








Question

It has been one year since you took on the role of COO. How do you see Hoya now and the role that 

you should play within the organization?

Answer

For me, this year was the start of a new mission. With the major changes in global markets, it was an exciting time.

	 Hoya does business in many different fields, and we have many exceptional engineers and technological 

specialists. Over the years, the Company has applied numerical management to each business and managed its 

portfolio efficiently through selection and focus across the entire organization, to achieve long-term, rational 

growth. That history has brought home to me what a special company Hoya is.

	 I believe that now is the time for Hoya to move into new businesses—we have joined up with Pentax, which 

mainly deals in finished products, and in terms of operating environment, the high-tech industry is reaching 

maturity. The new Hoya needs not only to leverage its superior development capabilities to create new products 

and technologies, but also to enhance overall marketing capabilities, including everything from products and 

sales strategies based on market analysis to sales, distribution, and after-sales services. By marketing capabili-

ties, I mean creating strategies for how to segment the wider global market and which areas to target for fin-

ished products such as eyeglass and contact lenses and Pentax’s cameras and medical endoscopes. For 

high-tech parts and materials, it means creating new business strategies while keeping a close eye on the 

market for finished products as it undergoes virtually unprecedented change.

	 If the role of the CEO is to promote business portfolio management based on a medium- to long-term vision, 

then I believe that my role as the COO is to formulate and implement the strategies that will bring this vision to life.

Through outstanding technologies and diverse 

businesses and human resources, we will work 

to move forward as a global company.

Hiroshi Hamada
Chief Operating Officer

Our Evolving Strategy

1982
Yamashita Shinnihon Steamship 
Co., Ltd. (currently Mitsui O.S.K. 
Lines, Ltd.)

1987
American Life Insurance Com-
pany (Tokyo), an AIG company

1992
Clarke Consulting Group 
(California, U.S.A.)

1995
Dell Computer Japan K.K. 
(currently Dell Japan Inc.)

2000
President and Representative 
Director, Dell Japan Inc., and 
Vice President, Dell Inc. (U.S.A.)

2006
Managing Partner, Revamp 
Corporation

2008
Executive Officer and COO of 
Hoya (April) and Director (June)

Interview with COO

Profile

Hoya is preparing for a new stage of growth by taking stock of the transforming market and building 

an optimal business portfolio.

	S ince taking up the position of COO in April 2008, Hiroshi Hamada has been at the helm of efforts 

to reform Hoya’s operating structure. Here he discusses the way ahead for the new Hoya and the 

issues that must be tackled for the Company to move forward.
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Question

What does Hoya need in order to achieve further growth?

Answer

Up to now, Hoya has emphasized investments in the field of Information Technology. Going forward, I would like 

to accelerate investments in human resources and facilities for the broad field of healthcare, including eyeglass 

and contact lenses, intraocular lenses, and the medical endoscope and new ceramics (bone prostheses) busi-

nesses that Pentax has brought to the table, and make that the cornerstone of the next stage of growth.

	 The slowdown in sales in the Information Technology segment during the fiscal year under review is not a 

sign that Hoya has lost its technological or competitive edge; it was due to stagnation in the global economy 

and the sudden slowdown of the IT industry as a whole. Still, even should demand recover at some point, there 

will be structural changes to the market environment, and our analysis leads us to believe that it will be very 

difficult to return to the type of growth we have enjoyed in the past.

	 Hoya strives toward speedy and flexible portfolio management. With Information Technology making a 

structural shift from growth business to mature business, we will maintain this as a stable source of income and 

position health care related businesses as our growth segment—a balanced strategy for growth.

Question

What are the possibilities for the health care related businesses, and what strategies will you use to 

pursue growth?

Answer

Consider that society is aging, both in Japan and in other countries around the world, and interest in health care is 

growing. At the same time, there is stable demand from emerging economies as they speed up the creation of 

their social infrastructure. For all these reasons and other, the field of health care can guarantee long-term growth.

	 For example, in the Vision Care segment, over many years of activity Hoya has established a firm business 

base as the No. 2 eyeglass lens manufacturer in the global market. But our market share has plateaued at a little 

over 10%, and there is plenty of room left for growth. In eyeglass lenses, market conditions have coupled with 

increasing commoditization due to the rise of low-price lenses. We aim to expand the business in this area by 

shifting gears to cover the entire market, from high-end to low-end. Likewise, with the EyeCity contact lens 

business, we are not stopping at being Japan’s largest chain of contact lens retail stores. Instead, we are 

expanding our sales activities to the Internet and other channels, and making a full-fledged move into the 

Chinese market, to further expand and deepen our market.

	 Finally in intraocular lenses, endoscopes, and new ceramics, we have earned high evaluations from users for 

the outstanding characteristics of our products, which bring together cutting-edge technologies in each field. 

These markets have clear targets, so we will aggressively implement strategic marketing activities to raise our 

presence in all the major sales countries.

Interview with COO
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Question

What kinds of structural reforms have you been promoting as COO?

Answer

In order to implement our new growth strategy, we need to reexamine how we have allocated investments in 

the past. We also need to make an exhaustive study of our cost structure during the high-growth years, and 

build a framework that can ensure high levels of profitability amid the changing market.

	 During the year under review, Hoya focused on rebuilding a lean and efficient business structure. Specifi-

cally, we made organizational revisions, such as consolidating and eliminating manufacturing bases, accelerated 

transfer of production overseas, and restructured certain operations in the optical lens and other businesses. We 

also withdrew from unprofitable segments such as the crystal business, and reduced personnel in line with these 

reforms. We have made reduction of inventories and improving the yield rate common themes at all our pro-

duction sites, and reviewed costs, from materials to outsourcing. We are continuing to reduce SG&A and other 

costs as much as possible across the entire Group in order to establish a strong, low-cost operating structure.

	 Through these initiatives, I hope to cultivate a strong corporate culture in which employees will take the 

whole product supply chain into perspective and consider the pursuit of competitiveness as part of their own 

jobs as members of the new Hoya.

Question

What are your ambitions for the future, and what message would you like to send to the shareholders?

Answer

Hoya will accelerate the pace to take on two challenges going forward: achieving growth balanced between 

health care businesses and Information Technology, and enacting reforms aimed at enhancing our responsive-

ness to the finished products market.

	 Personally, I am convinced that to realize progress Hoya must develop its diversity. If we want to create a 

strong company, we have to look to the whole world, crossing boundaries and breaking down customs to 

gather a collection of outstanding people. Going forward, Hoya will strengthen its personnel evaluations 

through a fair, merit-based system that does not take nationality, gender, or age into consideration, and speed 

up the globalization of our workforce. Diversifying businesses has been a solid tree supporting Hoya’s sustained 

growth. As I see it, diversifying our people will add countless branches to that tree, yielding all kinds of fruit in 

markets around the globe.

	 I am still new at Hoya, so I am not wrapped up in past experience in the Company or preconceived notions. 

My only aim is to move ahead boldly with reforms so that Hoya can enjoy a bright future. I hope for the under-

standing and support of all our stakeholders as we move forward.

Hiroshi Hamada
Chief Operating Officer
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