・ MMC is a well-established brand with over 50 years of history

・ ASEAN provides 40% of global manufacturing capacity

Indonesia (MMKI)

Market share*

Production capacity
：6.3％
：160K units
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24

41

FY16 FY19

18

206

310

+36%

+34%

+71%

Market
share*

• Successful launch of XPANDER
• Frequent changes to existing models
• Raise customer satisfaction to improve retention
• Cost reduction for local plants

Strategic levers – Regional Strategy (ASEAN)

XPANDER Indonesia plant

Retail volume ('000 units)

* According to MMC research. Thailand, 
Indonesia and the Philippines.

Thailand

Philippines

Indonesia

Others

8.3% 10%



73
90

FY16 FY19

+23%

Market
share*

• Launch new products (Eclipse Cross in FY17)

• Maximize volumes of global core models 
• Attractive sales finance plans launched

Outlander

Strategic levers – Regional Strategy (Oceania)

Triton

Australia

NZ

* According to MMC research

Retail volume ('000 units)

83

100

6.4% 7.6%

19



20

Market
share*

• Launch new products - Eclipse Cross and 
Outlander PHEV in FY17

• Maximize volumes of global core models 
• Expand and improve dealer coverage

Eclipse Cross

Strategic levers – Regional Strategy (U.S.)

* According to MMC research

Retail volume ('000 units)

FY16 FY19

+30%

100

130

0.6% 0.8%
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Market
share*

• Increase sales of localized Outlander
• Enhance product lineup: Eclipse Cross
• Double size of dealer network (to 400 in FY19)

GMMC dealer

Strategic levers – Regional Strategy (China)

* According to MMC research

Retail volume ('000 units)

FY16 FY19

88

220

0.3% 0.7%

2.5
times



Market
share*

• Launch new products: Eclipse Cross
• Full model changes: Delica D:5 and Kei
• Improve brand loyalty
• Increase Dendo Drive Stations

Dendo Drive Station

Strategic levers – Regional Strategy (Japan)

Delica D:5 "ACTIVE GEAR"

* According to MMC research

Retail volume ('000 units)

FY16 FY19

80

110

1.6% 2.2%

+38%
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Monozukuri total cost reduction incl. R&D increases

23

FY16 FY19

Strategic levers – cost optimization

Reduce 1.3% per year

Cost per 
unit*

100
96.1

Cost per 
unit*

R&D
Parts 

purchase
Parts 

transportation
Production

Vehicle 
transportation

Monozukuri total cost

* Index using : “Cost per unit” in FY16 = 100  (excl. marketing and sales costs)



DRIVE FOR GROWTH – Overall Framework

Revenue growth 

through focus on core 

markets

Cost optimizationProduct renewal

Alliance leverage for long-term growth

Organizational enablers for sustainability

K
P

I FY19

Retail sales：1.3 M 

(+40% vs. FY16)

FY19

Net revenue：
2.5 trillion JPY

(+30% vs. FY16)

FY19

COP：６％ or more

FY17-19
Positive free cash 

flow
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DRIVE FOR GROWTH （FY17 - FY19）DRIVE FOR GROWTH （FY17 - FY19）



3.0 25.0
40.0

60.0

FY16 FY17 FY18 FY19

Foundations – synergy optimization

25

(billion yen)

Cost avoidance

Revenue increase
Cost reduction

100.0

(5 months)



Foundations – synergy optimization
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Foundations – organizational enablers for sustainability
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Monthly meeting
(Plan / instruct)

Accounting/Finance
(Verify)

Business Unit
(Execute)

Management 
reporting
(Propose 

improvements)

Ensure monthly 
management under 

CEO/COO with 
input from 4Cs

Plan

Do

Check

Act

Enhance business 
management

Reform governance reporting
(e.g. DoA)

Reform governance reporting
(e.g. DoA)

Reinforce complianceReinforce compliance

Reinforce financial 
management

Reinforce financial 
management

Enhance HR/talent 
management

Enhance HR/talent 
management

Renew and enhance 
IT systems

Renew and enhance 
IT systems

Reinforce PDCA cycle



� Strengthening culture

Foundations – organizational enablers for sustainability
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Mid-Term Plan
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FY2017-FY2019



Foundations – Electrification strategy (EV&PHEV)

2009

i-MiEV

2011

MINICAB-MiEV VAN

2013

OUTLANDER PHEV

2000 2010

2013

MINICAB-MiEV TRUCK

2020~

2015

OUTLANDER PHEV

Kei-EV

EV

Next Generation

OUTLANDER PHEV

2020~

Core Model
Electrification
Core Model

Electrification

30
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Towards the future



32

All statements herein, other than historical facts,  contain forward-looking statements 
and are based on MMC’s current forecasts, expectati ons, targets, plans, and 
evaluations. Any forecasted value is calculated or obtained based on certain 
assumptions. Forward-looking statements involve inh erent risks and uncertainties.
A number of significant factors could therefore cau se actual results to differ from 
those contained in any forward-looking statement. S ignificant risk factors include:

•Feasibility of each target and initiative as laid out in this presentation;
•Fluctuations in interest rates, exchange rates and  oil prices;
•Changes in laws, regulations and government polici es; and
•Regional and/or global socioeconomic changes.

Potential risks and uncertainties are not limited t o the above and MMC is not under 
any obligation to update the information in this pr esentation to reflect any 
developments or events in the future.

If you are interested in investing in Mitsubishi Mo tors, you are requested to make a 
final investment decision at your own risk, taking the foregoing into consideration. 
Please note that neither Mitsubishi Motors nor any third party providing information 
shall be responsible for any damage you may suffer due to investment in Mitsubishi 
Motors based on the information shown in this prese ntation.


