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Foreword

This is a complete English translation of the 2013 White Paper on Small and Medium Enterprises in Japan: Dynamic 

and Self-transformative SMEs and Micro-enterprises, which summarizes recent developments among small and medium 

enterprises (SMEs) in Japan. The original paper was submitted to the Diet by the Small and Medium Enterprise Agency 

of the Ministry of Economy, Trade and Industry. The paper was translated and published by the Japan Small Business 

Research Institute with the approval of the Small and Medium Enterprise Agency. 

Recovering from the temporary downturn resulting from the Great East Japan Earthquake, Japan’s economy maintained 

an upward trend, but factors including a strong yen and the slowdown in the world economy contributed to a decline in 

production and exports, the effect of which was felt particularly severely by SMEs. In 2013, however, as a result of a 

weakening yen, high stock prices and other factors, we are seeing a trend towards recovery in the business situation of 

SMEs. 

Against this background, the SMEs which support Japan’s regions and regional communities, in particular micro 

enterprises, are reforming their management procedures in line with a changing business environment. The White Paper 

on Small and Medium Enterprises in Japan therefore focuses this fiscal year on issues including business startups, new 

business development, hand-off to the next generation and the utilization of information technology, shedding light on the 

status of these initiatives among SMEs. 

This year’s White Paper on Small and Medium Enterprises in Japan will be the 50th edition published since the paper’s 

institution. For half a century, the White Paper on Small and Medium Enterprises in Japan has contributed to small and 

medium enterprise policy through the provision of wide-ranging and detailed survey results concerning Japan’s SMEs. The 

Japan Small Business Research Institute is also reaching its own milestone, having overseen the translation and publication 

of the English version of the White Paper for 20 years, since 1994. During this period, the English edition of the White 

Paper has found a broad range of users, including policymakers and researchers concerned with SMEs and businesspeople 

both in Japan and overseas, and has been instrumental in offering the world at large a detailed overview of the status of 

Japan’s SMEs and initiatives related to these enterprises. 

I will be delighted if, through this edition of the White Paper on Small and Medium Enterprises in Japan, we are able 

to continue to deepen understanding of the status of Japan’s SMEs and related initiatives among concerned researchers, 

individuals involved with SMEs, and businesspeople in Japan and overseas, and at the same time assist in the global 

development of small and medium enterprises.

 Masataka Nakano
 Chairman
 Japan Small Business Research Institute

 September 2013





The White Paper on Small and Medium Enterprises 
in Japan reaches a half-century milestone

A little more than half a year has passed since the formation of the Abe Cabinet. The Japanese economy is showing clear 

signs of recovery, and business sentiment is also improving among SMEs and micro-enterprises. 

We must now work to create, as soon as possible, an environment in which SMEs and micro-enterprises, the pillars of 

Japan’s regional economies, are able to experience the benefits of economic recovery. The promotion of reform among 

SMEs and micro-enterprises has been positioned as a major axis of the Japan Revitalization Strategy which was recently 

passed by the Cabinet. 

At the same time, the SME White Paper, which has charted the postwar transformation of the Japanese economy and the 

nation’s SMEs, has reached a half-century milestone with the publication of the 50th edition this year. During this period, 

the global economic environment with which Japan engages, the issues which the nation faces, and the roles which it is 

expected to play have all changed significantly, but SMEs have continued to support Japan’s economy from the ground up 

and to function as engines of growth. 

This edition of the SME White Paper trains the spotlight on the dynamism of the 3.66 million companies among Japan’s 

4.2 million SMEs which can be classified as micro enterprises. Seeking to help startups to flourish, the paper analyzes a wide 

range of issues, including new business development, hand-off to the next generation, and utilization of information technology. 

It is my hope that this white paper will be read by a wide range of people ― not only those involved in the struggle 

of day-to-day business management, but many others including individuals engaged in assisting SMEs in municipal 

administrations and business support institutions, young people contemplating employment with an SME, and researchers 

engaged in the field. 

The Ministry of Economy, Trade and Industry and the Small and Medium Enterprise Agency will move ahead with the 

reconstruction of micro enterprise policy based on the analyses presented in this white paper. The most recent Diet session 

passed the Micro Enterprise Revitalization Bill, which looks towards the revitalization of the business activities of micro 

enterprises. In addition, “Small Enterprises” Growth Headquarters are being organized throughout the country as necessary. 

The voices of entrepreneurs, offering opinions rooted in their understanding of business realities, provide a compass to 

guide the implementation of policy, and we therefore eagerly await impressions and opinions regarding this white paper. 

Paying close attention to the voices of all stakeholders, we will continue to focus our full efforts on supporting the bold 

initiatives undertaken by dynamic and self-transformative SMEs and micro-enterprises. 

 Toshimitsu Motegi
 Minister of Economy, Trade and Industry 

 August 2013



The 2013 White Paper on Small and Medium Enterprises in Japan consists of the following two reports 
submitted by the Government to the 183th Session of the Diet pursuant to Article 11 of the Small and Medium-
sized Enterprise Basic Act (Act No. 154 of 1963):

“Developments among Small and Medium Enterprises in Fiscal 2012”
“Small and Medium Enterprise Policies in Fiscal 2013”
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Outline of the 2013 White Paper on Small and 
Medium Enterprises in Japan 

The first part of this report analyzes recent developments among small and medium enterprises (SMEs), while the second 
part analyzes the initiatives implemented by SMEs and micro-enterprises which have increased their dynamism by means 
of self-transformation, and the issues faced by these enterprises. 

At present, SME policies are being reformulated with a focus on micro enterprises. Because of this, in this report 
we divide enterprises into micro enterprises and other SMEs, and consider the current status of each category and the 
issues faced by enterprises in each. At the same time, the report concentrates in particular on the necessary orientation for 
measures to respond to the issues faced by micro enterprises. 

Part I Developments among SMEs in fiscal 2012
•  While Japan’s economy is sluggish due to factors including a strong yen and the global slowdown, a trend towards 

recovery is readily observable. 
•  A trend towards recovery can be observed in the business status of SMEs. In addition to offering comprehensive support 

for the regeneration and management of SMEs, it will be essential to accelerate initiatives towards industrial recovery in 
Japan’s disaster-hit regions. 

Part II Dynamic and self-transformative SMEs and micro-enterprises
SMEs and micro-enterprises support Japan’s regions and society as a whole. In response to a changing business 

environment, these enterprises are attempting to innovate their operating procedures. 
Focusing on aspects including business startups, new business development, business succession, and the utilization of 

information technology, in this section we shed light on these initiatives by SMEs. 
l Startups

The creation of new businesses invigorates the industrial metabolism, promotes effective use of management resources, 
and is indispensable to the creation of employment. However, rates of business entries and exits are low in Japan compared 
to the United States and the United Kingdom. 

Entrepreneurs do not only seek business growth and expansion; there are many entrepreneurs who aim towards stable 
business continuity. 

Different issues are encountered at the different stages of business development and growth: For example, in the initial 
stages of business creation, before sales commence, the major issues are the various procedures to be conducted and the 
procurement of funding; after the commencement of sales, securing personnel becomes a significant issue. 

By focusing on the form of business creation and the various issues faced at the different stages of business development 
and growth, this report clarifies the type of support that is necessary for starting a business. 
l New business development

The development of new businesses is also important from the perspectives of business regeneration and growth, for 
example in enabling larger numbers of enterprises to look towards increased sales in the future. 

This section shows SMEs and micro-enterprises overcoming issues including funding and staff, and succeeding in the 
development of new businesses in growth areas. 
l Hand-off to the next generation (business succession)

Aging of the presidents of micro enterprises and other small enterprises and a lack of successors is a direct cause of 
business closures. Generational change in the presidents of micro enterprises via business succession is essential. 

Against the background of increasing succession outside families, this section looks at the issues of succession within 
and outside the family, and measures to foster successors. 
l Utilization of information technology

SMEs and micro-enterprises face issues of cost and lack of personnel in attempting to introduce and utilize information 
technology. 

This section indicates that leadership on the part of management is essential to realizing benefits from the introduction 
and utilization of information technology, and discusses the efforts of companies that have resolved management issues 
through the use of information technology in areas including the management of high-mix, low-volume production, the 
opening up of markets throughout the country, and the realization of increased efficiency through cooperation with other 
companies. 

A review of the past 50 years of White Papers on Small and Medium Enterprises in Japan
This report will be the 50th to be issued since the publication of the first White Paper on Small and Medium Enterprises 

in Japan in 1964. Based on data from past White Papers, this section looks at changes over the past 50 years in the business 
environment for SMEs, the issues that they face, and the roles that they can be expected to play. 
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Cases described in this report

Part II   Dynamic and self-transformative SMEs and micro-enterprises
l Startups

Case Name of enterprise, etc . Location Page

A venture company that has overcome 
financial issues and others during its seed 
stage and produces Internet-connected home 
appliances favored in the global market

Cerevo Inc . Chiyoda City, 
Tokyo 50

A venture company that launched energy and 
electricity-saving services in the wake of the 
great earthquake disaster

Eneres Co ., Ltd . Adachi City, Tokyo 51

A company started by a young entrepreneur 
who overcame his lack of management 
expertise and engages in promoting health 
among local residents

Kumamoto Wellness 
Support Institute, Inc .

Kumamoto City, 
Kumamoto 
Prefecture

55

A company that creates employment with an 
innovative community-based business under a 
new corporate manager

Iwakino Kasan Co ., Ltd . Yurihonjo City, 
Akita Prefecture 56

A female entrepreneur provides reassuring 
services to working women with support from 
her seniors and external organizations

NPO Nobel Osaka City,  
Osaka Prefecture 59

A young manager who engaged in harvesting 
flax in Hokkaido and started a nationwide sales 
business

Kitaguni Life Co ., Ltd . Sapporo City, 
Hokkaido 63

A female entrepreneur who creates diverse 
schemes for regional revitalization from her 
base in a shared office

So@r Service Co ., Ltd .
Hiroshima City, 
Hiroshima 
Prefecture

68

A company that cooperates with local 
producers to undertake the entire process from 
the breeding to the sale of a local brand of 
onions

Shokubutsu Ikushu 
Kenkyusho Inc .

Kuriyama Town, 
Hokkaido 70

A female entrepreneur who utilizes the power 
of social networking to support the recruiting 
activities of companies

Wantedly, Inc . Shibuya City, 
Tokyo 76

A young entrepreneur who engages in a new, 
low-cost medical checkup service by utilizing 
student internships and the support of private 
support organizations

Carepro, Inc . Nakano City, 
Tokyo 77

A company that supports socially-oriented 
companies from both the management and 
financial aspects through the expertise of its 
partners

Social Venture Partners 
Tokyo (specified nonprofit 
enterprise)

Chiyoda City, 
Tokyo 78

A company that re-started a business with 
the employees of a family business that 
went bankrupt, by adding a newly developed 
product to the business

Tamu Co ., Ltd . Matsuyama City, 
Ehime Prefecture 89

A company that advances local regeneration 
efforts after the earthquake disaster by newly 
engaging in the soil-less culture business

Rokugo Azzurri Farm Inc . Sendai City, 
Miyagi Prefecture 90
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l New business development

l Hand-off to the next generation (business succession)

Case Name of enterprise, etc . Location Page

An enterprise who committed fully to its 
medical equipment business and greatly 
increased its sales in that business

Suzuki Precion Co ., Ltd . Kanuma City, 
Tochigi Prefecture 94

A manufacturing enterprise who started up a 
new business by retaining their passion for  
on-site manufacturing

Swany Co ., Ltd . Ina City, 
Nagano Prefecture 95

An enterprise working to revitalize 
manufacturing by sponsoring the All-Japan 
Manufacturing Koma-taisen Tournament

Minaro Co ., Ltd .
Yokohama City, 
Kanagawa 
Prefecture

96

A farm produce company that handles 
everything from tomato growing to direct sales 
and sales of processed goods 

Tomato Land Iwaki Co ., 
Ltd .

Iwaki City, 
Fukushima 
Prefecture

98

An enterprise who brought the construction 
steel techniques it had built up over many 
years across into its venture into the solar 
photovoltaic array business

Okuji-kensan Co ., Ltd . Matsubara City,  
Osaka Prefecture 102

An enterprise who created new demand by 
developing new technology that uses a new 
lacquering technique discovered through 
industry-university cooperation

Shimomura Shikki Co ., 
Ltd .

Sabae City,
Fukui Prefecture 103

An enterprise who developed a business in the 
medical sector with an original development 
and marketing strategy

RF Co ., Ltd .  Nagano City, 
Nagano Prefecture 107

An enterprise who overcame problems with 
product development and market development 
to change from a general-purpose product 
manufacturer to a technology developer 

Takenaka Seisakusho Co ., 
Ltd . 

Higashi-Osaka 
City, Osaka 
Prefecture

111

A subcontracting SMEs and micro-enterprise 
group that developed a new business through 
regional collaboration

SSY Co ., Ltd . Yokkaichi City,  
Mie Prefecture 112

An enterprise that changed from a medical 
supplies wholesaler to a supplier of medical 
peripheral services using skills gained by the 
CEO in his previous job

Sansei Medical Co ., Ltd . Bunkyo City, 
Tokyo 116

An enterprise that developed its China 
business by using a General IP Help Desk and 
an International Application Subsidy

Sahara Corporation Ichinoseki City, 
Iwate Prefecture 124

Case Name of enterprise, etc . Location Page

Generations of presidents bring a famed local 
product to a bigger market Satoh Yohsuke Co ., Ltd . Yuzawa City, 

Akita Prefecture 128

After taking the reins early on, current president 
develops new businesses and builds earnings Honda Plus Co ., Ltd . Shinshiro City, 

Aichi Prefecture 129

Woman president takes charge of updated inn, 
restarts it as new business Izutsuya Murakami City, 

Niigata Prefecture 132

A long-established business innovates when 
successor manager adopts IT NAKAGAWA Corporation Taito City, 

Tokyo 133

President expands business by following her 
own style, branding her products

Hieiyuba Honpo 
Yubahachi Co ., Ltd .

Otsu City,
Shiga Prefecture 134



xvi

Case Name of enterprise, etc . Location Page

Mother and son run business supporting local 
medical and nursing care services Nikkyoudo Iryoki Co ., Ltd . Kanonji City, 

Kagawa Prefecture 135

Central shopping district shop owner deals 
with succession problem by working with 
business succession support center, selecting 
want-to-be entrepreneur as successor

Kanbaraya
Shizuoka City, 
Shizuoka 
Prefecture

137

A public consulting service supporting 
business succession at SMEs

Shizuoka Prefecture 
Business Succession 
Support Center

Shizuoka City, 
Shizuoka 
Prefecture

138

A business passed to an employee through 
the founder’s preparation and post-succession 
support

Stack Electronics Co ., Ltd . Akishima City,  
Tokyo 139

After thorough preparation, 40-year-old 
president takes over from founder, seeks to  
re-energize region

Kiyohara Co ., Ltd . Moriyama City, 
Shiga Prefecture 154

Current president improves management by 
trial and error, builds trusting relationships 
with people concerned within and beyond the 
company

Hisano Co ., Ltd .
Kumamoto City, 
Kumamoto 
Prefecture

156

Business succession by M&A to solve 
successor problem and spur further enterprise 
growth

TANBAC Co ., Ltd . Taito City, 
Tokyo 169

Providing M&A services to solve business 
succession problems Nihon M&A Center Inc . Chiyoda City, 

Tokyo 170

l Utilization of information technology

Case Name of enterprise, etc . Location Page

A regional restaurant that has established a 
national presence through its website Triple Like Co ., Ltd . Hiji Town,  

Oita Prefecture 176

Increasing productivity by utilizing IT for 
efficient information exchange between the 
worksite and headquarters 

Kouyo Electric Equipment 
Co ., Ltd .

Yokohama City, 
Kanagawa 
Prefecture

179

Using its website and SNS to market new 
products aimed at individual consumers 

KAMOI KAKOSHI CO ., 
LTD .

Kurashiki City, 
Okayama 
Prefecture

180

Using IT to realize efficient high-mix, 
low-volume production Kaji Felt Co ., Ltd . Sumida City, 

Tokyo 185

As it moves ahead with agriculture-commerce-
industry collaborations, the company’s CIO 
actively pursues the use of IT 

Enseki Aojiru Inc . Toon City, 
Ehime Prefecture 186

A manufacturing company that developed 
its own system to enable cooperation with 
partners and increase the efficiency of 
production management 

Tanaka Seiko Co ., Ltd . Uji City, 
Kyoto Prefecture 187

A company which changed its business methods 
by sharing information on potential purchasers 
and suppliers of used automotive parts 

Kaiho Sangyo Co ., Ltd .
Kanazawa City,  
Ishikawa 
Prefecture

188

Initiatives on behalf of small and medium 
transport companies seeking to realize greater 
transport efficiency via network systems 

Japan Local Network 
System

Osaka City,  
Osaka Prefecture 188
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Introductory notes

1. In this report, the term “small and medium enterprises (SMEs)” or “SMEs and micro-enterprises” refers to small and 
medium enterprises as defined under Article 2, Paragraph 1 of the Small and Medium-sized Enterprise Basic Act, and 
the term “micro enterprises” refers to “micro enterprises” as defined under Article 2, Paragraph 5 of said act. In addition, 
“medium enterprises” refers to SMEs other than micro enterprises. (More specifically, SMEs and micro enterprises may 
roughly be categorized as follows.)

2. This report draws largely on recompiled statistical data published by the Japanese Government and the results of surveys 
conducted by various entities in the private sector. Sources, methods of calculation and other relevant information are 
specified where data are cited. However, the main notes cited in this report are described briefly below. 

 (1) Ministry of Economy, Trade and Industry (METI), Census of Manufactures
  This survey provides statistics on numbers of business establishments. Surveys conducted in years ending in 0, 3, 

5 and 8 are of the total number of business establishments (by fiscal 2008 survey), and surveys in other years are of 
business establishments and similar entities with at least four workers. 

  In this report, the data on business establishments in each year are concatenated for analysis. It is important to 
remember, however, that if a business establishment has three workers one year and four the next, it is treated as a 
new entry in that year. (Conversely, a business establishment that goes from having four workers to three will be 
treated as having exited.) 

 (2)  METI, Census of Commerce
  This survey provides statistics on numbers of business establishments.

 (3)  METI, Basic Survey of Japanese Business Structure and Activities
  As this survey only covers incorporated businesses with 50 or more workers and capital stock of at least ¥30 million, 

the results do not apply to micro enterprises. 

 (4)  Ministry of Finance (MOF), Financial Statements Statistics of Corporations by Industry, Annually and Financial 
Statements Statistics of Corporations by Industry, Quarterly

  As these statistics focus exclusively on incorporated businesses, they do not reveal overall trends among micro 
enterprises. In consideration of the sample sizes and response rates, moreover, the results concerning micro 
enterprises need to be viewed with some latitude. It must also be remembered that the quarterly version does not 
include corporations with capital stock of less than ¥10 million.

 (5)  Ministry of Internal Affairs and Communications (MIC), Establishment and Enterprise Census of Japan, Economic 
Census for Business Frame and MIC/METI, Economic Census for Business Activity 

  This census contains statistics on both business establishments and enterprises. In the present report, enterprise-
based analyses using these statistics also include sole proprietors (sole proprietorships). However, the size of sole 
proprietorships is determined based on the number of workers at their head office or principal place of business. 
The Economic Census for Business Frame and the Economic Census for Business Activity cover the same survey 

Industry

SMEs
(meet one or more of the following conditions)

Of which micro 
enterprises

Capital No . of regular employees No . of regular employees

1) Manufacturing, 
construction, 
transportation, other 
industries (excluding 
2)-4))

Up to ¥300 million Up to 300 Up to 20

2) Wholesale Up to ¥100 million Up to 100 Up to 5

3) Services Up to ¥50 million Up to 100 Up to 5

4) Retail Up to ¥50 million Up to 50 Up to 5
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subjects as the Establishment and Enterprise Census of Japan, but differ from it in that they (1) capture a greater 
range of business establishments and enterprises due to their use of commercial and corporate registers and other 
administration records, and (2) their adoption of a method of surveying enterprises and establishments en bloc 
by having head offices report information on their branches and other operations. It must consequently be borne 
in mind that variations from the results of the Establishment and Enterprise Census of Japan do not all indicate 
increases or decreases. 

3. This report includes analyses of the results of questionnaire surveys on SMEs and micro-enterprises and other respondents 
conducted by various private-sector organizations commissioned by the Small and Medium Enterprise Agency (SME 
Agency). It should be noted, however, that not all enterprises surveyed responded to these questionnaires.

4. The indicators for SMEs and micro-enterprises vary much more widely than those for large enterprises. When examining 
statistics on SMEs and micro-enterprises, therefore, it must be borne in mind that the mean values may not always be 
representative of the typical situation among SMEs and micro-enterprises.
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Section 1  Economic developments in Japan

This section reviews the Japanese economy, which had 
been showing movements of a moderate recovery before 

it was weakened by the global economic slowdown, but is 
currently showing movements of picking up once again.

l	Recent state of the Japanese economy
Since 2009, the Japanese economy has been recovering 

continuously, weathering the temporary downturn 
following the Great East Japan Earthquake in March 2011 
and maintaining a positive trend. But in the latter half of 
2012, exports and industrial production declined, and the 
economy weakened on the back of a global economic 
slowdown and continuing yen appreciation.

However, the Japanese economy in 2013 is showing 
movements of picking up, owing to an upturn in 
domestic and overseas automobile sales coupled with the 
strengthening household and business confidence.

Examining these movements in terms of real GDP 

(Gross Domestic Product), the positive growth that 
had continued since the third quarter of 2011 against 
the background of economic countermeasures and 
reconstruction demand after the Great East Japan 
Earthquake fell into negative growth. In the second 
quarter of 2012 for the first time in four quarters due to a 
slowdown in exports and other factors. Then in the third 
quarter of the same year, real GDP growth fell markedly 
by 0.9% over the previous quarter due to accelerating 
declines in personal consumption and capital investment.

In the fourth quarter of 2012, real GDP grew 0.0% over 
the previous quarter as personal consumption turned to 
increase (Fig. 1-1-1).

Fig. 1-1-1  Real GDP growth and contributions to changes by component of demand

Source:  Cabinet Office, National Accounts of Japan.
Notes: 1. Real GDP estimates in chained CY 2005 yen.
 2. Figures for the fourth quarter of 2012 are (secondary) preliminary estimates.
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l	Developments in industrial production and 
exports
This subsection examines recent movements in 

industrial production and exports. The Japanese 
manufacturing sector had been experiencing continued 
recovery in industrial production/shipments on the back 
of increased exports and the government’s economic 
countermeasures, but since May 2012 it has once again 
gone into recession due to a slowdown in global economy 
and the loss of effect of economic countermeasures.

Examining these movements through the index of 
industrial production for manufacturing, the downturn 
as of April 2012 saw the level drop from 95.4 in April 
to 86.4 in September, its lowest level since April 2011 in 
the aftermath of the Great East Japan Earthquake, when 
it hit 84.4. The decline was particularly marked in the 
automobile industry and other transportation equipment 
industries (excluding ships and rolling stocks). While the 
index of industrial production rose as far as 114.0 in April 
2012, it started falling sharply from May onwards, and by 
September it dropped to 82.7, its lowest level since the 
earthquake. But since December 2012, the index shifted 

to an upward trend for both the manufacturing industry 
and the transportation industry delegated by automobile 
industry (excluding ships and rolling stocks) (Fig. 1-1-3 
(top)).

The key factor underlying these movements in 
industrial production/shipments was the decline and 
recovery in exports, primarily in the transportation 
equipment industry delegated by the automobile industry. 
In March 2012, exports in the manufacturing industry 
turned to increase on a year-on-year basis for the first 
time in 6 months and continued to rise for 3 consecutive 
months thereafter. In June, however, they once again 
turned to decline, recording negative year-on-year rates 
for 7 consecutive months through to December 2012.

In particular, exports in the transportation equipment 
industry, driven mainly by the automobile industry, have 
shown a rapid slowdown in year-on-year rates since 
May 2012 and recorded negative year-on-year rates for 
4 consecutive months from September onwards, but in 
April a significant increase of 113.1% was recorded on a 
year-on-year basis as a reaction to the large decline in the 
previous year.

Fig. 1-1-2  Current conditions DI for all Japan

Source: Cabinet Office, Economy Watchers Survey.
Notes: 1.  The Economy Watchers Survey is an interview survey of taxi drivers, storekeepers, and others directly involved in 

economic activity in 11 regions nationwide to determine the state of business confidence at the local level. The results 
are expressed as a diffusion index. 

 2. The survey is conducted from 25th to the end of every month.
 3. The current conditions DI is calculated by scoring respondents’ assessment of business conditions on the following 

five-step scale and multiplying these scores by each respondent category’s percentage share of the total: +1 for 
“better,” +0.75 for “slightly better,” +0.5 for “unchanged,” +0.25 for “slightly worse,” and 0 for “worse.”

Examining these movements since 2012 in light of the 
Cabinet Office’s Economy Watchers Survey, the current 
conditions DI turned to increase again in November 2012 

and has been recovering since then, following a downward 
trend that had continued since May 2012 (Fig. 1-1-2).
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Fig. 1-1-3 Japanese industrial production and exports

However, in January 2013 the year-on-year rate of 
export growth turned to positive in both the manufacturing 

industry and transportation equipment industry (Fig. 1-1-
3 (bottom)).
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Fig. 1-1-4 Growth in Japanese exports and contributions by region

Fig. 1-1-4 shows a breakdown of the movements in 
Japanese exports by region.

This figure shows that until May 2012, Japanese 
exports, particularly those to the US, experienced strong 
growth. But from June onwards, they continued to 
record negative year-on-year rates due to a slowdown in 

exports to the US and a considerable decline in exports 
to the EU and Asia. However, in 2013, Japanese exports 
are expected to bottom out as the export environment 
has begun to improve on the back of a steady overseas 
economy and a trend of yen depreciation (Fig. 1-1-4).

Source: MOF, Trade Statistics of Japan.
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l	Exchange rate developments
The prolonged yen appreciation has weakened the 

competitiveness of Japanese exporting industries and 
has put pressure on corporate profits. Even domestic 
enterprises that do not export face a deteriorating profit 
environment due to rising pressure from exporting 
companies to lower costs.

Examining the movements in the exchange rate in 
more detail, while the yen had been continuing to weaken 
against both the US dollar and Euro through February 
and March 2012, from April onwards it once again turned 

to a trend of appreciation against both currencies. By 
July, it appreciated to 94.5 yen against the Euro, and by 
September it had reached 77.7 yen against the dollar, 
showing a continuing yen appreciation trend. The trend 
of yen appreciation continued until October 2012, but 
from mid-November the strong yen entered a significant 
correction phase against both the US dollar and Euro, so 
that by February 2013, the yen depreciated to 94.0 yen 
against the dollar and 127.4 yen against the Euro (Fig. 
1-1-5).
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Fig. 1-1-5 Exchange rate
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l	Trends in petroleum product prices
Fig. 1-1-6 (top) shows month-by-month movements 

in the price of Dubai crude oil since 2009. As the figure 
shows, the average monthly price for Dubai crude oil 
since 2011 is $107.5/barrel, which is a significant increase 
from the average monthly price between 2009 and 2010 

of $69.9/barrel, indicating that crude oil prices are 
continuing to stay high.

Given this situation, the prices of domestic petroleum 
products are continuing to rise. Fig. 1-1-6 (bottom) shows 
movements in wholesale trade prices for petroleum 
products.
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Fig. 1-1-6 Crude oil price and wholesale petroleum product prices

Source: IMF, Primary Commodity Prices.
Note: Prices shown are average monthly prices for Dubai crude oil.

Source: Agency for Natural Resources and Energy, Survey of Petroleum Product Prices.
Note: Wholesale prices are to exclusive agents of the distributor (excluding consumption tax).

The prices of both regular gasoline and diesel since 
2009 have largely followed the trend of crude oil prices, 
and show a continuing upward trend. However, since 

October 2012 domestic petroleum product prices have 
turned to increase as the exchange rate has turned to a 
depreciating trend.
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Section 2  Developments among SMEs

The previous section presented an overview of recent 
trends in the Japanese economy. It looked at how Japanese 
economic recovery stalled due to the global economic 
slowdown in the second half of 2012 after enjoying 
moderate recovery in the first half of 2012 benefited by 
the effects of exports and economic countermeasures, and 
then in 2013 showed movements of picking up on the 

back of factors such as improved business confidence and 
steady consumer spending.

This section reviews how business confidence, 
industrial production, their financial position and 
employment among SMEs have developed during 
FY2012 in response to these developments in the Japanese 
economy.

l	Business confidence
Let us begin by examining the results of the Survey 

on SME Business Conditions produced by the Small 
and Medium Enterprise Agency (SME Agency) and 
the Organization for Small & Medium Enterprises and 
Regional Innovation, Japan (SMRJ).1)

In the third quarter of 2011 after the great earthquake, 

the business conditions DI for SMEs recovered to pre-
earthquake levels and then showed continued moderate 
recovery until the second quarter of 2012 (Fig. 1-1-7). 
Although the business conditions DI in the third quarter of 
2012 saw a slight fall as the Japanese economy retreated, 
it picked up again in the first quarter of 2013.
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-24.2

-20.9-21.7

-25.6 -25.2

(DI, seasonally-adjusted change from the previous quarter)

Fig. 1-1-7 Business conditions DI for SMEs

Source: Small and Medium Enterprise Agency (SME Agency) and Organization for Small & Medium Enterprises and Regional 
Innovation, Japan (SMRJ), Survey on SME Business Conditions.

Note:  The business conditions DI is calculated by subtracting the percentage of enterprises that answered “worsened” from the 
percentage of enterprises that answered “improved” when questioned about their business conditions in comparison with 
the previous quarter.

1) This is an interview survey of SMEs as defined by the Small and Medium-sized Enterprise Basic Act, conducted by business advisors at 
societies of commerce and industry, chambers of commerce and industry across the country and researchers from the National Association 
of SMEs. Roughly 77% of the enterprises surveyed were made up of micro enterprises.
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Source:  National Federation of Small Business Associations, Monthly Inquiry on SME Business Conditions.
Notes: 1. This survey is conducted by information liaison officers appointed at prefectural federations of small business 

associations (through delegation to approximately 2,700 directors and staff at associations (cooperatives and 
commercial and industrial associations) of SMEs).

 2. The business confidence DI is calculated by subtracting the percentage of enterprises that answered “worsened” 
from the percentage of enterprises that answered “improved” when questioned about their business confidence in 
comparison with the same month of the previous year.

Fig. 1-1-8 Business confidence DI for SMEs

Next is a review of business confidence among SMEs 
based on the results of the National Federation of Small 
Business Associations’ Monthly Inquiry on SME Business 
Conditions. From May 2012 onwards, the DI continued to 
worsen with increasing negative margins, and by October 

of that year, it recorded -43.6, the lowest level since 
August 2011. However, the DI bottomed out at that point, 
its negative margin began to shrink in November 2012, 
and continuous improvement has begun to be seen from 
that point on (Fig. 1-1-8).

A breakdown of the business conditions DI by region 
indicates that, with the exception of Hokkaido, the size 
of negative margins continued to shrink through until 
the second quarter of 2012. Particularly in Tohoku, 
where there has been sustained rapid recovery stemming 
from reconstruction demand, the negative margin of the 
business conditions DI shrank to just -15.5 in the second 
quarter, indicating a steady trend towards recovery that 
outstripped other regions.

However, in the third quarter of 2012, the business 
conditions DIs began to show increasing negative 
margins once again. The decline was particularly marked 
in Tohoku, Kanto, Kinki and Kyushu/Okinawa, where the 
size of negative margins increased for the first time in five 
quarters since the second quarter of 2011 immediately 
following the great earthquake. While business conditions 
in all areas remained sluggish in the fourth quarter, 
particularly in Kanto and Kinki where the size of negative 

margins continued to increase, in all other areas except 
Tohoku and Shikoku the size of negative margins shrank 
in the first quarter of 2013 (Fig. 1-1-9 (top)).

Examining the business conditions DI by industry, 
the business conditions in the construction industry in 
particular showed a notable improvement until the second 
quarter of 2012 on the back of reconstruction demand. 
There were also steady improvements in the retail trade 
industry and service industry stemming from increased 
personal consumption. On the other hand, improvements 
in the business conditions DI for the manufacturing 
industry remained slow. The size of the negative margin 
of the DI turned to increase again in the second quarter 
of 2012 for the manufacturing industry and in the 
third quarter of that year for other industries including 
construction. However, in the first quarter of 2013, the 
negative margins of the DIs for these industries began to 
shrink (Fig. 1-1-9 (bottom)).
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Fig. 1-1-9 Business conditions DI by region and industry
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Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Note: The period covered is from the first quarter of 2011 to the first quarter of 2013.

Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Note:  The period covered is from the first quarter of 2011 to the first quarter of 2013.
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l	Sales and revenues
This subsection examines developments in sales 

and revenues among SMEs. Aggregated sales by small 
and medium sized manufacturers (SMMs) bottomed 
out in the second quarter of 2011 immediately after the 
great earthquake, and the size of their negative margins 
continued to shrink year-on-year until it recorded a 
positive year-on-year rate of 0.9% in the second quarter of 
2012. However, in the third quarter of that year, the year-

on-year rate turned to negative once again due to economic 
recession. Aggregated sales by non-manufacturing 
industries, as well, continued to decrease with year-on-
year rates of decline remaining in the negative after the 
great earthquake (Fig. 1-1-10).

The ratios of ordinary profits to sales among SMEs 
were also generally lower than those of larger corporations 
(Fig. 1-1-11).
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Fig. 1-1-11 Ratio of ordinary profit to sales by size and industry

Fig. 1-1-10 Sales growth by size and industry

Source: MOF, Financial Statements Statistics of Corporations by Industry, Quarterly.
Note: Large enterprises are enterprises with capital of ¥100 million or more, and SMEs are enterprises with capital of ¥10 million 

or more and less than ¥100 million.

Source: MOF, Financial Statements Statistics of Corporations by Industry, Quarterly.
Note: Large enterprises are enterprises with capital of ¥100 million or more, and SMEs are enterprises with capital of ¥10 million 

or more and less than ¥100 million.
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l	Production
This subsection examines movements in production 

among SMEs in fiscal 2012. The manufacturing 
production index for SMMs continued its slow recovery 
into 2012, and by March of that year it recovered enough 

to hit 95.5, exceeding the 94.0 figure for January 2011 
prior to the great earthquake. From April 2012 however, 
the index trended down again, dropping to 88.2 in 
September and then continuing to fluctuate around that 
level (Fig. 1-1-12).

Fig. 1-1-12 Manufacturing production indices by size
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Sources: METI, Indices of Industrial Production; SME Agency, Manufacturing Production Indices by Size of Firm.

Now let us turn to industry-specific movements of 
manufacturing production in SMEs.

In 2012, the impact of the global economic slowdown 
and the movements of exchange rates resulted in major 
declines in production, primarily in export industries such 
as the iron and steel industry, general machinery industry, 
electrical machinery industry, electronic parts and devices 
industry and the transportation equipment industry. The 
iron and steel industry and electrical machinery industry 
were particularly deeply affected, so that by September of 
that year, their production had fallen lower than the levels 
immediately after the great earthquake. In November 
2012, production in the transportation equipment industry 
also fell to its lowest level since April 2011 immediately 
after the earthquake.

In 2013, production in the iron and steel industry, 

electrical machinery industry and transportation equipment 
industry, benefited from an improved export environment, 
almost bottomed out, and showed movements of recovery 
(Fig. 1-1-13).

l	Financial position
This subsection examines movements in the financial 

positions of SMEs in fiscal 2012.
According to the Survey of SME Business Conditions, 

the financial positions of SMEs and micro enterprises 
recovered to pre-earthquake levels in the third quarter 
in 2011 and continued to improve slowly thereafter. 
However, since the third quarter of 2012, the financial 
positions DI for SMEs and micro enterprises has remain 
unchanged (Fig. 1-1-14).
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Fig. 1-1-13 Manufacturing production indices by size and industry

Fig. 1-1-14 Financial position DI for SMEs

Sources: Recompiled from METI, Indices of Industrial Production and Current Survey of Production; SME Agency, Manufacturing 
Production Indices by Size of Firm.

Note: The period covered is from March 2011 to February 2013.
 

Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Note:  The financial position DI is calculated by subtracting the percentage of enterprises that answered “worsened” from the 

percentage of enterprises that answered “improved” when questioned about their financial position in comparison with 
the previous quarter.

Moreover, examining movements in the financial 
positions DI for SMEs in 2012 using the Monthly Inquiry 
on SME Business Conditions, while the DI recovered to 
-18.1 by April 2012, its negative margin turned to increase 

and fell to -25.0 by October of that year. However, from 
November onwards, the negative margins of the financial 
positions DI once again began to shrink and the DI has 
begun to recover (Fig. 1-1-15).
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Fig. 1-1-15 Financial position DI for SMEs (monthly)

Fig. 1-1-16 Loan modifications under the SME Financing Facilitation Act (cumulative total)
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Source: National Federation of Small Business Associations, Monthly Inquiry on SME Business Conditions.
Note: The financial position DI is calculated by subtracting the percentage of enterprises that answered “worsened” from the 

percentage of enterprises that answered “improved” when questioned about their financial position in comparison with 
the same month of the previous year.

Source: Financial Services Agency (FSA), Modification of Loan Terms under the SME Financing Facilitation Act (November 2012).
Notes:  1. Based on loans to SMEs by 1,521 financial institutions.
 2. The modification rate excludes applications currently under examination or withdrawn (number of modifications / 

[number of modifications + number of refusals]).

The Act concerning Temporary Measures to Facilitate 
Financing for Small and Medium-Sized Enterprises, 
etc., which was enacted in December 2009 following the 
Lehman crisis, was extended for another year to the end of 
March 2013. Under the Act, a total of some 3.13 million 

applications have been made by the end of March 2012, 
and 2.89 million modifications have been implemented. 
This translates to a modification rate of around 97%, after 
allowing for applications that are still under consideration 
or have been withdrawn (Fig. 1-1-16).
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Fig. 1-1-17 Number of SMEs bankruptcies

Source: Tokyo Shoko Research, Ltd., Business Failure News (Monthly).

l	Bankruptcies
There was a significant increase in the number of 

bankruptcies among SMEs following the Lehman crisis 
in 2008. However, from the second half of 2009 through 
to the first half of 2010, year-on-year rates continued to 
record considerable negative margins. Subsequently the 
number of bankruptcies is still in a decreasing trend on a 

year-on-year basis.2)

The number of bankruptcies among SMEs was 13,246 
in 2010 (down 14.0% on the previous year), 12,687 in 
2011 (down 4.2%) and 12,077 in 2012 (down 4.8%). The 
figure for March 2013 was 927, which was 19.9% less 
than the same month in the previous year (Fig. 1-1-17).

l	Capital investment
The next subsection examines movements in capital 

investment among SMMs. The Bank of Japan’s National 
Short-Term Economic Survey of Enterprises in Japan 
(“BOJ Tankan”) shows that capital investment (projected 
totals) for FY2012 fell by 6.0% over the previous year, 
the first downturn in three years. In contrast, capital 
investment (projected totals) for FY2012 among large 
enterprises increased by 5.7%, which is the highest level 
in five years (Fig. 1-1-18).

Examining these movements in capital investment by 

SMMs in FY2012 by purpose of investment using the 
Japan Finance Corporation’s (JFC) Survey of Capital 
Investment by Small Sized Manufacturers, revised planned 
investment increased by 10.3% over the actual investment 
in the previous year, which is the smallest increase in the 
past three years. Examining the contributions to changes 
in investment by purpose of investment, “investment for 
capacity expansion” turned to negative on a year-on-year 
basis, while “investment for streamlining” increased, 
suggesting that the business outlook by SMMs has 
worsened (Fig. 1-1-19).
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2) Refer Appended note 1-1-1 for trend of bankruptcies associated with the Great East Japan Earthquake.
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Fig. 1-1-18 Capital investment by large manufacturers and SMMs

Fig. 1-1-19 Capital investment by SMMs by purpose

Source:  Bank of Japan (BOJ), National Short-Term Economic Survey of Enterprises in Japan.
Notes:  1. Figures for fiscal 2012 are from the March 2013 survey.
 2. Including investment in land but not in software.

Source: Japan Finance Corporation (JFC), Survey of Capital Investment by Small Sized Manufacturers.
Note: Revised planned investment for fiscal 2012 (September 2012) and actual investment for other years
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l	Employment
The unemployment rate has remained unchanged since 

November 2011. However, it turned to a downward trend 

in May 2012 and dropped to 4.2% in August of that year. 
Subsequently, the rate has hovered between 4.2% and 
4.3% (Fig. 1-1-20).
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Fig. 1-1-20 Unemployment rate

Fig. 1-1-21 Employee overcapacity and insufficiency DI for SMEs

Source:  Ministry of Internal Affairs and Communications (MIC), Labor Force Survey.
Note: The unemployment rates for March through August 2011 are supplementary estimates.

Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Note: The employee overcapacity and insufficiency DI is calculated by subtracting the share of enterprises that answered 

“insufficient” from the share of enterprises that answered “excessive” when questioned about the number of employees 
in the current quarter.

The underlying cause of the fall in unemployment rate 
is worsening the sentiment that there is a labor shortage 
in the non-manufacturing industries. Examining the 
employee overcapacity and insufficiency DI by industry 
using the Survey of SME Business Conditions, the DI for 

manufacturing industries in 2012 continues an upward 
trend, while the DI for non-manufacturing industries 
continues a declining trend, indicating a worsening of the 
labor shortage sentiment  (Fig. 1-1-21).
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When examining the movements over the last several 
years regarding the number of recruits sought by SMEs 
and that of students seeking jobs at SMEs among 
prospective university graduates, it is evident that the ratio 
of job openings to applications is in a downward trend as a 
result of the continuous decrease in the number of recruits 
sought by SMEs, while the number of students seeking 
jobs at SMEs is increasing. This has led to a decline in 

the ratio of job openings to applications. However, among 
graduates in March 2013, as the number of job seekers 
and that of job openings have both remained unchanged, 
the ratio posted 3.27, indicating only a slight decline over 
the previous year (Fig. 1-1-22). Therefore it seems clear 
that any moves towards a correction of the employment 
mismatch among SMEs are still marking time.
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Fig. 1-1-22 SME job openings and job seekers among prospective university graduates

Source:  Works Institute, Recruit Co., Ltd., Works University Graduate Job-Opening to Application Ratio Survey.
Note:  SMEs are here defined as enterprises with fewer than 300 employees.

l	Outcomes of exchange rate movements
This subsection examines the outcomes of exchange 

rate movements with SMEs.
First, it examines movements in the predicted 

exchange rate among SMEs and the actual yen/US dollar 
exchange rate on the BOJ’s Tankan. The break-even rate 
for companies tends to move with a lag behind the actual 
exchange rate, however, from mid-2011 through to the 
beginning of 2012, the actual yen/US dollar rates were 

consistently above the predicted exchange rate. With the 
continued appreciation in the value of the yen from the 
beginning of spring 2012 onwards, the predicted exchange 
rates among SMEs have maintained a level slightly below 
80 yen/dollar.

By December 2012, the actual exchange rate dropped 
below the predicted exchange rate among SMEs of 
79.5 yen/dollar (Fig. 1-1-23).
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Fig. 1-1-23 Predicted exchange rates among SMEs

Sources: BOJ website and BOJ, National Short-Term Economic Survey of Enterprises in Japan.
Notes: 1. SMEs are enterprises with capital of ¥20 million or more and less than ¥100 million.
 2. Exchange rates are monthly averages published by BOJ.

l	Movements in unit selling prices and raw 
material prices
This subsection examines the movements in unit 

selling prices and raw material prices for SMEs. First, the 
Survey on SME Business Conditions for the manufacturing 
industries since 2011 reveals that, while the DI for unit 
selling price and average sales per customer has remained 
unchanged, the DI for unit purchase price of raw materials 
showed a continued sharp downward trend from the third 
quarter of 2011 onwards (Fig. 1-1-24). 

As with the manufacturing industries, the DI for unit 
purchase price of raw materials for SMEs in the non-
manufacturing industries continued to fall from 2011 
onwards, while their DI for unit selling price and average 

sales per customer remained almost unchanged.
It is evident that the earnings environment of SMEs, 

particularly those in the manufacturing industries, had 
been improving, benefiting from the drop in raw material 
prices due to the rising yen.

However, in 2013, the DI for unit purchase price 
of raw materials for both the manufacturing and non-
manufacturing industries has turned to increase against the 
background of a significant correction of the high value of 
the yen since the end of 2012. It should be concluded that 
SMEs continue to be confronted with a difficult earnings 
environment, with the number of enterprises who urge a 
drop in unit selling prices or average sales per customer 
still outnumbering those who urge a rise.
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Fig. 1-1-24 DIs for unit selling price and average sales per customer and for unit purchase 
price of raw materials

Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Notes: 1. The DIs for unit selling price and average sales per customer are calculated by subtracting the percentage of enterprises 

that answered “declined” from the percentage of enterprises that answered “rose” when questioned about their unit 
selling price and average sales per customer compared with the same quarter a year earlier.

 2.  The DI for unit purchase price of raw materials is calculated by subtracting the percentage of enterprises that answered 
“declined” from the percentage of enterprises that answered “rose” when questioned about their unit prices for raw 
materials purchasing compared with the same quarter a year earlier.

l	SMEs and the rising prices of electricity and 
petroleum products
The continued appreciation of the yen through to mid-

FY2012 contributed to some extent to the improvement 
of the earnings environment for SMEs, particularly in the 
manufacturing industries, by way of lowering the prices 
of imported raw materials. However, many SMEs still 
face challenging circumstances with regard to profits.

Electricity tariff increases that are planned or are already 
in place throughout Japan, together with recent movements in 
the exchange rate, will lead to increased production costs in the 
future. This in turn threatens to again put downward pressure 
on the earnings of SMEs, which have been trending upwards.

In general, increases in the prices of intermediate input 
such as electricity and petroleum products do not pose a 
major problem for the profitability of enterprises provided 
they can fully pass them through to the prices of their own 
products or services. In this way, the rises in intermediate 
input resulting from increased prices of electricity and 
petroleum products are ultimately borne by the consumer.3)

However, if those increased prices cannot be passed 
through, the additional costs reduce corporate profits by a 
corresponding amount, which poses a significant issue to 

business operations.
This is of particular concern in the case of SMEs, since 

many such enterprises have a weak bargaining position in 
price negotiations and consequently are not in a position to 
readily pass through the additional costs to their products 
and services. So in any analysis of the correlation between 
unit price of intermediate input and earnings, it will be an 
important issue whether enterprises can pass through the 
increased unit prices of intermediate inputs to their selling 
prices.

Fig. 1-1-25 shows the results of provisional estimates, 
elaborated by employing the Input-Output Table by Size 
issued by the SME Agency, on the extent to which the 
profit rates (operating surplus/domestic production) of 
SMEs would change in case the electricity tariff should 
rise by 10%, based on the assumption that large enterprises 
can pass through increased production or operating costs 
to the prices of their products or services, but SMEs can 
hardly do so.4)

The estimates show that there would be significant 
declines in profit rates, particularly in the manufacturing 
industries such as iron and steel industry, chemicals 
industry and ceramic, stone and clay industry.
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3) In reality, production and sales volumes generally fall if costs are passed through to the prices of their product or service, however, in this 
subsection, it is assumed that production and sales volumes remain unchanged even when costs are passed through.

4) Refer to Addendum 1-1-1 for details of the estimates. The preconditions for these estimates are that none of the SMEs can pass through 
additional costs to their selling prices, while all large enterprises can. This constitutes a worst-case scenario for SMEs. Accordingly, it must 
be noted that the results of these estimates actually show the largest possible impact of electricity tariff increases on SME profitability.
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Source:  SME Agency, 2005 Input-Output Table by Size.
Notes: 1. The figure shows the impacts of an assumed across-the-board 10% increase in electricity tariffs on profit rates 

(operating surplus/domestic production) on 21 aggregated sectors, by assuming 294 sectors, comprising large 
enterprise-related sectors, the finance/insurance sector and the transportation sector etc., as “Sectors capable of 
passing through cost increases”, and 236 sectors, comprising SME-related sectors, parts of the agriculture, forestry 
and fisheries sector and the construction sector, as “Sectors incapable of passing through increases”, using the 2005 
Input-Output Table by Size (basic classification).

 2. Here, in addition to the operating profit, the operating surplus in a corporate enterprise includes income from interest 
and, in the case of self-employed entrepreneurs, the proprietor’s own income and the earnings of any unpaid family 
employees.

 3. Direct ripple effects are the effects incurred by increases in the price of electric power consumed by the enterprise 
itself. Indirect ripple effects are the effects incurred by purchasing of materials or services from enterprises capable of 
passing through costs, of which prices have rose due to increased electricity tariffs.

Changes in profit rate can be divided into those caused 
by direct ripple effects and those caused by indirect ripple 
effects. In many industries, including the service industry, 

profit rates decline by both direct and indirect ripple 
effects.5)

Fig. 1-1-25 Provisional estimates on changes in profit rate (operating surplus/domestic 
production) given a 10% rise in electricity tariff

5) For provisional estimates on the changes in profit rate caused by an increase in petroleum product prices, refer to Annotation 1-1-2.
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Column 1-1-1   Facilitating and regenerating business

This section outlines initiatives by approved support agencies and by the Turnaround Support 
Committee to support business regeneration measures tailored to the business environment 
conditions faced by SMEs.

Amid the major changes in the economic environment in which SMEs operate, the management 
issues that they face when initiating new business activities are becoming increasingly diverse and 
complex. These issues include declining domestic demand, the impact of the great earthquake, 
customers relocating offshore, stiffer competition from developing countries and full-scale overseas 
business development. To deal with such problems, a support system needs to be provided that will 
assist in the formulation and implementation of business plans and in the analysis of the business 
conditions facing SMEs.

Accordingly, under the SME Business Capabilities Enhancement Support Bill (Act No.44 of 2012) 
enacted in August 2012, the Japanese Government certified a number of consultants who have 
specialist knowledge or practical experience at or above a set level in the fields of taxation matters 
and finance. As well as ensuring that the agencies providing support are more diverse and active, 
the Government also dispatched experts from the Organization for Small & Medium Enterprises 
and Regional Innovation, Japan, setting up a system that provides highly specialized support teams 
for SMEs.

During FY2012, in addition to the existing support organizations for SMEs (Societies of 
Commerce and Industry, Chambers of Commerce and Industry, the National Federation of Small 
Business Associations, SME management consultants, etc.), some 6,740 agencies, including financial 
agency, accountants and lawyers, were approved as support agencies for business innovation.

Highly expert assistance is provided to SMEs through these support agencies for business 
innovation.

Under the Industry Revitalization Law, support councils were set up in each of Japan’s 47 
prefectures to support the turnaround of SMEs. As well as providing detailed consulting and other 
services relating to SME regeneration, the councils provide business regeneration experts (certified 
public accountants, certified public tax accountants, lawyers, SME management consultants, etc.) 
who can assist SMEs in formulating a regeneration plan. They also provide support in the form of 
mediation with financial institutions aimed at debt forgiveness or rescheduling.

Between their establishment in February 2003 and the second quarter of 2012, the councils have 
provided consultation services to a total of 25,135 companies. During the same period, they have 
completed the formulation of regeneration plans for 3,353 companies.

[Column 1-1-1-(1) Support agencies for business innovation]

[Column 1-1-1(2)  SME Revitalization Support Councils]

Approval status for approved support agencies (as of the end of March 2013)

Competent Minister

Support agencies for business innovation, etc.

ApprovalApplication
SME Agency

(Special treatment under the Act on 
the Organization for SMEs and 

Regional Innovation)

(Existing SME support bodies
financial institutions, certified public tax 

accountants/firms, etc.)
No. of approvals: 6,740 (as of the end of March 2013)

Credit guarantee corporations
(Special treatment under the SME 

Credit Insurance Act)

・ Cooperation through dispatching of 
specialists, etc.

・ Funding procurement support by 
providing guarantees

(Support businesses)
・ Management consultancy, business plan 

formulation and implementation guidance 
and advice, etc.

Reduced credit guarantee rates
(budgetary measures)

Credit guarantee corporations

SMEs

Support for SMEs and micro enterprises through highly-specialized “teams”

Certified 
public tax 

accountant

Certified 
public tax 

accountancy 
firm

Certified 
public 

accountant
Auditing firm Lawyer

Legal 
profession 
corporation

Society of 
Commerce 

and Industry

Chamber of 
Commerce 

and Industry

National 
Federation of 

Small Business 
Associations

SME 
Management 
Consultant

Certified 
welfare 

consultant

4,178 820 296 13 488 15 39 85 33 116 2

Administrative 
procedure 
specialist

Private 
consulting 

firm
NPO

General 
incorporated 
foundation

General 
incorporated 
association

Public 
interest 

incorporated 
foundation

Public 
service 

corporation

Individual 
consultant Other Financial 

agency Total

3 115 12 12 5 38 0 6 14 450 6,740
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Under the “Policy Package to Support Business of SMEs Based on the Final Extension of the 

SME Financing Facilitation Act” of April 2012, the functioning of the SME Revitalization Support 
Councils set up in each of Japan’s 47 prefectures was enhanced (specialist personnel increased by 
70 from 192 to 262). As a follow-up measure, more additional experts were posted to further boost 
functionality, including in the national headquarters for the SME Revitalization Support Councils.

Composition and establishment status of SME Revitalization Support Councils

Approved support agencies (Industry Revitalization Law, Article 41)

SME Revitalization Support Councils
(Industry Revitalization Law, Article 42)

General meeting

Support operations division

Specific support team

Guidance & 
advice

Reports & 
consultation

Determines specific implementation 
policies/methods and other required measures 
allowing for local circumstances

・ Resident specialists
・ Outside specialists

Provides consultations on SME regeneration and, where necessary, support in 
formulating regeneration plans.
Provides resident specialists with knowledge and experience in regenerating 
SMEs and their businesses (lawyers, certified public accountants, certified public 
tax accountants, SME management consultants, former staffers in financial 
institutions, etc.)

Set up to help formulate 
regeneration plans

Prefecture
Agency established (approved 
support agency)

Hokkaido
Sapporo Chamber of Commerce 
and Industry

Aomori
Aomori Support Center for Industrial 
Promotion

Iwate
Morioka Chamber of Commerce 
and Industry

Miyagi
Miyagi Organization for Industry 
Promotion

Akita
Akita Chamber of Commerce and 
Industry

Yamagata
Yamagata Public Interest Foundation 
for the Development of Industry

Fukushima
Fukushima Center for Industrial 
Promotion

Ibaraki
Mito Chamber of Commerce and 
Industry

Tochigi
Utsunomiya Chamber of Commerce 
and Industry

Gunma
Gunma Industry Support 
Organization

Saitama
Saitama Chamber of Commerce 
and Industry

Chiba
Chiba Chamber of Commerce and 
Industry

Tokyo
Tokyo Chamber of Commerce and 
Industry

Kanagawa
Kanagawa Industrial Promotion 
Center

Niigata
Niigata Industrial Creation 
Organization

Nagano
Small Business Information Center 
of Nagano Prefecture

Prefecture
Agency established (approved 
support agency)

Yamanashi
Yamanashi Industry Support 
Organization

Shizuoka
Shizuoka Chamber of Commerce 
and Industry

Aichi
Nagoya Chamber of Commerce 
and Industry

Gifu
Gifu Chamber of Commerce and 
Industry

Mie
Mie Industry and Enterprise Support 
Center

Toyama Toyama New Industry Organization

Ishikawa
Ishikawa Sunrise Industries Creation 
Organization

Fukui
Fukui Chamber of Commerce and 
Industry

Shiga
Otsu Chamber of Commerce and 
Industry

Kyoto
Kyoto Chamber of Commerce and 
Industry

Nara
Nara Chamber of Commerce and 
Industry

Osaka
Osaka Chamber of Commerce 
and Industry

Hyogo
Kobe Chamber of Commerce and 
Industry

Wakayama
Wakayama Chamber of Commerce 
and Industry

Tottori
Organization for Tottori Industrial 
Promotion

Shimane
Matsue Chamber of Commerce 
and Industry

Prefecture
Agency established (approved 
support agency)

Okayama
Okayama Prefecture Industrial 
Promotion Foundation

Hiroshima
Hiroshima Chamber of Commerce 
and Industry

Yamaguchi
Yamaguchi  Industrial Promotion 
Foundation

Tokushima
Tokushima Chamber of Commerce 
and Industry

Kagawa
Takamatsu Chamber of Commerce 
and Industry

Ehime
Matsuyama Chamber of Commerce 
and Industry

Kochi
Kochi Chamber of Commerce and 
Industry

Fukuoka
Fukuoka Chamber of Commerce 
and Industry

Saga
Saga Chamber of Commerce and 
Industry

Nagasaki
Nagasaki Chamber of Commerce 
and Industry

Kumamoto
Kumamoto Chamber of Commerce 
and Industry

Oita
Oita Prefectural Federation of 
Societies of Commerce and Industry

Miyazaki
Miyazaki Chamber of Commerce 
and Industry

Kagoshima
Kagoshima Chamber of Commerce 
and Industry

Okinawa
Naha Chamber of Commerce and 
Industry

Flow of regeneration support by SME Revitalization Support Councils

Gateway consultation 
(primary response)

・ Regular follow-up after a plan is formulated and the provision of 
the advice needed

Advice on problem resolution

・ Identifying management problems and specific 
issues through interviews and analysis of the 
data presented
・ Providing appropriate advice aimed at resolving 

the issues
・ If necessary, introductions to the relevant 

support agencies and support measures

・ Creation of a specific support team made up of specialists (lawyers, certified 
public accountants, certified public tax accountants, SME management 
consultants, etc.) and assistance in formulating a detailed regeneration plan

・ Provision of support in negotiating with the relevant financial institutions, etc.

Where the Council 
deems that a 
regeneration plan 
must be drawn up 
and negotiations with 
financial institutions 
are required

Regeneration plan formulation 
support (secondary response)

Regeneration plan formulation support

Negotiation with relevant institutions

Follow-up

l	Breakdown of approved support 
agencies 
Chambers of Commerce and 
Industry 31 
Prefectural SME  
support centers 15 
Prefectural federations of  
societies of commerce and  
industry 1

 Total 47

l	Breakdown of resident specialists
	 •	Former	staffers	in	 

financial institutions 194
	 •	SME	management	consultants	 32
	 •	Former	staffers	in	credit	 

guarantee corporations 14
	 •	Certified	public	tax	 

accountants 10
	 •	Certified	public	accountants	 13
	 •	Other	(SME	support	 

agencies, etc.) 8

   Total 271

    (As at 1 October 2012)
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Achievements of SME Revitalization Support Councils

Consultations Regeneration methods
* Breakdown of 3,353 companies with completed regeneration plans

Industry characteristics
* Breakdown of 3,353 companies with completed regeneration plans

・ Consultations with 795 companies in 
the 2nd quarter of 2012 (459 companies 
in the 1st quarter) of which, 32% of 
issues were resolved through 
consultation (primary response).
・ Between their establishment in 

February 2003 and the second quarter 
of 2012, the councils have provided 
consultation services to a total of 
25,135 companies.

・ Regeneration plans were completed for 
95 companies in the 2nd quarter of 
2012 (58 companies in the 1st quarter).
・ A total of 3,353 companies up until the 

2nd quarter of 2012.

Completion of 
regeneration plan formulation

* Some cases involved combinations of the above methods.

Debt forgiveness
(including through

a 2nd company)

Debt rescheduling

Other
(debt

refinancing, etc.)

Other 2%
Real estate 1%

Service 7%

Transportation 5%

 Construction
11%

Eateries/
Accommodation

12% 23%

39%

Wholesale/
retail

Manufacturing
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Section 3 Business conditions in regions affected by the Great East 
Japan Earthquake

Two years have passed since the Great East Japan 
Earthquake. The massive damage and devastating 
impacts affected all of Japan, but particularly the Tohoku 
region. This paper examines the progress of the rebuilding 

following the earthquake and looks at regional business 
conditions, focusing on SMEs in the affected regions.

l	Business sentiment in the Tohoku region after 
the earthquake
We begin by looking at business sentiment in Tohoku 

as shown in the Survey on SME Business Conditions.
Fig. 1-1-26 charts the trends in the business conditions 

DI for SMEs in the Tohoku region. The business 
conditions DI shows that conditions recovered after falling 
dramatically due to the impact of the earthquake, but have 
made relatively little progress since summer 2012.

Fig. 1-1-26 Business conditions DI for SMEs in the Tohoku region

Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Note: The period covered is from the first quarter of 2010 to the first quarter of 2013.
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Column 1-1-2 Business conditions DI trends in the construction industry 
by region/prefecture

Looking at the business conditions DI for small and medium construction enterprises in the 
Tohoku region, business fell in the fourth quarter of 2010, but then rose steadily through to the first 
quarter of 2013 with no downturns at all. There was a particularly marked improvement in the two 
quarters starting with the third quarter of 2011, with a 23.1 point rise recorded during the 6-month 
period. The figures for each of the prefectures in the Tohoku region also show an improvement 
over and above the pre-earthquake level due to the demand for rebuilding. 

Business conditions DI trends in the small and medium construction enterprises by region/prefecture

Source: SME Agency and SMRJ, Survey on SME Business Conditions.
Note:  The period covered is from the first quarter of 2010 to the first quarter of 2013.
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Employee overcapacity and insufficiency DI in small and medium construction enterprises in the 
Tohoku region

Source:  SME Agency and SMRJ, Survey on SME Business Conditions.
Note:  The employee overcapacity and insufficiency DI is the percentage of enterprises who responded that employee 

numbers in the current period were “excessive”, minus the percentage of enterprises who responded that they 
were “insufficient”.

The employee overcapacity and insufficiency DI for small and medium construction enterprises 
in the Tohoku region transitions from “excessive” to “insufficient” during the third quarter of 2011, 
reflecting the improved business conditions. There had not been a previous shift to “insufficient” 
since the fourth quarter of 2006, four years and nine months earlier. From the second quarter of 
2012 onwards, there were three consecutive quarters of continuously increasing negative figures, 
indicating a strengthening sentiment that employee numbers were insufficient.
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l	Employment conditions in the Tohoku region
Next, we look at employment conditions in the Tohoku 

region
Fig. 1-1-27 charts the trends in the Active Opening 

Rate (AOR) in the Tohoku region from 2010. In the 
second quarter of 2011 immediately after the earthquake, 
the AOR fell 0.02 points. However, the demand generated 
by rebuilding led to a continued improvement from the 
third quarter of the same year through to the end of 2012, 
with the AOR increasing by 0.93 times to exceed the 
national level.

l	Production trends in the Tohoku region
We will now look at production trends in mining and 

manufacturing in the Tohoku region, as shown by the 
Index of Industrial Production (IIP).

The movements of the Index of Industrial Production in 
the Tohoku region feature a sharp decline far greater than 
that for Japan as a whole in 2011 due to the effects of the 
earthquake. But by the first half of 2012, it had regained 
almost all the lost ground and was again on a par with 
the national level. However, due to factors such as the 
global economic slowdown and declines resulting from 
the economic countermeasures set in place, weak activity 
can be seen for Japan nationally and for the Tohoku region 
also (Fig. 1-1-28).
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l	Consumption trends in the Tohoku region
Fig. 1-1-29 shows the changes in sales at major retail 

outlets6) in the Tohoku region. In March 2011, after the 
earthquake, monthly sales fell substantially to be down 
22.4% compared with the same month in 2010 (reference 
year) due to store damage and severed distribution routes. 

Due to the demand generated by the rebuilding effort 
however, sales were back in positive territory compared 
with the same month in the reference year by May of that 
year, just 2 months after the earthquake, and remained 
positive compared with 2010 until December 2012.

Fig. 1-1-27 Active opening rate for the Tohoku region

Fig. 1-1-28 Indices of industrial production for the Tohoku region

Source: Ministry of Health, Labour and Welfare (MHLW), Report on Employment Service.
Note: Values are seasonally adjusted.

Sources:  METI, Indices of Industrial Production; Tohoku Bureau of Economy, Trade and Industry, Tohoku Region Mining and 
Manufacturing Production Trends.

Note:  Figures for Tohoku for February 2013 are preliminary. 
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6) Here, major retail outlets refers to retail business establishments with 50 or more staff and applies to department stores and supermarkets.
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Fig. 1-1-29 Sales at major retail outlets in the Tohoku region

Fig. 1-1-30 Trends in the numbers of business establishments and workers in 
earthquake-affected regions  

Sources:  METI, Statistical Survey of Commercial Dynamics; Tohoku Bureau of Economy, Trade and Industry, Sales trends at major 
retail outlets in the Tohoku region.

Notes: 1. Figures show the rate of increase/decrease calculated by dividing the monthly retail sales at major retailers in each 
region by the corresponding monthly retail sales in 2010.

 2. Figures for Tohoku for February 2013 are preliminary.

Source:  MIC/METI, 2012 Economic Census for Business Activity (preliminary).
Notes: 1. Here, coastal communities refers to the coastal cities, towns and villages listed on pages 94-96 in the Cabinet Office’s 

2011 White Paper on Disaster Management. Note that the totals for Sendai city are for each ward.
 2. This excludes communities that were designated either entirely or in part as restricted areas or as deliberate evacuation 

areas on the date when the survey was taken (1 February 2012).
 3. The “No. of workers” was calculated for business establishments where a number for the required item was obtained.
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l	Trends in the numbers of business 
establishments and workers in earthquake-
affected regions
The production and consumption trends, together with 

the employment conditions, indicate that rebuilding in 
the regions affected by the earthquake is proceeding well, 
but the business establishment numbers and number of 
workers have not yet recovered to pre-earthquake levels. 

Fig. 1-1-30 looks at Iwate prefecture, Miyagi 
prefecture and Fukushima prefecture and examines 
the changes in the numbers of business establishments 

located in coastal communities in those prefectures and 
in the number of workers in those businesses. In 2009, 
before the earthquake, there were roughly 82,000 business 
establishments in those coastal communities, but in 2012, 
one year after the earthquake, that number had fallen about 
18% to 67,000. Number of workers was also down, from 
690,000 before the earthquake to roughly 600,000 after 
the earthquake, a 12% drop. This is a significantly higher 
rate of decline than the national average, demonstrating 
the enormous impact that the tsunami had on many 
business establishments.

Item No. of business establishments No. of workers

 Year 09
(persons)

12
(persons)

09
(persons)

12
(persons)Region/Prefecture Percentage change Percentage change

All Japan 6,199,222 5,804,223 -6.4 58,442,129 56,324,082 -3.6

All 3 prefectures 278,755 249,118 -10.6 2,451,395 2,265,040 -7.6

Coastal communities total 81,738 66,810 -18.3 686,588 601,750 -12.4

Iwate 66,009 59,984 -9.1 546,239 512,697 -6.1

Coastal communities 14,889 11,241 -24.5 96,767 79,314 -18.0

Miyagi 111,343 99,052 -11.0 1,032,237 964,876 -6.5

Coastal communities 48,324 38,330 -20.7 424,962 368,449 -13.3

Fukushima 101,403 90,082 -11.2 872,919 787,467 -9.8

Coastal communities 18,525 17,239 -6.9 164,859 153,987 -6.6
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Fig. 1-1-31 Business resumptions in earthquake-devastated areas of three Tohoku 
prefectures  

Source:  Teikoku Databank, Ltd., Follow-up survey of 5,000 companies in “earthquake-devastated areas” of coastlines in three 
Tohoku prefectures.

Note: The three Tohoku prefectures referred to here are Iwate, Miyagi and Fukushima.
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l	Business resumption in earthquake-affected 
areas
Fig. 1-1-31 shows the status of business resumption 

at companies with head offices in earthquake-
devastated areas7) along the coasts of Iwate prefecture, 

Miyagi prefecture and Fukushima prefecture. While 
approximately 70% have resumed business operations, 
around 30% are still either suspended or have closed 
down.

While the reconstruction is proceeding, it provides 
employment opportunities for disaster victims who are 
rebuilding their lives, and there is an increasing role for 
the SMEs that revitalize the region. Still higher levels of 

activity are expected from SMEs so that the entire Tohoku 
region, and particularly coastal areas, can fully recover 
from the damage caused by the earthquake.8)

7)  The earthquake-devastated areas referred to here are those areas that suffered particularly serious tsunami damage and areas designated as 
restricted areas or deliberate evacuation areas due to the nuclear power plant accident at the Tokyo Electric Power Company’s Fukushima 
No.1 nuclear power plant.

8)  Chapters 1 and 2 in Part 2 introduce enterprises engaged in activities that create employment through the construction of new factories and 
enterprises engaged in local revitalization in earthquake-affected areas (local revitalization following a major earthquake: case 2-1-13; new 
factory construction: cases 2-2-5 and 2-2-7).
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Column 1-1-3 Restoration and maintenance subsidy Project for Facilities 
of Small and Medium Enterprise Groups

Because so many enterprises were destroyed or damaged by the earthquake, the “Restoration 
and Maintenance Subsidy Project for Facilities of Small and Medium Enterprise Groups” was put in 
place to support groups such as SMEs that form the core of the regional economy and act as the 
driving force in the rebuilding effort.

Under this project, a group of companies formed in an earthquake-affected area develops a 
business plan for rebuilding and, once the plan is approved by the prefecture, can then receive a 
subsidy to restore or maintain infrastructure and equipment. The four key requirements for the 
groups are that the group be: (1) an industry cluster that is important to the region in terms of the 
breadth of its business dealings; (2) made up of a core company that occupies an important role 
in the region from the perspective of employment and that company’s peripheral companies; (3) a 
corporate group that makes up an important supply chain for the Japanese economy; (4) a leading 
regional retail precinct that is indispensable to the local community.

In the initial budget for FY2012, the project is subsidizing a total of 525 groups in Hokkaido, 
Aomori prefecture, Iwate prefecture, Miyagi prefecture, Fukushima prefecture, Ibaraki prefecture, 
Tochigi prefecture and Chiba prefecture. This support is not limited to single individual enterprises. 
The forming of these groups acts as a trigger for the formation of new business relationships and 
also results in initiatives such as joint product development and the establishment of trade channels, 
thereby progressing the recovery of the region.

Facilities from reconstruction 
business plans, etc.

Group Total subsidy National govt. component 

Hokkaido 6 groups ¥1 billion ¥0.6 billion

Aomori Pref. 10 groups ¥8.6 billion ¥5.7 billion

Iwate Pref. 94 groups ¥75.3 billion ¥50.2 billion

Miyagi Pref. 160 groups ¥220.7 billion ¥147.1 billion

Fukushima Pref. 188 groups ¥80 billion ¥53.3 billion

Ibaraki Pref. 58 groups ¥19.5 billion ¥13 billion

Tochigi Pref. 1 group ¥0.5 billion ¥0.3 billion

Chiba Pref. 8 groups ¥2.8 billion ¥1.9 billion

Total 525 groups ¥408.4 billion ¥272.3 billion

<Conditions>

u	Target recipients
SME groups, business cooperative 
associations, etc.

u	Target infrastructure
Warehouses, production equipment, 
processing equipment, sales equipment, 
inspection equipment, shared workplaces, raw 
material sheds/yards, ancillary equipment, etc.

u	Adoption outcomes
National government funding of ¥272.3 billion (¥408.4 billion including prefectural government funding) provided 
as subsidies to 525 groups

Totally destroyed 
factories, 
equipment, etc.
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Column 1-1-4  Maintenance Project of Temporary Plants and Stores

In regions that suffered damage from the Great East Japan Earthquake, business infrastructure 
such as factories and stores must be restored so that SMEs and micro-enterprises that support regional 
employment and the local economy can rebuild quickly. The Maintenance Project of Temporary 
Plants and Stores is an initiative sponsored by the Organization for Small & Medium Enterprises and 
Regional Innovation, Japan. It provides essentially cost-free loans via municipal governments to set 
up temporary stores and factories so that SMEs and micro-enterprises can resume business quickly.

The project was launched on April 11, 2011, and by the end of March 2013 had completed 
temporary stores, factories or other plant in 522 locations. By the end of December 2012, 2,744 
business people had moved into the completed temporary facilities, thereby contributing to the 
progress of reconstruction in the earthquake affected areas.

Conditions
Business

Business

Business

1. Wants to move in

2. Tenancy agreement

Municipal govt.

Control transferred to 
municipal govt.

Organization for 
Small & Medium 
Enterprises and 

Regional Innovation, 
Japan (SMRJ)

• Assesses the request 
and provides a site

• Sets tenancy 
conditions, determines 
tenant and draws up 
agreement

• Surveys needs for 
temporary facilities

• Negotiates with 
municipal govt. 
(request, sites, etc.)

• Loan for temporary 
facilities

The request is recognized as being 
inappropriate for facility construction 
under a full-scale reconstruction 
project.
The temporary building is constructed 
under clause 2 or clause 5 in Article 
85 of the Building Standards Law.
Employees work directly on the site 
and the request assists in 
employment creation and increased 
centralization or efficiency.
The request does not also use any 
other subsidy scheme for 
infrastructure/equipment.

No. of completed locations 
(end March 2013)

No. of resident entrepreneurs 
(end December 2012)

Aomori Pref. 18 102
Iwate Pref. 327 1,673
Miyagi Pref. 128 679
Fukushima Pref. 47 287
Ibaraki Pref. 1 2
Nagano Pref. 1 1
Total 522 2,744

Ofunato Yume shopping area
(Temporary stores, Ofunatocho, Ofunato City, 
Iwate Prefecture)

Temporary factories in Iwaki-Yotsukura 
Industrial Park
(Temporary factories, Iwaki City, Fukushima 
refecture)

 [Business flow]

[Temporary stores and offices] [Temporary factories][Budget]

Stage 1 supplementary 
budget for FY2011 ¥1 billion
Stage 2 supplementary
budget for FY2011 ¥21.5 billion
Stage 3 supplementary
budget for FY2011 ¥4.9 billion

 (FY total: ¥27.4 billion)
Special rebuilding 
budget for FY2012 ¥5 billion 
Special rebuilding 
budget for FY2013 ¥3 billion 

u	Business results
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Column 1-1-5 Financial support for enterprises in earthquake-affected 
areas

To facilitate financing for SMEs (such as earthquake-affected SMEs) that were directly impacted 
by earthquake damage or that suffered some hindrance to stable administration, the Great East 
Japan Earthquake Recovery Special Loan program and the Great East Japan Earthquake Recovery 
Emergency Guarantee were set up. Under these programs, the Japan Finance Corporation (JFC) 
provides low-interest loans and credit guarantee corporations then guarantee the loans.

From the establishment of these schemes through to the end of March 2013, some 241,000 loans 
were made under the Great East Japan Earthquake Recovery Special Loan program, totaling over 
¥5.3 trillion, while the Great East Japan Earthquake Recovery Emergency Guarantee for the same 
period covered around 95,000 loans totaling over ¥2.1 trillion.

Results (total) for the Great East Japan Earthquake Recovery Special Loan program

Results (total) for the Great East Japan Earthquake Recovery Emergency Guarantee

Source:  SME Agency.
Note:  Created as monthly totals based on weekly results as of 21 May 2011.

Source: SME Agency.
Note: Created as monthly totals based on weekly results as of 21 May 2011.
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Column 1-1-6  Business regeneration support for earthquake-affected 
businesses

In order to revitalize business in earthquake-affected areas, the Incorporated Organization 
for Supporting the Turnaround of Businesses Damaged by the Great East Japan Earthquake was 
established to support entrepreneurs who had incurred very large amounts of debt due to the 
damage inflicted by the Great East Japan Earthquake and who were trying to restore business 
in earthquake affected areas. Industrial Recovery Consultation Centers were also set up in each 
prefecture as general-purpose consulting portals for entrepreneurs affected by the Great East Japan 
Earthquake, along with the Industry Reconstruction Corporations, which act as a debt factoring 
agency for problems involving overlapping debt.

By the end of March 2013, the Incorporated Organization for Supporting the Turnaround of 
Businesses Damaged by the Great East Japan Earthquake had handled a total of 1,087 consultations 
and had also provided 167 support resolutions as well as debt factoring settlements in 108 cases. 
At the same point, the Industrial Recovery Consultation Centers and Industry Reconstruction 
Corporations had dealt with a total of 2,070 consultations, agreeing to provide financial support 
via financial institutions in 281 of those cases as well as debt factoring settlements in 106 cases.

Consultations received by the Incorporated Organization for Supporting the Turnaround of 
Businesses Damaged by the Great East Japan Earthquake (total)

Consultations received by the Industrial Recovery Consultation Centers and the Industry 
Reconstruction Corporations (total)

Source: Reconstruction Agency.

Source: SME Agency.
Note: Created as monthly totals based on weekly results.
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Section 4  The roles of and issues facing SMEs and micro-enterprises

In previous sections we have looked at the situation 
facing SMEs, but in this section we will close Part 1 and 
introduce Part 2 by using government statistics to examine 

the medium- and long-term changes in the issues that face 
SMEs and micro-enterprises and in the role each of the 
different sizes of enterprise play in regional employment.

[1] The role of SMEs and micro-enterprises in 
employment

Regional revitalization is indispensable to the recovery 
of Japan’s economy and society, and improving circulation 
in regional economies9) is an important factor in creating 
jobs and enhancing competitiveness in regional areas. 
And given the declining trend in Japan’s population, it is 
also important to create opportunities that will exploit the 
potential of women in the workforce in order to achieve 
continuing economic growth.

SMEs and micro-enterprises play a vital role in regional 
economies, generating almost 70% of local employment.

Using data on the number of regular employees 
and workers10) by prefecture in the different enterprise 
sizes, in this section we will examine the role played by 
SMEs and micro-enterprises in regional employment. 
Fig. 1-1-32 shows the correlations between population 
density in the different prefectures and the proportions of 
regular employees and workers accounted for by micro 
and medium enterprises. There is a tendency for the 
proportion of regular employees and workers in micro 
and medium enterprises to be higher in prefectures where 
the population density is lower.11)

Fig. 1-1-32 Correlations between population density by prefecture and the proportion of 
regular employees and workers in micro and medium enterprises

Sources: Recompiled from MIC, 2009 Economic Census for Business Frame; MIC, Population Estimates; Geospatial Information 
Authority of Japan (GSI), Statistical Reports of Administrative Area, 2009.

Notes:  1. Here, the three metropolitan regions are the Kanto, Nagoya and Kyoto-Osaka-Kobe metropolitan regions, while the 
prefectures with cities in those metropolitan regions are Saitama, Chiba, Tokyo, Kanagawa, Aichi, Kyoto, Osaka and 
Hyogo.

 2.  Numbers of regular employees and workers are calculated for head office locations.
 3.  Inside the parentheses, figures on the left show population density while figures on the right show workers as a 

proportion.
 4.  Population density is calculated based on populations on 1 October 2009.
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9) For more information on circulation in regional economies and the role of SMEs, refer to the Input-Output Table by prefecture and the 
detailed results of multivariate analysis provided in Addendum 1-1-2.

10) Here, the number of regular employees and workers is the sum of the number of regular employees in companies and the workers in the 
business establishments of sole proprietors.

11) Here, it must be noted that the number of regular employees and workers in companies in the prefecture where the head office is located also 
includes employees in branch offices, so the number will not necessarily correspond to the actual number of regular employees and workers 
in that prefecture.
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Fig. 1-1-33 Comparison of the proportion of regular employees and workers by enterprise 
size in prefectures with and without cities in one of the three metropolitan regions

Fig. 1-1-34 Proportion of female employees according to number of workers

Source:  Recompiled from MIC, 2009 Economic Census for Business Frame.
Notes: 1. Here, the three metropolitan regions are the Kanto, Nagoya and Kyoto-Osaka-Kobe metropolitan regions, while the 

prefectures with cities in those metropolitan regions are Saitama, Chiba, Tokyo, Kanagawa, Aichi, Kyoto, Osaka and 
Hyogo.

 2. The number of regular employees and workers is calculated for the prefecture where the head office is located.

Source:  MIC, Employment Status Survey, 2007.
Note: Here, employees refers to people employed by companies, individuals and privately-owned businesses, such as company 

employees and staff in privately run shops, and excludes people employed in agriculture and forestry, government and 
municipal offices and other corporations or organizations (e.g. public corporations, private schools, etc.).

Based on the population densities and proportions of 
regular employees and workers by enterprise size in the 
above figure, Fig. 1-1-33 shows the proportions of regular 
employees and workers by enterprise size for prefectures 
with and without cities in one of the three metropolitan 

regions. In prefectures that do not include a city in one of 
the three metropolitan regions, micro enterprises account 
for around 30% of the employment, while medium 
enterprises provide more than 50% of the employment.

SMEs and micro-enterprises also have an important 
role to play in employment for women.

Fig. 1-1-34 uses the Employment Status Survey 
produced by the Ministry of Internal Affairs and 

Communications (MIC) to show female employees as a 
proportion of employees according to number of workers. 
It clearly shows that the smaller the number of workers of 
a company, the higher the proportion of female employees.
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Fig. 1-1-35 shows the trends in the proportion of 
female employees according to number of workers. 
While the proportion of female employees is gradually 
increasing in large companies, in companies with 19 or 

fewer employees women have made up at least 40% of 
the staff and have continued to be very actively involved 
for 20 years or more.12)

If we then look at the proportion of female employees 
occupying management positions according to number of 
workers, we see that higher proportions of women work in 
management positions in companies with a small number 

of workers (Fig. 1-1-36). This applies particularly when 
companies with 300 or more workers are compared with 
companies with 4 or fewer workers, which have at least 7 
times as many female workers in managerial positions.

Fig. 1-1-35 Female employees as a proportion of the total workforce by number of workers

Fig. 1-1-36 Proportion of female employees in management positions by number of workers

Source:  MIC, Employment Status Survey.
Note:  Here, employees refers to people employed by companies, individuals and privately-owned businesses, such as company 

employees and staff in privately run shops, and excludes people employed in agriculture and forestry, government and 
municipal offices and other corporations or organizations (e.g. public corporations, private schools, etc.).

Source:  MIC, Employment Status Survey, 2007.
Note: Here, employees in management positions refers to people who are employed in administrating or managing at least a section 

(including a section-equivalent) or entire management body within an organization, in operations such as regulation, task 
monitoring, drawing up implementation plans based on management policy or determining business management policy. 
(This does not include people employed in government and municipal offices or in other corporations or organizations.)
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12)  According to analysis in the 2012 White Paper on Small and Medium Enterprises in Japan, the acceptance of business activity by women, 
and specifically women starting up businesses or being employed by businesses, may yield mutual benefits as a business activity that 
promotes acquisition and creates demand. Further, pages 28 and 29 of the report by the Gender Equality Bureau Cabinet Office (formerly the 
Council for Gender Equality) Special Research Committee Examining Basic Problems and Effects point out that “90% of staff employed in 
new business establishments started up by individual female entrepreneurs are women when the owners themselves are included”.
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Fig. 1-1-37 examines trends in the proportion of 
female employees in management positions according 
to number of workers. The figure shows that the smaller 

the company, the higher the level maintained for the 
proportion of women occupying management positions.

Fig. 1-1-37 Proportion of female employees in management positions according to 
number of workers  

Source:  MIC, Employment Status Survey.
Note:  Here, employees in management positions refers to people who are employed in administrating or managing at least 

a section (including a section-equivalent) or entire management body within an organization, in operations such as 
regulation, task monitoring, drawing up implementation plans based on management policy or determining business 
management policy. (This does not include people employed in government and municipal offices or in other corporations 
or organizations.)

13) Here, large companies refers to companies other than SMEs.
14) While care must be taken when representing the activities of a diverse range of SMEs using average and mean values, this method has been 

adopted as a way of observing medium- and long-term trends. Note also that a mean value refers to the value in the middle of a sequential 
range from high to low for a given indicator.
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[2] Financial Conditions for SMEs and Small 
Enterprises

In this section, we will look at the medium- and long-
term changes in the issues facing SMEs with regard to 
fund raising and labor productivity by comparing both 
micro enterprises and medium enterprises respectively 
with large companies.13), 14)

l	Medium- and long-term changes in the financial 
conditions for fund raising by SMEs and micro-
enterprises
Fig. 1-1-38 shows the proportions of net assets and 

total assets in floating and fixed liabilities by enterprise 

size for the manufacturing and commerce/service sectors. 
The figure shows that in both the manufacturing sector and 
the commerce/service sector, the proportion of net assets 
held by micro enterprises is lower than that for medium 
and large companies. However, in terms of the total 
proportion of fixed liabilities and net assets, regarded as 
long-term funding, there appear to be no major differences 
by enterprise size, particularly in manufacturing. From 
this we conclude that micro enterprises are raising funds 
intended for fixed assets, such as investments in plant and 
equipment, by using fixed liabilities (i.e. long-term loans) 
to supplement their low levels of net assets. 
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Fig. 1-1-38 Financial structure by enterprise size

Fig. 1-1-39 Ratio of equity to total assets by enterprise size  

Sources:  Recompiled from SME Agency, Basic Survey of Small and Medium Enterprises, 2011; recompiled from METI, Basic 
Survey of Japanese Business Structure and Activities, 2011.

Notes: 1. Here, the commerce/service sector refers collectively to the retail trade, wholesale trade and the various services.
 2. Figures for medium and micro enterprises are calculated from the 2011 Basic Survey of Small and Medium Enterprises. 

The figures for large companies are calculated from the 2011 Basic Survey of Japanese Business Structure and 
Activities.

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1. The values shown are mean values.
 2. Refer to Appended note 1-1-3 for information on the figures for each year.
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Fig. 1-1-39 shows the trends in the ratio of net 
assets (equity to total assets) relative to total assets for 
enterprises of each size in the manufacturing sector and 
the commerce/service sector. While the ratio of equity 
to total assets is gradually rising for large and medium 
enterprises in the manufacturing sector, the level of equity 
to total assets remains low among micro enterprises. 
While the differences between the different enterprise 

sizes are smaller than in the manufacturing sector, the 
same trends can be seen in the commerce/service sector. 
This is probably due to the influence of factors such as 
the difficulty of raising funds in the market, since micro 
enterprises cannot accumulate sufficient internal reserves 
because they have lower profitability ratios than large and 
medium enterprises.
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Fig. 1-1-40 Fixed assets ratio by enterprise size

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1. Fixed assets ratio = Fixed assets/net assets
 2.  The values shown are mean values.
 3.  Refer to Appended note 1-1-3 for information on the figures for each year.

As a result, micro enterprises are maintaining a high 
fixed assets ratio15), regardless of the fact that the level is 

gradually declining in large and medium enterprises (Fig. 
1-1-40).

However, the ratio of fixed assets to fixed liabilities16) 

is at the same level regardless of the enterprise size, and is 
trending lower, including for micro enterprises (Fig. 1-1-
41). In the case of large and medium enterprises, the main 

reason for this is the improvement in the ratio of equity 
to total assets. For micro enterprises, it is mainly because 
the ratio of fixed liabilities relative to total assets is rising.
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15) The fixed assets ratio is the amount of fixed assets divided by the amount of net assets, and is an indicator of the extent to which fixed assets 
are supported by equity capital. If the ratio is 100 (%) or less, this indicates that the fixed assets are all equity capital. 

16) The the ratio of fixed assets to fixed liabilities is the amount of fixed assets divided by the sum of the amount of net assets and fixed 
liabilities, and is an indicator of the extent to which fixed assets are covered by long-term funding. If the ratio is 100 (%) or less, this 
indicates that the fixed assets are all covered by long-term funding.
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Fig. 1-1-41 Ratio of fixed assets to fixed liabilities by enterprise size  

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1. Ratio of fixed assets to fixed liabilities = Fixed assets/(net assets + fixed liabilities)
 2. The values shown are mean values.
 3. Refer to Appended note 1-1-3 for information on the figures for each year.
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l	Medium- and long-term changes in the financial 
conditions for labor productivity17) in SMEs
This section looks at the recent changes in the 

circumstances regarding labor productivity for each 
enterprise size, focusing on the mean values and the top 
and bottom 10 percents. Fig. 1-1-42 shows productivity for 
each enterprise size in the manufacturing and commerce/
service sectors. This shows a trend for labor productivity 

to increase in both the manufacturing and commerce/
service sectors as the enterprise size increases. It also 
shows that among micro enterprises, those in the top 10% 
or so in manufacturing18) and those in the top 20% or so in 
the commerce/service sector achieved high levels of labor 
productivity that exceeded the mean value19) for large 
companies.

17) Labor productivity refers generally to added value divided by the labor input, with working hours or the number of workers used as the labor 
input. In this case, labor productivity is calculated with the number of workers as the labor input. 

18) Here, enterprises in the 100-N percentile are expressed as the top N%, and enterprises in the N percentile are expressed as the bottom N%. 
A percentile is a value for an indicator on a scale that runs sequentially from low to high, with N% corresponding to a point on that scale, 
counting upwards from the lowest value.

19)  Refer to the footnote on p.37 for information on mean values.
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Fig. 1-1-42 Comparison of labor productivity by enterprise size  

Fig. 1-1-43 Labor productivity by enterprise size

Source: Recompiled from MOF, FY2011 Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1.  Labor productivity = Added value/No. of workers
 2. Added value = Labor costs + interest paid + leasing costs for property/real estate + taxes and dues + sales profit
 3. No. of workers = No. of executives/officers + No. of employees

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1. The values shown are mean values.
 2. Numbers in parentheses are values for 2011 based on a value of 100 for the 1983 levels in each enterprise size.
 3. Refer to Appended note 1-1-4 for information on the figures for each year.

20) The changes in labor productivity are shown by each value. According to the “World Economic Outlook Database, October 2012” produced 
by the International Monetary Fund (IMF), Japan’s GDP deflator for 2011 is 95.4 when the value for 1983 is taken as 100.
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When we look at labor productivity20) from 1983 
onwards, it is clear that in both manufacturing and 
the commerce/service sector, the disparity in labor 

productivity has widened not only between large and 
micro enterprises, but also between medium and micro 
enterprises (Fig. 1-1-43).
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Previous data has indicated that labor productivity 
varies depending on the size of the enterprise, and analysis 
has shown that the main reason for this is the disparity in 
the capital-labor ratio.21), 22)

Here, we look at the indicator trends from 1983 to 2011. 
In manufacturing, when we compare the capital-labor 

ratio in micro enterprises with the ratio in medium and 
large enterprises, the value is lower for micro enterprises, 
but there is very little difference in the rate of change (Fig. 
1-1-44). In the commerce/service sector, the difference is 
actually tending to contract.23)

However, when we look at capital productivity24) over 
the same period, micro enterprises previously recorded 
higher values than large and medium enterprises, but 
those values have declined markedly in recent years (Fig. 

1-1-45). On this basis, we can conclude that the variation 
in capital productivity has been a major contributor to the 
expansion of the disparity.

Fig. 1-1-44 Capital-labor ratio by enterprise size

Source:  Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1. The values shown are mean values.
 2.  Numbers in parentheses are based on a value of 100 for the 1983 levels in each enterprise size.
 3.  Refer to Appended note 1-1-4 for information on the figures for each year.
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21) The capital-labor ratio is the capital stock (owned fixed assets) divided by the number of workers and indicates ownership status through 
measures such as the amount of equipment per worker. In general, higher values for this indicator denote a more advanced level of 
mechanization at the production site.

22) The analysis on p.27 of the 2008 White Paper on Small and Medium Enterprises in Japan states that the discrepancies in labor productivity 
in large and medium enterprises can be largely explained by the differences in the level of the capital-labor ratio. 

23) Refer to Appended note 1-1-5 for the productivity indicators for the commerce/service sector broken down into wholesale trade, retail trade 
and services.

24) Capital productivity refers to added value divided by capital stock (owned fixed assets) and indicates the amount of added value created per 
unit of capital stock. In general, higher values for this indicator mean that production equipment can be used more efficiently.
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In the 1980s, micro enterprises achieved high capital 
productivity in excess of the levels achieved by large 
and medium enterprises by making the most of the effort 
applied by their workers using only limited capital stock, 
that is, small amounts of equipment. Consequently, in 
both the manufacturing and commerce/service sectors, the 
difference in labor productivity was less than double that 
of large enterprises, despite the fact that the capital-labor 
ratio was over three times as high in large enterprises.

However, amid increasingly complex management 
issues, sales relative to capital stock fell sharply in micro 

enterprises and capital productivity also suffered sharp 
declines. This led to a situation in which the capital-
labor ratio blew out to roughly the same level as large 
companies, while improvements in labor productivity 
failed to keep pace with those in large companies.25)

To raise labor productivity in micro enterprises, it is 
important to halt the decline in capital productivity by 
accumulating capital stock (equipment, etc.) so that the 
capital-labor ratio can be increased further, while at the 
same time boosting sales so that the amount of value 
added per sale is also lifted.

Fig. 1-1-45 Capital productivity by enterprise size 

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes:  1. The values shown are mean values.
 2. Numbers in parentheses are based on a value of 100 for the 1983 levels in each enterprise size.
 3. Refer to Appended note 1-1-4 for information on the figures for each year.

25) Chapter 4 in Part 2 sheds light on the circumstances around the lack of progress in the information technology needed to resolve management 
issues in micro enterprises. This is one likely factor behind the delay in the improvement of capital productivity in micro enterprises.

0.00

0.50

1.00

1.50

2.00

2.50
Manufacturing

Large enterprises

Medium enterprises

Micro enterprises

0.00

0.50

1.00

1.50

2.00

2.50
Commerce/Service sector

Micro enterprises

Medium enterprises

Large enterprises

1.92
(100)

1.24
(100)

1.14
(100)

0.98
(51)

0.81
(71)

0.79
(64)

1.52
(100)

1.98
(100)

1.32
(100)

1.39
(105)

1.38
(95)

1.32
(67)

1110090807060504030201009998979695949392919089888786858483 1110090807060504030201009998979695949392919089888786858483
(Year) (Year)





Part II
Dynamic and self-transformative 

SMEs and micro-enterprises



46

Chapter 1
Startups

Business startups are invigorating Japan’s economy in various ways, such as by promoting 
industrial metabolism, realizing the effective utilization of management resources and creating 
employment.1) However, newly created companies are apt to face pressure to exit the market if 
they fail to address issues that arise at the time of their startup or thereafter. Although the rates 
of business entries and exists in Japan are lower compared to the United States and the United 
Kingdom, measures are being taken to increase entry rate so that it surpasses the exit rate, and 
to achieve the same standard as the U.S. and U.K. over the medium to long term.2) Furthermore, 
in order for companies that have just started up, or startup companies, to achieve continuous 
development and growth, they must make consistent self-transformation efforts so they can 
respond flexibly to the issues they face as they pursue their business goals.

This chapter focuses on regional demand-creating enterprises and global growth-oriented 
enterprises among those surveyed in the Survey on Business Startups3), and analyzes the issues 
that arise and management resources that become necessary in the entire startup process from 
their preparation to their achievement of stable management in terms of three stages: the seed 
stage, initial growth stage and stability and expansion stage. Through this analysis, let us examine 
the types of support that are sought according to the type of business startup and in response to 
needs that change at each stage of development and growth.

Section 1 Diverse startups

Entrepreneurs are all different. They differ in gender, 
age, their motivation to start a business, the business 
sector they choose, their management style, and so 
on. Thus, their approach to starting a business is also 
diverse. This section reviews the attributes and regional 

impact of business startups by categorizing their diverse 
characteristics into regional demand-creating enterprises 
and global growth-oriented enterprises according to their 
management policy and future market vision.

[1] Types of startups
Fig. 2-1-1 shows the markets that startup companies 

aim to capture in the future (in about the next three 
years) according to business management policy. First 
of all, in terms of management policy, approximately 
30% of entrepreneurs wish to expand their business, 
but approximately 70% place greater importance on 
achieving stable business continuity than on business 
expansion, indicating that startup companies not only 
consist of growth-oriented enterprises but also companies 
that prioritize business stability.

Furthermore, with respect to the markets targeted 
under each management policy, we see that among 
growth-oriented enterprises that wish to expand their 
business, roughly 40% wish to expand their business 
within the same municipality or prefecture, roughly 
50% nationwide, and roughly 10% abroad. The fact that 
only 10% of startup companies aim to expand abroad in 
the future even while wishing to expand their business 
underscores the importance of the domestic Japanese 
market to the initial growth of startup companies.4) 

On the other hand, among companies that place greater 

1) Refer to the 2011 White Paper on Small and Medium Enterprises in Japan, p. 186.
2) See Appended note 2-1-1 for the entry/exit rate in each country.
3) A questionnaire survey conducted by Mitsubishi UFJ Research and Consulting Co., Ltd. in November 2012 under contract from the SME 

Agency. The survey sampled 30,000 companies that were newly created after 2000 (including 1,000 specified nonprofit corporations), and 
received a 17.5% response rate. See “Reference materials” for details. 

4) In the 2012 White Paper on Small and Medium Enterprises in Japan, overseas expansion is identified as a business activity that generates 
and taps into demand, and a case example of a venture company that engages in contents distribution business overseas is introduced (p. 89). 
Additionally, Case 2-1-1 presented later in this chapter introduces a company that aims to expand into the global Internet appliance market. 
In sectors such as the information and communications sector, where startups are thriving, there are expectations for businesses to engage in 
activities with an eye on both the domestic and foreign markets from the beginning. 
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[2]  Startup characteristics
In this subsection, let us compare the startups of 

regional demand-creating enterprises and global growth-
oriented enterprises and examine their characteristics.

l	Characteristics of startup companies
Let us take a look at the characteristics of startup 

companies according to their type of startup.6) Fig. 2-1-2 
shows a comparison of the major customers of startup 
companies according to their type of startup. Regional 
demand-creating enterprises target individual consumers 
at a higher rate than global growth-oriented enterprises, 
indicating that the former conducts business within a 
smaller range than the latter.

5) The names of the two types of startups accord with the summary compiled in June 2012 by the Future of Japan Support Conference – Small 
Enterprises Change Japan (refer to the 2012 White Paper on Small and Medium Enterprises in Japan, p. 160). The summary defines the two 
types of startups as follows:

 “Regional demand-creating enterprises”: Companies that are founded and started as an energetic “small company” by individuals, 
particularly young people and women, by a company with a small number of employees, or through the cooperation of a group of people, 
mainly to support local demand and employment, whether in cities or regions (*may include companies that expand their markets inside and 
outside of Japan via Internet sales) 

 “Global growth-oriented enterprises”: Companies that are founded and started by spin-out employees from large companies based on 
advanced technologies, services and systems or an innovative business model, with the aim of achieving swift business expansion and 
capturing the global market

6) See Appended note 2-1-2 for details on business categories according to types of startups.

importance on achieving stable business continuity than 
on business expansion, roughly 60% seek future growth in 
the same municipality or prefecture, and represent a large 
ratio of companies that aspire to develop a community-
based business.

Based on these trends, companies that place greater 
importance on achieving stable business continuity than 
on business expansion as their management policy and 
seek future growth in the same municipality or prefecture 
shall be referred to as “regional demand-creating 
enterprises,” and companies that wish to expand their 
business and aim to expand nationwide or abroad shall 

be referred to as “global growth-oriented enterprises.”5) 

It goes without saying that startup companies are diverse, 
and cannot be classified into these two categories alone. 
In fact, there exist many startup companies, as introduced 
later as case examples, in which entrepreneurs who do not 
seek business expansion and place greater importance on 
achieving business continuity have achieved success by 
expanding their sales network nationwide. Bearing this in 
mind, let us focus on the two contrasting types of startups 
and analyze them to reveal the present state of startups 
and their issues.

Fig. 2-1-1  Categorization of the types of startup companies according to business 
management policy and the market they aim to capture in the future (around 
three years after their startup)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Note: Results regarding business management policy exclude “Other” responses. 
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Next, let us examine sales amount and number of 
employees according to type of startup. The amount of 
sales, growth in sales, and the increase in the number of 

employees are all higher among global growth-oriented 
enterprises than regional demand-creating enterprises 
(Figs. 2-1-3 & 2-1-4). 

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Note: “Other” responses are excluded from the result.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Fig. 2-1-2  Major markets by type of startup

Fig. 2-1-3  Sales amounts and average annual sales growth according to type of startup
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Global growth-oriented enterprises, although they are 
relatively fewer in number, are bringing positive impact 

to employment and economic activities with their rapid 
growth, as seen in the case examples presented below.7)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Note: The average number of employees excludes figures that are less than [Average value – (standard deviation × 3)] and 
figures greater than [Average value + (standard deviation × 3)] as aberrant values.

Fig. 2-1-4  Changes in number of employees according to type of startup

7) Global growth-oriented enterprises are bringing positive impact to local communities and societies by providing fulfilling employment 
opportunities, as shown later in Fig. 2-1-8.
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Case
2-1-1

A venture company that has overcome financial issues and others during 
its seed stage and produces Internet-connected home appliances favored 
in the global market

Cerevo Inc. (employees: 10; capital: ¥204.6 million), based in Chiyoda City in Tokyo, is a company that 
develops, designs and sells home appliances that connect to the Internet. Its main product is a device that 
uploads images to video-sharing sites on the Internet without the use of a personal computer but by simply 
connecting to a commercial video camera. Its unique feature has made it a popular product among many 
users in Japan and abroad.

The company successfully operates on a business model that does not define customer targets but captures 
growing demand from a global perspective. It shortens development periods by utilizing technologies 
and design information that are available in the public domain, and launches products ahead of major 
companies. Today, roughly 40% of its sales come from foreign markets.

Cerevo president Takuma Iwasa used to work for a major home appliance manufacturer. He steadily 
prepared to start his business by attending workshops for entrepreneurs and running a blog. He managed to 
start up his company by combining his own resources with contributions worth several hundred thousands 
of yen from a dozen or so supporters, but subsequent funding became a challenge. In the end, Iwasa was 
able to obtain funds by the allocation of new shares to a third party, but in the wake of the Lehman crisis, 
it took more time than anticipated to receive the investment, and during that time he struggled to come 
up with his own living expenses and his engineers’ salaries. At the product development stage thereafter, 
parts procurement became a major issue. As many suppliers in Japan only accept large orders or decline to 
do business with new companies, Iwasa used an online business matching site to search for foreign parts 
suppliers with surplus stock, and negotiated to procure only the minimum amount of parts that he needed.

Iwasa, reflecting on his business startup in 2007, says the startup environment has improved significantly. 
Working styles have diversified, so that fixed personnel costs could now be minimized by utilizing various 
workers. Moreover, the pre-ordering system for products purchased via the Internet and the widespread 
availability of open-source hardware8) have facilitated 
fund procurement and product development. Thus, 
even in the hardware sector, which used to require 
vast costs for product development, Iwasa says the 
environment has become much more conducive to 
business startups than when he started his business. 
He also says he wishes to take full advantage of this 
environment to produce global niche products. Cerevo’s LiveShell PRO image broadcasting device that uploads 

images to live video streaming sites without the use of a PC

Cerevo Inc.

8) Open source hardware are hardware whose design information has been made available in the public domain, and can be produced, modified 
and redistributed as desired by anyone.
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Case
2-1-2

A venture company that launched energy and electricity-saving services 
in the wake of the great earthquake disaster

Eneres Co., Ltd., (employees: 80; capital: ¥95 million) based in Adachi City in Tokyo, was established in 
2004 as a venture company engaged in the electric power management business.

In the latter half of the 1990s, Eneres president Motohide Ikeda, who worked for a brokerage firm 
then, thought to do business related to electric power in Japan based on his experience in engaging in the 
power transaction business in the United States. After starting a corporate venture business for electric 
power exchange in 1999, Ikeda transferred to a major electronics manufacturer, which was the venture 
business’s largest customer at the time. He worked to improve the efficiency of electric power usage by 
the entire corporate group, and succeeded in reducing the purchase of electricity by 10%. In 2004, Ikeda 
established Eneres based on the knowhow of electric power management he accumulated by then, and in 
2007 launched a PPS9) agency. To maintain stability of the entire electric power system, PPSs are required 
to keep the difference between demand and supply (imbalance) within 3% for every 30 minutes, and must 
adjust power plant output and users’ electricity consumption while constantly monitoring the demand-
supply balance. Eneres undertakes such operations that are required of PPSs.

Furthermore, in May 2011, Eneres launched the Falcon System as a new business for providing energy 
and electricity-savings services in response to heightening needs for electricity conservation following the 
Great East Japan Earthquake. The Falcon System is a cloud-type system designed to allow effortless and 
efficient electricity conservation. By utilizing the PPS agency scheme, it can monitor the power usage status 
of a client’s nationwide locations and centrally manage them as a group. For example, based on a target 
among of electricity usage that is preset for the following day based on weather conditions and operational 
schedules, electricity usage is visualized in real time, and a warning mail is issued when actual electricity 
usage comes close to exceeding the target. It also has an optional feature that adjusts output by remotely 
controlling an automatic controller attached to air conditioners and other appliances.

The most salient characteristic of the Falcon System is its demand prediction technology, which Eneres has 
cultivated through its PPS agency business. The system forecasts demand with high accuracy by predicting 
weather conditions and utilizing a demand forecast algorithm developed independently by the company. 
However, Eneres places priority on proposing measures for operational improvement of electricity usage 
to customers, and recommends the introduction of energy-saving equipment only when those measures 
are not sufficiently effective. Owing to such efforts and initiatives, the Falcon System is highly evaluated 
by customers as an optimal energy management 
system for medium and small buildings, and boasts 
the largest number of contracts among projects in 
the Ministry of Economy, Trade and Industry’s subsidy 
program for promoting the introduction of energy 
management systems.

Along with the expansion of business, Eneres 
increased its number of employees roughly 13 fold 
from the original six members at the time of startup. 
Ikeda says the development of project management 
personnel becomes important as the company grows, 
and information about external training programs 
would be useful to achieving smooth growth. Electricity usage visualized by the Falcon System

Eneres Co., Ltd.

A look at the locations of startup companies according 
to type of startup reveals that more than 60% of regional 
demand-creating enterprises are located in prefectures 
that are not home to the principal cities of the three 
major metropolitan areas, while more than 60% of global 
growth-oriented enterprises are located in prefectures 

that are home to the principal cities of the three major 
metropolitan areas (Fig. 2-1-5). This distribution is an 
indication that startup companies engaged in regional 
demand-creating businesses are important players in 
regional economies.

9) Power Producer and Supplier. PPS businesses procure surplus electricity from residential power generation systems and plants and supply it 
to customers with a contract demand of 50kW or more, using the distribution grid of general electric power companies. 
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Fig. 2-1-5  Locations of startup companies by type of startup

Fig. 2-1-6  Entrepreneurs’ ages at different stages of startup, by type of startup

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Note: The three major metropolitan areas are the Kanto, Chukyo and Keihanshin metropolitan areas, and prefectures that are 
home to the principal cities of these metropolitan areas include Saitama, Chiba, Tokyo, Kanagawa, Aichi, Kyoto, Osaka 
and Hyogo prefectures.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

l	Entrepreneur attributes
Next, let us examine the attributes of entrepreneurs 

according to type of startup. Fig. 2-1-6 shows the ages at 
which entrepreneurs began considering starting a business 
and at which they actually started their business, according 
to type of startup. The result reveals that entrepreneurs 
of global growth-oriented enterprises began considering 
starting a business and actually started their business 
at younger ages compared to entrepreneurs of regional 

demand-creating enterprises. In most cases, it seems they 
begin thinking about starting their own business from 
an early stage and eventually start their business after 
acquiring business experience and knowhow through 
their employment experience.

Entrepreneurs of regional demand-creating enterprises, 
on the other hand, seem to begin thinking about starting a 
business along the extension of the work they engage in, 
after accumulating a certain amount of work experience.
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Fig. 2-1-7 Comparison of the ratio of female entrepreneurs by type of startup

Fig. 2-1-7 shows a comparison of the ratio of female 
entrepreneurs according to type of startup, where the 
value of 1 represents the ratio of female entrepreneurs 
among all respondents of the questionnaire. The result 
reveals that the ratio of female entrepreneurs is higher 

among regional demand-creating enterprises than among 
global growth-oriented enterprises, and indicates that 
female entrepreneurs play an important role particularly 
in regional demand-creating enterprises.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. The y axis represents the ratio of female entrepreneurs by type of startup to the ratio of female entrepreneurs among 
all respondents of the questionnaire.

 2.  “Other” represents companies other than regional demand-creating enterprises and global growth-oriented enterprises 
among all companies that responded to the questionnaire.

 3.  The n value represents the number of companies that responded to the question about the gender of entrepreneurs, 
according to type of startup. 

10) See Appended note 2-1-3 for details on the impacts that startups utilizing local resources have on local communities and society. 

 [3]  Impact of startups on local communities
The characteristics of each type of startup have been 

examined above, but now let us examine whether there are any 
differences in their impact on local communities according to 
type of startup.

Fig. 2-1-8 shows a comparison of the impacts of business 
startups on local communities and society according to type 
of startup. Focus was placed on entrepreneurs who engage in 
business that targets individual consumers, to eliminate any 

differences according to industry.
The result reveals that while regional demand-creating 

enterprises contribute to enriching and improving the 
quality of the lives of local residents, global growth-oriented 
enterprises play a large role in creating employment in the 
local community. The same is also true when focusing on 
entrepreneurs who utilize local resources when starting their 
business10), and indicate that the impact of startups on local 
communities differs according to type of startup. 
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Fig. 2-1-8 Impacts of startups on local communities and society, by type of startup 
(businesses targeting individual consumers)

Roughly 40% of all startups are regional demand-
creating enterprises. Most are micro enterprises that match 
the size of their market, but there are examples where 
such companies contribute to enriching and improving 

the quality of the lives of local residents by providing 
products and services that the community seeks but are 
difficult for large-scale companies to provide.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. The percentages of each item represent the ratio of companies that said their startup had “a good impact” or “a 
somewhat good impact” on the local community and society. 

 2.  The results represent companies that mainly target individual consumers.
 3.  Of the two n values in parentheses shown after each item, the left value represents the number of regional demand-

creating enterprises, and the right value the number of global growth-oriented enterprises.
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Case
2-1-3

A company started by a young entrepreneur who overcame his lack of 
management expertise and engages in promoting health among local 
residents

Kumamoto Wellness Support Institute, Inc. (employees: 50; capital: ¥15 million), based in Kumamoto 
City in Kumamoto Prefecture, commenced operations as a joint stock company in 2006 with around ten 
employees, carrying on the health guidance and care prevention project that Hiroshi Matsuo, now president 
of the company, developed while he worked for a specified nonprofit corporation after graduating from 
university.

When Matsuo started his business, he was still attending Kumamoto University’s Graduate School of 
Medical Sciences and studying the development of healthy regional cities. As such, the company garnered 
attention as a venture business that originated from a university, and was able to procure startup funding 
from contributions and subsidies from startup support organizations run by the local government and 
financial institutions. However, having to manage administrative, accounting and personnel matters 
that accompany business expansion posed a large burden to Matsuo, who had no experience working 
for a private company. He therefore contracted with a management consultant, employed people with 
management experience as managers of administrative and personnel affairs, and created an environment 
that allowed him to personally concentrate on planning sales strategies and new projects.

At subsequent stages, employee working conditions became an issue. As women were vital to the 
company’s operations, there was an urgent need to 
provide an environment where they could continue 
working after getting married or having a baby. 
Matsuo addressed this issue by building an office 
inside a shopping center in Kumamoto and offering 
child-support services that employees of Kumamoto 
Wellness Support Institute could also receive, in 
addition to providing care prevention services for the 
elderly, which is the company’s core business.

Kumamoto Wellness Support Institute has contracts 
with 15 local governments in Kumamoto prefecture 
mainly to provide nutrition and exercise guidance, and 
also implements a unique health promotion program 
using the “health mileage” coupon that can be used 
in local stores, to promote regional revitalization 
in cooperation with other micro enterprises in the 
community.

Kumamoto Wellness Support Institute, Inc.

Exercise guidance provided by 
Kumamoto Wellness Support Institute, Inc.
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Case
2-1-4

A company that creates employment with an innovative community-
based business under a new corporate manager

Iwakino Kasan Co., Ltd. (employees: 59; capital: ¥100 million), based in Yurihonjo City in Akita Prefecture, 
is a company that produces some 200 different types of retort foods, including jams and curry. After its 
startup in 2001, the company experienced a slump and was all but dormant for a while, with only one 
employee. However, it made a fresh start in 2007 by bringing in Fusaki Nakatsuka as president. Nakatsuka 
was a journalist at the time, traveling nationwide with an eye to expanding marketing channels mainly 
for agricultural producers and supporting regional revitalization efforts. Along the way, he interviewed 
Yuko Iwaki, Iwakino Kasan’s chairman, who spoke passionately about her desire to contribute to the local 
community by also engaging in the nursing business. Iwaki’s story moved Nakatsuka so deeply that he 
readily accepted her offer to become president of the company. Because the company produced only one 
type of jam back then, Nakatsuka concentrated on developing new products to increase sales and get the 
business back on track. He ultimately came up with the Okazu-bako (literally, “box of side dishes”) based 
on Iwaki’s idea that it would be convenient to have an assortment of side dishes on hand that can be eaten 
anytime. Just like a medicine chest, Nakatsuka developed a “chest” that would contain a variety of shelf-
stable dishes that users could keep at home and eat whenever they wish to.

The Okazu-bako scheme begins by delivering an Okazu-bako chest to users free of charge and having 
them use it. When users place an additional order, a deliveryman delivers the order, and at the same time 
confirms the dishes that have been eaten and receives payment for them. Many users of the Okazu-bako 
service are elderly people who live alone. They not only appreciate the service as a convenient way to 
keep a balanced diet even if they cannot go grocery shopping, but also look forward to chatting with 
the deliveryman once every one to two weeks. Happy 
to have someone to chat with, there are even some 
who detain the deliveryman for more than an hour 
per visit.

Iwakino Kasan engages in business under the policy 
of “contributing to the local community,” and utilizes 
ingredients that mostly come from local farms. As it 
buys produce that are irregular in shape or size at 
prices close to market prices, it receives many inquiries 
and offers from local farmers. In November 2012, the 
company set up a new factory in a building that used 
to be a local elementary school. The decision to reuse 
the old school building delighted the employees who 
graduated from that school, as it saved their school 
from being torn down. Iwakino Kasan’s Okazu-bako

Iwakino Kasan Co., Ltd.
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Column 2-1-1  Present state of startups of specified nonprofit corporations

This column examines the present state of startups of specified non-profit corporations, which 
are increasing their presence lately as actors in solving various social issues.

Responses to a questionnaire survey reveal that approximately 70% of specified nonprofit 
corporations are started in the medical, healthcare and welfare sectors. In the analysis below, focus 
is therefore placed on medical, healthcare and welfare businesses to eliminate any differences 
according to the industry of startup companies, and comparisons will be made with joint stock and 
limited liability companies.

A look at sales according to organizational structure shows that there is little difference in the 
size and growth of sales among organizational structures.11)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. “Other” responses are excluded from the result.
 2. “Other services” include information and communications, transportation activities, finance and insurance and 

real estate and goods rental and leasing.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Note: The result represents companies that responded “medical, healthcare and welfare” as their major business.

Startups of specified nonprofit corporations by industry

Sales and sales growth of startup companies by organizational structure (medical, healthcare and 
welfare field) 

11) See Appended notes 2-1-4, 2-1-5 and 2-1-6 for details of the number of employees, locations and entrepreneurs’ ages according to 
organizational structure.
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Entrepreneurs’ gender according to organizational structure (medical, healthcare and welfare field)

In terms of the impacts of startups on local communities and society according to organizational 
structure, the values for each impact are higher on the whole for both organizational structures 
compared to the results in Fig. 2-1-8 shown earlier. A comparison of both organizational structures 
reveals that the values for each impact are slightly higher among specified nonprofit organizations 
than joint stock and limited liability companies.  

Next, a look at the gender of entrepreneurs according to organizational structure shows that 
more than half of all entrepreneurs of specified nonprofit corporations are women.12)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Note: The result represents companies that responded “medical, healthcare and welfare” as their major business.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The percentages of each item represent the ratio of companies that said their startup had “a good impact” or 
“a somewhat good impact” on the local community and society.

 2.  The result represents companies that responded “medical, healthcare and welfare” as their major business.
 3.  Of the two n values in parentheses shown after each item, the left value represents the number of specified 

nonprofit corporations, and the right value represents the number of joint stock and limited liability companies.

Impacts of startups on local communities and society according to organizational structure 
(medical, healthcare and welfare field)

12) Case 2-1-5 provided later introduces a female entrepreneur who established a specified nonprofit corporation. 
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Case
2-1-5

A female entrepreneur provides reassuring services to working women 
with support from her seniors and external organizations

NPO Nobel (employees: 22), based in Osaka City in Osaka Prefecture; is an enterprise that provides sick 
child care. It promotes a mutual aid system to ease the burden of its service users while maintaining stable 
management, and provides community-based services in Osaka City, where the majority of potential users 
reside.

Aki Ko, representative director of the enterprise, worked at a private company, but had quit her job and 
was studying in South Korea when she learned about the difficulties her previous colleagues and seniors 
experienced in returning to work after having a baby. This inspired Ko to create a society where women can 
continue to work even when they have a child. She chose to start a sick child care business, and accumulated 
experience at a sick child care NPO called Florence13) before spinning off and starting up her own enterprise 
in 2009.

When actually starting her business, Ko faced issues in regard to financing and getting information out 
to potential users, but overcame those issues with support from external organizations. With respect to 
funding, Ko procured subsidies, grants and borrowings from family members when starting her business, 
and when additional funding became necessary thereafter, she turned to interest-free loan systems of 
private support agencies.

To widely provide information about her business, 
Ko personally created and operated a website in the 
beginning, but eventually faced various issues in 
regard to the costs for updating the site and others. 
She therefore utilized the pro bono14) services of a 
specified nonprofit corporation that provides business 
startup support and created an even more effective 
website free of charge with professional technical 
help.

Expressing a strong desire to continue supporting 
women’s social advancement through various 
initiatives, Ko is presently working on a scheme for 
providing services that single-parent households 
could also afford.

NPO Nobel

A Nobel staff providing sick child care

13) NPO Florence is introduced on p. 136 of the 2010 White Paper on Small and Medium Enterprises in Japan as a company that provides sick 
child care in support of women’s work-life balance.

14) Pro bono is short for “pro bono publico,” meaning “for public benefit,” and refers to work undertaken without payment as a public service. 
In the report of the Social Business Promotion Council (March 2011), it is defined as social contribution activities that make full use of 
corporate human resources and experts’ skills.
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15) See p. 187 in the 2011 White Paper on Small and Medium Enterprises in Japan.

Section 2 Startup and operational issues at the seed stage

[1] Startup issues that change according to the life 
stages of a business

In order for a startup company to become a major 
presence in a regional economy, it must achieve business 
continuity. However, due to various issues, more than a 
few companies face pressure to exit the market soon after 
startup.15) It should be noted, however, that the issues and 
necessary management resources of a single company 
change greatly within the entire startup process from its 
preparation to its development and growth, in which the 
startup action itself occupies merely a certain point in 
time.

This section analyzes the various issues according to 
type of startup and the stages of development and growth 
after startup, to clarify what types of meticulous support is 

sought. Here, the process of development and growth of a 
startup company from its preparation until it gets on track 
is divided into the following three stages.

[2] Issues and support at the seed stage
Fig. 2-1-9 shows startup and operational issues at 

the seed stage. Issues such as “fund procurement,” 
“startup and operational procedures” and “acquisition 

of management knowledge and knowhow” are cited by 
a large ratio of entrepreneurs, regardless of the type of 
startup. 

Fig. 2-1-9  Startup and operational issues at the seed stage by type of startup (multiple 
responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1.  “Beginning to End” and “Average number of employees” exclude values less than [the average value – (standard 
deviation × 3)] or greater than [the average value + (standard deviation × 3)] as abnormal values.

 2.  The issues shown above represent the top eight responses with the highest total scores at the seed stage, initial 
growth stage and stability and expansion stage as a whole.
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16) See Appended notes 2-1-7 and 2-1-8 for sources of funds at the initial growth and stability and expansion stages according to type of startup. 
17) A questionnaire survey that has been implemented every year since FY1991 under the same guidelines, on JFC loan borrowers. The FY2012 

survey obtained responses from 782 companies. It should be noted that the results are showing only the situation of the JFC borrowers.

Fig. 2-1-10  Funding sources at the seed stage by type of startup (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Now let us examine the three most representative 
issues at the seed stage. With respect to fund procurement, 
as much as 90% of companies said they secured funds at 
the seed stage by injecting their own resources, including 

their savings and earnings from side businesses (Fig. 2-1-
10). This is characteristic of the seed stage, as financial 
institutions only begin to play a larger role at the initial 
growth stage and stability and expansion stage.16)

According to the Japan Finance Corporation Research 
Institute’s Survey on Business Startups in Japan,17) 
entrepreneurs prepared an average amount of ¥2.3 million 
from their own resources to cover the initial expenses of 
starting their business. However, as the average amount 
of funds actually needed to start a business was ¥6.2 

million in the most recent fiscal year (2011) even amid 
a decreasing trend, most entrepreneurs need to procure 
funds to supplement their own resources (Fig. 2-1-11).

This situation highlights the need to offer policy 
support for funding entrepreneurs at the seed stage.
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Fig. 2-1-11  Amount of own resources prepared for startup and changes in startup costs

Source: Japan Finance Corporation Research Institute, Survey on Business Startups in Japan.
Note: The amount of own resources prepared for startup is based on the FY2012 JFC Survey on Business Startups in Japan.
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Case
2-1-6

A young manager who engaged in harvesting flax in Hokkaido and 
started a nationwide sales business

Kitaguni Life Co., Ltd. (employees: 4; capital: ¥25 million), based in Sapporo City in Hokkaido, plans and 
sells products made using functional materials obtained in Hokkaido.

In Hokkaido, most companies that engage in research and development of materials are small-scale 
companies, so even if they succeed in developing a material, they face difficulty commercializing it, because 
they are not well equipped to cope with marketing and market cultivation issues. Under this situation, 
Kitaguni Life aims to establish a stable business as a one-stop supplier of functional materials made in 
Hokkaido to businesses and consumers in other prefectures.

Daisuke Naito, president of Kitaguni Life, grew up in Hokkaido harboring a desire to become a farmer. 
Realizing that he needed to know about physical distribution even if he were to become a farmer, Naito 
worked for a major trading firm in Tokyo for several years before returning to Hokkaido. He then established 
a limited liability company called Ama Public Corporation with a president of a construction consultant 
company he became acquainted with while working part-time at the company as part of his agricultural 
training, to engage in flax harvesting in Japan for the first time in 40 years.

In the beginning, Naito had hardly any knowledge about developing food and cosmetic products or about 
cultivating a market. However, his business gradually grew, owing to support from public organizations in 
Hokkaido, managers of incubation facilities, and his colleagues from his previous workplace. He also traveled 
through Hokkaido, seeking farmers who would cooperate with him in harvesting flax, and ultimately 
obtained cooperation from a farmer in Tobetsu Town. The 
farmer was originally well-known in the local community for 
his efforts in soil improvement and reduced fertilizer farming, 
so through this farmer, Naito gradually increased the number 
of farmers who would cooperate with him.

Once the production of flax got off the ground, Naito 
established Kitaguni Life as a sales company. In the early years 
after startup, the company experienced funding difficulties 
a number of times, but Naito overcame each crisis, thanks 
to the cooperation of many outside partners who offered 
to provide funding and place orders with his company. Such 
partners also helped Naito secure the necessary workers for 
his business and provided extensive support in developing a 
network of connections.

Based on his experience in receiving support from local 
business partners in various forms, Naito says the best way 
to support SMEs is perhaps to simply give a subtle boost to 
companies that strive to capture new business opportunities 
so that they can grow through their own efforts.

Kitaguni Life Co., Ltd. 

Products made with materials obtained in Hokkaido
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Next, let us examine startup and operational procedures.
Fig 2-1-12 shows entrepreneurs who cite startup and 

operational procedures as an issue they face at the seed 
stage, according to industry. Many entrepreneurs in all 

business categories consider startup and operational 
procedures as an issue they face at the seed stage, and 
display a particularly strong trend in the medical, 
healthcare and welfare field. 

Column 2-1-2  Subsidies, etc. for the promotion of startups of regional 
demand-creating enterprises 

As mentioned earlier, fund procurement is frequently a priority issue at the seed stage. Based 
on this understanding, the SME Agency launched a program to partially subsidize the startup costs 
of entrepreneurs who plan to start a business of providing new products and services in response to 
local needs. Through the program, the agency essentially aims to promote business startups, create 
new demand and employment in local communities, and revitalize Japan’s economy.

Under the subsidy program, financial institutions that serve as a certified support institution 
provide assistance for the formulation of business plans, track their progress and make regular 
follow-ups to support their smooth execution. Furthermore, with this subsidy as incentive, the agency 
aims to develop an environment that facilitates individual entrepreneurs’ smooth procurement of 
funds from financial institutions.

The SME Agency is also strengthening the supply of risk money that becomes necessary for 
startups and commercialization by enlisting the participation of the Venture Investment Business 
Division that has been installed in the Innovation Network Corporation of Japan, the Japan Finance 
Corporation and the Shoko Chukin Bank, Ltd., and is creating an environment that would facilitate 
fund procurement from individual investors and encourage private companies to make venture 
investments. It will also review the personal guarantee system for fund procurement and otherwise 
strengthen schemes that would promote further startup initiatives by entrepreneurs.

Government Secretariat
Individual entrepreneurs, 

second startup entrepreneurs, or 
SMEs and micro-enterprises

Financial institutions serving as 
a certified support institution

Fund development Business plan formulation and 
execution support

¥20 billion
(fixed amount)

Up to ¥2-7 million
(2/3 subsidy)

Program scheme

u		Subsidy amount

•	 Startups	of	a	regional	demand-creating	enterprise	(startup	of	a	business	that	supports	local	demand	and	employment) 
Upper limit of subsidy: ¥2 million (subsidy rate: 2/3)

•	 Second	startups	(switch	in	industry	or	advancement	into	a	new	business	area	or	sector	by	an	already	existing	and	
operating SMEs and micro-enterprises, such as when a successor takes over a business from his predecessor) 
Upper limit of subsidy: ¥5 million (subsidy rate: 2/3)

•	 Startups	 of	 a	 global	 growth-oriented	 enterprise	 (startup	 of	 a	 business	 that	 aims	 to	 capture	 overseas	 markets) 
Upper limit of subsidy: ¥7 million (subsidy rate: 2/3)
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. The result represents companies that said initial costs and additional costs are necessary at the seed stage.
 2.  The top nine business categories with the highest response rates are shown above.

Fig. 2-1-13 shows procedures and costs that are required 
at the time of startup, and Fig. 2-1-14 shows businesses 
that require a permit or license to operate. Procedures that 
need to be taken at the time of startup differ according to 

industry, corporate structure and number of employees, 
so fine-tuned support needs to be provided that closely 
matches the needs of each startup company. 

Fig. 2-1-12 Entrepreneurs who cite startup and operational procedures as an issue they 
face at the seed stage, by industry

Fig. 2-1-13 Documents required for starting a business
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(1) Documents to be filed with the tax office and precautions

Filing office Document Deadline and other considerations

Sole 
proprietorships

Tax Office

1. Notification of opening a business •		Within	a	month	from	the	date	of	commencement	of	business

2. Application for approval for filing a blue 
return (if you wish to file a blue return)

•		Within	2	months	from	the	date	of	commencement	of	business	
(Until March 15 for businesses that commence between 
January 1 and 15)

3. Tax report for commencement of 
payroll (when personnel are employed) •		Within	a	month	from	the	date	of	commencement	of	payroll

Prefectural tax 
office (local 

municipal office)

Notification of commencement of 
business, etc. (Notification of opening a 
business, etc.)

•		 Until	the	date	specified	by	the	prefecture	(e.g.,	in	the	case	
of Tokyo, within 15 days from the date of commencement of 
business)

Legal entities

Tax Office

1. Notification of establishment of a 
Japanese corporation

•		Within	2	months	from	the	date	of	establishment
•		 A	copy	of	the	Articles	of	Incorporation,	certified	copy	of	the	

register, and other specified documents must be attached

2. Tax report for commencement of 
payroll •		Within	a	month	from	the	date	of	commencement	of	payroll

3. Application for valuation method of 
inventories

•		 Until	the	deadline	for	filing	the	income	tax	return	(if	no	
application form is submitted, the most recent purchase 
method will be applied)

4. Application for depreciation method of 
depreciable fixed assets

•		 Until	the	deadline	for	filing	the	income	tax	return	(if	no	
application form is submitted, the declining balance method 
will be applied, except to buildings)

5. Application for approval for filing a blue 
return (if you wish to file a blue return)

•		 The	date	on	which	3	months	have	elapsed	from	establishment	
or the final date of the first business year, whichever comes 
first

Prefectural tax 
office (local 

municipal office)

Notification of commencement 
of business etc. (Tax report for 
establishment of Japanese corporation)

•		 Until	the	date	specified	by	the	prefecture	(e.g.,	in	the	case	of	
Tokyo, within 15 days from the establishment)
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Source:  Japan Finance Corporation, Micro Business and Individual Unit, Startup Guidelines.

Sources: Japan Finance Corporation, Micro Business and Individual Unit, Startup Guidelines; Information provided in (3) on 
documents to be filed with the Legal Affairs Bureau and necessary costs (at the time of promotive incorporation of a 
joint stock company) were compiled by the SME Agency based on information presented on the websites of the Japan 
National Notaries Association and the Ministry of Justice.

Fig. 2-1-14 Operating licenses and their major issuing offices

Health centers Police stations Prefectural governments and 
other government offices

•	 Food	service	establishments
•		 Sweets	production
•		Meat	sales
•		 Fish/shellfish	sales
•		 Hotels
•		 Barbers
•		 Beauty	salons
•		 Dry	cleaning
•		 Sale	of	medical	supplies	 Other

•	 Mahjong	centers
•		 Thrift	stores
•		 Security	services
•		 Designated	driving	schools	 Other

•		 Liquor	sales
•		 Schools
•		 Travel	agencies
•		 Real	estate	agencies
•		 Construction
•		 Transportation
•	 Temporary	employment	agencies
•		 Automobile	maintenance
•		Gasoline	stands	 Other

(2) Social insurance documents and precautions

Filing office Document Deadline and other considerations

Pension Office

Health insurance, Employees’ pension 
insurance
1. Notification for new application
2. Notification of acquisition of 

employment insurance qualification
3. Notification of dependents (changes)
4. (In the case of legal entities) 

Certificate of full registry records or 
certified copy of the register 
(In the case of individuals) 
Certificate of residence of the business 
owner’s entire family

•		Mandatory	enrolment	by	all	legal	entities
•		 In	the	case	of	sole	proprietorships	(see	note):
 Mandatory enrolment if 5 or more regular employees are employed (voluntary 

enrolment for some service businesses)
 Voluntary enrolment if less than 5 regular employees are employed
•		 Documents	must	be	filed	within	5	days	from	the	date	of	commencement	of	

business

(Note) Sole proprietors are subject to the National Health Insurance and National 
Pension programs. They must file the required documents with the local municipal 
office.

Public 
Employment 

Security Office 
(Hello	Work)

Employment insurance
1. Notification of establishment of a 

workplace covered by social insurance
2. Notification of acquisition of 

employment insurance qualification

•		 All	sole	proprietorships	and	legal	entities	that	employ	employees	become	an	
insurance applied workplace.

•		 Document	1	must	be	filed	within	10	days	from	the	date	of	opening	of	the	office,	
and Document 2 must be filed by the 10th day of the month following the 
month in which employees have been employed.

Labor Standards 
Supervision Office

Workers’	accident	compensation	
insurance
1. Notification of the establishment of a 

labor insurance relationship
2. Report of applicable business

•		 All	sole	proprietorships	and	legal	entities	that	employ	employees	become	an	
insurance applied workplace.

•		 Document	1	must	be	filed	within	10	days	from	the	date	of		
commencement of business

•		 Document	2	must	be	filed	when	employees	are	employed,	regardless	of	
industry

(3) Incorporation documents and required costs (at the time of promotive incorporation of a joint stock company)

Office Document Cost

Notary public 
office

Certification of Articles of Incorporation 
1. 3 copies of Articles of Incorporation (2 for certification, 1 for the register)
2. Certificate of the incorporator’s registered seal
3. Revenue stamp
4. Letter of proxy and certificate of the proxy’s registered seal (when using a proxy)
5. Certificate of the representative’s registered seal and certificate of registered matters 

of the company/legal entity (when a company/legal entity is the incorporator)

•		 Revenue	stamp	worth	¥40,000	
(not required for electronic filing 
of Articles of Incorporation)

•		 Certification	cost:	¥50,000
•		Cost	for	a	certified	copy	of	the	

register: ¥250 (1 copy)

Legal Affairs 
Bureau

Registration of incorporation
1. Application for registration of incorporation
2. Articles of Incorporation
3. Letter of consent from all incorporators (when the Articles of Incorporation do not 

specify the number of shares allotted to the incorporators, the amount of payment, 
share issuance matters or total number of authorized shares, or when the Articles of 
Incorporation do not specify the amount of capital or the amount of capital reserve)

4. Document certifying the majority consensus of the promoters
5. Document certifying the election of a representative director at incorporation
6. Letters of installation acceptance from the directors at incorporation
7. Certificate of registered seals affixed to the letters of installation acceptance
8. Report of investigation by directors at incorporation and annexed documents (when 

the Articles of Incorporation include provisions concerning anomalous establishment 
as prescribed in the paragraphs under Article 28 in the Companies Act)

9. Document certifying the payment of capital
10. Certificate issued by the representative director at incorporation concerning the 

declaration of the amount of capital
11. Letter of proxy (when applying for registration of incorporation through a proxy)

Registration of the seal of the corporate representative
1. Notification of seal registration
2. Certificate of the registered seal of the applicant of the notification of seal registration

Other

•		 Registration	tax:	Amount	equal	
to 7/1000 the amount of capital 
(¥150,000 if the calculated 
amount is less than ¥150,000) 
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Fig. 2-1-15 Support policies entrepreneurs feel are necessary for enhancing management 
capacity, according to each stage of development/growth

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The result represents the ratio of companies that said the respective support policy is “necessary” or 
“somewhat necessary.”

 2.  The n values in parentheses shown after each item represent the number of responses at the seed stage, initial 
growth stage and stability and expansion stage, respectively.

Lastly, let us examine the acquisition of management 
knowledge and knowhow and what types of support 
entrepreneurs seek at the seed stage.

The top ranking policies entrepreneurs feel are 
necessary for enhancing management capacity include 
“wide-ranging information on management in general,” 
“forums for exchanges with entrepreneurs from different 
industries,” “forums for exchanges with entrepreneurs 

from the same industry,” and “forums for exchange with 
customers” (Fig. 2-1-15).

Among them, a particularly large ratio of entrepreneurs 
feel a strong need for forums for exchange with other 
entrepreneurs at the seed stage, clearly indicating that 
entrepreneurs at the seed stage seek opportunities to 
interact with other entrepreneurs.

Above, we have examined startup issues at the seed 
stage. Compared with the initial growth stage and 
stability and expansion stage that are examined later, no 
large differences were seen in specific issues and funding 
sources between regional demand-creating enterprises 

and global growth-oriented enterprises at the seed stage. 
As far as this result goes, at the seed stage, the types of 
startup support sought by entrepreneurs are more or less 
the same among both types of startups.

Stability and expansion stageInitial growth stageSeed stage
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Case
2-1-7

A female entrepreneur who creates diverse schemes for regional 
revitalization from her base in a shared office

So@r Service Co., Ltd. (employees: 8; capital: ¥31 million), based in Hiroshima City in Hiroshima Prefecture, is 
a company that runs a shared office for creators, SOHO (small office home office) workers and entrepreneurs.

Chizuru Gorai, president of So@r Service, struck out on her own as a sales promotion planner in 1999. In 
2001, after seeing many SOHO colleagues diligently working alone, she came up with the idea of creating 
a space where people like herself can always find a friendly face for a casual conservation, and opened 
Hiroshima SOHO Office, a 99m2 shared office for 10 people. To date, the company’s shared office has 
provided home to no less than a hundred businesses, some of which have grown into companies with more 
than 30 employees. However, the company’s path from startup to the present was filled with numerous 
challenges.

In the beginning, Gorai managed the company alone as president, so she was constantly busy with various 
odd jobs and could not spare adequate time for her primary responsibilities. To be able to concentrate on 
her duties as president, she employed a part-time worker with the prize money she acquired from winning 
the Second Hiroshima Venture Prize in 2002.

Gorai also experience a large difficulty in procuring funds for relocating the office to its present location. 
She needed tens of millions of yen, but could not raise the necessary amount as she hoped to. Over the next 
several years, she took every occasion to talk about her vision ten years into the future, and gradually won 
over the active support of local stakeholders. Thereafter, she changed the name of the company to So@r 
Service in 2009 and relocated the office to where it now stands. Occupying a space of 1,650m2, So@r Business 
Port offers office spaces to more than 50 companies.

Based in the shared office, Gorai has directed her 
efforts to creating opportunities for local exchanges 
and projects and revitalizing the local community 
by promoting new product development through 
cooperation between resident creators and local 
companies, sponsoring business seminars given 
by resident experts, and providing local youths in 
the prefecture employment opportunities in local 
companies. “Personal growth is indispensable to 
energizing the local community,” she says, and 
constantly bears this point in mind as she continues 
her endeavors to create diverse schemes.

Kuromomiji cake, developed in a collaborative project between a 
resident creator and a local company

So@r Service Co., Ltd.
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. “Beginning to End” and “Average number of employees” exclude values less than [the average value – (standard 
deviation × 3)] or greater than [the average value + (standard deviation × 3)] as abnormal values.

 2.  The issues shown above represent the top eight responses with the highest total scores at the seed stage, initial 
growth stage and stability and expansion stage as a whole.

 3.  The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-
oriented enterprises at the seed stage, and the figures in parentheses below the response ratios represent the amount 
of increase/decrease from the seed stage.

Fig. 2-1-16 Startup and operational issues at the initial growth stage by type of startup 
(multiple responses)

Section 3 Startup and operational issues at the initial growth stage

Next, let us examine issues at the initial growth stage 
in reference to Fig. 2-1-16. At this stage, a lower ratio of 
entrepreneurs cite “startup and operational procedures,” 
“acquisition of management knowledge and knowhow,” 
and “acquisition of knowledge and knowhow about the 
company’s business and industry” as important issues. 
This is probably because they have already accumulated 
a few years’ business experience and have acquired a 
certain level of management and business knowledge and 
knowhow by this stage.

On the other hand, a large ratio of entrepreneurs 
consider “acquisition of high-quality personnel,” “market 
cultivation and marketing,” and “enhancing the added 
value of products, goods and services” as priority issues 
along with fund procurement. With sales already being 

recorded at this stage, companies have a greater amount 
of business compared to the seed stage and face the issue 
of securing proper personnel. Additionally, while sales 
are ensured, operating profit has yet to be achieved at this 
stage, so entrepreneurs are also concerned with cultivating 
the market and enhancing added value to expand sales and 
secure a profit.

Particularly among global growth-oriented enterprises, 
an increasing ratio of entrepreneurs considers enhancing 
added value as a priority issue. Because global growth-
oriented enterprises target nationwide and foreign 
markets, they seek to differentiate themselves from their 
competitors in Japan and abroad who target the same 
markets particularly by offering high added value. 
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Case
2-1-8

A company that cooperates with local producers to undertake the entire 
process from the breeding to the sale of a local brand of onions

Shokubutsu Ikushu Kenkyusho Inc. (employees 3; capital: ¥3 million), based in Kuriyama Town in 
Hokkaido, is a limited liability company that engages in the R&D and sale of seeds and plants grown using 
its own breeding technology. A type of healthy onion called “Sara-sara Red” developed by the company is 
gradually becoming a specialty product of Kuriyama Town. The company not only provides the seeds for the 
Sara-sara Red onion, but also cultivates the onion jointly with contract farmers in the town, buys the entire 
amount that is produced, and sells them through its own sales channel.

Daisaku Okamoto, president of Shokubutsu Ikushu Kenkyusho, held a research position at a major seed 
producer for eight years. He originally wished to engage in the production of distinctive vegetables, but his 
main job there was to develop new varieties to increase their shares of sales. Therefore, although Okamoto 
did not wish to manage a company, he figured he needed to start a company to realize his desire. In 
2000, he started a business in the same town that was his wife’s hometown and where he had personal 
connections from his previous employment.

Shokubutsu Ikushu Kenkyusho visited the food division of department stores to sell its products and 
concentrated on providing a good understanding of the value of its products. It gradually expanded its sales 
through this approach, but still today maintains its modest size to ensure sound management. 

Moreover, to commercialize the production of high value-added agricultural products, it was necessary 
to create a business model that could maintain prices, ensure producers’ profits, and recover R&D costs. 
Toward this end, Shokubutsu Ikushu Kenkyusho 
established its own sales channel to seize control at 
the distribution stage, and directs its efforts toward 
enhancing the value of the vegetables themselves. 
This business model gives the company a firm position 
in the primary sector, yet allows it to acquire the 
necessary profit from the secondary and tertiary 
sectors, in a somewhat vertically integrated scheme.

Because the company does not depend on any 
existing physical distribution system and maintains a 
small scale, it is able to return a stable profit to local 
producers. Okamoto says he wishes to apply the same 
strategy to vegetables that are similar to onions and 
establish a business that is not readily affected by 
prices. Sara-sara Red healthy onions developed by  

Shokubutsu Ikushu Kenkyusho

Shokubutsu Ikushu Kenkyusho Inc.

The following is a case of a startup company that aims 
to enhance the added value of its agricultural products by 

establishing its own sales channel.
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18) See Attached note 2-1-9 for details on the types of internal personnel that are needed at the seed stage, according to type of startup. 

Now let us examine the types of personnel 
entrepreneurs seek to employ at the initial growth stage, 
when “acquisition of high-quality personnel” becomes a 
major concern.

Fig. 2-1-17 shows the type of personnel that 
entrepreneurs sought at the initial growth stage, according 
to type of startup.18) The result reveals that “personnel to 
assist the corporate manager” are required at a high rate, 
regardless of the type of startup. This is probably because 
the expansion of business at the initial growth stage 
makes it difficult for entrepreneurs to personally perform 

the operations they were able to undertake alone at the 
seed stage.

Among global growth-oriented enterprises, “personnel 
with high skills regarding products and services” and 
“personnel capable of cultivating the market” ranked high, 
with the former response showing a particularly large 
increase from the seed stage. These types of personnel 
are suited to addressing the aforementioned issues at the 
initial growth stage, indicating that entrepreneurs seek 
personnel that are necessary for overcoming the issues 
they face.

The ratio of companies that cite “fund procurement” 
as a priority issue remains high even at the initial growth 
stage. Let us then see whether there are any changes in the 
amount of expenses that entrepreneurs require between 
the seed stage and the initial growth stage.

Fig. 2-1-18 shows the amount of expenses that 
become necessary at the initial growth stage, according 
to type of startup. The result reveals an increase in the 
ratio of entrepreneurs who cite “personnel recruitment 

and development expenses.” The ratio for personnel 
development expenses shows the same rate of increase for 
both types of startups, but personnel recruitment expenses 
show a dramatic increase among global growth-oriented 
enterprises. As mentioned earlier, personnel acquisition is 
a priority issue in overcoming issues at the initial growth 
stage, and global growth-oriented enterprises in particular 
require additional expenses that it entails. 

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. The result represents companies with more than one regular employee.
 2. The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-

oriented enterprises at the seed stage, and the figures in parentheses below the response ratios represent the amount 
of increase/decrease from the seed stage.

 3.  Those that answered “Other” are not shown.

Fig. 2-1-17 Types of internal personnel required at the initial growth stage by type of 
startup (multiple responses)
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-
oriented enterprises at the seed stage, and the figures in parentheses below the response ratios represent the amount 
of increase/decrease from the seed stage.

 2.  Those that answered “Other” are not shown. 

Fig. 2-1-18 Expenses that become necessary at the initial growth stage, by type of startup 
(multiple responses)

Section 4 Startup and operational issues at the stability and expansion 
stage

Lastly, let us examine issues at the stability and 
expansion stage in reference to Fig. 2-1-19.

At this stage, the ratio of entrepreneurs who site “fund 
procurement” drops, but “development of new products, 
goods and services” shows a large increase particularly 
among global growth-oriented enterprises, and ranks 
high along with “acquisition of high-quality personnel,” 
“market cultivation and marketing,” and “enhancing the 
added value of products, goods and services.” 

The ratio of entrepreneurs who attach importance 
to personnel acquisition also increases at the stability 
and expansion stage due to the increase in workload 

accompanying business expansion. Moreover, at this 
stage, when entrepreneurs gain a prospective on their 
business, a large number of follower companies are 
expected to emerge compared to the initial growth stage, 
when prospects for business remain uncertain. 

For this reason, entrepreneurs at the stability and 
expansion stage, and particularly those among global 
growth-oriented enterprises, cannot depend on existing 
products, goods and services only, but also need to 
cultivate new markets by developing new products, goods 
and services to overcome their late-coming competitors 
and achieve business stability. 
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1. “Beginning to End” and “Average number of employees” exclude values less than [the average value – (standard 
deviation × 3)] or greater than [the average value + (standard deviation × 3)] as abnormal values.

 2.  The issues shown above represent the top eight responses with the highest total scores at the seed stage, initial 
growth stage and stability and expansion stage as a whole.

 3. The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-
oriented enterprises at the initial growth stage, and the figures in parentheses below the response ratios represent the 
amount of increase/decrease from the initial growth stage.

Now let us compare the types of internal personnel that 
entrepreneurs seek at the stability and expansion stage 
with that in the initial growth stage.

At the stability and expansion stage, a larger ratio 
of entrepreneurs cite “personnel to assist the corporate 
manager,” “personnel capable of cultivating the market,” 
and “personnel with high skills regarding products 
and services” compared to the initial growth stage. 
Additionally, the ratio of “potential successors” shows 
a particularly large increase and ranks among the top 
responses.

The ratio of “potential successors” is highest among 
regional demand-creating enterprises. As seen in Fig. 

2-1-6 earlier, entrepreneurs of regional demand-creating 
enterprises start their business when they are in their mid-
40s, on average. This means they are well into their 50s or 
above when they enter the stability and expansion stage 
five to ten years after startup, so the issue of finding a 
successor to their business is a real concern to them.19) 

Among global growth-oriented enterprises, “personnel 
with planning and marketing skills” show a large increase, 
indicating that many global growth-oriented enterprises 
at the stability and expansion stage seek personnel for 
developing and marketing new products, which emerges 
as a priority issue at this stage (Fig. 2-1-20).

Fig. 2-1-19 Startup and operational issues at the stability and expansion stage, by type of 
startup (multiple responses)
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19) The reality and issues regarding the selection and training of successors to SMEs is discussed in Chapter 3.
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency.

Notes: 1.  The result represents companies with more than one regular employee.
 2.  The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-

oriented enterprises at the initial growth stage, and the figures in parentheses below the response ratios represent the 
amount of increase/decrease from the initial growth stage.

 3.  Those that answered “Other” are not shown.

Above, we have seen the changes in issues at each 
stage.

At the seed stage, procedures and fund procurement 
are main issues, but at subsequent stages, personnel 

acquisition becomes a primary concern. Thus, the 
majority of entrepreneurs also cite personnel acquisition 
as a startup support measure they feel is most necessary 
(Fig. 2-1-21). 

Fig. 2-1-20 Types of internal personnel required at the stability and expansion stage, by 
type of startup (multiple responses)
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned by the 
SME Agency. 

Notes: 1.  The result represents the ratio of companies that said the respective support policy is “necessary” or “somewhat 
necessary.”

 2.  Of the two n values in parentheses shown after each item, the left value represents the number of regional demand-
creating enterprises, and the right value the number of global growth-oriented enterprises.

Startup companies require diverse personnel, as they 
require different types of personnel according to their 
type of startup, their stage of growth/development after 
startup, and the issues they face at each stage.

Some companies overcome the issues they face at each 
stage by taking advantage of student internships, private 
organizations that support business startups, and other 
such support schemes. As startup companies are apt to 
face difficulty in securing the necessary personnel due 

to lack of public recognition and funds, external human 
resources have the potential to play an important role in 
overcoming the issues startup companies face at each 
stage of development and growth.

The cases below are of a company that supports the 
recruiting activities of low-profile companies, a company 
that secures human resources by utilizing student 
internships, and a private support organization.

Fig. 2-1-21 Startup support measures that entrepreneurs feel are most necessary, by 
type of startup
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Case
2-1-9

A female entrepreneur who utilizes the power of social networking to 
support the recruiting activities of companies

Wantedly, Inc. (employees: 7; capital: ¥36.5 million), based in Shibuya City in Tokyo, is a company that 
utilizes SNS20) to support the recruiting activities of small and low-profile but attractive companies.

Akiko Naka, president of the company, worked at an SNS operating company before she established 
Wantedly in 2010. She came up with the idea for 
her business upon learning the advantages of SNS—
that information of high credibility can be provided 
because it is based on word of mouth, and that it can 
be provided without spending a lot of money. Owing 
in part to the use of Wantedly’s service by a senior 
entrepreneur who runs a high-profile company, the 
service now has a usership of 1,012 companies (as of 
March 31, 2013).

From the start, Naka set her sights on the foreign 
market, and offers the social recruiting service in both 
Japanese and English. She says she aims particularly 
for the Asian market, and hopes to become a company 
that can earn a profit from the global market.

Wantedly, Inc.’s recruitment support site 

Wantedly, Inc.

20) SNS is an abbreviation for Social Networking Service (Site). It refers to an online service (site) that supports personal exchanges through 
mutual introduction of friends. Members can disclose their personal profile, posts, and friends and acquaintances within a scope of their 
choosing—i.e., all Internet users, all members, a designated group, a community, etc.—, browse diaries and posts of SNS friends and 
acquaintances, and make comments or send messages. (Source: Ministry of Internal Affairs and Communications, FY2012 White Paper on 
Information and Communications in Japan)



Part II   Dynamic and self-transformative SMEs and micro-enterprises

Section 4

77

Case
2-1-10

A young entrepreneur who engages in a new, low-cost medical checkup 
service by utilizing student internships and the support of private support 
organizations

Carepro, Inc. (employees: 15; capital: ¥16.5 million), based in Nakano City in Tokyo, is a company that 
provides a medical checkup service at low cost.

Takashi Kawazoe, president of the company, harbored a desire to become an entrepreneur when he was 
in high school. After graduating from university, he worked for a management consulting firm for a year 
to learn about management, then went to work in the Diabetes and Metabolic Diseases Department in the 
Division of Internal Medicine at a university hospital to learn about preventive care, a field which Kawazoe 
felt held promise for business. While working at the hospital, Kawazoe saw that many inpatients regretted 
not having received a medical examination earlier. Taking a hint from this situation, he created a business 
model for a service that would offer simplified measuring of blood sugar level and neutral fat level by 
having users draw their own blood. Thereafter, Kawazoe refined his business model by entering a business 
plan contest and attending workshops, and finally started his business in 2007 and opened his first clinic in 
2008 with a mission to produce innovative healthcare services and contribute to building a healthy society.

To address the various issues the company faced after its startup as it endeavored to achieve a balance 
between social significance and profit, Kawazoe turned to external human resources and organizations.

In the beginning when the company was hard put to secure personnel, Kawazoe hired students as interns 
and part-time workers with a view to employing them in the future fresh out of college. Thereafter, the five 
students who experienced an internship at Carepro joined the company as employees. At present, they take 
charge mainly of new project development and are 
indispensable to the company’s growth.

In its third year, Carepro suffered a drastic loss in 
earnings due to the poor performance of its newly 
opened clinics. To review his business, Kawazoe 
sought support from a support organization 
(specified nonprofit enterprise called Social Venture 
Partners Tokyo introduced later in Case 2-1-11). The 
company returned to profit after receiving support 
in preparing operational manuals, establishing an 
internal meeting structure, planning management 
strategies, and increasing capital to purchase new 
testing equipment.

 Kawazoe believes Carepro’s business knowhow 
could be applied to other regions, and hopes to further 
spread its services by transferring the company’s 
knowhow to NPOs and other organizations by means 
of a franchise system.

Carepro, Inc.

A drugstore customer receiving Carepro’s low-cost 
medical checkup
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Case
2-1-11

A company that supports socially-oriented companies from both the 
management and financial aspects through the expertise of its partners

Social Venture Partners Tokyo (Chiyoda City, Tokyo) is a specified nonprofit enterprise that supports 
entrepreneurs who engage in innovative businesses geared to addressing social issues.

The enterprise has a membership of business people from a broad range of occupations who have a high 
interest in social businesses.21) These people are registered as Partners and provide their support to grantees. 
Today, close to a hundred Partners are registered with the enterprise. Entrepreneurs who receive support 
from the enterprise are selected by the vote of all Partners, and the Partners provide their expertise to 
addressing the selected grantee’s management issues over a maximum period of two years.

Based on an evaluation of the grantee’s business plan, the enterprise also provides financial support in 
the form of contributions and subsidies, funded by the membership fees of the Partners.

Takuya Okamoto, representative director of the enterprise, says Japan’s financial environment is not 
demonstrating its full potential to develop diverse entrepreneurs. He therefore wishes to contribute to 
changing the flow of funds by creating a scheme that would expand investments to businesses that endeavor 
to realize both social benefit and profit.

Hereafter, private startup support organizations like Social Venture Partners Tokyo are expected to play 
a large role in lending a helping hand to entrepreneurs who are in need of human resources and funds and 
face other such startup issues.

Social Venture Partners Tokyo (specified nonprofit 
enterprise)

Above, this chapter has examined how issues that 
arise from the stage of startup preparation to achieving 
stable management vary according to the type of startup, 
and how they change at each stage of development and 

growth.
To help address these issues, the government provides 

various specific support measures as summarized below 
in Fig. 2-1-22. 

21) Social businesses adopt business practices to solve social issues, and are characteristically (1) social in nature, (2) profitable, and (3) 
innovative, according to a report by the Social Business Council (April 2008).

Fig. 2-1-22 Major startup support measures

Issue

Type of startup

Startups that aim to conduct community-based business Startups that target nationwide and overseas markets

Procedures
n		An IT system will be created to promote information exchanges and consultations on management and startup 

issues among SMEs and micro-enterprises, individuals who aim to start a business and experts. (See Column 2-4-3 
in Chapter 4 for details.)

Fund procurement

n		Loans will be provided through the Japan Finance 
Corporation, credit guarantee will be provided by the 
National	Federation	of	Credit	Guarantee	Corporations,	
and a subsidy program to promote startups will be 
included in the fiscal 2012 supplementary budget. 
(See Column 2-1-2 for details.)

n		More risk money will be made available through 
the Innovation Network Corporation of Japan, the 
Development Bank of Japan and the Shoko Chukin Bank.

n		An environment will be created that facilitates fund procurement from individual investors and promotes venture 
investments by private companies.

n		Schemes that encourage entrepreneurs to take on additional challenges will be strengthened (review of personal 
guarantee, etc.).

Lack of management 
knowhow

n		Nationwide offices will be utilized fully to widely 
disseminate support measures and unearth seeds 
of growth in the regions. Local resources and 
management capabilities will be linked together to 
create an environment that facilitates startups and 
second startups.

n		One-stop support will be provided for the formulation of 
business models by gathering together top-notch venture 
managers and capitalists as “promoters.” (See Column 
2-1-4 for details.)

Personnel acquisition

n		¥28.2 billion will be included in the FY2012 
supplementary budget to support SMEs and micro-
enterprises in implementing internships for women 
and new graduates. (See Column 2-1-3 for details.)

Startup environment
n		The cultivation of new markets and creation of high added-value services will be promoted through regulatory reform 

and collaboration with the public sector. 
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Column 2-1-3 Human resource countermeasures program for SMEs and 
micro-enterprises

As seen earlier in Fig. 2-1-21, support for personnel acquisition is extremely important. At the 
same time, there are many new graduates and foreign students who are not employed because 
they do not know of attractive SMEs and micro-enterprises, and a considerable number of people 
who have left their jobs once to raise a child or other such reason and desire to return to work.

Given this situation, the SME Agency promotes matchmaking between SMEs and micro-
enterprises and human resources through hands-on work experience, as well as provides consistent 
employment support, from the establishment of visible relationships with universities and 
other educational institutions in accordance with regional characteristics, to the matchmaking, 
recruitment and employment of new graduates. Through this effort, the Agency aims to secure, 
retain and develop the necessary personnel who will bear the future of regional SMEs and micro-
enterprises and to strengthen the management power of SMEs and micro-enterprises so they can 
support Japan’s economy and regional industries and employment.

l	Budget: FY2012 supplementary budget worth ¥28.18 billion

1. New graduate employment project

 Support will be provided for the implementation of hands-on work experience at SMEs and micro-enterprises to 
provide new graduates and unemployed people who graduated from university after March 2010 an opportunity to 
acquire the abilities, skills and knowhow that are necessary for working at a business site of an SMEs and micro-
enterprises.

2. SME new workforce cultivation program

 Support will be provided for the implementation of hands-on work experience at SMEs and micro-enterprises to 
provide women and others who have left their jobs once to raise a child or other such reason and wish to return to 
work (new workforce) an opportunity to make up for their absence from the workplace.

3. Regional SME personnel acquisition and employment support program

 Consistent support will be provided for the acquisition of superior personnel by SMEs and micro-enterprises, from the 
establishment of visible relationships between such enterprises and students through the cooperation of local SME 
organizations and universities, to the matchmaking, recruitment and employment of new graduates, etc.

Step 1: Establishment of relationships with universities and university students
(E.g.: Lectures given at universities by SME business owners, exchanges with young 
employees, etc.)

Step 2: Matchmaking
(E.g.: Joint job fairs, employment referral, etc.)

Step 3: Personnel development and employment support for the entire community
(E.g.: Community-based new employee training, community-level networking 
among contemporaries, etc.) 
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Column 2-1-4  Development of support personnel for new business creation

In order to strengthen the growth potential of global growth-oriented enterprises, proper 
hands-on support by top-notch experts is needed at the seed stage and initial growth stage. 
Toward this end, it is necessary to promote the creation of new growth businesses by developing 
outstanding support personnel who can contribute to creating new businesses and organizing a 
network of supporters.

For its part, the Ministry of Economy, Trade and Industry has formed a support platform 
composed of entrepreneurs, major corporations, venture capital firms, consultants, lawyers, 
accountants and other such experts, to provide support to individual enterprises. Based on support 
policies established by the parent committee, working groups support individual enterprises as 
model projects and help them proceed to the next growth stage (collaboration with business 
companies, promotion of venture capital investment, contribution from public institutions, etc.). At 
the same time, best practices and knowhow obtained through hands-on support provided under 
this program are widely disseminated to the public.

In order for startup companies to overcome the 
period of unstable management and achieve growth and 
development without withdrawing from the market, 
they must make independent efforts for organizational 
transformation by exercising creativity, securing and 
developing personnel, and utilizing external human 
resources without clinging to their original business 

model, and continue to address issues that arise at each 
stage of their development.

Startup companies that survive repeated shakeouts 
and heighten their competitive strength will undoubtedly 
play a large role in revitalizing local economies and in 
cultivating foreign markets.

[Existing organizations (corporations, 
universities, research institutions)]

Latent seeds found within organizational 
walls (labor management, trade secrets, 

career change risks, etc.)

Working group of major 
corporations and organizations 

(E.g.: Business creation from spin-outs)

General startup working group
(E.g.: Business startups from 

business plan contests)

[Youths, women, foreigners]
Latent seeds hampered by social 

boundaries (networks, 
opportunities, education) 

[Parent committee]
Venture capital firms, major corporations, public 
support institutions, lawyers, accountants, etc.

Entrepreneurs, major corporations, 
venture capital firms, public institutions

Administrator Administrator Administrator Administrator Administrator Administrator Administrator Administrator
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Column 2-1-5 Startup characteristics and issues by industry

Startups exhibit diverse characteristics and various aspects depending not only on their 
management policy and the market they target in the future but also on the business field they 
select. This column examines the various characteristics and issues of startups by industry.

Firstly, let us examine the characteristics of entrepreneurs by industry.
The figure below shows a comparison of the ratio of startup companies in each industry to 

the total number of regional demand-creating enterprises and global growth-oriented enterprises, 
respectively, where the value of 1 represents the ratio of each industry to the total number of 
companies that responded to the questionnaire. Compared with the total number of entrepreneurs 
who responded to the questionnaire, a large ratio of entrepreneurs of regional demand-creating 
enterprises started their business in the construction and medical, healthcare and welfare field, and 
a large ratio of entrepreneurs of global growth-oriented enterprises started their business in the 
fields of information and communications and professional and technical services.

A look at entrepreneurs’ management policy by industry reveals that many entrepreneurs 
generally wish to place greater importance on achieving stable business continuity than on 
expanding business, although there are some differences according to industry.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1.  The y axis represents the ratio of each industry by type of startup to the ratio of each industry among all 
respondents of the questionnaire, where the value of 1 represents the ratio of each industry to the entire 
questionnaire. Values exceeding 1 mean that the industry accounts for a large ratio of the respective type of 
startup among all industries.

 2.  Of the two n values in parentheses shown after each item, the left value represents the number of regional 
demand-creating enterprises, and the right value the number of global growth-oriented enterprises.
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When looking at the ratio of female entrepreneurs by industry, the result shows a large proportion 
of female entrepreneurs in the medical, healthcare and welfare, life-related entertainment and 
recreation services, education and learning support fields.

Next, let us examine representative issues at the initial growth stage and the stability and 
expansion stage, by industry.

Entrepreneurs’ business management policy by industry

Comparison of the ratio of female entrepreneurs by industry

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Note:	 The	result	excludes	the	responses,	“Wish	to	downsize	or	close	business”	and	“Other.”	

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The y axis represents the ratio of female entrepreneurs by industry to the ratio of female entrepreneurs among 
all respondents of the questionnaire.

 2. The n value represents the number of companies that responded to the question about the gender of 
entrepreneurs, by industry.
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At the initial growth stage and the stability and expansion stage, personnel acquisition is the 
largest concern, as seen earlier in Figs. 2-1-16 and 2-1-19. Additionally, at the initial growth stage, 
a large ratio of entrepreneurs cite “personnel to assist the corporate manager” as the type of 
internal personnel they most require (Fig. 2-1-17), and at the stability and expansion stage, many 
cite “potential successors” in addition to “personnel to assist the corporate manager” (Fig. 2-1-20). 

By industry, a large ratio of entrepreneurs who cite “personnel to assist the corporate 
manager” as the type of internal personnel they most require at the initial growth stage are in 
the transportation and medical, healthcare and welfare fields, while only a small ratio are in the 
information and communications field, thus indicating there are differences among industries.

Similarly, by industry, a larger ratio of entrepreneurs as a whole cite “personnel to assist the 
corporate manager” as the type of internal personnel they most require at the stability and 
expansion growth stage than the initial growth stage, and the differences among industries are 
smaller, although slight differences still remain.

Ratio of entrepreneurs who required personnel to assist the corporate manager at the initial 
growth stage, by industry

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The result represents companies with more than one regular employee.
 2. The result represents companies that required internal personnel at the initial growth stage.
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Furthermore, a large ratio of entrepreneurs who cite “potential successors” as the type of 
internal personnel they most require at the stability and expansion stage are in the transportation 
and medical, healthcare and welfare fields, while only a small ratio are in the information and 
communications field, thus indicating there are differences among industries.

Ratio of entrepreneurs who required potential successors at the stability and expansion stage, 
by industry

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The result represents companies with more than one regular employee.
 2.  The result represents companies that required internal personnel at the stability and expansion stage.
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Ratio of entrepreneurs who required personnel to assist the corporate manager at the stability 
and expansion stage, by industry

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The result represents companies with more than one regular employee.
 2.  The result represents companies that required internal personnel at the stability and expansion stage.
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As at the initial growth stage, the ratio of entrepreneurs who cite “personnel to assist the 
corporate manager” at the stability and expansion stage is highest among most industries, although 
there are some differences according to industry, with “potential successors” the highest in the 
construction and transportation fields and also ranking high in other industries as well.

Internal personnel that were needed at the initial growth stage, by industry (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The result represents companies with more than one regular employee.
 2. The items shown above represent the top three responses with the highest total scores in each industry.

Now let us look at the top-ranking types of internal personnel that were needed at the initial 
growth stage and the stability and expansion stage, by industry.

At the initial growth stage, the ratio of entrepreneurs who cite “personnel to assist the 
corporate manager” is highest among most industries, but there are some differences according to 
industry, with “personnel with high skills regarding products and services” the highest in the fields 
of manufacturing, information and communications and professional and technical services, and 
“personnel capable of cultivating the market” highest in the wholesale and retail trade field.  
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Internal personnel that were needed at the stability and expansion stage, by industry (multiple 
responses)

Ratio of entrepreneurs who feel support for personnel acquisition is necessary as a startup 
support measure, by industry

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1. The result represents companies with more than one regular employee.
 2. The items shown above represent the top three responses with the highest total scores in each industry.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Note: The result represents the ratio of companies that said support for personnel acquisition is “necessary” or 
“somewhat necessary” as a startup support measure.

Furthermore, the ratio of entrepreneurs who feel support for personnel acquisition is necessary 
as a startup support measure is generally high across the industries, but particularly high among 
the medical, healthcare and welfare, accommodations and food services, and information and 
communications fields.
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Column 2-1-6  Re-startup initiatives

Providing support for startup and post-startup issues is conducive to reducing startup risks and 
creating an environment that facilitates startups. Also important to reducing risks is to create an 
environment that welcomes re-startup challenges by entrepreneurs who have exited the market 
once after their business did not go well due to various circumstances.

Here, let us analyze the obstacles to starting a business for the second time and examine the 
types of support that are necessary for re-startups.

Approximately 70% of entrepreneurs who responded that they have previous startup experience 
that did not go well also responded that they encountered an obstacle in re-starting a business, 
citing a number of obstacles.

As a specific obstacle, roughly 60% said they faced difficulty procuring funds, indicating that 
fund procurement is the greatest obstacle to re-startups.

Entrepreneurs who responded that it was difficult to procure funds when re-starting a business 
described their respective situations as shown below. It is difficult to judge from these situations 
alone whether the circumstances of their previous business had any impact on the difficulty in 
procuring funds for their new business, but one thing for certain is that re-startups face the same 
fund procurement problem as initial startups.

Obstacles to starting a business for the second time (re-startup)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1.  The result represents companies that said they have previous startup experience that did not go well.
 2.  “Other” responses are not shown.
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•		 My	previous	company	faced	financial	difficulty	and	ended	up	being	liquidated.	To	re-start	a	business,	I	
consulted with a bank but could only procure 30 to 40% of the necessary capital and had to cover the 
remainder with my own resources. (Information and communications industry)

•		 I	started	a	company	once	but	put	it	on	hold	to	re-start	a	business	in	a	more	promising	field.	I	consulted	
with a bank to obtain funding, but could not acquire the necessary amount and was in a bind. (Real 
estate industry)

•	 My	previous	company	suffered	a	serious	downturn	in	business,	and	the	company	and	I	personally	went	
bankrupt. I tried to start another business in the same field, but after going bankrupt, I could not even 
apply for a credit card. I somehow gathered enough money on my own to cover the expenses to start a 
business, but was finally able to receive a bank loan only after 7 years. (Construction industry)

•	 To	spend	more	 time	with	my	 family,	 I	quit	my	business	 in	 the	 food	service	 industry	and	 re-started	a	
business handling leisure goods. Having no performance record, I was only able to obtain a bank loan 
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Keys to the success of re-startups (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups (November 2012) commissioned 
by the SME Agency.

Notes: 1.  The result represents companies that said that they have previous startup experience that did not go well.
 2.  “Other” responses are not shown.

When looking at the keys to the success of re-startups, the largest ratio of entrepreneurs cite 
“utilizing past knowledge, experience and knowhow.” As described in the case below, making full 
use of existing knowledge, experience and knowhow to engage in a new initiative is important to 
bringing a re-startup to success.
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that covered 30 to 40% of the total expenses that I needed, and had no choice but to downsize my 
business	plan.	(Wholesale	trade	industry)

•	 I	was	a	president	of	a	company	that	went	bankrupt,	so	I	was	no	longer	eligible	to	receive	any	funding	
from banks. I was somehow able to gather enough capital to start another business by breaking into my 
savings and selling my property. (Retail trade industry)

•	 I	sold	my	previous	company	and	started	another	business	for	the	elderly.	At	the	time	of	my	re-startup,	
however, my business model was not well received as no similar models existed at the time, and I 
abandoned the idea of obtaining funds from the bank. I eventually started my business by putting in my 
own resources and receiving third-party allocation of shares. (Medical, healthcare and welfare industry)
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Case
2-1-12

A company that re-started a business with the employees of a family 
business that went bankrupt, by adding a newly developed product to 
the business

Tamu Co., Ltd. (employees: 17; capital: ¥10 million), based in Matsuyama City in Ehime Prefecture, is a 
company that plans, develops, manufactures and sells paper boxes that are used as packaging containers.

Tamu president Katsuhiko Tamura used to work at a paper box manufacturing company run by his 
brother-in-law. The company, which became the predecessor to Tamu, was founded in 1912 and was one 
of the largest paper box manufacturing companies in western Japan, employing more than 100 employees. 
However, in 2002, in the 90th anniversary year of the company, it went bankrupt due to large capital 
investments and reduced orders, and most of its employees lost their jobs. Tamura felt strongly that their 
high skills and knowhow of manufacturing paper boxes should not be lost, and established Tamu as a new 
company in 2003 along with four engineers from the previous company.

When starting his company, however, Tamura struggled to procure funds and cultivate a market.
Tamura faced difficulty obtaining funding from banks, so he received financial assistance from his relatives 

and utilized the services of a credit guarantee association. To cultivate a market, he began by apologizing 
to former business partners who were inconvenienced by his previous company’s bankruptcy. Most existing 
customers were already doing business with new partners, but Tamura and his engineers continued to 
approach them in an attempt to regain their relationship.

At the same time, Tamura was aware that his new business would run into a wall if he simply continued 
the previous company’s business plan, and believed it was necessary to differentiate his new company from 
his competitors by introducing new, high value-added products. He therefore engaged in the development 
of round paper boxes that were rarely made in Japan at the time, and came up with the “Kami-daru” by 
harnessing the paper box manufacturing technology cultivated by his previous company over its 90-year 
history. The Kami-daru was highly evaluated for its strength that can even withstand a load of 300 kg and its 
beautiful appearance, and successfully captured new 
customers among famous confectionary stores and 
fruit shops throughout Japan. Moreover, the “Trash 
Pot,” a paper trash basket made using the Kami-daru 
manufacturing method, garnered attention as a stylish 
and recyclable trash basket suited to today’s recycling 
society, and received the 2008 Good Design Award 
of Small and Medium Enterprises. In 2011, it was also 
introduced in the Japanese Good Design Exhibition 
held in India, and received high commendation.

Tamura says procuring funds and expanding the 
market were large issues during the first five years or 
so after establishment of his new company. Hereafter, 
he expects to face issues in further developing new 
products, engaging in research and development, and 
developing successors of the company’s technologies.

Tamu Co., Ltd.

The Trash Pot that received the 2008 Good Design Award of 
Small and Medium Enterprises
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Case
2-1-13

A company that advances local regeneration efforts after the earthquake 
disaster by newly engaging in the soil-less culture business

Rokugo Azzurri Farm Inc. (employees: 3; capital: ¥36.5 million) based in Sendai City in Miyagi Prefecture, 
is a limited liability company that engages in agricultural operations that include crop-dusting using radio-
control helicopters and the transportation and sale of locally produced vegetables.

Mamoru Kikuchi, president of the enterprise, started the company in 2004 while engaging in farming in 
the Wakabayashi ward Idohama district in Sendai city. He first launched an operation that utilized his license 
to fly a radio-control helicopter, and thereafter began selling local vegetables produced in the Idohama 
district in the produce section of major supermarkets as an operation that could be continued even in 
periods when not crop-dusting. He succeeded in securing stable earnings by adopting the direct-selling 
method, keeping track of sales in each store, and providing a selection of vegetables in close response to 
the distinct customer characteristics of each store.

However, in 2011, the Idohama district suffered serious tsunami damage in the Great East Japan 
Earthquake, and it became almost impossible to continue farming in the district.

Under this situation, a major restaurant chain proposed a reconstruction assistance project in the disaster-
affected area, where soil-based farming was seriously compromised due to salt damage from the tsunami. 
Under the project, a soil-less culture facility mainly for tomatoes would 
be built and local farmers would be invited to participate as trainees. 
Rokugo Azzurri Farm was selected as a local partner for the project, 
but Kikuchi initially planned to decline the offer, because he had no 
knowhow about soil-less culture. Yet he ultimately decided to take part 
in the project as a local partner upon learning that a soil-less culture 
expert of his own age would be providing support and strengthening 
his approval of the restaurant chain’s commitment to reconstruction 
assistance. Since then, Rokugo Azzurri Farm has been engaging in 
operations that are strongly rooted in the community, such as intensive 
farming and securing of personnel, by utilizing the network of personal 
connections it has established to date and also by receiving the 
cooperation of agricultural committees.

The company, however, has not yet recovered its transportation and 
sales business. On hearing his fellow farmers’ chagrined voices that their 
farming initiative had just begun to take shape when it was devastated 
in the disaster, Kikuchi strengthened his resolve to make a comeback. He 
has already prepared a regeneration plan, and expressed his strong wish 
to revive his local community as a farming area that has become even 
more resilient than before the disaster.

Tomato harvesting in a 
soil-less culture facility

Rokugo Azzurri Farm Inc.
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Chapter 2
New business development

SMEs and micro-enterprises have made enormous contributions to the transformation of Japan’s 
industrial structure by utilizing their strengths, including their inherent mobility, flexibility and 
enterprise. They drive Japan’s economy by always seeking out new business opportunities that go 
beyond the scope of existing business operations, often breaking ground in new markets.1)

The willingness of SMEs and micro-enterprises to actively rise to the challenge not only helps 
to grow the industry itself, it is also highly likely to assist in vitalizing the nation’s economy. 
In this chapter, we focus on the development of new businesses that spur progress in types and 
spheres of business that differ from existing businesses of the SMEs, looking at the effects of 
that development on the SMEs, the problems they encounter, and their intentions regarding new 
business development in the future.

Section 1 Features of industries where new businesses have been 
developed

l	Types of new business development
In this chapter, new business development will be 

defined or classified and analyzed as shown below.

l	Rate of new business development among SMEs 
in manufacturing
We will begin by looking at the rates of new business 

development by enterprise employment scale, focusing 
specifically on manufacturing.

Fig. 2-2-1 compares the year 2000 with 2010, showing 
that the fewer the employees in an enterprise, the lower 

the rate of new business development, with the rate among 
small and medium enterprises being half or less that of 
large business enterprises. Conversely, the development 
of new business in SMEs and micro-enterprises led to a 
change of business for more than half the enterprises.

l	Company performance and employee scale
What are the characteristics of enterprises who 

succeeded in breaking out of their existing business 
framework and establishing a new business? Based on 
the Survey of New Business Development Among SMEs,4) 

we will now examine the characteristics of enterprises 
who developed new businesses in the last 10 years by 
comparing them with enterprises who did not consider or 
implement new business development.

Fig. 2-2-2 shows the financial outlook for enterprises 
who developed new business and enterprises who did 
not consider or implement new business development. 
In terms of both projected sales and projected profits, 
enterprises who changed their business had the highest 
rates of “Increasing trend”, while enterprises who opted 
for diversification ranked second. Both had higher rates 
than enterprises who did not consider or implement new 
business development. The same trends can also be seen 
with regard to employment.5)

1) Preface to the Small and Medium Enterprise Charter.
2) In our statistics-based analysis, the industry classifications are derived from the industry subcategories in the “Japanese Standard Industrial 

Classification” used by the Ministry of Internal Affairs and Communications (MIC).
3) Core business is defined as the overall business activity that supplies the products and/or services that yield the highest proportion of sales (shipments).
4) This was a questionnaire that surveyed 15,000 SMEs in November 2012, conducted by Mitsubishi UFJ Research and Consulting Co., Ltd. on behalf 

of the Small and Medium Enterprise Agency (SME Agency). The return rate for the survey was 20.9%. Refer to the reference materials for details.
5) The financial outlook for the current fiscal year, like the financial outlook for 3 years from now, also shows that rates of “Increasing trend” are highest 

for enterprises who have changed their business, followed by enterprises who have diversified. (See Appended note 2-2-1.) To compare cases of 
new business development, the figure shows enterprises who replied “Have neither developed nor considered developing” in response to the survey 
question: “Have you developed or considered developing new business in the last 10 years?”. However, there were also enterprises who responded 
“Have considered or are considering”. Refer to Appended note 2-2-2 for the financial outlook for these enterprises. In general, we can see that the trend 
is fairly similar to that for diversified enterprises, mid-way between enterprises who diversified and enterprises who did not develop a new business.

○  New business development: Ventures into business 
types or business sectors that are different from 
the existing business.2) Based on the details of 
the analysis, new business development is further 
classified into either a change of business or 
diversification.

○  Change of business: Situations where new business 
has been developed in the past 10 years, resulting in 
the core business3) being different from what it was 
10 years ago.

○  Diversification: Situations where new business has 
been developed in the past 10 years but the business 
has not been transformed as a result.
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Fig. 2-2-1 Rates of businesses developing new business by number of workers among 
enterprises in manufacturing (2000-2010)

Fig. 2-2-2 Financial outlook according to whether new business was developed

Source: Recompiled from METI, Census of Manufactures.
Notes: 1. Applies to business establishments with 4 or more workers.
 2. The value for n indicates the number of business establishments that developed a new business.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.
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6) Refer to Appended note 2-2-3 for information on the extent to which sales volumes in the previous core business change when an enterprise 
changes its core business.

Looking at these differences in financial outlook, we 
can infer that new business development is an important 
factor with regard to business regeneration and growth.

Fig. 2-2-3 shows the employment scale of enterprises 
according to whether they developed a new business. 
There are no significant differences in the employment 
scale when we compare enterprises who have undergone 
a change of business with enterprises who have not 
developed or considered developing new business. 
However, in the case of enterprises who diversified, a 
large proportion have a high number of employees. For 
instance, enterprises with over 100 employees make up 
around 40% of the total. Fig. 2-2-1 above shows that a 
high proportion of large manufacturing businesses are 

diversifying, but we can see a similar trend across all 
business types.

In general, large-scale companies that pursue a wide 
range of businesses probably find it easier to undertake 
the change of business that accompanies the switching of 
their core business. The results of the survey show that 
enterprises with a smaller employment scale tend to focus 
their own management resources on the new business and 
have the agility to quickly to change their core business, 
whereas enterprises with a larger employment scale are 
more likely to expand the scope of their business activities, 
moving into new business areas while still maintaining 
their core business.6)

Fig. 2-2-3 Enterprise employment scale according to whether new business was developed

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Note: Totals exclude “Don’t know” responses.

Fig. 2-2-4  Performance when enterprises started considering new business development

Case
2-2-1

An enterprise who committed fully to its medical equipment business and 
greatly increased its sales in that business

Suzuki Precion Co., Ltd. (employees: 65; capital: ¥30 million), based in Kanuma City in Tochigi Prefecture, is 
a business engaged in the precision machining of components for products such as semiconductor fabrication 
equipment and medical equipment.

Until roughly 10 years ago, semiconductor fabrication-related products made up almost all of the company’s 
sales. The turning point for the company came in 2005 when they were approached by a client, a medical 
equipment manufacturer for whom they were handling a small number of components, who mentioned that 
they would probably not be in a position to place any further orders unless Suzuki Precion obtained certification 
as a manufacturer. At the time, medical equipment industry was not so popular as they are currently, but they 
determined that it would give them the advantage of getting into the market early, and so decided to commit 
fully to participating in the medical equipment business.

They began by undertaking the preparations to acquire ISO13485 certification, which is the international 
standard for quality management systems specifically tailored to the medical equipment field. At that time, very 
few enterprises had acquired this certification, and its acquisition was seen as a way to boost the company’s 
trustworthiness and cultivate new clients. Now, they have obtained permits both to manufacture and sell medical 
equipment and are building systems to deal directly with medical equipment manufacturers. They have also 
augmented their already high levels of technical expertise by familiarizing themselves with medical equipment, 
building a quality assurance system and deploying 
dedicated sales staff, successfully creating a network 
that meets the aspirations of health-care practitioners. 
Amid an increasingly tough business environment for 
semiconductor-related products, sales from the medical 
equipment business, primarily implants and endoscope 
components, exceeded 60% of total sales in FY2012.

According to Suzuki Precion Chairman Tsuneyoshi 
Suzuki, “The staff working in our fabrication facilities 
are able to respond flexibly, and the relevant managers 
at our clients can communicate directly with the people 
engaged in the manufacturing processes. If we are mass-
producing components, we must have flexibility at the 
plant, and our strength is that we not only have a strong 
sales team, we also have flexibility built into the system.”

Reusable foraminal port developed by Suzuki Precion
(a device used in endoscopic foraminal procedures)

Suzuki Precion Co., Ltd.
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Section 1

7) Refer to Appended note 2-2-4 for information on how performance changed before and after new business development was implemented.

Fig. 2-2-4 looks at enterprises who developed a new 
business and examines their performance trends when 
they started considering new business development. As 
the figure shows, for both enterprises who changed their 
business and those who simply diversified, those with 
improving performance at the time are almost exactly 
matched by those with deteriorating performance. From 
this, we can infer not only that those enterprises whose 
performance was improving from when they began 
considering new business development did not develop 
the new business as a way to secure new revenue sources, 

but also that among the enterprises with declining 
performance, there are some who developed the new 
business as a way to resolve their current problems.7)

As shown by the case study below, there are also 
enterprises with deteriorating performance where 
the successor found an escape route, and a massive 
improvement in performance, through a new business. 
In this case, success came as a result of a change to the 
existing business that was so complete as to effectively 
constitute the founding of a new business. 

Case
2-2-2

A manufacturing enterprise who started up a new business by retaining 
their passion for on-site manufacturing

Swany Co., Ltd. (employees: 13; capital: ¥4 million), based in Ina City in Nagano Prefecture, is a company 
that handles consignment design work for cabinets and machine components using 3D CAD systems, and also 
uses equipment such as 3D scanners and 3D printers to provide support services from product planning and 
development through to trial- and mass-production. The predecessor of company president Yoshihiro Hashizume 
first established the company in 1970 as a supplier of electrostatic powder coating as insulation for precision 
electronic components. At its peak, the company employed 60 staff. However, the supply of work dwindled when 
a major client moved its assembly plant offshore. When the current president returned to his home town in 2010, 
the only workers still at the firm were his mother and father.

Before he returned, Hashizume had worked for a major manufacturer as a temporary worker supplied by an 
employment agency, engaged in areas including product design and production plant management. Based on 
the experience he had gained, he believed that it was crucial that design and testing be integrated with actual 
manufacturing. His idea was that he wanted to provide product design engineers with an environment that 
would facilitate creative product development by allowing them to design and trial ideas quickly. 

When he first took over the company from his father, it was his intention to gradually build up the business by 
himself. But as he talked to various people about his idea, he found himself becoming swamped with inquiries. 
The company purchased more equipment and took on more employees and has now become the go-to firm 
for large manufacturers and SMEs all over Japan who need someone who can handle urgent trial production 
requests.

It is still only a short time since the new business was started up, and the company’s employees include many 
young locals who are interested in manufacturing and design. They do not yet have many years of design 
experience, but through their dealings with customers, creating trial products from design drawings and carrying 
out repeated checking, they are quickly gaining lots of 
experience and improving their technical expertise.

According to Hashizume, “The work itself has 
completely changed, but I still have the passion for on-
site manufacturing that I inherited from my father. I love 
being involved in developing really exciting products, 
and in the future I’d like to create products like that. 
Regional family-run businesses like this have to survive 
if manufacturing Japan is not going to completely 
disappear. I hope that our hard work can be the stimulus 
that will bring in more work from all over and help to 
raise a new generation of young engineers here in Ina. 
And if someone as young as me can succeed, perhaps 
that will inspire people in other regions to believe that 
they can do it too.” Design in progress

Swany Co., Ltd.
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Case
2-2-3

An enterprise working to revitalize manufacturing by sponsoring the  
All-Japan Manufacturing Koma-taisen Tournament

Minaro Co., Ltd. (employees: 13; capital: ¥10 million), based in Yokohama City in Kanagawa Prefecture, 
is an enterprise engaged in manufacturing items such as model cars and model ships made from precision-
turned synthetic wood (chemical wood). As well as conducting his main business, Minaro President Kenji 
Midorikawa also sponsors the All-Japan Manufacturing Koma-taisen Tournament, in which manufacturers 
from all over Japan pit their technical expertise and imaginative creativity against each other using their 
own fighting spinning tops. 

Midorikawa first dreamed up the tournament in 2011 as an opportunity to force the normally rather 
introverted manufacturing industry out of its shell. He contacted manufacturers all over Japan via SNS and 
asked them to take part. In 2012, 22 teams, drawn primarily from the companies and corporate groups who 
responded positively to his appeal, took part in the inaugural All-Japan Tournament. This now has grown to 
around 200 teams who lined up for the 2nd All-Japan Tournament8) in 2013.

The factors that determine victory or defeat in the tournament are the capacity to manufacture a 
spinning top that can withstand impacts from the competing top, and that can continue spinning for as 
long as possible while still being no larger than the regulation diameter of 2 cm. Staff at the participating 
enterprises are totally behind the technical development of their top, using their originality and ingenuity to 
create a spinning top that meets the necessary criteria. Many of the participants report that the tournament 
boosts motivation within their enterprise, and that the task helps the older workers pass on their expertise 
to the younger hands. In some cases, multiple enterprises band together to form a team to develop their 
top and take part in the tournament, which has the effect of deepening the ties between businesses and 
helping to generate new ideas and technical innovations. The tournament also attracts considerable media 
attention, and sales of the tops help to establish new marketing channels. According to Midorikawa, “The 
addition of a playful element in the form of spinning 
tops makes everyone work more enthusiastically. 
Exercises like this serve to bring more manufacturers 
together as a community and will surely breathe life 
back into manufacturing in Japan.”

The first All-Japan Tournament was won by Yuki 
Precision Co., Ltd. of Chigasaki City in Kanagawa 
Prefecture, while victory at the 2nd All-Japan 
Tournament went to Sion Inc., from Mino City in Gifu 
Prefecture. Some have shown an interest in further 
planning efforts, including appealing for sponsors 
to facilitate the management of future tournaments 
and broadening the scope to include overseas as well 
as Japanese entrants.

A spinning top bout

Minaro Co., Ltd.

8) Swany Co., Ltd., profiled in previous Case 2-2-2, participated in the All-Japan Tournament after winning the Shinshu-Hokuetsu regional 
tournament.
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Looking at the core business outlook after new 
business was developed, the proportion who responded 
that they were expecting core business to grow was high 
when compared to enterprises who neither developed 
new business nor considered doing so. This was true for 
both enterprises who changed their business and those 
who diversified. This trend is particularly marked in 
enterprises who changed their business, suggesting that 
those businesses managed to re-orient from their existing 

business to a business sector with plenty of scope for 
growth (Fig. 2-2-5).

It is also clear that enterprises who changed their 
business and those who diversified have a brighter outlook 
in the domestic market than enterprises who neither 
developed new business nor considered doing so, and that 
they also expect to see growth across the entire domestic 
market, not just in their own core business.

Fig. 2-2-5 Prospects for core business and the domestic Japanese market according to 
whether new business was developed

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Note: Totals exclude “Don’t know” responses.
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Case
2-2-4

A farm produce company that handles everything from tomato growing 
to direct sales and sales of processed goods

Tomato Land Iwaki Co., Ltd. (employees: 36; capital: ¥33 million), based in Iwaki City in Fukushima 
Prefecture, is a farm produce company with an annual production of around 800 tons of highly nutritious 
tomatoes, grown with minimal use of agricultural chemicals. The company takes advantage of having 
Japan’s highest number of sunny days by using large-scale glass hothouses built with technology imported 
from the Netherlands, the world’s leading nation in hothouse horticulture.

In the company’s hothouses, sensors automatically detect the amount of sunlight and the intensity of the 
light, as well as the amount of nutrient solution being taken up by the tomatoes. Computers then control 
the environment by opening and closing skylights and curtains, and by controlling the supply of nutrient 
solution. This allows them to consistently produce tomatoes that contain almost twice the normal amount 
of vitamin C and lycopene and that are firm even when fully ripe, using only minimal amounts of chemical 
fertilizers.

The company was founded in 2001 by Chiharu Kujiraoka, who was running his own farm as a rice grower 
and dairy farmer. When he first started the business, he shipped the tomatoes he produced to the market. 
But later, he set up his own direct sales outlet on the site and in the Iwaki railway station building. In 2008, 
he launched the processed goods business, selling products such as tomato juice. Because these processed 
products made effective use of non-standard tomatoes, they were supplied to the direct outlets free of 
charge from 2007. But they proved so popular that they soon became products in their own right in response 
to demand. Juice made from fresh raw tomatoes was unusual, and was so sweet that its flavor was found 
to be delicious despite being very rich, and word of the juice soon spread. People visiting the outlets said, 
“Because the juice is so delicious, I’d like to try eating raw tomatoes, too.” So it also had a synergistic effect. 
Now, the product range has expanded from just tomato juice to also include products such as pasta sauce, 
jams, jellies and even ice cream.

Since he turned his hand to direct sales and processed goods sales, tomato production has also expanded 
so that his staff has grown from 25 when the business was formed to its current level. Local housewives 
are employed full-time in the hothouses and direct sales outlets, but at the peak of the cropping season in 
summer, they also enlist the support of local retired farmers. According to Senior Managing Director Hiroshi 
Motoki, “We’ve always relied on the local people. In the future, we want to maintain our close ties to the 
community as we grow.” 

The company’s store in Iwaki railway stationDirect sales store at the company’s farm

Tomato Land Iwaki Co., Ltd.
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Fig. 2-2-6 The existence of own-brand products or services according to whether new 
business is developed

Fig. 2-2-6 shows the proportion of enterprises with 
their own brand of products or services, according 
to whether they developed a new business. Among 
enterprises who changed or diversified their business, 
a high proportion have their own brand of products or 
services when compared with enterprises who did not 
develop or consider developing a new business. 

It is not easy for SMEs and micro-enterprises to 
have their own brand of products or services. Fig. 2-2-2 
above showed the correlation between the performance 

of enterprises who developed a new business, but where 
an enterprise establishes its own brand through its own 
management effort, this may in effect be linked to the 
improved performance made possible by the change of 
business.

Based on the correlation between new business 
development and performance and the establishment of 
an own brand, it seems likely that the development of 
its own brand by an enterprise is an important factor in 
developing a new business.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.
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Column 2-2-1 Examples of products or services developed by SMEs and 
micro-enterprises

In the modern-day society in which we live, there are many products and services that were 
developed after unstinting effort on the part of SMEs and micro-enterprises. Such products and 
services are now deeply embedded in our lifestyles, and have in turn significantly changed our 
lifestyles. Here, we will summarize some examples of breakthrough products and services that were 
developed by SMEs and micro-enterprises.

[Examples of products and services]

n	 White Rose Co., Ltd.: Plastic umbrellas

  White Rose Co., Ltd. (employees: 3; capital: ¥35 million) is based in Taito City in Tokyo and was the first 
company in the world to develop plastic umbrellas. The umbrellas were first developed soon after the end 
of World War II, but the subsequent importation of cheap overseas products thinned the ranks of Japanese 
manufacturers. As the developer of the product, White Rose stood firm and is now the only independent 
company that has continued to make Japanese plastic umbrellas.

n	 Fulltime System Co., Ltd.: Parcel delivery lockers *An SME at the time of development

  Fulltime System Co., Ltd. (employees: 108; capital: ¥498 million), located in Chiyoda City in Tokyo, is the 
company that developed Japan’s first parcel delivery locker in 1985. Company President Kouichiro Hara set 
about developing the first locker in 1983 and established the company when he acquired the utility model 
rights for a “safe delivery storage management system (Fulltime Locker)” in 1985.

n	 Olfa Corporation: Snap-off blade cutter

  Olfa Corporation (employees: 88; capital: ¥36 million) is a company based in the city of Osaka that 
manufactures and sells cutters, knives and their accessories. The founder of the company, Yoshio Okada, 
developed the snap-off blade cutter in 1956 as an economical and easy-to-use knife for cutting paper in the 
printing company. Today, his products are exported to over 100 countries and regions around the globe.

n	 Genroku Sangyo Co., Ltd.: Kaiten-zushi (“conveyor-belt sushi”)

  Genroku Sangyo Co., Ltd. (employees: 250; capital: ¥10 million) is located in Osaka City and operates 
the “Mawaru Genroku Sushi” chain. The founder of the company is Yoshiaki Shiraishi, who hit upon the 
idea of a conveyor-belt for sushi after seeing a conveyor belt in a brewery. He opened the first restaurant in 
Higashi-Osaka in 1958. He later patented his idea as a “rotating conveyor-belt meal counter” in 1962, and 
it became widely popular throughout Japan after it appeared at the Japan World Expo.
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Fig. 2-2-7 Reasons why enterprises with good results from new business development 
selected their new business sector

As the case studies below illustrate, there were 
also some enterprises who achieved success by using 

technologies and expertise accumulated in their existing 
business to advance their new businesses.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Notes: 1. Here, the total for enterprises who achieved good results by developing a new business refers to those enterprises 
who developed a new business in the last 10 years and who responded that the new business “had a positive impact” 
on the company’s business when everything was taken in to consideration.

 2. The seven items shown in the figure above were listed as the reasons for selecting the business sector.

Section 2 Reasons for choosing business sectors for new business 
development and the effects of that choice

In the previous section, we examined the characteristics 
of companies who undertook new business development 
from the perspective of their financial outlook and 
employee scale. In this section, we will look at their 

reasons for choosing the business sectors for their new 
business development and the effects that flow from that 
choice.

l	Business sectors for new businesses
What are the key points that enterprises prioritize when 

selecting the business sector for a new business? Fig. 2-2-7 
shows the responses when enterprises who achieved good 
results by developing new businesses were asked why 
they selected the business sector for their new business. 
The results show that the response “It utilizes our own 

technology and expertise” yielded the largest proportion 
of responses, followed by “It utilizes the supply routes 
for our products or services”. We can conclude that SMEs 
and micro-enterprises with limited management resources 
were seeking out business sectors that made the best 
possible use of their existing management resources.
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Case
2-2-5

An enterprise who brought the construction steel techniques it had built 
up over many years across into its venture into the solar photovoltaic 
array business

Okuji-kensan Co., Ltd. (employees: 117; capital: ¥60 million), based in Matsubara City in Osaka Prefecture, 
fabricates the steel substrates used to support ceilings, walls and floors in residential construction. When the 
company fabricates and ships all the required materials for a residential building project, it produces and 
ships for each specific residence to ensure that the shipments are correct and nothing is left out. As a result, 
it has been able to maintain its residential construction-related sales despite the downturn in residential 
housing starts.

In 2002, Okuji-kensan started manufacturing solar photovoltaic arrays in response to a request from a 
major electrical products manufacturer. Roof shapes differ from house to house, and the required materials 
and dimensions for module installation also differ. The request came because the electrical products 
manufacturer could not work with individually specific requests, whereas Okuji-kensan had a track record 
of production and shipments tailored to individual dwellings. Because building photovoltaic arrays was an 
area to which its techniques for manufacturing steel substrates could be readily transferred, it decided focus 
on business related to solar power generation. In 2009, it started manufacturing photovoltaic arrays for 
commercial use, stealing a march on its competitors.

Given its expertise in technology development, Okuji-kensan also channeled its energy into basic research 
and is engaged in joint research with a university into materials and construction. The company is also 
conducting long-term exposure testing at seven locations throughout Japan, studying the effects on the 
materials of exposure to factors such as salt damage, hydrogen sulfide and nitrogen oxides. Praise for 
their efforts into this sort of basic research has led to direct orders for photovoltaic arrays for commercial 
applications.

Their total shipments of solar photovoltaic arrays 
have now reached the equivalent of 200,000 roofs 
and they hold the leading share of the market for 
commercial photovoltaic arrays. Returns from the 
solar photovoltaic array business are growing steadily, 
and are expected to increase to roughly equal the 
core residential-related business during FY2012.

To cope with the increased demand in recent years, 
Okuji-kensan is currently building a new factory 
in Sukagawa City in Fukushima Prefecture. The 
factory is being built in conjunction with solar power 
generation equipment and will be self-sufficient in 
terms of its power supply. As such, it is attracting 
considerable attention as a symbol of the post-
earthquake reconstruction. Solar photovoltaic array manufactured by Okuji-kensan

Okuji-kensan Co., Ltd.
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Case
2-2-6 

An enterprise who created new demand by developing new technology 
that uses a new lacquering technique discovered through industry-
university cooperation

Shimomura Shikki Co., Ltd. (employees: 14; capital: ¥10 million), based in Sabae City in Fukui Prefecture, is 
an enterprise located in, the home of Echizen lacquer ware. While continuing to hand down the traditional 
lacquer techniques, the company has also worked to expand its business by developing products suited to 
the changing times.

In 2000, it received a request from one of the member companies in a major airline’s corporate group for 
tableware and trays suitable for use with induction heating. The development of such products is beset with 
numerous technical obstacles, and it was expected that developing a usable product would be very difficult. 
However, realizing that developing a successful product would generate demand from hospitals and schools 
that supply meals on a very large scale, the company set up an R&D program for the product. The company 
were aware of a sense of impending crisis in its core business of manufacturing and selling lacquer ware due 
to the growth in imports of cheap goods from overseas, so their aim was to secure a new source of revenue 
by extending the range of their business into a new market.

The company began by developing an integrated forming technique that prevented the distortion 
caused by localized thermal expansion following induction heating, while also taking the different thermal 
expansion coefficients of stainless steel and plastic into account. It also collaborated with the National 
University Corporation of the University of Fukui to develop a thin-film coating technique using a ceramic 
material that effectively improved the durability of the product while also preventing the discoloration 
caused by pigments in the food adhering to the dish. This technique was achieved through a fusion of the 
traditional lacquer lamination technique used for Echizen lacquer ware, which builds up successive layers of 
materials with different compositions, with multi-layer thin-film technology for nano-particles.

The originality of this technological development was recognized, with the patent for a food tray being 
granted in 2007. It also won the “Excellence Award for 
the Application of Traditional Techniques” in METI’s 
3rd Monozukuri Nippon Grand Awards. The induction 
heated tableware business has grown to the point 
where it now makes up about 50% of the company’s 
total sales, and is well on the way to becoming its core 
business.

The company is currently working on developing 
a business for new food supply systems in which 
tableware is filled with food prior to the cooking 
process, and the food is then induction heated inside 
the cart. Demonstration testing is under way in 
aged care facilities to develop recipes and operation 
manuals, etc.

Shimomura Shikki Co., Ltd.

Induction heating cart Tableware for using in 
an induction heating cart

What have been the effects of these initiatives for 
enterprises who developed a new business? Looking at 
Fig. 2-2-8, we can see that there is a higher proportion 
of “Had a beneficial effect” responses for items such as 
“Improved corporate PR/brand recognition”, “Improved 
enterprise reliability” and “Enterprise potential/growth”. 
On the other hand, while some enterprises responded “Had 
a beneficial effect” with respect to increased or stabilized 

company profits, there were certainly some who also 
responded “Had a negative effect”. From this we can see 
that when new business is developed, committed business 
development by an enterprise delivers beneficial effects to 
the fundamentals of the business as a whole by improving 
the recognition and reliability of the enterprise, rather 
than having a short-term impact on company profits.
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Column 2-2-2 Sectors related to the new business

Fig. 2-2-7 above revealed that when enterprises select a business sector for their new business, 
they give priority to sectors where they can utilize their own techniques and expertise, but what 
specific sectors are these enterprises moving into? Among enterprises who developed or considered 
developing a new business in the last 10 years, the sector into which the largest number of enterprises 
ventured is “Environmental protection/recycling”, followed by “Energy saving” and then “New 
energy”.

When we asked enterprises who were planning to develop or consider developing a new 
business in the future which new business sectors interested them, around 30% responded “New 
energy” or “Energy saving”, indicating that there is strong interest in the energy-related sectors 
going forward. Also, about 20% of responses chose “Agriculture, forestry and fisheries”, suggesting 
that there will be a ramping-up of 6th-order industrialization in years to come.

Fig. 2-2-8 Effects of having developed a new business

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who developed a new business in the last 10 years.
 2. Respondents who selected “Positive impact” or “Fairly positive impact” were counted as reporting positive impact, 

and those who selected “Negative impact” or “Fairly negative impact” were counted as reporting negative impact.
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. For sectors related to the new business, the totals exclude “None of the above” responses from enterprises 
who developed or considered developing a new business in the last 10 years.

 2. For sectors related to new business in the future, the totals exclude “None of the above” responses from 
enterprises who responded that they will develop or consider developing a new business in the future.
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9) Refer to Appended note 2-2-5 for information on trends in shipments of medical devices and equipment.

Column 2-2-3 SMEs and micro-enterprises who support growth sectors

As detailed in Column 2-2-2 above, the sectors in which SMEs and micro-enterprises are trying 
to develop new businesses are primarily sectors where future growth is anticipated, and it is these 
sectors where the presence of SMEs and micro-enterprises is being increasing felt.

When we look at trends in shipment volumes of medical devices and equipment as an example 
of a future growth sector, shipments by SMEs and micro-enterprises in that sector are gradually 
increasing, and as a proportion of the total they are also growing year by year.9)

SMEs and micro-enterprises will doubtless bolster industries in such growth sectors, thereby 
assisting industries to develop.
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Source:  Recompiled from METI, Census of Manufactures.
Note:  Statistics for business establishment units with four or more workers are recounted in enterprise units.
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Fig. 2-2-9  Issues confronted in new business development by enterprise scale (multiple 
responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Note: Totals are compiled for enterprises who developed a new business in the last 10 years.

Section 3 Issues in new business development

The previous sections dealt with the business sectors 
targeted for new business development and the effects 
of that development, but there are many issues to be 

faced in that process. This section summarizes the issues 
confronted by enterprises who develop a new business.

l	Issues in new business development
If we compare the issues faced by enterprises who 

develop a new business based on the scale of the business, 
many entrepreneurs running micro enterprises listed 
financial issues such as “Lack of funds on hand” and 
“Difficulty procuring funding” (Fig. 2-2-9).

In section 4 of part 1, it was shown that the ratio of 
equity to total assets for micro enterprises, particularly in 
manufacturing, is consistently at a low level, and it is clear 
that the difficulty micro enterprises have in procuring 

funding generally is a widespread problem with regard to 
developing new businesses.

Among medium enterprises however, many responded 
“Difficulty obtaining staff for the new business” and 
“Lack of knowledge or expertise relating to managing the 
new business”.

Regardless of company size, many enterprises also 
listed “Difficulty attracting or retaining clients”, indicating 
that this is a common problem.
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Case
2-2-7 

An enterprise who developed a business in the medical sector with an 
original development and marketing strategy

RF Co., Ltd. (employees: 230; capital: ¥1,782.2 million), based in Nagano City in Nagano Prefecture, is 
engaged in developing, manufacturing and selling medical instruments such as wireless intraoral cameras 
for dentistry and digital X-ray sensors.

RF President Jiro Maruyama founded the company with his wife in 1993, developing compact wireless 
CCD (charge-coupled device) cameras for industry. The cameras were also used in applications such as model 
railways, and in 1996 they were approached out of the blue by an American dental surgeon who had one 
of the model railway cameras. He was very interested to know whether the product could also be used 
as an intraoral camera, and that encounter triggered the company’s entry into the medical sphere. While 
they are little known in Japan, RF’s intraoral cameras are highly regarded for their combination of quality 
and affordability in the technically advanced U.S. market, factors that have made its products a hit both 
domestically and overseas.

RF is currently gaining domestic and overseas clients for what is now its core product, digital X-ray 
sensors, which also utilize the company’s CCD technology. In Spring of 2012, it also launched a dental X-ray 
CT (computerized tomography) unit, a tool that is indispensable in dental implant treatment. One of the 
key characteristics of the company’s market development is its direct sales targeted to medical practitioners. 
They direct-mail practitioners and then arrange to have interested dentists visit one of their 12 stores 
located in major cities all over Japan. At the store, sales staff can pitch the product at the dentists while 
demonstrating the actual machine, which increases their success rate. This process also allows them to 
directly canvass a range of opinions on the products that they can feed back to the product development 
department, helping to ensure speedy product improvements and new product development. So while 
RF is the developer and manufacturer, sales takes the lead with regard to product specifications, pricing 
and release timing. With a clear grasp of customer requirements and driven by original technology, RF is 
developing and selling high-performance products at prices that cannot be matched by other companies, 
giving them the leading share of the market.

To cope with growing demand, RF has built a new factory in Nagano City that began operating in August 
2012, while they have repaired the evacuated distribution center in the industrial park in Sukagawa City in 
Fukushima Prefecture and began operating the new plant in November. The company is not considering 
moving production offshore to locations such as China. In fact, a determination to keep future production 
inside Japan has been management policy since RF was founded.

As a lesson learned from the earthquake, It has 
also established a new company that provides disaster 
supplies and consumables required by medical 
practitioners. This new business was developed 
with the aim of helping to provide a disaster-
proof environment in which doctors and staff can 
concentrate on diagnosis and treatment. According 
to RF Vice President Naomi Karasawa, after whom 
the company’s “NAOMI” digital X-ray sensor was 
named, “By understanding the needs of practitioners 
and supplying them with innovative equipment and 
services, we can ease the burden of establishing and 
managing a new practice. This improves the treatment 
environment and ultimately benefits the patient.”

The RF wireless intraoral camera for dentistry

RF’s “NAOMI” digital X-ray sensor

RF Co., Ltd.

Enterprises who responded “Lack of funds on hand” 
or “Difficulty procuring funding” as the issues they faced 
when developing a new business were then asked what 
funding procurement methods they would use in the 
future. Fig. 2-2-10 shows the results. Micro enterprises 

were particularly likely to face funding issues and, 
compared with medium enterprises, more of them said 
that they would use a “Subsidy or grant” or “Capital loan 
(subordinated loan)”, showing that they were open to 
procurement options outside normal funding.
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Fig. 2-2-10  Future options for funding procurement methods by enterprise scale

Fig. 2-2-11  Problems encountered in new business development by rate of subcontracting 
(multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Notes: 1. Totals are for enterprises who responded “Lack of funds on hand” or “Difficulty procuring funding” as the issues faced 
when developing a new business in the last 10 years.

 2. Totals exclude “Other” responses.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Note: Totals are compiled for manufacturing enterprises who developed a new business in the last 10 years.

When the issues faced during new business development 
are restricted to the manufacturing sector and viewed in 
terms of the rate of subcontracting, enterprises with high 
levels of subcontracting returned a high proportion of 
“Difficulty attracting or retaining clients” responses. This 

may indicate the difficulty that enterprises who depend on 
dealings with a parent company have in securing new sales 
channels. It is also clear that enterprises with higher rates 
of subcontracting tend to be beset by problems of various 
kinds when developing new business (Fig. 2-2-11).

The above information shows us that developing a 
new business, while it has benefits for the enterprise 
itself, also raises various issues that the enterprise must 
face in the process of developing its new business. The 
government is devising a range of support measures that 

will assist enterprises intending to actively undertake new 
business to actually break into new businesses and focus 
their efforts on those businesses, and is also working to 
provide an environment that facilitates the formation of 
new businesses (Fig. 2-2-12).
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Fig. 2-2-12  Key specific initiatives for new business development
Issue Specific initiative

Staff recruitment
•	 Appropriation	 of	 ¥28.2	 billion	 in	 the	 supplementary	 budget	 for	 FY2012	 to	 support	 measures	 such	 as	

workplace training (internships) by SMEs and micro-enterprises aimed at women and new graduates. (See 
Column 2-1-3 in Chapter 1 for details.)

Market development •	 Assistance	for	SMEs	and	micro-enterprises	in	developing	new	products	and	service	and	opening	up	new	
markets (See Column 2-2-4 below for details.)

Lack of management expertise

•	 More	broadly	extending	support	initiatives	that	make	full	use	of	offices	around	the	country	to	unearth	the	
seeds of growth in regional areas. Bringing together regional resources and management skills to provide 
an environment that facilitates business startups or second-time startups.

•	 Building	IT	systems	that	allow	unrestricted	consultation	and	information	exchange	with	the	participation	of	
specialist experts and SMEs and micro-enterprises as well as people who are aiming to start up a business. 
(See Column 2-4-3 in Chapter 4 for details.)

Lack of funding on hand

•	 In	 the	supplementary	budget	 for	FY2012,	measures	 to	make	subordinated	 loan	capital	 from	 the	Japan	
Finance Corporation (JFC) more widely available, such as raising the loan limit and lowering the ceiling 
interest rate, thereby regenerating business but also strengthening the financial fundamentals for SMEs and 
micro-enterprises engaged in developing new businesses. (See Column 2-2-5 below for details.)

•	 Also,	studying	ways	to	reduce	the	financial	burden	on	enterprises	with	regard	to	relocating,	transferring	or	
disposing of factories, plant and other business assets following organizational restructuring. This will help 
provide an environment that supports the development of new businesses.

Column 2-2-4 Support for promotion of new business activities and 
collaboration between agriculture, commerce and industry

When SMEs and micro-enterprises engage in new businesses, they cannot necessarily directly 
utilize the expertise they have gained in their existing business. In many cases they face problems 
that are specific to the new business. Consequently, under the  New Business Activity Promotion Act, 
the Agricultural-Commercial-Industrial Collaboration Promotion Act and the Regional Resource 
Utilization Promotion Act, the Small and Medium Enterprise Agency (SME Agency) is implementing 
measures to facilitate the establishment and management of new businesses in regional areas. 
The SME Agency is doing this by subsidizing the costs of activities such as market surveys, trial 
product development and displaying products at exhibitions for SMEs and micro-enterprises who 
are positively engaged in developing new products and services and opening up new markets.

l	Budget

 ¥1.9 billion for FY2013

l	Business image

SMEs and micro-enterprises that support the regional economy

New 
collaborations

Agricultural-commercial-
industrial collaborations

Regional resource
utilization

Support through new business activity and business that promote and 
support agricultural-commercial-industrial collaborations

Market surveys Trial product development Trade show exhibits, etc.

Facilitate the establishment and management of 
new businesses in regional areas
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At the same time, many of the enterprises developing 
new businesses have used their own ingenuity to overcome 

the obstacles they face and have achieved good outcomes.

Column 2-2-5  Subordinated loan capital

Of the various problems that enterprises face when developing a new business, enterprises 
with smaller numbers of employees generally tend to face more problems with funding. In the 
supplementary budget for FY2012, steps were taken to support SMEs and micro-enterprises 
by offering more comprehensive access to subordinated loan capital from the Japan Finance 
Corporation (JFC). These measures were directed specifically at SMEs and micro-enterprises engaged 
in new business development.

Subordinated loan capital (Challenge Support Loan Program)

• Available for : SMEs and micro-enterprises engaged in activities such as business startups, new business 
development or business regeneration, who are pursuing initiatives to revitalize the regional 
economy, including businesses recognized as having a fixed employment effect, businesses 
that are indispensable to the regional community, or businesses with high levels of technical 
expertise.

• Funding targets : Capital expenditure and working capital
• Maximum amount : (SME Unit) ¥300 million; (Micro Business and Individual Unit) ¥20 million
• Repayment period : (SME Unit) 7, 10 or 15 years 
  (Micro Business and Individual Unit) 7-10 years or less (7-15 years or less for regeneration 

plans that exceed 10 years)
• Interest rate : Interest applied according to performance. 
  (SME Unit) 0.4% to 6.35%; (Micro Business and Individual Unit) 0.9% to 8.55%
• Collateral/Guarantor : None
• Other : Liability under this program can be taken as the net worth of the enterprise subject to 

financial inspection. 
Prepayment is not normally required.

Program Overview
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Case
2-2-8 

An enterprise who overcame problems with product development 
and market development to change from a general-purpose product 
manufacturer to a technology developer

Takenaka Seisakusho Co., Ltd. (employees: 155; capital: ¥46.8 million), based in Higashi-Osaka City in Osaka 
Prefecture, developed the special “TAKECOAT” surface coating treatment for screws and now takes orders from both 
Japanese and overseas plant development companies.

The company was established in 1935 to manufacture the screws used in ships. During the boom years, the company 
ran a mass-production system and grew in scale, but the turning point came with the 2nd oil shock. Company Chairman 
Hirotada Takenaka thought that continuing with the existing mass-production system would be very difficult and was 
under pressure to quickly revamp the company’s business model.

It was just then, in 1984, that the company developed its original “TAKECOAT” coating. A customer had asked, “Can 
you make a screw that doesn’t rust?” The request prompted the company to try to develop a fluorine-based processing 
technology for screws. During the development process, they had difficulty finding specialist experts among their staff, 
so they set up a joint research project with Kyoto University and succeeded in developing a screw with better resistance 
to rust and corrosion than conventional plated screws.

It took roughly 5 years and considerable financial investment to develop the screw, but there was some apprehension since 
the product had no track record, so the product received almost no orders domestically for 4 years. However, 5 years after 
development, the screws were bought by a US company who recognized their excellent resistance to rust and corrosion and 
used the screws on an offshore oil-drilling rig off the coast of 
Malaysia. Following this breakthrough, Japanese companies 
gradually started adopting the product and it was sold roughly 
twice the price of that of general-purpose screws. Now, the 
company’s screws have been used on the Tokyo Bay Aqualine 
(trans-Tokyo Bay motorway) and the Akashi-Kaikyo Bridge, 
while its market share in maritime structures has reached 
roughly 90%. As Chairman Takenaka says, “Development is 
50% of success. We can only say the product is truly successful 
once it has started to sell.” His words reflect the difficulty of 
opening up new markets.

The company is now working towards further expansion with 
a new surface treatment technology called “Nanotect”, which 
consists of a resin membrane containing carbon nanotubes. TAKECOAT product groups

Takenaka Seisakusho Co., Ltd.

Column 2-2-6  Inter-enterprise collaboration

As the above makes clear, SMEs and micro-enterprises face a range of different problems when they 
develop new businesses.

These trends suggest that SMEs and micro-enterprises generally lack extensive management resources and 
so are placed in a very difficult management situation. One possible way to remedy this situation is for SMEs and 
micro-enterprises to collaborate so that they can supply each other with the management resources they lack.

When we look at enterprises who are actually collaborating, the response they most often give for why 
they are collaborating is “To expand the company’s existing client base”, followed by “To develop and sell 
new products or services”. When we asked enterprises who had benefited from inter-enterprise collaboration 
for the details of those benefits, more than 40% responded “Increase in the company’s existing client base”, 
followed by “Development and sale of new products or services”, showing that major benefits were achieved.

As Fig. 2-2-9 above shows, product development and market development rank high in the list of problems 
in new business development, and it is safe to say that inter-enterprise collaboration of this sort not only 
benefits the existing business, it is also an effective measure in new business development.10)

For this reason, further investigation is needed into the provision of an environment that facilitates inter-
enterprise collaboration, such as by reducing the financial burden placed on enterprises by tasks such as relocating, 
transferring or disposing of factories, plant and other business assets following organizational restructuring.

10) Refer to p.154 of the 2012 White Paper on Small and Medium Enterprises in Japan for examples of inter-enterprise collaboration.
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Reasons for inter-enterprise collaboration and its benefits (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. The reasons for inter-enterprise collaboration are totaled for enterprises actively engaged in collaboration with 
other enterprises.

 2. The benefits of inter-enterprise collaboration are totaled for enterprises that are actively engaged in 
collaboration with other enterprises and that have enjoyed some benefit.

A subcontracting SMEs and micro-enterprise group that developed a 
new business through regional collaboration

SSY Co., Ltd., based in Yokkaichi City in Mie Prefecture, is a group jointly made up of 16 SMEs and micro-enterprises11) 

that belong to the Yokkaichi Machine Utensil Industry Cooperative.
The enterprises who belong to the cooperative are all different types of subcontracting companies engaged in 

businesses such as machining semiconductor-related components and machine tools. Thinking that they could pool 
their collective accumulated skills and expertise to “do something together that we can’t do alone”, they started the 
process in 2009 and then established a company for the group activities in 2011.

Through repeated trial and error and by reviewing their activities, their 
approach now is “making things that only we can make”, and they have 
narrowed their focus to concentrate on new product development and trial 
manufacture using induction heating technology. At the end of 2012, they 
were handling around 50 orders. The relationships of trust rooted in the local 
region have enabled the members of the group to maximize their collective 
potential by sharing and utilizing each other’s techniques and expertise, but 
each of the members has also been able to use the techniques of the other 
member companies in their own enterprises. As a result, each company is 
now able to present its existing customers with a wider range of options.

At the same time as they established the group in 2011, they also 
established the “monozukulink.net” nationwide network for corporate 
groups in other regions. By linking up with other corporate groups in this 
way, they can exchange information more broadly and increase the potential 
for business development. 

Their strategy for the future is to use their induction heating technology 
to expand the business further, including ventures into the US market.

Agitation motor
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Example of an induction-heating reactor

11) Of the 16 companies, roughly half are micro enterprises.
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Fig. 2-2-13 Intentions towards future new business development according to whether 
new business has already been developed

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

l	Reasons for hesitancy regarding new business 
development and measures to overcome that 
hesitancy
The trends in Fig. 2-2-13 above indicate a concern that 

enterprises who will develop new business in the future 
will become locked in. So what are the reasons behind the 
hesitancy that some enterprises feel towards developing a 
new business? Let’s look at the obstacles that exist in the 
background.

Fig. 2-2-14 compares the problems actually faced 
by enterprises who developed a new business with 

the reasons given by enterprises who have no plans to 
develop or consider developing a new business. The 
findings shown in the figure, particularly the “Difficult to 
identify a target business” and “Our existing business will 
be neglected” responses, indicate that enterprises with no 
plans to develop or consider developing a new business 
cannot form a clear view of an optimum business sector 
due to a lack of data collection and analysis. Their other 
reason for not committing to a new business is concern 
about negative impacts on their existing business. 

Section 4 Intentions for future new business development

In the previous section, we focused on the issues faced 
by enterprises that have developed a new business in the 
last 10 years. In this section, we explore their intentions 

for future new business development and also analyze 
the reasons behind the hesitancy of enterprises who were 
disinclined towards new business development.

l	Correlation with previous efforts
Fig. 2-2-13 shows the intentions of enterprises to 

develop new businesses in the future according to 
whether they have already developed a new business. The 
figure shows that around 60% of enterprises who changed 
their business or diversified actively intend to develop 
a new business in the future. By contrast, it is clear that 
of the enterprises who neither developed nor considered 
developing a new business, almost all are still disinclined 
to develop a new business in the future.12) This indicates 

that there is a correlation between previous efforts to 
develop a new business and the intention to pursue such 
efforts in the future.

From this we can surmise that enterprises who 
developed a new business gained an opportunity for 
business regeneration and growth, and that their positive 
intentions towards future new business development 
arise from demand for further growth opportunities and 
improvements in their business situation.

12) For information on the performance of enterprises according to their intentions regarding new business development, along with their core 
business, domestic market outlook and whether they have their own brand products or services, refer to Appended notes 2-2-6, 2-2-7 and 
2-2-8.

Do not plan to develop or
consider developing new businessPlan to develop or consider developing new business

0% 100%

(n=1,717)
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Enterprises that
changed their business
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Development
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57.2 42.8
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Enterprises that neither
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Fig. 2-2-14  Comparison of the reasons given for not having plans to develop or consider 
developing a new business and the problems actually faced by enterprises 
who developed a new business (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Notes: 1. The reasons given for not having plans to develop or consider developing a new business are totaled for enterprises 
who responded that they had no plans to develop or consider developing a new business.

 2. The problems actually faced by enterprises who developed a new business were totaled for enterprises who developed 
a new business in the last 10 years.

However, when we examine the problems actually 
faced by enterprises who developed a new business, only 
a small proportion selected these same items, suggesting 

that enterprises who developed a new business were able 
to resolve those problems.

So, what specific steps need to be taken by enterprises 
who feel the necessity to develop new business but are 
hesitant to actually do it? 

Looking at the steps taken beforehand by enterprises 
who achieved good outcomes from new business 
development, a high proportion responded “Analysis 
of our own strengths/research into other companies” 
and “Collection and analysis of existing market survey 
results” (Fig. 2-2-15). In this way, by reviewing the 

details of their own business and clearly identifying the 
technologies or services that can set them apart from 
other companies, enterprises can clearly target the optimal 
business sector for their company, and this can also give 
rise to synergistic effects with their existing business. 
Also, the degree to which these steps are taken is a factor 
in determining the ultimate success of a new business, and 
we can see major differences among enterprises who did 
and did not succeed in developing their new businesses.

Reason for having no plan (n=2,071) Problems faced when developing new business (n=825)
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Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who developed a new business in the last 10 years.
 2.  To provide an overall evaluation of new business development, where an enterprise responded “Had a positive impact” 

on its own operations, we counted it as having achieved success in its new business. Likewise, where an enterprise 
responded “Can’t say either way” or “Had a negative impact”, we counted it as not having achieved success in its new 
business.

Fig. 2-2-15 Steps taken beforehand when developing a new business (multiple responses)

Based on this, for a variety of reasons it is crucial that 
enterprises who are hesitant to develop a new business 
begin by taking steps to review the details of their own 
business, including the outlook for their current core 
business, and that they put some effort into data gathering. 

Such measures will not only enable them to overcome 
the obstacles to developing their new business, they may 
also serve as a shortcut to success in their new business 
venture.

Enterprises who achieved success
in the new business (n=444)

Enterprises who did not achieve success
in the new business (n=322)
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Case
2-2-9

An enterprise that changed from a medical supplies wholesaler to a 
supplier of medical peripheral services using skills gained by the CEO in 
his previous job

Sansei Medical Co., Ltd. (employees: 5; capital: ¥30 million), based in Bunkyo City in Tokyo, was a medical 
supplies wholesaler handling products such as X-ray machines and wheelchairs. CEO Kiyoto Nakagawa joined 
the company in 2003. At the time, he witnessed the company’s sales gradually declining and experienced 
firsthand the changing times that came with the trend towards “eliminating the middleman”.

In his previous job, Nakagawa had worked as an IT consultant to a major manufacturer, and as he was 
seeking out a new business that made a significant contribution to society and that could not easily be 
imitated by a competitor, he noticed that hospital administration could be improved through the installation 
of IT. So, he hit on the idea of developing a new business that would support management reform in 
healthcare sites.

This was the first step in what would become the “Doc Ei-kun” remote imaging diagnostic service. 
Interpreting CT (computer tomography) and MRI (magnetic resonance imaging) scans requires a high level 
of specialist skill, and large hospitals employ radiologists who specialize in image interpretation. Nakagawa 
was aware that small and medium-size hospitals cannot afford their own radiologists, but the doctors at 
the hospital still have a need for the expert findings of a radiologist. So he provided a service that linked 
the hospitals to system that communicated with radiologists so that their findings could be relayed back 
to the hospital within 48 hours. Major corporations 
were already offering a similar service, but the 
Sansei Medical remote interpretation service was 
far cheaper than the competing services since it did 
not require the installation of a dedicated IT system. 
They were also able to guarantee the quality of the 
service by having interpretation teams at institutions 
such as university hospitals provide the analyses. This 
sort of affordable, high-quality service was very well 
received, and there has been a steady increase in 
the number of clients signing up to the company’s 
system. Compared to when Nakagawa joined the 
company, sales are down around 40%, but operating 
profits have increased and the balance of income 
versus expenditure has improved enormously. The 
company has now almost completely pulled out of 
the wholesale trade business and medical peripheral 
services are now its core business. Image diagnosis screen

Sansei Medical Co., Ltd.

As we have seen, while there are many reasons for 
enterprises to be apprehensive about developing a new 
business or considering a new business development, the 
enterprises can, through their own efforts, eliminate the 
causes of that apprehension. For this to happen, presidents 
must show leadership and take the initiative.

No doubt, the SMEs and micro-enterprises who are 
embarking on expansion into new businesses with a firm 
resolve, using their own ingenuity to overcome the various 
problems they encounter, will not only help to grow their 
own enterprises, in doing so they will also contribute to 
the revitalization of the Japanese economy as a whole.
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13) The analyses in this column are based on the results of questionnaire-based surveys. Note that the data differs from that used in Fig. 2-2-1 above.

Column 2-2-7  Analysis of new business development by industry

Thus far, we have looked at the new businesses developed by SMEs and micro-enterprises, and 
we have analyzed the characteristics of the businesses involved, their business sectors, the issues 
they faced and their future intentions. This column examines their details by industry.

When we look at the proportions of enterprises who developed a new business by industry, 
we can see that the highest proportion of those who actively rose to the challenge of developing 
a new business, at roughly 30% in each case, are enterprises in the wholesale and retail trade and 
services, etc. While there are slight variations according to industry sector, it is clear that a consistent 
proportion of the enterprises in each industry sector developed new businesses.13)

When we look at enterprises who developed a new business in terms of the proportions of 
those who changed their business and those who diversified, the proportion of enterprises 
in the construction and transportation industries who changed their business is low, whereas a 
high proportion diversified. Conversely, the proportion of enterprises in the wholesale trade and 
manufacturing who changed their business is high, whereas the proportion who diversified is low.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 
estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food 
services”, “Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, 
healthcare and welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

 2.  The value of n denotes the number of enterprises who developed a new business in the last 10 years.

Proportions of enterprises developing new business by business type

0

5

10

15

20

25

30

35

40

Total
(n=849)

Services, etc.
(n=134)

Retail trade
(n=61)

Wholesale trade
(n=120)

Transportation
(n=47)

Manufacturing
(n=399)

Construction
(n=88)

(%)

22.4

26.0 25.3

29.6

33.9
31.3

27.2



Chapter 2   New business development

118

Looking at the effects of developing a new business by industry, “Had a positive impact” 
accounts for more than half the responses in all types of enterprise. And in every case, “Had a 
negative impact” made up less than 10% of the responses, showing that new business development 
had a positive influence on each company’s operations regardless of the industry sector.

When we examine performance trends according to industry sector when enterprises began 
considering developing a new business, there are many enterprises in the transportation and 
services, etc. who tried to develop new businesses while performance was rallying, suggesting that 
their intention was to actively expand the business. For many of the enterprises in the construction 
and retail trade sectors however, performance was declining at that point, indicating that there are 
many enterprises who were trying to seek out new business channels due to the downturn in their 
existing business.

Proportions of changes of business versus diversification by industry

Performance by industry when enterprises started considering new business development

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who developed a new business in the last 10 years.
 2.  Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 

estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food 
services”, “Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, 
healthcare and welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who developed a new business in the last 10 years.
 2. Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 

estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food 
services”, “Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, 
healthcare and welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

 3. Totals exclude “Don’t know” responses.
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Also, when we examine intentions with regard to future business development by industry, roughly 
40% of enterprises in the wholesale and retail trade responded with “Plan to develop or consider 
developing new business”, which indicated a more positive attitude when compared with the overall 
response. By contrast, fewer than 20% of enterprises in the transportation industry gave the same 
response, which puts their level of intention at less than half that of enterprises in the wholesale trade.

When we look at the problems that enterprises who developed new businesses faced in that process, for 
all industry sectors the problems of “Difficulty obtaining staff for the new business” and “Lack of knowledge 
or expertise relating to managing the new business” ranked highest among the many problems that arose, 
showing that those problems were common to all industry sectors. When an enterprise develops a new business, 
a change or expansion of the business results in a need for new knowledge and expertise or new personnel with 
specialist skills, and we can infer that these enterprises faced issues that were specific to their new businesses.

Effects of having developed a new business by industry

Issues confronted in new business development by industry (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who developed a new business in the last 10 years.
 2.  Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 

estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food 
services”, “Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, 
healthcare and welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who developed a new business in the last 10 years.
 2.  Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 

estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food 
services”, “Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, 
healthcare and welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

 3. The table lists the five items with the highest proportion of responses for the respective industries.

0% 100%

Had a negative impactCan’t say either wayHad a positive impact

Services, etc.
(n=122)

Retail trade
(n=58)

Wholesale trade
(n=112)

Transportation
(n=43)

Manufacturing
(n=363)

Construction
(n=76) 52.6 42.1 5.3

59.2 34.7 6.1

60.5 37.2 2.3

57.1 36.6 6.3

51.7 39.7 8.6

60.7 33.6 5.7

Construction 
(n=86)

Manufacturing
(n=382)

Transportation
(n=46)

4 5321

Difficulty obtaining 
staff for the new 
business (40.7%)

Difficulty attracting or 
retaining clients 
(36.0%)

Lack of knowledge or 
expertise relating to managing 
the new business (27.9%)

Lack of funds on 
hand (17.4%)

Difficult to identify a 
target business 
(15.1%)

Difficulty attracting or 
retaining clients 
(40.3%)

Difficulty obtaining 
staff for the new 
business (36.6%)

Lack of knowledge or 
expertise relating to managing 
the new business (34.0%)

Lack of product development 
capacity or product planning 
capacity (33.2%)

Lack of funds on 
hand (20.2%)

Difficulty obtaining 
staff for the new 
business (65.2%)

Lack of knowledge or 
expertise relating to managing 
the new business (21.7%)

Lack of funds on 
hand (19.6%)

Difficulty acquiring 
business partners 
(13.0%)

Difficulty of attracting 
or retaining clients 
(13.0%)

Wholesale trade
(n=120)

Difficulty obtaining 
staff for the new 
business (43.3%)

Lack of knowledge or 
expertise relating to managing 
the new business (36.7%)

Difficulty attracting or 
retaining clients 
(32.5%)

Lack of product development 
capacity or product planning 
capacity (24.2%)

Lack of funds on 
hand (15.8%)

Retail trade
(n=60)

Difficulty obtaining 
staff for the new 
business (40.0%)

Lack of knowledge or 
expertise relating to managing 
the new business (28.3%)

Difficulty attracting or 
retaining clients 
(25.0%)

Lack of funds on 
hand (16.7%)

Difficulty procuring 
funding (16.7%)

Services, etc.
(n=131)

Difficulty obtaining 
staff for the new 
business (42.0%)

Lack of knowledge or 
expertise relating to managing 
the new business (33.6%)

Difficulty attracting or 
retaining clients 
(32.1%)

Lack of information 
gathering capacity 
(20.6%)

Lack of product development 
capacity or product planning 
capacity (19.8%)



Chapter 2   New business development

120

Intentions towards new business development by industry

Reasons for not planning to develop or consider developing a new business by industry 
(multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Note: Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 
estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food services”, 
“Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, healthcare and 
welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Notes: 1. Totals are compiled for enterprises who responded that they had no plans to develop or consider developing 
a new business.

 2.  Here, the “Services, etc.” is total for the “Information and communications”, “Finance and insurance”, “Real 
estate and goods rental and leasing”, “Professional and technical services”, “Accommodations”, “Food 
services”, “Life-related, entertainment and recreation services”, “Education and learning support”, “Medical, 
healthcare and welfare”, “Services (not otherwise classified)”, and “Other” industry categories.

 3. The table lists the five items with the highest proportion of responses for the respective industries.

The effects by industry discussed above show that new business development has a strong 
positive effect on enterprises regardless of industry sector, but there are clearly some differences 
among the industries with regard to future intentions to develop new business.

The table below summarizes the reasons given by enterprises who responded that they had 
no plans to develop or consider developing a new business. Many enterprises across all industries 
selected the “Difficult to identify a target business” response, indicating that collecting information 
on factors such as the target market is an obstacle to making the commitment to develop a new 
business. A high proportion of enterprises, most notably in the construction industry, also responded 
“Our existing business will be neglected”, showing their sense that managing both their existing 
business and a new business would be difficult given their lack of surplus management resources.
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Do not plan to develop or consider
developing new business

Plan to develop or consider
developing new business

28.3 71.7

32.3 67.7

18.1 81.9

39.6 60.4

37.9 62.1

35.0 65.0

32.6 67.4

4 5321

Construction 
(n=272)

Our existing business 
will be neglected 
(47.1%)

Difficult to identify a 
target business 
(46.7%)

Difficulty obtaining staff 
for the new business 
(35.7%)

Lack of knowledge or 
expertise relating to managing 
the new business (28.3%) 

Lack of funds on hand 
(19.1%)

Manufacturing
(n=1,022)

Difficult to identify a 
target business 
(43.8%)

Our existing business 
will be neglected 
(34.9%)

Difficulty obtaining staff 
for the new business 
(30.2%)

Lack of knowledge or 
expertise relating to managing 
the new business (29.5%) 

Lack of product development 
capacity or product planning 
capacity (29.4%)

Transportation
(n=153)

Difficult to identify a 
target business 
(42.5%)

Difficulty obtaining 
staff for the new 
business (39.9%)

Our existing business 
will be neglected 
(35.9%)

Lack of knowledge or 
expertise relating to managing 
the new business (34.0%) 

Lack of funds on hand 
(21.6%)

Wholesale trade
(n=239)

Difficult to identify a 
target business 
(44.8%)

Difficulty obtaining 
staff for the new 
business (36.8%)

Our existing business 
will be neglected 
(36.4%)

Lack of knowledge or 
expertise relating to managing 
the new business (33.9%) 

Difficulty attracting or 
retaining clients 
(23.8%)

Retail trade
(n=110)

Difficult to identify a 
target business 
(36.4%)

Difficulty obtaining 
staff for the new 
business (27.3%)

No particular reason 
(23.6%)

Our existing business 
will be neglected 
(20.9%)

Lack of funds on hand 
(17.3%)

Services, etc.
(n=275)

Difficult to identify a 
target business 
(36.4%)

Our existing business 
will be neglected 
(33.1%)

Difficulty obtaining staff 
for the new business 
(29.8%)

Lack of knowledge or 
expertise relating to managing 
the new business (22.5%)

No particular reason 
(18.9%)
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Column 2-2-8 Terminations/Withdrawals where new business 
development failed

It is important that SMEs and micro-enterprises step outside the framework of their existing 
businesses and take on new business ventures, since this encourages growth in the industry itself. 
But there are also cases where such ventures into new business development ended in failure due 
to unforeseen circumstances. 

Of the enterprises who developed a new business in the last 10 years, roughly half experienced 
failure. And when we look at the extent of the losses suffered by enterprises who experienced 
failure in this way, only around 20% responded “Almost none”, showing that the majority of the 
enterprises whose ventures failed suffered some level of loss.

When we look at the timing of the termination or withdrawal from a business venture according 
to whether losses were incurred, we see that the earlier the new business was terminated or 
withdrawn, the smaller the loss incurred.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Note: Totals are compiled for enterprises who developed or considered developing a new business in the last 10 years.

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Note: Totals are compiled for enterprises who responded “Yes” when asked whether a new business they had developed 
or considered developing in the last 10 years had failed.

Level of loss and whether a new business venture failed

Timing of new business termination or withdrawal and the extent of loss

%001%0

Extent of losses

Losses severe
enough to affect

enterprise survival
3.2

(Note) Excludes responses where no option was selected.

Significant
losses
25.4

Minor losses
49.6

Almost
none
21.9

Had no new
businesses
that failed

50.4%

Had a new
businesses
that failed

49.6%

(n=1,281)

(n=627)

0% 100%

Losses significant
or severe enough to

affect enterprise survival
(n=177)

Minor losses
(n=307)

Almost none
(n=133)

During preparation
for business startup

Less than 1 year after
business startup

1-2 years after
business startup

Planning stage

5 years or more after
business startup

Not yet decided whether
to terminate/withdraw

3-4 years after
business startup

34.6 9.8 8.3 6.8 12.8 9.0 18.8

2.6 14.7 12.7 22.8 20.5 5.9 20.8

0.0

4.0 7.3 27.7 28.8 13.0 19.2
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14) The analysis on p.232 of the 2011 White Paper on Small and Medium Enterprises in Japan reveals that the time required for a new business 
to return to profit tends to be longer than the initial expectation. For this reason, enterprises who have developed a new business must, with 
a view to subsequent termination or withdrawal from that business, adopt a comprehensive perspective in clearly identifying the future 
prospects of the business, including careful observation of market trends and whether their products or services are meeting the needs of the 
market.

Reasons for terminating or withdrawing from a new business (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs 
(November 2012), commissioned by SME Agency.

Note: Totals are compiled for enterprises who responded “Yes” when asked whether a new business they had developed 
or considered developing in the last 10 years had failed.

The most frequent response given as the reason for terminating or withdrawing from a new 
business was “We decided that the capacity for marketability or growth was not as great as 
expected”. It is clear from this that when an enterprise develops a new business, it must take great 
care in gathering information on the growth potential of the target market and in making its 
preparations, including its responses in the event of failure. But clearly it is also vital that it must 
constantly monitor trends in the new business and make the decision to terminate or withdraw in 
a timely manner.14)
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15) Refer to the General IP Help Desks website for details. http://chizai-portal.jp/
16) Refer to Appended note 2-2-9 for information on the number of export companies among SMMs.
17) A trademark application made with the aim of countering a pre-emptive application (infringement application) by a third party.

Column 2-2-9  Typical assistance measures for intellectual property

Among the enterprises who have developed new businesses and succeeded in expanding their 
operations, there are many who have ventured beyond the domestic market and opened up new 
markets overseas. Here, we will look at some representative measures relating to intellectual 
property, which is a key consideration in the development of both domestic and offshore markets.

n	 General IP Help Desks15)

 In response to comments such as “Intellectual property is an obstacle and it’s difficult to get advice” and 
“I don’t know where to go to get advice” from SMEs and micro-enterprises, General IP Help Desks were 
established in each prefecture in FY2011 as a centralized channel for advice for people with concerns or 
problems regarding intellectual property rights. The help desks have links to a range of experts and support 
organizations, providing a one-stop intellectual property service, as detailed below.

 i The deployment of portal support staff at each General IP Help Desk who provide immediate assistance 
to SMEs in resolving a wide range of intellectual property issues encountered in business administration, 
from the ideas stage through to business development both domestically and overseas.

 ii For more complex problems that cannot be resolved through i above, assistance in resolving the 
problems through links to support organizations or by using intellectual property experts such as patent 
attorneys or lawyers.

 iii Support in utilizing discovery and intellectual property for SMEs who are not currently using intellectual 
property.

 iv Introduction to and explanations of various support measures for intellectual property, and assistance 
with the procedures for applying for intellectual property rights for patents, etc. (including assistance 
with electronic filing).

n	 International Application Subsidy (support for patent application oversea made by local SMEs)

 With increasing economic globalization, it is vital that SMEs and micro-enterprises, as they expand their 
operations into overseas markets,16) acquire patent rights in those destinations as part of their strategy to open 
up the markets and prevent their ideas being copied. However, acquiring patents overseas can be extremely 
expensive, making it a serious burden for SMEs and micro-enterprises with limited funds. 
 The Japan Patent Office, through its Prefectural SME support centers, is supporting the global ambitions 
of SMEs and micro-enterprises by partially subsidizing the costs of filing overseas patent applications. This 
is intended to strategically promote overseas applications by regional SMEs and micro-enterprises who are 
planning to develop businesses overseas.

Subsidies for SMEs and micro-enterprises (subsidy rate: generally 1/2)

	 •	Subsidy:	 Maximum	amount	per	enterprise:	¥3	million 
(Upper limit per case: ¥1.5 million for patents; ¥600,000 for utility models, designs or 
trademarks; ¥300,000 for infringement prevention trademarks17))

	 •	Applicable	costs:	Fees	for	applications	to	overseas	patent	offices,	domestic/local	agent	fees,	translation	
fees, etc.
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“Breath ventilator” natural ventilation system for 
residential window sashes

Ventilation unit with shape-memory alloy that naturally opens 
and closes its vents with temperature changes

An enterprise that developed its China business by using a General 
IP Help Desk and an International Application Subsidy18)

Sahara Corporation (employees: 225; capital: ¥30 million), based in Ichinoseki City in Iwate 
Prefecture, is an R&D company that develops and manufactures products such as the “Breath 
ventilator”, a natural ventilation unit for residential window sashes, and glass processed products. 
The company has the top share of the domestic market for such ventilation units, with the “Sahara 
Breath” having become the industry leader. In a new project, Sahara began developing temperature 
sensing technology utilizing the properties of shape-memory alloys, which change their shape as the 
temperature varies. They succeeded in producing the world’s first ventilation unit fitted with shape-
memory alloy that naturally opens and closes its vents as the temperature changes. As a high value-
added product, this unit continues to be the company’s flagship long-time best-seller.

However, the company had not filed an international patent application for its intellectual property. 
With the trend towards domestic market contraction that followed the Lehman crisis, Sahara turned 
its attention towards finding a way to survive the downturn by looking overseas for future business 
developments. It had just exhibited its products at a trade show in China, where measures to prevent 
so-called “sick house” syndrome were a hot topic, and there was a massive response to the Sahara 
in-room ventilators.

When Sahara developed its business in China, for the first time ever the company filed international 
applications for its patents and trademarks as a way to strike back at imitation products in China. 
It received assistance with deciding whether or not to file its international application from the 
Iwate Prefecture General IP Help Desk, which provided explanations of China’s intellectual property 
rights system, along with support in conducting an advance survey regarding its own brand and the 
ventilators to be exported to China. It also made use of an international application subsidy from the 
Iwate Prefecture SME support center.

Sahara has now started visiting major developers and construction companies and selling its 
products, while also setting up a local company as an export base. It has launched a full-fledged 
business in China, installing its “Breath Ventilator” in buildings in Shanghai.

Case
Column 2-2-9 Sahara Corporation

18) The company is also listed in “Ganbaro Nippon! Successful Examples of Intellectual Property Rights Utilization 2012.” This publication 
provides numerous examples of the achievements of SMEs armed with resourcefulness and intellectual property.



Section 1

125

Chapter 3
Hand-off to the next generation (business succession)

Many aspects of enterprise operations at SMEs and micro-enterprises depend on the management 
skills and enthusiasm of their presidents. For these businesses, therefore, the aging of their presidents 
and a lack of successors are direct factors behind poorer earnings and business closures. Therefore 
it is critical to find successors so that the technology, know-how and other precious management 
resources of SMEs and micro-enterprises are not lost. And to ensure that the business succession is 
smooth, a systematic effort needs to begin early to make medium to long-term preparations. That 
includes cultivating successors and passing down management assets and liabilities.

Sometimes a president of a new generation enacts a business innovation so profound it could be 
called a business’s second founding. Or the succession could better fit the company to deal with 
changes in the business environment and cause it to grow.

With Japan’s birth rate currently so low, the survival of a business often requires considering how to 
pass it down. This could mean succession or sale of a business to someone other than the president’s 
child. This chapter describes the current state and issues of business succession at SMEs and micro-
enterprises. It also discusses the significance of succession and tactics for ensuring a smooth takeover.

Section 1 Current state of business succession

First let’s consider the current state of business 
succession at SMEs and micro-enterprises, according to 

the Questionnaire Survey on SMEs’ Business Succession.1)

[1] Presidents’ age and management status
Fig. 2-3-1 shows trends in average retirement age of 

presidents. The retirement age has been rising over time, 

indicating that presidents are getting older. By scale of 
business, presidents have a higher retirement age at micro 
enterprises than at medium ones.

60

65

70

75

0-4 years ago5-9 years ago10-19 years ago20-29 years ago30 or more years ago
(Time of succession)

62.6

68.1

69.8
70.7 70.5

61.3

66.1

67.5 67.8 67.7

Medium enterprises

Micro enterprises

(Age)

Fig. 2-3-1  Trends in average retirement age of presidents, by scale of business and by 
time of succession

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

1) A questionnaire survey commissioned by the SME Agency and conducted in November 2012 by Nomura Research Institute, Ltd. on 30,000 
SMEs founded in 2001 or earlier. Response rate 21.3%. See Reference materials for details.
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As Fig. 2-3-2 shows, the higher the age of the 
president, the more likely the enterprise was to answer 
that ordinary profit was “on a declining trend.” This trend 

was especially pronounced among micro enterprises. 
Among those with presidents age 70 or higher, about 70% 
said that ordinary profit was declining.

When asked about their operations policies going 
forward, the higher the age of the president, the more 
likely the enterprise was to reply that it “would like to 

reduce or close business.” This trend was especially 
prominent among micro enterprises. Fig. 2-3-3 parallels 
the trend of the previous figure.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Note: Respondents answered concerning the state of their ordinary profit (or business income in the case of individual 
proprietorships) for the last five years.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Fig. 2-3-2  State of ordinary profit, by scale of business and by president’s age

Fig. 2-3-3  Operations policies going forward, by scale of business and by president’s 
age
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Section 1

Of course, the optimal timing of succession will vary 
according to each enterprise’s situation. Following are 
case studies of enterprises that expanded their businesses 

as a result of a successor trying something new. In each 
case, the successor took the position at a young age.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Note: Enterprises that answered “don’t know” on timing of succession were excluded.

Fig. 2-3-4  Timing of succession by age of current president at succession

[2] Timing of business succession
Next, the optimal age of the successor at the time of 

succession is considered. Fig. 2-3-4 shows the timing of 
succession based on the age of the current president at 
succession. The percentage of respondents saying “the 
timing was just right” was highest among those who were 
40-49 at the time.

To make the timing of succession more concrete and 
easier to understand, among those current presidents who 

said “the timing was just right,” the average age was 
43.7 at succession. Comparing this age to the current 
presidents’ average age at succession in the last five years 
(50.9) suggests that the optimal age is about seven years 
earlier than in actual practice. Moreover, the average age 
at succession of those current presidents who answered 
that “earlier would have been better” (50.4) is also 
younger than the actual average, suggesting that the hand-
off of businesses to successors is late overall.2) 
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(n=370)
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succession in the last five years

50.9
(n=898)

21.6 69.1 9.3

5.7 73.3 21.0

6.2 56.8 37.1

6.8 50.6 42.6

Reference

2) When writing the survey questions for this questionnaire, the results of the Questionnaire Survey on SMEs’ Business Succession by the Japan 
Finance Corporation (JFC) in 2009 were used as reference. In that survey, the average age at succession of current presidents who replied that 
“the timing was just right” was 39.6 (the target population was SMEs that had undergone business innovation after succession and had no more 
than 19 workers).
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Case
2-3-1

Generations of presidents bring a famed local product to a bigger market

Satoh Yohsuke Co., Ltd. (employees: 225; capital: ¥10 million), based in Yuzawa City in Akita Prefecture, 
dates back to 1860. Over its long history, it has endeavored to increase recognition of the popular local 
noodles inaniwa udon.

Chairman Yohsuke Satoh previously served as president and took over the family business at age 23 in 
1967. Seeking a larger market for inaniwa udon, in 1972 he revealed the secret manufacturing techniques 
that had been handed down in his family. He calculated that if inaniwa udon manufacturing spread 
throughout the region, it would create employment and keep so many people from leaving for the larger 
cities. Up to that point, a single family made the noodles. Since Satoh’s change, however, his company 
has developed locals into skilled workers and gradually increased output. It also developed inaniwa udon 
manufacturing into a local industry. Based on his experience, Chairman Satoh believes that it was his very 
youth that allowed him to achieve his bold innovation. That is why he wanted to hand over the business 
early to his own son, Masaaki Satoh, who is now President.

After graduating from high school, President Satoh joined the family business in 1987 at age 18. He then 
spent 10 years in the various divisions of the company, including production and sales. He was appointed 
senior managing director at age 30. At that time, he was given control of operations by his father. Masaaki 
aimed to expand the business by opening a new restaurants division. The younger Satoh assumed the 
President’s job in 2004, at age 35. After that, he continued to open stores. The business now runs 10 shops, 
mostly in Akita Prefecture but also in Tokyo and Fukuoka.

President Satoh then looked abroad. After partnering with a business in Hong Kong in 2009 and another 
in Macau in 2010, he opened shops in those areas. Satoh is now planning to set up an affiliate in Taiwan and 
is eager to continue expanding outside Japan.

The restaurants division now accounts for 30% of 
sales and has contributed greatly to improving the 
company’s earnings. A growing number of stores 
means new employment opportunities. Another way 
the business is contributing to the community is with 
mobile kitchens. These bring udon noodles to senior 
citizens and others who live in public welfare facilities 
and cannot easily go out.

President Satoh says, “Enterprises cannot change 
unless their presidents change. When a new 
generation takes over, it allows the enterprise to 
change with the times. Though we must not allow 
traditions and business principles to change, a new 
president has to rethink how his company is managed 
and take on new challenges.” Inaniwa udon from Satoh Yohsuke

Satoh Yohsuke Co., Ltd.
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Case
2-3-2

After taking the reins early on, current president develops new businesses 
and builds earnings

Honda Plus Co., Ltd. (employees: 198; capital: ¥100 million), based in Shinshiro City, Aichi Prefecture, 
plans, produces and sells blow molded plastics. Blow molding, its core technology, extrudes melted resin 
into a tube shape and presses it with molds. Compressed air is then blown into the resin to form hollow 
space.

After graduating university, President Takamitsu Honda earned an MBA in the UK, then joined the 
company at age 28 in 1997. At this time he became business planning office manager and marketing 
department director. Katsuhiro Honda, then president and currently chairman, recognized the business 
talent of the younger Honda, who was promoted to senior managing director in his fourth year. Takamitsu 
Honda wielded effective control of the company thereafter, and received the title of president in 2011. As 
Chairman Honda puts it, “Each generation can run one business. It’s the job of the successor to outdo the 
previous generation. Management is a job for young people with sensitivity, drive, and physical strength. 
And I wanted my son to do things the way he thought best.”

Staying true to the company’s management principle that “We do what others do not,” the younger 
Honda has pursued the further potential of blow molding technology. Aspiring to manufacturing from the 
design stage forward, he has worked to give the company’s products 
high added value. Traditionally, Honda Plus focused on stationery 
products such as bottles for correction fluid. Since joining the company, 
however, the younger Honda has developed new business lines such as 
containers for cosmetics and medicines and has set up a new factory to 
make them. He also established a design department and boosted the 
company’s design function and ability to proactively suggest products 
to customers. As a result, Honda Plus is better able to understand its 
customers’ wishes and needs and offer them a diverse range of order-
made products.

Thanks to President Honda’s efforts, sales and staff members 
have both approximately doubled since he became senior managing 
director. He has also actively advanced the role of women in the 
workplace by hiring new female graduates and increasing promotions 
of women to management roles. Female employees now make up 
about 50% of staff. This is giving more employment opportunities to 
women raising children in the region. Standard containers made by blow molding

Honda Plus Co., Ltd.
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Fig. 2-3-5  Post-succession earnings trends of enterprises by age of current president at 
succession

[3] Change of generation renews businesses, 
impacts community and society

Sub-section 1 mentioned that enterprises with older 
presidents run the risk of poorer earnings. But how does a 
succession that brings in a president of a new generation 
change the enterprise?

Fig. 2-3-5 shows the post-succession earnings trends of 

enterprises by the age of the current president at succession. 
In all age groups, the percentage of respondents who said 
that earnings were “better” exceeded those who said they 
were “worse.” Post-succession earnings also tended to 
increase the younger the age of the current president at 
the time of succession.3)
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Enterprises that indicated that president succession had 
had a positive impact on business were then asked about 
the impact on the region and society. Fig. 2-3-6 shows 
the results.4) The figure indicates that about two-thirds of 
medium enterprises and over half of micro enterprises 
thought that the change of presidents had had a positive 
effect on the region and society.

Looking at specific impacts, the one most commonly 

cited by medium enterprises is “we offer rewarding 
employment opportunities,” followed by “we return 
business profits to the region.” On the other hand, while 
micro enterprises also answered “we offer rewarding 
employment opportunities” most often, the next most 
common answer was “we build community in the region 
and maintain its traditional culture.”

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes:  1. Responses on post-succession earnings trends were based on a period of about five years after succession (or until 
time of response if less than five years had passed).

 2.  “Better” includes those who said “a bit better,” and “worse” included those who said “a bit worse.”

3) Current presidents’ average age at succession at those enterprises that said their post-succession earnings were “better” was 43.7. This was the 
same current presidents’ average age at succession at those enterprises that said “the timing was just right” of their succession in Fig. 2-3-4 
above.

4) See Appended note 2-3-1 for the kinds of impacts the change of presidents had on business.
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Fig. 2-3-6  Impact of president succession on the region and society, by scale of business

The above considered the benefits and impacts of 
business succession. The succession of a business not 
only makes it possible for an enterprise to stay in business. 
Through the new president’s efforts, the enterprise 
can grow further and develop ties with the region and 

society. Below are case studies of enterprises that were 
turned over to younger presidents. The resulting business 
rejuvenation and use of information technology helped to 
innovate these businesses.5) Moreover, these enterprises 
have made a contribution to the region and society.6)

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes:  1. The above results are totals for enterprises that answered “positive effect” on at least one item concerning the impact 
of president succession on business.

 2. For micro enterprises, the above results are totals for enterprises with at least one regular employee.
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5) The next chapter contains a more detailed analysis of the current state and issues of information technology use by SMEs and micro-enterprises.
6) See also Case 2-3-10 later.
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Case
2-3-3

Woman president takes charge of updated inn, restarts it as new business

Izutsuya (employees: two), based in Murakami City in Niigata Prefecture, occupies a corner in a shopping 
district. Its building is registered by the national government as a tangible cultural asset. It includes an inn 
for overnight guests (hosting one group per day) and a cafe. Izutsuya has a very old history. For generations 
the inn served customers in the castle town of Echigo Murakami. The famed poet Matsuo Bashō reportedly 
stayed here during his journey that led to his collection Oku no Hosomichi.

Junko Toriyama runs Izutsuya. After worked for many years as a teacher in a Niigata Prefecture school, 
she quit in 2010 to take over the inn from her mother.

Under the mother’s management, Izutsuya provided lodging to business travelers. Transportation system 
improvements however led to fewer people staying overnight, and the business closed in 1998. Its culturally 
important building was then renovated in 2007. Izutsuya took this opportunity to update as an inn for small 
numbers of tourists.

As a lodging facility for larger numbers of people, Izutsuya was a burden on the family. The many tasks 
including meal preparation kept them working long hours each day. For that reason, Toriyama’s parents 
had hoped their daughter would continue as a teacher. But Toriyama supported her mother when she 
decided to update the inn, and in the process became 
interested in the business. Then, when she saw her 
elderly mother struggling with the unfamiliar tasks of 
running a cafe, Toriyama decided to take over.

Now, three years later, Toriyama draws on a 
network of contacts she made in the process of 
updating Izutsuya. The enterprise, with Toriyama at 
the helm, is established enough that she can spot 
what she has to do, as a person and as a business.

Toriyama says, “The nature of this business and 
who is in charge of it will keep changing, just as it did 
when I took over from Mother. But I want the Izutsuya 
name and its historic building to remain here. Right 
now my focus is just on how to make my shop better, 
but if it is a positive stimulus for the region, that is 
great too.” Izutsuya from the outside

Izutsuya
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Case
2-3-4

A long-established business innovates when successor manager adopts IT

NAKAGAWA Corporation (employees: 30; capital: ¥30 million), based in Taito City in Tokyo, has planned, 
produced and sold traditional festival clothing and related supplies since 1910. Aside from its Asakusa store, 
it runs an online shop as well as booths at department store events all over Japan.

President Masao Nakagawa studied in the US, then worked for a publishing company before joining 
the company his father was running in 1987. He was 34 years old. At 36 he became director of the sales 
department, then at 44 took a promotion to senior managing director, which he used to introduce 
innovations. With his management skills recognized, he assumed the presidency in 2002, at age 48.

One of Nakagawa’s innovations prior to his succession was to adopt information technology (IT). As a 
student abroad, he noticed the widespread use of IT in the US and recognized its importance. In 1998 the 
Internet was just starting to spread as a popular phenomenon, but Nakagawa’s company started selling its 
products at its web site before the competition.

Nakagawa systematized the processes of purchasing, inventory management, and order-taking, which 
helped everyone work more efficiently. It also used past data to forecast demand for festival supplies (a 
seasonal product), thus optimizing inventory management and ordering. The president believed that 
to leverage its IT even further, he would need to increase IT knowledge throughout his company. So he 
used resources like trainings given by chambers 
of commerce and industry to actively educate his 
employees.

The innovations grew Nakagawa’s business as well 
as the size of its staff. The seven employees prior to 
Mr. Nakagawa’s appointment to president increased 
to the number there today.

As President Nakagawa tells it, “A company is 
something handed down from previous generations. 
The one who receives it has a mission to grow it. I 
decided to try something new, and I was free to do it 
because my father didn’t interfere at all. The company 
enjoyed satisfactory results, so that by the time I 
became president, I was already getting recognition 
within and beyond our company.”

NAKAGAWA Corporation

Flagship store in Asakusa
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Case
2-3-5

President expands business by following her own style, branding her 
products

Hieiyuba Honpo Yubahachi Co., Ltd. (employees: 76; capital: ¥25 million), based in Otsu City in Shiga 
Prefecture, manufactures and sells yuba, or dried bean curd. The business has devoted itself to yuba 
manufacture since its founding in 1940.

Sachiko Yagi provided accounting and other services while raising children. In 1993 she took the post 
of vice president, and the next year became president when her predecessor passed away. As the sudden 
passing was unexpected, no preparations had been made for succession, and Yagi had major trouble even 
inheriting company shares. This is because Hieiyuba Honpo Yubahachi is a food products business that 
watched its cash flow carefully and retained plenty of internal reserves.

Yagi’s predecessor was an ideas man with numerous abilities. When Yagi struggled just with the 
inheritance process, she knew she could not run the company the same way. Taking the foundation on 
which her predecessor had built his business, she solicited product development ideas from her sales staff 
and increased the types of products offered.

She also used her position as a woman president to put herself at the forefront of the company and 
work on raising recognition of Hieiyuba Honpo Yubahachi. Giving talks around Japan, opening booths 
at department store events, and forming tie-ins with well-known chefs, Yagi worked on establishing her 
company’s brand. Whereas her predecessor had spent most of his career selling yuba for commercial use, 
Yagi has been increasing the percentage of retail sales since taking over.

As for her own successor, she has her son in mind. He 
is currently senior managing director at the company. 
The son long ago expressed an interest in taking over 
the business. Ten years ago, however, Hieiyuba Honpo 
Yubahachi was facing tough problems. Nonetheless, 
at that point the son decided to quit his previous job 
and join the company, which earned him the trust of 
the employees. The son opened a Tokyo branch, from 
which he markets to department stores and other 
customers. He is also working on product safety and 
assurance as well as manufacturing efficiency.

President Yagi comments that “You need at least 
five years to prepare for succession. It’s like grafting 
a tree. You have to maintain the business foundation 
your predecessors built and then add some new value 
to it.” Osashimi yuba

Hieiyuba Honpo Yubahachi Co., Ltd.
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Case
2-3-6

Mother and son run business supporting local medical and nursing care 
services

Nikkyoudo Iryoki Co., Ltd. (employees: 20; capital: ¥10 million), based in Kanonji City in Kagawa Prefecture, 
sells and rents medical equipment and nursing care supplies.

Chairman Hiroe Kii previously served as president, a job she took up when her father (the company 
founder) fell ill. Having only sales experience, Kii had no time to prepare before taking over. Running the 
business subsequently became a series of struggles, since the field of medical and nursing care requires a 
high degree of expertise.

Kii recognized that business succession requires a long-term effort and that the successor should start 
gaining experience in-house as early as possible. Even so, following her own bitter experience as president, 
Kii was not so eager to pass on the business to her own son.

The son, now-President Norimitsu Kii, left Kagawa Prefecture to work at a medical center after earning 
his qualifications as an occupational therapist. He had no plans to take over the business. But when he saw 
his mother struggling as president, the younger Kii joined Nikkyoudo Iryoki in 2002 at age 23 to help out.

The field of nursing care is expected to grow, and President Kii has made it company policy to step up this 
business. Even before ascending to the presidency, he was focusing on the sale and rental of nursing care 
supplies. He also sensed the need for more direct support of senior citizens as the local community ages, so 
in 2004 he started a separate company operating for-
fee senior homes with nursing care provided.

President Kii and his mother Chairman Kii often 
disagree over management policy, but they have the 
same sentiment for their company and community. 
They say this helps them support each other and 
overcome the management issues. Nikkyoudo Iryoki 
earnings have continued to do well even after 
Norimitsu Kii took the job of president in 2009. 
Then in 2012 he established a social welfare service 
corporation and started operating a special nursing 
care home for the aged. In the future he hopes to 
contribute more to medical and nursing care in his 
community.

Nikkyoudo Iryoki Co., Ltd.

Nursing care supplies showroom
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Fig. 2-3-7  Relationships between former and current presidents, by scale of business 
and by time of succession

[4] Changing relationships between former and 
current presidents

The following part considers how succession is 
changing in form. Fig. 2-3-7 shows the relationships 
between former and current presidents by time of 

succession. It shows that an increasing number of 
successions are to an “executive or employee who is not 
a family member” or a “third party outside the company.” 
That trend is especially noteworthy among medium 
enterprises.

Factors behind this trend appear to be a lack of 
successors and the president’s relationships with 
executives and employees. The state of these factors and 
issues related to them are touched on in the next section.

Following is a case study of a business that worked to 

pass on management to a non-family member by dealing 
with the succession problem and putting an organization 
in place to do so. It also describes the efforts of the 
assistance organization that helped them.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.
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Case
2-3-7

Central shopping district shop owner deals with succession problem by 
working with business succession support center, selecting want-to-be 
entrepreneur as successor

Kanbaraya (employees: one), based in Shizuoka City in Shizuoka Prefecture, is a private shop handling 
beans and other dried foods. Founded in 1946, it operates out of a leased shop in a corner in the Shimizu 
Ekimae Ginza shopping district. Takeshi Kaneko is its second-generation proprietor. It has picked up more 
customers in their 20s by offering cooking classes in its in-store kitchen, but even so most of its customers 
are in their 40s or higher. Many of them come from far away because of the shop’s unusual products that 
others do not carry.

Kaneko, 69, became aware of the need for succession about a decade ago. None of his three daughters 
wanted to take over, so Kaneko started looking for a successor. Among other things, he sought advice from 
his bank and asked a wholesaler’s salesperson who was passing through to see if there was any interest. 
Founded by his father, Kanbaraya had enhanced the diets of the local community, and Kaneko wanted to 
pass the business on to a new generation for that reason.

Then the Shizuoka Prefecture Business Succession Support Center opened in early 2012. Kaneko heard 
about it through an employee of the Shizuoka Chamber of Commerce and Industry and sought out succession 
advice. The center tries to bring together SMEs facing lack of successor with want-to-be entrepreneurs. So it 
turned its attention to recruiting potential entrepreneurs with a desire to run this shop.

Under its “Business Founding/Business Succession Support Project,” the center held orientations with 
shop tours for prospective managers and a workshop to draw up an income and expenditure plan for the 
shop and have a group discussion. After about six months, the center selected succession candidates. Out of 
about 20 applicants, a woman in her 40s was ultimately chosen as the successor.

Kaneko plans to spend 10 years in the store with his successor. The first five will be dedicated to teaching 
her how to run the business, and in the sixth year he 
plans to turn the business, including the trade name 
and facilities, over to her at no charge. The successor 
started working in the shop in December 2012. Though 
Kaneko is not an expert at the Internet, his successor 
has started selling products online. She is also looking 
to incorporate and strengthen the foundation of the 
business in the future.

　As Kaneko tells it, “With the business environment 
changing so much, a young president who starts 
something new can attract new customers and grow 
the business. Shopping districts are full of shops with 
no successor. But if efforts like these spread, it could 
breathe new life into these districts.”

Kanbaraya

Kanbaraya from the outside
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Column 2-3-1  Establishment of business succession help desks and 
support centers

Based on the “Act to Partially Amend the Act on Special Measures for Industrial Revitalization and 
Innovation,” business succession support was added to the tasks of certified support organizations 
belonging to the 47 prefectures (e.g., support organizations like chambers of commerce and industry 
certified under the law). “Business succession help desks” were then set up to provide information 
and advice relating to matters like succession.

Also, because of the high demand for succession support, “business succession support centers” 
have been set up in areas with an established support system. Among other functions, succession 
specialists at these centers provide matching services for enterprises looking for successors. As of 
the end of FY2012, there are seven business succession support centers (Hokkaido, Miyagi, Tokyo, 
Shizuoka, Aichi, Osaka and Fukuoka prefectures), with plans to spread them throughout the country.

7) For details, see the Shizuoka Prefecture Business Succession Support Center web site.
 http://www.shizuoka-cci.or.jp/sbsc/

Case
2-3-8

A public consulting service supporting business succession at SMEs

The Shizuoka Prefecture Business Succession Support Center (Shizuoka City) was established in January 2012 
within the Shizuoka Chamber of Commerce and Industry. This public consulting service helps solve the various 
issues relating to passing down a business.7) Business succession is the avenue through which it supports SMEs 
for the greater stimulation and growth of the prefecture’s economy. From its opening through March 31, 
2013, the center had been consulted on 225 cases, most of which concerned mergers and acquisitions (M&A).

One of the unique aspects of the center is that it partners with local financial institutions in the prefecture 
to collect information, such as data on SMEs with lack of successors and SMEs interested in expanding 
through business acquisition.

Yoshiaki Shimizu, who oversees the center, explains how significant these partnerships are: “Many SMEs 
don’t even know the succession support center exists, but they commonly turn to local financial institutions 
for advice. These in turn can introduce SMEs to us. That helps us learn the succession needs of more SMEs.”

As of March 31, 2013, four M&A deals have been made with the center’s help. The center also helps find successors 
for micro enterprises, which can be difficult to sell. This is the so-called “Business Founding/Business Succession 
Support Project.” It brings micro enterprises with lack of successors together with want-to-be entrepreneurs. The 
program is gaining attention as a low-risk way of starting a business while helping essential community enterprises 
to survive. In one recent case, a successor for a shopping district foods store was decided in September. This is 
considered a model case for revitalizing central shopping districts and preventing empty storefronts.

Shizuoka Prefecture Business Succession Support 
Center

Trend in number of enterprises consulting with business succession support centers (FY2012)
(No. of enterprises)

Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar.

Hokkaido Business Succession 
Support Center 0 1 1 4 8 4 6 2 6 0 4 7

Miyagi Prefecture Business 
Succession Support Center 3 2 1 6 3 8 6 6 5 8 7 7

Tokyo Metropolis Business 
Succession Support Center 10 13 41 29 27 37 37 30 39 31 23 21

Shizuoka Prefecture Business 
Succession Support Center 14 15 18 19 10 13 17 12 17 10 13 16

Aichi Prefecture Business 
Succession Support Center 2 3 4 14 4 10 5 2 7 9 8 1

Osaka Prefecture Business 
Succession Support Center 1 5 11 7 12 7 6 13 2 6 2 4

Fukuoka Prefecture Business 
Succession Support Center 4 8 3 3 1 4 5 10 5 3 1 4

Total for all business succession 
support centers 34 47 79 82 65 83 82 75 81 67 58 60

Source: SME Agency
Note:  Nine succession agreements were reached in FY2012 (one in Miyagi, two in Tokyo, four in Shizuoka, one in Aichi 

and one in Osaka).
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Section 2 Current state and issues of successor selection

The previous section discussed the current state of 
business succession at SMEs and micro-enterprises. But 
what do SMEs and micro-enterprise presidents think about 

business continuity after their own retirement and what are 
their thoughts about selecting a successor? This section 
looks at the current state and issues of successor selection.

[1] Intention of business continuity and lack of 
successors

First let’s consider the intentions for business 
succession at enterprises with presidents 50 years and 
older.

Fig. 2-3-8 shows enterprises’ policies on business 

continuity after the president’s retirement.8) By scale of 
business, by far most presidents of medium enterprises 
want their businesses to continue, but less than 60% of 
presidents at micro enterprises feel the same way. In 
addition, more than 10% of presidents of micro enterprises 
want to close their businesses.

8) See Appended note 2-3-2 for reasons why presidents want their businesses to continue even after they retire, by scale of business. Also, see 
Appended note 2-3-3 for reasons why presidents are still not decided if they want their businesses to continue after they retire, by scale of 
business.

Case
2-3-9

A business passed to an employee through the founder’s preparation and 
post-succession support

Stack Electronics Co., Ltd. (employees: 55; capital: ¥70 million), based in Akishima City in Tokyo, is an R&D 
company founded in 1971. Its focus has been on the development of high-frequency optical transmission 
technology for mobile telephone base station communications, wireless disaster communications, and so 
on.

In 2011, company founder Chairman Mizuya Tajima passed the presidency on to Katsuhiro Watanabe, 
who was then senior managing director. The chairman had founded the company with an intention 
neither to make it his own business nor to mix his personal and private lives. Therefore he decided at the 
beginning that he would not hire family members and would pass the company on to a non-family member. 
Anticipating his own retirement at 65, he began preparing for succession even before deciding his successor.

Tajima believed that developing people is fundamental to running a business. Since 1982, he continuously 
hired new graduates and gave thorough employee training. He also created a solid organizational foundation 
by hiring mid-career employees and inviting experienced personnel to join him, including business partners. 
He cultivated and promoted top executives to support the next president.

After he decided that the technically oriented Watanabe would be his successor, Tajima assigned him 
to work in a wide range of company departments, including sales, production, and control, to develop 
the perspective of a president. He also let outsiders 
know about his successor, for example by bringing 
Watanabe along with him to meetings with his bank. 
In addition, he worked with his bank to cancel the 
personal guarantee arrangement for loans, so that 
Watanabe would be under less burden on the job.

Even after the succession, Tajima continued to act 
with President Watanabe for the first year and give him 
business advice and support. Finally, Tajima arranged 
in advance that he would not be part of the internal 
decision-making process, but he would perform a final 
check. Currently, Tajima provides employee technical 
training and other services, focusing on activities that 
raise standards in the organization, so that President 
Watanabe can take charge of management.

 Stack Electronics Co., Ltd.

Coaxial components
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Medium enterprises
(n=2,529)

Micro enterprises
(n=1,882)

0% 100%

Would like to quit business

Haven’t decided yetWould like the business to continue

57.2 29.1 13.7

84.5 14.2 1.3

Fig. 2-3-8  Enterprises’ policies on business continuity after the president’s retirement

Fig. 2-3-9  Reasons for closing micro enterprises

Fig. 2-3-3 shown earlier indicated operations policies 
going forward, showing that presidents at some micro 
enterprises answered that they “would like to close 
business.” And in Fig. 2-3-8 above, presidents at some 
micro enterprises replied that they “would like to quit 
business” when asked about business continuity after they 
retired. A look at the reasons why they want to close their 
businesses showed that items related to lack of successors 

accounted for more than half the cases (Fig. 2-3-9).9) A 
breakdown of lack of successors shows that in about 60% 
of cases, the president found it difficult to pass on the 
business to the president’s own child because “my child 
does not wish to take over” or “I have no child.” Thus 
there is a need to consider non-family members as well 
when trying to find a successor.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes:  1.  The above results are totals for enterprises with presidents 50 years and older.
 2.  Enterprises that answered “would like the business to continue” include those considering selling their businesses.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes:  1. The above results are totals for micro enterprises with presidents 50 years and older who answered they “would like 
to close business” when asked about operations policies going forward or “would like to quit business” when asked 
about business continuity after they retired.  

 2. “Other” includes “It is difficult to find employees.”
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9) The breakdown of reasons for wanting to close the business at medium enterprises was similar to the trend among micro enterprises.
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Column 2-3-2  Intention of business continuity and successor selection, 
by form of organization

As shown in Figs. 2-3-7 and 2-3-8 above, succession by a family member is very common at micro 
enterprises, and in regards to business continuity after the retirement of the current president, 
there are a certain number of enterprises that would like to close business for reasons such as lack 
of successors.

Among micro enterprises, how do sole proprietors feel about business continuity and successor 
selection for after they retire? Let’s compare their responses to those of officially incorporated 
micro enterprises.

First, a look at relationships between former and current presidents at businesses where 
succession occurred 0-9 years previously shows that there was almost no succession to non-family 
members in the case of sole proprietorships.

Next, a look at intentions for business succession at enterprises with presidents 50 years and 
older shows that less than half of those that are sole proprietorships answered that they “would 
like the business to continue” after the president retires, and that about one in four would like to 
close business. 

0% 100%

Executive or employee who 
is not a family member

Third party outside the company

Family member other than son or daughter

Son or daughter

85.5 9.7 3.2 1.6

58.5 14.5 15.4 11.6

Sole proprietorship (n=62)

Corporation (n=441)

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: The above results are totals for micro enterprises where succession occurred 0-9 years previously. 

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for micro enterprises with presidents 50 years and older.
 2. Enterprises that answered “would like the business to continue” include those considering selling their 

businesses.

Relationship between former and current presidents, by form of organization

Enterprises’ policies on business continuity after the president’s retirement, by form of organization
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Reasons for closing micro enterprises, by form of organization

0% 100%

I have no child

My child does not wish 
to take over

Cannot find 
appropriate successor

There is no demand or growth
 potential in the region

There is no future in the business

27.5 5.0 8.3 36.4 16.6 6.3
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 61.3%

Lack of successors
50.0%

41.8 5.2 4.0 20.6 25.4 3.0

Sole proprietorship (n=302)

Corporation (n=402)

Other

When asked about the important considerations when deciding on a successor, about 70% of 
sole proprietorships answered that the successor “should be a family member,” which shows that a 
family relationship with the president is a very big consideration.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for micro enterprises with presidents 50 years and older who answered they 
“would like to close business” when asked about operations policies going forward or “would like to quit 
business” when asked about business continuity after they retired.

 2.  “Other” includes “It is difficult to find employees.”

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for micro enterprises.
 2. Those that answered “Other” are not shown.
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As for the reasons why enterprises would like to close business, many enterprises (both sole 
proprietorships and corporations) mentioned lack of successors. A higher percentage of sole proprietorships 
answered “my child does not wish to take over” or “I have no child” than did corporations, so it is possible 
that whether or not one has a child to take over may affect whether there is a business succession.
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Sources: Recompiled from Teikoku Databank, Ltd., Credit Check Report Database and Corporate Profile Database.
Notes:  1. The above results are totals of forms of succession for enterprises that had changed presidents, and are based on a 

comparison of data from the end of 2012 and data from the end of 2007.
 2. The above results exclude enterprises where the form of succession was described as “founder reinstalled,” “part of 

a company spin-off” or “unsure.”
 3. Here, “internal promotion” means the promotion to president of a company executive or employee who is not a 

member of the previous president’s family.
 4. Here, “external recruiting” means that the enterprise actively promoted its new president from outside.
 5. Here, “president on loan” means that the enterprise passively accepted the new president from outside (e.g., its parent 

company).
 6. Here, “acquisition” means that the appointment of the new president was at the intention of the enterprise that 

conducted the merger or acquisition.

Even though succession to non-family members is increasingly common, most sole proprietorships 
still practice succession to a family member. For these, finding a successor is still the biggest succession 
issue if there is no child to be the successor.10) And even if there is a child, presidents should not 
assume that the child will succeed to the business. Rather, presidents need to decide their successors 
early, by for example asking their children about their intentions concerning succession, in order to 
ensure that the business continues after their retirement.

[2] Current state and issues of succession, by form 
of succession

Fig. 2-3-7 above shows that the rate of successions to 
a family member is falling and the rate to a non-family 
member is rising. In cases where the president names 
a family member as his or her successor or candidate 
successor (collectively referred to simply as “successor” 
below in this subsection), and in those cases where a non-
family member is named, from what perspective does a 
president decide on that successor? And in each case, what 
problems do they recognize as potentially happening? 

This subsection considers the current state and issues of 
succession, by form of succession.11)

First, the form of succession of current presidents in 
2008-2012 is considered by scale of business, using a 
Teikoku Databank, Ltd. database. This shows that more 
than 60% of micro enterprises practiced succession to a 
family member, compared to just over 40% of medium 
enterprises that did so. At medium enterprises, succession 
to a non-family member (including third parties outside 
the company) is more common than succession to a 
family member (Fig. 2-3-10).12)

0% 100%

Medium
 enterprises
(n=33,075)

Micro
 enterprises
(n=20,613)

External recruiting

President
 on loan

Acquisition

Internal promotionSuccession within family

64.9 23.8 5.0 3.9 2.3

42.4 33.0 9.1 14.0 1.5

Fig. 2-3-10 Form of succession of current president, by scale of company

10) There are also some sole proprietors who consulted with a business succession support center and found a successor by recruitment as in Case 
2-3-7 above.

11)  The analysis that follows (Figs. 2-3-11 to 2-3-14) is based on questionnaire survey results on enterprises that have a successor or candidate 
successor. See Appended note 2-3-4 for relationships between the current president and the successor or candidate successor, by scale of 
business. Also, see Appended note 2-3-5 for state of successor decision, by scale of business and age of president, and see Appended note 2-3-6 
for reasons why successor is not decided, by age of president.

12) The content of the survey question is very similar to that of Fig. 2-3-7 above, but the percentage breakdowns of forms of succession do not 
match because the surveys targeted different enterprises and different periods.
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Next, let’s look at the reasons for successor selection 
at medium enterprises, where succession to a non-family 
member is common. Fig. 2-3-11 shows the reasons for 
naming a family member as successor at those enterprises 
that did so, and the reasons for naming a non-family 
member as successor at those enterprises that did so, 
indicating where they had common or opposite reasons 
for their actions.13)

This shows that the reasons frequently cited for 
selecting a non-family member concerned relations with 
executives and employees. Specifically, they were “can 
be expected to raise morale of executives and employees” 
and “is likely to get the understanding of executives 
and employees.” At medium enterprises, which have 

relatively more employees, and executives and employees 
have a relatively large role in management, it seems likely 
that concerns such as raising the morale of executives and 
employees caused non-family members to be selected 
as successor, accounting for the high percentage of 
succession to a non-family member.

Frequently cited reasons for selecting a family 
member were “want to pass on to a family member” as 
well as items relating to enterprise financial affairs and 
management assets, such as it being easy for the new 
president to take over company shares, etc., and personal 
guarantee arrangements for loans, and the ability to easily 
maintain relations with financial institutions.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes:  1. The above results are totals for enterprises with at least one regular employee.
 2. Enterprises that answered “None in particular” were excluded. Those that answered “Other” are also not shown.
 3. Here, “successors” include successor candidates. Business assets are included in company shares, etc.

To what extent are there problems, and what are the 
nature of those problems, in cases of succession to a 
family member and cases of succession to a non-family 
member?

Looking at problems that might occur during succession, 
more than 70% of medium enterprises and more than 
60% of micro enterprises thought that problems could 

occur when passing a business on to a family member 
(Fig. 2-3-12). About 60% of enterprises mentioned 
“insufficient qualifications and abilities as president” as 
a specific problem.14) Looked at by scale of business, a 
relatively high percentage of medium enterprises (about 
40%) mentioned the “burden of inheritance taxes and gift 
taxes.”

Fig. 2-3-11 Reasons for selecting family member/non-family member as successor at 
medium enterprises (multiple responses)
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13) Reasons for naming a family member or non-family member as successor at micro enterprises are shown in Appended note 2-3-7, but the trend 
is the same as for medium enterprises.

14) The next section looks at the training of successors in detail.
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Fig. 2-3-12 Problems during succession of business to a family member, by scale of business

Fig. 2-3-13 Problems during succession of business to a non-family member, by scale of 
business
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: For micro enterprises, the above results are totals for enterprises with at least one regular employee. 

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: For micro enterprises, the above results are totals for enterprises with at least one regular employee.

Also, more than 60% of enterprises thought that 
passing a business on to a non-family member could also 
be a problem, though this was a bit less than those who 
thought the same about passing it on to family member 
(Fig. 2-3-13). Among specific problems, many enterprises 
mentioned the passing on of personal guarantee 

arrangements for loans and assets and liabilities. In 
particular, at medium enterprises, the passing on of 
personal guarantee arrangements for loans and the 
purchase of company shares were considered bigger 
potential problems than at micro enterprises.
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Column 2-3-3  Improvement of business succession tax system

As SME presidents get older, the question of how to facilitate business succession is a pressing 
issue. An effort is underway to vastly increase the usability of the “business succession tax system” 
that allows deferred payment of inheritance taxes and gift taxes on unlisted stock and so on as a 
special case. This system is undergoing revision of its requirements for application and so on.

 Overview of current system [established during FY2009 tax system reform]

l	 If the successor (applies only to family members of the previous president) has acquired unlisted stock from the 
previous president as inheritance or gift, the successor can defer payment of taxes on 80% (or 100% if a gift) of 
that unlisted stock.

l	 The deferment is discontinued if the following conditions are not met during the first five years after the inheritance 
or gift.

	 •	The	company	shall	maintain	at	least	80%	employment	each	year
	 •	The	successor	shall	continue	as	company	representative
	 •	The	previous	president	shall	resign	as	(paid)	executive	(in	the	case	of	gift	tax),	etc.

l	 If the successor has retained the stock and continued the business for five years or longer, the payment of tax is 
exempted upon the death of the successor, the bankruptcy of the company, and so on.

 Overview of reform *In principle, enforcement begins in January 2015

(1) Succession to non-family member included

Applies only to family of previous president.  Applies also to succession to non-family 
member.

(2) Easing of requirement to maintain 80% employment

Maintain at least 80% employment “each year 
for five years.” 

Evaluate based on whether at least 80% 
employment was maintained as “five-year 
average.”

(4) Easing of requirement for retirement as executive

The previous president must retire as executive 
at the time of gift.

Requirement for retirement as executive at time 
of gift changed to requirement for retirement as 
representative. (Can remain as paid executive.)

(5) Elimination of advance check system (enforced April 2013)

In addition to “authorization” of Minister of 
Economy, Trade and Industry, the business 
must also undergo an “advance check” before 
using the system. 

Advance check system eliminated.

(6) Change in method of calculating deferred tax amount

The calculation of deferred tax amount is low 
because the previous president’s personal 
liabilities and funeral expenses are deducted 
when calculating the deferred tax amount.

The previous president’s personal liabilities 
and funeral expenses are not deducted when 
calculating the deferred tax amount.

(3)  Easing of risk of tax deferral discontinuation

Taxes must be paid with interest if the conditions 
are not met and the tax deferral is discontinued.

Five years or more after the inheritance or 
gift, the payment of tax is exempted upon the 
death of the successor, the bankruptcy of the 
company, and so on.

Reduce interest rate (from 2.1% now to 0.9%)
More than five years after acquisition, exempted 
from the first five years of interest.

Tax-deferred amount recalculated and part of 
the tax exempted in case of civil rehabilitation, 
corporate rehabilitation, or SME Revitalization 
Support Council business rehabilitation.
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What kinds of enterprises have difficulty passing on 
personal guarantee arrangements for loans to a successor 
who is not a family member? Fig. 2-3-14 shows that, 
of those enterprises that responded that some kind of 
problem could occur when a business is passed on to a 
non-family member, and which had an asset deficiency, 
about 60% thought that they would have difficulty passing 

on personal guarantee arrangements for loans. However, 
more than 30% of other enterprises in each category of 
scale of net assets also thought they would have difficulty 
passing on personal guarantee arrangements for loans. 
Attention must be paid to passing on personal guarantee 
arrangements for loans as an issue in succession to a non-
family member.15)

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Note: The above results are totals for enterprises that cited one or more problems that could occur when a business is passed 
on to a non-family member.

Fig. 2-3-14 Percentage of enterprises that cited difficulty passing on personal guarantee 
arrangements for loans as a problem when a business is passed on to a non-
family member, by scale of that business’s net assets
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15) There are also enterprises as in Case 2-3-9 above that consult with their financial institution and cancel their personal guarantee arrangements 
for loans as part of preparations for passing the business on to a successor. Additionally, Case 2-3-10 below is an enterprise that dealt with the 
personal guarantee problem by preparing carefully (though this succession was within the family).
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Column 2-3-4 Study council on state of personal guarantees for loans 
and other issues at SMEs

When borrowing money from a financial institution, why is the personal guarantee of 
the president necessary? According to the FY2010 Survey of the Status of Financial Institutions 
Concerning the Personal Guarantee System and Business Rehabilitation,16) the reasons financial 
institutions demand personal guarantees are related to the fact that personal guarantees impose 
discipline on management and facilitate funding procurement as a credit enhancement.

On the other hand, the study indicates that personal guarantee arrangements for loans discourage 
ambitious business expansion and quick business rehabilitation, and are also a factor making it difficult 
to pass on a business to a successor. There are some enterprises in good financial standing that do 
not provide a personal guarantee. Nonetheless, the personal guarantee system has become firmly 
established as a financing custom for SMEs, and dealing with this problem is a critical policy issue.

Source: YAMADA Business Consulting Co., Ltd., FY2010 Survey of the Status of Financial Institutions Concerning the 
Personal Guarantee System and Business Rehabilitation (March 2011), commissioned by SME Agency.

Note:  Those that answered “Other” are not shown.

Source: YAMADA Business Consulting Co., Ltd., “FY2010 Survey of the Status of Financial Institutions Concerning the 
Personal Guarantee System and Business Rehabilitation” (March 2011), commissioned by SME Agency.

Note:  Those that answered “Other” are not shown.
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16) A survey commissioned by the SME Agency and conducted by YAMADA Business Consulting Co., Ltd. on 543 financial institutions (city 
banks, trust banks, regional banks, secondary regional banks, other banks, credit unions and credit associations, and government-affiliated 
financial institutions). Valid response rate 80.3%.
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For this reason, the SME Agency and Financial Services Agency (FSA) in January 2013 jointly 
held the first “Study Council on State of Personal Guarantees for Loans and Other Issues at SMEs.” 
Participants in the council include academic experts, persons with practical experience, financial 
institutions, presidents of SMEs, and so on.

This study council has set out the entire range of issues related to personal loan guarantees and 
other concerns at SMEs, arranging them in terms of two aspects: issues at the time the personal 
guarantee contract is formed (the status of personal guarantee use, and new financing customs, 
methods, etc., that do not depend excessively on security and collateral) and issues after the 
personal guarantee contract is formed (the state of personal guarantees in cases such as business 
rehabilitation, and others). The council also studied specific policy measures for solving these issues.17)

Section 3 Preparing for business succession

The previous section noted that there are many 
enterprises that wish to continue in business after the 
retirement of the current president. However, such a wide 
range of tasks must be performed before handing over 
the business to the successor, and the president him or 

herself must be suitably knowledgeable about business 
succession.

This section examines the state of preparation for 
business succession, initiatives for facilitating it, and so 
on at enterprises with presidents 50 years and older.

[1] Successor training
First, Fig. 2-3-15 shows aspects of business succession 

that presidents are particularly interested to know about. 
It shows that successor training is of particular interest at 

many enterprises. Looked at by scale of business, medium 
enterprises responded at a higher rate overall and seem to 
have a more concrete interest in how to undertake business 
succession than is the case at micro enterprises.18)

17) For details, see SME Agency, Study Council on State of Personal Guarantees for Loans and Other Issues at SMEs. 
 http://www.chusho.meti.go.jp/koukai/kenkyukai/kojinhosho/index.html
18) See Appended note 2-3-8 concerning aspects of business succession that presidents are particularly interested to know about, by scale of net 

assets. Even looked at by scale of net assets, successor training was the issue of greatest interest, and the greater the scale of net assets, the 
more interest there was in inheritance tax, etc., and company shares, etc.

Above, we have considered the process of selecting 
successors to take over the reins of SMEs and micro-
enterprises enterprises today, and looked at issues 
associated with the selection of successors. We have seen 
that a gradual change is occurring away from the model 
in which succession is from family member to family 
member. However, among micro enterprises in particular, 
there are still many cases in which the president of the 
business seeks a blood relation as successor, and it is 
possible that this is increasing the difficulty of finding 

successors. In attempting to select a successor, it may 
be necessary for companies to consider executives or 
employees who are not family members, or individuals 
from outside the company. 

In addition, while the situation differs depending on the 
form of succession, we have seen that a range of problems 
can impede the process, and for companies wishing to 
conduct a business succession, making preparations 
to ensure that such problems do not arise is a factor in 
realizing a smooth succession. 
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1. The above results are totals for enterprises with presidents 50 years and older.
 2. Those that answered “Other” are not shown.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1. The above results are totals for enterprises with presidents 50 years and older.
 2. For micro enterprises, the above results are totals for enterprises with at least one regular employee.
 3. Those that answered “Other” are not shown.
 4. Preparations being made for business succession included those preparations that enterprises had plans to make.

When asked what specific preparations they were 
making for business succession, the most common 
answer from enterprises was “increasing successor’s 

qualifications and abilities” (Fig. 2-3-16).19) Looked at 
by scale of business, preparations were further along at 
medium enterprises than at micro enterprises.

Fig. 2-3-15 Aspects of business succession that presidents are particularly interested to 
know about, by scale of business (multiple responses)

Fig. 2-3-16 What preparations enterprises were making for business succession, by scale 
of business (multiple responses)
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19) See Appended note 2-3-9 concerning preparations being made for business succession, by scale of net assets.
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1.  For micro enterprises, the above results are totals for enterprises with at least one regular employee.
 2.  Those that answered “Other” are not shown.

On the other hand, a high percentage of enterprises 
answered that abilities, etc., lacking in their successors 
were “knowledge of financial affairs and accounting” 
and “thoroughly familiar with the company’s business/
industry” (Fig. 2-3-18). Considered by scale of business, 
items where the difference was great were “leadership” 

and “strong sales and negotiating skills.” Looked 
at together with Fig. 2-3-17 above, whereas micro 
enterprises want their president him/herself to have 
actual working abilities, medium enterprises put a greater 
emphasis on the ability of the president to lead executives 
and employees and give direction to management.

What are the qualifications and abilities that successors 
need to increase? In Fig. 2-3-17, a look at important 
considerations when deciding successor, by scale of 
business shows different trends at micro and medium 
enterprises. A high percentage of micro enterprises 

mentioned “should be a family member” or “should 
be thoroughly familiar with the company’s business/
industry,” whereas a high percentage of medium 
enterprises answered “should have strong leadership 
skills” or “should be very eager to manage the company.”

Fig. 2-3-17 Important considerations when deciding successor, by scale of business 
(multiple responses)
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1. Up to three items could be selected.
 2. For micro enterprises, the above results are totals for enterprises with at least one regular employee.
 3. Those that answered “Other” are not shown.
 4. Here, “successors” include successor candidates.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1.  Here, “successors” include successor candidates.
 2. Numbers in shaded cells are the maximum values of effective ways to increase each ability, etc., lacking in successors.
 3. Effective ways to increase abilities, etc., lacking in successors are not shown if fewer than 5% of respondents selected 

those ways in respect to all such abilities, etc.
 4. Those that answered “Other” are not shown.

Many enterprises believe that an effective way to 
increase the abilities required of a president is to train the 

successor by such means as giving him or her experience 
within the company (Fig. 2-3-19).

Fig. 2-3-18 Abilities, etc., lacking in successors, by scale of business

Fig. 2-3-19 Effective ways to increase abilities, etc., lacking in successors
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

However, as Fig. 2-3-20 shows, there are enterprises 
that mention “work is too busy and there is not enough 

time” as an obstacle to successor training.

Following is a case study of an enterprise that has 
spent a long time in preparation for business succession, 

including OJT for the successor.20)

Fig. 2-3-20 Obstacles to successor training, by scale of business
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Note: Those that answered “Other” are not shown.

20) Some enterprises provide successor training by giving him or her experience in various departments of the company (as in Case 2-3-1 above) 
and others have the successor take training externally (as in Case 2-3-11 below).
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[2] Understanding from other persons concerned
For a smooth business succession, it is also important 

that the enterprise get understanding of the succession 
from other people concerned, both within and beyond 
the company. Succession without the consent of others 
on the periphery may pose challenges to the successor’s 
leadership.

Fig. 2-3-21 lists effective ways of gaining 
understanding of the succession from people concerned 
within and beyond the company. Looked at by scale of 

business, the answer “active involvement in the company 
by the successor” was most frequently cited among 
micro enterprises, while medium enterprises most often 
answered “building a system to support the successor.”

The larger the business, the more difficult it is for 
the president to manage it single-handedly. Thus at 
medium enterprises in particular, it is important to get 
understanding of the succession from people concerned 
inside and out by training top executives and building a 
system to support the president.

21) A general name for cloth, textiles, etc., made of cotton, linen or silk.

Case
2-3-10

After thorough preparation, 40-year-old president takes over from 
founder, seeks to re-energize region

Kiyohara Co., Ltd. (employees: 26; capital: ¥12.5 million), based in Moriyama City in Shiga Prefecture, 
manufactures Japanese-style goods, among other endeavors. It sells products like fukusa (small cloths used 
for wrapping) to a wholesaler in Kyoto, but in recent years has developed products under its own brand 
and is retailing them. It is increasing staff members as it increases its sales. The company is contributing to 
its community by using local fabrics (called fuhaku)21) and sewn products from Moriyama City.

In 1987, at the age of 40, company president Takeshi Kiyohara took over the business from the founder. 
The founder started thinking about succession at an early date. He adopted a long-term business plan and 
carried it out systematically.

Concerning finances, he increased the company’s equity to total assets so that the president’s personal 
guarantee on loans would not be too much necessary. While that enhanced the valuation of Kiyohara’s 
stock, the founder also gradually (over more than a decade) transferred his stock to his successor as part of 
the long-term plan, which foresaw passing the business from the founder to the current President Kiyohara, 
and eventually from him to the current president’s eldest son, senior managing director Hiroaki Kiyohara.

As of 2013, the company is waiting for the day when the business will pass from the present president 
to the current senior managing director. Starting early on, employees and others came to understand that 
senior managing director Kiyohara, who is now age 36, would be the successor to the business. And to ensure 
that the younger Kiyohara developed the abilities as 
president, he started a rigorous OJT program as soon 
as he joined the company to prepare the way for a 
smooth succession.

The current president Kiyohara says that “As a 
president gets older, it interferes with business. Business 
has to change with the times and enterprises have to 
actively incorporate young people’s sensitivities into 
their management. It’s also important, on the other 
hand, for the young generation to learn about the 
hardship that went into founding the company and 
the principles at its heart.” He is concurrently serving as 
the president of a local town development company. 
That organization works to create attractive towns so 
that SME presidents’ sons and daughters who will one 
day be those business’s successors will come back to 
the community.

Kiyohara’s own “Wakana” brand of card cases made of Shiga 
Prefecture’s local “hamachirimen” silk

Kiyohara Co., Ltd.
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1. For micro enterprises, the above results are totals for enterprises with at least one regular employee.
 2.  Those that answered “Other” are not shown.
 3.  Here, “people concerned within and beyond the company” includes shareholders, executives, employees, business 

partners, financial institutions, etc.

Following is a case study of an enterprise that built 
trusting relationships with people concerned within and 

beyond the company as its president grew and improved 
the company’s management.

Fig. 2-3-21 Effective ways of gaining understanding of the succession from people 
concerned within and beyond the company, by scale of business (multiple 
responses)
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Case
2-3-11

Current president improves management by trial and error, builds trusting 
relationships with people concerned within and beyond the company

Hisano Co., Ltd. (employees: 88; capital: ¥10 million), based in Kumamoto City in Kumamoto Prefecture, 
is a delivery service that handles medium/heavy-weight items like precision devices.

President Makoto Kubo joined the enterprise in 2004. He quit his previous job that year to support 
his wife, who took over the business when the previous president, her father, fell ill. Unfortunately, the 
employees were strongly opposed to President Kubo, who had no experience with delivery services. It was 
not easy for him to be accepted internally as successor.

In response, President Kubo took a private training course for business successors for a year, developing 
the strong will and business know-how demanded of a president. He also took a half-year training from 
an industry group to learn skills like how to calculate transportation base rates. Also, by joining a club 
of young presidents hosted by a government-affiliated financial institution, he expanded his network of 
fellow presidents and got advice from presidents of other companies.

President Kubo worked hard to build those abilities he needed as president, and it paid off in results 
like winning large orders by himself. In addition, he integrated delivery and installation services, which 
previously had been done by two separate businesses. This effort to drive down his customers’ logistics costs 
helped Hisano to win more orders.

Kubo was particularly careful to practice genuine communication by respecting each employee’s opinion 
and taking a humble attitude. He gradually won the trust of his employees. Kubo has also maintained 
relationships by submitting business plans to the company’s financial institution and giving a statement of 
accounts each period.

The Lehman crisis hit after Kubo accepted the 
presidency in 2008, worsening business conditions 
for Hisano’s customers in the manufacturing industry 
and dampening sales growth at Hisano. Nonetheless, 
the company has increased profitability by taking 
cost-cutting steps like consolidating freight receiving 
operations and deploying employees efficiently. 
Now, President Kubo and his wife, Director Naoko 
Kubo, run the company jointly. He oversees sales 
and management control, while she handles general 
affairs. A Hisano delivery operation

Hisano Co., Ltd.
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Column 2-3-5  State of preparation for business succession, by whether 
or not a successor has been decided

What differences are there in an enterprise’s state of preparation for business succession, based 
on whether a successor has been decided?

Asked about their level of preparation for succession, more than 70% of enterprises that had 
decided a successor answered that “we have done enough preparations” or “we have done some 
preparations.” In contrast, of those enterprises that had not decided a successor, only a little over 
30% of those with a successor candidate and somewhat over 10% of those without a successor 
candidate answered the same.22)
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: The above results are totals for enterprises with presidents 50 years and older.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for enterprises with presidents 50 years and older.
 2.  Those that answered “Other” are not shown.
 3. Preparations being made for business succession included those preparations that enterprises had plans to make.

Looking at what kinds of preparations enterprises are making for succession also shows that those 
that had not decided a successor are behind those that had decided a successor.

To make sure that a business succession is smooth, it appears necessary first to have secured a successor.

Level of preparation for business succession, by whether or not there is a successor

What preparations enterprises were making for business succession, by whether or not the 
successor is decided (multiple responses)

22) See Appended note 2-3-10 concerning the level of preparation for succession, by scale of business.
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Column 2-3-6 Learning knowledge and getting advice about business 
succession

Fig. 2-3-15 above showed the business succession knowledge in which presidents had a particular 
interest. Asked whether they had used any means of acquiring business succession knowledge, 
about two-thirds of medium enterprises and over 50% of micro enterprises said they had.

The most common specific means mentioned was “conferring with a consulting tax accountant, 
etc.,” followed by “books.” In addition, a higher percentage of medium enterprises than micro 
enterprises answered “management consultant/financial institution seminar.” While there is some 
difference by scale of business, it appears that presidents are actively trying to acquire business 
succession knowledge.

Means used to acquire business succession knowledge, by scale of business
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7.2
3.4

4.6
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1.9

Medium enterprises (n=2,367)
(outer circle)

Note: Those that answered “Other” are not shown.

Also, for a smooth succession, it is important not only that the president acquire business 
succession knowledge by him or herself, but also consult with internal and external people concerned 
and specialists. When enterprises were asked who they had consulted on business succession, the 
most common answer was “tax accountant/certified public accountant.” However, a relatively 
large number cited “president of another company” on the issue of successor training and “family 
member” on successor selection.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: The above results are totals for enterprises with presidents 50 years and older.
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Parties consulted on business succession, by nature of question (multiple responses)
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for enterprises with presidents 50 years and older.
 2. Enterprises that answered “We have not consulted with anyone” were excluded.
 3. Fig. 2-3-15 shows the two responses most frequently given.
 4. Who the enterprise consulted includes parties that the enterprise plans to consult with.
 5. “Other” includes “attorney” and “national/local public agency.”

Column 2-3-7 Current state and issues of business succession,  
by industry

The analysis so far has looked at the current state and issues of business succession at SMEs and 
micro-enterprises mainly by scale of business. What similarities and differences might be found by 
looking at the same things by industry?

First, a look at enterprises with presidents 60 years and older shows that ordinary profit was on 
a declining trend at more than half of them. The percentage of enterprises with declining profits 
was especially high (about 60%) in the accomodations, food services, wholesale and retail trade 
industries, suggesting that they are largely dependent on their presidents for management.

Percentage of enterprises where ordinary profit was on a declining trend, by industry 
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: The above results are totals for enterprises with presidents 60 years and older and which responded concerning 
their ordinary profit for the last five years.
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Next, the figure below shows the relationship between former and current presidents at 
businesses where succession occurred 0-9 years previously. It shows that, while the percentages 
differ, there was a high percentage of succession to a family member at enterprises in most sectors. 
However, in the professional and technical services industry and information and communications 
industry, a high percentage of enterprises gave succession to a non-family member. Succession to 
a non-family member was the practice at the vast majority of enterprises in the information and 
communications industry in particular.

Moreover, the percentage of presidents who were also the founders of their enterprises was just 
under 80% in the medical, healthcare and welfare industry. On the other hand, the percentage of 
founders was only about 30% in the transportation and manufacturing industries. Many of these 
enterprises have experienced a business succession already.

Relationship between former and current presidents, by industry

Percentage of presidents who were also founders of their enterprises, by industry

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: The above results are totals for enterprises where succession occurred 0-9 years previously. 

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.
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Enterprises with presidents 50 years and older were asked their intentions for business succession 
after the retirement of the current president. The majority of enterprises in every industry sector 
responded that they “would like the business to continue.” However, the percentage of such 
enterprises was about 80% in the information and communications industry but only about 60% at 
medical, healthcare and welfare enterprises. In addition, the percentage of medical, healthcare and 
welfare enterprises that wished to close business was about 20%.

Looked at by industry, enterprises are largely proactive about business continuity after the 
president’s retirement, just as they were in Fig. 2-3-8 above. However, as Figs. 2-3-12 and 2-3-13 
above showed, a variety of problems can occur when passing on a business to the successor.

The following figure shows how many enterprises that have a successor or successor candidate 
foresee such problems.

In every industry sector, about 70% of enterprises that have designated a family member as 
successor or successor candidate believed there will likely be problems.

Enterprises’ policies on business continuity after the president’s retirement, by industry

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for enterprises with presidents 50 years and older.
 2. Enterprises that answered “would like the business to continue” include those considering selling their 

businesses.
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About 50%-70% of even those enterprises that have designated a non-family member 
as successor or successor candidate also believed there will likely be problems, though this is a 
somewhat lower percentage than enterprises that have designated a family member as successor 
or successor candidate.

Likelihood of problems when business is passed on to a family member, by industry

Likelihood of problems when business is passed on to a non-family member, by industry

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.
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So, about how many enterprises have made actual preparations for business succession, and 
what kind of preparations have they made? Let’s consider enterprises with presidents 50 years and 
older.

When these enterprises were asked about their level of preparation for succession, more than 
50% of enterprises in the manufacturing and transportation industries answered “we have done 
enough preparations” or “we have done some preparations,” but less than 40% of enterprises in 
the information and communications industry did so.

And looking at those enterprises that indicated what preparations for succession they had 
made, enterprises in all industry sectors most often answered that they were “increasing successor’s 
qualifications and abilities.” Many enterprises also responded that they were “cultivating personnel 
to support successor” and “maintaining relations with business partners.” It seems that successor 
training is considered an important issue in business succession.

Percentage of enterprises that have made preparations for succession, by industry

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1.  The above results are totals for enterprises with presidents 50 years and older.
 2. Here, “enterprises that have made preparations for succession” refers to enterprises that answered “we have 

done enough preparations” or “we have done some preparations” as their level of preparation for succession.
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What preparations enterprises were making for business succession, by industry (multiple 
responses)

Construction 
(n=479)
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(43.2%)
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Notes: 1. The above results are totals for enterprises with presidents 50 years and older.
 2.  The table shows the four responses most frequently given in each industry sector.
 3.  Preparations being made for business succession included those preparations that enterprises had plans to 

make.

Because what is needed of successors varies by industry, enterprises in each industry sector have 
to consider the qualifications, abilities, etc., required as president at that company and take steps 
to train the successor accordingly.
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Important considerations when deciding successor, by industry (multiple responses)

It cannot be easy for enterprises that are very busy to 
prepare for a future succession of presidents as a priority 
over other management issues. Most of the preparation 
for succession has to be done by the president him or 
herself, and the burden is likely very great on owner-
presidents, of which there are many among SMEs and 
micro-enterprises.

However, if such an enterprise suddenly has to deal 

with succession and is insufficiently prepared, the new 
president will face many management challenges and 
possibly even risk business closure. Therefore preparation 
for succession must not be delayed. Enterprise presidents 
must make preparations, getting help from internal and 
external people concerned, specialists, public agencies, 
and others.

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Note: The table shows the four responses most frequently given in each industry sector.
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Section 4 Sale of business

For enterprises that would like their business to 
continue after the president retires but cannot secure a 
successor, selling the business is one way to achieve 
succession.

Fig. 2-3-22 shows trends in the number of M&A deals 
among unlisted enterprises. It suggests signs of recovery 
in the M&A market since the post-Lehman crisis drop-off.

Source: RECOF Corporation

Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Note: Here, “enterprises with a successor” include those with a successor candidate.

About 30% of enterprises without a successor replied 
that they are “very interested” or “interested” in selling 

their business, indicating that there is a latent need for 
M&A (Fig. 2-3-23).

Fig. 2-3-22 Trends in number of M&A deals among unlisted enterprises

Fig. 2-3-23 Enterprise interest in selling business, by whether or not there is a successor
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), 
commissioned by SME Agency.

Asked about their interest in acquiring a business, 
more than 30% of enterprises with net assets of more than 
¥300 million, and about 30% of those with net assets of 
¥50 million-¥300 million, responded that they were “very 

interested” or “interested” in making such an acquisition. 
This suggests that enterprises with a relatively strong 
financial base are potential buyers (Fig. 2-3-24).

So, what kind of obstacles are there to actually selling 
a business? According to Fig. 2-3-25, the most frequent 
answer was that it is “difficult to find a buying enterprise.” 
By scale of business, medium enterprises answered that 
it is “difficult to get the understanding of executives and 
employees” more often than micro enterprises did. Thus 
to alleviate the unease executives and employees may feel 
about the sale, it seems necessary to take steps such as 

making employment maintenance a condition of sale.
Other than that, obstacles related to lack of specialized 

knowledge needed to sell a business (specifically, 
“difficult to calculate an appropriate sale price” and 
“we do not have enough knowledge of techniques and 
procedures”) were cited relatively often. Thus it appears 
that SMEs and micro-enterprises would have difficulty 
selling their businesses by themselves.

Fig. 2-3-24 Interest in acquiring a business, by scale of net assets
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Fig. 2-3-25 Obstacles to selling a business, by scale of business (multiple responses)
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Source: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency.

Notes: 1. For micro enterprises, the above results are totals for enterprises with at least one regular employee.
 2. Those that answered “Other” are not shown.

The M&A market is gradually recovering. M&A 
activity is projected to rise hereafter for SMEs and 
micro-enterprises also. In particular, enterprises without 
a successor have a certain level of interest in selling 
their business. For them, handing down the business by 
selling it is one effective means of solving their lack of 
successors.

On the other hand, there are a variety of obstacles 
to selling a business, such as the difficulty of finding a 
match and the need for specialized knowledge. Therefore 

actually going through with a business sale is not easy. 
Enterprises that wish to sell their business not only have 
to work to collect information. They must also consider 
consulting with public agencies, seeking the services of 
an M&A broker, and so on.

Following is a case study of an enterprise that used a 
broker to hand its business down by M&A, and another of 
a broker that is helping SMEs and micro-enterprises to go 
through with M&As.



Part II   Dynamic and self-transformative SMEs and micro-enterprises

Section 4

169

Case
2-3-12

Business succession by M&A to solve successor problem and spur further 
enterprise growth

TANBAC Co., Ltd. (employees: 16; capital: ¥40 million), based in Taito City in Tokyo, founded in 1989, 
designs and manufactures industrial board computers.

Company founder and director Yoshimasa Takeshita began searching for his successor at around age 60, 
anticipating that he would retire at 65. TANBAC is a development company with strong technical expertise. 
As such, Takeshita believed its president would have to be thoroughly familiar with the company’s technology 
and be able to build trusting relationships with the employees at the root of its technical development.

At first he considered selecting a successor from among his employees, but had to abandon the idea. 
Among the obstacles to that plan, the new president would have had to personally guarantee loans from 
financial institutions and get the funds needed to purchase company share. While this was happening, the 
Lehman crisis occurred and orders declined. Realizing that TANBAC would have difficulty surviving on its 
own, Takeshita started to consider passing the business down by M&A.

Takeshita consulted with another company’s president and attended an M&A seminar to collect 
information. Then in 2010 he asked a private M&A broker for its services. He was looking for a buying 
enterprise that would be able to use TANBAC’s technology and know-how. He thought that if TANBAC could 
find such an enterprise as its parent company, the synergy would not only fuel further growth at TANBAC but 
also protect its employees’ jobs. Subsequently, EBRAIN, 
Inc. (106 employees, capital ¥143 million) surfaced 
as a potential buyer. Among other businesses, the 
company manufactures cases for industrial computer 
circuit boards. After about half a year of negotiating, 
the M&A was accomplished in June 2011.

Director Takeshita stayed on at TANBAC after the 
M&A, and since there have been no major changes 
in business operations since then, succession is still an 
issue in operations. However, thanks to the financial 
support of the parent company, there is no longer a 
need for TANBAC’s president to personally guarantee 
loans, making it possible to hand the business over 
to an employee or other person. Takeshita is now 
working to improve conditions at TANBAC so that his 
successor will be able to manage the business without 
big problems after he retires. CPU board

TANBAC Co., Ltd.
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Case
2-3-13

Providing M&A services to solve business succession problems

Nihon M&A Center Inc. (employees: 111; capital: ¥1 billion), based in Chiyoda City in Tokyo, provides M&A 
brokering and consulting services, specializing in midsized firms and SMEs.

Since its founding in 1991, the firm has helped carry out more than 900 M&A deals. Clients find it through 
the nationwide M&A information network it has built with financial institutions, accounting firms, chambers 
of commerce and industry, and others. It also uses events like seminars as outreach, which results in more 
inquiries. Nihon M&A Center says that about 80%-90% of enterprises looking to transfer ownership do not 
have a successor. The firm looks at this to determine if the president is serious about selling the business. It 
then focuses on those that it believes could get an inquiry for an enterprise interested in purchasing it. In 
FY2011, Nihon M&A Center made 106 M&A deals, its most ever.

Kazuhiro Iino, director of Nihon M&A Center’s Business Planning Department, warns that “SME presidents 
tend to unconsciously avoid any choice other than passing the business on to a family member or employee, 
and they put off dealing with succession. Often they are not aware of the risk that succession may not 
happen as they hope, either because the family member does not want to take over or the company’s 
financial institution won’t agree to transfer their personal guarantee arrangements for loans to an 
employee-successor, or some other reason.” He adds, “Many M&A’s get a business on a growth trajectory 
with the synergy of the buying and selling enterprises.”

　Up to now, the difficulty and cost of finding a buying enterprise have been obstacles for micro 
enterprises, which has limited the use of business succession by sale. Therefore in January 2013, Nihon M&A 
Center started a new online business succession support service (“Doko de mo Jigyo Hikitsugi” Support) for 
enterprises with annual sales of less than ¥100 million.

　Enterprises wishing to use the service register on a special system through a tax accountant, certified 
public accountant or other official business succession advisor authorized by Nihon M&A Center. The service 
helps the enterprise proceed with M&A while consulting with an advisor. The setup greatly reduces costs 
because the advisor can do much of the M&A preparation (drawing up materials, etc.) on the system, and 
the procedures leading up to a concluded contract are kept very brief. In future, M&A is likely to be a viable 
option to overcome lack of successors even at micro enterprises.

Nihon M&A Center Inc.
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To deal with the varied issues of business succession 
looked at so far and ensure a smooth business hand-off, 
the SME and micro-enterprise itself has to make a great 
effort. It is also essential that government work out and 

consider business succession support measures. Below 
is a table of measures for the major issues of business 
succession (Fig. 2-3-26).

This chapter has taken a look at business succession at 
SMEs and micro-enterprises. It indicated that many such 
enterprises are facing lack of successors. Moreover, although 
these enterprises are coming to recognize the various 
problems that could happen during business succession, 
they are not yet sufficiently prepared for it. The analysis 
also shows that some enterprises that have completed the 
business succession process are making a big contribution 
to their region and society. For example, the business 
innovations made by some new presidents have enhanced 

company performance and boosted employment.
Presidents who have guided their SMEs and micro-

enterprises over many years are not necessarily proactive 
about business succession initiatives that envision their 
own retirement. However, a successor is necessary if the 
business they have fostered is to continue developing. Going 
forward, it is hoped that presidents nearing retirement will 
view succession as an opportunity for further growth of their 
companies and will turn their management over to a new 
generation accordingly.

Fig. 2-3-26 Major measures for business succession
Issues Measures

Measures against lack of successors

n	 Business Succession Help Desks have been set up to provide information, advice and so on 
relating to issues like business succession, at support organizations certified by the 47 prefectures 
(such as chambers of commerce and industry certified as based on the Act on Special Measures 
for Industrial Revitalization and Innovation).

n	 Going further, seven Business Succession Support Centers have been set up around the country, 
and there are policies in place to expand these throughout Japan in future. Among other functions, 
succession specialists at these centers provide matching services for enterprises looking for 
successors.

	 (For details, see Column 2-3-1.)

Dealing with inheritance taxes and  
gift taxes

n	 Improvement of business succession tax system
•	 To ease the requirement to maintain 80% employment, the condition “maintain at least 80% 

employment each year for five years” was changed to “an evaluation based on whether at least 
80% employment was maintained as a five-year average.”

•	 Tax-deferred amount recalculated and part of the tax exempted in case of civil rehabilitation, 
corporate rehabilitation, or SME Revitalization Support Council business rehabilitation.

•	 The requirement for retirement as executive at time of gift changed to requirement for retirement as 
representative, making it possible for the previous president to remain as paid executive.

	 (For details, see Column 2-3-3.)

Dealing with personal guarantee 
arrangements for loans

n	 The “Study Council on State of Personal Guarantees for Loans and Other Issues at SMEs” has 
met to set out the entire range of issues related to personal loan guarantees and other concerns at 
SMEs, arranging them in terms of two aspects: issues at the time the personal guarantee contract 
is formed (the status of personal guarantee use, and new financing customs, methods, etc., that 
do not depend excessively on security and collateral) and issues after the personal guarantee 
contract is formed (the state of personal guarantees in cases such as business rehabilitation, and 
others). The council also studied specific policy measures for solving these issues.

	 (For details, see Column 2-3-4.)

Dealing with transferring company shares 
to a successor who is a non-family 

member

n	 Improvement of business succession tax system (for details, see Column 2-3-3) 
The system previously applied only if the successor was a family member of the previous 
president, but has been expanded to any successor who is a non-family member.

n	 Support by business succession financing 
If business succession requires a large amount of funds (e.g., to purchase company share or 
business assets), individuals representing enterprises can now get loans from such organizations 
as the Japan Finance Corporation if so authorized by the Minister of Economy, Trade and Industry.
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Information technology (IT) is advancing rapidly today. New information devices such as 
tablet terminals and smartphones and new information services including cloud computing1) 
have appeared, and significant improvements in data processing power, convenience, and cost-
performance ratios are enabling low-cost IT use.2) 

At the same time, the management issues faced by SMEs and micro-enterprises are becoming 
increasingly complex and sophisticated. IT has the potential to function as a powerful means of 
resolving such management issues. In addition to the now conventional use of IT to provide support 
in areas such as finance, accounting, human resources, and salary management, companies are 
beginning to utilize information technology in order to increase productivity and competitiveness, 
for example in production and inventory management, the enhancement of sales capacity, and 
obtaining new customers. These initiatives are not only taking place on the level of individual 
companies; we are also seeing initiatives for IT use being launched by SMEs and micro-enterprises 
working together, centering on a number of core companies. The use of continuously developing 
IT to resolve management issues can make SMEs and micro-enterprises more vigorous entities. 

This chapter will analyze the status of introduction of IT and its use to resolve management 
issues by SMEs and micro-enterprises based on the results of a questionnaire survey,3) and will 
consider the necessary steps to be taken to promote the further introduction and use of IT. 

Section 1 Current status of introduction of IT

[1] Changes in markets and the management 
environment with the spread of IT

Fig. 2-4-1 shows responses concerning the changes 
that the spread of IT has produced in markets and the 
management environment, considered by the size of the 
business concerned. Among medium and large enterprises, 
the most common response was “Increased demand for 
business speed.” Among micro enterprises, “Increased 

competition with other businesses in the same industry” 
was the most common response, but close to 30% of these 
businesses also responded “No particular changes.” As 
this indicates, the spread of IT has produced changes in 
markets and the management environment, but the way 
that these changes are perceived differs depending on the 
scale of the business.

1) Cloud computing is an information service provided via networks; assuming that a business or other organization possesses an environment 
enabling connection to the network, it will be able to make use of data processing and applications provided in the cloud. This subject will 
be considered in greater detail in Section 4 Part 3 below. 

2) This chapter will analyze initiatives by SMEs and micro-enterprises to respond to management issues by utilizing devices, systems, services, 
etc. that employ technologies to digitalize, accumulate, process and transmit data, providing introductions to various topics through case 
studies of model companies. 

3) A questionnaire survey of 15,000 businesses commissioned by the SME Agency, conducted by Mitsubishi UFJ Research & Consulting Co., 
Ltd. in November 2012. The response rate was 16.7%. Please refer to the Reference materials at the back of this volume for details. Here, a 
SME is defined as a company with 300 employees or less (100 employees or less in the case of a wholesale trade or service industries, and 
50 or less in the case of a retail trade industry). “Medium enterprise” refers to the remainder after micro enterprises have been excluded from 
SMEs. “Large enterprise” refers to companies other than SMEs.  
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[2] Status of Introduction of IT
Fig. 2-4-2 compares the status of introduction of 

IT in 2007 and 2012 by the size of companies and the 
mode of use of the technology. The number of micro 
enterprises and medium enterprises responding that they 
used IT for the purpose in question increased than 2007 
for each mode of use, indicating that the introduction of 

IT progressed steadily during this period. However, while 
the difference in the rate of introduction of IT between 
micro and medium enterprises has tended to become 
smaller, micro enterprises can still be seen to lag behind 
larger enterprises in this area, for example in establishing 
company websites.

Fig. 2-4-1  Nature of changes in markets and management environment with spread of 
IT, by size of company (multiple responses) 

Fig. 2-4-2  Status of introduction of IT by size of company and mode of use of technology 
(2007 and 2012) 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. Figures for each mode of use of IT show the percentages of companies responding that they used IT for the purpose 
in question. 

 2. The number of companies responding (the parameter used in calculating the response rate) differs for each item. 

0

10

20

30

40

50

60

70
(%)

30.7 33.9

22.8 21.0

8.4
12.5 9.0 9.4 7.1

28.6

45.6

33.3 32.5

21.1
12.3 10.0 9.5 6.9 6.4

20.0

59.1

36.1 36.8

26.8
21.0 17.9

8.6 5.8 3.4
12.0

Micro enterprises (n=821) Medium enterprises (n=1,288) Large enterprises (n=291)

In
cr

ea
se

d 
de

m
an

d 
fo

r

bu
sin

es
s 

sp
ee

d

Ex
pa

ns
io

n 
of

 s
al

es

op
po

rtu
ni

tie
s/

m
ar

ke
ts

Pr
og

re
ss

 o
f s

ta
nd

ar
di

za
tio

n/

m
od

ul
ar

iza
tio

n

In
cr

ea
se

d 
co

m
pe

tit
io

n 
wi

th

ot
he

r c
om

pa
ni

es
 in

 th
e

sa
m

e 
in

du
st

ry
In

cr
ea

se
d 

de
m

an
d 

fo
r

re
sp

on
se

 to
 in

di
vid

ua
l

cu
st

om
er

 n
ee

ds

Re
du

ct
io

n 
in

 p
ric

es
 d

ue
 to

ov
er

se
as

 p
ro

du
ct

io
n,

 e
tc

.
Ex

pa
ns

io
n 

of
 d

ig
ita

l d
ivi

de
In

cr
ea

se
d 

am
ou

nt
 o

f

co
m

pa
ni

es
 n

ew
ly

en
te

rin
g 

in
du

st
ry

G
re

at
er

 o
pe

ni
ng

 o
f m

ar
ke

ts

(R
ed

uc
tio

n 
in

 tr
an

sa
ct

io
ns

be
tw

ee
n 

ne
tw

or
ks

 o
f

af
fili

at
es

, e
tc

.)
No

 p
ar

tic
ul

ar
 c

ha
ng

es

0 20 40 60 80 100

Sale of products in 
Internet shops and 
Internet auctions 

Company blog 

Product sales, 
receipt of orders, etc. 
via company website 

Internet banking 

Establishment of 
company website

Email

100 80 60 40 20 0

Micro enterprises Large enterprisesMedium enterprises Micro enterprises Large enterprisesMedium enterprises
(n=1,303)(n=826) (n=294)

20122007

(%)(%)

81.4
96.3
98.6

46.3
80.4

95.6

46.4
65.4

53.3

12.8
17.6

31.0

11.9
16.7

19.6

7.6
8.6

21.9

75.8
95.6

97.2

39.6
73.0

85.3

39.1
62.4

55.9

9.9
16.5

27.8

6.9
10.2

12.1

5.8
7.4

9.5

(n=1,990)(n=673) (n=713)

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., 
Questionnaire Survey on IT Use (November 2007), 
commissioned by the SME Agency. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., 
Questionnaire Survey on IT Use (November 2012), 
commissioned by the SME Agency. 



174

Chapter 4   Utilization of information technology

Column 2-4-1  Website use

According to Fig. 2-4-2 above, a little under 50% of micro enterprises have established a company 
website, while approximately 80% of medium enterprises have done so. How are SMEs and micro-
enterprises using these websites? 

If we consider responses for micro enterprises concerning changes in number of customers in 
relation to responses concerning whether or not the company has established a website, we find 
that a greater number of companies which have established their own websites respond that their 
number of customers has “Significantly increased” or “Somewhat increased.” This demonstrates that 
the establishment of a company website is related to an increase in a company’s number of customers. 

Looking at the rate of updating the company website in relation to the size of the company, the 
majority of both micro and medium enterprises update their websites no more than once in several 
months, demonstrating that most of these companies are not updating their websites with a high 
frequency.

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Establishment or non-establishment of company website and change in number of customers for 
micro enterprises 

Frequency of website updates by size of company

0% 100%

Companies without
a website 

(n=424)

Companies with
a website

(n=378)

No changeSomewhat increased

Significantly decreasedSignificantly increased

3.7 34.1 51.3 7.4 3.4

0.2

8.5 72.4 12.0 6.8

Somewhat 
decreased 

Medium enterprises
 (n=1,037)

Micro enterprises
 (n=382)

0% 100%

2 or 3 times a week 
Every week 

Every month

Every day

Once a year Once in 
several years Never Once in several months

1.6

2.9

3.9 14.1 28.5 13.9 17.5 17.5

2.2

4.0

3.8 14.9 34.7 18.3 12.2 9.8

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 



175

Part II   Dynamic and self-transformative SMEs and micro-enterprises

Section 1

Individual responsible for updating website by size of company 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: “Other” includes “Parent company,” “Friend,” etc. 

The cost of establishing a company website is declining. For example, while they present 
restrictions in terms of design, services are available which enable companies to create a website 
for free, mixing and matching already prepared elements. The fact that an increasing number of 
companies are looking at such services can also be seen to be related to progress in establishment of 
company websites. Given that these services represent a possible means for local micro enterprises 
with a limited area of operation to overcome their limitations, we can expect increased use to be 
made of them. 
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If we consider the individual responsible for updating the website in relation to the size of 
the company, we find that “President” or “Family member or relative of president” accounts for 
more than 40% of responses for micro enterprises. This indicates the possibility that many micro 
enterprises do not have specialized staff members to oversee their websites. 
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Case
2-4-1

A regional restaurant that has established a national presence through its 
website 

Triple Like Co., Ltd. (employees: 4; capital: ¥3 million), based in Hiji Town in Oita Prefecture, is a company 
that operates a restaurant. It was founded in 2002 by its President, Shinsuke Miyoshi, who commenced 
training in the food industry at the age of 24. The restaurant operated by the company specializes in food 
such as simple curries, rice omelettes, and hamburger steaks. 

As a result of careful attention to materials and methods of preparation, the restaurant operated by 
the company was popular with its customers, but its location far from any large cities meant that sales did 
not increase. In order to expand sales and attract new customers, Triple Like began selling products via its 
company website in 2009. 

Prior to commencing Internet sales, Shinsuke Miyoshi attended a seminar on the subject organized by 
the Oita Prefectural Federation of Societies of Commerce and Industry. At the seminar he was able to study 
Internet marketing from the basics, and he became acquainted with other participants, with whom he still 
exchanges information, and lecturers, from whom he still receives advice. 

Mr. Miyoshi created the website used for the company’s Internet sales himself, using a template. He had 
no previous experience of website design, and created his website by reading guidebooks and seeking 
advice from the company which supplied the template. The process took about two months. Mr. Miyoshi still 
handles all procedures himself, including updating the website and taking photographs to be used on it. “It 
would be alright to leave it to other people, but I really want to do it myself,” he says. 

Sales were poor when the company first began selling through the Internet, but the use of a company 
blog and an email magazine to get information out resulted in a slow but steady increase. Business really 
took off in 2010. First a local television station which had seen the company’s website featured it, and then 
a nationally broadcast program took up the story. 

Prior to the broadcast of this program, the company had been unable to predict its volume of sales, and 
had therefore decided to accept advance orders. With 
only one week remaining until the broadcast, it was 
essential to develop a system to manage orders. Triple 
Like therefore contracted an information systems 
company, and using a database software enabling 
flexible system building, established a system that 
could be developed while it was being operated, with 
the necessary functions being added when needed. As 
a result, the company was able to establish an order 
management system and increase its server capacity 
by the date of the broadcast, and so was able to cope 
with the high volume of orders on that day. 

The significant increase in recognition the company 
received due to the broadcast following its move into 
Internet sales has enabled it to attract new customers 
and realize a considerable increase in sales. A hamburger steak curry sold by Triple Like 

Triple Like Co., Ltd. 
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Fig. 2-4-3 shows the status of introduction of IT by the 
size of the company and the specific area of its operation in 
which IT is used. The majority of both micro and medium 
enterprises responded that they had introduced IT for 
use in the areas of “Finance/Accounting,” and “Human 

resources/Salary management.” However, in other areas 
of operation, such as “Manufacturing” and “Distribution,” 
there is a significant difference in the percentages of 
micro and medium enterprises which have introduced IT 
as compared to large enterprises.  

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. Figures for introduction of IT for each area of operation show the percentages of companies answering that they had 
introduced IT for the purpose in question. 

 2. Figures are aggregated for all respondents excepting those indicating that a specific area of operation was not relevant. 
 3. The number of companies responding (the parameter used in calculating the response rate) differs for each item. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. Figures are aggregated for all companies responding that they had introduced IT for use in a specific area of operation. 
 2. Figures aggregate responses for SMEs. 

Turning to Fig. 2-4-4 and considering the mode of 
introduction of IT by purpose of use, we find that where IT 
is used for “Production” or “Inventory management,” the 
highest number of companies responded that their IT systems 

were “Developed in-house” or “Custom-developed.” By 
contrast, “Package software” received the greatest number of 
responses where IT was employed in “Finance/Accounting” 
or “Human resources/Salary management.” 

Fig. 2-4-3 Status of introduction of IT by size of company and area of operation in which 
it is used 

Fig. 2-4-4 Mode of introduction of IT by purpose of use
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Considering this situation overall, it becomes clear 
that the areas of operation in which the rate of IT 
introduction by means of “Package software” is highest 
are areas in which both micro and medium enterprises 
tend to have proceeded with the introduction of IT. 
The use of information technology is also important in 
areas of operation in which it is necessary to develop the 
systems in-house or have them custom-developed, such 
as areas that will serve to distinguish the company from 
competitors or function as a source of competitiveness, 
but the difference in the rate of IT introduction between 
companies based on size is greatest in precisely these 

areas. This is a point which should be borne in mind. 
Fig. 2-4-5 shows the status of introduction of new 

information technologies, such as smartphones and 
tablet terminals. In general, micro enterprises and 
medium enterprises use these technologies less than large 
enterprises, but a comparison of the rate of use between 
micro and medium enterprises shows that there is no 
significant difference between them. However, the rate 
for the response “Don’t understand/Don’t know anything 
about them” with regard to smartphones and tablet 
terminals is 10% among micro enterprises. 

The following case studies concern companies which 
are using new information technologies. We can expect 

greater use to be made of these continuously developing 
technologies in future. 

Fig. 2-4-5 Status of introduction of new forms of information technology by size of 
company
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 
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4) A flexible mode of work that is not limited by location or time, made possible by IT. 
5) Management status examinations are surveys, conducted by the contractor, of companies engaged in construction work on facilities that will 

affect the public. The surveys objectively evaluate items including the status of management, the size of the company, and its technological 
ability. 

Case
2-4-2

Increasing productivity by utilizing IT for efficient information exchange 
between the worksite and headquarters 

Kouyo Electric Equipment Co., Ltd. (employees: 27; capital: ¥37 million), based in Yokohama City in 
Kanagawa Prefecture, designs and installs interior and exterior lighting and lighting-related equipment, 
mainly focusing on structures such as large buildings and bridges. 

The company’s construction and installation work is often carried out far from the office. In these cases, 
returning to headquarters for consultations costs time and money, and long hours spent traveling fatigues 
employees. Given this, despite the fact that work duties became increasingly diversified and employee 
training was necessary, productivity did not increase and a great deal of overtime was generated, including 
weekend work. Seeking to respond to this management issue, Kouyo Electric Equipment proceeded with 
the introduction of IT, including a tele-work system.4)

In order to prevent initial costs and operating costs from becoming excessive, the company used freely 
available software in developing its own systems for purposes including consultation, project management, 
materials management, and the formulation of specifications. This process has provided the company with 
a tele-work system that can be used within the company, at the worksite, and at home. 

Despite the fact that it represented a considerable investment, the company formulated a five-year mid-
term plan to ensure that information security measures were sufficiently in place, and it is steadily putting 
the plan into effect. At present, in order to prevent information leaks, the company does not allow its 
employees to use their own PCs or other devices for work purposes, but instead supplies them with mobile 
terminals and pays the associated communications costs. 

In addition to the difficulties represented by creating its own systems, the company faced difficulties in 
convincing all of its employees to use the new systems. 
However, the staff member responsible for supervising 
IT spoke to each of the company’s employees and 
helped them to understand the necessity. “Because 
we are not a big company, I was able to speak to 
everyone individually, and this boosted the effect of 
introducing the IT systems.” 

The introduction of the new systems increased 
productivity about twice, and reduced overtime by 
90%. In addition to the improvement in work-life 
balance with the reduction in overtime, company 
employees are now able to secure time to seek 
further qualifications, resulting in increased skills. 
The company claims that an increase in its number 
of employees with formal qualifications has resulted 
in higher evaluations in management status 
examinations,5) leading to an increase in orders. 

Kouyo Electric Equipment Co., Ltd.

Lighting installed by Kouyo Electric Equipment Co., Ltd. 
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Case
2-4-3

KAMOI KAKOSHI CO., LTD. (employees: 202; capital: ¥24 million), based in Kurashiki City in Okayama 
Prefecture, manufactures and markets industrial adhesive tapes used on building sites and in automotive 
painting applications. 

The main adhesive tapes that the company deals with are designed to be applied around a surface to be 
painted, for example on a building site, to protect the surrounding area. However, the company also took 
an idea from female customers who were using their tapes to adorn stationery and for other decorative 
applications, and in 2008 began marketing richly colorful tapes for general use, designed to decorate 
everyday objects such as envelopes, notes, and paper cups. 

KAMOI KAKOSHI’s main business had previously been with companies, but it soon turned to using its 
website and SNS in order to market its new general-use tape for individual customers. At times the company 
receives disheartening comments – “The tape I wanted is sold out,” “Customer support at your event was 
poor,” etc. – but it takes these criticisms on board, and they help it to improve its procedures. At the same 
time, customers are able to interact on the company’s website and to 
share ideas for new ways of using the company’s tape, for example 
by posting photographs of things that they make using the tape, and 
information about the company’s products is spreading by this means. 

“I really feel that the use of IT accelerates business expansion. 
Without IT, our products would probably have become popular 
by word of mouth, but our ability to realize business on this scale 
in just five years is all down to IT,” says Senior Managing Director 
Yukio Taniguchi. Today, the company has more than 30,000 fans of its 
general-use tape on SNS both in Japan and overseas, and it receives 
comments in a variety of languages. The products are sold in almost 
20 countries and regions around the world, and sales are increasing – 
the new tape is becoming a pillar of the company. 

General-use tape “Mt”

KAMOI KAKOSHI CO., LTD. 

Using its website and SNS to market new products aimed at individual 
consumers
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Section 2 Management issues and IT use

Fig. 2-4-6 shows management issues considered 
important by SMEs. More than 70% of companies, the 
highest percentage, consider “Realization of reduced 
costs/increased work efficiency” to be an important issue. 

The next most frequently selected responses as important 
management issues were “Maintenance and enhancement 
of sales capacity” and “Attracting new customers.” 

Fig. 2-4-7 shows the difference between ratios 
of companies indicating that they consider specific 
management issues important and companies that have 
introduced IT in response to those issues.6) The higher 
these figures, the larger the number of companies that 
have not introduced IT despite facing management 
issues that they consider important. For both micro and 
medium enterprises, the figures are particularly high for 
“Realization of reduced costs/increased work efficiency” 

and “Maintenance and enhancement of sales capacity.” 
We see that despite the fact that they consider these 
management issues important, many companies have 
nevertheless not proceeded with the introduction of IT in 
response. 

In addition, for all the issues indicated, a greater 
percentage of micro enterprises than medium enterprises 
tend to have failed to introduce IT. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Fig. 2-4-6 Management issues considered important by SMEs (multiple responses)

6) Regarding percentages of management issues that are considered important and percentages of introduction of IT by size of company, see 
Appended note, 2-4-1.
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Fig. 2-4-8 shows ratios of companies that consider 
IT use to be essential and ratios of companies that have 
introduced IT by the size of the company. 

While almost 50% of medium enterprises, based on 
a comprehensive evaluation of the company as a whole, 
responded that they had introduced IT in order to resolve 
management issues, the figure is slightly less than 30% 
for micro enterprises. In addition, while almost 80% of 
medium enterprises responded that they considered the 
use of IT essential in resolving management issues, the 

figure was lower for micro enterprises at only around 
60%. This indicates that many micro companies do not 
think that the use of IT is essential. 

Even among those companies which did indicate that 
they believed the use of IT to be essential, the ratio of 
companies that actually have introduced IT is low among 
micro enterprises as compared to medium enterprises. 
The ratio following comprehensive company-wide 
evaluations was almost 60% for medium enterprises, but 
less than 50% for micro enterprises. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. The difference between percentages of companies considering specific management issues important and 
percentages of companies that have introduced IT as used here is the figure obtained by subtracting the ratio of 
companies responding that they had introduced IT as a solution for a specific management issue from the ratio of 
companies responding that a specific management issue was one that they considered important. 

 2. The parameters for the ratio of companies responding that they consider a specific management issue important do 
not necessarily match the parameters for companies responding that they had introduced IT. 

 3. The number of companies responding (the parameter employed in calculating the ratio of responses) differs for each 
management issue. 

 4. The graph shows the six management issues for which the highest numbers of responses were received. 

Fig. 2-4-7 Difference between percentages of companies considering specific 
management issues important and percentages of companies that have 
introduced IT, by size of company 
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Fig. 2-4-9 and 2-4-10 show the ratio of companies 
responding that the use of IT was essential in resolving 
specific management issues and the ratio of companies 
that have actually introduced IT, for micro enterprises and 
medium enterprises respectively. 

A comparison of the two graphs shows that for each 
of the management issues, a greater number of medium 
enterprises than micro enterprises considers IT use 
essential, and a greater number of medium enterprises 
have actually introduced IT. Looking at the results in more 
detail, less than 70% of micro enterprises responded that 
IT use was necessary for “Realization of reduced costs/
increased work efficiency,” while the figure was just under 

90% for medium enterprises. The next most frequently 
chosen responses were “Maintenance and enhancement 
of sales capacity” and “Attracting new customers.” 

In the case of “Realization of reduced costs/increased 
work efficiency,” the ratio of companies which have 
actually introduced IT is slightly more than 30% among 
micro enterprises and slightly less than 60% among 
medium enterprises. The percentage of companies 
which view the use of IT as essential which actually 
have introduced IT is approximately 50% in the case of 
micro enterprises and slightly less than 70% in the case of 
medium enterprises. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. The number of companies responding (the parameter employed in calculating the ratio of responses) differs for each 
management issue. 

 2. The management issues are presented in the order of magnitude of their perceived importance. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: “Comprehensive company-wide evaluation” here refers to a comprehensive company-wide evaluation of whether or 
not the company believes that the use of IT is essential in resolving specific management issues and whether or not the 
company has introduced IT in response to those issues. 

Fig. 2-4-9 Ratio of companies considering the use of IT essential in resolving specific 
management issues and ratio of companies that have actually introduced IT 
(micro enterprises) 

Fig. 2-4-8 Ratios of companies believing IT use to be essential and companies that have 
introduced IT, by size of company (based on comprehensive company-wide 
evaluation) 
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Fig. 2-4-10  Ratio of companies considering the use of IT essential in solving specific 
management issues and ratio of companies that have actually introduced IT 
(medium enterprises) 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. The number of companies responding (the parameter employed in calculating the ratio of responses) differs for each 
management issue 

 2. The management issues are presented in the order of magnitude of their perceived importance. 

Column 2-4-2  IT Management Awards for SMEs

Established in fiscal 2007, the IT Management Awards for SMEs is an awards program operated 
by the Ministry of Economy, Trade and Industry in cooperation with relevant organizations. Awards 
are offered to SMEs and organizations which have demonstrated superior IT management (company 
management using IT, development of 
new products and services, innovation 
through cooperation with other 
companies) and which will serve as 
an example to other companies in 
implementing IT management. 

Companies and organizations 
recognized as practicing IT 
management of a certain level of 
excellence or above are nominated as 
Certified IT Management Companies/
Organizations. Those displaying a 
particularly high level of performance 
are then selected to receive an award, 
for example the Grand Prize or First 
Prize.7)

7) Please visit the Ministry of Economy, Trade and Industry IT Management portal site (http://www.it-keiei.go.jp/index.html) for examples of 
prizewinning companies and other information.
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Case
2-4-4

Using IT to realize efficient high-mix, low-volume production

Kaji Felt Co., Ltd. (employees: 27; capital: ¥10.8 million), based in Sumida City in Tokyo, processes and 
manufactures felt products. The company’s strength is the fact that it deals with over 3,000 products, and 
its sales are increasing. It has focused its efforts in particular on small lot manufacturing, in order to avoid 
price competition and also to secure a stable flow of orders. 

Kaji Felt has created a system enabling it to centrally manage information related to orders, production 
and inventory, and is efficiently implementing high-mix, small-lot production. When order data is input, 
work instructions including information such as the materials to be employed, the inventory location, the 
production method and the number of units to be manufactured are issued for each processing machine. 
Employees conduct the necessary work based on these instructions, and when the work is completed, they 
input information including the amount of materials used and any problems encountered, and submit the 
information to the office. 

This system was created by company president Tomofumi Kaji using PC database software. Using package 
software, it would have been difficult to change or add functions for different processes, and costly to 
modify the system. Mr. Kaji’s carefully considered touches can be seen everywhere in the developed system – 
for example, to enable detailed inventory management, every time production work is completed a product 
code is applied, enabling the status of the work in process to be known – and the system has contributed 
significantly to increased productivity. 

Mr. Kaji also actively introduces new technologies. The company previously used printed manufacturing 
diagrams for each order, but mix-ups between old diagrams and new diagrams modified on the basis 
of customer requests sometimes resulted in rejects. Today, the use of tablet terminals and wireless LAN 
enables employees to make adjustments at the site of 
production while referring to the latest diagrams on 
the in-house server, preventing mix-ups. 

Mr. Kaji says, “To introduce IT, presidents need to 
think about what IT is necessary for their company, 
and then go out and search for something that 
matches those specifications. Today, a lot of 
information is available on the Internet, and as long 
as you know what you need to do and what you want 
to do, creating a system is not that difficult. Once 
you’ve created the system, it’s easy to operate, and 
you eliminate the mistakes associated with manual 
operation. If you get stuck thinking that it’s difficult 
and avoid the effort, you won’t get anywhere. What’s 
important is to start out with something simple, like 
introducing a FAX server, and progressively working 
up from there.” 

Kaji Felt Co., Ltd.

An employee using a tablet terminal 

Below, we provide several case studies of companies 
which have responded to management issues by 

employing IT, mainly in in-company applications, in 
areas such as production and inventory management. 
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8) The Chief Information Officer, or CIO, is an executive who has ultimate responsibility for all aspect of the adoption and use of IT in a 
company. 

9) Being certified as conforming to the production requirements of the JAS standards for organic foodstuffs enables a company to use the JAS 
Organic Mark. Without the JAS Organic Mark, agricultural products and foodstuffs produced from agricultural products cannot display the 
word “organic” (or its equivalent, “yuki,” in Japanese) or other terms that might be confused for these. 

10) See Column 2-4-2 above. 

Case
2-4-5

As it moves ahead with agriculture-commerce-industry collaborations, the 
company’s CIO8) actively pursues the use of IT 

Enseki Aojiru Inc. (employees: 29; capital: ¥45 million), based in Toon City in Ehime Prefecture, 
manufactures and markets aojiru, products made from the juice of green, leafy vegetables. An affiliated 
company organically cultivates the kale which is the raw material for Enseki Aojiru’s products, creating a 
system in which the flow from cultivation to processing and marketing is an integrated process. 

The establishment of a system enabling rapid response to customer complaints was the management 
issue for Enseki Aojiru. Prior to its introduction of IT, the company had kept cultivation records on its farms 
in order to maintain JAS organic certification,9) in addition to production records in its factory and customer 
information in its office, and had managed all of this data. The company’s CIO, Kazue Watanabe, who 
is responsible for overseeing Internet sales, realized that this information could not be coordinated and 
shared within the company, and set about introducing new initiatives. First, she established a concrete 
target: The goal was, when a complaint from a customer was received, to identify where the raw materials 
in the product had been grown, and when they had been processed, within 24 hours. Ms. Watanabe claims 
that in addition to the company’s long-term maintenance of farm records, the fact that there was a clear 
goal for the introduction of IT meant that the process could move ahead smoothly. 

The system has increased the linkage between information, making it possible to check farming records 
and other data immediately and quickly provide information to the customer when a complaint is received. 
The fact that the company now has an information management system enabling it to respond rapidly to 
questions and complaints even from new customers has increased the level of trust in which it is held by 
companies that it is involved with (for example in agriculture-commerce-industry collaborations), and as a 
result it has established major contracts. In addition, with IT as its foundation, Enseki Aojiru is looking towards 
overseas sales in order to take advantage of increasing 
wealth in Asia and rising health consciousness in the 
west. It is already dealing with department stores in 
Taiwan, and is focusing its efforts on further overseas 
expansion. 

The company’s efforts have been recognized, and 
since fiscal 2008 it has been selected as a Certified IT 
Management Company10) for five consecutive years. 
After Enseki Aojiru received this honor, CIO Watanabe 
felt that it would be necessary to be able to explain 
the company’s initiatives to other companies and 
organizations. She therefore embarked on a self-
education program, for example through an in-
depth study of the use of IT from the management 
perspective, and this has also made a significant 
contribution to the company’s IT initiatives. 

Harvesting kale

Enseki Aojiru Inc. 
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Below, we present case studies of companies which 
are responding to management issues by using IT to aid 

cooperation with other companies and organizations. 

Case
2-4-6

A manufacturing company that developed its own system to enable 
cooperation with partners and increase the efficiency of production 
management 

Tanaka Seiko Co., Ltd. (employees: 94; capital: ¥40 million), based in Uji City in Kyoto Prefecture, is a 
company that casts small precision parts for use in applications including automobiles and electronic devices. 
The company’s strength is its ability, in cooperation with partners to which it outsources jobs, to implement 
the entire production process, from the design and manufacture of metal molds to the surface machining 
and inspection of cast parts, in an integrated fashion. 

In addition to digitalizing orders from major companies, Tanaka Seiko has also worked to increase 
productivity and quality through the development of a production management system enabling it to 
exchange production management information (order information, status of progress, etc.) with its partners. 
In doing so, the company modified part of its existing in-house system, enabling its business partners to use 
the system via the Internet. Access settings can be applied to the data already in the system, making it 
possible for partner companies to use the system without revealing details of any orders to others. 

The status and needs of Tanaka Seiko’s partners were diverse, and mechanisms enabling individual 
customization and the introduction of system use in stages were essential in creating a system that could 
be utilized by all the partner companies. In developing the system, Tanaka Seiko established a forum for 
consultation with its partners, enabling it not only to explain how the use of the system would increase 
their own productivity, but also to actively incorporate their opinions and requests. This encouraged active 
participation by the companies in the process. 

In 2012, 12 of Tanaka Seiko’s business partners used the system, and this digitalization of management 
procedures increased productivity and improved the company’s gross profit margin rate. Because it has 
reduced lead time and now has the ability to obtain instantaneous information on defects occurring at its 
business partners, the company has become aware of an increase in confidence among its customers. In 
fiscal 2009, Tanaka Seiko won the Grand Prize of the IT Management Awards for SMEs, and following this, 
two of the company’s business partners, which are also making use of the system, received certification as 
Certified IT Management Companies, and one was selected to receive the First Prize. 

Tanaka Seiko also actively utilizes IT in areas other than production management. For example, in order 
to conserve power, an important issue for the manufacturing industry, the company collected data on 
the volume of power consumption and the air pressure of its power-hungry compressors and studied the 
optimum conditions for the realization of power savings. Eizo Sakamoto, the company’s Administrative 
Manager, says “Manufacturing is a combination of technological capacity and management ability. 
Comprehensive use of IT as a tool to fuse the sites of sales, management, and production can lead to new 
management innovations.” 

Tanaka Seiko Co., Ltd. 

Small precision parts manufactured by Tanaka Seiko
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Case

Case

2-4-7

2-4-8

A company which changed its business methods by sharing information 
on potential purchasers and suppliers of used automotive parts

Initiatives on behalf of small and medium transport companies seeking to 
realize greater transport efficiency via network systems 

Kaiho Sangyo Co., Ltd. (employees: 78; capital: ¥57 million), based in Kanazawa City in Ishikawa Prefecture, is a 
company working in the areas of disassembly and recycling of scrapped automobiles and sale of used auto parts. 
Exports make up approximately 70% of the company’s sales, and it has customers in 71 countries and regions 
around the world. 

The company’s wide-ranging business transactions in Japan and overseas are supported by a used auto parts data 
management system that it calls the KRA (Kaiho Recycler’s Alliance) System. This system makes it possible to centrally 
manage and retrieve data on processes ranging from valuation of used automobiles to purchasing, production and 
sale, and data on parts including stock levels, quality, and cost price. This progress in data management has made 
it possible to set appropriate purchase and sale prices enabling the company to change its previous method of 
business, in which prices for parts were decided on the basis of negotiation with the demand and supply sides. As a 
result, Kaiho Sangyo is trusted both by companies that purchase parts and companies that supply parts. 

Clients in Japan and overseas are able to introduce the system and implement the same type of management. The 
ability to share information on parts inventory and to utilize integrated 
quality standards deepens Kaiho Sangyo’s relationship with clients which 
introduce the system. 

Demand for popular parts is high, and it is important for Kaiho Sangyo 
to increase its ability to procure these parts. The company is responding 
to this necessity by cooperating with domestic automotive recyclers. 
This collaboration is bearing fruit, with Kaiho Sangyo handling export 
procedures and the collection of payment, while its partners focus on 
procuring parts and ensuring quality. 

At present, companies that participate in the KRA System access it 
through the Internet via Kaiho Sangyo’s internal server, but the company 
is examining the possibility of reducing operating costs in the future by 
making use of the cloud. 

The Japan Local Network System, which has its headquarters in Osaka, is a nationwide federation of 
122 cooperative associations to which more than 1,600 small and medium transport companies belong. 
The organization was founded in 1991 by transport companies in Osaka and Hyogo Prefecture against the 
background of fears of intensifying competition in the wake of relaxation of transport regulations, for 
example in relation to zones of operation, from 1990 onwards. 

The organization operates a system by means of which small and medium transport companies throughout 
the country exchange information on trucks and packages and mutually delegate jobs to each other in order 
to increase transport efficiency. In response to enquiries received from customers, the system is able to display 
real-time information on packages for which transport by other 
companies’ trucks will be necessary, and on trucks which are able to 
take on packages, for example because they are lightly loaded on the 
return route. The use of this system has enabled small and medium 
transport companies to reduce their number of empty trucks. 

The organization also conducts initiatives to facilitate cooperation 
between transport companies. The building of relationships of trust 
between companies is essential to the ability to exchange jobs, and the 
Japan Local Network System therefore works to create opportunities 
for networking, for example through the exchange of information at 
training workshops and exchange sessions. 

A company warehouse 
containing used auto parts

Loading a truck with packages

Kaiho Sangyo Co., Ltd. 

Japan Local Network System 



Part II   Dynamic and self-transformative SMEs and micro-enterprises

Section 3

189

Column 2-4-3  IT and cooperation between companies 

The use of IT does not only assist in the solution of management issues within individual 
companies, but also promotes cooperation and the creation of new businesses between companies. 
This aspect of IT can be expected to generate innovation and introduce new vigor to the economy 
in the future. 

The reconstruction of the business support system to enable comprehensive response to 
management issues and needs for consultation at every stage is essential for the growth of SMEs 
and micro-enterprises. The government is therefore advancing a support project for the creation 
of SMEs and micro-enterprises businesses, seeking to enable the creation of businesses that could 
not be realized through the actions of individual companies by means of cooperation between 
SMEs and micro-enterprises in multiple industries. As part of this scheme, the creation of an IT 
system information to be exchanged and consultation to be provided anywhere and at any time 
is scheduled, a project which will be participated in by more than one million SMEs and micro-
enterprises and entrepreneurs seeking to start a business, and more than 10,000 business experts. 

Program to support business creation by SMEs and micro-enterprises 
(Fiscal 2013 budget: ¥4.8 billion) 

Section 3 Benefits of introduction and use of IT

[1] Reasons for not introducing IT
While the previous section looked at management issues 

and IT use, this section will consider reasons companies 
offer for not introducing IT. Fig. 2-4-11 shows reasons 
respondents indicated for not introducing IT despite 
feeling that its use was essential. “Cannot understand/
evaluate the benefit of introducing IT” received the 
highest rate of responses, with more than 50% of these 
companies selecting this as a reason for non-introduction 

of IT. “Costs are too high” was the next most frequent 
response. We may assume that these companies are not 
proceeding with the introduction of IT despite viewing 
it as necessary because they are not aware of concrete 
ways of using the technology that will offer benefits. In 
addition, because they do not understand the benefits of 
introducing IT, there are also companies that are unable to 
weigh up costs versus benefits, and thus decide that they 
cannot afford IT.

l	The project will develop and operate a system (a support portal) utilizing the cloud, offering the following four functions. 
  1) Communication and community-building between SMEs and micro-enterprises and business experts and other support 

personnel, and matching of individual SMEs and micro-enterprises and of SMEs and micro-enterprises and experts 
  2) Provision of information on support for SMEs and micro-enterprises, and acceptance of requests for support measures 
  3) Support for management cooperation between SMEs and micro-enterprises, for example shared systems for placement and 

acceptance of orders in regional areas 
  4) Support for management reform: Financial data management based on accounting guidelines for SMEs and micro-enterprises, 

advanced management analysis using big data, etc. 

l	The project will also dispatch experts to provide consultations on complex management issues and other problems faced by 
SMEs and micro-enterprises. 

l		Promote building local support network offering face-to-face consultations in each local region through these support project.
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. Aggregates responses for SMEs. 
 2. Does not show rate of responses for “Other.”

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. Shows the four items which received the highest rates of response in each of the categories for number of employees. 
 2. Aggregates responses for SMEs. 
 

Fig. 2-4-12 shows reasons for not introducing IT by 
number of employees. The most frequent reason selected 
by companies with 0-5 employees was “Costs are too 
high.” The next most frequent response among these 
companies was “Cannot understand/evaluate the benefits 
of introducing IT.” “Do not have staff members able to 
introduce IT” was the third most-selected response after 

the responses indicated above for both enterprises with 
0-5 employees and enterprises with 6-20 employees. By 
contrast with companies of a comparatively larger scale, 
lack of staff with the appropriate skills can be seen to 
be an impediment to the introduction of IT among these 
companies. 

Fig. 2-4-11 Reasons for not introducing IT, despite considering its use essential (multiple 
responses) 

Fig. 2-4-12 Reasons for not introducing IT by number of employees (multiple responses)
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: The category “Companies which have introduced IT and have observed benefits” aggregates companies among those 
responding affirmatively that they had introduced IT in response to the management issue “Maintenance and enhancement 
of sales capacity” which responded “Have observed the expected benefits” or “Have observed benefits to a certain 
degree”; the category “Companies which have introduced IT, but have not observed benefits” aggregates companies 
among the same group which responded “Have observed almost no benefits,” “Have observed absolutely no benefits” or 
“Do not know whether benefits have been observed.”

[2] Effect of introduction of IT on the opening of 
sales channels, etc. 

Fig. 2-4-13 shows status of introduction and use of IT 
in response to the management issue “Maintenance and 
enhancement of sales capacity” and observed changes 
in companies’ relationships with existing customers. For 
both micro and medium enterprises, a higher percentage 
of companies which had introduced IT and had observed 

benefits from its introduction selected the response “Has 
become stronger” with regard to their relationship with 
customers than other companies. In addition, irrespective 
of the size of the company, the rate of response for “Has 
become stronger” was lower among companies which 
had introduced IT but were not observing benefits than 
among companies which consider IT essential but have 
not introduced it. 

Fig. 2-4-14 shows the status of introduction and use of 
IT in response to the management issue “Attracting new 
customers” and observed increase or decline in number 
of customers. For both micro and medium enterprises, a 

higher percentage of companies which had introduced IT 
and were observing results indicated that their customer 
numbers had increased than other companies. 

Fig. 2-4-13 Status of introduction and use of IT in response to the management issue 
“Maintenance and enhancement of sales capacity” and changes in relationship 
with existing customers, by size of company
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Notes: 1. The category “Introduced IT and observing benefits” aggregates companies among those responding affirmatively 
that they had introduced IT in response to the management issue “Attracting new customers” which responded 
“Have observed the expected results” or “Have observed results to a certain degree”; the category “Introduced IT but 
not observing benefits” aggregates companies among the same group which responded “Have observed almost no 
benefits,” “Have observed absolutely no benefits” or “Do not know whether benefits have been observed.” 

 2. The category “Increased” aggregates companies which responded “Increased significantly” or “Increased somewhat”; 
the category “Decreased” aggregates companies which responded “Decreased significantly” or “Decreased 
somewhat.” 

When companies introduce IT but do not observe any 
benefits, sales do not increase, and the company must 
bear the burden of the cost of introducing the technology. 
However, when companies do observe benefits from 
the introduction of IT, in particular micro enterprises, 

there is a strong possibility that their relationships with 
their existing customers will become stronger and their 
number of customers will increase.11) Measures to ensure 
that benefits are observed are an important factor in 
introducing IT to a company. 

Fig. 2-4-14 Status of introduction and use of IT in response to the management issue 
“Attracting new customers” and increase or decrease in number of customers, 
by size of company 

11) Appended note 2-4-2 shows a figure detailing benefits from the introduction of IT and trends in sales over the past five years, providing a 
reference indicating the potential ease with which micro enterprises can obtain benefits from the introduction of IT.  

12) Modification of work processes refers to analyzing the existing work flow and system organization, and making changes to the work flow 
and system organization in order to realize more efficient and effective work and system operation. The scope of modification of work 
processes and relevant initiatives are touched on in Column 2-4-5 below.

[3]	 Reasons	 that	 benefits	 are	 observed	 from	 the	
introduction of IT

What is necessary in order for a company to benefit 
from the introduction of IT? Fig. 2-4-15 shows reasons 
that results are observed from introducing IT. 

The most frequent response for micro enterprises was 
“Purpose and target of introduction were clear,” followed 
by “Management staff exercised leadership.” Among 

medium enterprises, in addition to “Purpose and target 
of introduction were clear,” many companies responded 
“Modified work processes,”12)   “Carefully studied system 
specifications,” and “Workplace actively participated in 
discussion about the system.” This suggests that in order 
to observe benefits, it is necessary not simply to introduce 
IT, but to pursue a variety of initiatives such as modifying 
work processes. 
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Fig. 2-4-15 Reasons that benefits were observed from the introduction of IT, by size of 
company (multiple responses) 

13) Here, “IT staff” refers to staff members who plan, implement and oversee the introduction and use of IT. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: Does not show responses for “Other.”

Section 4 Towards further introduction and use of IT

Above, we have considered the status of introduction 
and use of IT. This section will examine measures 

necessary to promote further introduction and use. 

[1] Issues of introduction and use of IT
If we consider issues of IT introduction and use by 

the size of the company, we find that for both micro and 
medium enterprises, the highest proportion of companies 
responded “IT-related costs are too high” (Fig. 2-4-16). 
The next most frequent response for both micro and 
medium enterprises was “Lack of IT staff”.13) Following 
this, the most frequent response was “President’s lack of 

IT ability” for micro enterprises and “Lack of IT ability 
among employees” for medium enterprises. Both micro 
and medium enterprises therefore report that lack of 
ability to use IT is an issue, but more micro enterprises 
consider the issue to be president’s lack of ability, while 
more medium enterprises consider the issue to be lack of 
ability among employees. 
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: Does not show items for which less than 15% of either micro or medium enterprises responded. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Fig. 2-4-16 Issues of introduction and use of IT, by size of company (multiple responses) 

Fig. 2-4-17 Level of sufficiency of IT staff by size of company 
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thirds of responding companies feeling that they lack the 
necessary staff. 
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Next, looking at level of sufficiency of IT staff by 
employee age composition, we find that the ratio of 
companies with mainly younger employees responding 
“Have enough IT staff” and “Basically have enough IT 
staff” was high. These companies can be indicated as 
having a comparatively high level of sufficiency of IT 
staff (Fig. 2-4-18). By contrast, companies with a majority 

of older employees or a lack of mid-career employees 
displayed a low level of sufficiency of IT staff, with a high 
proportion of companies responding “Seriously lacking 
in IT staff” or “Somewhat lacking in IT staff.” A lack 
of younger or mid-career employees can be considered 
to result in a lack of IT staff for both SMEs and micro-
enterprises. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: Aggregates responses for all companies except those responding “No need for IT staff.” 

Fig. 2-4-18 Age composition of SMEs and level of sufficiency of IT staff
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Column 2-4-4  Support measures for the introduction and use of IT

Fig. 2-4-16 above indicated that many companies find high costs and a lack of IT staff to be 
impediments to the introduction and use of IT. The government is therefore implementing the 
following support measures in order to promote the introduction and use of IT.

l Subsidy for the promotion of IT use: Responding to costs
 Japan Finance Corporation offers loans to SMEs to provide funds for the acquisition of the necessary hardware 
for the introduction of IT and for the acquisition and creation of software, the creation of digital content, the showing 
of movies, etc.

Eligible companies SMEs 

Purpose of loans Funds for the equipment and buildings, and operational expenses including staff training expenses and consultation 
expenses, necessary for informatization (use of information technology (IT), digital content technology, etc.) 

Loan rate 

(1) Equipment for informatization (computers, etc.), etc.: Special rate (1) 
(2) Of the above, anything that uses information technology (IT) for critical procedures, electronic business 

transactions (including electronic bidding), electronic tagging and digital content (excluding controlled equipment 
and related buildings and structures) (*): Special rate (3) 

(3) Staff training expenses, etc. in (long-term) operating costs: Special rate (1) 
(4) Funds necessary for other informatization expenses: Basic rate 
(*) For SMEs, Special rate (2) 

Period for 
repayment of loan

Funds for acquisition of hardware: Within 15 years; Funds for operating costs: Within five years (Within seven years in 
cases of particular need) 

Upper limit for 
loans

SME Unit: ¥720 million (Of which ¥250 million represents funds for long-term operating costs) 
Micro Business and Individual Unit: ¥72 million (Of which ¥48 million represents funds for operating costs) 

l Strategic support for training of CIOs: Responding to lack of IT staff
 In addition to dispatching experts possessing knowledge and experience in the area of IT management for SMEs 
and providing advice on matters such as the formulation of management strategies involving IT use, the Organization 
for Small & Medium Enterprises and Regional Innovation, Japan provides strategic support for the fostering of 
candidates for the position of CIO. 

Eligible companies
SMEs attempting systematically to solve management issues and reform management procedures through the 
introduction of comparatively sophisticated IT systems (involving cooperation between departments, cooperation 
between companies, etc.). 

Details of support 
Dispatch of experts to SMEs. These experts provide advice when CIO are attempting to implement the processes 
listed below, and provide support for the introduction and use of IT based on management strategy and the training 
of CIO. 

Cost ¥16,700 per person per day (corresponding to one-third of the cost of dispatch of expert) 

Period of dispatch Depending on the details of the support provided, from around three months to one year 

Experts Experts with knowledge and experience in IT management for SMEs (Individuals with experience as CIO, SME 
consultants, etc.). 

<Flow of support> 

Formulation of 
management 

strategy

Formulation of IT 
strategy  IT planning System 

development Transition Operation Expansion

Periods for provision of support

*Regular follow-ups are conducted

Follow-up period Period of intensive support 

l Support for business creation by SMEs and micro-enterprises: Other IT-related measures
 See Column 2-4-3 above.
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[3] Use of cloud computing: status and issues
The use of cloud computing represents one potential 

solution to issues of IT-related costs and lack of 
appropriate staff. 

Cloud computing is a data processing service 
provided via networks; assuming that a business or 
other organization possesses an environment enabling 
connection to the network, it will be able to make use of 
data processing and applications provided in the cloud. 
Because there is no need for a company to have its own 
server or data processing software, and it only pays for 
the amount it uses (volume of data, time, etc.), cloud 

computing can make it possible for small companies to 
use IT at low cost. 

We will consider the status of awareness and use of 
cloud computing among medium enterprises, which 
recorded a high rate of responses for “IT-related costs are 
too high” and “Lack of IT staff” in Fig. 2-4-16 above. 

Fig. 2-4-19 shows the status of awareness of cloud 
computing among presidents. While there are differences 
between companies of different sizes, we see that there is 
a certain extent of awareness of cloud computing, with 
almost 30% of companies responding “Very familiar with 
cloud computing.” 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Fig. 2-4-19 Status of awareness of cloud computing among presidents by size of company 

Fig. 2-4-20 shows the status of use of cloud computing. 
Even when the response “Considering using cloud 
computing” is included, the figure for medium companies 
is only a little over 20%. Compared to large enterprises, the 

use of cloud computing has not progressed in proportion 
to the level of awareness of the service among medium 
enterprises. 
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Source: Formulated by the SME Agency based on Ministry of Economy, Trade and Industry, Survey of Conditions in Information 
Processing 2011. 

Note: Does not show responses for “Other.”

How do companies view the merits and problems of 
cloud computing? 

Fig. 2-4-21 shows perceptions of the merits of using 
cloud computing by number of employees. This figure 
was formulated based on the Survey of Conditions in 
Information Processing 201114) conducted by the Ministry 

of Economy, Trade and Industry. The most frequent 
response among companies with 100 employees or less 
was “Can be introduced without any specialized technical 
knowledge.” By contrast, among companies with 101-200 
and 201-300 employees, “Initial costs are low” was the 
most-selected merit of cloud computing.

Fig. 2-4-20 Status of use of cloud computing by size of company 

Fig. 2-4-21 Merits of introduction and use of cloud computing by number of employees 
(multiple responses) 

14) The Survey of Conditions in Information Processing 2011 was a survey conducted on companies with capital of ¥30 million or more and 
50 employees or more. It should be borne in mind that the subjects of the survey were drawn from a parent set made up of the subjects of 
the Basic Survey of Japanese Business Structure and Activities and companies recorded in the databases of Teikoku Databank Ltd., and the 
companies responding were all relatively large enterprises. Appended note 2-4-3 shows the number of responding companies by number of 
employees.
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Source: Formulated by the SME Agency based on Ministry of Economy, Trade and Industry, Survey of Conditions in Information 
Processing 2011. 

Notes: 1. Does not show responses for “Other.” 
 2. “API” here stands for application programming interface, and refers to a set of functions, commands, etc. prepared to 

enable simple development of application programs.  

Due to the limitations of the statistics, the results 
above are restricted to comparatively large companies. 
However, the comparatively smaller the companies, the 
more likely they are to view the ease of introduction of 
cloud computing from the technological perspective as a 

merit. On the other hand, the rate of perceiving reliability, 
etc. as issues is also high. 

Information technology advances rapidly, and we 
can expect the issues of cloud computing to be solved to 
provide a more convenient service. 

What, then, are the issues associated with the 
introduction and use of cloud computing? Considered by 
number of employees, the most frequent response among 
companies with 100 employees or less and companies with 

101-200 employees was “System is not sufficiently safe or 
reliable.” Among companies with 201-300 employees, the 
most frequent response selected as an issue was “Cannot 
link with existing system” (Fig. 2-4-22). 

Fig. 2-4-22 Issues of introduction and use of cloud computing by number of employees 
(multiple responses) 

[4] Responses to president’s lack of IT ability 
Fig. 2-4-23 shows the individual with practical 

responsibility for overseeing the introduction and use 
of IT in companies. Almost 50% of micro enterprises 
indicate that their president is the individual with practical 
responsibility. While this was also the top response for 

medium companies, it represented only around 30% of 
the total, and numerous other companies indicated that the 
individual with practical responsibility was a director, a 
staff member of department head level, or a manager such 
as a section chief. 
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: The category “Other” includes “Non-managerial employee” and “Temporary employee/Employee on loan.”

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Fig. 2-4-23 Individual with practical responsibility for overseeing the introduction and use 
of IT by size of company 

Fig. 2-4-24 Positioning of introduction and use of IT for micro enterprises by age of 
president

Fig. 2-4-24 breaks down responses for micro enterprises 
regarding positioning of introduction and use of IT by 
age of president. These results indicate that the lower the 

age of the president, the greater their awareness of the 
introduction and use of IT as an important management 
issue.

Fig. 2-4-25 shows issues of introduction and use of 
IT for micro enterprises (shown in Fig. 2-4-16 above) 
considered by age of president. We see that the higher the 

age of president, the greater the percentage of companies 
indicating that “President’s lack of IT ability” and “Lack 
of appropriate advisors, etc.” represent issues. 
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Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Note: Does not show responses for items selected by less than 15% of both micro and medium enterprises. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency. 

Fig. 2-4-25 Issues of introduction and use of IT for micro enterprises by age of president 
(multiple responses) 

Fig. 2-4-26 Efforts by presidents to improve their own IT ability by size of company 

Looking at efforts by presidents to improve their own 
IT abilities, we find that micro enterprises lag behind 
medium enterprises, with almost 70% of the latter 
indicating that such efforts were being made, against a 
little over 50% for the former (Fig. 2-4-26). 

In terms of concrete initiatives, among micro 
enterprises the most frequent response was “Self study 
(Books, correspondence course, etc.),” while among 
medium enterprises it was “Participation in seminars / 
training programs.” 
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Above, we considered responses to a lack of IT ability 
among presidents. Section 2 indicated that comparatively 
less progress had been made among micro enterprises in 
the introduction of IT. For micro enterprises, a president 

plays a major role in introduction and use of IT, and will 
become a key of promoting introduction of IT. It can be 
expected that efforts by presidents to increase their IT 
ability will promote the introduction of IT.15)

15) For examples of efforts by micro enterprises to promote IT use, see Case 2-3-4 (During succession of business; Number of employees: 7) 
and Case 2-4-1.
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Column 2-4-5  Status of efforts to modify work processes

Fig. 2-4-15 above shows that “Modified work processes” was the second most-selected 
response among medium enterprises as a reason for the fact that they had observed benefits from 
the introduction of IT. Greater benefits can be obtained from the introduction of IT when work 
processes are modified in tandem with its introduction. This column will consider the status of 
efforts to modify work processes. 

Looking at the scope of modification of work processes, we find that almost 60% of micro 
enterprises responded that they made no modifications. Among medium enterprises, around one-
third of the total indicated that they had made no modifications. The most frequent response for 
medium enterprises was “Made modifications within departments or within processes,” while the 
rate of companies responding “Made modifications, including modifications outside the company 
(Customers, etc.)” and “Made modifications beyond the boundaries of departments and processes” 
was low in comparison to large enterprises. 

Looking at modification of work processes and results from introduction of IT together, we find 
that around 90% of companies that modified their work processes responded that they had seen 
results from the introduction of IT, while only around 60% of companies that had not modified 
their work processes indicated that they had seen results. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. “Companies which modified work processes” aggregates companies responding “Made modifications, 
including modifications outside the company (Customers, etc.),” “Made modifications beyond the boundaries 
of departments and processes” and “Made modifications within departments or within processes.” “Observed 
benefits from introduction of IT” aggregates companies indicating that they had introduced IT, and which 
responded “Have observed the expected benefits” or “Have observed benefits to a certain degree”; the 
category “Did not observe benefits from introduction of IT” aggregates companies among the same group 
which responded “Have observed almost no benefits,” “Have observed absolutely no benefits” or “Do not 
know whether benefits have been observed.” 

 2. Aggregates responses for SMEs. 
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Looking at the initiatives which were most important when companies modified their work 
processes, we find that the most frequent response among micro enterprises was “Management 
staff exercised leadership,” with almost 50% of companies selecting this response. Among medium 
enterprises, the most frequent response was “Process was led by staff members who are central to 
practical operations” (slightly more than 50% of companies), followed by “Held discussions within 
the company.” 

Turning to reasons why work processes were not modified, around one-third of all companies 
responded that they had not felt that modification was necessary. “No staff members capable 
of doing so” and “Lack of knowledge of IT” were among the reasons selected for not making 
modifications despite believing that they were necessary. 

Initiatives which were most important when modifying work processes, by size of company 
(multiple responses) 

Reasons for not modifying work processes by size of company 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: Does not show responses for “Other.” 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 
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Column 2-4-6  Information security measures 

A variety of benefits can be expected from the introduction of IT, but at the same time it is also 
possible that companies will experience problems related to information security. Taking measures 
to ensure information security is essential if a company wishes to use IT. 

Looking at problems related to information security, we see that almost 50% of companies 
have experienced some type of problem. The most frequent reported problem was “System crash,” 
followed by “Infection by computer virus.” 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Turning to the implementation of security measures, more than 90% of companies responded 
that they had put some type of measure in place. The most frequent response was “Use of anti-virus 
software,” followed by “Backing up of data.” 

Information security-related problems among SMEs 

Information security measures among SMEs
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Column 2-4-7   Use of IT considered by industry

Up to this point we have looked at the status of IT use by SMEs and micro-enterprises. But how 
does IT use differ between different industries? 

We will now consider changes in markets and the management environment due to the spread 
of IT by industry. The figure below shows the rate of responses for “Increased demand for business 
speed” by industry. In industries other than the accommodations and food services industries, 
between 30 and 50% of companies feel an increased demand for business speed. 

Rate of companies selecting “Increased demand for business speed” as a change in markets and 
the management environment due to the spread of IT, by industry 

Rate of companies selecting “Expansion of sales opportunities/markets” as a change in markets 
and the management environment due to the spread of IT, by industry 

Looking at the rate of responses for “Expansion of sales opportunities/markets” by industry, 
we find that around 40% of companies in the accommodations and food services industries feel 
that their sales opportunities and markets have expanded with the spread of IT. By contrast, few 
companies in the construction industry or transportation industry feel this to be the case. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: Aggregates responses for SMEs.

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: Aggregates responses for SMEs.
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Looking at the rate of responses for “No particular changes” by industry, we find that the rate is 
highest in the transportation industry, followed by the manufacturing industry and the construction 
industry. Many companies in these industries have not experienced changes. As this indicates, 
differences can be observed in the way changes in markets and the management environment are 
experienced, and we may conclude that the effects of the spread of IT are different for different 
industries. 

Considering the status of establishment of company websites by industry, we find that while 
companies in the information and communications, accommodations and food services industries 
have proceeded with the establishment of company websites, companies in the wholesale and 
retail trade and transportation industries are lagging behind in this area. 

Looking at the status of introduction of IT in different areas of operations by industry, the rate of 
introduction of IT in the areas of sales, procurement and purchasing, and inventory management was 
high in the manufacturing and wholesale and retail trade industries. The rate of introduction of IT for the 
purpose of sharing information within the company was high among companies in the information and 
communications industry. Numerous companies in the construction and information and communications 
industries responded that they had introduced IT in the areas of development and design. The rate of 
introduction of IT in the area of manufacturing was high in the manufacturing industry, while numerous 
companies in the transportation industry indicated that they had introduced IT in the area of distribution. 

As this indicates, industries differ in terms of the areas of their operations in which companies introduce 
IT. We can observe a trend in which companies in each industry move ahead with the introduction of 
IT in the core area of operations for that particular industry, as in the case of manufacturing for the 
manufacturing industry.

Rate of companies responding that they had experienced “No particular changes” in their markets 
or management environments with the spread of IT, by industry 

Status of establishment of company website by industry 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: Aggregates responses for SMEs. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. Shows rate of companies in each industry responding that they have established a company website. 
 2. Aggregates responses for SMEs. 
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Looking at the status of use of SNS and Twitter by industry, we find that the rate of use is highest 
in the accommodations and food services industries, while the rate is low in the manufacturing, 
construction, and transportation industries. 

The figure below shows the rate of companies which believe that the use of IT is essential and the 
rate of companies which have actually introduced IT, by industry. Both rates are comparatively low 
for the transportation industry, but the differences between the rates for other industries are not 
particularly high. The figure shows that in all industries, numerous companies believe the use of IT to 
be essential. 

Status of introduction of IT in different areas of operations by industry 

Status of use of SNS and Twitter by industry 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. Figures for introduction of IT for each area of operations show the percentages of companies answering that 
they had introduced IT for the purpose in question. 

 2. Figures are aggregated for all respondents excepting those indicating that a specific area of operations was 
not relevant. 

 3. The number of companies responding (the parameter used in calculating the response rate) differs for each item. 
 4. Aggregates responses for SMEs. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. Shows rate of companies in each industry responding that they used SNS and Twitter. 
 2. Aggregates responses for SMEs. 

78.1%

76.1%

86.6%

73.6%

68.0%

66.7%

79.1%

75.8%

74.4%

70.7%

82.3%

73.9%

56.0%

61.0%

75.5%

65.8%

37.0%

62.5%

57.0%

43.8%

63.2%

54.5%

54.2%

49.0%

50.2%

46.9%

79.3%

33.8%

39.8%

34.3%

57.9%

51.3%

49.0%

41.2%

58.3%

11.5%

20.2%

5.0%

31.5%

35.7%

33.3%

53.7%

38.6%

24.8%

51.1%

16.1%

34.8%

30.4%

26.4%

54.4%

34.4%

42.6%

52.1%

29.4%

32.3%

40.4%

28.8%

50.0%

35.7%

12.1%

19.5%

4.5%

17.2%

30.0%

19.1%

39.2%

26.7%

45.6%

34.1%

13.6%

22.5%

32.9%

Manufacturing 
(n=899)

Information and 
communications 

(n=149)

Transportation 
(n=182)

Wholesale and 
retail trade (n=194)

Accommodations 
and food services 

(n=42)

Other services 
(n=187)

Other (n=124)

Construction 
(n=256)

Finance/
Accounting

Industry with highest rate of 
IT introduction for area of operations

Industry with second highest rate of 
IT introduction for area of operations

Human 
resources/

Salary 
management

Sharing 
information

Inventory 
management Manufacturing Distribution

Procurement/
Purchasing 

Development/
DesignSales

0
5

10
15
20
25
30
35
40
45
(%)

39.0

32.9

20.8

14.1

7.8 7.0 5.7

18.0

Other
(n=128)

Transportation
(n=194)

Construction
(n=257)

Manufacturing
(n=915)

Wholesale and 
retail trade

(n=206)

Other services
(n=192)

Information and
communications

(n=149)

Accommodations
and food services

(n=41)



Part II   Dynamic and self-transformative SMEs and micro-enterprises

Section 4

209

Looking at reasons for not introducing IT by industry, numerous companies in all industries 
responded “Cannot understand/evaluate the benefits of introduction of IT” and “Costs are too 
high,” indicating that these represent issues for many companies irrespective of industry. 

Rate of companies believing IT use to be essential and rate of companies which have actually 
introduced IT, by industry (total evaluation of overall company)

Reasons for not introducing IT despite considering its use essential, by industry (multiple responses) 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: Aggregates responses for SMEs. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. Shows the four items which received the highest rates of response in each industry. 
 2. Aggregates responses for SMEs. 
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Turning to issues related to the introduction and use of IT, “Lack of IT staff” was the most 
frequent response in the construction and accommodations and food services industries, while in 
most other industries, “IT-related costs are too high” received the highest rate of responses. The 
rate of responses for “Necessitates measures to respond to risk (Information security, etc.)” was also 
comparatively high in the information and communications and other services industries. 

A consideration of the status of use of cloud computing by industry shows the highest rate of 
use in the information and communications industry, followed by the other services industry. 

Issues of introduction and use of IT by industry (multiple responses) 

Rate of use of cloud computing by industry

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. Shows the four items which received the highest rates of response in each industry. 
 2. Aggregates responses for SMEs. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. Shows rate of companies in each industry responding that they used cloud computing. 
 2. Aggregates responses for SMEs. 
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Looking at the individual with practical responsibility for overseeing the introduction and use of 
IT by industry, we see that while “President” is the most frequent response in industries including the 
information and communications, wholesale and retail trade industries, the rate is comparatively 
low in the construction industry. 

Looking at the scope of modification of work processes by industry, “Did not modify work 
processes” received the highest rate of responses in the accommodations and food services industries, 
while more than 60% of companies in the information and communications, manufacturing, and 
other services industries modified their work processes in some form. 

As our study up to this point has shown, the nature of the use of IT by SMEs and micro-enterprises 
differs between industries. We may consider that the necessary approach is for companies to proceed 
with using IT in the form that best suits their needs, based on factors including the characteristics 
of their industry. 

Individual with practical responsibility for overseeing the introduction and use of IT by industry 

Scope of modification of work processes by industry

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Notes: 1. The category “Other” includes “Non-managerial employee” and “Temporary employee/Employee on loan.” 
 2. Aggregates responses for SMEs. 

Source: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use (November 2012), commissioned 
by the SME Agency. 

Note: Aggregates responses for SMEs.
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In this chapter, we have surveyed the use of IT by SMEs 
and micro-enterprises. We have seen that the introduction 
of IT is proceeding steadily, and that companies are 
also introducing new information technologies such as 
smartphones and tablet terminals. At the same time, the 
smaller the company, the more likely it is that it has not 
yet introduced IT. In order for companies like these to 
obtain the benefits to be expected from the introduction 
and use of IT, it will be necessary for them to engage in 
initiatives including attempts by presidents to improve 
their IT ability and the modification of work processes. 

The government also, in addition to increasing the 
convenience of administrative services by means of 

its electronic government initiatives, is examining 
the potential for the creation of an IT-related business 
environment that will enable companies to make effective 
use of IT and data, increase added value and create new 
industries. 

Information technology is increasingly developing in 
the direction of greater convenience. It is now a familiar 
part of our lives, and its use is becoming unavoidable for 
the majority of SMEs and micro-enterprises. The further 
introduction and use of IT can be expected to produce new 
vigor in these companies which support employment and 
regional activity in Japan. 
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Coping with small and medium enterprise 
problems against a background of disparities and 
issues related to workforce conditions, 1964-1968

The 2013 White Paper on Small and Medium 
Enterprises in Japan is the 50th such document produced 
since the first was issued in 1964.1)

Looking at the state of the economy of the time as 
recorded in that first White Paper, the reader would see 
that conditions for small and medium enterprises (SMEs) 
had improved in the wake of the rapid development of 
the national economy. However, owing to advances in 
technological innovation, the shift to an open economic 
structure,2) and the growth in demand for consumer 
durables, the supply-demand structure of Japan’s 
economy had changed drastically.3)

Supply-demand pressures in the workforce focused 
on younger generations in particular were shaking 
the traditional foundations for the existence of SMEs, 
which had compensated for low productivity in doing 
business by relying on an abundance of cheap labor. For 
that reason, conditions were such that it became quite 
difficult for SMEs to adapt to changes in the business 
environment compared to large enterprises. A division 
emerged between those SMEs that were developing and 
those that were stagnating.

Observers were aware that the so-called “delayed 
modernization” among SMEs—visible in the disparity 
between them and large enterprises—hindered 
their growth and development and prevented them 
from improving the economic and social status of 
their employees. Furthermore, it also turned into 
a constraining factor when it came to lifting the 
international competitiveness of large enterprises. It 
even affected the national economy when it came to 
the balance of international payments and commodity 
prices. The Small and Medium-sized Enterprise Basic 
Act was enacted in July 1963 to comprehensively deal 
with the problems of SMEs, and this White Paper has 
been published annually since then to report on their 
conditions.

Based on this understanding of the issues, the main 
topics of the first White Paper included comparing those 
features that made SMEs distinctive in comparison 
with large enterprises, with a look at industrial output, 
distribution, productivity, profits, procuring capital, 

workforce conditions, and the prices of manufactured 
goods; setting down the advance sector relationship 
SMEs had with large enterprises; and explicitly laying 
out an orientation for solving the problems of SMEs that 
included working to introduce modernized facilities, 
streamline operations, communalize businesses, and 
bring competition down to reasonable levels. It also 
clearly noted the advances made and problems that 
existed under wildly fluctuating economic conditions 
when it came to structural changes to for subcontractors, 
micro enterprises, and companies in producing areas—
the archetypal forms of SME.

Such topics have continued to be taken up from 
the 2nd White Paper onward. For quite some time, the 
makeup of the first White Paper served as a foundation 
that would be enhanced by including details about 
separate sectors such as the heavy chemical and the light 
industries, or through the use of questionnaires to clarify 
conditions and issues related to subcontractor SMEs.

The reduction of disparities and the 
transformation of problems facing SMEs, 1969-
1979

Changes to what was being recorded based on the 
understanding of the issues set down in that first White 
Paper made their appearance with the 1969 White Paper. 
The Japanese economy of the day for the first time 
simultaneously experienced high-speed growth and an 
international payments surplus. The country’s GNP had 
overtaken that of West Germany to rise to second place 
after the U.S. among countries with a free market. Such 
developments gave Japan self-confidence in its real 
power.

Labor shortages had grown even more intense, and 
conditions in the environment surrounding SMEs—
particularly micro enterprises and commercial 
operations—remained severe. However, the disparities 
between large enterprises and small and medium 
manufacturers in such areas as machinery production 
were steadily being reduced thanks to equipment 
modernization and technology improvements. For that 
reason, expectations about the important role that SMEs 
would play to sustain economic development by making 
the most of their healthy desire and ability to respond 
quickly to changes had gradually risen.

A review of the past 50 years of White Paper on 
Small and Medium Enterprises in Japan

1)  The present article was compiled based on the “Trends” section (corresponding to “Trends in Small and Medium Enterprises” in Article 11, 
Paragraph 1 of the Small and Medium-sized Enterprise Basic Act) of each year’s White Paper on Small and Medium Enterprises in Japan 
(hereafter, White Paper).

2) Japan became an Article 11 country in GATT in 1963, and an Article 8 country in the IMF in 1964.
3)  For details regarding conditions and policies related to SMEs during the period of recovery following World War II, please see the 1993 White 

Paper for chapter 4, “Structural Changes in Japan’s Small and Medium Enterprises as Seen Over the Long-Term and Future Issues.”
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The focus in previous White Papers had been on 
explanations drawn in comparison with large enterprises 
about the size and underlying reasons for such structural 
problems as low SME productivity and the difficulty 
of procuring capital. The 1969 White Paper in contrast 
discussed how SMEs in the West, supported by 
technology and tradition, managed to stay around even 
while paying much higher wages than those of Japan. 
The paper noted the role they played in maintaining 
healthy competition and as a source of energy for 
economic development, and trumpeted the need for 
Japan’s SMEs to emerge and take on a form like that of 
their counterparts in advanced countries.4)

In the 1970s at a point roughly a decade after the 
Small and Medium-sized Enterprise Basic Act had 
been enacted, changes had become apparent in the 
structure of imports and exports due to such factors as 
developing countries catching up with Japan. There 
were growing constraints when it came to locations and 
the environment, resource and energy conditions had 
worsened, employee attitudes were changing, and the 
diversification and upgrade of consumer desires led to 
the emergence of new economic situation. All of these 
factors brought about a change in how people thought 
about the so-called “SME problem.”

The role of the SME previously had been seen as 
that of providing the wellspring and foundation of 
vitality for the nation’s economy and supporting local 
economies, rather than as the bottom layer of a dual 
industrial structure facing problems. That changed, 
as did the shifting of the economy from high-speed to 
stable growth. It was now thought that these changes had 
possibilities for the SME to expand their areas in which 
they did business.

Under these circumstances, as a response to this new 
economic situation, SMEs were now called upon to 
improve the quality and value-added of their products, 
move into new fields and do business overseas, take 
steps to deal with problems related to pollution and 
location by relocating factories and other facilities, work 
to improve employee abilities and social services, and 
make improvements to their financial standing. The 
White Papers would now be taking up changes in and 
responses to these various issues every year.

Reflecting the bewildering changes in economic 
conditions in Japan and abroad, the word “shiren” 
(“ordeal”) was used three times in White Paper subtitles 
over the course of the 1970s.

Turning to international conditions, in the first half of 
the 1970s the generalized preferential duties system was 
introduced and customs duties reduced 20% across the 

board as trade liberalization measures. There was also 
a shift to the floating exchange rate regime after Japan 
saw the value of the yen appreciate twice in a year and 
a half on the foreign exchange market. In the process of 
the economy rallying from the downturn caused by the 
first oil shock, the current account surplus in the balance 
of international payments grew and the yen-dollar rate 
fluctuated considerably. The 1978 White Paper would be 
the one to touch on the severe effects of the strong yen.

SMEs in this difficult economic environment needed 
to take advantage of their own advantages in terms 
of management resources and their unique qualities. 
Consequently, during these years the White Papers 
addressed such issues as how the better SMEs and 
their corporate groups dealt with these issues and also 
presented examples of the efforts that actual SMEs, 
shopping arcades, and joint projects were undertaking.5)

New responses in an era of upheaval, pt. 1,  
1980-1986

In the 1980s also, the White Paper showed approaches 
for Japanese SMEs to find opportunities for development 
in responses to economic and social changes.

Reviewing conditions at the time, we see that 
consumer desires diversified and rose to new heights 
over the 1980s against a backdrop of improvements to 
the national income and lifestyle changes. At the same 
time, the yen continued to strengthen by leaps and bounds 
owing to the Plaza Accords of September 1985, while 
changes to the structure of Japanese industry picked up 
speed. In the international arena, competitive relations 
with the newly industrializing economies (NIEs) of Asia 
that had achieved rapid growth thanks to technological 
improvements were becoming remarkably intense due 
to the strong yen. This produced changes in the trade 
structure in the forms of a shift toward high value-added 
products focused particularly on capital goods and parts 
in exports from Japanese companies, and an increase 
in the imports of low-value added products from NIEs 
focused on consumer non-durables. Even under those 
conditions, SMEs undertook bold moves and played 
a major role toward achieving a smooth structural 
readjustment.

Changes in the economic environment that were noted 
in the early 1980s included advances in technological 
innovation centered on microelectronics technology 
and the rapid penetration of such that resulted into the 
manufacturing and administrative sectors of SMEs. 
The switch to microelectronics in SME manufacturing 
processes in particular made it possible to deal with 

4)  To summarize the foregoing, the title page of the 1969 White Paper included the subtitle, “The Path to Advanced Country Status and Small 
and Medium Enterprises.” This was the first time for a subtitle to appear, and one was added for every White Paper thereafter. Please refer to 
the appendix of the present article for a list of the subtitles through 2012.

5)  Note that SMEs engaged in the work in the examples that were presented anonymously were rendered in such patterns as “manufacturing 
company A (capital: ¥XX million, employees: XX)” or “shopping arcade B (number of affiliate shops: xx).”
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the lack of skilled labor and the demand for small-lot 
production of a wide variety of products. Furthermore, 
not only did it bring about streamlining and improvements 
to precision and quality, but it was also a factor that 
contributed to increasing interest among SMEs in capital 
investments.

Also, the labor force got older, getting a higher 
education became more popular, and the size of the 
female labor force rose as more women entered the 
workplace. Dealing appropriately with these changes 
to the situation of employed labor became an important 
issue as SMEs sought to secure the best human resources 
and improve management.

Furthermore, there were changes in the economic and 
social environments that supported development in more 
provincial regions, as emblematized by the buzzwords 
“chiiki no jidai” (“the age of the provinces”). This trend 
had been gradually unfolding and increasing its relative 
importance since the late 1970s. While decentralizing 
factories had slowed, there was greater interest in 
focusing on abundant and appealing local communities. 
As a result, expectations quickly rose about the roles to 
be played by micro enterprises and SMEs, which were 
familiar presences among the general public that were 
rooted in their communities.

New responses in an era of upheaval, pt. 2,  
1987-1993

In the latter half of the 1980s, interest rose in trends 
among small-to-medium-sized manufacturers related to 
their overseas moves and the systems they developed for 
divisions of labor through subcontracting. Such trends 
developed when enormous fluctuations had become 
apparent as the strong yen settled into place.

The subcontractor SMEs that had been a support to 
Japanese machinery production had responded all along 
to changes in the business environment throughout the 
period of high-speed growth and then the period of steady 
growth that followed the oil shocks. They also developed 
wide-ranging division of labor-type relationships with 
their large, parent enterprises. The White Papers over 
the years frequently discussed the linkages between this 
divided subcontracting-based manufacturing structure 
and developing and maintaining the vitality of the 
Japanese economy. These subcontractor SMEs would 
generate steady business dealings and improve both 
their technological and management capabilities by 
strengthening the ties with a particular parent enterprise. 
This in turn helped them to all the more rapidly make up 
for their “delayed modernization” and quickly help in 

the diffusion of a new form of SME.
The rapid strengthening of the yen after the Plaza 

Accords pushed the parent enterprises who were 
confronted with intensified competition in Japan and 
abroad to step up their moves overseas and import 
parts. It wound up accelerating the change to more 
open and flexible systems of dividing labor through 
subcontracting. The White Papers showed how 
subcontractor SMEs made appropriate adjustments to 
changes in the business environment. These included 
improving their technological and production control 
capabilities so they handle orders not only for single 
parts but also for completed products; diversifying 
parent enterprises based on, for example, their stores 
of technological capabilities and decentralizing their 
subcontracting businesses; and developing their own 
products to get away from their dependence on the 
subcontracting business.

These were the years during which the overseas 
advances of Japanese corporations expanded 
dramatically. SMEs had already started to build up their 
operations overseas in the 1970s by moving into such 
neighboring Asian economies as Taiwan, Korea, and 
Hong Kong. As the technological capabilities of SMEs 
improved, they also made inroads into the advanced 
countries around North America and Europe. From 1987 
to 1989, SMEs were making more than 1,000 overseas 
investments per year, accounting for more than half of 
the number of Japanese investments being made abroad. 
White Papers of the time provide the reader with details 
about the objectives of SMEs in expanding their overseas 
operations, hiring practices and labor procurement 
in the countries where they were doing business, the 
effects on industrial activities, and conditions regarding 
withdrawal from such operations. Such content speaks 
to the considerable interest in such topics at the time.

Furthermore, amid these changes in the business 
environment, SMEs found it necessary to change the 
field and orientation of their businesses and find their 
way into new areas. One direction they took was to get 
into the service industry, which showed signs of steady 
growth owing to the shift to domestic demand-led 
growth. The shift to a service economy in the industrial 
structure picked up the pace particularly in the late 1980s 
saw the appearance one after another of companies 
providing what were referred to as “new services” to 
set them apart from the old image of a service business. 
The fact that this attracted attention as a new sphere of 
activities for SMEs should not be forgotten.
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Growing concerns over a loss of economic vitality, 
1994-1998

The Japanese economy of the mid-1990s, which was 
slowly recovering from the collapse of the so-called 
“bubble” economy, saw an acceleration mainly on the part 
of large enterprises and manufacturers in boosting their 
production, procurement, and other operations overseas 
in keeping with economic globalization and further 
division of labor across borders. Coupled with the high-
cost structure of the economy—a reflection of the price 
differences between domestic and overseas markets—
this produced anxieties about deindustrialization.

SMEs demonstrated their mobility and flexibility 
in responding to these changed conditions. They 
played a major role in the structural transformation 
and maintaining the vitality of the Japanese economy 
through their active efforts to start and stop businesses 
and break into new areas. Accordingly, one would 
assume that SMEs would have been expected to play 
the same sort of role they had before in dealing with the 
concerns about deindustrialization. However, concerns 
had also risen over the possibility that SMEs had lost 
their dynamism due to the harshly post-bubble economic 
situation and the structural changes since the 1980s. 
This served to amplify the feeling of entrapment around 
Japanese industry.

One of the factors behind the concerns over this loss 
of dynamism in SMEs was long-term tendencies in 
business startup and closure rates. The startup rate for 
business establishments hovered around 6% or higher 
in the 1970s, but it exhibited a downward trend in the 
1980s. In the mid-1990s, it sagged to around 4% and a 
phenomenon reverse that of the closure rate occurred. 
The downward trend in the startup rate was a focus 
of attention in the 1990 White Paper, and was taken 
up again from time to time thereafter. The increasing 
sophistication of management resources needed for 
launching a business was regarded as the primary factor 
behind the sluggishness, producing such phenomena as 
increases in the age of venture businessmen and in the 
amounts of money required to finance a startup.

The number of business establishments among retail 
trade and manufacturing in particular contracted from 
the start of the 1980s, and concerns grew about the 
decline of shopping arcades—which clustered together 
small and medium-sized retailers—and of clusters of 
small and medium-sized manufacturers.

As the trend to lower the prices of products known 
as “price busting” took root and competition with larger 
stores intensified following the collapse of the bubble 

economy, small and medium retailers found themselves 
confronted with the aging of their proprietors and the 
difficulties of finding successors. The decline in the 
number of shops that began in the early 1980s was 
dramatic. Furthermore, the number of empty shops in 
shopping arcades beginning in the mid-1990s rose to 
worrisome levels. Occasioned by the increase in car 
ownership, larger stores noticeably abandoned urban 
districts and opened suburban locations in rising 
numbers. The White Papers took such matters up, as well 
as the issue of how to revitalize central urban districts.

With respect to manufacturing clusters, attention was 
focused on the capacities of clusters of companies in 
producing areas and subcontractors—Japan’s traditional 
SME types—as well as of such urban industrial clusters 
as represented by Ota City in Tokyo and Higashi-Osaka 
City to provide the foundations for the craftsmanship 
of Japanese manufacturing and to promote business 
startups. At the same time, there were also concerns 
about atrophy when it came to such clusters, as seen 
for example in the reduction in the number of business 
establishments within them.

Responding to diverse business issues, 1999- 

Thanks to revisions to the Small and Medium-
sized Enterprise Basic Act made in December 1999, 
SMEs actively sought to engage in various business 
activities that made use of their specialized knowledge 
as an autonomous business entity. Their new policy ideal 
became one of working to grow and develop themselves, 
to achieve “the growth and development of SMEs that 
are diverse and vital.”

In a form that was in accord with this new policy ideal, 
the 1999 White Paper showed the diverse and varied 
range of issues that SMEs faced, including insufficient 
management resources based on their stages of growth 
and development and the business issues with which 
they were dealing. One of the core issues taken up in 
that White Paper was the fiscal environment surrounding 
SMEs as well as the role of business ventures and 
management innovations as a means for drawing out 
Japan’s economic vitality. Particular focus with respect 
to business ventures was placed on the environment for 
helping them to get started with reference for example 
to venture capital and the systems for helping to get a 
business started.

In order to make clear how SMEs were coping with 
a variety of business issues, the 2000 White Paper used 
data from a questionnaire-based survey to lay out then 
current-realities and issues, and also provide a diverse 
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6)  Examples of business dealings were presented anonymously for White Papers through 2005. However, from 2006 onward there was a 
landmark change in that company names were clearly stated in discussing their dealings (photographs of the companies’ products have also 
been included in 2007).

7)  White Papers prior to 2001 were printed in two-color on A5 paper. From 2001 onward to the present day, they have been printed on A4 paper 
in full color.

range of examples from 165 SMEs that had just been 
launched or were working on management innovations.

The 2002 White Paper emphasized business ventures 
and management innovation, while also drawing 
attention to the SME lifecycle of startup, growth and 
development, and closure. The paper also provided a 
detailed analysis with respect to current realities and 
issues related not only to business ventures that were 
seeking to commercialize revolutionary technologies, 
but also startups that were being undertaken in a variety 
of patterns.

The White Papers of today take up a variety of 
business issues. They look at the actual efforts being 

undertaken by SMEs and government to respond to 
those conditions over intervals using examples and in 
analytical columns.6) They also clearly lay out the actual 
conditions and issues that SMEs face. This general 
White Paper makeup first took shape with the 2002 
White Paper.7) The issues and matters that White Papers 
have taken up in the years since seem to include a lot of 
material even today for indicating the orientation of the 
work of SMEs in summarizing and recording that as the 
trend of a particular era. Thus, in place of a summary, a 
look at how the White Papers of each year since 2002 
were composed and the topics they took up shall serve as 
a review of the White Papers of the past 50 years.
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Theme 1 Theme 2 Theme 3 Theme 4 Theme 5

2002 SME trends in 
recession-hit Japan

Fall in prices and 
SMEs

Overseas 
expansion by 
manufacturers and 
small and medium 
manufacturing in 
Japan

Birth of SMEs SME business 
innovation and growth

2003
SME trends 
after economic 
bottoming out

Economic 
activities of small 
and medium 
manufacturers 
amid deflation

Trends in SME 
finance

The position of SMEs 
in the Japanese 
economy and their 
role in economic 
regeneration

Revitalization of 
entries and facilitation 
of withdrawals, 
regeneration and 
comebacks

2004
Business trends 
among small and 
medium enterprises

Regional trends 
among SMEs

SMEs as the 
seeds for the 
development and 
diversification of 
the economy and 
society

Globalization and 
SMEs

Problems concerning 
business successions 
and exits among SMEs

2005 Trends among 
SMEs

Changes in 
economic structure 
and management 
innovations at 
SMEs

Diversity of 
methods of 
financing

Regional 
regeneration and the 
role of SMEs

Changes in Japanese 
society and trends 
among SMEs

2006 Trends among 
SMEs

Trends in entries, 
exits, bankruptcies, 
and business 
recoveries among 
SMEs

Trends in SME 
finance

Strengthening of 
economic relations 
between Japan and 
East Asia since the 
1990s

State of overseas 
expansion by SMEs and 
associated issues

2007 Trends among 
SMEs

Entries, exits, and 
the environment of 
small enterprises

Measures for the 
effective utilization 
of community 
resources

The role of 
community 
businesses such 
as community-
supporting small and 
medium retailers

The role of regional 
finance in the 
development of SMEs

2008 Trends among 
SMEs in fiscal 2007

Structural changes 
surrounding SMEs 
and productivity

The shift to a 
service-based 
economy and 
small and medium 
service industries

SME utilization of IT SMEs’ responses to 
globalization

2009

The economic and 
financial situation 
surrounding SMEs 
in fiscal 2008

Innovation by 
SMEs

Market strategies 
of SMEs

Protection and 
utilization of 
intellectual property 
by SMEs

Recruiting and working 
toward the development 
of the kind of skilled 
technical personnel that 
generate innovation

2010 Trends among 
SMEs in fiscal 2009

SMEs during 
economic crisis

Maintenance and 
development of 
SMM clusters to 
counter declining 
density

Responses to 
environmental and 
energy constraints

Expanding into new 
areas of business in an 
age of low fertility and 
population aging

2011 Trends among 
SMEs in fiscal 2010

Impact of the 
Great East Japan 
Earthquake on 
SMEs

SMEs as the 
bedrock of industry 
and communities

Measures to 
preserve SMEs’ 
virtues

SMEs as sources of 
economic growth 
(startups and changing 
business)

2012
Developments 
among SMEs in 
fiscal 2011

SMEs’ role in 
reconstruction 
following the great 
earthquake

SMEs incorporating 
overseas demand 
by utilizing 
their strength in 
domestic business

Business activities by 
women in respond to 
changes in the social 
environment

Fostering human 
resources for 
monodzukuri 
(manufacturing) in SMEs

List of themes in White Paper on Small and Medium Enterprises since 2002
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Theme 6 Theme 7 Theme 8 Theme 9 Theme 10 Theme 11

Exits, bankruptcies 
and lessons to be 
learnt

SME financing
Job creation and 
destruction among 
SMEs

SME financing 
in the changing 
financial 
environment

Business innovation 
by SME networks

Financing diversity

SMEs and human 
resources

The role of 
founders and the 
self-employed 
as the source of 
socioeconomic 
vitality

Core technologies 
supporting 
Japanese industry 
amid the growing 
international 
division of labor

Changes in 
the business 
environment due to 
the globalization of 
industry and regional 
industrial clusters

Changes in 
demographic 
structure and the 
impact on SMEs

The generational 
“double whammy” 
and business 
successions/skills 
transfers at SMEs

The role of SMEs in 
creating a society 
that makes it easier 
to have and raise 
children

The creation 
of bustling 
town centers, 
development of new 
local communities, 
and SMEs

The changing 
structure of 
inter-enterprise 
transactions

Effects on SMEs of 
terms and conditions 
of transactions 
between enterprises

SMEs initiatives to 
accumulate human 
capital

Business recovery 
for SMEs and 
revitalization of the 
small enterprises 
that support 
regions

Strengthening the 
function of regional 
SME finance

SMEs forming new 
collaborations and 
networks

The financing of 
SMEs carrying 
out research and 
development

Employment trends 
and the current 
situation regarding 
personnel working in 
SMEs

Internships and 
other activities 
carried out in 
collaboration 
with educational 
organizations

The SME wage 
system

Enhancement 
of employee 
motivation and 
capabilities

Working style and 
work life balance

Exploiting growth 
opportunities 
aboard

Improvement of 
labor productivity

Taking up of 
international 
business 
opportunities

Business support 
for SMEs
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No. Year List of Subtitles of White Paper on Small and Medium Enterprises

1 1964

2 1965

3 1966

4 1967

5 1968

6 1969 The Path to the Advanced Nations and Small and Medium Enterprises 

7 1970 New Developments in the Field of Small and Medium Enterprises 

8 1971 Changing Small and Medium Enterprises 

9 1972 Adapting to an Age of Change and Diversification

10 1973 The Hard Road to Development 

11 1974 Facing New Issues 

12 1975 Adaptation and Development towards a Stable Growth Economy 

13 1976 Small and Medium Enterprises facing Adversity 

14 1977 Finding New Opportunities in a Difficult Situation 

15 1978 Small and Medium Enterprises weathering New Trials 

16 1979 Dynamic Responses to a Changing Era 

17 1980 The Energy of Small and Medium Enterprises: Leading the Way into the 1980s 

18 1981 Small and Medium Enterprise Management: Opening Paths with Technology and Knowledge 

19 1982 New Responses to a Diversifying Economy and Society 

20 1983 Realizing New Development for the Small and Medium Enterprises that support a Vigorous Economy and Society

21 1984 The Dynamism of Small and Medium Enterprises: Opening New Channels 

22 1985 Issues of Small and Medium Enterprises facing the Challenge of Changing Times 
– Technology / Information / Human Resources – 

23 1986 The Dynamism of Small and Medium Enterprises: Surviving a New Era of Internationalization 

24 1987 Small and Medium Enterprises: Making the Transition to a New Industrial Structure 

25 1988 Changes to Industrial Structure under a Strong Yen and the Search for New Development 

26 1989 The Industrial Transition in progress under a Strong Yen and New Issues 

27 1990 Changes to the Structure of Small and Medium Enterprises and Issues of realizing New Development against the 
Background of Economic Upturn 

28 1991 Small and Medium Enterprises: Continuing to strive towards the 21st Century 

29 1992 A New Vision for Small and Medium Enterprises: The Role of Diversifying and Expanding SMEs 

30 1993 Structural Changes towards a New Society and Economy – Issues for Small and Medium Enterprises and the Way 
Forward 

31 1994 Innovation and Creation against a Background of Structural Change 

32 1995 Taking Up the Challenge of New Possibilities 

33 1996 The Era of the Small and Medium Enterprise: Supporting the Reconstruction of the Japanese Economy 

34 1997 “Small and Medium Enterprises”: Calling Up their Innate Functions 

35 1998 Small and Medium Enterprises facing the Demand for Change and the Role of the Entrepreneurial Spirit 

36 1999 Towards an Era of Management Innovation and New Company Creation 

37 2000 The IT Revolution / Funding Strategies / The Start-up Environment 

38 2001 Wake Up!: Realizing Independence for SMEs 

39 2002 The Age of the Local Entrepreneur – Birth, Growth and Revitalization of the National Economy

40 2003 The Road to Regeneration and the Creation of an Entrepreneurial Society

41 2004 The Limitless Potential of the Diversity of Small and Medium Enterprises

42 2005 Structural Change in Japanese Society and the Dynamism of Small and Medium Enterprises

43 2006 Small and Medium Enterprises at a Turning Point: Strengthening Ties with Overseas Economies and Population 
Decline in Japan

44 2007 Small and Medium Enterprises: Harnessing Regional Strengths and Confronting the Changes

45 2008 Improvement of Productivity and the Challenge of Community Revitalization

46 2009 Finding Vitality through Innovation and Human Resources

47 2010 Pulling through the crisis

48 2011 Rebuilding from the Earthquake and Surmounting Growth Constraints

49 2012 Small and Medium Enterprises Moving Forward through Adversity



SME policies implemented
in fiscal 2012
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Introduction

Chapter 1 Measures for SMEs to cope with the effects of the Great 
East Japan Earthquake

SMEs are at the root of Japan’s economic dynamism, 
accounting for 99.7% of all enterprises and approximately 
70% of employment. The following outlines the measures 

implemented during fiscal 2012 to revitalize SMEs, the 
mainstays of Japan’s economy and society.

Section 1  Financial measures

Financing is a serious problem for those SMEs that 
have suffered damage caused by the Great East Japan 
Earthquake on March 11, 2011, and a variety of support 
measures were introduced in the immediate aftermath of 
the disaster.

The Great East Japan Earthquake Recovery Special 
Loan and Great East Japan Earthquake Recovery 
Emergency Guarantee programs remained in place in 
fiscal 2012 to provide financial support for SMEs affected 
by the earthquake and following disasters to satisfy the 
demand for capital accompanying recovery as recovery 
from the earthquake moves into full swing.

For the Great East Japan Earthquake Recovery Special 
Loan program, in the fiscal 2012 budget ¥88.2 billion was 
provided for recovery projects, ¥750 billion for scale of 
business, and ¥24.3 billion for the contingency reserve.

l	Specific measures
1. Great East Japan Earthquake Recovery Special 

Loan (fiscal 2012 contingency reserve: ¥24.3 
billion)
A new system of lending by the Japan Finance 
Corporation (JFC) and the Shoko Chukin Bank 
(“Shoko Chukin”) was created in fiscal 2011 for 
SMEs that were affected by the Great East Japan 
Earthquake, and the necessary credit lines were 
provided in fiscal 2012 as well. Those measures that 
were created in fiscal 2011 for implementation (on 
August 22, 2011) by prefectural-level foundations and 
similar institutions to effectively eliminate the burden 
of interest payments on loans received by SMEs 
and other businesses with business establishments 
in restricted areas or similar zones when they 
were imposed following the nuclear accident in 
Fukushima, and for SMEs and other businesses with 
business establishments and other assets that had 
been completely destroyed or swept away by the 
earthquake or tsunami, were continued in fiscal 2012. 
Between the program’s entry into operation on May 
23, 2011, and March 31, 2013, 57,758 loans worth a 
total of ¥1.1 trillion were provided. 

2. Expansion of loan ceilings and lowering of interest 
rates on Managerial Improvement Loans (Marukei 
loans) and Managerial Improvement Loans for 
Environmental Health Business Loans (Eikei loans)
The loan ceilings for unsecured, unguaranteed 
Marukei and Eikei loans provided by the JFC to micro 
enterprises affected directly or indirectly by the Great 
East Japan Earthquake were expanded (to allow for an 
additional ¥10 million of loans separate from ordinary 
loans), and interest rates on such loans were lowered 
(by 0.9% from the ordinary rate of interest for a period 
of not more than three years from the initial receipt 
of loan). In fiscal 2012, 750 Marukei and Eikei loans 
worth a total of ¥2.7 billion were provided.

3.  Provision of disaster-related credit guarantees
 Guarantees were provided by credit guarantee 
corporations to SMEs that had been directly affected 
by the Great East Japan Earthquake. These are 
separate from ordinary guarantees and are provided 
under the same arrangements as safety net guarantees. 
They guarantee 100% of the value of loans up to ¥80 
million in the case of unsecured loans, and up to ¥280 
million in the case of other loans. Guarantees for 101 
loans worth a total ¥1.4 billion were provided in fiscal 
2012 (through February 28, 2013).

4.  Great East Japan Earthquake Recovery 
Emergency Guarantee
 A new system called Great East Japan Earthquake 
Recovery Emergency Guarantee was set up in fiscal 
2011 and continued in fiscal 2012 separately from 
existing ordinary guarantees, disaster-related credit 
guarantees, and safety net guarantees for SMES that 
were affected by the earthquake. They guarantee 
100% of the value of loans up to ¥80 million in the 
case of unsecured loans, and up to ¥280 million in the 
case of other loans. Between the program’s entry into 
operation on May 23, 2011, and February 28, 2013, 
92,821 loans worth a total of ¥2 trillion were provided.

5.  Extension of the repayment period of equipment 
fund loans, etc. to micro enterprises
In order to counter the impact of the Great East 
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Japan Earthquake, the period for repayment of loans 
received under the program since March 11, 2011, was 
increased from seven years to nine years for borrowers 
that had been significantly affected by the earthquake 
under Article 129 of the Act on Special Fiscal Aid 
and Subsidy Recovery from the Great East Japan 
Earthquake (Act No. 40, 2011; referred to below as 
the Special Fiscal Aid Act). Under the Act on Partial 
Review of the Act on Temporary Special Provisions of 
Acts Related to National Tax, in Relation to Victims, 
etc., of the Great East Japan Earthquake (Act No. 119, 
2011; referred to below as the Earthquake Special 
Provisions Act), exemptions from stamp duty were 
introduced for businesses specified under Article 129 
of the Special Fiscal Aid Act where such business have 
entered contracts for monetary loans using equipment 
funding programs to rebuild facilities.

6.  “Special Finance for Small and Medium 
Enterprises in the Specified Area” affected by the 
nuclear disaster
In order to assist SMEs and other businesses that have 
suffered severe damage due to the nuclear disaster in 
Fukushima, Fukushima Prefecture and the Ministry 
of Economy, Trade, and Industry (METI) established 
a system of long-term, interest-free, unsecured loans 
to provide necessary business funds (working capital 
and equipment funds) required to continue or resume 
business. This program makes use of the Loan Scheme 
to Raise Standards operated by the Organization 
for Small & Medium Enterprises and Regional 
Innovation, Japan (SMRJ). Between June 1, 2011, and 
March 31, 2013, 523 loans worth ¥11.02 billion were 
provided to continue or resume businesses that moved 
to new locations within the prefecture, and 189 loans 
worth ¥1.02 billion were provided between November 
25, 2011, and March 31, 2013, to continue or resume 
businesses located in the zones for which the caution 
order has been lifted.

7.  Expansion of financial support for construction 
industry (fiscal 2012 supplement: ¥1.85 billion)

 (1) Expansion of Local Construction Management 
Enhancement Loan Program

  In order to further facilitate financing by building 
contractors, receivables for damage to construction 
work in progress and removal of waste caused 
by the disaster (disposal of debris, etc.) were 
included within the scope of the finance system 
to strengthen the business of local constructions, 
which incorporates mechanisms to encourage 
securitization of construction fee receivables 
(including fees for unfinished portions of work) 
held by building contractors against the orderers 
of public works. The system was implemented in 
fiscal 2011 and extended to the end of fiscal 2013.

 (2) Expansion of Subcontracting Receivables 

Protection Support Program
  In order to further facilitate the protection 

of receivables and financing by building 
subcontractors, etc., factoring companies were 
requested to actively fulfill their guarantee 
obligations under the Subcontracting Receivables 
Protection Support Program, whose purpose is 
to assist the protection of receivables held by 
building subcontractors and similar enterprises. 
Receivables for construction work in the affected 
regions and the removal of wastes caused by the 
disaster (disposal of debris, etc.) were also freshly 
purchased, and receivables for removal of waste 
caused by the disaster in affected areas and for 
hire purchase, lease, and rental of construction 
machinery were added to the scope of protection. 
The system was implemented in fiscal 2011 and 
extended to the end of fiscal 2013.

 (3)  Creation of program to provide financial support 
for construction industry to cope with disasters

  To encourage SMEs and midsize construction 
companies to purchase construction machinery to 
cope with disasters, a program to provide financial 
support for the construction industry to cope with 
disasters was created to reduce the interest rates 
on outstanding borrowing for the purchases of 
construction machinery typically used at times 
of disasters by SMEs and midsize construction 
companies, and for the purchases of construction 
machinery by SMEs and midsize construction 
companies affected by the Great East Japan 
Earthquake.

Section 2 Measures against overlapping 
debt

To cope with the so-called overlapping debt problem 
wherein the burden of existing debt makes it difficult for 
businesses affected by the Great East Japan Earthquake to 
raise the funds to make a fresh start, “Industrial Recovery 
Consultation Centers” have been set up in the affected 
prefectures since September 2011 to respond to one-stop 
service requests for advice from businesses affected by 
the earthquake. Also, to make it possible to obtain fresh 
capital, Industry Reconstruction Corporations were 
established to buy receivables and freeze principal and 
interest repayments.

In fiscal 2012, the Industrial Recovery Consultation 
Centers in collaboration with the Industry Reconstruction 
Corporations continued to provide assistance including 
buying receivables.

l	Specific measures
1. Revival assistance from Industrial Recovery 

Consultation Centers and Industry Reconstruction 
Corporations
Support to assist the revival of SMEs and other entities 
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that suffered damage due to the Great East Japan 
Earthquake was enhanced by strengthening the SME 
Revitalization Support Councils and establishing 
Industrial Recovery Consultation Centers in the 
affected prefectures, and by establishing Industry 
Reconstruction Corporations to buy receivables, 
etc. These Industrial Recovery Consultation Centers 
received a total of 2,043 requests for consultation 
from businesses through March 31, 2013, of which 
1,774 cases were handled to completion. Major 
achievements include agreements having been reached 
on financial support with financial institutions, etc., in 
280 cases, of which receivables were bought in 105 
cases.

2. Revival assistance from the Incorporated 
Organization for Supporting the Turnaround 
of Businesses Damaged by the Great East Japan 
Earthquake
To cope with the overlapping debt problem on 
businesses affected by the Great East Japan Earthquake, 
the Incorporated Organization for Supporting the 
Turnaround of Businesses Damaged by the Great 
East Japan Earthquake provided assistance to help 
relieve the repayment burdens of existing debt, and 
other measures. Since beginning operations on March 
5, 2012, the Organization has received 1,087 requests 
for consultation, of which decisions were made on the 
provision of revival assistance to businesses such as 
the buying of receivables in 167 cases (as of March 
31, 2013).

3. Reduction of interest burden during assessment of 
the potential for business regeneration
A subsidy program was established in fiscal 2011 and 
continued in fiscal 2012 to defray the cost of interest 
on existing loans to prevent interested accumulated on 
them from hindering reconstruction while SMEs and 
other entities whose business has been impeded by 
the Great East Japan Earthquake or the nuclear crisis 
in Fukushima are working with Industrial Recovery 
Consultation Centers to obtain advice and make 
arrangements in order to rebuild their businesses. In 
fiscal 2012, 107 payouts worth a total of ¥600 million 
were provided.

4. Lease subsidy program to support SMEs in 
disaster-affected areas
In order to reduce the burden of overlapping debt borne 
by SMEs in the affected areas, subsidies equivalent to 
10% of the cost of new leases were provided where 
SMEs burdened with leave obligations due to loss 
of leased equipment caused by the Great East Japan 
Earthquake to reintroduce equipment. The nature of 
the assistance was also expanded in October 2012 
to raise the upper limit on the amount of subsidies 
provided, etc.

Section 3 Support for restoration and 
reconstruction of plants and 
shopping districts, etc.

The effects of the Great East Japan Earthquake as yet 
remain severe, and the steady pursuit of efforts aimed at 
genuine recovery in those areas struck by the earthquake 
and following disasters remains important. The restoration 
of factories operated by SMEs and of shopping districts, 
etc., in particular is crucial to achieving genuine recovery 
in the affected areas, and comprehensive support 
continued to be provided in fiscal 2012.

In order firstly to assist in the genuine revival and 
recovery of the affected regions, a newly created subsidy 
program for SME groups and other entities to assist the 
restoration of facilities operated by SME groups, etc., 
affected by the Great East Japan Earthquake that can play 
a leading role in local recovery continued to be operated. 
Support also continued to be provided through the free 
lease to businesses by local governments of temporary 
stores and plants operated by SMRJ.

Also, to help SMEs and micro-enterprises in the 
acquisition of new customers and early resumption of 
business, delivery trucks were deployed to disaster-
affected areas to help them to market goods to residents 
of temporary housing and at various events.

l	Specific measures
1. Post-disaster recovery project on joint facilities of 

small and medium business associations, etc. (fiscal 
2012 budget: ¥50 billion, contingency reserve: 
¥80.1 billion)
In order to promote the restoration and reconstruction 
of areas affected by the Great East Japan Earthquake, 
support worth a total of approximately ¥130 billion 
was provided for the restoration, development, and 
repair of facilities operated by groups of SMEs and 
similar entities affected by the disaster, business 
cooperatives, and so on through provision of the 
following subsidies:

 (1)  Subsidization by central government (one half) 
and prefectural governments (one quarter) of 
the cost of restoration work on facilities and 
equipment required for implementation of 
restoration work planned by groups of SMEs, etc., 
and approved by their prefectures as making an 
important contribution to their regional economies 
and maintenance of employment;

 (2) Subsidization by central government (one half) 
and prefectural governments (one quarter) of 
the cost of post-disaster recovery projects on 
joint facilities of business cooperatives, etc., 
undertaken by business cooperatives, etc., under 
the Law Concerning Special Fiscal Aid for Coping 
with Disasters (Law No. 150, 1962); and



SME policies implemented in fiscal 2012

Chapter 1

227

 (3) Subsidization by central government (one half) 
of the cost of post-disaster recovery projects on 
guidance and consultation facilities, etc., operated 
for the benefit of SMEs by societies of commerce 
and industry and similar organizations.

2.  Maintenance project of temporary plants and 
stores (fiscal 2012 budget: ¥5 billion)
The SMRJ set up temporary stores and plants to 
be loaned free of charge to businesses through 
municipalities to enable SMEs and micro-enterprises 
affected by the Great East Japan Earthquake to quickly 
resume business. Around 520 such facilities had been 
completed in 49 municipalities and six prefectures as 
of the end of February 2013.

3.  Loans for restoration and development of facilities 
and equipment (fiscal 2012 budget: ¥10 billion)
Loans were provided by the SMRJ in cooperation 
with the prefectures to provide funds needed for the 
repair and development of facilities and equipment 
required for the implementation by SMEs that suffered 
damage caused by the Great East Japan Earthquake of 
prefecturally-approved restoration plans.

4.  Waivers, moratoriums and extensions of repayment 
of advancement loans
Settlement (including waiving) of existing debts 
on advancement loans of SMEs that have suffered 
damaged caused by the Great East Japan Earthquake 
was smoothly pursued. Regarding granting of 
moratorium and extension of deadlines for repayment 
of such loans, the scope of eligibility was expanded, 
requirement were eased, and procedures were 
streamlined.

5.  Provision of light trucks to assist mobile vendors 
serving temporary housing (fiscal 2012 budget: 
¥300 million)
In order to develop the shopping environment for 
victims housed in temporary housing and help SMEs 
that have lost customers or businesses due to the Great 
East Japan Earthquake to acquire new customers and 
resume business as soon as possible, approximately 
100 mobile vending vehicles (light trucks) were 
deployed to the affected areas for loan to SMEs to 
help them to market goods to residents of temporary 
housing and at various events.

6.  Program to create employment that promotes 
business recovery
In order to create stable employment in disaster-affected 
areas, support (aid associated with the costs of hiring, 
including job training, employment administration, 
etc.) was provided in the area of employment in accord 
with industrial policy when hiring disaster victims at 
business establishments expected to be central in the 

creation of future employment in the affected areas. 
The program’s period of operation was also extended 
in the fiscal 2012 supplementary budget from the end 
of fiscal 2015 to the end of fiscal 2016.

Section 4 Enhancement of management 
support and PR consulting 
services

l	Specific measures
1.  Establishment of special help desks

 Special help desks have been set up at offices 
of JFC, Shoko Chukin, credit guarantee corporations, 
chambers of commerce and industry, federations of 
societies of commerce and industry, Federations of 
Small Business Associations, branches of the SMRJ, 
and Bureaus of Economy, Trade, and Industry across 
the country to provide business and financial advice 
to SMEs and other entities affected by the Great East 
Japan Earthquake.

2.  Navigation dial for SME phone consultations
 To help SMEs that do not know where to go 
for advice, a single “Navigation dial for SME phone 
consultations” has been launched that connects callers 
to their nearest Bureau of Economy, Trade, and 
Industry.

Section 5 Other measures

l	Specific measures
1.  Consideration to SMEs in disaster-affected regions 

by the government and other public agencies
 The “Policy on State Contracts with Small and 
Medium Enterprises” formulated each fiscal year 
incorporated again in fiscal 2012 provisions calling 
for concern to be shown toward SMEs in areas 
affected in one way or another by the Great East Japan 
Earthquake.
 The following measures were also implemented 
to expand opportunities for SMEs in areas affected by 
the Great East Japan Earthquake to receive orders:

 (1) On June 22, 2012, the Minister of Economy, 
Trade, and Industry issued a request concerning 
Cabinet approval of a “Policy on State Contracts 
with Small and Medium Enterprises” to the heads 
of central government ministries and agencies, 
prefectural governors, and mayors of cities with 
populations of at least 100,000 and the special 
wards of Tokyo, along with a request that measures 
be implemented to expand SMEs’ access to orders 
from the public sector.

 (2) National briefings (organized by the Council to 
Promote Local Access to Public Sector Demand) 
were held 51 times between July and August to 
publicize the “Policy on Contracts” in the regions.

 (3) A “Guide to Contracts in the Public Sector” was 
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produced and distributed to central and local 
government agencies and other organizations 
involved in commerce and industry.

2. Support provided by NEXI
In April 2011, Nippon Export and Investment 
Insurance (NEXI) introduced the following measures 
to assist SMEs affected by the earthquake: (1) 
postponement of insurance policy procedures, (2) 
deferment, reduction, and waiver of insured parties’ 
obligations, and (3) reduction and elimination of the 
financial burden on insured parties.
In order to limit the financial damage caused by 
harmful rumors, NEXI also published concrete case 
examples of losses arising from the restriction or 
prohibition of import of goods on the grounds of 
radioactive contamination, which would be covered 
by trade insurance. These include, for example, 
a case of import being limited or prohibited by the 
introduction of new regulations, or a case of illegal 
or discriminatory treatment by the government of 
destination country. A consultation service was also 
set up in NEXI to provide advice (available also to 
non-enrollees in trade insurance) on how to deal with 
harmful rumors.

3.  Organization of briefings for foreign governments 
and industries
Relevant ministries, agencies, and organizations 
including METI, the Ministry of Foreign Affairs, 
and the Japan External Trade Organization (JETRO), 
worked together to organize briefings and similar 
events in Japan and overseas to explain, among other 
things, the action being taken to deal with the crisis 
at Tokyo Electric Power’s Fukushima Daiichi Nuclear 
Power Station, monitoring in Japan, and measures 
being taken by Japan to ensure the safety of food 
and industrial goods. As of the end of March 2013, 
briefings had been held for overseas businesses circles 
23 times in 13 countries and 20 cities, and had also 
been held for foreign-affiliated enterprises in Japan, 
consular officials in Tokyo and the Kansai region, and 
international organizations (four times in Tokyo and 
two times in Osaka).
Also, to promote investment by foreign industries 
in disaster-affected areas and contribute to local 
revitalization and the creation of employment, etc., 
by attracting foreign enterprises, information was 
provided about the central government’s policies on 
investment in Japan, the reconstruction zone system 
and investment initiative, energy policy, and the like 
through symposiums and seminars held overseas (17 
times in 12 countries and regions)

4. Employment Adjustment Subsidy (fiscal 2012 
budget: included in ¥203.3 billion)
When employers forced to downsize for financial 

reasons due to the effects of the Great East Japan 
Earthquake were forced to place workers on leave in 
order to protect their employees’ jobs, subsidies were 
provided to help cover the cost of the allowances 
incurred as a result of such leave.

5.  Expansion of support for development of human 
resources in growth fields (fiscal 2012 budget: 
included in ¥50 billion)
 The program of support for development of 
human resources in growth fields in operation (special 
disaster exception) since July 2011 was expanded, and 
SMEs that freshly hire or re-hire victims of the Great 
East Japan Earthquake have, since May 2012, been 
able to obtain subsidies to defray the cost of training. 
In addition, from November 2011, SMEs in the 
prefectures of Iwate, Miyagi, or Fukushima engaging 
in business in fields of industry that contribute to the 
recovery of the affected areas that obtain advanced 
training for their employees at graduate schools, 
research institutions, etc. outside their prefectures 
to develop core human resources have been able to 
obtain subsidies to defray part of the cost of course 
fees and housing expenses borne by the employer.

6. Employment development subsidies for disaster 
victims (fiscal 2012 budget: ¥53.38 billion)
Employment development subsidies for disaster 
victims was set up to pay subsidies to employers that 
hire workers who lost their jobs due to the Great East 
Japan Earthquake and job seekers living in affected 
areas as a result of referrals from “Hello Work” 
employment offices and similar agencies, provided 
that such workers are expected to be employed 
continuously for a period of at least one year. Bonus 
subsidies were additionally provided to employers 
hiring 10 or more such workers.

7. Support for development of human resources 
for regeneration of Japan (financial incentive 
for supporting the development of construction 
workers for reconstruction of disaster-affected 
areas) (fiscal 2012 budget: included in ¥50 billion)
 In order to train the construction human resources 
needed for the revival of disaster-affected areas, an 
incentives program to support training for construction 
workers toward the revival of disaster-affected areas 
was established to help defray employers’ training 
expenses and lodging expenses borne when courses 
are taken when a construction employer with business 
establishments in the prefectures of Iwate, Miyagi, 
or Fukushima has workers take courses conducive to 
acquiring construction techniques and skills.
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Section 1 Financial support

Support for SME financing was provided through 
facilitating improvements in the financing and fund 
procurement of SMEs coping at present with a sudden 
recession. However, insufficient progress was made 
toward financial institutions assessing business 
conditions at enterprises and toward the construction 
of a framework for financing that matches the support 
given to management. Accordingly, the situation calls for 
financial support to be provided through credit guarantees 
and financial policies that match the support given to 
management.

Firstly, regarding credit guarantees, a guarantees 
program designed to enhance management under which 
credit guarantee corporations will reduce or waive 
guarantee charges was created for SMEs that work to 
improve management with the assistance of management 
innovation support agencies approved under the Act 
for Facilitating New Business Activities of Small and 
Medium-sized Enterprises (Act No. 18, 1999; referred 
to below as the New Business Activity Promotion Act) 
(referred to below as “approved support agencies”), 
which was revised by the Act to Partially Revise the Act 
for Facilitating New Business Activities of Small and 
Medium-sized Enterprises in order to Encourage the 
Development of Demand for SMEs’ Products Overseas 
(Act. No. 44, 2012, referred to below as the SME 
Management Enhancement Support Act). The program 
thus provides not only financial support but also support 
for working to improvement management. Furthermore, 
to consolidate and relieve the repayment burden of 
multiple outstanding debts, ¥95.1 billion was provided 
for as a contingency reserve and ¥50.0 billion in the 
supplementary budget to encourage refinancing guarantee 
programs centered on the guarantees program designed to 
enhance management.

Next, regarding financial policies, ¥132.6 billion was 
provided for in the fiscal 2012 supplementary budget 
to create safety-net loans that integrate management 
support. Also, to enhance the financial underpinning of 
SMEs engaged in business revitalization and to encourage 
private financial institutions to provide financing, ¥98.6 
billion was provided for the JFC to create and expanded 
subordinated loan programs.

l	Specific measures
1.  Safety net loans (fiscal 2012 supplementary budget: 

¥132.6 billion) (fiscal investment and loan program)
The safety net loan program consists of the provision 
of loans worth up to a total of ¥720 million (JFC’s 
SME Unit and Shoko Chukin) and 48 million (JFC’s 
Micro Business and Individual Unit) to SMEs that 
have experienced, for example, a temporary decline 

in sales or profits caused by the effects of changes 
in the social or economic environment. The safety-
net loan program was also created in the fiscal 2012 
supplementary budget premised by approved support 
agencies and similar entities providing support to 
assist with improving management at SMEs where 
business conditions temporarily worsened due to 
a worsening of the business environment or other 
factors. Under this program, 162,732 loans worth a 
total of ¥3.6 trillion were provided in fiscal 2012.

2.  Provision and expansion of subordinated lending 
(fiscal 2012 budget: ¥24 billion; supplementary 
budget: ¥98.6 billion) (fiscal investment and loan 
program)
 The subordinated lending program[1] solicits 
joint financing from the private sector to stabilize 
the financing of SMEs and micro-enterprises through 
providing high-risk, long-term, “bullet loans” (capital 
funds) to and enhancing the financial underpinning 
of SMEs and micro-enterprises engaged in initiatives 
such as startups and business revitalization. The 
program under JFC’s SME Unit was expanded in 
the fiscal 2012 supplementary budget, and a similar 
program was created under JFC’s Micro Business and 
Individual Unit. In fiscal 2012, 651 enterprises were 
provided loans worth a total of ¥40.5 billion.

[1] Under the bullet loan system, loan repayments are 
subordinated to other claims if an SMEs and micro-
enterprises recipient of a loan enters legal bankruptcy. 
By designing the system so that, for example, 
the interests rates offered by JFC’s SME Unit are 
modified according to SMEs and micro-enterprises’ 
financial success each term, subordinated loans can 
now be treated as capital for the purpose of financial 
inspections.

3. Safety-net Guarantee No. 5
 The Safety-net Guarantee No. 5 calls for credit 
guarantee corporations to provide guarantees separate 
from ordinary guarantees to SMEs in designated 
industry types[2] when the average amount of 
monthly sales, etc., for the latest three months falls 
by 5% or more for the same period the previous year. 
It guarantees 100% of the value of loans up to ¥80 
million in the case of unsecured loans, and up to 
¥280 million in the case of other loans. Guarantees 
for 135,825 loans worth a total of ¥2.3 trillion were 
approved under Safety-net Guarantee No. 5 through 
the end of February 2013.

[2] The industry types designated are those where 
recent business conditions have worsened compared 
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to past business conditions. Regarding how the 
designation of all industry types in general has been 
handled, it was announced January 28, 2011, that the 
work was to have been completed by the end of March 
2011, but due to the occurrence of the Great East 
Japan Earthquake the designation of all industry types 
in general was continued out of emergency necessity. 
Based on the results of a survey of business conditions 
undertaken on the present matter, those industry 
types where business conditions had improved were 
excluded from the designated types of industry after 
November 1, 2012.

4. Encouragement of refinancing guarantees 
(fiscal 2012 contingency reserve: ¥95.05 billion; 
supplementary budget: ¥50 billion)
The financial underpinnings of the JFC were enhanced 
to encourage refinancing guarantees designed to 
consolidate multiple outstanding debts and relieve 
the repayment burdens at hand mainly through 
the guarantees program designed to enhance to 
management when the assistance of approved support 
agencies has been sought to improve management. 
Guarantees on 170,925 loans worth a total of ¥3.2 
trillion were provided through the end of February 
2013.

5.  Promotion of loan modifications and exercising of 
consulting functions by financial institutions
Based on the final extension of the Act Concerning 
Temporary Measures to Facilitate Financing for 
SMEs, etc. (SME Financing Facilitation Act, Act 
No. 96, 2009), the Cabinet Office, Financial Services 
Agency (FSA), and Small and Medium Enterprise 
Agency (SME Agency) jointly announced on April 
20, 2012, that they had put together a “policy package 
to support management of SMEs based on the final 
extension of the SME Financing Facilitation Act” 
designed to support real management improvement 
and business revitalization at SMEs not limited to 
loan modifications, etc. Work began to implement 
the package, which centered on the following three 
points.

 (1)  Strengthened provision of consulting services by 
financial institutions;

 (2) Strengthening of collaboration with and 
the functioning of Industry Reconstruction 
Corporations and SME Revitalization Support 
Councils; and

 (3) Other efforts to improve the environment to 
support management improvement and business 
revitalization

Furthermore, to encourage financial institutions to 
modify, etc., loan conditions and provide financing 
smoothly even after the expiration (the end of March 
2013) of the SME Financing Facilitation Act, the 
following items were expressly written into financial 

inspection manuals and supervision guidelines.
 • Financial institutions will work to modify, 

etc., loan conditions for and provide financing 
smoothly to SME and similar borrowers;

 • Financial institutions will work together with 
other financial institutions and similar entities to 
modify, etc., loan conditions for SMEs and similar 
enterprises that have filed applications

 Additionally, the related administrative 
ordinances, etc., were modified so that the status 
of management support and similar initiatives will 
be announced to encourage financial institutions to 
actively engage in providing management and other 
support to SMEs and similar enterprises.

6.  Marukei Loans (fiscal investment and loan 
program)
 In order to provide financial support to micro 
enterprises, JFC provided unsecured and unguaranteed 
loans subject to management guidance from business 
advisors at societies and chambers of commerce 
and industry and prefectural federations of societies 
of commerce and industry. The following steps also 
continued to be taken to enhance lending: (1) raising 
of the ceiling on loans from ¥10 million to ¥15 million; 
(2) extension of the term of loans from five to seven 
years if used for working capital, and from seven to 
10 years if for capital expenditure; and (3) extension 
of the deferment period from six months to one year if 
for working capital, and from six months to two years 
if for capital expenditure. In fiscal 2012, 40,047 loans 
worth a total of ¥172.2 billion were provided.

7.  Subsidy program for equipment introduction 
by micro enterprises (equipment fund loans and 
equipment loans) 
 The criteria for the use of the program were 
modified to increase the ceiling on equipment lending 
from ¥60 million to ¥80 million[1], and the balance 
of outstanding borrowing from financial institutions 
stipulated by the Minister of Economy, Trade, and 
Industry, which limits use of the program by SMEs 
(enterprises with 50 or fewer workers) other than 
micro enterprises was raised from ¥300 million to 
¥420 million.

[1] The upper limit for businesses within one year of 
startup had been ¥30 million, but it was also raised to 
¥80 million starting in fiscal 2012 for such businesses 
because the restrictions concerned were not set.

8.  Extensions on lease payments and terms of 
agreements
 Leasing businesses were requested to respond 
flexibly and appropriately when SMEs request 
extensions on lease payments or the terms of 
agreements.
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9. Investment by Small and Medium Business 
Investment and Consultation Co., Ltd.
In order to help enhance SMEs’ capital adequacy and 
contribute to their sound growth and development, 
Small and Medium Business Investment and 
Consultation Co., Ltd., operated a number of programs 
to assist the development of SME operations. 
These included investment programs involving the 
underwriting of shares, share options, and bonds with 
share options, business consultations, and assistance 
with business successions. As of the end of January 
2013, the company had outstanding investments in 
2,242 companies worth a total of ¥73.4 billion.

10. Promote liquidity of SMEs’ export receivables 
covered by trade insurance
Financing of SMEs was promoted in collaboration 
with Shoko Chukin and other related agencies through 
such means as a partial waiver by NEXI of certain 
obligations of insured parties, including the obligation 
to recover an insured export receivable that has been 
transferred from an SME to a financial institution 
after the insured event (i.e., the obligation to seek to 
recover monies even after receipting the payment of 
insurance claim following the insured event).

11.  Expansion of trade insurance for SMEs
Major improvements were made to the marketability 
of Export Credit Insurance for SMEs by lowering 
premium rates, for instance, so as to further enhance 
the convenience of trade insurance. The SME 
Management Enhancement Support Act has also 
now made it possible for the Overseas United Loan 
Insurance to cover, under certain conditions, losses 
suffered by Japanese banks or foreign financial 
institutions that provided short-term loans for overseas 
subsidiaries of Japanese SMEs.

12. Support for SMEs in Okinawa (fiscal investment 
and loan program)
Regarding support for SMEs in Okinawa delivered 
via the Okinawa Development Finance Corporation 
(ODFC), ODFC operated the same range of programs 
as JFC and also expanded its own system of lending 
tailored to meet the specific needs of businesses in 
Okinawa.

13. Adoption and application of “Basic procedures for 
SME accounting”
The adoption and application of “Basic procedures 
for SME accounting” based on the “Report of the 
investigative commission on accounting at SMEs” 
compiled in March 2012 was promoted so as to 
encourage SMEs to clarify their business conditions, 
to improve the ability of proprietors to explain their 
business, and to strengthen their ability to obtain 
financing.

Section 2 Strengthening of financial 
underpinnings

1. Lowering of reduced tax rate for SMEs (taxation 
scheme)
The lowering of the reduced rate of corporation tax 
payable by small and medium corporations (applicable 
to up to ¥8 million of annual income) from 18% to 
15% was extended from April 1, 2012, to March 31, 
2015.
However, an additional tax of 10% will be added onto 
the amount of corporation tax as a special corporation 
tax to fund reconstruction during the period from 
April 1, 2012, to March 31, 2015.

2. SME investment promotion taxation system 
(taxation scheme)
The SME investment promotion tax system is a 
system that permits a 30% special depreciation or 
a 7% tax credit for the base price of purchase of 
certain machinery or equipment, and is intended to 
promote capital investment by SMEs and raise their 
productivity. The revisions to the tax system in fiscal 
2012 added, among other things, test instruments 
contributing to improvements in product quality 
control to the scope of assets covered, and the period 
of effect was extended for a further two years to 
March 31, 2014.

3.  Special provision for inclusion of SMEs in charges 
against revenue of acquisition cost of petty sum 
depreciable assets (taxation scheme)
The special provision for petty sum depreciable assets 
allows SMEs’ inclusion in full (up to a total maximum 
of ¥3 million per year) of depreciable worth less 
than ¥300,000 in charges against revenue to lower 
the administrative burden on SMEs. As a result of 
revisions to the tax system in fiscal 2012, the period 
of effect of this provision was extended by two years 
to March 31, 2014.

4.  Special exemption from inclusion in charges against 
revenue of entertainment and social expenses, etc. 
(taxation scheme)
Entertainment and social expenses incurred by 
corporations are not, as a rule, included in expenses. 
However, small and medium corporations are allowed 
to include 90% of such expenses, up to a maximum of 
¥6 million, in charges against revenue. As a result of 
revisions to the tax system in fiscal 2012, the period 
of effect of this provision was extended by two years 
to March 31, 2014.

5.  Carryover and refund carryback of loss (taxation 
scheme)
Loss arising in the current business year may be 
deducted as a loss carryforward from the amount of 
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income in the following and subsequent business years 
(for not more than a certain period). The maximum 
carryforward period for business years commencing 
on or after April 1, 2012, was extended from seven 
years to nine years. Businesses can receive a one-
year refund carryback for loss arising in the current 
business year, and the period of effect of this measure 
was extended by two years to March 31, 2014, under 
the revisions to the tax system in fiscal 2012.

6. Office for consultation regarding measures to 
shift consumption tax (fiscal 2012 supplementary 
budget: ¥4.21 billion)
To facilitate the two-step increase in and changes to 
the system for the consumption tax, in collaboration 
with SME business associations and similar entities 
budget measures were provided for holding courses, 
setting up consultation services, and raising awareness 
through pamphlets and other materials.

Section 3 Measures to make 
subcontracting transactions 
fair and proper

In order to ensure that subcontracting transactions 
are conducted in a fair and proper manner so that an 
unreasonable burden does not fall on small and medium 
subcontractors owing to their relatively weak position 
compared with subcontracting entrepreneurs, small and 
medium subcontractors need to be protected by clamping 
down on unfair subcontracting transactions and preventing 
legal violations from occurring.

Working in collaboration with the Fair Trade 
Commission (FTC), therefore, action was taken in fiscal 
2012 to strictly enforce the Act against Delay in Payment 
of Subcontract Proceeds, etc., to Subcontractors (Act No. 
120, 1956; referred to below as the Subcontractor Payment 
Act) through document investigations and similar 
processes. Additionally, to stabilize the financial positions 
of subcontractors in the run-up to the financially busy end 
of year period, a written request was issued on November 
19, 2012, to raise awareness among subcontracting 
entrepreneurs about making subcontracting transactions 
fair and proper based on the Subcontractor Payment Act 
and the Act on the Promotion of Subcontracting Small 
and Medium Enterprises (Act No. 145, 1970, referred to 
below as the Subcontractor Promotion Act). Steps were 
also taken to strengthen the advice service provided by 
Subcontracting Help Centers and raise awareness of 
guidelines on fair and proper subcontracting transactions.

l	Specific measures
1. Stricter enforcement of the Subcontractor Payment 

Act (fiscal 2012 budget: included in ¥580 million)
The Subcontractor Payment Act was enforced 
through close collaboration between the FTC and the 
SME Agency in order to ensure that subcontracting 

transactions are conducted in a fair and proper manner 
and protect the interests of subcontractors. In fiscal 
2012, the FTC and the SME Agency conducted 
document investigations and other investigations 
of subcontracting entrepreneurs. Additionally, a 
dedicated “SME Transactions Advice and Complaints 
Box” form for providing information and reports, etc., 
about infringements of the Subcontractor Payment Act 
was made available at the SME Agency website, the 
collection of information about infringements of the 
Act was strengthened, and efforts were made toward 
even more rigorous application of the Act.
Furthermore, during the “month to promote making 
subcontracting transactions fair and proper” held 
in November, special interviews were conducted 
with “subcontracting entrepreneurs that have been 
instructed to make similar improvements at least twice 
in the past” to encourage rigorous compliance with the 
Subcontractor Payment Act. Additionally, to help ease 
the financial positions of subcontractors in the run-up 
to the financially busy end-of-year period, a written 
request signed jointly by the Minister of Economy, 
Trade, and Industry and the Chairman of the FTC was 
issued on making subcontracting transactions fair and 
proper pursuant to the Subcontractor Payment Act to 
the representative directors of 33,065 subcontracting 
entrepreneurs and the representatives of 645 
associations of related businesses to raise awareness 
of this act.

2.  Strengthening consultation systems and raising 
awareness of the importance of fair subcontracting 
transactions (fiscal 2012 budget: included in ¥580 
million)
Consultation services concerning SME transactions 
were provided by the 48 Subcontracting Help 
Centers set up throughout Japan (in fiscal 2012, 4,931 
consultations and 751 free consultations with lawyers 
were provided).
Courses on how to prevent the occurrence of violations 
of the Subcontractor Payment Act were also held. 
In addition to the 135 courses for procurement 
managers that were held to further raise awareness of 
the Subcontractor Payment Act and Subcontracting 
Promotion Act, symposiums were also held at eight 
venues across Japan to showcase instances of best 
practice at subcontracting entrepreneurs and urge wider 
compliance with the Subcontractor Payment Act.
Additionally, 216 information sessions were held 
in fiscal 2012 to explain the guidelines for the 
development of good relations between subcontracting 
entrepreneurs and subcontractors (“Guidelines for the 
Promotion of Fair Subcontracting Practices”) in 15 
industries.

3.  Development of small and medium subcontractors
The following projects were implemented to promote 
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the development of small and medium subcontractors:
 (1) Market development assistance through 

subcontracting trade mediation and organization 
of business negotiation events (fiscal 2012 budget: 
included in ¥50 million)

  Information on placement and receipt of business-
to-business orders involving outsourcing of 
manufacturing and similar services meeting 
enterprises’ own requirements (regarding, e.g., 
desired industries, facilities, and technologies) 
was provided via the “Business Matching Station” 
(BMS) website (http://biz-match-station.zenkyo.
or.jp/) (Japanese only) to small and medium 
subcontractors seeking to acquire new business 
partners. As of the end of March 2013, 24,850 
enterprises had registered to use the system. 
Emergency wide-area business negotiation events 
were in addition held at eight venues to assist 
enterprises’ development of new markets.

 (2) Requesting of consideration toward small and 
medium subcontractors (fiscal 2012 budget: 
included in ¥580 million)

  Courses and other events were held to raise 
awareness of the general standards (“development 
standards”) that subcontractors and subcontracting 
entrepreneurs are expected to follow under 
the Subcontracting Development Act. A 
written request requesting that consideration 
be shown to subcontractors was also issued to 
the representatives of 745 relevant business 
associations on November 19, 2012.

Section 4 Measures concerning public 
demand

Ensuring that SMEs have opportunities to cater to 
public demand is a crucial concern. The “Policy on State 
Contracts with Small and Medium Enterprises in FY2012” 
was therefore adopted by the Cabinet in June 2012 to 
provide measures to expand such opportunities for SMEs 
and set a target of raising the proportion of contracts 
awarded to SMEs to 56.3%. This was accompanied by 
great collaboration between the relevant ministries and 
agencies. Local governments were also requested in 
writing to take necessary measures in accordance with 
national policy, and explanatory briefings were held in all 
prefectures.

l	Specific measures
1.  Establishment of “Policy on State Contracts with 

Small and Medium Enterprises” (fiscal 2012 
budget; included in ¥580 million)
This policy sets a target for the proportion of public 
sector contracts to be awarded to SMEs. The fiscal 
2012 target, approved by the Cabinet on June 22, was 
set at 56.3%.
It also incorporated a number of measures to expand 

opportunities for SMEs to win orders from the public 
sector. These included calling for companies to show 
consideration for micro enterprises based on their 
distinctive characteristics, to show consideration 
for local SMEs when an original contractor does 
outsourcing, to show consideration for SMEs in areas 
affected by the Great East Japan Earthquake, and to 
enhance anti-dumping measures and clarify in writing 
their treatment of intellectual properties.
 The following measures were also implemented 
to expand opportunities for SMEs to win orders from 
the public sector.

 (1) On June 22, 2012, the Minister of Economy, 
Trade, and Industry issued a request concerning 
Cabinet approval of a “Policy on State Contracts 
with Small and Medium Enterprises” to the heads 
of central government ministries and agencies, 
prefectural governors, and mayors of cities with 
populations of at least 100,000 and the special 
wards of Tokyo, and also requested that they work 
to expand SMEs’ access to orders from the public 
sector. Similar requests were made in February 
2013 when a FY2012 supplementary budget was 
passed based on “Emergency Economic Measures 
for the Revitalization of the Japanese Economy.”

 (2) National briefings (organized by the Council to 
Promote Local Access to Public Sector Demand) 
were held 51 times between July and August to 
publicize the “Policy on Contracts” in the regions.

 (3) A “Guide to Contracts in the Public Sector” was 
produced and distributed to central and local 
government agencies and other organizations 
involved in commerce and industry.

2. Operation of the “Public Demand Portal Site” to 
expand opportunities for SMEs to receive orders 
from the public sector (fiscal 2012 budget: included 
in ¥580 million)
 A Public Demand Portal Site has been operated 
to give SMEs one-stop access to order information 
posted on central government and other public 
websites in order to improve SMEs’ access to 
information on public sector orders. This site had been 
accessed 198,297 times by the end of March 2012.

Section 5 Measures to stabilize business

In order to stabilize the business of SMEs and micro-
enterprises, the following two mutual relief systems 
were steadily administered and promoted: the Mutual 
Relief System for the Prevention of Bankruptcies of 
SMEs, which lends mutual relief funds to prevent chain 
bankruptcies, and the Micro Enterprise Mutual Relief 
System, which provides mutual relief funds to the sole 
proprietors and corporate directors of micro enterprises in 
the event of their closing down or changing of business.

As a disaster control and anti-bankruptcy measure, 
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action was taken to assist SMEs affected by disasters 
including the torrential rains that occurred July 2012 across 
northern Kyushu. This consisted of the establishment of 
special consultation centers at chambers of commerce and 
industry in prefectures including Kumamoto, Oita, and 
Fukuoka, prefectural federations of societies of commerce 
and industry, prefectural federations of small business 
associations, public financial institutions, and similar 
agencies, and the provision of financial assistance in the 
form of disaster-related credit guarantees, etc. In addition, 
the guidelines on the formulation and implementation of 
SME business continuity plans (BCPs) formulated and 
announced in 2006 were revised and publicized based on 
the lessons of the Great East Japan Earthquake and the 
like to improve the ability of SMEs and micro-enterprises 
to cope when disasters or similar events occur.

l	Specific measures
1. Mutual Relief System for the Prevention of 

Bankruptcies of SMEs (Business Safety Mutual 
Relief System) (SMRJ subsidy program)
The Mutual Relief System for the Prevention of 
Bankruptcies of SMEs is a system for the provision of 
interest-free, unsecured, unguaranteed mutual relief 
money to SMEs, determined according to the amount 
of past premiums made, in the case of difficulty 
collecting amounts receivable due to the bankruptcy of 
a business partner. The system had 330,000 registered 
members as of the end of December 2012, and the 
number of new enrollees and value of new loans 
between April 2012 and the end of January 2013 were 
respectively 30,000 enterprises and ¥11.6 billion.

2.  Micro Enterprise Mutual Relief System (SMRJ 
subsidy program)
Under the Micro Enterprise Mutual Relief System, 
sole proprietors and corporate directors of micro 
enterprises deposit premiums that allow them to 
receive mutual relief money when they close down 
or retire. It is, in other words, a “retirement plan” for 
proprietors of micro enterprises. The system had 1.22 
million people enrolled in it as of the end of December 
2012, with the number of people newly enrolling 
between April 2012 and the end of January 2013 rising 
to 50,000 (7,000 of whom were joint proprietors).

3. Special Business Stability Consultation Centers 
(fiscal 2012 budget: ¥40 million)
In order to help solve the various management 
problems of SMEs facing business crises, “special 
business stability consultation centers” have been 
established in key chambers of commerce and 
industry and prefectural federations of societies of 
commerce and industry across the country. These 
centers provided support including assistance for 
guidance programs operated by the Japan Chamber of 
Commerce and Industry and the Central Federation of 

Societies of Commerce and Industry to facilitate the 
provision of business advice in a wide range of fields 
on the prevention of bankruptcies.

4. Promotion of wider adoption of BCPs by SMEs 
(fiscal investment and loan program)
Business continuity plans (BCPs) document 
the measures an enterprise will take to fulfill its 
responsibilities to provide products, services, etc., 
in the event of emergencies such as disasters. The 
guidelines on the formulation and implementation 
of SME BCPs were revised to expand the scope of 
the efforts at SMEs and clarify the BCPs’ position 
as a part of business management, and training on 
BCPs was provided to support staff SME-related 
organizations and similar entities to enhance programs 
for promoting their wider adoption. Low-interest 
loans were also provided by JFC’s SME Unit to fund 
the development of disaster prevention facilities in 
accordance with BCPs formulated by SMEs.
[Number and value of loans]
Between April 2012 and the end of March 2013,
123 such loans worth a total of ¥12.6 billion were 
disbursed.

Section 6 Support for business 
revitalization and  
succession

In order to help SMEs turn their businesses around, 
Business Support Councils for SMEs have been 
established in chambers of commerce and industry and 
similar organizations in all 47 prefectures under the Act 
on Special Measures for Industrial Revitalization (Act 
No. 131, 1999). These handle queries (initial response) 
from SMEs about business revitalization and provide 
advice on solutions. When an SME revitalization support 
council determines in these consultations that the 
formulation of a revitalization plan and coordination with 
financial institutions is necessary, as a second response it 
will support the revitalization of the SME’s business in 
coordination with the relevant financial institutions by 
conducting surveys of their finances and operations, as 
well as by forming individual support teams comprising 
outside experts including attorneys and certified public 
accountants and assisting, etc., with the formulation of a 
specific revitalization plan.

Additionally, based on the “policy package to support 
management of SMEs based on the final extension of the 
SME Financing Facilitation Act” put together on April 20, 
2012, by the Cabinet Office, Financial Services Agency 
(FSA), and Small and Medium Enterprise Agency (SME 
Agency), methods were added to the existing support 
methods to assist rapidly and easily with the formulation 
of revitalization plans, and support for the business 
revitalization of more SMEs and micro-enterprises than 
ever before was provided.
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In the fiscal 2012 supplementary budget, in light of 
the coming expiration of the SME Financing Facilitation 
Act the manpower structure at SME revitalization support 
councils was expanded and the manpower structure at the 
National Headquarters for SME Revitalization Support 
(established in the SMRJ) was expanded and the structure 
strengthened, among other steps to allow for approved 
support agencies to assist SMEs and micro-enterprises 
with drafting business improvement plans, etc., and for 
SME revitalization support councils to assist with the 
revitalization of businesses that are difficult for approved 
support agencies to assist.

Regarding support for business successions at 
SMEs, the “Business Succession Help Desks” that were 
established at approved support agencies in each of the 47 
prefectures provided information and advice on business 
successions, and “Business Succession Support Centers” 
were established in regions with strong demand for 
supporting business successions with a well-developed 
capacity to deliver support.

Furthermore, in order to maintain vitality and secure 
employment in regional economies comprehensive 
support was provided for SME business successions 
(under the business succession taxation scheme) through, 
for example, special exemptions to the Civil Code on 
portions of an estate and the system of deferral of payment 
of inheritance tax and gift tax on non-listed shares.

l	Specific measures
<Measures related to lack of successors>
1. Business succession support

The “Business Succession Help Desks” that were 
established at approved support agencies in each of 
the 47 prefectures provided information and advice 
on business successions, and “Business Succession 
Support Centers” were established in regions with 
strong demand for supporting business successions 
with a well-developed capacity to deliver support. 
“Business Succession Support Centers” had been 
established in seven locations as of the end of March 
2013 including Tokyo, Osaka, Aichi, Shizuoka, 
Hokkaido, Fukuoka, and Miyagi prefectures.

<Measures related to inheritance and gift taxes>
2.  System of deferral of payment of inheritance 

tax and gift tax on non-listed shares (business 
succession taxation scheme) (taxation scheme)
The business succession taxation scheme is designed 
to assist successors’ acquisition from predecessors 
of shares and other assets in non-listed enterprises 
approved by the Minister of Economy, Trade, 
and Industry, whether through inheritance, gift, 
or testamentary gift, and it works by allowing the 
deferral of payment of inheritance tax and gift tax on 
and exemption from payment of the amount of tax 
under a grace period in certain circumstances (e.g., 
death of the successor). Approvals to qualify for this 

scheme commenced in fiscal 2009, and as of the end 
of January 2013, 396 approvals had been granted for 
inheritance tax and 220 approvals had been made for 
gift tax.

<Measures related to personal guarantees>
3.  Study groups on best practices regarding personal 

guarantees, etc., at SMEs
The issues related to personal guarantees and the 
like for SMEs were sorted out into issues that arise 
when signing contracts based on personal guarantees 
(including current conditions regarding the use of 
personal guarantees and new financing practices and 
methods that do not rely on guarantees or securities) 
and issues that arise after contract based on a personal 
guarantee (best practices, etc., regarding personal 
guarantees in a revitalization situation, etc.) has been 
made, and investigations began starting January 2013 
on specific measures for resolving these issues.

<Measures related to succession of a company’s shares by 
a successor from outside the president’s family>
4.  Business succession loans (fiscal investment and 

loan program)
 JFC provided low-interest loans to SMEs and 
representatives requiring funds (for purchase of shares 
or business assets, etc.) for business successions.

5.  SME Revitalization Support Councils (fiscal 2012 
budget: ¥4.7 billion)
 The SME revitalization support councils 
established at the chambers of commerce and industry 
and similar entities in each prefecture provided SMEs 
that had profitable businesses but faced financial 
problems with advice on solving their problems 
through consultation services, and assisted with the 
drafting of revitalization plans that also included 
coordination with the relevant financial institutions 
and similar entities. Between April and the end of 
December 2012, 2,554 consultations were provided 
with the drafting of revitalization plans completed 
in 384 cases; between the launch of the system and 
the end of December 2012, 26,435 consultations had 
been provided with the drafting of revitalization plans 
completed in 3,584 cases.
 Based on the “policy package to support 
management of SMEs based on the final extension 
of the SME Financing Facilitation Act” put together 
on April 20, 2012, by the Cabinet Office, Financial 
Services Agency (FSA), and Small and Medium 
Enterprise Agency (SME Agency), assistance with the 
rapid and easy formulation of business revitalization 
plans was introduced by, for example, greatly 
shortening (two months) the standard processing time 
from the original amount of processing time.
 To assist large numbers of SMEs and micro-
enterprises, partial defrayment was provided for the 
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moneys given to specialists who conduct surveys 
of SME finances and operations (“due diligence”) 
and assist with formulating revitalization plans 
when expanding the manpower structure at SME 
revitalization support councils to assist with 
revitalization plans. Expansion of the manpower 
structure at the National Headquarters for SME 
Revitalization Support (established in the SMRJ) and 
similar measures were also undertaken.
Also, see 1. regarding the business succession 
activities of approved support agencies.

6.  SME revitalization funds
In order to deliver the funds needed by SMEs to 
implement their revitalization plans and provide 
them with financing and management support, 
SMRJ, regional financial institutions, and credit 
guarantee corporations acted in unison to promote 
the establishment of regional funds to assist local 
SMEs’ revitalization efforts and national funds to 
assist SMEs’ revitalization efforts over a wide area. 
As of the end of March 2013, 33 such funds had been 
created since the program’s inception in March 2003, 
and the total value of these funds came to ¥107.7 
billion. By the end of February 2013, 203 enterprises 
had made investments worth approximately ¥45.8 
billion funded by these revitalization funds.

7. Comprehensive support under the Management 
Succession Facilitation Act
The Act on Facilitation of Succession of Management 
of Small and Medium Sized Enterprises (Act No. 
33, 2008) incorporates comprehensive support for 
business successions, involving special treatment 
under the Civil Code to resolve the constraints 
on legally secured portions of successions, and 
confirmation to qualify for this special treatment had 
been granted by the Minister of Economy, Trade, and 
Industry for 57 successions by the end of January 
2013.

8.  Support to facilitate business successions (SMRJ 
subsidy program)
Business succession support networks for providing 
extensive advanced support for SME business 
successions have been developed throughout Japan, 
and various events have been held to provide training 
for SME support providers and raise SME proprietors’ 
awareness through forums.

9.  Program to strengthen capital of SMEs engaging 
in assimilation of management resources (fiscal 
2012 budget: ¥1 billion)
SMRJ formed an investment limited partnership 
to inject capital into SMEs together with private 
investment companies and similar entities, and 
constructed a support structure for SME capital 
reinforcement designed to improve management 
through mergers. The aim of the program is to 
strengthen SMEs’ management bases and enable them 
to survive against competition. 

10. Management improvements and business 
revitalization support by approved support 
agencies (fiscal 2012 contingency reserve: ¥1 billion, 
supplement: ¥41 billion)
 For the large numbers of SMEs and micro-
enterprises (20,000) unable to formulate management 
improvement plans on their own, approved support 
agencies (certified public tax accountants, attorneys, 
financial institutions, etc.) provided support with the 
formulation of management improvement plans and 
did follow-up and other work related to the plans 
concerned. When support with the formulation of 
the plans concerned was provided and follow-up and 
other work was done, partial defrayment (2/3) of the 
moneys given to specialists who provided training to 
improve abilities through the approved support agency 
concerned, performed the due diligence required 
when an SMEs and micro-enterprises formulates its 
plan, provided support with the formulation of plans, 
and did follow-up work.

Section 1 Revitalization of management 
support providers

As economic conditions change due to a decline in 
domestic consumption, the effects of the Great East 
Japan Earthquake, and other factors, the management 
issues facing SMEs including business partners going 
overseas, opening overseas markets, and developing 
new business are growing increasingly diverse, complex, 
and sophisticated. The diversification and revitalization 

of those who provide management support is crucial to 
enhancing management at SMEs.

The SME Management Enhancement Support Act 
went into force in August 2012. Under the Act, a support 
system has been developed wherein certified public tax 
accountants, lawyers, local financial institutions, small 
business associations, and similar entities that provide 
sophisticated and specialized management support are 
approved as approved support agencies to provide SMEs 
with highly specialized support as “teams.”

Chapter 3 Utilization of potential and enhancement of management of 
SMEs
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A new lending program was also created based on 
integrated financial and management support premised 
by the support of approved support agencies that would 
provide for long-term and practical training primarily 
to the young specialists who will provide management 
support in the future, and support SMEs that engage 
in new business activities due to having been founded, 
management diversification, or other factors.

l	Specific measures
1.  Support to develop the business foundation of 

SMEs (lowering of credit guarantee fees paid by 
SMEs through relationship banking, etc.) (fiscal 
2012 budget: ¥200 million)
In cases when an approved support agency is 
providing SMEs with support in drafting business 
plans or follow-up and other management support 
while the plan is in effect, support was provided to 
those initiatives for SMEs that would lower the 
credit guarantee fees of credit guarantee corporations 
through the guarantees program designed to enhance 
management and would go beyond financial assistance 
to improve management conditions.

2.  Practical skilled training of support providers 
(fiscal 2012 budget: ¥200 million)
Subsidies will be provided to defray necessary 
expenses when support providers with an excellent 
track record in providing management support host 
and provide practical training for trainees from local 
financial institutions, etc.

3. SME management enhancement fund (fiscal 
2012 supplementary budget: ¥500 million) (fiscal 
investment and loan program)
Support toward strengthening the management 
and ability to obtain financing of SMEs and micro-
enterprises was provided through the creation of a 
low-interest JFC loan program. Premised by their 
receiving an approved support agency’s support, 
e.g., in drafting or implementing a business plan, the 
program provides fine-grained support matched to the 
level, type, and direction of those SMEs and micro-
enterprises that take on challenge of a new business 
activity through their founding, expansion of business, 
developing a new field, etc.

Section 2 Support for overseas business 
development

Marketing support was strengthened in specific fields 
(e.g., services, foods, and the environment) in which 
Japanese knowledge, skills, and sense can be leveraged 
in association with the Cool Japan Campaign in order to 
cater to SMEs’ growing need for assistance with overseas 
business development in line with the “Framework 
for Supporting SMEs in Overseas Business” revised 

in March 2012. At the same time, action was taken to 
diversify sources of financing and enhance capital needed 
for overseas business development with the passage in 
August 2012 of the SME Management Enhancement 
Support Act. Programs will also be implemented to 
strengthen training for young people and other human 
resources needed by businesses in Japan to develop 
operations overseas, and improvements in business 
conditions in overseas markets will be pursued using, 
among other things, Official Development Assistance 
(ODA) to promote the development of both tangible and 
intangible business-related infrastructure.

l	Specific measures
1. Conference on Supporting SMEs in Overseas 

Business
 The Japan International Cooperation Agency 
(JICA) and the Japan Federation of Bar Associations 
(“Nichibenren”) newly joined in to support this 
nationwide support initiative, which provides 
comprehensive assistance to SMEs advancing into 
overseas markets.

2. Support for overseas business development by 
SMEs (fiscal 2012 budget: ¥2.76 billion)
Based on the “Framework for Supporting SMEs in 
Overseas Business,” JETRO and SMRJ worked in 
unison to assist SMEs aspiring to expand overseas. 
More specifically, the SMRJ assisted inexperienced 
SMEs with laying the groundwork for doing 
business overseas (in the form of assistance with the 
formulation of overseas development strategies and 
the localization of products) in order to expand the 
number of SMEs interested in developing operations 
overseas, and also assisted at trade fairs within Japan 
that are visited by large numbers of foreign buyers. 
JETRO, meanwhile, used its extensive networks to 
help SMEs exhibit at overseas trade fairs, organize 
purchasing conferences attended by foreign buyers, 
and provide greater opportunities for business match-
ups. At the same time, it provided varied information 
on overseas markets and delivered a range of 
assistance in host markets.

3.  “JAPAN Brand” Development Assistance Program 
(fiscal 2012 budget: ¥390 million)
 Support was provided for projects undertaken 
jointly by multiple SMEs to develop strategies 
tailored to their own strengths and weaknesses in 
materials, technologies, etc., and to develop products 
and exhibit at overseas trade fairs in accordance with 
these strategies, and further support was provided to 
assist SMEs’ development of overseas markets. In 
fiscal 2012, support was provided for 59 projects.

4. Program to strengthen business bases of SMEs 
advancing into overseas markets (fiscal 2012 
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budget: ¥2.4 billion)
In order to support SMEs with fragile management 
bases in their overseas business development efforts 
(establishing local distributors, strengthening of 
domestic and foreign production systems, etc.), the 
SMRJ in conjunction with private-sector investment 
companies and similar entities formed an investment 
limited partnership to inject capital into SMEs 
advancing into overseas markets and created a support 
initiative to provide capital reinforcement to such 
SMEs.

5.  Overseas information services (fiscal 2012 budget: 
¥60 million)
In order to promote industrial partnerships between 
Japan and Taiwan, support was given for friendship 
associations to collect and distribute information 
about Taiwanese enterprises, and for seminars and 
business talks to promote alliances between Japanese 
and Taiwanese enterprises.

6. Support for development of economic and 
industrial human resources (fiscal 2012 budget: 
¥2.16 billion)
In order to assist the training of industrial human 
resources in developing countries and the overseas 
businesses development of Japanese enterprises, 
based on public-private sector cooperation support 
was provided for 2,202 managers, engineers, and 
similar personnel in developing countries who are 
involved in management, manufacturing, operations, 
or similar areas to be brought to Japan for training as 
well as for 127 experts to be dispatched to developing 
countries provide training, etc.

7.  Support for development of human resources to 
assist development of infrastructure business, etc. 
(fiscal 2012 budget: included in ¥700 million)
Overseas internships in developing countries were 
provided for 86 young people to develop the globally-
oriented human resources needed in Japan to win 
infrastructure projects and develop SMEs’ operations 
overseas.

8.  Use of Japan Overseas Cooperation Volunteers 
and private-sector partnership volunteer program 
(JICA grant for operating expenses)
Use was made of JICA’s Japan Overseas Cooperation 
Volunteers (JOCV) program to help match people 
with expertise in specific developing countries with 
the human resources that enterprises require, and a 
new private-sector partnership volunteer program was 
launched in collaboration with Japanese enterprises to 
dispatch to developing countries enterprise employees 
as JOCV Senior Volunteers to assist the development 
of human resources capable of active involvement in 
the global community.

9.  Funding to develop overseas operations (fiscal 
investment and loan program)
Loans were provided by the JFC (SME Unit and Micro 
Business and Individual Unit) to assist the financing 
of SMEs that for business reasons need to expand 
overseas to adapt to structural economic changes. In 
fiscal 2012, 1,087 loans worth a total of ¥36.9 billion 
were provided.

10. Support for overseas subsidiaries to obtain capital, 
etc.
 Under the SME Management Enhancement 
Support Act, JFC loan guarantee operations and NEXI 
insurance operations were expanded to help facilitate 
the overseas subsidiaries and other operations of 
those SMEs authorized or approved under the New 
Business Activity Promotion Act to raise funds from 
local financial institutions. The upper limit on the 
value of SME credit insurance was also raised to assist 
with raising funds from domestic financial institutions 
(e.g., parent company loans to subsidiaries) for 
advancing into overseas markets.

11. Reduction and waiver of fees for credit checks of 
SMEs using trade insurance
 In order to expand SMEs’ use of trade insurance, 
NEXI has continued arrangements to bear the provision 
cost of credit information on business partners 
required when using trade insurance. In fiscal 2012, 
NEXI received 160 applications from 284 enterprises 
(as of the end of March 2013). In particular, use was 
promoted by expanding fee waivers from three to six 
enterprises among those obtaining insurance from 
collaborating regional banks.

12. Activities to expand and publicize use of trade 
insurance by SMEs (seminars, consultation events, 
etc.)
 NEXI hosted seminars and face-to-face 
consultation events on 26 occasions in fiscal 2012 to 
promote use of trade insurance by SMEs. NEXI also 
sent instructors (on 18 occasions) to lecture in seminars 
hosted by SME-related organizations and other bodies 
in order to raise awareness and encourage wider use of 
trade insurance. Furthermore, NEXI worked together 
with regional banks to provide through those banks 
publicity about trade insurance and explanations of 
products.

13. Improvement of access to trade insurance
 In December 2011, NEXI launched a nationwide 
overseas business support network (“SME Overseas 
Business Support Network”) in collaboration with 
11 regional banks to provide more active support for 
overseas business expansion by SMEs and other local 
enterprises. Another 18 banks joined the initiative in 
2012, bringing the total number of banks involved to 
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29 as of the end of March 2013.
The creation of this nationwide network through joint 
action by the two sides made trade insurance more 
accessible and easier for local SMEs to use.

14. Support for security export control
In order to improve the effectiveness of management 
of export of goods and provision of technology 
subject to security concerns under the Foreign 
Exchange and Foreign Trade Act, approximately 80 
briefings were held in locations around Japan. Support 
was also provided in coordination with the program 
to strengthen SME networks and similar initiatives 
by dispatching experts and providing other support 
to assist the development voluntary administration 
structures for security export control at SMEs that 
supply products and technologies that could be used 
to develop weapons of mass destruction, etc.

15. Promotion, etc., of BOP business (fiscal 2012 
budget: ¥160 million)
In order to promote “base of the pyramid” (BOP) 
business, a help desk was established in JETRO 
to provide support measures (developing business 
mission, support for carrying out local trial runs, 
spot inspections of individual proposals, etc.) 
corresponding to each phase of a project from review 
of its business plan to its establishment and expansion. 
The support programs for individual enterprises were 
also enhanced and local coordinators dispatched to 
nine locations of particularly high interest including 
India, Bangladesh, Kenya, and Tanzania.

16. Use of ODA to assist overseas business development  
by SMEs (fiscal 2012 budget: ¥2 billion)
ODA was used to support the overseas business 
development of SMEs with outstanding products and 
technologies that contribute to support for developing 
countries through surveys of developing country 
needs, support for the drafting of business plans, and 
encouraging developing country government-related 
institutions to try out and adopt those products and 
technologies. In fiscal 2012, 169 requests for support 
were made of which 50 were selected.

17. Commercialization and training support for SMEs 
and micro-enterprises overseas business development 
(fiscal 2012 supplementary budget: ¥2 billion)
Feasibility studies related to SMEs and micro-
enterprises developing their overseas business and 
the creation, etc., of local support platforms in 
collaboration with local public and private sector 
support providers implemented end-to-end support 
leading to achieving advances into overseas markets 
and support for training and similar activities in Japan 
toward developing the local staff who will underpin 
the overseas business development of small to medium 

service businesses and similar enterprises.

18. Program to dispatch experts to support midsize, 
SMEs and micro-enterprises advancing into 
emerging countries (fiscal 2012 supplementary 
budget: ¥4.2 billion)
For midsize, SMEs and micro-enterprises working 
to advance into emerging countries, senior human 
resources such as retirees from enterprises and similar 
individuals with abundant business experience in 
emerging countries and know-how were dispatched to 
provide support for advancing into emerging countries 
with a high business risk.

19. Cooperation with Non-Project Grant Aid utilizing 
SMEs (fiscal 2012 budget: ¥2 billion)
 Products from Japanese SMEs were sent to 
developing countries through ODA projects that 
provide funds free of charge to the governments of 
developing countries in order to import the goods 
necessary for the socioeconomic development of a 
developing country. Specifically, lists of products 
from SMEs (not lists of individual brand names) were 
created based on the development needs of developing 
countries were shown to those countries in the form 
of packages for each of the various fields including 
medical services, agriculture, and job training, and 
products were sent based on the requests of developing 
countries. The usage of the products concerned in 
developing countries can be expected to also have 
effects such as improvements in recognizability.
 Lists of items that can be procured were created 
in July 2012, and a survey of the wants of the applicable 
countries was carried out starting in October 2012.

20. Support for the international advance of SMEs 
(fiscal 2012 supplementary budget: ¥2 billion)
 Based on proposals from SMEs, support was 
provided to defray the costs of sending SME workers 
on trips, shipping products and machinery, installing 
equipment, and similar expenses related to promotion 
and demonstration projects for quality products and 
technologies especially capable of being applied 
quickly to development issues in developing countries.

Section 3 Enhancement of technological 
capabilities

In order to strengthen Japanese manufacturing’s 
international competitiveness and encourage the creation 
of new business, support continued to be provided for SME 
activities extending from R&D through to trial manufacture 
under the Act on Enhancement of Small and Medium-
Sized Enterprises’ Core Manufacturing Technology (Act. 
No. 33, 2006, referred to below as the SME Manufacturing 
Enhancement Act). SMEs additionally were given support 
through the implementation of tax-based measures 
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for empirical research on the practical application 
of technologies carried out by joint research groups 
comprising local industry, academia, and public sector, 
as well as for prototype development, capital investment, 
etc., conducted by SMEs and micro-enterprises.

l	Specific measures
1.  Comprehensive support for enhancement of core 

manufacturing technologies of SMEs
Support was delivered by such means as low-interest 
loans provided by the Strategic Core Technology 
Advancement Program and by the JFC to approved 
SMEs with approved specific R&D plans formulated 
in accordance with the advancement guidelines 
under the SME Technological Advancement Act. In 
fiscal 2012, 581 specific R&D plans were approved 
(bringing the total approved to date to 3,721), 134 
new projects were selected for the Strategic Core 
Technology Advancement Program, and 48 loans 
were provided (bringing the total provided to date to 
557) (as of the end of January 2013).

2.  Strategic Core Technology Advancement Program 
(Supporting Industry Program) (fiscal 2012 
budget: ¥13.2 billion)
Support was provided for initiatives conducted by 
joint research groups comprising SMEs and other 
entities ranging from R&D to trial manufacture 
directed toward enhancing specific core manufacturing 
technologies (in 22 fields such as casting, forging, 
cutting and processing, and plating) that underpin 
competitiveness in key areas of industry that drive 
the Japanese economy. In fiscal 2012, 134 initiatives 
undertaken in accordance with approved plans were 
selected.

3.  Low-interest loans for SMEs engaging in trial 
manufacture and development of new products/
technologies and development of new markets 
(fiscal investment and loan program)
Low-interest loans were provided by the JFC to 
businesses (further to examination of their business 
plans) engaging in the trial manufacture and 
development of new products and technologies or the 
development of new markets applying the results of 
such trial manufacture and development using specific 
core manufacturing technologies stipulated under the 
SME Technological Advancement Law. Three such 
loans were made (as of the end of January 2013) in 
fiscal 2012, bringing the total number provided to date 
to 279.

4.  Support for SMEs engaging in technological 
innovation (fiscal 2012 budget: ¥50 million)
Support was provided for SMEs to conduct exploratory 
research and feasibility studies on the possibility of 
using proprietary technologies and technological 

“seeds” to resolve technology development problems 
of the central government, etc., and into their 
commercial potential. The program expanded the 
opportunities for SMEs and other entities to use 
specific central government subsidization programs 
and the commercialization of R&D results.
In fiscal 2012, based on the results of this program 
feasibility studies were conducted in conjunction with 
the Ministry of Health, Labour and Welfare’s Program 
to Encourage Development of Equipment to Support 
the Independence of Persons with Disabilities on 16 
projects.

5. Regional Innovation R&D Program (fiscal 2012 
budget: ¥280 million)
Support was given to 16 empirical research projects 
undertaken by joint research groups optimally 
combining industry, academia, and public resources 
including regional SMEs in order to revitalize regional 
economies through the creation of new business and 
new industries that leverage regional resources and 
technologies.

6.  Innovation center establishment assistance 
program (corporate demonstration/evaluation 
facility development program) (fiscal 2012 budget: 
¥10 billion)
Support was provided to SMEs and other entities 
servicing and developing equipment needed to 
conduct empirical research, manufacture prototypes, 
or assess performance and safety, etc., in order to 
commercialize past R&D outputs.

7.  Program to develop medical equipment and 
devices to solve unmet medical needs (fiscal 2012 
budget: ¥2.5 billion)
End-to-end initiatives extending from clinical 
evaluation to commercialization were carried out 
related to the development and modification of 
medical devices by “medical-industrial partnerships” 
involving collaboration between SMEs possessing 
outstanding manufacturing technologies and medical 
institutions facing challenges in treatment settings. 
In fiscal 2012, support was given on 40 medical 
equipment development projects including projects 
carried over from the previous fiscal year.

8. Support under the Small Business Innovation 
Research (SBIR) Program
Provision of central government-allocated 
R&D spending to SMEs was expanded and 
commercialization of the results of technological 
development activities was promoted under the New 
Business Activity Promotion Act by such means as the 
designation of specific subsidies for the development 
of new technologies leading to the creation of new 
industries, setting of targets for expenditures, and 
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formulation of policies on measures to support the 
commercialization of results of development using 
specific subsidies. Projects were also continuously 
be implemented by phased competitive selection 
for business innovation under the SBIR Program, 
and support for SMEs engaging in technological 
innovation was provided to raise awareness of the 
phased selection method used in this program.

9.  R&D promotion tax system (for strengthening the 
technological bases of SMEs) (taxation scheme)
The tax credit equal to 12% of the total cost of test 
and research expenses (not exceeding 20% of the total 
amount of corporation tax in the period concerned) for 
R&D undertaken by SMEs remained in place in fiscal 
2012. In addition, amounts in excess of the tax credit 
limited incurred in fiscal 2009-10 continued to be 
permitted for inclusion in tax credits for fiscal 2011-
12 (this measure forms part of the economic package 
adopted in fiscal 2009). In addition to the above, the 
system was extended for two years from 2012 that 
allows enterprises meeting the necessary conditions 
to choose either a tax credit worth 5% of the amount 
of increase in test and research expenditures or a tax 
credit equal to a fixed proportion of the amount of test 
and research expenses in excess of 10% of average 
sales (not exceeding 10% of the total amount of 
corporation tax in the period concerned).

10. Measures to support global technical collaboration 
(fiscal 2012 budget: ¥600 million)
In order to facilitate SMEs’ development of 
operations overseas, support will be provided for the 
development of prototypes undertaken by consortia of 
SMEs aiming to capture global market share in niche 
fields to develop unique technologies and prevent the 
leakage of technologies, and similar support will be 
provided to develop markets for the products that 
result from such activities. In fiscal 2012, 51 projects 
were selected.

11.  Program to support prototype development by 
manufacturing SMEs and micro-enterprises (fiscal 
2012 supplementary budget: ¥100.7 billion)
In order to handle customer needs meticulously and 
with ingenuity, support was given in collaboration 
with approved support agencies and similar entities 
to developing prototypes by manufacturing SMEs 
and micro-enterprises as well as for making capital 
investments, etc.

Section 4 Human resource and 
employment measures

While SMEs that are eager to hire are struggling to 
find young human resources, the employment conditions 
that young people face are severe, resulting in a mismatch 

between supply and demand.
To resolve this mismatch, end-to-end support 

measures were put into place aimed at women who left the 
workforce temporarily to raise children or similar reasons 
and want to return, new graduates, and similar individuals 
to help secure superior human resources for SMEs and 
micro-enterprises, ranging from support for internships 
at SMEs and micro-enterprises and raising awareness at 
universities and similar settings about the appeal of SMEs 
and micro-enterprises, to matching students with SMEs 
and micro-enterprises’ and securing jobs and places for 
new graduates.

Training programs have also been organized to develop 
core workers, other human resources of immediate use 
to SMEs and micro-enterprises, and similar individuals 
at SMEs and micro-enterprises. Employment adjustment 
subsidies and emergency employment stabilization 
subsidies for SMEs targeted specifically at SMEs were 
provided to employers who seek to maintain employment 
of workers by such means as temporary leave from 
work or transfers in order to prevent unemployment and 
stabilize employment where SMEs have to downsize due 
to fluctuations in business conditions or other economic 
factors.

l	Specific measures
1. Human resource countermeasures program 

for SMEs and micro-enterprises (fiscal 2012 
supplementary budget: ¥28.18 billion)
The following types of support for securing 
outstanding human resources at SMEs and micro-
enterprises were provided.

 (1) For new graduates and individuals not yet 
employed who graduated from a university or 
similar institution in March 2010 or later, support 
was provided for internships at SMEs and micro-
enterprises to give them with the opportunity 
to obtain the skills, techniques, and know-how 
needed for actually working at SMEs and micro-
enterprises.

 (2) For women and others who left the workforce 
temporarily to raise children or similar reasons 
and want to return (“fresh potential”), support 
was provided for internships at SMEs and micro-
enterprises to give them the opportunity to fill in 
gaps in their workplace experiences.

 (3) In coordination with universities, agencies that 
support SMEs and micro-enterprises, and similar 
entities, work began on creating an end-to-end 
support initiative to facilitate the securing of 
outstanding human resources by SMEs and micro-
enterprises. The scope of the initiative runs from 
building relationships based on regular contact 
between SMEs and micro-enterprises and students 
through holding guest lectures by proprietors and 
similar activities to matching SMEs with students 
and securing jobs and places for new graduates 
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and similar agencies.

2.  Program to support fostering of manufacturing 
technology mentors (fiscal 2012 budget: ¥50 
million)
Subsidies were provided to defray the costs of mentor 
fostering programs at entities operating such programs 
in order to provide support for preventing the leakage 
of technologies while maintaining and improving the 
technological prowess of manufacturing SMEs by 
turning manufacturing enterprise retirees and similar 
individuals into mentors on manufacturing lines and 
similar sites.

3. Human resource development at the Institute 
for Small Business Management and Technology 
(SMRJ subsidy program)
The following training was provided at nine Institutes 
for Small Business Management and Technology 
around Japan: (1) training to improve the abilities 
of SME support personnel, and (2) training for SME 
proprietors, managers, and people in similar positions 
designed to lead directly to the solution of business 
challenges. In fiscal 2012, training was provided on 
990 occasions for a total of 26,500 SME support staff 
and SME proprietors.

4.  Maintenance of workers’ employment (fiscal 2012 
budget: ¥203.3 billion)
Employment adjustment subsidies (for large 
employers) and emergency employment stabilization 
subsidies for SMEs (for small and medium 
employers) were provided to assist employers that 
have been forced to downsize due to fluctuations in 
business conditions or other economic reasons and 
have maintained employment of workers by means of 
temporary leave from work, training, or transfers of 
workers.
Active steps were also taken to prevent fraudulent 
receipt of these subsidies, and efforts were made to 
ensure more appropriate disbursement by such means 
as continuing to publish the names of employers that 
have committed fraud and actively carrying out onsite 
investigations.

5. Support for creation of new employment 
opportunities leveraging SMEs’ dynamism (fiscal 
2012 budget: ¥1.7 billion)
Support was provided for the hiring of human 
resources and development of attractive working 
environments by SMEs playing a leading role in job 
creation. Such support was provided by, for example, 
disbursing subsidies to SMEs that took on workers 
required to establish startups in or by advancing into 
a new industry move into health, environmental, or 
related manufacturing fields identified as key priorities 
under the New Growth Strategy, and associations of 

SMEs engaging in such fields that have taken action 
to improve employment management.

6.  SME startup subsidies for regional revitalization
In order to help create new jobs in the regions, SME 
startup subsidies for regional revitalization were 
provided. These are subsidies to help cover the cost 
of startups and employment of additional workers, 
and are paid to employers that startup businesses and 
employ additional workers in high priority fields in 
regions where the improvement in employment and 
unemployment conditions has been weak.

7.  Regional employment creation program to support 
startups (fiscal 2012 supplementary budget: ¥100 
billion)
With employment conditions still severe as 
before, a program to create regional employment 
supportive of startups was launched focused on the 
unemployed. Initiatives conducive to job creation in 
line with policies on stimulating regional industry 
and employment would be outsourced to private 
enterprises, NPOs, and similar entities that would 
hire unemployed individuals in those regions whose 
prefectures are recognized as one where employment 
conditions are conspicuously severe due to plant 
closures and similar factors.

8.  Support for development of human resources in 
growth fields (fiscal 2012 budget: included in ¥50 
billion)
Subsidies were provided to partially defray training 
costs when employers in health or environmental 
fields or related fields of manufacturing take on 
workers for no fixed term of employment or reassign 
workers from other fields requiring the provision of 
off-the-job training (“Off-JT”)
The total number of applications approved between 
the program’s launch in November 2010 and the 
end of February 2013 as being qualified to receive 
subsidies was 5,012.

9.  Support for human resource development to 
revitalize Japan (fiscal 2012 budget: included in 
¥50 billion)
In order to support the development of human 
resources in the health, environmental, agriculture, 
forestry, fisheries, and related fields that can be 
expected to grow, measures were created in January 
2013 to provide subsidies to employers in the fields 
concerned who provide certain job training to the non-
regular employees they hire.
Measures were also created that same month to 
subsidize employers in the fields concerned who 
provide certain job training to regular employees as 
well. That program was expanded in March 2013 to 
provide subsidies for certain job training when hiring 
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individuals who lost their jobs because of employer 
circumstances or when taking on workers who have 
been reassigned.

10. Tax system to promote employment (taxation 
scheme)
This is a tax measure to allow enterprises that meet 
certain requirements, including having at least five 
ordinary employees (two in the case of SMEs) covered 
by employment insurance and achieving job growth 
of at least 10% in each business year beginning in 
the period between April 1, 2011, and March 31, 
2014, to receive a tax credit worth ¥200,000 per extra 
employee insured under employment insurance.
A total of 56,136 plans to expand employment were 
received between the system’s launch in fiscal 2011 
and the end of February 2013, and an increase in the 
382,842 workers covered is expected.

Section 5 Support for startups, changes 
of business, and development 
of new business

In order to promote startups, changes of business, and 
the development of new business, support was provided 
by public financial institutions and the SMRJ invested in 
private-sector investment funds. Use also continued to 
be made of the angel tax system to stimulate investment 
in newly founded enterprises by individual investors. 
Support was also given to businesses and similar entities 
that generate local demand by soliciting business plans for 
newly starting a business or carrying out second startups 
and partially defraying the costs needed to implement 
those plans.

Active support was also given to initiatives that apply 
the agricultural-commercial-industrial collaboration 
framework to the development of new products and 
services to which SMEs have applied their ingenuity 
to encourage SMEs to create new businesses that will 
produce new innovations.

Additionally, SMEs were supported in the opening of 
new markets by such measures as actively supporting their 
exhibiting at such trade fairs as the Japan International 
SME Exhibition (JISMEE).

l	Specific measures
[I]  Startups
-  Startups that aim to develop into a community-based 

business
<Measures related to procedures>
1.  Program to support business creation by SMEs 

and micro-enterprises (fiscal 2012 supplementary 
budget: ¥1.48 billion)
In order to boost SMEs and micro-enterprises growth, 
work began on constructing an IT system that will 
rebuild a management support framework to enable 
fine-grained handling of management issues and 

consulting needs that arise at all stages of business 
including startup, stabilization, growth, and business 
succession. With the participation of more than one 
million SMEs and micro-enterprises and individuals 
seeking to start businesses and more than 10,000 
experts and experienced proprietors, the system 
will permit information exchanges, consultations, 
and similar interactions regarding management and 
startups to be conducted freely without the limits of 
time and location.

<Measures related to fund procurement>
2.  New Startup Loan Program (fiscal investment and 

loan program)
 Under this program, unsecured, unguaranteed 
loans are provided by the JFC to persons embarking 
on new ventures and persons who have just started up 
in business. In fiscal 2012, by the end of January, 8,097 
loans worth a total of ¥28.7 billion were provided. 
Between the program’s inception in fiscal 2001 and 
the end of January 2013, 100,202 loans worth a total 
of ¥336.6 billion were made.

3.  Guarantees for founders
 The purpose of this program is to boost 
lending to startup entrepreneurs by private financial 
institutions through the provision of guarantees by 
credit guarantee corporations to individuals who are 
starting up in business or who started up in business 
less than five years ago. Guarantees for 10,838 loans 
worth a total of ¥51.9 billion were approved in up to 
February 2013.

4.  Promotion of startups of regional demand-creating 
enterprises (fiscal 2012 supplementary budget: ¥20 
billion)
 Support was given to businesses and similar 
entities that generate local demand by soliciting 
business plans from women and young persons newly 
starting a business or carrying out second startups 
and partially defraying the costs needed to implement 
those plans.

5. Angel tax system (taxation scheme)
 The purpose of this system is to assist the 
financing of newly founded SMEs and similar 
businesses by individual investors (“angels”), and it 
works by granting SMEs meeting certain conditions 
income tax rebates when an individual investor makes 
and investment and when their shares are transferred. 
Between the system’s inception in 1997 and the end 
of December 2012, ¥8.16 billion was invested in 322 
enterprises.

<Measures related to management knowhow> 
Support policies that make full use of locations 
throughout Japan will be broadly developed to turn up 
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the seeds of growth from the regions.

6.  “Small Enterprises” Growth Headquarters
The “Small Enterprises” Growth Headquarters was 
newly established to leverage the outcomes of the 
“Small Enterprises” Future Conference and implement 
SMEs and micro-enterprises policies.
Based on both those who provide and receive support 
being involved, the following activities take place at 
the headquarters:

 (1) Briefings on SMEs and micro-enterprises policies 
and policies for their implementation;

 (2) Hearings on the views of involved parties in order 
to implement SMEs and micro-enterprises policies 
effectively; and 

 (3) Providing a venue for all relevant parties to pool 
together specific future actions, exchange views, 
and commit to “action plans.”

<Measures related to human resource acquisition>
7. Human resource countermeasures program for 

SMEs and micro-enterprises (cited earlier)

-  Startups that aim to expand into nationwide and 
overseas markets

<Measures related to procedures>
8. Program to support business creation by SMEs 

and micro-enterprises (cited earlier)

<Measures related to fund procurement>
9.  Improving supply of “risk money” needed when 

starting a business
A venture investment division was created at the 
Innovation Network Corporation of Japan (INCJ) 
and use was made of the Development Bank of Japan 
(DBJ) and Shoko Chukin both to improve the supply 
of the “risk money” needed when starting/founding 
a business and commercializing a product, and to 
facilitate procuring funds from private investors and 
encourage venture investments by private enterprises. 
The framework to encourage entrepreneurs to take on 
new business ventures will also be improved by, for 
example, reconsideration of personal guarantees when 
procuring funds.

10. Angel tax system (cited earlier)

<Measures related to management knowhow and human 
resource acquisition>
11. Development of support personnel for new business 

creation (fiscal 2012 supplementary budget: ¥730 
million)
Measures were implemented in order to promote 
starting businesses and creating ventures that will 
grow by training outstanding startup support human 
resources and by sharing and making known best 
practices and know-how. This will be accomplished 

by strengthening collaboration with venture funds, 
financial institutions, and professionals in the public 
and private sectors who provide support to startups 
including certified public tax accountants and 
accountants, and by providing thoroughgoing hands-
on support to business ideas and the “seeds” for new 
businesses that have high growth potential.

[II]  New business development 
<Measures related to human resource acquisition>
12. Human resource countermeasures program for 

SMEs and micro-enterprises (cited earlier)

<Measures related to market cultivation>
13. New Business Activity Promotion Support 

Program (fiscal 2012 budget: ¥2 billion)
The following programs were implemented to support 
the development of new business by SMEs.

 (1)  New Partnership Support Program
  Comprehensive support (in the form of subsidies, 

loans, guarantees, tax exemptions, etc.) was 
provided for approved business plans to develop 
or distribute new products and services created 
through the effective combination of business 
resources (technologies, sales channels, etc.) 
resulting from partnerships between SMEs in 
different fields under the New Business Activity 
Promotion Act. As of the end of February 2013, 
859 business plans had been officially approved 
under the program.

 (2) Support for development of new business using 
regional resources

  Comprehensive support (in the form of subsidies, 
loans, guarantees, special tax exemptions, etc.) 
was provided for approved business plans to 
develop or distribute new products and services 
created using regional industrial resources 
(regional agricultural/forestry/fishery products, 
manufacturing technology, tourism resources, etc.) 
under the Act on Promotion of Business Activities 
by Small and Medium Sized Enterprises Utilizing 
Resources Derived from Local Industries (Act 
No. 39, 2007; referred to below as the Regional 
Resource Utilization Promotion Act). As of the end 
of February 2013, 1,097 plans had been approved.

 (3) Agricultural-Commercial-Industrial Collaboration 
Promotion Support Program

  Comprehensive support (in the form of subsidies, 
loans, guarantees, special tax exemptions, etc.) was 
provided for approved business plans to develop 
or distribute new products and services created 
through organic partnerships between SMEs and 
agricultural, forestry, and fishery businesses to 
make effective use of their respective business 
resources under the Act on Promotion of Business 
Activities by Collaboration Between Small and 
Medium Sized Enterprise Operators and Operators 
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of Agriculture, Forestry and Fishery (Act No. 
38, 2008; referred to below as the Agricultural-
Commercial-Industrial Collaboration Promotion 
Act). As of the end of February 2013, 546 business 
plans had been approved.

14. Support for creation of new businesses (SMRJ 
subsidy program)
Close integrated support was provided to SMEs 
and other entities engaging in new business within 
the framework laid down by the Regional Resource 
Utilization Promotion Act, Agricultural-Commercial-
Industrial Collaboration Promotion Act, and New 
Business Activity Promotion Act by experts in 
marketing and other areas of business stationed at 
SMRJ’s 10 branches and offices across Japan. In fiscal 
2012, support was given 17,186 times. These consisted 
of 2,785 support desk consultations at support 
secretariats, 3,508 cases of assistance with polishing 
up businesses’ plans for approval, and 10,893 cases 
of follow-up support provided to assist with market 
development, etc. (as of the end of February 2013).

15. Support for creation of new business utilizing 
regional strengths
In order to promote local micro enterprises’ 
development of a presence in nationwide markets, 
wide-ranging support was provided for projects 
pursued collaboratively by organizations such as 
societies and chambers of commerce and industry 
to develop local specialties, tourism resources, and 
markets for them. These consisted of 106 surveys 
and studies, and 133 actual projects (93 in the first 
year and 40 in the second year). Support was also 
provided to revitalize regional economies and create 
employment for projects related to cultivating markets 
and generating publicity that attract new customers 
by intensively bundling together for a fixed period 
multiple specialty products, tourism resources, etc., 
that leverage local resources. (These consisted of 25 
projects implemented to generate increased footfall.)

16. Support for cultivation of markets through 
exhibitions, business meeting events, and other 
events (SMRJ subsidy program)
Support was provided for the development and 
expansion of markets for products and services 
developed through agricultural-commercial-industrial 
collaborations or by using local resources, as well 
as for undiscovered attractive regional products, by 
organizing exhibitions, business negotiation events, 
and other such events. The Japan International SME 
Exhibition (JISMEE) 2012 attracted 728 exhibitors 
and 48,346 visitors.

17. Market Development Coordination Program 
(SMRJ subsidy program)

SMEs with management innovation plans approved 
under the New Business Activity Promotion Act were 
helped to translate their plans into the development 
of new markets by market development experts 
with experience of working at trading companies, 
manufacturers, etc. (“market development 
coordinators”) assigned to the SMRJ. Some of 
the specific forms of support provided included 
the introduction of newly developed products and 
services to trading companies and other enterprises, 
and assistance with activities ranging from the 
development of marketing plans by enterprises 
with new products and services to test marketing 
targeted at enterprises in likely markets in the Tokyo 
metropolitan and Kinki regions. By the end of January 
2013, a total of 2,799 consultations had been dealt 
with and assistance provided for 878 cases.

18. Market Navigator Startup Support Program 
(SMRJ subsidy program)
 Former business people and other individuals 
with extensive networks of contacts are registered with 
the SMRJ as “market navigators” and opportunities 
were provided to match these market navigators with 
SMEs in order to introduce them to potential sales 
channels and give them access to distribution services. 
“Matchmaking Presentations” were held by the SMRJ 
to provide matchmaking opportunities and market 
navigators were dispatched to matchmaking events 
held by prefectural support centers for SMEs, resulting 
in the assistance of 170 enterprises in fiscal 2012.

<Measures related to management knowhow>
 Support policies that make full use of locations 
throughout Japan will be broadly developed to turn up 
the seeds of growth from the regions.

19. “Small Enterprises” Growth Headquarters (cited 
earlier)

20. Program to support business creation by SMEs 
and micro-enterprises (cited earlier)

<Measures related to personal funds>
21. Expansion of subordinated lending (cited earlier)

22. Loan Program for Supporting Female, Young, and 
Senior Entrepreneurs (fiscal investment and loan 
program)
 The purpose of this program is to support the 
creation and development of new operations by a 
variety of businesses through the provision of low-
interest loans by the JFC’s SME Unit and Micro 
Business and Individual Unit to women, young people 
under the age of 30, and older people aged 55 or older 
who have entered business within around the past five 
years. Between the program’s inception in fiscal 1999 
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and the end of December 2012, 103,946 loans worth 
a total of ¥519.4 billion were made. The loan period 
was also recently expanded.

23. New business development fund (to support global 
business-oriented startups) (fiscal investment and 
loan program)
Under this scheme, the JFC provides low-interest 
loans to SMEs engaging in new business expected to 
exhibit high growth that develop their own products 
based on marketing (including overseas) or develop 
markets in Japan or overseas. Five loans worth a 
total of ¥210 million were provided between the 
commencement of lending in December 2011 and the 
end of January 2013.

24. Fund Investment Program (Startup Support Fund, 
SME Growth Support Fund)
The creation of investment funds operated by private-
sector investment companies to stimulate private 
funds was promoted through investment by the 
SMRJ (up to one half of the total value of the fund 
concerned) in order to expand opportunities for 
investment in ventures (SMEs) at the startup or early 
growth stage and in SMEs pursuing growth through 
the development of new business. Implementation of 
the program as of the end of December 2012 resulted 
in the creation of 88 startup support funds investing 
¥106.5 billion in 2,243 enterprises (cumulative total). 
As of the end of December 2012, 51 SME growth 
support funds investing ¥59.4 billion in 505 enterprises 
(cumulative totals) had also been established.

25. Management Innovation Support Program
Support was provided for new business activities 
undertaken by SMEs by providing support through 
mechanisms such as low-interest loan programs 
and special tax exemptions for guarantees for the 
implementation of approved management innovation 
plans prepared by SMEs planning to engage in 
new business activities to improve their business 
performance under the New Business Activity 
Promotion Act. As of the end of February 2012, 
51,546 such plans had been approved.

26. Program to promote creation of new regional 
growth industries (fiscal 2012 budget: ¥730 million)
Support was provided to initiatives conducive to 
creating and developing agglomerations in growth 
industries in order to revitalize regional economies 
and strengthen regional competitiveness by actively 
leveraging the varied advantages, strengths, and latent 
potential of those regions and by forming networks 
of various industrial, academic, and public sector 
entities. In fiscal 2012, 30 initiatives were selected.

27. Program to strengthen base for creating new 

regional industries (fiscal 2012 supplementary 
budget: ¥2 billion)
By establishing operations conferences in each 
regional bloc and providing testing, research, and 
inspection facilities focused on fields in which regions 
have technological advantages at public test and 
research institutes that coordinate across wide areas 
geographically, this program strengthened the bases 
needed to carry out evaluation trials on the uses of 
research by local industries, satisfying international 
standards, and confirming safety directed toward 
creating new regional industries.

28. Support to encourage enterprises to locate in the 
regions (fiscal 2012 budget: ¥1.37 billion)
Support was provided for action by regions to attract 
enterprises using their local features and revitalize 
local industries under the Act on Formation and 
Development of Regional Industrial Clusters through 
Promotion of Establishment of New Business 
Facilities, etc. (Act No. 40, 2007). Budgetary support 
was provided for the provision of one-stop services 
and activities to develop human resources, facilities, 
networks, and so on. The institutional support 
provided consisted of special tax provisions, special 
provisions under the Factory Location Act, a low-
interest loan program for SMEs operated through the 
JFC, and tax allocations to local governments taking 
steps to attract enterprises to their regions.

29. Support to revitalize industries that attract 
customers and stimulate exchanges in the regions 
(fiscal 2012 budget: ¥80 million)
This program provided support for geographically 
wide-ranging, comprehensive measures to develop 
hospitality industries with unique strategies to 
differentiate themselves by taking advantage of 
distinctive local resources including traditional crafts, 
foods, and local facilities. In fiscal 2012, 4 projects 
were selected to receive support under this program.

30. Designation of traditional crafts
After studies and investigations of craft products for 
which request for designation as a traditional craft 
had been submitted and the views of the Industrial 
Structure Council had been heard, the following 
items were designated as traditional crafts or had their 
designations changed under the Act on the Promotion 
of Traditional Craft Industries (Act. No. 57, 1974; 
referred to below as the Traditional Craft Industries 
Act).

 • Okinawa Prefecture, Chibana hanaori textile, 
designated July 25, 2012

 •  Tokyo Prefecture, Edo-Kiriko cut glass, change 
in designation July 25, 2012 (additional skills and 
techniques)

 •  Hokkaido Prefecture, Nibutani-ita wooden trays, 
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designated March 8, 2013
 •  Hokkaido Prefecture, Nibutani-attoshi textiles, 

designated March 8, 2013
 •  Wakayama Prefecture, Kishu-herazao fishing 

rods, designated March 8, 2013

31. Traditional Craft Product Subsidy Program (fiscal 
2012 budget: ¥1.06 billion)

 (1) Based on the Traditional Craft Industries Act, the 
following support was provided to promote the 
development of traditional craft industries.

  1) Subsidization of the following programs 
undertaken by local manufacturing cooperatives 
and other associations:

   • Successor training programs
   • Raw material sourcing programs
   • Design development programs
   • Partnership development programs
   • Local producer programs, etc.
  2) Subsidization of the following programs 

undertaken by general incorporated associations 
and incorporated foundations under Article 23 
of the Traditional Craft Industries Act:

   • Programs to secure human resources and  
 ensure transmission of skills and techniques

   • Production district guidance programs
   • Promotional programs
   • Demand development programs, etc.
 (2) Support was provided toward disaster recovery for 

nationally designated traditional crafts in disaster-
affected prefectures, etc.

  1) Programs implemented in affected regions 
to revitalize areas of production, including 
training of successors, development of demand, 
development of designs, and information 
provision

  2) Establishment and strengthening of the 
production base, including development of 
facilities and sources of raw materials, with a 
view to restoring traditional craft production 
in specified affected areas to its original level 
before the Great East Japan Earthquake

32. Program to promote the spread of traditional 
crafts
Activities were organized to promote public awareness 
of traditional crafts. These included the Traditional 
Crafts Month held every November, and the national 
convention for the Traditional Crafts Month National 
Assembly. In fiscal 2012, the National Convention 
was held in Komatsu City, Kanazawa City, and other 
sites in Ishikawa Prefecture.

33. Program to support the acquisition of markets 
utilizing regional strengths (fiscal 2012 
supplementary budget: ¥20.01 billion)
A program was launched to support SMEs and micro-

enterprises initiatives to develop new products, open 
new markets domestically and overseas, make joint 
advances into overseas business, and develop and 
adopt integrated financial management software with 
the objectives of strengthening the underpinnings of 
regional economies and improving their standing vis-
a-vis an increase in the consumption tax.

Section 6 Support for tackling business 
challenges

Fine-grained support is required to enable SMEs and 
micro-enterprises to overcome the diverse challenges 
that they encounter according to their various aims and 
characteristics. For that purpose, networks comprising a 
wide range of support agencies centered on bureaus of 
economy, trade, and industry were created to strengthen 
management support structures through strengthening 
coordination with support agencies and improving their 
support capabilities.

Programs were also undertaken to strengthen the 
management base infrastructure using “Netto de kicho” 
online accounting records system and to encourage 
creating conditions nationally for providing cloud-based 
financial management to SMEs and guidance from 
business advisors. Support was also provided to small 
business associations and similar entities via the National 
Federation of Small Business Associations. Furthermore, 
wide-ranging support was provided toward resolving the 
management issues SMEs and micro-enterprises face 
through, for example, starting to create an IT system 
(“support portal”) to support SMEs and micro-enterprises 
and similar enterprises with support for creating new 
business, reforming management, and similar activities.

l	Specific measures
1.  Support for collaborative organizations of SMEs 

(fiscal 2012 budget: ¥600 million)
 Subsidies were provide via the National 
Federation of Small Business Associations, which is 
an agency specializing in supporting collaborative 
organizations of SMEs, to associations and other 
organizations engaging in business innovation and 
improvement to partially defray the costs of these 
activities.

2. Support for capital investment through 
advancement programs integrated with business 
support
 In order to help SMEs to improve their business 
environments and strengthen their management 
bases, the SMRJ and prefectural governments worked 
together to assess and provide advice on business 
plans concerning collaborative projects involving 
the establishment of business cooperatives, etc. This 
initiative was accompanied by the provision of low-
interest (or interest-free) long-term loans to fund 
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necessary capital expenditures.

3. Program to strengthen SME support networks 
(fiscal 2012 budget: ¥3 billion)
In order to strengthen support arrangements to help 
SMEs tackle the business challenges that they face, 
consultants with extensive support experience visited 
societies and chambers of commerce and industry and 
other SME support providers to provide direct advice 
to SMEs. This was accompanied by the dispatch of 
experts to help resolve more technical problems. In 
fiscal 2012, 68,901 consultations were received and 
experts were dispatched 31,772 times.

4.  Use of IT and cloud computing to strengthen 
SMEs’ business bases (fiscal 2012 budget: ¥200 
million)
Subsidies were provided to the Central Federation 
of Societies of Commerce and Industry to defray the 
costs required in assisting the uptake of cloud-based 
financial management systems for SMEs and micro-
enterprises that are indispensable for enhancing 
management at SMEs and facilitating the procurement 
of financing.

5.  Relief for damage caused by dumped imports
Trade remedy measures provide a relief to domestic 
industry by means of imposition of extra duties by 
the government in cases when the industry suffers 
from material injury due to the dumping of products 
by enterprises from other countries on the Japanese 
market.
In fiscal 2012, initiatives undertaken included the 
holding of briefings on site for enterprises and similar 
entities, investigative studies aimed at conducting 
WTO-consistent investigations, and initiatives to 
prevent the spread of injury to domestic industry.

6.  Program to support business creation by SMEs 
and micro-enterprises (cited earlier)

Section 7 Revitalization of shopping 
districts and city centers

Shopping districts nowadays face structural problems 
such as shortages of successors compounding the 
challenges presented by the intensification of market 
competition and diversification of consumer needs. The 
environment faced is made even more difficult by the 
slump in consumption caused by the global economic 
crisis since the Lehman crisis.

Due to their strong local ties, however, it is hoped that 
shopping districts will play key local roles and functions 
as “pillars of the local community” by providing 
convenience for meeting the various needs of their local 
communities (such as the delivery of childcare services 
and community services for the elderly).

In view of this, the Act on Promotion of Business 
Activities Meeting Community Demand to Revitalize 
Shopping Districts (Act No. 80, 2009; referred to below 
as the Local Shopping District Revitalization Act) 
was enacted in July 2009 with the aim of revitalizing 
shopping districts by providing support for the kinds of 
initiatives that only shopping districts can deliver in order 
to serve local residents and highlight local attractions. In 
addition, the “Program to Revitalize Local Commerce” 
was newly launched to support initiatives undertaken 
jointly by shopping center promotion associations, town 
planning companies, and similar entities to revitalize 
local communities. Also, as part of the measures to 
strengthen support for shopping districts, fine-grained 
support was provided by the National Shopping District 
Support Center to tackle individual issues, such as the 
development of human resources at shopping districts.

Support was also provided for action undertaken 
by shopping center promotion associations and similar 
bodies seeking to stimulate commerce to cope with social 
challenges posed by, for example, the falling birthrate 
and aging of the population, and for active initiatives to 
revitalize city centers.

l	Specific measures
1. Comprehensive support for revitalization of local 

shopping districts
Support was provided for nationally approved 
shopping district revitalization projects and similar 
initiatives planned by shopping center promotion 
associations under the Local Shopping District 
Revitalization Act.

2.  Program to Revitalize Local Commerce (fiscal 
2012 budget: ¥1.5 billion, contingency reserve: ¥1 
billion)
Support was provided in unison with shopping 
districts, private enterprises (including town planning 
companies and non-profit organizations), and similar 
entities for initiatives aimed at revitalizing the 
functions provided by local communities, through 
upgrades to facilities such as those supporting child 
care and providing medical care supplement services 
to the elderly. Support was also provided for initiatives 
and activities such as concentrating shops into patterns 
adapted to changes in the external environment that 
advance structural reform in order that shopping 
districts and similar entities can continuously and 
autonomously fulfill their local community functions.

3.  Program to improve the vitality of SMEs in 
commerce (fiscal 2012 budget: ¥1.8 billion)
Support was provided for initiatives undertaken 
by shopping districts, as key players in their local 
communities, that would be effective in improving 
drawing power and increasing sales through projects 
that use empty shops and use local resources to meet 
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the social challenges created by the falling birthrate, 
demographic aging, and other changes.

4.  Development of human resources by the Japan 
Shopping District Support Center
The Japan Shopping District Support Center—
established jointly by four organizations involved with 
SMEs—provided training, provision of expertise, and 
other support.

5.  Program to support activities of shopping center 
promotion associations (fiscal 2012 budget: ¥180 
million)
In order to assist shopping districts’ revitalization 
by helping them to cope with changes in the 
environment faced, support was provided for 
guidance and information services undertaken by the 
National Federation of Shopping Center Promotion 
Associations to assist with the smooth running of 
programs operated by shopping center promotion 
associations and federations of shopping center 
promotion association. Support was also provided 
through the National Federation of Shopping 
Center Promotion Associations for community 
projects implemented by shopping center promotion 
associations around the country.

6.  Strategic support for the revitalization of commerce 
in city centers (fiscal 2012 budget: ¥2.41 billion)
Support was provided to those initiatives conducive to 
generating prosperity in city centers and revitalizing 
commerce in the master plans for municipalities 
approved by the prime minister under the Act on 
Vitalization in City Center (Act No. 92, 1998; referred 
to hereafter as the City Center Vitalization Act). In 
fiscal 2012, 37 initiatives were selected.

7.  Program to support the operation of councils for 
the revitalization of central urban districts (SMRJ 
subsidy program)
Support was provided for the provision of advisory 
services, provision of information via websites and 
e-mail newsletters, and development of networks 
through organization of exchange events led by 
city center revitalization council support centers 
established in the SRMJ to assist the establishment 
and operation of such councils for the revitalization 
of city centers.

8.  Program to dispatch advisers to assist city center 
and shopping district revitalization (SMRJ subsidy 
program)
Experts in a range of fields related to commercial 
revitalization registered with the SMRJ were 
dispatched to help tackle various challenges faced 
by councils for the revitalization of city centers and 
shopping districts in city centers and other areas.

9. Consultation and support for commercial 
revitalization in city centers (SMRJ subsidy 
program)
In order to assist commercial revitalization initiatives 
being undertaken in city centers by councils for the 
revitalization of city centers and similar organizations, 
seminar planning support and instructors were supplied 
and advice, analyses, assistance with identification of 
issues, and information, etc. were provided to raise 
the efficacy of individual projects using the SMRJ’s 
specialist know-how.

10. Special deduction for income from land transfers 
(taxation scheme)
Persons transferring land and similar assets to 
shopping center promotion associations and similar 
organizations approved under the Local Shopping 
Mall Revitalization Act for use in projects based on 
approved shopping district revitalization plans and 
similar initiatives were allowed a special depreciation 
of up to ¥15 million for income from such transfers.

11. Shopping District Revitalization Projects (fiscal 
2012 supplementary budget: ¥10 billion)
Support was provided primarily via the National 
Federation of Shopping Center Promotion 
Associations for those shopping districts maintaining 
environments in which local residents can lead secure 
lives that actively pursue revitalization initiatives with 
the objective of improving shopping district drawing 
power and marketability.

12. Shopping district town planning projects (fiscal 
2012 supplementary budget: ¥20 billion)
Support was provided to initiatives undertaken 
by shopping center promotion associations and 
similar bodies at the request of local governments 
to install facilities and equipment (security cameras, 
streetlights, covered arcades, etc.) in order to maintain 
safe and secure environments for local residents.

13. Support for the discovery and creation of attractive 
city centers (fiscal 2012 supplementary budget: 
¥1.5 billion)
Support will be provided to initiatives undertaken 
by town planning companies in municipalities 
approved by the prime minister under the City Center 
Vitalization Act. Specifically, intensive support was 
urgently provided to (1) commercialization studies 
aimed to improving the appeal of a municipality, 
(2) pioneering and demonstration projects, and (3) 
dispatches of experts.

14. Support for individuals disadvantaged in shopping 
locally for themselves (fiscal 2012 supplementary 
budget: ¥1 billion)
Support was provided to new projects meant to 
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guarantee and maintain shopping possibilities in 
regions that lack sufficient shops that handle daily 
necessities (perishable foods, etc.) in walking distance 
due to the retreat of local shops and similar factors, and 
stimulate customer interest and consumption among 
the elderly and other individuals in those regions who 
find shopping difficult.

Section 8 Policy deliberation by 
government committees, etc.

1. “The Future of Japan Support Conference: Small 
Enterprises Change Japan” (“Small Enterprises” 
Future Conference)
The “Future of Japan Support Conference ― Small 
Enterprises Change Japan,” known for short as 
the “Small Enterprises” Future Conference, was 
established with the participation of a wide range of 
entities, including SME associations, certified public 
tax accountants and members of other professions and 
occupations, bodies involved with shopping districts, 
and local financial institutions. Targeted mainly at 
the young and female SMEs and micro-enterprises 
entrepreneurs of the future and jointly chaired by 
the Minister of Economy, Trade and Industry and 
the Chairman of the Japan Chamber of Commerce 
and Industry, the conference considered a major 
rethink of conventional SME policies, obstacles 
to improvement of SMEs’ and micro enterprises’ 
management strengths and dynamism, and the future 
shape of support measures. The first general meeting 
of the conference was held in March 2012. By the 
time the conference’s work was concluded in June 
2012, two general meetings had been held along with 
31 regional conferences throughout the country with 
approximately 4,010 people participating and 1,623 
offering their views.

2. Convening of Small and Medium Enterprise Policy 
Making Council’s “Small Enterprises” Future 
Division and Legal Studies Working Group

Based on the conclusions of the “Small Enterprises” 
Future Conference reached in June 2012, a “Small 
Enterprises” Future Division was created at the SMEs 
and Micro-enterprises Policy Making Council to conduct 
deliberations based on expert opinion geared toward 
achieving specific systemic reforms in SME policy.
A Legal Studies Working Group comprising 
legal, business, and similar professionals was also 
established within the division to study future 
approaches to SMEs and micro-enterprises related 
legal structures, owing to the need for expert studies 
from a legal systems’ perspective regarding future 
approaches to the Small and Medium-sized Enterprise 
Basic Act and other SME-related laws when engaging 
in deliberations aimed at achieving specific systemic 
reforms in SME policy.
The points for discussion identified by the Legal 
Studies Working Group were compiled in February 
2013, which the “Small Enterprises” Future Division 
then collated to present its findings that March.

3. “Small Enterprises” Growth Headquarters (cited 
earlier)

4. Special Committee on Measurement Standards 
and Intellectual Infrastructure under the Joint 
Conference of the Industrial Structure Council 
and the Japanese Industrial Standards Committee 

 The Special Committee on Measurement Standards 
and Intellectual Infrastructure, a deliberative entity 
established jointly under the Industrial Structure 
Council and the Japan Industrial Standards Committee, 
held discussions from April to August 2012 regarding 
new developments in, policies to promote use of, 
and concrete measures on measurement standards 
and intellectual infrastructure to make them more 
comprehensible and easier to use from the perspective 
of SMEs and other users. The committee’s “Interim 
Report: Program to Develop and Promote the Use of 
Intellectual Infrastructure” was drawn up in August 
2012.

Section 1 Measures for SMEs in 
agriculture, forestry and 
fisheries

1. Promotion of diversification of primary producers 
into processing and distribution (sixth sector 
industrialization)

 (1) Transformation of agriculture, forestry and 
fisheries into growth industries (fiscal 2012 
budget: ¥9.5 billion; supplementary budget: ¥4.0 
billion)

  Individual consultations were provided for 

agriculture, forestry, and fishery businesses 
according to their stage of development by 
pioneers in “sixth industry” (i.e., vertical 
integration into processing and distribution) and 
private-sector experts (such as voluntary planners 
and “sixth industry” planners), and comprehensive 
support was provided for the revamping of export 
strategies, creation of new industries, etc.

 (2) Creation of a Fund to Transform Agriculture, 
Forestry, and Fisheries into Growth Industries 
(industrial investment financing, industrial 
investment loans)

Chapter 4 Industry-specific measures for SMEs
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  The Agriculture, Forestry, and Fisheries Fund 
Corporation for Innovation, Value-Chain and 
Expansion Japan (A-Five-J) was created to 
provide growth capital and management support 
in an integrated fashion to entrepreneurs engaged 
in sixth sector industries.

 (3) Promoting introduction of renewable energy 
industries to rural communities (fiscal 2012 
budget: ¥530 million, fiscal 2012 supplementary 
budget: ¥1.0 billion)

  Projects to develop the local agriculture, forestry, 
and fishery industries were promoted through 
initiatives to encourage efficient use of the local 
resources abundantly present in rural communities 
and supply renewable energy resources at local 
initiative, as well as to return the benefits of such 
to local communities.

2.  Support for small and medium agricultural, 
forestry, and fishery business

 (1) Program to strengthen the wood industry (fiscal 
2012 budget: ¥80 million)

  Subsidies were provided to help defray cost of 
interest or lease fees incurred in order to introduce 
machinery and equipment needed to ensure stable 
supplies of high-quality wood products offering 
reliable performance for low cost.

 (2) Support for development of systems in the wood 
industry through regional voluntary strategy 
subsidies (subsidy program)

  Development was supported of the equipment 
required for efficiently processing wood products 
in order to make effective use of such products 
produced in the regions.

 (3) Wood Industry Upgrading Promotion Fund and 
Forestry and Wood Industry Improvement Fund 
(fiscal 2012 credit line: ¥70 million)

  Loans were provided by the Wood Industry 
Upgrading Promotion Fund to fund rationalization 
of lumber production and distribution, and 
loans were provided by the Forestry and Wood 
Industry Improvement Fund to fund management 
improvements in the forestry and wood industries.

 (4) Program to promote development of quality 
control systems for foods from the marine products 
industry (fiscal 2012 budget: ¥70 million)

  Support was provided to assist the adoption of 
HACCP practices (hygiene management based on 
continuous monitoring and recording of critical 
points to prevent hazards from arising at every 
stage from receipt of food raw materials through 
to manufacture and shipment) at all stages of the 
distribution of marine products including on fishing 
vessels, in the marketplace, and in processing 
plants. Support was also provide toward the 
adoption of HACCP practices at marine product 
processing plants seeking to export produce to 

North America, Europe, and elsewhere overseas.
 (5) Support for reorganization of the dairy industry 

under the General Program for Revitalization of 
Areas of Production (fiscal 2012 budget: ¥5.29 
billion)

  Far-reaching reorganization and rationalization 
of dairy plants was further promoted, and support 
was provided for the concentration of production 
at dairy industry facilities meeting high hygiene 
standards.

 (6) Program to support improvements to marine 
product processing and distribution facilities for 
HACCP compliance (fiscal 2012 supplementary 
budget: ¥2.5 billion)

  Support was provided in regions and locations 
where advanced hygiene management methods 
were implemented at fishing ports to improve and 
develop facilities in order to satisfy the HACCP 
and similar standards of the advanced countries 
targeted for export expansion.

3.  Support for R&D and other cross-field activities
 (1) The following programs will be implemented 

through competitive funding and other methods:
  1) Promotion of basic research to generate 

innovation (fiscal 2012 budget: ¥4.04 billion)
   R&D to develop and ready for commercial 

application the technological “seeds” that 
will lead to innovation in industries such as 
agriculture, forestry, and fisheries and in food 
manufacturing was promoted, and support was 
at the same time provided for R&D contributing 
to the development of ventures.

   Support was also provided to industry-
academia-public sector collaborations that 
contribute to recovery from the Great East 
Japan Earthquake.

  2) Development of practical technologies to 
implement new agricultural, forestry, and 
fishery policies (fiscal 2012 budget: ¥3.82 
billion)

   Development of technologies leading to 
commercial application by industrial-academic-
government collaborations was promoted while 
paying attention to agricultural-commercial-
industrial collaborations in order to contribute 
to the development of agriculture, forestry, and 
fisheries and food manufacturing as well as 
regional revitalization.

  3) Promotion of studies for practical application 
to the private sector (fiscal 2012 budget: ¥300 
million)

   Support was provided for the development and 
demonstration test of technologies (using, e.g., 
biomass resources) at the commercialization 
stage in the private sector to assist rural 
communities’ transition to marketing produce 
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directly to consumers (i.e., to promote sixth-
sector industrialization).

 (2) Various forms of lending by JFC (fiscal investment 
and loan program)

  Loans were provided by the JFC to promote: 
(1) management improvements at specified 
agricultural product processors; (2) development 
of new uses for specified agriculture, forestry, 
livestock, and fishery products and the adoption of 
new breeds and varieties for processed materials; 
(3) development of stable business relations 
between food manufacturers and agriculture, 
forestry, and fishery businesses and the 
development of agriculture, forestry, and fishery 
facilities; (4) improvement of dairy facilities; 
and (5) strengthening of businesses in the marine 
product processing industry.

Section 2 Measures for SMEs in the 
transportation industry

1. Support for the warehousing industry
Upgrading of the physical distribution functions of 
facilities was promoted in order to meet the need 
for increasingly sophisticated physical distribution 
services in response to changes in the socioeconomic 
environment.

2. Support for automobile wrecking and maintenance 
business
In order to facilitate the raising of funds required 
for the modernization of automobile wrecking and 
maintenance operations, loan guarantees and interest 
subsidies were provided by making appropriate use 
of the automobile maintenance modernization fund 
program. (New lending was concluded at the end of 
fiscal 2010.)

3.  Measures for the coastal and domestic passenger 
shipping industries

 (1) Comprehensive program to reduce carbon 
emissions generated by marine transport (fiscal 
2012 budget: ¥340 million)

  The ferry and coastal shipping sector has a key 
role to play in the “modal shift” in transportation. 
In order to strengthen the sector and make it a 
more competitive mode of transport by lowering 
its carbon footprint, therefore, subsidies were 
provided to defray the cost of introduction of 
highly energy-efficient equipment by shipping 
operators and similar businesses, and for the 
introduction of shipping-related transportation 
equipment that contributes to the modal shift.

 (2)  Interim measures for coastal shipping
  In order to ensure the smooth and steady 

implementation of interim measures for coastal 
shipping, support measures were implemented 

by establishing a separate system of government 
guarantees of loans required to fund these 
measures. 

 (3) Promotion of construction of environmentally 
friendly and highly efficient coastal vessels using 
the joint shipbuilding program (fiscal investment 
and loan program)

  In order to revitalize the coastal shipping industry, 
construction was promoted of environmentally 
friendly and highly efficient “super eco 
ships” using the Japan Railway, Constructure, 
Transport, and Technology (JRTT) Agency’s joint 
shipbuilding program. As of the end of December 
2012, 23 “super eco ships” were already in service 
with one more scheduled to go into operation.

4.  Measures for small and medium shipbuilders and 
related manufacturers
In addition to taking steps to develop a safety net 
to stabilize management further to designation of 
specified industries under the Counter-cyclical 
Emergency Guarantee Program, courses on 
modernization of management techniques were held 
in eight locations and health and safety manager 
training courses were held in six locations around 
Japan to help prevent industrial accidents. (fiscal 2012 
budget: included in ¥50 million)
Support was additionally provided for the 
development of energy-saving technologies, etc. to 
reduce carbon dioxide emissions by vessels, with 9 
of the 12 technology development projects selected 
involving SMEs (fiscal 2012 budget: ¥470 million), 
and action was taken to, among other things, enhance 
technological capabilities through the provision 
of assistance for the commercialization of new 
technologies (5 projects) by the JRTT. Assistance was 
also provided to shipyards and businesses involved 
in shipbuilding that suffered devastating damage in 
the Great East Japan Earthquake toward the use of 
the “SME Recovery and Reconstruction Support 
(Grouping) Subsidy Program” and the procurement 
of materials needed to rebuild facilities as soon as 
possible.

Section 3 Measures for small and 
medium building contractors 
and realtors

1. Promotion of development and changes of business 
by building contractors playing a leading role in 
growth strategy (fiscal 2012 budget: ¥170 million)

 (1) Final report meetings of the “Construction 
Enterprise Partnership Frontier Program” were 
held at the 10 blocks around Japan and in Tokyo 
(collective) by all partnering entities to publicize 
the project’s results and support the exchange of 
information among those entities. The program’s 
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purpose is to strengthen collaboration between 
building contractors and encourage more skilled 
workers to be taken on to help them develop 
their businesses in projected growth areas, such 
as the markets for maintenance, eco-friendly and 
quakeproof construction, and renovation work.

 (2) A“Management Strategy Advisory Program for 
Construction Enterprises” was implemented to 
deliver telephone and onsite advice provided 
by construction business management strategy 
advisors to building contractors seeking advice 
from management strategy help desks. In particular, 
ongoing support was provided until certain goals 
were attained by support teams consisting of such 
advisors, who advised 46 enterprises seeking 
to develop new operations, reorganize, or close 
down. Partnership agreements were also entered 
with 33 prefectures and 298 financial institutions to 
strengthen consultation and support arrangements.

 (3) In order to assist the development of new business 
and enhance the management capabilities of small 
and medium building contractors, the “Know-
How and Technology Transfer Support Program” 
was implemented to pool the know-how and 
technologies of leading and mid-tier building 
contractors and provide the following forms of 
support to small and medium building contractors: 
(1) technological matchmaking support, and (2) 
know-how and advisory support.

2. Financial support in the construction industry 
(fiscal 2012 budget: ¥1.85 billion)

 (1) In order to facilitate the raising of funds by 
building contractors, use was made of the finance 
system to strengthen the business of local building 
contractors, which incorporates mechanisms 
to encourage securitization of construction fee 
receivables (including fees for unfinished portions 
of work) held by building contractors against 
orderers of public works. Building contractors 
using the system benefit from interest payment 
relief and other measures. The period of effect of 
the program was extended from the end of fiscal 
2012 to the end of fiscal 2013.

 (2) The Subcontracting Receivables Protection 
Support Program was implemented to assist 
the protection of receivables held by building 
subcontractors and similar enterprises. The main 
purpose of this program is to stabilize management 
and employment at building subcontractors 
and materials suppliers and to prevent chain 
bankruptcies. This is achieved as follows: (1) when 
a receivable payable to a building subcontractor 
by a main building contractor for subcontracted 
building work is guaranteed by a factoring 
company, the guarantee fee payable by the 
building subcontractor is reduced, and (2) claims 

arising against factoring companies are guaranteed 
to ensure performance of guarantee obligations in 
the event that a guaranteed receivable cannot be 
recovered. The period of effect of the program was 
extended from the end of fiscal 2012 to the end of 
fiscal 2013.

 (3) Creation of program to provide financial support 
for construction industry to cope with disasters

  To encourage SMEs and midsize construction 
companies to purchase construction machinery to 
cope with disasters, a program to provide financial 
support for the construction industry to cope with 
disasters was created to reduce the interest rates 
on outstanding borrowing for the purchases of 
construction machinery typically used at times 
of disasters by SMEs and midsize construction 
companies, and for the purchases of construction 
machinery by SMEs and midsize construction 
companies affected by the Great East Japan 
Earthquake.

3. Support for overseas business expansion in the 
construction industry (fiscal 2012 budget: ¥20 
million)
 Expert advice on overseas business expansion 
and overseas business expansion seminars (held in 
four locations around Japan), and e-mail newsletters 
were provided for provincial and small and medium 
building contractors lacking the knowledge and 
know-how needed for overseas business expansion 
in order to help capable and motivated local and 
small and medium building contractors to embark on 
doing business overseas. In order also to cope with 
weaknesses in information collection abilities, a 
database was constructed to provide in a centralized 
fashion useful information about market trends and 
similar details regarding the countries targeted for 
advance.

4.  Financial measures for small and medium realtors
 Loan guarantee programs designed to provide 
guarantees of loans to fund joint initiatives pursued 
by small and medium realtors along with the business 
loans for regional revitalization were continued in 
order to supplement the credit and facilitate financing 
of small and medium realtors.

5.  Program to enhance wooden housing production 
systems in the regions (local home branding 
program) (fiscal 2012 budget: included in ¥9 
billion)
 Support was provided for the development 
of long-life, quality wooden housing by groups 
comprising businesspersons in related fields involved 
at all stages from provision of materials including 
local raw materials to designing and execution.
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6.  Development of the real estate market (fiscal 2012 
budget: ¥120 million)
Support was provided to studies and promotion 
activities regarding new business models for 
revitalizing the secondary market for used housing 
through collaborations of professionals in the housing, 
remodeling, inspection, and similar industries.

7.  Improvement and transmission of wooden housing 
construction capabilities (fiscal 2012 budget: ¥990 
million)
Support was provided to raise homebuilders’ ability 
to build wooden housing and to ensure transmission 
of skills.

Section 4 Measures for the 
environmental sanitation 
business

1.  Measures for the environmental sanitation business 
(fiscal 2012 budget: ¥430 million)
The following programs were implement by 
environmental sanitation business guidance centers to 
promote the development of environmental sanitation 
businesses (“ES businesses”).

 (1) Activities of the Domain Adjustment Council: 
Large enterprises’ business expansion plans were 
properly ascertained and guidance and advice 
provided to help resolve disputes, while surveys 
and other studies were conducted to promote 
voluntary adjustment of business activities by 
the parties to disputes and facilitate domain 
adjustments in general.

 (2) Support for deployment of IT: A network system 
was provided allowing reciprocal use of financing 
and statistical information accumulated by ES 

business guidance centers to date, and information 
was provided appropriately and swiftly to 
businesses.

 (3) Support for successor training: In order to support 
initiatives undertaken to secure successors at 
ES businesses, model internship programs to 
promote the employment of young people in the 
environmental sanitation industry were organized.

 (4) Promotion of health and welfare measures: 
Activities were undertaken to maintain and 
raise hygiene standards in the ES businesses by 
developing arrangements capable of dealing 
with outbreaks of infectious diseases, such as 
the outbreaks in recent years of new strains of 
influenza and Legionnaire’s disease.

 (5) Advice and guidance services: Advice and 
guidance on business financing, taxation matters, 
personnel management, and similar matters 
needed for management were provided by business 
advisors and similar experts to ES businesses.

2.  Loans for ES businesses (fiscal 2012 budget: ¥1.59 
billion, supplementary budget: ¥310 million) (fiscal 
investment and loan program)
The JFC and the ODFC provided low-interest loans 
to ES businesses engaging in business based on 
development plans.
The JFC also provided unsecured, unguaranteed loans 
(“Eikei loans” to improve management) through 
the provision of management guidance by special 
consultants and business advisors at environmental 
health cooperatives and prefectural environment 
sanitation business guidance centers.
To counter the effects of the Great East Japan 
Earthquake, access to higher loans and lower interest 
rates on loans was also expanded.

Section 1 Environmental and energy 
measures

As economic conditions change due to a decline in 
While the future shape of energy policy is to undergo 
comprehensive review in the wake of the Great East Japan 
Earthquake, environmental and energy measures for 
SMEs, including support for adoption of energy-saving 
facilities and devices and renewable technologies and 
anti-pollution measures, were maintained in fiscal 2012.

l	Specific measures
1. Domestic Clean Development Mechanism (CDM) 

(fiscal 2012 budget: ¥2.49 billion)
Subsidies corresponding to actual reductions in carbon 
dioxide emissions resulting from introduction of low-

carbon equipment continued to be provided in fiscal 
2011 to SMEs using domestic credit mechanisms, 
and subsidies were provided in advance for newly 
expected amounts of carbon dioxide reductions.
Application of these projects resulted in 230 businesses 
being recognized in fiscal 2012 (as of the end of 
February 2013) as having reduced their emissions.

2. Program to develop low carbon infrastructure 
through “visualization” (fiscal 2012 budget: ¥90 
million)
By supporting initiatives for business proprietors 
to autonomously calculate the amount of carbon 
emissions and publicize the data in accordance with 
international mechanisms, consumers, investors, 
financial institutions, and similar entities will 

Chapter 5 Other measures for SMEs
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stimulate the creation of mechanism to enable suitable 
investment and consumption behavior and accelerate 
the creation of a sustainable and autonomous low-
carbon society. Toward that end, this program is 
intended to promote low-carbon investments buy and 
reductions in the greenhouse gases from SMEs and 
similar enterprises through the use of domestic credit 
mechanisms, and assist domestic credit flow as well as 
the environment and economy. 
Through March 2013, four study groups were held, 
and rules and labels were created by joining the 
existing carbon footprint (CFP) system with the 
domestic and other credit systems to create a system 
of “carbon offsets using CFPs.”
Seven participating enterprises also exhibited labeled 
products at the Eco-Products 2012 trade fair held 
on December 2012, calculating their CFPs based on 
established rules and using the resulting values as 
offsets. The present system was put to use following 
Eco-Products 2012 by eight enterprises as a trial 
project in their actual distribution activities and at 
exhibitions and through similar avenues.

3.  Environment and Energy Measure Funds (for 
anti-pollution measures) (fiscal investment and 
loan program)
Under this program, low-interest loans are provided 
by the JFC to businesses introducing anti-pollution 
equipment in order to promote pollution control 
measures by SMEs. In fiscal 2012, the types of 
equipment covered and interest rates were partially 
revised, and the program’s period of effect was 
extended until March 31, 2013.

Lending between April 2012 and the end of March 
2013 was as follows.

Number of loans Value

Air pollution related 13 ¥388 million

Water pollution related 29 ¥1.326 billion

Industrial waste and 
recycling related 116 ¥5.613 billion

Automobile NOx/PM 
Act related 14 ¥313 million

4.  Anti-pollution tax system (taxation scheme)
The tax measures provided to support anti-pollution 
initiatives undertaken by SMEs included the special 
exemption of anti-pollution equipment from the tax 
base for fixed asset tax, and special depreciation for 
acquisitions of anti-pollution equipment. In fiscal 2012, 
owing to revisions in special measures on taxation 
standards for fixed assets taxes to the equipment eligible 
and exemption rates the period of effect was extended 
by two years (to three years for certain facilities).

5. Energy Use Rationalization Business Support 

Program (fiscal 2012 budget: ¥34.3 billion)
Subsidies were provided to defray, among the energy-
conservation initiatives planned by businesses, the 
cost of equipment upgrades deemed particularly 
important in view of the policy goal of promoting 
advanced technologies, energy efficiency, and cost 
effectiveness. Particular priority was placed on 
subsidizing introduction of “advanced equipment and 
technologies.” In order to promote investments in 
energy conservation, support was targeted particularly 
at SMEs and at projects making a particular 
contribution to power conservation as part of the 
strategy to ease power shortages.

6.  Program for promoting the introduction of energy-
saving measures (fiscal 2012 budget: ¥600 million)
 Consultation and similar projects were 
undertaken including those derived from energy-
conservation potential for SMEs. Energy and 
electricity conservation experts were also dispatched 
free of charge to briefings and seminars on energy 
conservation and similar topics held free of charge by 
local public bodies.

7. Taxation system to promote environment-related 
investment (taxation scheme)
 A taxation system for promoting environment-
related investment (“Green Investment Tax Break”) 
was established on June 30, 2011. The scheme, whose 
purpose is to help ensure stable supplies of energy 
and contribute to the development of a low-carbon 
growth society, will remain in effect until March 31, 
2014, and applies to acquisitions of highly energy-
efficient, lower-carbon equipment that is widely used 
by enterprises. It allows taxpayers a choice between 
a 30% special depreciation (available to corporations 
and individuals filing blue returns) or a 7% tax credit 
(limited to SMEs).
 A revision to the taxation system in fiscal 2012 
regarding applicable assets allowed for the immediate 
depreciation of photovoltaic and wind-power facilities 
so long as they are approved facilities under the 
Act on Special Measures Related to Procurement of 
Renewable Energy by Electric Power Suppliers, are 
of a certain size or greater, and were acquired prior to 
March 31, 2013.

Section 2 Promotion of the adoption of IT

Use of IT in business management is necessary and 
essential to strengthening SMEs’ competitiveness. The 
primary objective of IT adoption by enterprises to date 
has been to raise business efficiency, but increasing 
number of enterprises are seeing the objective as using IT 
in some way to add value to their operations. Recognition 
was given to SMEs making aggressive use of IT in 
management and information on instances of best practice 
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in such was compiled and publicized. Examples of these 
included using IT to be freed from using subcontractors; 
to deal with varied product types in small lots in short 
time frames; and to make operations transparent. Loans 
for investment in IT by government-affiliated financial 
institutions were also provided to continue encouraging 
the use of IT by SMEs.

l	Specific measures
<Measures related to cost burdens>
1. Lending by government-affiliated financial 

institutions for investment in IT (IT Fund) (fiscal 
investment and loan program)
The JFC acted as a steady source of lending to 
enable SMEs to keep up with changes in the business 
environment associated with the spread of and changes 
in IT and digital content. As of the end of January 
2013, 4,384 loans worth a total of ¥48.84 billion had 
been made.

<Measures for lack of IT personnel>
2.  Support for strategic development of CIOs (SMRJ 

subsidy program)
The SMRJ dispatched experts to SMEs and micro-
enterprises in order to train potential chief information 
officers (CIOs) and provide advice on, for example, 
drafting management strategies that use IT.

<Other IT-related measures>
3.  Program to support business creation by SMEs 

and micro-enterprises (cited earlier)

4.  Promotion of the utilization of IT in businesses by 
SMEs (fiscal 2012 budget: included in ¥380 million)
In order to revitalize regional economies using 
IT, support was provided principally through the 
compilation of information on best practices identified 
as a result of the IT Management Awards for Small and 
Medium Enterprises program and active dissemination 
of this information via a portal website in order to 
sustainably promote the use of IT in business (in 
business management, development of new products 
and services, and generation of innovation through 
business-to-business partnerships) by local SMEs and 
other enterprises facing a diversity of conditions in 
terms of size, industry, locality, and so on.

Section 3 Measures on intellectual 
property

Effectively protecting and making use of their 
intellectual property (IP) based on R&D focused on 
business development and strategic overseas business 
expansion is important for SMEs as well as large 
enterprises. The Japan Patent Office began operation in 
September 2012 of an Emerging Country IP Information 

Databank to supply practical information and related 
materials for Japanese enterprises to cope with various 
IP risks in emerging countries. A broad range of support 
was also provided to SMEs including subsidization of 
costs related to foreign applications and an expansion 
of abatement measures such as extending the period of 
reduced patent fees from three years to 10.

l	Specific measures
1.  Surveys of technical trends of patent application  

(fiscal 2012 budget: ¥570 million)
Surveys of technical trends of patent application  
are conducted to assist in the development of R&D 
strategies and IP strategies, and the findings are 
made publicly available via the Japan Patent Office’s 
website and other channels.
 Surveys were conducted on 10 themes in 
fiscal 2012, including “green innovation”-related 
technologies (environment and energy) such as 
photovoltaic cells and lithium rechargeable batteries, 
as well as “research with future potential” such 
as on magnetic materials (projects intended for 
commercialization in 10 years).

2. Support for regional SMEs filing patent 
applications overseas (reduction of cost of filing 
patent applications overseas) (fiscal 2012 budget: 
¥150 million)
 In order to encourage SMEs to file strategic 
applications for patents and other rights overseas, 
subsidies were provided via the prefectural SME 
support centers to partially defray the cost (including 
expenditures on hiring local agents and making 
translations) of applications (patents, designs, 
trademarks) made in other countries by SMEs. 
Subsidies were disbursed to 203 enterprises in fiscal 
2012.

3.  Promotion of wider use of IP systems (fiscal 2012 
budget: ¥80 million)
 Information sessions were held for individuals 
tailored according to their different levels of 
knowledge and expertise: sessions outlining the IP 
system and explaining basic knowledge were held for 
beginners, and sessions explaining the examination 
criteria for patents, designs, and trademarks, 
application of the trial system, procedures for 
international applications, and other advanced 
subjects for practitioners. In fiscal 2012, 56 beginners’ 
information sessions were held in 47 prefectures, and 
59 sessions for practitioners were held in 19 cities 
across Japan.

4.  Measures to protect intellectual properties of 
SMEs (fiscal 2012 budget: ¥20 million)
In order to help protect the IP of Japanese SMEs that 
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are developing operations overseas, use was made of 
JETRO’s overseas network to assist investigations of 
IP infringements conducted at the individual request 
of SMEs. Subsidies were also provided to partially 
defray the cost of such investigations. In fiscal 2012, 
12 cases were selected for investigation.

5.  Patent strategy portal site (fiscal 2012 budget: ¥10 
million)
The patent strategy portal site on the Patent Office’s 
website provides online access to “data for self-
analysis” including individual data on the number 
of patent applications, the number of examination 
requests, and the patent allowance rate over the 
preceding 10 years, for applicants that have applied 
for a password. Approximately 1,230 enterprises had 
applied for a password as of the end of March 2013.

6.  Reduction of patent and other fees paid by SMEs
Examination request and patent fees for SMEs 
engaging actively in R&D were halved and fee 
reduction measures expanded to make it possible 
for SMEs actively engaged in R&D to pursue new 
business activities by patenting their research results. 
The measures taken included extending beginning 
April 1, 2012, the length time for the halved 
examination request and patent fees from 1 to 10 years 
(previously it was from 1 to 3) and making the fee 
reductions applicable also to SMEs that are not yet 
10 years old.

7. Accelerated examination and accelerated appeal 
examination system
Examinations and appeal examinations were allowed 
to be fast tracked where requested by SME applicants 
and appellants. In addition, the fast-tracking of 
examinations and appeal examinations related to 
Great East Japan Earthquake recovery assistance in 
operation for one year beginning August 2011 was 
continued for the foreseeable future from August 2012 
onward.

8.  Provision of one-stop IP service for SMEs (fiscal 
2012 budget: ¥1.81 billion)
“General IP Help Desks” were established in each 
prefecture and staffed by support staff in order to 
provide a one-stop service for on-the-spot resolution of 
IP concerns and problems encountered by SMEs in the 
course of business. SMEs’ use of IP was additionally 
promoted by such means as using IP experts to 
work with SMEs to jointly resolve highly specialist 
issues, collaborating with SME support providers and 
similar organizations, and identifying SMEs and other 
enterprises that are not making effective use of IP. 
These helps desks were used 109,141 times in fiscal 
2012 (as of the end of February 2013).

9.  Emerging Country IP Information Databank 
(fiscal 2012 budget: ¥50 million)
A website was created September 2012 to supply 
practical information and related materials for 
Japanese enterprises to cope with various overseas 
intellectual property risks in emerging countries.
The website provides information on such topics 
as statistical and institutional trends in emerging 
countries, with an emphasis on application 
practicalities, examination and lawsuit procedures, 
licensing practicalities, and similar information. The 
entries contained at the website as of the end of March 
2013 included 89 articles on China, 59 on Korea, 47 
on Taiwan, and 13 on other countries and regions.

10. Promotion of the acquisition of rights through 
sophisticated used of IP information (INPIT 
subsidy program)
 The National Center for Industrial Property 
Information and Training (INPIT) from the standpoint 
of how to apply intellectual properties supported 
the overseas business expansion of SMEs and 
other businesses with promising technologies that 
are expected to develop operations overseas. Such 
support included the formulation of IP strategies by 
experts in IP management (“Global IP Producers”) 
tailored according to the situations, systems, and other 
conditions pertaining in the target countries and the 
businesses to be pursued there. Support was provided 
for approximately 190 companies by six Global IP 
Producers in fiscal 2012.

Section 4 Promotion of human rights 
awareness

In order to widely propagate respect for human rights 
and cultivate awareness of human rights among SMEs, 
nongovernment organizations and local governments were 
commissioned to organize lectures, produce pamphlets, 
and conduct similar awareness-raising activities. (Fiscal 
2012 budget: ¥190 million)

Section 5 Promotion of surveys and 
public information activities

1.  Publicizing of measures
 SME measures were publicized by producing 
pamphlets and leaflets summarizing their main points 
for distribution to local governments and SME support 
providers. Further publicity was generated by staging 
“One-day SME Agency” events.

 (1) Publication of booklets
  A “Guide to the Use of SME Measures” describing 

SME measures as a whole and pamphlets on 
each specific measure were produced and widely 
distributed to a range of interested parties, 
including SMEs, local governments, SME support 
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providers, financial institutions, and public tax 
accountants, lawyers, and SME management 
consultants providing support for SMEs.

 (2)  Publication of flyers
  Flyers on a range of measures funded under the 

supplementary budgets, including “Financing,” 
“Support for Overseas Business Expansion,” and 
“Human Resource Support,” were produced and 
widely distributed like the publications above.

 (3) Organization of “One-day SME Agency” events
  These events are co-hosted by the SME Agency 

and host prefectures, and are held both to explain 
and deepen understanding of the latest measures to 
local SMEs, and to provide a forum for exchanges 
of ideas and interaction contributing to the revision 
and enhancement of SME measures in the future.

  They have been held every fiscal year since 
fiscal 1964, and were held in Shizuoka and Shiga 
prefectures in fiscal 2012.

 (4)  Online publicity activities
  1) Website-based publicity
   Up-to-date information on SME measures, 

information on public procurements, and 
printed materials such as flyers and booklets 
are published on the SME Agency’s website. 
The website received approximately 24 million 
page views in fiscal 2012.

  2)  E-mail newsletter
   An e-mail newsletter is produced in association 

with SME support providers. This showcases 
dynamic SMEs and contains information on 
measures, local information, information on 
surveys and research reports, and so on, and 
is sent to subscribers every Wednesday. It had 
approximately 74,000 subscribers as of the end 
of March 2013.

  3)  “Mobile SME Agency”
   An SME measure search site is provided 

especially for mobile phone users to provide 
information on subjects including the latest 
SME support measures. This received 
approximately 300,000 page views throughout 
the year. A mobile phone edition of the email 
newsletter is also sent out every Wednesday, 
and this had approximately 2,500 subscribers 
as of March 2013.

 (5) J-Net 21 (portal site for SME business support)
  A portal site on SME support is provided to 

provide smooth access to necessary sources of 
information. The portal received approximately 
50.0 million page views in fiscal 2012.

2.  Production of the White Paper on Small and Medium 
Enterprises in Japan and other publications
In order to ascertain the current state of SMEs and the 
challenges that they face, an annual report (2012 White 
Paper on Small and Medium Enterprises in Japan) was 

produced in accordance with the provisions of Article 
11 of the Small and Medium-sized Enterprise Basic 
Act, along with other materials such as manufacturing 
production indices by size of enterprise.

3. Basic Survey of Small and Medium Enterprises
The “Basic Survey of Small and Medium Enterprises” 
was conducted in accordance with the provisions of 
Article 10 of the Small and Medium-sized Enterprise 
Basic Act to provide statistics concerning management 
and financial information such as the sales and 
numbers of workers of SMEs.

4.  Publication of the Survey on SME Business 
Conditions
The Survey on SME Business Conditions conducted 
quarterly by the SMRJ in order to ascertain business 
trends among SMEs was published.
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This section gives only a broad outline of program content and spending.

Details are subject to change.



Contents

Chapter 1 Detailed response to SMEs and micro-enterprises   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .262

 Section 1  Enhancement of management support  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .262

 Section 2 Human resource and employment measures  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .262

 Section 3 Support for overseas business development  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .263

 Section 4 Enhancement of technological capabilities  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .264

 Section 5 Financial support  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .265

 Section 6  Support for startups by women and young people, changes of  

business and development of new businesses  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .266

 Section 7  Revitalization of shopping districts and city centers  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .268

 Section 8  Policy deliberation by government committees, etc .   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .269

Chapter 2 Support to strengthen the foundation of SMEs and micro-enterprises  .  .  .  .  .  .  .  .  .  .  .270

 Section 1  Strengthening financial underpinnings   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .270

 Section 2  Measures for fair and proper subcontracting  

transactions / Development of SME subcontractors   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .270

 Section 3  Measures concerning public demand  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .271

 Section 4  Measures to stabilize business  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .271

 Section 5  Support for business revitalization and succession   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .272

Chapter 3 Measures for SMEs to cope with the effects of  
 the Great East Japan Earthquake   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .273

 Section 1  Financial measures  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .273

 Section 2  Measures against overlapping debt   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .273

 Section 3  Support for restoration and reconstruction of plants and  

shopping districts, etc .   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .273

 Section 4  Enhancement of management support and PR consulting services   .  .  .  .274

 Section 5  Other measures  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .274

Chapter 4 Industry-specific measures for SMEs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .275

 Section 1  Measures for SMEs in agriculture, forestry and fisheries   .  .  .  .  .  .  .  .  .  .  .  .  .275

 Section 2  Measures for SMEs in the transportation industry   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .276

 Section 3  Measures for small and medium building contractors and realtors   .  .  .  .  .277

 Section 4  Measures for the environmental sanitation business   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .277

Chapter 5 Other measures for SMEs   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .278

 Section 1  Environmental and energy measures   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .278

 Section 2  Promotion of the adoption of IT   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .279

 Section 3  Measures for intellectual property  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .279

 Section 4  Promotion of human rights awareness  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .280

 Section 5  Promotion of surveys and public information activities .  .  .  .  .  .  .  .  .  .  .  .  .  .  .280

 



262

Chapter 1 Detailed response to SMEs and micro-enterprises

Section 1 Enhancement of management 
support

The impacts of the decline in domestic demand and 
the Great East Japan Earthquake are still evident in the 
economic environment surrounding SMEs and micro-
enterprises. Thus, fine-tuned support must continue to 
be offered to SMEs and micro-enterprises in accordance 
with their visions and characteristics. To realize such 
support, an IT system will be promoted that brings 
together over 1 million SMEs and micro-enterprises and 
entrepreneurs-to-be and more than 10,000 specialists in 
an open forum for information exchange and consultation 
regarding management and startup issues. Support will 
also be provided to SMEs and micro-enterprises through 
the services of experts in advanced management analyses.

At the same time, management support to SMEs and 
micro-enterprises will be strengthened by increasing the 
number of approved support agencies based on the Act 
on Facilitating the Creation of New Business that was 
revised pursuant to the SME Management Enhancement 
Support Act, and by continuously implementing loan 
systems based on integrated financial and management 
support through approved support agencies and systems 
for lowering credit guarantee fees of credit guarantee 
corporations. 

l	Specific measures
1. Support to develop the business foundation of 

SMEs (lowering of credit guarantee fees paid by 
SMEs through relationship banking, etc.) (fiscal 
2013 budget: ¥200 million) (Ongoing)

2. Practical skilled training of support providers 
(fiscal 2013 budget: included in ¥120 million) 
(Ongoing)

3. Support for collaborative organizations of SMEs 
(fiscal 2013 budget: ¥550 million) (Ongoing)

4. Support for capital investment through 
advancement programs integrated with business 
support (Ongoing)

5. SME management enhancement fund (fiscal 2013 
budget: ¥440 million) (fiscal investment and loan 
program) (Ongoing)

6. Program to support business creation by SMEs 
and micro-enterprises (fiscal 2013 budget: ¥4.8 
billion)
To support the creation of new businesses and 
management innovation by SMEs and micro-
enterprises, an IT system will be operated, which 

will bring together over 1 million SMEs and micro-
enterprises and entrepreneurs-to-be and more than 
10,000 specialists in an open forum for information 
exchange and consultation regarding management 
and startup issues, unconstrained by time or place. 
Support will also be provided through the services of 
experts in advanced management analyses. (Ongoing)

Section 2 Human resource and 
employment measures 

Programs related to human resource and employment 
measures will continue to be implemented, including 
programs to eliminate the mismatch in employment needs 
between job seekers mainly among new graduates and 
women and SMEs and micro-enterprises that are eager to 
hire through internships at their companies, and programs 
pursued jointly by local SME associations, universities, 
and similar organizations to provide integrated assistance, 
from hiring students to retaining them.

Furthermore, to prevent unemployment and stabilize 
employment in cases where companies are forced to 
downsize due to fluctuations in business conditions or 
other economic factors, employment adjustment subsidies 
will be provided to large corporations, SMEs and micro-
enterprises that attempt to maintain the employment of 
their workers such as by providing temporary leave from 
work or issuing transfers.

l	Specific measures
1. Human resource countermeasures program for 

SMEs and micro-enterprises (Ongoing)

2. Human resource development at the Institute 
for Small Business Management and Technology 
(SMRJ subsidy program) (Ongoing)

3. Maintenance of workers’ employment (fiscal 2013 
budget: ¥117.5 billion) (Ongoing)

4. Support for improvement of employment 
management toward the creation of attractive 
employment (fiscal 2013 budget: ¥730 million)
To support the initiatives of companies to improve 
employment management and create attractive 
employment, a subsidy program will be established to 
fund SME organizations in growth sectors (cooperative 
business associations, etc.) that implement a project 
to improve their working environment. A subsidy 
program will also be established for SMEs and micro-
enterprises in growth sectors that introduce and 
implement a new employment management system by 
changing working conditions and labor agreements.
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5. Regional employment development fund (fiscal 
2013 budget: ¥8 billion)
To create and provide stable regional employment, 
a regional employment development fund will be 
offered to employers who build or establish an office 
in regions where employment opportunities are 
particularly lacking and employ regional job seekers, 
in accordance with the cost of their facilities and 
number of workers they employ. (Ongoing)

6. Project for employment creation in strategic 
industries (fiscal 2013 budget: ¥4.1 billion)
To promote initiatives aimed at creating favorable 
and stable employment opportunities, a project 
for employment creation will be launched for 
manufacturing industries and other strategic 
industries. The project will supplement regional 
projects for voluntary employment creation, and 
will be implemented in conjunction with industrial 
policies.

7. Support for human resource development to 
revitalize Japan (fiscal 2013 budget: included in 
¥50 billion) (Ongoing)

8. Expansion of the tax system to promote employment 
(taxation scheme) (Ongoing)
The tax system for employment promotion, which 
provides a special tax credit on corporate taxes to 
enterprises that achieve a certain increase in the 
number of employees or otherwise satisfy relevant 
requirements, will be reviewed as follows.

 (1) The ¥200,000 tax credit for each extra employee 
will be increased to ¥400,000.

 (2) Among the application requirements, those who 
are counted as employees at the end of the previous 
term according to the calculation of the reference 
number of employees and fall under the category 
of “older continued insured” will be excluded.

Section 3 Support for overseas business 
development

In response to heightening needs for further support of 
SMEs and micro-enterprises aspiring to expand overseas, 
various measures will be implemented based on the 
“Framework for Supporting SMEs in Overseas Business,” 
which was revised in March 2012. For example, greater 
support will be provided for industry-specific and sector-
specific marketing initiatives that leverage Japan’s 
knowledge, sense and skills, including such initiatives 
in the service, food and environment sectors that take 
advantage of the Cool Japan campaign. The diversification 
of fund procurement and the availability of capital 
needed for overseas expansion will also be promoted. 
Furthermore, support will be provided for strengthening 
the training of young Japanese workers and other 

human resources needed for overseas expansion, and for 
improving local business environments abroad through 
the utilization of Official Development Assistance (ODA) 
for both soft and hard initiatives.

l	Specific measure
1. Conference on Supporting SMEs in Overseas 

Business (Ongoing)
The Conference on Supporting SMEs in Overseas 
Business was established in October 2010, with the 
Ministry of Economy, Trade and Industry as the 
chair, to address growing demands for support for 
overseas business development by SMEs and micro-
enterprises. In the fourth conference held in March 
2012, JICA was welcomed as a new member, and 
the “Framework for Supporting SMEs in Overseas 
Business” was revised. An “all-Japan” effort will 
continue to be made to support the overseas expansion 
of SMEs and micro-enterprises.

2. Support for overseas business development and 
commercialization by SMEs (fiscal 2013 budget: 
included in ¥3.15 billion)
Based on the “Framework for Supporting SMEs in 
Overseas Business,” JETRO and the Organization 
for Small & Medium Enterprises and Regional 
Innovation, Japan (SMRJ) will work in unison to 
support the overseas expansion of SMEs and micro-
enterprises. More specifically, SMRJ will provide 
preliminary assistance in the formulation of overseas 
development strategies, implementation of feasibility 
studies and localization of products, with the aim of 
increasing the number of SMEs and micro-enterprises 
interested in developing overseas operations. It will 
also provide support at trade fairs in Japan, which 
receive large numbers of foreign buyers. JETRO, for 
its part, will use its extensive network to help SMEs 
and micro-enterprises participate in overseas trade 
fairs, organize purchasing conferences attended by 
foreign buyers, provide greater opportunities for 
business match-ups, and provide information and 
deliver wide-ranging support in overseas markets.

3. “JAPAN Brand” Development Assistance Program 
(fiscal 2013 budget: included in ¥3.15 billion)
The initiatives of SMEs and micro-enterprises to 
cultivate overseas markets will be supported by 
providing support to projects in which a group of 
SMEs and micro-enterprises cooperate in formulating 
strategies based on their respective strengths in 
materials, technologies, etc., and use those strategies 
to develop products and exhibit them at overseas trade 
fairs.

4. Overseas information services (fiscal 2013 budget: 
¥50 million) (Ongoing)
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5. Support for development of human resources to 
cultivate new markets (fiscal 2013 budget: ¥1.51 
billion)
Support will be provided for the development of 
local executive officers capable of undertaking 
management, marketing, development, design and 
manufacturing operations by SMEs and micro-
enterprises in developing countries. (Ongoing)

6. Trade investment promotion project (fiscal 2013 
budget: ¥1.48 billion)
Overseas internships will be provided to young 
Japanese workers and local programs for human 
resource development will be implemented, with a 
view to promoting infrastructure exports, overseas 
expansion of SMEs and development of business 
environments in newly developing countries (support 
for introduction of an anti-pollution manager system, 
etc.). (New)

7. Use of Japan Overseas Cooperation Volunteers and 
the private-sector partnership volunteer program 
(JICA grant for operating expenses) (Ongoing)

8. Funding to develop overseas operations (fiscal 
investment and loan program) (Ongoing)

9. Reduction and waiver of fees for credit checks of 
SMEs using trade insurance (Ongoing)

10. Activities to expand and publicize use of trade 
insurance by SMEs (seminars, consultation events, 
etc.) (Ongoing) 

11. Improvement of access to trade insurance 
(Ongoing)

12. Support for security export control
To ensure the effective management of the export 
of goods and provision of technologies subject to 
security concerns under the Foreign Exchange and 
Foreign Trade Act, support will be provided for the 
development of voluntary administration structures for 
security export control at SMEs and micro-enterprises 
that possess products and technologies that could be 
used to develop weapons of mass destruction, etc. For 
example, information sessions will be held and experts 
will be dispatched through the program to support 
business creation by SMEs and micro-enterprises and 
other such schemes. (Ongoing)

13. Promotion of BOP business (JETRO grant)
To promote the expansion of “base of the pyramid” 
(BOP) business, support services (business missions, 
assistance in the development of an experimental 
presence overseas, spot surveys of individual projects, 
etc.) will continue to be provided as appropriate 

to each business phase, from the formulation of a 
business plan to the establishment and expansion of 
business. Local coordinators will also be augmented 
in particularly promising countries such as India 
and Kenya, and greater support will be provided to 
individual companies. (Ongoing)

14. Use of ODA to assist overseas business development 
by SMEs (fiscal 2013 budget: ¥2 billion) (Ongoing) 

15. Support for the development and acquisition of 
skilled human resources abroad by SMEs (fiscal 
2013 budget: ¥60 million)
To help SMEs and micro-enterprises acquire 
outstanding local human resources abroad, support 
will be provided for holding local job fairs and 
corporate culture classes in coordination with overseas 
universities and technical colleges. (New)

16. Program to dispatch experts to support midsize, 
SMEs and micro-enterprises advancing into 
emerging countries (Ongoing)

17. SME non-project grant aid (fiscal 2013 budget: 
¥2.5 billion) (Ongoing)

18. Project for proposal-based dissemination and 
demonstration of SME products and technologies 
by the private sector (fiscal 2013 budget: ¥2 billion) 
(Ongoing) 

Section 4 Enhancement of technological 
capabilities

Support will be provided to research and development 
initiatives that are pursued in cooperation among SMEs 
and micro-enterprises, local universities and other research 
institutions and that aim to contribute to the advancement 
of core manufacturing technologies (casting, forging, 
cutting, plating, etc.) and to experimental research for 
the commercialization of outstanding technologies. 
Support will also be provided to those who engage in the 
trial manufacture and development of new products and 
technologies and the development of new markets with 
the objective of disseminating measures for preventing 
leakage of technology. Furthermore, tax measures will 
be provided that promotes new research and technical 
challenges by SMEs and micro-enterprises.

l	Specific measures
1. Comprehensive support for enhancement of core 

manufacturing technologies of SMEs (Ongoing)

2. Support for cooperation with SMEs in 
manufacturing (fiscal 2013 budget: ¥11.87 billion)
Support will be provided to initiatives that are pursued 
in cooperation among SMEs and micro-enterprises, 
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local universities and other research institutions, 
including R&D initiatives that contribute to the 
advancement of specified manufacturing technologies 
(casting, forging, cutting, plating, etc.), initiatives 
for trial manufacture/development and new market 
cultivation to promote measures to prevent leakage 
of technology and distribution of counterfeit goods, 
and demonstration tests that aim to commercialize 
outstanding technologies. (New)

3. Low-interest loans for SMEs engaging in trial 
manufacture and development of new products/
technologies and development of new markets 
(fiscal investment and loan program)
Based on an examination of business plans, low-
interest loans will be provided by JFC to businesses 
that use core manufacturing technologies specified 
under the SME Manufacturing Enhancement Act 
to engage in the trial manufacture and development 
of new products and technologies (including, from 
fiscal 2013, the diversion of existing technologies 
and the uncovering of hidden value (including the 
utilization of designs, ideas, etc.) or the development 
of new markets relevant to the results of such trial 
manufacture and development initiatives. (Ongoing)

4. Support for SMEs engaging in technological 
innovation (fiscal 2013 budget: ¥40 million)
Support will be provided for exploratory research and 
demonstration tests (feasibility studies) conducted 
by SMEs and micro-enterprises to ascertain whether 
their technologies or technological “seeds” can be 
applied or commercialized to meet national needs for 
technological development, etc. By allowing SMEs 
and micro-enterprises that complete a feasibility 
study to use the result of their studies to apply for 
subsidies from government ministries and agencies, 
this program will promote a process of multistage 
selection by government ministries and agencies for 
greater access to central government subsidization 
programs by SMEs and micro-enterprises, and 
ultimately lead to enhancement of their technological 
capabilities. (Ongoing) 

5. Program to develop medical equipment and 
devices to solve unmet medical needs (fiscal 2013 
budget: ¥3.05 billion) (Ongoing)

6. Support under the Small Business Innovation 
Research (SBIR) Program
The provision of central government-allocated R&D 
spending to SMEs and micro-enterprises will continue 
to be expanded and the commercialization of the 
results of technological development activities will be 
promoted, such as by designating specific subsidies 
for the development of new technologies leading 
to the creation of new industries, setting targets for 

expenditures, and formulating policies for measures to 
support the commercialization of development results 
achieved using specified subsidies. Additionally, 
to promote the commercialization of technical 
development results, SMEs and micro-enterprises 
will be informed and encouraged to take advantage 
of commercialization support available, such as the 
database of technological capabilities of enterprises 
granted specific subsidies, and the low-interest loans 
by JFC. At the same time, the multistage selection 
process will be adopted and expanded for allocation 
of special subsidies.

7. R&D promotion tax system (for strengthening the 
technological bases of SMEs) (taxation scheme)
The upper limit of the tax credit equal to 12% of 
the total cost of test and research expenses for R&D 
activities implemented by SMEs and micro-enterprises 
will be raised from 20% to 30% of the total amount of 
corporation tax for the period concerned (until the end 
of fiscal 2014). Additionally, the measure that allows 
enterprises meeting the necessary conditions to choose 
either a tax credit worth 5% of the amount of increase 
in the cost of test and research expenditures or a tax 
credit equal to a fixed proportion of the cost of test and 
research expenses in excess of 10% of average sales 
(not exceeding 10% of the total amount of corporation 
tax for the period concerned) will continue to be 
provided (until the end of fiscal 2013). 

8. Support for development of manufacturing 
personnel in micro enterprises (fiscal 2013 budget: 
¥350 million)
To develop manufacturing personnel, support will 
be provided for the succession of manufacturing 
technologies and skills in micro enterprises by 
assigning workers who possess outstanding skills and 
capabilities to act as leaders.

Section 5 Financial support

The fiscal 2013 budget, combined with the fiscal 
2012 supplementary budget, will continue to provide 
financial support in the form of credit guarantees and 
policy-based finance, including the allocation of amounts 
needed for the credit guarantee program for strengthening 
management power and the policy-based loan program 
for strengthening SME management capability.

l	Specific measures
1. Safety net loans (fiscal investment and loan 

program) (Ongoing)

2. Promotion of loan modifications and exercising of 
consultation functions by financial institutions
Even after the scheduled end of the SME Financing 
Facilitation Act, the state of initiatives made by 
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financial institutions to facilitate financing will be 
examined, and their modification of loan conditions 
for SMEs and active initiatives to ensure smooth 
provision of funds will be verified in accordance with 
inspection and supervision procedures outlined in the 
financial inspection manual and supervision guidelines 
that were revised in March 2013. Additionally, 
financial institutions will be prompted to voluntarily 
disclose the implementation status of modifications to 
their loan conditions. (Ongoing)
Furthermore, as a measure to encourage financial 
institutions to play an active role in providing 
management support to SMEs, related Cabinet Office 
and prefectural ordinances were revised in March 
2013 to obligate financial institutions to announce 
the status of their management support initiatives 
(effective from fiscal 2012 disclosures). (New)

3. Promotion of subordinated lending (fiscal 
investment and loan program) (Ongoing)

4. Safety-net Guarantee No. 5 (Ongoing)

5. Encouragement of refinancing guarantees (Ongoing)

6. Managerial Improvement Loans (Marukei Loans) 
(fiscal 2013 budget: ¥3.6 billion) (fiscal investment 
and loan program) (Ongoing)

7. Subsidy program for equipment introduction 
by micro enterprises (equipment fund loans and 
equipment loans) (Ongoing)

8. Investment by Small and Medium Business 
Investment and Consultation Co., Ltd. (Ongoing)

9. Promote liquidity of SMEs’ export receivables 
covered by trade insurance (Ongoing)

10. Support for SMEs in Okinawa (fiscal investment 
and loan program) (Ongoing)

11. Adoption and application of “Basic procedures for 
SME accounting” 
The dissemination and utilization of basic procedures 
for SME accounting will be promoted in accordance 
with the “Report of the investigative commission 
on accounting at SMEs,” published in March 2012 
to help clarify management situations of SMEs and 
micro-enterprises, improve proprietors’ accountability 
for their operations, and enhance fund procurement 
capabilities.
From April 2013, a system will be launched that 
provides a 0.1% discount on credit guarantee fees 
to SMEs and micro-enterprises that adopt the basic 
procedures as their accounting rules. (Ongoing)

Section 6 Support for startups by 
women and young people, 
changes of business 
and development of new 
businesses

To promote startups, changes of business, and 
development of new businesses, steps will be taken to 
ensure the steady implementation of loan and guarantee 
systems by public financial institutions and steady 
investments in private-sector investment funds by SMRJ. 
Additionally, the angel tax system will continue to be 
offered, to encourage investments in newly founded 
enterprises by individual investors.

To help SMEs and micro-enterprises create new 
businesses that have potential to generate innovations, 
active support will be provided for their initiatives to 
develop inventive new products and services through 
agricultural-commercial-industrial collaborations and 
other such frameworks.

Furthermore, support will also be provided to help 
SMEs and micro-enterprises develop markets, such as by 
actively supporting their participation in trade fairs such 
as the Japan International SME Exhibition (JISMEE).

l	Specific measures
[I]  Startups
- Startups that aim to develop into a community-based  
 business
<Measures related to procedures>
1. Program to support business creation by SMEs 

and micro-enterprises (cited earlier)

<Measures related to fund procurement>
2. New Startup Loan Program (fiscal investment and 

loan program) (Ongoing)

3. Guarantees for founders (Ongoing)

4. Promotion of startups of regional demand-creating 
enterprises (Ongoing)

5. Angel tax system (Ongoing)

<Measures related to management knowhow>
6. “Small Enterprises” Growth Headquarters 

(Ongoing)

<Measures related to human resource acquisition>
7. Human resource countermeasures program for 

SMEs and micro-enterprises (cited earlier)

- Startups that aim to expand into nationwide and  
 overseas markets
<Measures related to procedures>
8. Program to support business creation by SMEs 
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and micro-enterprises (cited earlier)

<Measures related to fund procurement>
9. Improving supply of “risk money” needed when 

starting a business (Ongoing)

10. Angel tax system (cited earlier)

<Measures related to management knowhow and human 
resource acquisition>
11. Development of support personnel for new business 

creation (Ongoing)

[II]  New business development 
<Measures related to human resource acquisition>
12. Human resource countermeasures program for 

SMEs and micro-enterprises (cited earlier)

<Measures related to market cultivation>
13. Support for promotion of new business activities 

and collaboration between agriculture, commerce 
and industry

 (1) New Partnership Support Program (fiscal 2013 
budget: included in ¥1.86 billion)

  Based on the New Business Activity Promotion 
Act, comprehensive support will be provided in 
the form of subsidies, loans and special guarantee 
exemptions to approved business plans for the 
development of new products and services and 
cultivation of markets through partnerships 
between SMEs and micro-enterprises in different 
sectors and the effective combination of their 
business resources (technologies, sales channels, 
etc.). (New)

 (2) Support for development of new businesses using 
regional resources (fiscal 2013 budget: included in 
¥1.86 billion)

  Based on the Regional Resource Utilization 
Promotion Act, comprehensive support will be 
provided in the form of subsidies, loans and special 
guarantee exceptions to approved business plans 
for the development of new products and services 
and cultivation of markets by utilizing regional 
industrial resources (agricultural/forestry/fishery 
products, industrial products, tourism resources, 
etc.). (New)

 (3) Agricultural-Commercial-Industrial Collaboration 
Promotion Support Program (fiscal 2013 budget: 
included in ¥1.86 billion)

  Based on the Agricultural-Commercial-Industrial 
Collaboration Promotion Act, comprehensive 
support will be provided in the form of subsidies, 
loans and special guarantee exceptions to approved 
business plans for the development of new 
products and services and cultivation of markets 
through organic partnerships between SMEs and 
micro-enterprises and agriculture, forestry and 

fishery businesses and the effective utilization of 
their respective business resources. (New)

14. Support for creation of new businesses (fiscal 2013 
budget: included in ¥18.5 billion) (Ongoing) 

15. Support for the creation of new business utilizing 
regional strengths (fiscal 2013 budget: ¥1.46 
billion) (Ongoing)

16. Support for cultivation of markets through 
exhibitions, business meeting events, and other 
events (fiscal 2013 budget: included in ¥18.5 
billion) (Ongoing)

17. Market Development Coordination Program 
(fiscal 2013 budget: included in ¥18.5 billion) 
(Ongoing)

18. Market Navigator Startup Support Program (fiscal 
2013 budget: included in ¥18.5 billion) (Ongoing)

<Measures related to management knowhow>
19. “Small Enterprises” Growth Headquarters (cited 

earlier)

20. Program to support business creation by SMEs 
and micro-enterprises (cited earlier)

<Measures related to personal funds>
21. Promotion of subordinated lending (fiscal 

investment and loan program) (cited earlier)

22. Loan Program for Supporting Female, Young, and 
Senior Entrepreneurs (fiscal investment and loan 
program)
To support the creation and development of new 
businesses by diverse entrepreneurs, low-interest 
loans will be provided to women, young people under 
the age of 30 and older people aged 55 or older, who 
have started a business within the past five years or 
so. (Ongoing)

23. New business development fund (to support global 
business-oriented startups) (fiscal investment and 
loan program) (Ongoing)

24. Fund Investment Program (Startup Support Fund, 
SME Growth Support Fund) (Ongoing)

25. Micro business revitalization program (fiscal 2013 
budget: ¥3 billion)
Support in the form of subsidies will be provided 
to initiatives aimed at developing new products and 
services and cultivating markets through partnerships 
between micro enterprises and financial institutions 
serving as approved support agencies. (New)
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26. Management Innovation Support Program 
(Ongoing)

27. Promotion of new regional industry strategies 
(fiscal 2013 budget: ¥640 million)
Consistent regional support will be provided, in 
conjunction with a comprehensive special zone 
system, to projects that cultivate new markets based 
on the strengths and characteristics of regional 
industries in an attempt to make a transition to a new, 
internationally competitive industrial structure in a 
wide-area economic zone. Approximately 30 projects 
are slated to be adopted in fiscal 2013. (Ongoing)

28. Demonstration project for transformation of 
agriculture into a growth industry (fiscal 2013 
budget: ¥680 million)
To promote the transformation of agriculture into a 
growth industry, support will be provided to private 
sector businesses, including SMEs and micro-
enterprises, for the demonstration of advanced 
agricultural systems (plant factories, etc.) that utilize 
industrial technologies and commercial networks. By 
clarifying target markets and assisting demonstration 
projects inside and outside of Japan, the project will 
ultimately aim to capture new markets. (Ongoing)

29. Support to encourage enterprises to locate in the 
regions (fiscal 2013 budget: ¥1.05 billion) (Ongoing)

30. Designation of traditional crafts
Crafts that have been submitted for designation as a 
traditional craft will be studied and discussed based on 
the Traditional Craft Industries Act, and will receive 
designation or a change in designation as a traditional 
craft, in accordance with the views of the Industrial 
Structure Council. (Ongoing)

31. Traditional Craft Product Subsidy Program  (fiscal 
2013 budget: ¥1.06 billion) (Ongoing)

 (1) Based on the Traditional Craft Industries 
Act, support will be provided to promote the 
development of traditional craft industries, as 
follows.

  1) Subsidization of the following programs 
undertaken by local manufacturing cooperatives 
and associations:

   • Successor training programs
   • Raw material sourcing programs
   • Design development programs
   • Partnership development programs
   • Local producer programs, etc.
  2) Subsidization of the following programs 

undertaken by general incorporated associations 
and incorporated foundations under Article 23 
of the Traditional Craft Industries Act:

   • Programs to secure human resources and  

 ensure transmission of skills and techniques
   • Production district guidance programs
   • Promotional programs
   • Demand development programs, etc.
 (2) The following support will be provided to assist 

the reconstruction of government-designated 
traditional crafts in prefectures and regions 
devastated by the Great East Japan Earthquake:

  1) Programs implemented in affected regions 
to revitalize areas of production, including 
training of successors, development of demand, 
development of designs, and information 
provision

  2) Establishment and strengthening of the 
production base, including development of 
facilities and sources of raw materials, with a 
view to restoring traditional craft production 
in specified affected areas to its original level 
before the Great East Japan Earthquake

32. Program to promote the spread of traditional 
crafts
To promote public awareness of traditional crafts, 
November every year will be designated Traditional 
Crafts Month, and activities such as the national 
convention of the Traditional Crafts Month National 
Assembly will be held to spread and increase 
awareness of traditional crafts. (Ongoing)

Section 7 Revitalization of shopping 
districts and city centers

In addition to today’s increasingly severe retail 
environment, the falling birthrate and aging population 
are fueling concerns about the functional decline of local 
communities. Under this situation, local residents are 
hoping that local shopping districts will play a significant 
role in sustaining and developing their communities. 
Thus, continued support will be provided for initiatives 
to regenerate local communities undertaken in unison by 
shopping districts, community development corporations, 
and other entities concerned. Active support will also 
continue to be provided based primarily on the Local 
Shopping District Revitalization Act, via a variety of 
measures to assist ambitious initiatives pursued by 
shopping districts seeking to achieve revitalization by 
fulfilling their role as local community leaders.

Furthermore, to develop compact, vibrant 
communities, support will be provided for the 
implementation of feasibility studies aimed at enhancing 
community attractiveness, pioneering and empirical 
initiatives, and the dispatch of specialists in communities 
seeking to “concentrate urban functions in the center” 
and “bring vitality back to city centers” in an integrated 
manner with the City Center Vitalization Act.
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l	Specific measures
1. Comprehensive support for revitalization of local 

shopping districts
Pursuant to the Local Shopping District Revitalization 
Act, support will be provided for shopping district 
revitalization projects and similar initiatives planned 
by shopping district promotion associations and 
approved by the government. (Ongoing)

2. Support for local SMEs in commerce (fiscal 2013 
budget: ¥3.87 billion)
Support will be provided for shopping district 
initiatives aimed at regenerating local community 
functions such as by developing facilities in response 
to the needs of local residents and consolidating 
stores, and initiatives that aim to revitalize shopping 
districts through the implementation of projects that 
utilize vacant stores and projects that aim to attract 
customers by utilizing local resources. (New) 

3. Development of human resources by the Japan 
Shopping District Support Center
Support will be provided in the form of personnel 
training and transfer of expertise by the Japan Shopping 
District Support Center, an organization established 
jointly by four SME associations. (Ongoing)

4. Support for the discovery and creation of attractive 
city centers (fiscal 2013 budget: ¥1 billion) 
(Ongoing)

5. Program to support the operation of councils for 
the revitalization of central urban districts (SMRJ 
subsidy program) (Ongoing)

6. Program to dispatch advisers to assist city center 
and shopping district revitalization (SMRJ subsidy 
program) (Ongoing)

7. Consultation and support for commercial 
revitalization in city centers (SMRJ subsidy 
program) (Ongoing)

8. Special deduction for income from land transfers 
(taxation scheme) (Ongoing)

Section 8 Policy deliberation by 
government committees, etc.

1. “Small Enterprises” Growth Headquarters (cited 
earlier)

2. Cabinet approval of the Bill to Partially Amend   
the Small and Medium-sized Enterprise Basic 
Act to Revitalize the Business Activities of Micro 
Enterprises (referred to below as the Micro 

Enterprise Revitalization Bill)
Micro enterprises make up approximately 90% of all 
SMEs and micro-enterprises, but because they lack 
adequate business resources, the numbers of such 
companies and employers have significantly decreased 
in recent years. Nevertheless, micro enterprises are 
important entities that contribute to the stability of 
regional economies and the development of Japan’s 
economic society. For this reason, there is urgent need 
for concentrated efforts to establish relevant measures 
in an attempt to rebuilt SME policies that focus on 
micro enterprises.
In view of the above situation, a bill to partially amend 
the Small and Medium-sized Enterprise Basic Act 
was approved in a Cabinet meeting. Not only was a 
revision made to the “Basic Principles” to include the 
significance of micro enterprises in stabilizing regional 
economies and developing Japan’s economic society, 
but provisions were also newly added regarding the 
promotion of overseas development and other such 
matters that are particularly important today in SME 
policies. Furthermore, policies for SME revitalization 
were also added, which stipulated (1) the promotion 
of management support utilizing IT technologies, (2) 
support for the cultivation of subcontracting SMEs, 
and (3) measures for facilitating fund procurement.

3. Special Committee on Measurement Standards 
and Intellectual Infrastructure under the Joint 
Conference of the Industrial Structure Council 
and the Japanese Industrial Standards Committee 
The Special Committee on Measurement Standards 
and Intellectual Infrastructure will discuss a new ten-
year development plan and policies for promoting 
the use of measurement standards and intellectual 
infrastructure that are easy to understand and use from 
the standpoint of SMEs and other users. (Ongoing)
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Section 1 Strengthening financial 
underpinnings

l	Specific measures
1. Lowering the reduced tax rate for SMEs (taxation 

scheme) (Ongoing) 

2. SME investment promotion tax system (taxation 
scheme) (Ongoing)

3. Special provision for inclusion of SMEs in charges 
against revenue of acquisition cost of petty sum 
depreciable assets (taxation scheme) (Ongoing)

4. Carryover and refund carryback of losses (taxation 
scheme) (Ongoing)

5. Taxation system for revitalization of commercial, 
service and agriculture/forestry/fishery industries
Pursuant to the FY2013 amendment, a new tax 
measure will be established with a view to promoting 
capital investments that contribute to revitalizing 
SMEs and micro-enterprises in the commercial, 
service and agriculture/forestry/fishery industries 
and thereby revitalizing these industries. Under the 
new system, SMEs and micro-enterprises in the 
commercial, service and agriculture/forestry/fishery 
industries that receive guidance and advice on business 
improvement and acquire a building, ancillary facility, 
furniture or fixture of a certain amount or higher based 
on that guidance or advice may receive a 30% bonus 
depreciation deduction from the cost of acquisition or 
a 7% tax credit. (New)

6. Expansion of tax exemption on entertainment and 
social expenses of SMEs  
Entertainment and social expenses incurred by 
corporations do not quality for deduction, in principle, 
but SMEs may include 90% of such expenses, up to a 
maximum of ¥6 million, in charges against revenue. 
Pursuant to the FY2013 tax revision, this ceiling 
of ¥6 million will be raised to ¥8 million, and the 
measure for exclusion of entertainment and social 
expenses from charges against revenue, up to the 
standard deduction limit (measure to exclude 10% 
from charges against revenue), will be abolished. 
(New)

7. Office for consultation regarding measures to 
shift consumption tax (fiscal 2012 supplementary 
budget (fund): ¥4.21 billion) (Ongoing)

Section 2 Measures for fair and  
proper subcontracting 
transactions / Development  
of SME subcontractors

To ensure subcontracting transactions are conducted 
in a fair and proper manner and no unreasonable burden 
falls on small and medium contractors owing to their 
relatively weak position compared with subcontracting 
entrepreneurs, unfair transactions will be strictly governed 
by the Subcontractor Payment Act. Additionally, to 
protect small and medium subcontractors by preventing 
violations from occurring, courses and other events will 
be organized to raise awareness of the Subcontractor 
Payment Act.

Furthermore, in consideration of the fact that small 
and medium subcontractors are facing a difficult situation 
due to the overseas development of principal contractors 
and their consolidation in Japan, support will be provided 
for autonomous initiatives that aim to cultivate business 
partners through businesses designed to solve issues in 
partnership among small and medium subcontractors.

Moreover, the development of small and medium 
subcontractors will be promoted through projects to 
provide order-receiving and issuing information to small 
and medium subcontractors seeking new business partners 
and support for market cultivation through business 
negotiation events. 

l	Specific measures
1. Stricter enforcement of the Subcontractor Payment 

Act (fiscal 2013 budget: included in ¥580 million)
Document examinations and on-the-spot 
investigations will continue to be conducted pursuant 
to the Subcontractor Payment Act. Enforcement of the 
Subcontractor Payment Act will be strengthened, and 
greater efforts than ever will be made for its thorough 
enforcement. (Ongoing)

2. Strengthening consultation systems and raising 
awareness of the importance of fair subcontracting 
transactions (fiscal 2013 budget: included in ¥580 
million)  (Ongoing)

3. Self-reliance support for SME and micro 
subcontractors (fiscal 2013 budget: ¥700 million) 
Pursuant to the revised Subcontracting Promotion 
Act based on the Micro Enterprise Revitalization Bill 
(Cabinet approval obtained on April 16), business 
plans designed to solve issues in partnership among 
transaction-dependent SME and micro subcontractors 
will be certified and supported in the form of 

Chapter 2 Support to strengthen the foundation of SMEs and micro-
enterprises
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subsidies, loans and special guarantee exceptions. 
Support in the form of subsidies will also be provided 
to micro subcontractors seeking to advance into new 
fields in regions where production centers of principal 
contractors have closed (or are slated to close). (New)

4. Market development assistance through 
introduction of subcontracting transactions and 
organization of business negotiation events (fiscal 
2013 budget: included in ¥50 million)
“Business matching stations” will introduce 
transactions to SME subcontractors in search of new 
business partners. Wide-area business negotiation 
events will also be held to help them cultivate new 
markets over a wide area. (Ongoing)

5. Request for consideration toward small and 
medium subcontractors (fiscal 2013 budget: 
included in ¥580 million)
To strengthen the business foundation of small and 
medium subcontractors, courses and other events 
will be organized to raise awareness of the general 
standards (development standards) that subcontractors 
and parent contractors are expected to observe. 
(Ongoing)

Section 3 Measures concerning public 
demand

To expand opportunities for SMEs and micro-
enterprises to receive orders from the public sector, 
the “FY2013 Policy on State Contracts with Small and 
Medium Enterprises” will be established, and steps will 
be taken to ensure the measures contained therein are 
fully disseminated and enforced.

l	Specific measures
1. Formulation and full enforcement of the “Policy 

on State Contracts with Small and Medium 
Enterprises” (fiscal 2013 budget: included in ¥580 
million)
To expand opportunities for SMEs and micro-
enterprises to receive orders from the public sector, 
the “Policy on State Contracts with Small and 
Medium Enterprises” will be established, and the 
measures contained therein will be fully disseminated 
and enforced by requesting local governments to 
take appropriate action and organizing information 
sessions. (Ongoing)

2. Operation of the “Public Demand Portal Site” to 
expand opportunities for SMEs to receive orders 
from the public sector (fiscal 2013 budget: included 
in ¥580 million) (Ongoing)

Section 4 Measures to stabilize business

To help SMEs and micro-enterprises stabilize their 
business, the Mutual Relief System for the Prevention 
of Bankruptcies of SMEs and Micro Enterprise Mutual 
Relief System operated by SMRJ will be steadily 
implemented and promoted.

In order to help solve the various management 
problems of SMEs and micro-enterprises facing business 
crises, support will continue to be provided through 
the Japan Chamber of Commerce and Industry and the 
Central Federation of Societies of Commerce and Industry 
to facilitate consultation services by special business 
stability advice centers established in key chambers of 
commerce and industry and prefectural federations of 
societies of commerce and industry across Japan.

Additionally, to contribute to improving crisis 
management capabilities of SMEs and micro-enterprises, 
initiatives for business continuity, including the 
formulation and implementation of business continuity 
plans (BCPs), will be further disseminated and promoted, 
and low-interest loans will be provided to fund the 
development of disaster-prevention facilities based on 
BCPs. 

l	Specific measures
1. Mutual Relief System for the Prevention of 

Bankruptcies of SMEs (Business Safety Mutual 
Relief System) (SMRJ subsidy program)
In cases where SMEs encounter difficulty in collecting 
amounts receivable due to the bankruptcy of a business 
partner, interest-free, unsecured, unguaranteed mutual 
relief money will be provided, determined according 
to the amount of past premiums made. Additionally, 
to prevent a chain reaction of bankruptcies, continued 
efforts will be made to promote the enrollment of 
SMEs in the Mutual Relief System for the Prevention 
of Bankruptcies of SMEs and the steady lending of 
mutual relief money. (Ongoing)

2. Micro Enterprise Mutual Relief System (SMRJ 
subsidy program)
The Micro Enterprise Mutual Relief System allows 
sole proprietors of micro enterprises, joint partners 
of independent businesses, and corporate directors 
to receive mutual relief money when they close their 
business or retire. Continued efforts will be made to 
promote enrollment in this system and to ensure the 
steady provision of mutual relief money. (Ongoing)

3. Special Business Stability Consultation Centers 
(fiscal 2013 budget: ¥40 million)
To facilitate the provision of business advice by 
Special Business Stability Consultation Centers 
established in key chambers of commerce and industry 
and prefectural federations of societies of commerce 
and industry across the country, continued support 
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will be provided to guidance programs operated by 
the Japan Chamber of Commerce and Industry and 
the Central Federation of Societies of Commerce and 
Industry. (Ongoing)

4. Promotion of wider adoption of BCPs by SMEs 
(fiscal investment and loan program)
Continued efforts will be made to disseminate and 
promote BCPs among SMEs and micro-enterprises, 
and low-interest loans will continue to be provided 
by JFC’s SME Unit to fund the development of 
disaster prevention facilities in accordance with BCPs 
formulated by SMEs and micro-enterprises. (Ongoing) 

5. Relief for damage caused by dumped imports
Trade remedy measures are in place to provide relief to 
domestic industries that suffer damage from dumped 
imports from foreign companies, such as by imposing 
extra duties to dumped products.
In fiscal 2013, on-site briefings on trade remedies will 
be held for companies, studies will be conducted to 
ensure WTO-consistent investigations, and efforts 
will be made to prevent damage from extending to 
other domestic industries. (Ongoing)

Section 5 Support for business 
revitalization and succession

To support the business improvement and 
rehabilitation initiatives of SMEs and micro-enterprises, 
the Business Support Council for SMEs will continue to 
handle queries about business rehabilitation from SMEs 
and micro-enterprises and provide advice on solutions. 
In fiscal 2013, continued support will also be provided 
to companies that need to fundamentally review their 
finances and operations to rehabilitate their business, 
by assisting in their formulation of rehabilitation plans 
and coordination with financial institutions. Support 
teams composed of resident experts and external experts 
(attorneys, certified public accountants, etc.) will also 
be organized as necessary to provide assistance in 
formulating specific rehabilitation plans.

Regarding support for business succession at SMEs 
and micro-enterprises, Business Succession Support 
Centers will be established throughout the country, 
particularly in regions with strong need for such support, 
to continue developing a framework that responds to 
needs for assistance in facilitating business succession.

Furthermore, from the perspective of maintaining 
regional economic vitality and securing employment, 
comprehensive support related to business succession will 
continue to be provided to SMEs and micro-enterprises, 
such as through special provisions for distributive shares 
in the Civil Code and the system of deferral of payment of 
inheritance tax and gift tax on non-listed shares.

The tax measure for business succession was reviewed 
on occasion of the fiscal 2013 tax revision to enhance 

its usability, such as by allowing business succession 
by members other than family members and relaxing 
the requirement for maintaining 80% of employment. 
Toward enforcement of the revised measure beginning in 
January 2015, greater efforts will be made to disseminate 
the measure, and continued support will be provided 
to ensure smooth succession of business by SMEs and 
micro-enterprises.

l	Specific measures
<Measures related to lack of successors>
1. Business succession support (Ongoing)

<Measures related to inheritance and gift taxes>
2. System of deferral of payment of inheritance 

tax and gift tax on non-listed shares (business 
succession taxation scheme) (taxation scheme) 
(Ongoing)

3. Expansion of the system of deferral of payment of 
inheritance tax and gift tax on non-listed shares 
(business succession taxation scheme) (taxation 
scheme) (New)
From fiscal 2013, the procedure for receiving prior 
approval from the Ministry of Economy, Trade and 
Industry, which was a requirement for the deferral 
of tax payment, will be abolished. Additionally, as 
usability of the system will be significantly improved 
from January 2015 by allowing business succession 
by members other than family members and relaxing 
the requirement for maintaining 80% of employment, 
efforts will be made to provide widespread knowledge 
of the system toward its enforcement.

<Measures related to personal guarantee>
4. Study groups on best practices regarding personal 

guarantees, etc., at SMEs (Ongoing)

<Measures related to succession of a company’s shares by 
a successor from outside the president’s family>
5. Expansion of the system of deferral of payment of 

inheritance tax and gift tax on non-listed shares 
(business succession taxation scheme) (taxation 
scheme) (cited earlier)

6. Business succession loans (fiscal investment and 
loan program) (Ongoing)

7. SME Revitalization Support Councils (fiscal 2013 
budget: ¥4.34 billion) (Ongoing)

8. SME revitalization funds (Ongoing)

9. Management improvements and business 
revitalization support by approved support 
agencies (fiscal 2013 budget: included in ¥120 
million) (Ongoing)
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10. Comprehensive support under the Management 
Succession Facilitation Act (Ongoing)

11. Support to facilitate business succession (fiscal 
2013 budget: ¥190 million) (Ongoing)

Section 1 Financial measures

To respond continuously to demand for funds 
accompanying initiatives for reconstruction from the 
Great East Japan Earthquake, financial support will 
continue to be provided in fiscal 2013 so that disaster-
affected businesses do not face further financing difficulty. 
Specifically, financial measures such as the Great East 
Japan Earthquake Recovery Special Loan and Great East 
Japan Earthquake Recovery Emergency Guarantee will 
be offered mainly to businesses that have suffered direct 
damage in disaster-affected regions.

l	Specific measures
1. Great East Japan Earthquake Recovery Special 

Loan (fiscal 2013 budget: ¥80.5 billion)
From fiscal 2013, special loans will continue to be 
provided to SMEs and micro-enterprises whose 
offices are located within specified disaster areas, with 
a view to accelerating restoration and reconstruction 
initiatives in those areas. (Ongoing)

2. Expansion of loan ceilings and lowering of interest 
rates on Managerial Improvement Loans (Marukei 
loans) and Managerial Improvement Loans for 
Environmental Health Business Loans (Eikei 
loans) (Ongoing)

3. Great East Japan Earthquake Recovery 
Emergency Guarantee
From fiscal 2013, emergency guarantees will continue 
to be provided to SMEs and micro-enterprises whose 
offices are located within specified disaster areas, with 
a view to accelerating restoration and reconstruction 
initiatives in those areas. (Ongoing)

4. Provision of disaster-related credit guarantees 
(Ongoing)

5. Extension of the repayment period of equipment 
fund loans, etc. to micro enterprises (Ongoing)

6. “Special Finance for Small and Medium 
Enterprises in the Specified Area” affected by the 
nuclear disaster (Ongoing) 

7. Expansion of financial support for construction 
industry (Ongoing)

Section 2 Measures against overlapping 
debt

Support to combat the overlapping debt problem 
will continue to be provided by Industrial Recovery 
Consultation Centers established in prefectures affected 
by the disaster, as well as by the Industry Reconstruction 
Corporation and the Incorporated Organization for 
Supporting the Turnaround of Businesses Damaged by 
the Great East Japan Earthquake.

l	Specific measures
1. Revival assistance from Industrial Recovery 

Consultation Centers and Industry Reconstruction 
Corporations (fiscal 2013 budget: ¥3.13 billion) 
(Ongoing)

2. Revival assistance from the Incorporated 
Organization for Supporting the Turnaround 
of Businesses Damaged by the Great East Japan 
Earthquake (Ongoing)

3. Reduction of interest burden during assessment of 
the potential for business regeneration (Ongoing)

4. Lease subsidy program to support SMEs in disaster-
affected areas (fiscal 2011 third supplementary 
budget: ¥10.05 billion) (Ongoing)

Section 3 Support for restoration and 
reconstruction of plants and 
shopping districts, etc.

Continued support will be provided to businesses that 
have been affected by the Great East Japan Earthquake, to 
facilitate swift reconstruction from the disaster.

SME group subsidies will continue to be provided 
to support the restoration and development of 
facilities and equipment by groups of SMEs and other 
organizations that have potential to play a leading 
role in local reconstruction initiatives. Additionally, in 
affected regions, the Organization for Small & Medium 
Enterprises and Regional Innovation, Japan (SMRJ) will 
set up and rent out temporary stores and plants free of 
cost to businesses via local governments, so that SMEs 
and micro-enterprises in those regions can quickly resume 
their business.

Furthermore, to improve shopping environments for 
residents of temporary housing and to help SMEs and 

Chapter 3 Measures for SMEs to cope with the effects of the Great 
East Japan Earthquake
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micro-enterprises in affected areas resume business, 
support will be provided to mobile vending services that 
serve such residents.

l	Specific measures
1. Post-disaster recovery project on joint facilities of 

small and medium business associations, etc. (fiscal 
2013 budget: ¥25.01 billion) (Ongoing)
To promote the restoration and reconstruction of areas 
devastated by the Great East Japan Earthquake, support 
will be provided for the restoration, development, 
and repair of facilities operated by groups of SMEs, 
business cooperatives, and other organizations 
affected by the disaster, through provision of the 
following subsidies.

 (1) The central and prefectural governments will 
respectively provide a subsidy equal to one-
half and one-quarter the cost of restoration and 
repair of facilities required for implementation 
of restoration plans that are created by groups of 
SMEs and micro-enterprises and are recognized 
by their respective prefecture as having potential 
to play an important role in maintaining regional 
economies and employment.

 (2) The central government will provide a subsidy 
equal to one-half the cost of post-disaster recovery 
initiatives taken by societies of commerce 
and industry to provide guidance and operate 
consultation facilities for the benefit of SMEs and 
micro-enterprises.

2. Maintenance project of temporary plants and 
stores (fiscal 2013 budget: ¥3 billion)
Although various subsidy programs have begun to be 
established to promote full-scale reconstruction under 
the fiscal 2012 third supplementary budget, temporary 
facilities will still be developed for businesses that 
must necessarily rely on such facilities to resume 
business in areas where initiatives for full-scale 
reconstruction have yet to be made. (Ongoing)

3. Loans for restoration and development of facilities 
and equipment (Ongoing)

4. Waivers, moratoriums and extensions of repayment 
of advancement loans (Ongoing)

5. Provision of light trucks to assist mobile vendors 
serving temporary housing (fiscal 2013 budget: 
¥300 million) (Ongoing)

6. Program to create employment that promotes 
business recovery (fiscal 2013 budget: included in 
¥151 billion)
To create stable employment in disaster-affected 
areas, employment support will be provided in an 
integral manner with industrial policies, in cases 

where business establishments engaging in business 
that is expected to play a central role in creating local 
employment in the future employ disaster victims 
(subsidy to defray the costs of employing new workers 
(including vocational training and employment 
management costs)). (Ongoing)

7. Start-up support for businesses that create regional 
employment (fiscal 2013 budget: ¥100 billion)
As the difficult employment situation continues, 
projects for creating employment will be relegated 
to private companies, NPOs and other organizations 
and unemployed people will be employed in line with 
industrial and employment promotion measures in 
regions recognized by their respective prefectures as 
experiencing a severe employment situation due to 
the closing of plants and other such circumstances. 
(Ongoing)

Section 4 Enhancement of management 
support and PR consulting 
services

1. Establishment of special help desks
Special help desks set up in the offices of JFC, Shoko 
Chukin, credit guarantee corporations, chambers of 
commerce and industry, federations of societies of 
commerce and industry, the Federations of Small 
Business Associations, branches of SMRJ, and 
Bureaus of Economy, Trade and Industry across Japan 
will provide detailed business and financial advice to 
SMEs and other businesses affected by the Great East 
Japan Earthquake. (Ongoing)

2. Navigation dial for SME phone consultations 
(Ongoing)

Section 5 Other measures

To promote business startups and changes, steps will 
be taken to ensure the steady implementation of loan and 
guarantee systems by public financial institutions and 
steady investments in private-sector investment funds by 
SMRJ. Additionally, the angel tax system will continue 
to be offered, to encourage investments in newly founded 
enterprises by individual investors.

Furthermore, to help SMEs and micro-enterprises 
create new businesses by demonstrating their potential to 
generate innovations, active support will continue to be 
provided for initiatives undertaken by SMEs and micro-
enterprises, such as for the development of inventive new 
products and services using frameworks of collaboration 
among agriculture, commerce and industry. 

Furthermore, support will also be provided to help 
SMEs and micro-enterprises develop markets, such as by 
actively supporting their participation in trade fairs such 
as the Japan International SME Exhibition (JISMEE).
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l	Specific measures
1. Consideration to SMEs in disaster-affected regions 

by the government and other public agencies (fiscal 
2013 budget: ¥580 million)
To expand opportunities for SMEs and micro-
enterprises in regions affected by the Great East Japan 
Earthquake to receive orders, continued efforts will 
be made to request the understanding of government 
agencies, local governments and other public agencies 
in giving “due consideration to SMEs in regions 
affected by the Great East Japan Earthquake,” which 
was stipulated for the first time in the fiscal 2011 
“Policy on State Contracts with Small and Medium 
Enterprises,” in addition to holding briefings on the 
policy throughout Japan. (Ongoing)

2. Support provided by Nippon Export and 
Investment Insurance (NEXI) (Ongoing)

3. Organization of briefings for foreign governments 
and industries
Relevant ministries, agencies, and organizations, 
including METI, MOFA, and JETRO will continue to 
work together to organize briefings and similar events 
to explain, among other things, the action being taken 
to deal with the crisis at Tokyo Electric Power’s 
Fukushima Daiichi Nuclear Power Station, measures 
being taken by Japan to ensure the safety of food 

and industrial goods, and promotion of investment 
by foreign companies in disaster-affected regions. 
(Ongoing)

4. Employment development subsidies for disaster 
victims (fiscal 2013 budget: ¥41.13 billion) 
(Ongoing)

5. Support for development of human resources 
for regeneration of Japan (financial incentive 
for supporting the development of construction 
workers for reconstruction of disaster-affected 
areas) (fiscal 2013 budget: included in ¥50 billion) 
(Ongoing)

6. Guidance and advice on measuring radiation levels 
(fiscal 2013 budget: ¥60 million) (Ongoing)

7. Support for business matching and product 
development related to industrial products (fiscal 
2013 budget: ¥200 million)
To dispel harmful rumors about disaster-affected 
areas and promote their sustainable reconstruction and 
development and revitalization of their economies, 
support will be provided for the cultivation of markets 
(business matching, product development, etc.) in 
Japan and abroad for local products produced in such 
areas. (Ongoing)

Chapter 4 Industry-specific measures for SMEs

Section 1 Measures for SMEs in 
agriculture, forestry and 
fisheries

1. Promotion of diversification of primary producers 
into processing and distribution (sixth sector 
industrialization)

 (1) Full-scale commencement of the Fund to 
Transform Agriculture, Forestry and Fisheries 
into Growth Industries (industrial investment 
financing, industrial investment loans)  
Growth capital and management support will 
be provided integrally to businesses aiming to 
diversify into the “sixth sector” (processing and 
distribution) through the Agriculture, Forestry 
and Fisheries Fund Corporation for Innovation, 
Value-chain and Expansion Japan (A-FIVE-J). 
(Ongoing)

 (2) Subsidy for sixth sector industrialization network 
activities (fiscal 2013 budget: ¥2.17 billion)

  To promote initiatives aimed at creating a sixth 
sector through the establishment of a network 
linking agriculture, forestry and fishery businesses 
and diverse other businesses in the same region, 
support will be provided to initiatives such as 

for the development and dispatch of human 
resources who will lead such initiatives, network-
based surveys and examinations of projects, 
development of machines and facilities needed 
in the project, development of new products, and 
cultivation of markets. (New)

 (3) Support for sixth sector industrialization (fiscal 
2013 budget: ¥1.44 billion)

  Support will be provided to agriculture, forestry 
and fishery businesses that aim to create a sixth 
sector mainly by developing a private consultation 
framework that corresponds to each stage of 
business growth. Support will also be provided 
to the initiatives of agriculture, forestry and 
fishery businesses to develop new products and 
markets and for the development of machinery 
and facilities for processing and marketing their 
products and other production machinery and 
facilities. (Ongoing)

 (4) Promotion of the comprehensive utilization of 
intellectual properties (fiscal 2013 budget: ¥130 
million)

  Support will be provided to such initiatives as 
the following: formulation of a new business 
model for regional revitalization using intellectual 



276

properties; creation of new businesses through the 
discovery, protection and utilization of intellectual 
properties; measures for preventing third parties 
abroad from registering Japanese place names as 
a trademark; and initiatives toward the practical 
application of DNA-based variety identification 
technologies to agricultural products. (New)

 (5) Promotion of the introduction of renewable 
energies in rural areas (fiscal 2013 budget: ¥170 
million)

  The development of agriculture, forestry and 
fishery businesses in rural areas will be promoted 
by pursuing community-based initiatives to supply 
renewable energies and feed back the advantages 
of such initiatives to local communities. (New)

2. Support for small and medium agricultural, 
forestry, and fishery businesses

 (1) Wood Industry Upgrading Promotion Fund and 
Forestry and Wood Industry Improvement Fund 
(Ongoing)

 (2) Subsidy for interests on the introduction of wood 
processing facilities (fiscal 2013 budget: ¥10 
million)

  A subsidy will be provided for interests on 
borrowings for the introduction of machinery and 
facilities that are needed for the stable supply of 
reliable quality and performance wooden products 
at low cost. (New)

 (3) Support to develop the framework of the wood 
industry based on the Subsidy for Establishment 
of the Foundation for Forest and Forestry 
Regeneration (Subsidy)

  Support will be provided for the development of 
wood processing and distribution facilities that are 
needed for the stable supply of high quality and 
performance products made of regional materials 
and for initiatives for the stable supply of such 
products through cooperation between small and 
medium plants and mid-tier plants. (New)

 (4) Subsidy for creating a strong agriculture industry 
and support for reorganization and development 
of the dairy industry by means of a subsidy 
for creating a strong agricultural industry and 
comprehensive measures for revitalization of 
production areas (fiscal 2013 budget: included in 
¥24.42 billion, included in ¥2.27 billion) (Ongoing 
with partial modification)

3. Support for R&D and other cross-field activities
 (1) The following programs will be implemented 

through competitive funding and other methods:
  1) Promotion of basic research to generate 

innovation (fiscal 2013 budget: ¥2.06 billion) 
(acceptance of new projects has closed in fiscal 
2012) (Ongoing)

  2) Promotion of studies of scientific technologies 

for the agriculture, forestry and fishery industry 
and the food industry (fiscal 2013 budget: 
¥4.57 billion) (New)

   R&D initiatives will be promoted at each stage 
of technological development, including the 
basic stage for development of technical seeds 
that lead to the development of solutions to 
various issues and innovative technologies 
in the agriculture, forestry, fishery and food 
industries (elemental technologies that lead to 
the creation of new technologies, undertakings 
or agri-business); the applied stage for 
developmental pursuit of those seeds toward 
R&D in the practical application stage; and the 
practical application stage for application of 
technologies in response to important national 
policies and diverse needs in the agriculture, 
forestry, fishery and food industries.

  3) Promotion of studies for practical application to 
the private sector (acceptance of new projects 
has closed in fiscal 2010) (Ongoing)

 (2) Various forms of lending by JFC (fiscal investment 
and loan program) (Ongoing)

Section 2 Measures for SMEs in the 
transportation industry

1. Support for the warehousing industry (Ongoing)

2. Support for automobile wrecking and maintenance 
businesses (Ongoing)

3. Measures for coastal and domestic passenger 
shipping industries (Ongoing)

 (1) Comprehensive program to reduce carbon 
emissions generated by marine transport (fiscal 
2013 budget: ¥260 million)

  Subsidies will be provided to defray the cost 
of introducing energy-efficient equipment by 
shipping operators and similar businesses, to 
make a transition to the environment industry 
by promoting the further reduction of carbon 
emissions from coastal transportation and ferries, 
which impose a smaller environmental burden 
compared to land transportation to begin with.

 (2) Interim measures for coastal shipping
  To ensure the smooth and steady implementation 

of interim measures for coastal shipping, support 
measures will be implemented by establishing 
a separate system of government guarantees of 
loans required to fund these measures.

 (3) Promotion of the construction of environmentally 
friendly and highly efficient domestic vessels 
using the joint shipbuilding program (fiscal 
investment and loan program)

  In fiscal 2013, joint construction of vessels worth 
¥30.3 billion (equivalent to approximately 80% of 
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total vessel construction) is hoped to be achieved.

4. Measures for small and medium shipbuilders and 
related manufacturers 

 (1) In addition to taking steps to develop a safety net for 
business stabilization, courses on modernization 
of management techniques will be held in eight 
locations, and health and safety manager training 
courses will also be held to help prevent industrial 
accidents. (fiscal 2013 budget: included in ¥50 
million)

  Furthermore, efforts will be made to enhance 
technological capabilities by providing support 
for the commercialization of new technologies 
through JRTT. (Ongoing)

 (2) Support will be provided to shipyards and 
shipbuilders that have suffered devastating damage 
in the Great East Japan Earthquake, particularly for 
their utilization of the Subsidy for Restoration and 
Reconstruction of (Groups of) SMEs, and for the 
procurement of materials and equipment needed 
for prompt recovery of their facilities. (Ongoing)

  Additionally, to promote the reconstruction 
of local shipbuilding industries that make a 
significant contribution to the fishery industry in 
disaster-affected areas, subsidies will be provided 
to groups of small and medium shipbuilding 
businesses that contribute to the fishery industry 
in areas where the industry is a core industry but 
face reconstruction difficulties due to ground 
subsidence, as well as for the costs of constructing 
and repairing facilities to be used jointly by the 
businesses and for constructing berthing facilities. 
(Subsidy for reconstruction assistance projects in 
the shipbuilding industry: ¥16 billion) (New)

 (3) Subsidies will be provided for the research and 
development of marine resource development 
technologies that contribute to the strategic 
growth of Japan’s marine industries and marine 
environment technologies that lead the world in 
reducing CO2 from vessels. (Subsidy for the R&D 
of technologies related to the maritime industry: 
¥810 million) (New)

Section 3 Measures for small and 
medium building contractors 
and realtors

1. Promotion of development and changes of business 
by building contractors playing a leading role in 
growth strategy (fiscal 2013 budget: ¥190 million)
Management strategy help desks have been established 
to support small, medium and mid-tier construction 
companies address management issues such as in 
developing new operations or reorganizing or closing 
existing operations, by providing advice from SME 
management consultants, certified public accountants 

and other relevant experts. (Consultation support)
Particularly with respect to businesses that seek to 
develop new operations or reorganize or close their 
existing operations and have the potential to set an 
example to other companies, a support team of experts 
are organized to provide continuous support until the 
companies achieve their goal, such as of formulating 
a management improvement plan. (Focused support)
In fiscal 2013, support for the initiatives of 
construction companies to develop new operations 
will be strengthened by expanding the scope of 
consultation support and providing management 
advice and technical advice in an integrated manner. 
Focused support will also be enhanced, and support 
will be provided for part of the expenses needed for 
operations that utilize the expertise of the construction 
industry to solve regional issues. (Ongoing) 

2. Financial support in the construction industry 
(Ongoing)

3. Support for overseas business expansion in the 
construction industry (fiscal 2013 budget: ¥40 
million) (Ongoing)

 (1) Overseas business development support advisory 
program

 (2) Database of overseas construction markets

4. Financial measures for small and medium realtors 
(Ongoing)

5. Program to enhance wooden housing production 
systems in the regions (local home branding 
program) (fiscal 2013 budget: included in ¥9 
billion)
Support will be provided for the development of long-
life, quality wooden housing by groups of relevant 
enterprises, from the supply of materials, including 
local materials, to the design and construction of such 
housing. (Ongoing)

6. Development of the real estate market (fiscal 2013 
budget: ¥100 million) (Ongoing)

7. Improvement and transmission of wooden housing 
construction capabilities (fiscal 2013 budget: ¥990 
million)
Support will be provided to enhance the ability of 
homebuilding businesses to build wooden housing and 
to ensure the transmission of technologies. (Ongoing)

Section 4 Measures for the 
environmental sanitation 
business

 
1. Measures for the environmental sanitation business 

(fiscal 2013 budget: ¥430 million)
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In fiscal 2013, health and welfare programs will 
be implemented, including cooperation promotion 
programs aimed at promoting environmental sanitation 
businesses and revitalizing local communities. 
(Ongoing)

2. Loans for environmental sanitation businesses 
(fiscal 2013 budget: ¥1.7 billion) (fiscal investment 
and loan program) (Ongoing)

Section 1 Environmental and energy 
measures

In response to the Great East Japan Earthquake, the 
future shape of energy policy will be comprehensively 
reviewed hereafter, but environmental and energy 
measures in SMEs and micro-enterprises will be 
continuously pursued in fiscal 2013, through support for 
the introduction of energy-saving equipment and facilities 
and equipment powered by renewable energy sources and 
anti-pollution measures.

l	Specific measures
1. Administrative support for the system of 

certification of greenhouse gas reduction by SMEs 
(new credit mechanism (tentative name)) (fiscal 
2013 budget: ¥680 million)
The new credit system (tentative name) takes the 
place of the domestic clean development mechanism, 
and certifies the amount of greenhouse gas emissions 
reduced by means of capital investment by SMEs and 
micro-enterprises as carbon credits. This program 
will provide operational support and support for the 
formulation of business plans under the system.
Furthermore, the program will develop the foundation 
of the carbon offset mechanism that offsets the amount 
of CO2 emissions from products with carbon credits, 
by taking advantage of the “visualization” of CO2 
emissions from products by the CFP system, and will 
promote demand for credits created under the new 
credit system. By boosting low-carbon investments by 
SMEs and promoting the circulation of funds in Japan 
through the use of these credits, the program will aim 
to achieve a good balance between the environment 
and economy. (New)

2. Promotion of environment-conscious business 
activities based on the “visualization” of CO2 

emissions and carbon credits (fiscal 2013 budget: 
¥170 million)
To build a scheme that allows SMEs and micro-
enterprises, and consumers to take proper 
environmental action and accelerate the creation of 
a sustainable and autonomous low-carbon society, 
measures will be taken to promote initiatives for 
calculating CO2 emissions from the production of 
products and offsetting the amount with carbon credits. 
Support will also be provided for the dissemination 

of carbon offset products through labeling. In other 
words, by taking advantage of the “visualization” of 
CO2 emissions by the CFP system, carbon offset will 
be promoted under the new credit system (tentative 
name). Furthermore, by supporting the spreading 
of carbon-offset products affixed with a dedicated 
mark in the market and at the same time promoting 
the purchase of eco-friendly products by consumers, 
SMEs and micro-enterprises will be encouraged to 
engage in environment-conscious business activities. 
(New)

3. Environment and Energy Measure Funds (for 
anti-pollution measures) (fiscal investment and 
loan program)
To promote anti-pollution measures by SMEs and 
micro-enterprises, low-interest loans will continue to 
be provided by JFC based on a review of relevant anti-
pollution facilities and interest rates. (Ongoing)

4. Anti-pollution tax system (taxation scheme)
The anti-pollution tax system will continue to be 
implemented, to support the pollution prevention 
initiatives of SMEs and micro-enterprises. (Ongoing)

  
5. Energy Use Rationalization Business Support 

Program (fiscal 2013 budget: ¥35.34 billion) 
(Ongoing)

6. Program for promoting the introduction of energy-
saving measures (fiscal 2013 budget: ¥600 million) 
(Ongoing)

7. Taxation system to promote environment-related 
investment (taxation scheme)
The two-year extension of the period of effect of 
the taxation system to promote environment-related 
investment has been included in the fiscal 2013 general 
revision of the taxation scheme, upon expanding the 
scope of the scheme, including co-generation facilities 
among assets subject to immediate depreciation, and 
also including stationary electricity storage facilities 
among assets subject to special depreciation or tax 
exemption. (Ongoing)

8. Subsidies for rationalization of energy use (for 
demonstration by micro enterprises) (fiscal 2013 
budget: ¥500 million)

Chapter 5 Other measures for SMEs



SME policies planned for fiscal 2013

Chapter 5

279

To promote energy-saving measures by micro 
enterprises, support will be provided for the 
replacement of their operational facilities. Measures 
will also be examined for creating a scheme that 
would allow micro enterprises to implement energy-
saving measures in a self-sustaining manner. (New)

Section 2 Promotion of the adoption of 
IT

The use and application of IT in corporate management 
is indispensable to increasing the competitive edge of 
SMEs and micro-enterprises. Until now, companies 
introduced IT mainly to improve operational efficiency, 
but it is now being introduced more as a means for 
attaching added value to business operations.

In addition to awarding and collecting/disseminating 
the best practices of SMEs and micro-enterprises that 
utilize IT to step out from their status as a subcontractor, 
respond to demands for multiproducts, small lots and 
short delivery schedules, take steps to visualize their 
operations and practice aggressive IT management, IT 
investment and loans programs of government-affiliated 
financial institutions will be made available for continued 
promotion of the use and application of IT by SMEs and 
micro-enterprises. 

l	Specific measures
<Measures related to cost burdens>
1. Lending by government-affiliated financial 

institutions for investment in IT (IT Fund) (fiscal 
investment and loan program) (Ongoing)

<Measures for lack of IT personnel>
2. Support for strategic development of CIOs (SMRJ 

subsidy program) (Ongoing) 

<Other IT-related measures>
3. Program to support business creation by SMEs 

and micro-enterprises (cited earlier)

4. Promotion of the utilization of IT in businesses by 
SMEs (fiscal 2013 budget: included in ¥380 million) 
(Ongoing)

Section 3 Measures for intellectual 
property

Many SMEs and micro-enterprises in Japan possess 
world-class technologies, but need assistance to acquire 
rights and utilize those technologies abroad. Based on 
this understanding, support related to intellectual property 
management will be strengthened to promote appropriate 
responses to risks of imitations and other frauds and 
misappropriation of trademarks. For example the scope 
of subsidies to SMEs and micro-enterprises will be 
expanded to defray the costs of IP-related applications in 

foreign countries.

l	Specific measures
1. Surveys of technical trends of patent application 

(fiscal 2013 budget: ¥570 million)
To support the development of R&D strategies and 
IP strategies, the results of surveys of technical trends 
of patent application and other studies on selected 
technological themes will be made publicly available 
via the Patent Office’s website and other channels. 
Themes will be selected based mainly on fields related 
to “Green Innovation” (environment/energy) and 
“Life Innovation” (medical and health care), which 
have been identified as being pivotal to Japan’s future 
growth and social development. (Ongoing)

2. Support for regional SMEs filing patent 
applications overseas (reduction of cost of filing 
patent applications overseas) (fiscal 2013 budget: 
¥340 million)
To promote strategic patent applications in foreign 
countries by regional SMEs and micro-enterprises, a 
subsidy will be provided via prefectural SME support 
centers to SMEs and micro-enterprises planning 
to expand their business overseas, to defray part 
of the cost of filing a patent application overseas 
(application fee to be paid to the patent agency in the 
foreign country, expenses for appointing an agent in 
Japan and abroad, translation fees, etc.). From fiscal 
2013, the scope of the support will be expanded to 
also include subsidies for utility model applications 
and trademark applications against misappropriation, 
in addition to conventional patent applications, design 
applications and trademark applications. Furthermore, 
the upper limit to subsidies for multiple cases of a 
single company will be raised. (Ongoing)

3. Promotion of wider use of IP systems (fiscal 2013 
budget: ¥80 million)
Entry-level and working-level explanatory meetings 
on IP systems are held according to the audience’s 
levels of knowledge and expertise. Entry-level 
meetings outline and provide basic knowledge 
of the IP system, while working-level meetings 
provide technical knowledge by sector, including 
the examination criteria for patents, designs, and 
trademarks, application of the trial system, and 
procedures for international application.
In fiscal 2013, entry-level meetings will be held in 47 
prefectures, and working-level meetings will be held 
in major cities throughout Japan. (Ongoing)

4. Measures to protect intellectual properties of 
SMEs (fiscal 2013 budget: ¥20 million) (Ongoing)

5. Patent strategy portal site (fiscal 2013 budget: ¥10 
million) (Ongoing)
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6. Reduction of patent and other fees paid by SMEs
The measure to halve examination request and patent 
fees (for the first to tenth years) for R&D-oriented 
SMEs will continue to be implemented so that SMEs 
and micro-enterprises actively engaging in R&D can 
develop new business activities by patenting their 
R&D outputs. (Ongoing)

7. Accelerated examination and accelerated appeal 
examination system
SMEs and micro-enterprises filing an application 
for examination or appeal examination may receive 
an examination or appeal examination earlier than 
regular cases by submitting the form for “explanation 
of situation for accelerated examination” or the form 
for “explanation of situation for accelerated appeal 
examination.” (Ongoing)

8. Provision of one-stop IP service for SMEs (fiscal 
2013 budget: ¥1.94 billion)
General IP Help Desks will be established in each 
prefecture and staffed by support staff in order to 
provide one-stop service for on-the-spot resolution of 
IP concerns and problems encountered by SMEs and 
micro-enterprises in the course of business. In addition 
to providing the services of IP experts to resolve 
highly technical issues, efforts will also be made to 
promote the utilization of intellectual properties by 
SMEs and micro-enterprises by identifying SMEs and 
micro-enterprises that are not making effective use of 
SME support providers and their intellectual property. 
(Ongoing)

9. Emerging Country IP Information Databank  
(fiscal 2013 budget: ¥30 million) (Ongoing) 

10. Promotion of the acquisition of rights through 
sophisticated use of IP information (INPIT subsidy 
program) (Ongoing) 

Section 4 Promotion of human rights 
awareness

Human rights awareness (fiscal 2013 budget: ¥190 
million) (Ongoing)

Section 5 Promotion of surveys and 
public information activities

1. Publicizing of measures
 (1) Publication of booklets (Ongoing)
 (2) Publication of flyers (Ongoing)
 (3) Organization of “One-day SME Agency” events 

(Ongoing)
 (4) Online publicity activities (Ongoing) 
 (5) J-Net 21 (portal site for SME business support) 

(Ongoing)

2. Production of the White Paper on Small and 
Medium Enterprises in Japan and other 
publications (Ongoing)
 

3. Basic Survey of Small and Medium Enterprises 
(Ongoing)

4. Publication of the Survey on SME Business 
Conditions (Ongoing)
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Appended note 1-1-1 Trend of bankruptcies associated with the Great East Japan 
Earthquake 
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Source: Tokyo Shoko Research, Ltd ., Business Failure News (Monthly) .
Note: The number of bankruptcies associated with the Great East Japan Earthquake is as of the end of March 2013 . 



284

Appended note 1-1-2 Provisional estimates on changes in SMEs’ profit rate given a 
10% rise in petroleum product prices

Direct ripple effects Indirect ripple effects

0.0 -0.2 -0.4 -0.6 -0.8 -1.0 -1.2
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Source: SME Agency, 2005 Input-Output Table by Size.
Notes: 1 . The figure shows the impacts of an assumed across-the-board 10% increase in petroleum product prices on profit rates 

(operating surplus/domestic production) on 21 aggregated sectors, by assuming 289 sectors, comprising large enterprise-
related sectors, the finance/insurance sector and business electricity etc ., as “Sectors capable of passing through cost 
increases”, and 241 sectors, comprising SME-related sectors, parts of the agriculture, forestry and fisheries sector and 
the transportation sector, as “Sectors incapable of passing through increases”, using the 2005 Input-Output Table by Size 
(basic classification) .

 2 .  Here, in addition to the operating profit, the operating surplus in a corporate enterprise includes income from interest and, 
in the case of self-employed entrepreneurs, the proprietor’s own income and the earnings of any unpaid family employees .

 3 .  Direct ripple effects are the effects incurred by increases in the price of the petroleum product prices consumed by the 
enterprise itself . Indirect ripple effects are the effects incurred by purchasing of materials or services from enterprises 
capable of passing through of which prices have rose due to increased petroleum product prices .

 4 .  Other than the above, profit rate of coal products and paving materials of SMEs declined by 1 .47% (of which 1 .36% was 
due to direct ripple effects and 0 .12% was due to indirect ripple effects) . 
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Appended note 1-1-3 Financial indicators (by size and industry)

(1) Equity ratio

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Manufacturing

Large enterprises 25 .6 26 .4 27 .8 29 .0 30 .6 31 .3 32 .9 33 .2 33 .6 34 .7 35 .6 36 .0 37 .2 38 .0 38 .8

Medium enterprises 18 .7 18 .2 18 .9 18 .6 19 .4 19 .3 19 .7 20 .3 21 .7 22 .9 22 .3 22 .6 22 .9 22 .4 23 .9

Micro enterprises 16 .4 17 .1 15 .3 15 .5 15 .1 17 .7 18 .2 18 .4 18 .1 17 .7 15 .3 15 .4 14 .5 15 .7 16 .4

Commerce/
Services

Large enterprises 14 .7 14 .3 15 .9 15 .7 16 .5 17 .2 16 .9 17 .6 18 .9 18 .5 19 .4 19 .6 20 .0 21 .0 22 .0

Medium enterprises 15 .9 15 .5 16 .2 16 .1 15 .9 16 .5 16 .3 16 .4 17 .2 17 .9 18 .3 16 .6 18 .4 18 .0 19 .2

Micro enterprises 17 .0 17 .1 17 .2 17 .5 16 .1 16 .7 15 .9 16 .3 17 .0 19 .0 17 .1 17 .4 15 .3 17 .7 15 .8

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Manufacturing

Large enterprises 39 .3 39 .6 39 .9 40 .6 40 .9 42 .8 44 .2 45 .3 45 .7 46 .0 45 .8 47 .1 48 .2 48 .0

Medium enterprises 24 .4 24 .6 26 .0 26 .8 28 .6 30 .2 30 .6 32 .5 32 .5 34 .5 35 .3 35 .9 38 .2 38 .6

Micro enterprises 15 .2 13 .2 15 .2 15 .8 17 .5 15 .7 17 .7 16 .2 19 .7 18 .9 18 .9 20 .7 20 .4 20 .0

Commerce/
Services

Large enterprises 22 .6 24 .8 25 .4 27 .0 28 .6 28 .9 30 .5 31 .3 32 .7 33 .3 35 .4 36 .3 37 .0 37 .1

Medium enterprises 18 .9 20 .2 20 .5 23 .1 25 .0 28 .2 28 .0 29 .3 28 .6 30 .4 33 .1 32 .9 33 .3 34 .4

Micro enterprises 15 .3 15 .7 15 .2 13 .8 17 .2 16 .7 18 .9 18 .8 17 .1 19 .2 18 .6 24 .5 23 .4 25 .1

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Equity ratio = Net assets / Total assets
 2 . Figures are median values .
 3 . Here, “Commerce/Services” is a collective designation for retail trade, wholesale trade, and various services .

(2) Fixed assets ratio

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Manufacturing

Large enterprises 130 .3 128 .8 127 .9 124 .1 116 .4 113 .9 110 .8 112 .0 117 .7 122 .6 120 .6 116 .4 112 .6 111 .0 110 .1

Medium enterprises 169 .3 178 .6 176 .7 184 .0 180 .9 175 .8 173 .8 173 .9 178 .5 177 .9 187 .1 182 .6 177 .5 176 .6 167 .8

Micro enterprises 195 .3 181 .9 220 .9 214 .1 222 .2 190 .5 175 .9 189 .8 195 .5 215 .2 240 .0 265 .6 257 .7 255 .0 237 .6

Commerce/
Services

Large enterprises 228 .0 220 .1 204 .7 219 .8 199 .8 193 .1 196 .8 193 .9 191 .4 206 .7 205 .8 199 .9 194 .2 189 .8 188 .9

Medium enterprises 188 .4 204 .9 197 .8 201 .9 200 .0 200 .8 195 .9 208 .4 201 .6 211 .6 202 .4 220 .9 216 .7 220 .2 214 .3

Micro enterprises 192 .6 196 .3 180 .3 177 .3 200 .0 186 .9 216 .5 196 .6 192 .7 182 .8 219 .1 214 .6 237 .0 200 .0 242 .4

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Manufacturing

Large enterprises 113 .9 112 .6 116 .1 119 .0 116 .4 111 .2 106 .2 103 .6 102 .6 102 .2 106 .5 101 .4 97 .7 96 .1

Medium enterprises 169 .6 172 .8 153 .7 153 .3 147 .9 133 .9 130 .3 125 .7 119 .6 115 .1 116 .4 117 .7 105 .6 103 .3

Micro enterprises 277 .6 313 .7 265 .6 262 .5 238 .3 256 .3 215 .0 238 .8 196 .7 200 .0 196 .3 215 .5 200 .0 205 .0

Commerce/
Services

Large enterprises 190 .8 174 .2 166 .9 165 .3 151 .9 149 .7 143 .1 137 .0 127 .2 122 .5 117 .7 117 .7 114 .1 107 .8

Medium enterprises 232 .6 208 .1 209 .7 187 .0 173 .1 152 .8 139 .1 134 .6 135 .7 129 .0 121 .9 121 .7 122 .5 115 .1

Micro enterprises 250 .0 269 .6 279 .4 300 .0 247 .6 250 .0 209 .4 225 .4 233 .6 201 .0 195 .0 161 .2 164 .4 159 .4

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Fixed assets ratio = Tangible fixed assets / Net assets 
 2 . Figures are median values .
 3 . Here, “Commerce/Services” is a collective designation for retail trade, wholesale trade, and various services .
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(3) Ratio of fixed assets to long-term capital

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Manufacturing

Large enterprises 69 .2 71 .1 70 .1 69 .0 66 .2 65 .8 62 .6 64 .3 65 .8 67 .2 66 .9 66 .8 66 .7 68 .6 69 .3

Medium enterprises 70 .4 72 .4 72 .7 70 .7 70 .3 69 .8 68 .9 68 .9 70 .8 70 .6 71 .5 72 .6 72 .3 72 .3 73 .1

Micro enterprises 66 .9 66 .0 69 .7 66 .0 66 .6 64 .6 61 .4 64 .2 63 .5 64 .9 65 .3 67 .8 65 .0 67 .8 65 .4

Commerce/
Services

Large enterprises 78 .4 79 .5 78 .6 79 .6 77 .7 75 .2 74 .4 74 .5 74 .7 77 .2 77 .2 77 .4 78 .9 79 .5 80 .2

Medium enterprises 68 .0 66 .9 68 .3 68 .0 66 .8 65 .9 64 .2 63 .3 64 .1 65 .2 66 .1 67 .6 66 .8 67 .3 69 .0

Micro enterprises 62 .9 59 .6 56 .9 59 .6 60 .3 59 .0 58 .1 59 .6 58 .9 57 .3 59 .8 59 .5 56 .7 55 .4 63 .1

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Manufacturing

Large enterprises 68 .9 68 .6 71 .1 71 .9 71 .1 70 .0 68 .9 68 .0 68 .3 68 .3 68 .5 65 .1 63 .5 62 .9

Medium enterprises 74 .0 73 .3 71 .1 70 .9 70 .8 67 .8 65 .9 65 .4 63 .3 62 .3 62 .4 60 .5 58 .0 57 .0

Micro enterprises 67 .4 66 .7 64 .5 64 .5 65 .6 66 .7 62 .3 61 .4 57 .1 57 .8 56 .7 54 .0 54 .3 53 .8

Commerce/
Services

Large enterprises 80 .0 78 .5 77 .9 76 .2 74 .4 71 .9 70 .7 69 .2 65 .9 64 .9 62 .7 58 .8 57 .0 55 .6

Medium enterprises 68 .8 65 .6 68 .1 65 .6 64 .1 60 .8 57 .1 56 .5 56 .1 55 .0 52 .6 54 .3 55 .0 53 .4

Micro enterprises 59 .6 59 .9 61 .6 62 .5 63 .7 60 .8 55 .7 58 .1 55 .3 52 .3 54 .3 53 .3 55 .2 53 .2

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Ratio of fixed assets to long-term capital = Tangible fixed assets / (Net assets + Fixed liabilities)
 2 . Figures are median values .
 3 . Here, “Commerce/Services” is a collective designation for retail trade, wholesale trade, and various services . 
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Appended note 1-1-4 Productivity indicators (by size and industry)

(1) Labor productivity Unit: (10,000 yen/person)

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Manufacturing

Large enterprises 643 687 698 678 724 796 848 890 874 813 796 820 862 909 911

Medium enterprises 457 485 497 488 519 560 598 623 655 624 617 629 645 653 660

Micro enterprises 323 345 353 367 369 411 432 461 491 456 445 440 446 433 444

Commerce/
Services

Large enterprises 562 586 604 606 625 673 698 736 745 716 696 720 735 767 739

Medium enterprises 404 411 428 431 453 477 495 521 547 540 539 537 547 544 536

Micro enterprises 295 309 314 325 324 356 356 367 402 400 386 389 403 400 368

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Manufacturing

Large enterprises 839 863 927 855 910 958 1,013 1,020 1,026 1,011 811 791 914 901

Medium enterprises 613 636 659 635 645 674 696 692 685 692 606 554 635 638

Micro enterprises 416 385 400 392 388 371 380 378 370 374 359 331 347 360

Commerce/
Services

Large enterprises 723 743 764 754 747 762 760 770 757 762 734 709 740 747

Medium enterprises 526 519 521 522 527 561 568 575 565 573 544 550 573 579

Micro enterprises 352 346 350 340 340 328 338 327 338 324 333 346 343 357

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Labor productivity = Value added / Number of workers
 2 . Value added = Personnel costs + Interest expenses, etc . + Rent of movable property and real estate + Taxes and 

public impositions + Net operating profit
 3 . Figures are median values .
 4 . Here, “Commerce/Services” is a collective designation for retail trade, wholesale trade, and various services . 

(2) Capital-labor ratio Unit: (10,000 yen/person) 

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Manufacturing

Large enterprises 540 599 642 664 688 756 812 892 967 982 981 989 1,014 1,066 1,114

Medium enterprises 368 384 408 416 449 458 522 546 617 650 684 682 705 728 764

Micro enterprises 160 171 192 200 200 222 225 233 240 245 273 261 257 243 240

Commerce/
Services

Large enterprises 422 438 462 505 496 563 614 658 711 749 746 767 774 820 842

Medium enterprises 248 269 269 274 300 305 323 349 370 379 387 393 428 433 455

Micro enterprises 136 125 131 135 143 147 168 154 179 160 165 174 171 175 196

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Manufacturing

Large enterprises 1,117 1,153 1,183 1,197 1,189 1,187 1,196 1,201 1,216 1,220 1,193 1,156 1,113 1,102

Medium enterprises 750 797 792 816 845 840 820 852 809 858 829 803 778 770

Micro enterprises 246 253 257 271 300 294 260 288 285 254 263 283 288 333

Commerce/
Services

Large enterprises 827 819 803 788 758 724 695 651 606 594 555 563 538 520

Medium enterprises 459 459 483 444 422 460 393 422 363 368 346 367 344 345

Micro enterprises 180 212 195 188 205 197 200 186 174 195 160 200 200 195

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually.
Notes: 1 . Capital-labor ratio = Tangible fixed assets / Number of workers
 2 . Figures are median values .
 3 . Here, “Commerce/Services” is a collective designation for retail trade, wholesale trade, and various services . 
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(3) Capital productivity

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Manufacturing

Large enterprises 1 .14 1 .13 1 .06 0 .98 0 .99 1 .02 1 .00 0 .95 0 .87 0 .81 0 .80 0 .84 0 .83 0 .84 0 .81

Medium enterprises 1 .24 1 .24 1 .19 1 .17 1 .16 1 .19 1 .13 1 .11 1 .03 0 .96 0 .89 0 .89 0 .89 0 .88 0 .86

Micro enterprises 1 .92 1 .95 1 .79 1 .75 1 .76 1 .80 1 .86 1 .82 1 .90 1 .72 1 .63 1 .52 1 .66 1 .68 1 .76

Commerce/
Services

Large enterprises 1 .32 1 .32 1 .28 1 .18 1 .21 1 .19 1 .09 1 .11 1 .09 1 .02 0 .94 0 .95 0 .94 0 .91 0 .87

Medium enterprises 1 .52 1 .46 1 .51 1 .47 1 .43 1 .48 1 .42 1 .36 1 .33 1 .27 1 .25 1 .21 1 .16 1 .08 1 .06

Micro enterprises 1 .98 2 .11 2 .15 2 .02 2 .00 2 .10 1 .90 2 .04 2 .00 2 .08 2 .00 1 .89 1 .97 1 .90 1 .60

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Manufacturing

Large enterprises 0 .74 0 .74 0 .78 0 .69 0 .73 0 .79 0 .81 0 .82 0 .81 0 .80 0 .66 0 .67 0 .80 0 .81

Medium enterprises 0 .79 0 .76 0 .81 0 .78 0 .73 0 .78 0 .80 0 .78 0 .81 0 .78 0 .72 0 .66 0 .79 0 .79

Micro enterprises 1 .48 1 .45 1 .43 1 .33 1 .17 1 .16 1 .22 1 .17 1 .16 1 .29 1 .18 0 .94 1 .00 0 .98

Commerce/
Services

Large enterprises 0 .86 0 .88 0 .93 0 .91 0 .96 1 .01 1 .05 1 .14 1 .19 1 .23 1 .29 1 .25 1 .34 1 .39

Medium enterprises 0 .98 0 .96 0 .90 0 .94 0 .97 1 .03 1 .24 1 .18 1 .22 1 .21 1 .30 1 .21 1 .32 1 .38

Micro enterprises 1 .63 1 .38 1 .50 1 .43 1 .33 1 .24 1 .22 1 .29 1 .28 1 .25 1 .46 1 .11 1 .10 1 .32

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Capital productivity = Value added / Tangible fixed assets
 2 . Value added = Personnel costs + Interest expenses, etc . + Rent of movable property and real estate + Taxes and public 

impositions + Net operating profit
 3 . Figures are median values .
 4 . Here, “Commerce/Services” is a collective designation for retail trade, wholesale trade, and various services . 
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Appended note 1-1-5 Productivity indicators for Commerce/Services (by size)

(1) Labor productivity Unit: (10,000 yen/person) 

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Wholesale trade

Large enterprises 658 694 716 703 737 815 855 904 914 876 834 843 881 910 892

Medium enterprises 457 468 483 500 526 574 582 646 695 650 633 645 652 670 673

Micro enterprises 345 360 386 375 372 393 415 457 500 451 436 431 433 435 420

Retail trade

Large enterprises 449 452 483 515 520 572 591 631 648 634 628 654 651 682 625

Medium enterprises 314 322 350 327 360 364 389 394 419 419 423 422 418 418 409

Micro enterprises 240 263 263 271 271 292 278 294 331 336 315 328 329 328 288

Services

Large enterprises 516 539 542 570 583 633 692 738 735 705 687 712 752 775 795

Medium enterprises 389 394 421 427 441 470 498 522 539 536 548 558 578 556 544

Micro enterprises 301 300 301 339 329 351 371 394 400 400 400 384 462 416 396

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Wholesale trade

Large enterprises 868 904 972 915 924 959 984 1,032 1,051 1,029 964 879 945 969

Medium enterprises 644 658 689 668 674 679 707 731 715 743 676 612 704 686

Micro enterprises 400 379 400 371 367 392 363 360 371 372 339 370 350 350

Retail trade

Large enterprises 624 647 633 640 641 645 615 612 605 595 596 579 580 622

Medium enterprises 396 385 366 371 392 400 368 378 342 378 362 360 375 386

Micro enterprises 275 266 260 251 242 250 247 233 236 244 254 280 250 252

Services

Large enterprises 781 802 813 816 807 814 747 783 762 743 775 709 715 718

Medium enterprises 563 541 545 554 542 574 522 506 516 514 483 530 531 552

Micro enterprises 399 388 400 400 400 375 370 372 342 320 352 335 368 380

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Labor productivity = Value added / Number of workers
 2 . Value added = Personnel costs + Interest expenses, etc . + Rent of movable property and real estate + Taxes and 

public impositions + Net operating profit
 3 . Number of workers = Officers + Number of employees
 4 . Figures are median values .
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Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Labor productivity = Value added / Number of workers .
 2 . Value added = Personnel costs + Interest expenses, etc . + Rent of movable property and real estate + Taxes and 

public impositions + Net operating profit
 3 . Number of workers = Officers + Number of employees
 4 . Figures are median values .
 5 . Figures in parentheses are 2011 figures with 1983 figures for the different business sizes as 100 . 
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(2) Capital-labor ratio Unit: (10,000 yen/person) 

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Wholesale trade

Large enterprises 316 336 356 392 417 458 505 520 582 621 678 665 698 788 777

Medium enterprises 224 250 230 263 285 293 298 313 341 352 348 347 330 385 398

Micro enterprises 95 100 105 104 126 101 114 118 143 139 133 141 133 133 136

Retail trade

Large enterprises 389 373 428 462 455 516 570 638 676 727 719 779 757 770 809

Medium enterprises 163 200 191 194 212 200 238 250 242 245 247 240 292 293 259

Micro enterprises 96 100 99 102 100 115 131 108 150 120 137 140 139 149 147

Services

Large enterprises 636 820 746 869 699 753 805 864 754 849 729 764 697 748 762

Medium enterprises 405 384 482 431 420 458 438 482 455 436 472 519 567 514 603

Micro enterprises 143 140 154 143 199 138 202 186 172 159 167 178 175 189 201

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Wholesale trade

Large enterprises 841 786 815 833 831 805 790 724 739 709 705 713 708 695

Medium enterprises 453 375 459 435 401 481 408 416 368 369 415 413 410 441

Micro enterprises 150 175 159 160 178 187 200 167 150 161 136 150 200 192

Retail trade

Large enterprises 764 771 762 724 710 718 669 618 517 499 500 531 473 454

Medium enterprises 257 281 250 252 267 333 238 302 228 252 245 250 267 272

Micro enterprises 141 153 153 145 164 149 165 161 150 183 150 200 176 200

Services

Large enterprises 586 578 501 427 370 358 440 441 453 422 344 303 303 271

Medium enterprises 621 582 654 501 405 332 409 431 386 364 313 377 315 288

Micro enterprises 200 235 200 191 206 173 199 200 150 167 145 179 200 167

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Capital-labor ratio = Tangible fixed assets / Number of workers
 2 . Number of workers = Officers + Number of employees
 3 . Figures are median values .
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Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Capital-labor ratio = Tangible fixed assets / Number of workers 
 2 . Number of workers = Officers + Number of employees
 3 . Figures are median values .
 4 . Figures in parentheses are 2011 figures with 1983 figures for the different business sizes as 100 .
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(3) Capital productivity

Year 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97

Wholesale trade

Large enterprises 2 .0 2 .0 1 .9 1 .7 1 .7 1 .7 1 .6 1 .7 1 .5 1 .4 1 .2 1 .2 1 .2 1 .1 1 .1

Medium enterprises 1 .9 1 .7 1 .9 1 .8 1 .8 1 .8 1 .8 1 .8 1 .8 1 .6 1 .8 1 .6 1 .7 1 .6 1 .5

Micro enterprises 2 .9 3 .2 3 .1 3 .2 2 .6 3 .2 3 .2 3 .5 2 .8 2 .7 2 .7 2 .4 2 .9 2 .9 2 .6

Retail trade

Large enterprises 1 .1 1 .2 1 .1 1 .1 1 .1 1 .1 1 .0 1 .0 0 .9 0 .9 0 .9 0 .9 0 .9 0 .9 0 .8

Medium enterprises 1 .7 1 .5 1 .7 1 .6 1 .5 1 .8 1 .6 1 .5 1 .5 1 .5 1 .6 1 .6 1 .4 1 .3 1 .6

Micro enterprises 2 .4 2 .4 2 .4 2 .5 2 .5 2 .4 2 .2 2 .5 2 .2 2 .6 2 .2 2 .2 2 .0 2 .0 1 .8

Services

Large enterprises 0 .8 0 .6 0 .7 0 .6 0 .8 0 .8 0 .8 0 .8 1 .1 1 .0 1 .0 0 .9 1 .1 1 .0 1 .1

Medium enterprises 0 .9 1 .0 0 .9 0 .9 1 .0 0 .9 1 .1 0 .9 1 .0 1 .0 1 .0 0 .9 0 .9 0 .9 0 .9

Micro enterprises 1 .7 1 .8 2 .0 2 .0 1 .5 1 .9 1 .4 1 .7 1 .9 2 .1 2 .0 1 .8 2 .0 1 .8 1 .3

Year 98 99 00 01 02 03 04 05 06 07 08 09 10 11

Wholesale trade

Large enterprises 1 .0 1 .1 1 .1 1 .0 1 .0 1 .1 1 .1 1 .3 1 .3 1 .4 1 .3 1 .2 1 .2 1 .3

Medium enterprises 1 .2 1 .5 1 .3 1 .3 1 .4 1 .3 1 .5 1 .5 1 .6 1 .7 1 .3 1 .2 1 .4 1 .4

Micro enterprises 2 .1 1 .8 2 .1 1 .8 1 .7 1 .7 1 .4 1 .8 1 .6 1 .8 2 .3 1 .7 1 .6 1 .2

Retail trade

Large enterprises 0 .8 0 .8 0 .8 0 .8 0 .9 0 .9 0 .9 1 .1 1 .1 1 .2 1 .2 1 .2 1 .3 1 .3

Medium enterprises 1 .4 1 .3 1 .4 1 .4 1 .3 1 .1 1 .4 1 .3 1 .2 1 .4 1 .6 1 .7 1 .4 1 .4

Micro enterprises 1 .8 1 .6 1 .6 1 .5 1 .3 1 .4 1 .4 1 .3 1 .3 1 .2 1 .4 1 .2 1 .0 1 .0

Services

Large enterprises 1 .3 1 .4 1 .7 1 .8 2 .2 2 .2 1 .6 1 .7 1 .6 1 .8 2 .3 2 .3 2 .4 2 .6

Medium enterprises 0 .7 0 .8 0 .8 0 .9 1 .0 1 .4 1 .1 1 .1 1 .1 1 .2 1 .3 1 .3 1 .5 1 .8

Micro enterprises 1 .5 1 .3 1 .5 1 .5 1 .6 1 .4 1 .4 1 .4 1 .8 1 .5 1 .9 1 .3 1 .5 1 .7

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Capital productivity = Value added / Tangible fixed assets
 2 . Value added = Personnel costs + Interest expenses, etc . + Rent of movable property and real estate + Taxes and public 

impositions + Net operating profit
 3 . Number of workers = Officers + Number of employees
 4 . Figures are median values .
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Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 . Capital productivity = Value added / Tangible fixed assets
 2 . Value added = Personnel costs + Interest expenses, etc . + Rent of movable property and real estate + Taxes and public 

impositions + Net operating profit
 3 . Figures are median values .
 4 . Figures in parentheses are 2011 figures with 1983 figures for the different business sizes as 100 . 
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Appended note 2-1-1 Rate of business entries and exits for Japan, U.S. and U.K.

Appended note 2-1-2 Ratio of businesses by form of business start-up
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Fiscal 2011: Rate of business entries: 4 .5%; Rate of business exits: 3 .9%

 U .S .: U .S . Small Business Administration, The Small Business Economy: A Report to the President (2012)
 U .K .: Office for National Statistics, Business Demography (2010)
Notes: 1 . The rate of business entries and exits for Japan is calculated based on the appearance and disappearance of 

workplaces which have established labor insurance relationships related to employment insurance .
 2 . The rate of business entries and exits for the U .S . is calculated based on the emergence and disappearance of 

employers .
 3 . The rate of business entries and exits for the U .K . is calculated based on the number of companies registered as 

paying value-added tax (VAT) and pay-as-you-earn (PAYE) tax .
 4 . Because the characteristics of the statistics differs between countries, it is not possible to make simple comparisons . 

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Note: “Other” responses are excluded from the result .
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Appended note 2-1-3 Effect of business start-ups using regional resources on local 
communities and society by type of start-up   

Appended note 2-1-4 Changes in number of employees according to organizational 
structure (medical, healthcare and welfare only)
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Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Notes: 1 . The percentages of each item represent the ratio of companies that said their startup had “a good impact” or “a 
somewhat good impact” on the local community and society by utilizing local resources (either of “agriculture/forestry/
fisheries products,” “industrial products and its production technology,” “tourist attractions,” and “others”) .

 2 . Of the two n values in parentheses shown after each item, the left value represents the number of regional demand-
creating enterprises, and the right value the number of global growth-oriented enterprises .

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Notes: 1 . The result represents companies that responded “Medical, healthcare and welfare” as their major business .
 2 . The average number of employees excludes figures that are less than [Average value – (standard deviation × 3)] and 

figures greater than [Average value + (standard deviation × 3)] as aberrant values .
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Appended note 2-1-5 Locations of startup companies by organizational structure 
(medical, healthcare and welfare only)

Appended note 2-1-6 Entrepreneur’s ages at different stages of startup, by 
organizational structure (medical, healthcare and welfare only)

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Notes: 1 . The result represents companies that responded “Medical, healthcare and welfare” as their major business .
 2 . The three major metropolitan areas are the Kanto, Chukyo and Keihanshin metropolitan areas, and prefectures that 

are home to the principal cities of these metropolitan areas include Saitama, Chiba, Tokyo, Kanagawa, Aichi, Kyoto, 
Osaka and Hyogo prefectures .

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Note: The result represents companies that responded “Medical, healthcare and welfare” as their major business .
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Appended note 2-1-7 Funding sources at the initial growth stage by type of startup 
(multiple responses)

Appended note 2-1-8 Funding sources at stability and expansion stage by type of 
startup (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Note: The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-oriented 
enterprises at the seed stage, and the figures in parentheses below the response ratios represent the amount of increase/
decrease from the seed stage .

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Note: The dotted line area represents the ratio of responses by regional demand-creating enterprises and global growth-oriented 
enterprises at the initial growth stage, and the figures in parentheses below the response ratios represent the amount of 
increase/decrease from the initial growth stage .
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Appended note 2-1-9 Types of internal personnel required at the seed stage by type of 
startup (multiple responses)

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey on Business Startups (November 2012) commissioned by the 
SME Agency .

Notes: 1 . The result represents companies with more than one regular employee .
 2 . Those that answered “Other” are not shown .

Appended note 2-2-1 Financial outlook according to whether new business was 
developed (estimate of this fiscal year)

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .

Note: Questions concerned projections for this fiscal year as compared to three years prior . 
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Appended note 2-2-2 Financial outlook (enterprises that either developed or 
considered developing new business)

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .

Notes: 1 . Aggregates results for companies responding that they had considered new business development in the past 10 
years or were considering new business development .

 2 . Questions concerned projections for this fiscal year as compared to three years prior and outlook for three years later 
as compared to this fiscal year . 
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Appended note 2-2-3 Scale of sales in core business 10 years prior (enterprises that 
have changed their business) 

Appended note 2-2-4 Comparison of results before and after new business 
development (enterprises that have changed their business) 

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .

Note: Aggregates results for enterprises that have changed their business . 

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .

Note: Aggregates results for enterprises that have changed their business . 
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Appended note 2-2-5 Volumes of shipments of medical devices and equipment by 
SMEs

 (¥100 million)

2000 2001 2002 2003 2004 2005

SMEs 1,981 2,090 2,020 2,048 2,134 2,246

Other than SMEs 3,873 4,039 3,831 3,772 4,397 4,348

Total 5,854 6,128 5,850 5,820 6,531 6,594

2006 2007 2008 2009 2010

2,460 2,513 2,501 2,431 2,478

4,316 4,544 3,367 3,282 2,850

6,775 7,057 5,868 5,713 5,329

Reference: Trends in value of shipments for companies with capital of ¥300 million or below and 300 workers or  
 less   (¥100 million)

2000 2001 2002 2003 2004 2005

1,222 1,257 1,195 1,188 1,226 1,178

2006 2007 2008 2009 2010

1,090 1,124 1,076 1,019 1,091

Appended note 2-2-6 Outlook for business results by orientation towards new 
business development 

Source: Recompiled from METI, Census of Manufactures .
Note: Statistics for business establishment units with four or more workers are recounted in enterprise units . 

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .
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Appended note 2-2-7 Core business by orientation towards new business 
development and outlook for domestic market

Appended note 2-2-8 The existence of own-brand products or services by orientation 
towards new business development

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .

Note: Totals exclude “Don’t know” responses .

Source: Mitsubishi UFJ Research and Consulting Co ., Ltd ., Survey of New Business Development Among SMEs (November 
2012), commissioned by SME Agency .
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Appended note 2-2-9 Trends in number and ratio of enterprises conducting exports 
(SMMs)

Source: Recompiled from METI, Census of Manufactures .
Notes: 1 . Statistics in units of business establishments with four or more workers have been reaggregated in units of companies .
 2 . According to the 2010 Census of Manufactures, there are approximately 200,000 SMEs with business establishments 

with four or more workers . 
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Appended note 2-3-1 Effect of change in president on business

Appended note 2-3-2 Reason for seeking to continue business following retirement of 
president by scale of business (multiple responses)

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Note: Enterprises that answered “don’t know” were excluded . 

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are totals for enterprises with presidents 50 years and older .
 2 . For micro enterprises, the above results are totals for enterprises with at least one regular employee .
 3 . Those that answered “Other” are not shown .
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Appended note 2-3-3 Reason for being undecided concerning continuation of 
business following retirement of president by scale of business

Appended note 2-3-4 Relationship between president and successor or candidate as 
successor by scale of business

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are totals for enterprises with presidents 50 years and older .
 2 . Enterprises that answered “Other” were excluded . 

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Note: In cases in which multiple candidates as successors existed, responses concerned the most promising candidate . 
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Appended note 2-3-5 Status of decision on successor by scale of business and age of 
president

Appended note 2-3-6 Reason for lack of decision regarding successor by age of 
president 

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are for enterprises with presidents 50 years and older .
 2 . Here, “successors” don’t include successor candidates .

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are for enterprises with presidents 50 years and older .
 2 . “Other” includes the response “Because we intend to sell the business .”
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Appended note 2-3-7 Reasons for selecting family member/non-family member as 
successor at micro enterprises (multiple responses)

Appended note 2-3-8 Aspects of business succession that presidents are particularly 
interested to know about, by net asset (multiple responses)

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are totals for enterprises with at least one regular employee .
 2 .  Enterprises that answered “None in particular” were excluded . Those that answered “Other” are also not shown .
 3 .  Here, “successors” include successor candidates . Business assets are included in company shares, etc .

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are totals for enterprises with presidents 50 years and older .
 2 .  Those that answered “Other” are not shown .
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Appended note 2-3-9 What preparations enterprises were making for business 
succession, by net asset (multiple responses)

Appended note 2-3-10  Level of effort to prepare for business succession by scale of 
business 

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Notes: 1 . The above results are totals for enterprises with presidents 50 years and older .
 2 . Those that answered “Other” are not shown .
 3 . Preparations being made for business succession included those preparations that enterprises had plans to make .

Source: Nomura Research Institute, Ltd ., Questionnaire Survey on SMEs’ Business Succession (November 2012), commissioned 
by SME Agency .

Note: The above results are totals for enterprises with presidents 50 years and older .
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Appended note 2-4-1 Percentages of companies considering specific management 
issues important and percentages of companies that have 
introduced IT, by size of company

Percentages of companies considering 
specific management issues important (1)

Ratio of companies which have 
introduced IT (2) (1)-(2)

Micro enterprises 
(n=750)

Medium enterprises
(n=1,276)

Micro enterprises 
(n=762)

Medium enterprises
(n=1,245) Micro enterprises Medium enterprises

Realization of reduced 
costs/increased work 

efficiency
59 .6% 77 .7% 34 .4% 57 .3% +25 .2 +20 .4

Maintenance and 
enhancement of sales 

capacity
56 .9% 62 .7% 28 .4% 43 .3% +28 .5 +19 .4

Attracting new 
customers 49 .3% 46 .0% 29 .1% 40 .6% +20 .2 +5 .4

Realizing high added 
value in products and 

services
35 .3% 37 .8% 24 .0% 35 .8% +11 .4 +2 .0

Maintenance and 
enhancement of 

technological capacity
34 .7% 36 .3% 20 .4% 32 .4% +14 .3 +3 .9

Securing and training 
human resources 20 .5% 35 .3% 14 .2% 31 .3% +6 .4 +4 .0

Appended note 2-4-2 Effects of introduction of IT and trends in sales over the past five 
years by scale of business 

Source: Mitsubishi UFJ Research & Consulting, Co ., Ltd ., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency . 

Notes: 1 . The number of companies responding (the parameter employed in calculating the ratio of responses) differs for each 
management issue for the ratio of companies that have introduced IT .

 2 . Shows the six management issues considered most important . 

Source: Mitsubishi UFJ Research & Consulting, Co ., Ltd ., Questionnaire Survey on IT Use (November 2012), commissioned by the 
SME Agency . 

Note: The category “Companies which have introduced IT and have observed benefits” aggregates companies among those 
responding that they had introduced IT to resolve management issues which responded “Have observed the expected 
benefits” or “Have observed benefits to a certain degree”; the category “Companies which have introduced IT, but have 
not observed benefits” aggregates companies among the same group which responded “Have observed almost no 
benefits,” “Have observed absolutely no benefits” or “Do not know whether benefits have been observed .”
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Appended note 2-4-3 Number of companies responding to the Survey of Conditions in 
Information Processing 2011 by number of employees 

Source: Recompiled from METI, Survey of Conditions in Information Processing 2011.

No . of employees Number of responding 
enterprises (Companies) 

50 employees or less 65

51-100 employees 674

101-200 employees 1,164

201-250 employees 351

251-300 employees 281

301-1,000 employees 1,319

1,001-5,000 employees 814

5,001 employees or more 164

Total 4,832
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1. Introduction 
As we have seen above, many SMEs are facing a severe earnings environment. Against this background, what effect 

will the increases in electricity tariffs which are either presently being implemented or are scheduled to be put into effect by 
power companies throughout the country have on the future profits of Japanese SMEs? 

In the case of SMEs in particular, the ability or lack of ability to pass through increases in the unit price of intermediate 
inputs to their selling prices is an important consideration in analyzing the relationship between the unit price of intermediate 
inputs and profits. 

On the other hand, the question as to which type of companies and industries will in fact be able to do so, and which will 
not, is one which must be decided case by case, on the basis of the results of empirical analysis. However, examples of the 
empirical analysis of this question are extremely limited, and it is therefore difficult to specify in advance which companies 
or industries will be unable to pass through cost increases. 

In this section, we have therefore hypothetically classified large enterprises, which can be considered to possess a high 
level of power to negotiate prices, as enterprises able to pass through increases in the unit price of intermediate inputs to the 
selling prices of their products and services (termed “sectors capable of passing through cost increases”) and SMEs, which 
possess a low level of power to negotiate prices, as enterprises which are unable to do so (termed “sectors incapable of 
passing through cost increases”), and have estimated to what extent enterprises in the sector which is unable to pass through 
cost increases will be affected by increases in electricity tariffs. 

It should be noted that the conditions selected for this study, in which it is assumed that all SMEs are entirely unable 
to pass through cost increases to their selling prices, and all large enterprises are able to completely pass through cost 
increases, are, for SMEs, the worst possible conditions that could have been hypothesized. Readers should therefore be 
aware that the results of these estimates represent the upper limits of the actual effects of increased electricity tariffs on the 
profits of SMEs. 

2. Method of analysis 
In this study, making use of the 2005 Input-Output Table by Size (basic classification) published by the SME Agency, 

the impacts of an assumed across-the-board 10% increase in electricity tariffs on the profits of sectors incapable of passing 
through cost increases were estimated by assuming 294 sectors, comprising large enterprise-related sectors, the finance/
insurance sector and the transportation sector, as “Sectors capable of passing through cost increases”, and 236 sectors, 
comprising SME-related sectors, parts of the agriculture, forestry and fisheries sector and the construction sector, as “Sectors 
incapable of passing through cost increases.”1) 

For the discussion of results below, these sectors have been aggregated into a total of 79 sectors, comprising 42 sectors 
capable of passing through cost increases and 37 sectors incapable of passing through cost increases. 

Moreover, as it is projected that the increase in electricity tariffs discussed here will continue over the long term, its 
effects on enterprises should be treated by considering not only the direct effect of raised tariffs for the power they consume 
(the direct ripple effect), but also the indirect effect through an increase in the prices of goods and services they procure in 
the domestic market (the indirect ripple effect). 

Making use of the Input-Output Table by Size, the present analysis has estimated these indirect ripple effects in addition 
to direct ripple effects. It is believed that a certain amount of time will be required to pass through these increases in 
electricity tariffs to the prices of the diverse goods and services distributed in the domestic market; therefore, the following 
results of estimates can be considered as capturing the effects of electric tariffs on the profits of enterprises from a medium- 
to long-term perspective. 

3. Results of analysis
(1) Values of intermediate inputs

In general, when enterprises are incapable of passing through increases in the unit price of intermediate inputs 
to their selling prices, they will first attempt to absorb the increased costs by reducing their operating surplus. If an 
enterprise is unable to absorb the costs by this method, it will attempt to respond through streamlining expenses by 
reducing personnel costs or by other methods. Therefore, the question as to whether enterprises possess sufficient 
operating surplus to enable them to absorb the increase in intermediate inputs resulting from raised electricity tariffs 
offers an important point of view for the analysis.

Given this, the following section will provide an overview of the structure of intermediate inputs for both the 
sectors incapable of passing through cost increases and those capable of passing through cost increases; following 
this, it will examine to what extent the cost of intermediate inputs will increase as a result of raised electricity tariffs. 

1) See the Additional note for details of the method of estimation.

Addendum 1-1-1 Effects of raised electricity tariffs on profits of SMEs 
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Figs. 1 and 2 show inputs from the electricity sector as a share of intermediate inputs. 
Looking at these figures, it is found that for the sectors incapable of passing through cost increases (Fig. 1), the 

share is highest for waste treatment (industrial) at 10.42%, followed by basic chemical products (4.64%), commerce 
(4.24%), personal services (3.86%), recovery and processing of recyclable resources (3.69%), and iron and steel 
(3.58%), while other sectors show a share of a little more or less than 1%. 

For the sectors capable of passing through cost increases (Fig. 2), the share is large for agricultural services, etc., 
(7.63%), followed by education and research (7.54%), and gas/water supply, and waste disposal services (public) 
(6.23%). By contrast with the sectors incapable of passing through cost increases, the variation between sectors is 
large. In both sectors, with the exception of certain sectors, shares tend to be small for manufacturing sectors and 
large for non-manufacturing sectors. 

The average for the manufacturing sectors is at a similar level for both sectors, while the average for all sectors is 
larger for the sector capable of passing through cost increases than for the sector incapable of passing through cost 
increases. 
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Machinery for office and service use (S)
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Iron and steel (S)
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Petroleum and coal products (S)
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Final chemical products (S)

Synthetic resins (S)
Basic chemical products (S)

Printing, plate-making and bookbinding (S)
Pulp, paper and paper products (S)

Timber, wooden products and furniture (S)
Apparel and other textile products (S)

 Textile products (S)
Foods and beverages (S)

Agriculture, forestry and fisheries

Average for all industries 
(2.01%) 

Average for manufacturing industry
 (1.41%)

1.31
1.51

3.05

1.77
1.48

2.62
4.64

1.46

0.55
1.95

2.78
2.69

3.58
2.47

2.68
1.43

0.48
1.24
1.13
1.23

0.81

2.05

1.95

1.80
3.69

0.42
10.42

4.24
0.42
0.37

3.86

0.94

1.59

0.95

0.97

1.53

1.51

Fig. 1  Inputs from the electricity sector as a share of intermediate inputs 
(Sectors incapable of passing through cost increases)

Source: SME Agency, 2005 Input-Output Table by Size. 
Note: (S) refers to “SME-related sector.” 
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In both sectors, the effects of raised electricity tariffs on total intermediate inputs are comparatively large for 
sectors in which the share of input from the electricity sector is large. Fig. 3 shows the rate of increase in intermediate 
inputs in the case of a 10% increase in electricity tariffs. The results show that non-manufacturing sectors such as 
waste treatment (industrial), education and research, and agricultural services, in which the share of inputs from the 
electricity sector are large, are placed in the top positions. 

Personal services (L)
Other office services (L)

Goods rental services (L)
Advertising (L)

Other public services
Medical care/Nursing

Education and research

Broadcasting, communications and
 other information services

Transportation
Finance, insurance and real estate

Commerce (L)

Gas supply, water supply, and
 waste disposal services (public)

Public works, civil engineering, etc.
Other products of manufacturing industry (L)

Precision machinery (L)
Other transport machinery (L)

Automotive parts and accessories (L)
Electronic components (L)

Electronic computers and accessories (L)

Communications equipment and
 related devices (L)

Electrical machinery for consumer use (L)
Other electrical machinery (L)

Industrial electrical machinery (L)
Machinery for office and service industry (L)

General machinery (L)
Metal products (L)

Non-ferrous metals (L)
Iron and steel (L)

Ceramic, stone and clay products (L)
Plastic products (L)

Petroleum and coal products (L)
Pharmaceutical products (L)
Final chemical products (L)

Synthetic resins (L)
Basic chemical products (L)

Printing, plate-making and bookbinding (L)
Pulp, paper and paper products (L)

Timber, wooden products and furniture (L)
Textile products (L)

Foods and beverages (L)
Mining

Agricultural services 7.63
5.16

1.60
3.32

2.31
2.12

1.33
1.10

0.50
0.22

2.92
4.41

2.24
2.72

2.23
1.41

1.24
1.27
1.25

0.76
0.68

2.64
0.80

1.56
1.88

1.65
0.97

6.23
4.13

1.16
3.87

1.56
7.54

2.58
3.48

0.61
0.54

1.24
5.00

1.85
1.73

0.83

0 2 4 6 8 10 12

Average for all industries 
(2.24%) 

Average for manufacturing industry
(1.38%)

(%)

Fig. 2  Inputs from the electricity sector as a share of intermediate inputs 
(Sectors capable of passing through cost increases)

Source: SME Agency, 2005 Input-Output Table by Size. 
Note: (L) refers to “large enterprise-related sector.” 
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Fig. 3  Rate of increase in intermediate inputs given a 10% rise in electricity tariff

Source: SME Agency, 2005 Input-Output Table by Size.  
Note:  (S) refers to “SME-related sector,” and (L) refers to “large enterprise-related sector.”
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(2)  Operating surplus 
Next, we will consider the extent to which an increase in intermediate inputs affects operating surplus in the 

sectors incapable of passing through cost increases. 
In order to obtain an accurate grasp of the relationship between fluctuations in intermediate inputs and profits, 

it is necessary to focus on the enterprises’ profit structure, especially the relationship between the cost components 
of intermediate inputs and operating surplus. For example, even for sectors in which input from the power sector 
as a share of total intermediate inputs is small, an increase in electricity tariffs, while having little effect on total 
intermediate inputs, might have a significant effect on profits if an enterprise’s operating surplus is comparatively 
small or close to zero. 

In fact, looking at the ratio of operating surplus to the value of domestic production, it can be seen that there 
are considerable differences between sectors (Fig. 4). The rate is large in sectors including agriculture, forestry 
and fisheries (29.6%), commerce (20.7%), personal services (14.2%), and printing, plate-making and bookbinding 
(12.9%), but small in sectors including electronic components (0.8%), textile products (0.9%), and automotive parts 
and accessories (1.3%).2) 
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Power input costs Total intermediate input costs (Excluding power for business) 
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0.6 47.4 29.6 22.3
1.0 68.0 11.4 19.6
2.0 64.8 0.9 32.3
1.0 64.1 2.3 32.6
1.1 60.9 7.3 30.7
1.0 64.4 6.2 28.5
1.1 40.0 12.9 46.0

3.6 74.8 4.9 16.7
1.3 85.0 3.0 10.8

0.7 74.5 4.5 20.3
0.4 67.8 9.2 22.7

1.4 71.6 7.4 19.7
1.9 66.1 1.5 30.4
1.5 55.0 7.5 35.9

2.7 72.4 3.2 21.7
1.9 74.8 2.1 21.2

1.5 53.0 3.6 41.9
0.8 57.7 4.9 36.5

0.4 76.3 2.5 20.8
0.8 65.4 1.3 32.4
0.8 67.8 2.9 28.5
0.9 75.6 2.6 20.8
0.6 73.4 2.0 24.0
0.7 71.3 2.1 25.9

1.5 72.7 0.8 25.0
0.7 73.2 1.3 24.9
1.3 67.3 3.9 27.4
0.9 60.1 5.1 33.9
1.0 56.9 6.2 35.9

2.1 55.0 2.1 40.8
0.2 53.8 1.4 44.6

2.6 22.4 6.2 68.8
1.2 27.6 20.7 50.4

0.3 64.1 9.5 26.2
0.1 33.8 11.6 54.4
0.6 39.9 8.9 50.6

1.6 40.7 14.2 43.5

Fig. 4  Profit structure from the perspective of ratio between operating surplus and the value of domestic production 
(sectors incapable of passing through cost increases) 

Source: SME Agency, 2005 Input-Output Table by Size. 
Note: (S) refers to “SME-related sector.” 

2) One reason that can be offered for the significant differences between sectors in terms of the ratio of operating surplus is that in those sectors 
with a high rate of self-employment, such as agriculture, commerce, personal services and printing, plate-making and bookbinding, the 
earnings of individual proprietors and unwaged family employees are included in the operating surplus. 
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As a result, in the electronic components sector, a sector incapable of passing through cost increases, while the 
ratio of input from the power sector to the value of domestic production is not large at 2.0%, as the sector’s ratio of 
operating surplus to value of domestic production is small (0.8%), the effect of an increase in electricity tariffs on 
income will be of a magnitude which cannot be ignored. 

Based on the above, it may be concluded that for sectors with comparatively small ratios of operating surplus to the 
value of domestic production, even if their ratio of input from the power sector to total intermediate inputs is small, 
some will fail to make their operating surplus sufficiently absorb the increased costs resulting from raised electricity 
tariffs, and some may successfully absorb the increased costs but nevertheless suffer a consequent significant decline 
in their profits.

Fig. 5 shows a decomposition of the rates of decline in operating surplus into direct ripple effects and indirect 
ripple effects for sectors incapable of passing through cost increases. The first fact is that almost all of the sectors 
in which the rate of decline is high are made up of SMMs. This contrasts with the results for the rate of increase 
in intermediate inputs which have been already considered. In addition, many of these SMM enterprises will be 
affected by indirect ripple effects with a greater impact than direct ripple effects. Against this background, it can 
be considered that many SMM enterprises are highly dependent on materials industries, which are monopolized by 
large enterprises, for the procurement of raw materials, etc. 
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(3) Profit rate (operating surplus / domestic production) 
The rate of decline in a company’s operating surplus is affected by the size of its operating surplus before 

electricity tariffs are raised. Given this, when comparing the magnitude of the effect on profits between sectors, it is 
most appropriate to use the amplitude of change in the profit rate as the indicator.3) 

Therefore, looking at changes in profit rates (operating surplus / domestic production) for the sectors incapable of 
passing through cost increases before and after the electricity tariffs are raised (Fig. 6), it can be seen that the decline 
is highest in basic chemical products (-0.72% points), followed by iron and steel (-0.64% points), recovery and 
processing of recyclable resources (-0.47% points), pharmaceutical products (-0.46% points), electrical components 
(-0.45% points), and textile products (-0.43% points). The majority of sectors in which the amplitude of decline is 
high are manufacturing sectors. 

In addition, a comparison of the magnitude of the impact of direct and indirect ripple effects shows that for most 
manufacturing sectors indirect ripple effects are responsible for the greater part of the decline in profit rates. 
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Fig. 5  Rate of decline in operating surplus given a 10% rise in electricity tariff
(sector incapable of passing through cost increases) 

Source: SME Agency, 2005 Input-Output Table by Size. 
Note: (S) refers to “SME-related sector.”

3) Dividing the operating surplus, an indicator which varies widely between sectors, by the value of domestic production makes it possible to 
compare the impact of the increase on profits without any effect from differences in scale between sectors.
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Additional note 1-1-1
1. Case in which increase in electricity tariffs can be completely passed-through to selling prices 

Fig. 6 Changes in profit rate (operating surplus / domestic production) given a 10% rise in electricity tariff  
(sector incapable of passing through cost increases)

Source: SME Agency, 2005 Input-Output Table by Size. 
Note: (S) refers to “SME-related sector.”
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▪ Even if an increase in electricity tariffs has effects on the prices of domestically produced goods, it has no effect on the 
prices of imported goods.

▪ Therefore, in an analysis of the ripple effect on prices, it is necessary to treat the prices of domestically produced goods 
and the prices of imported goods separately. 

We define the th sector as the power sector,  as electricity tariffs, and  as the input coefficient matrix, and for 
the non-power sectors ( =1,2,…, -1) we define   as the price matrix of domestic products,  as the price matrix of 
imported products,  as the input coefficient matrix,  as the import coefficient matrix, and  as the matrix of ratio of gross 
value-added, as shown in the table below. (However, only the shaded sections will be used in actual calculations). 
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－

n －

－

1, 
2, 
  ,
 -1

...Non-power
sector 

Power
sector

Import 
coefficient

Power sector Price of 
imported 
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Non-power sector
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value-added

Prices of domestic 
products 

n

n

Here, by treating the power sector as exogenous, the equilibrium price equation for the measurement of the ripple effects 
to the non-power sectors, , when electricity tariffs, , increase, can be expressed as follows (the superscript  indicates 
the transposition of a matrix). 

Solving Equation (1) for   gives 

Therefore, by assuming the prices of imported products, , are constant ( =0), the ripple effects of raised electricity 
tariffs, , on the prices in the non-power sectors, , in the case that price pass-through is complete or the ratios of gross 
value-added,  , remain unchanged ( =0) are

Equation (3) indicates that, by assuming the prices of imported products are constant, the ripple effects of raised 
electricity tariffs on the domestic price system will be identified by providing the ratio of price change (scalar) in the power 
sector, . 

= ・ ・

＋ ・ ・ ＋ ・ +

Price matrix of 
domestic products in 

non-power sector

Input coefficient matrix
(Non-power sectors) 

Import coefficient matrix 
(Non-power sectors) 

Price matrix of 
domestic products in 
non-power sectors 

Input coefficient matrix 
(Non-power sectors)

Import coefficient matrix
(Non-power sectors) 

Price matrix 
of imported 
products by 
non-power 

sectors

Input 
coefficient 
matrix for 

power
sector

 Electricity 
tariffs 

Matrix of 
ratio of gross 
value-added 
(Non-power 

sectors) 

(1)

(2)

(3)
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As in 1., by treating the power sector as exogenous, the price equilibrium equation for measurement of the ripple effect 
to the non-power sectors when electricity tariffs increase can be expressed as follows. 

n

－

^

－

n －

－
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cost increases
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  ,
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...

n

2. Case in which increase in electricity tariffs cannot be passed through

We define the th sector as the power sector and  as electricity tariffs, and for the non-power sectors ( =1,2,…,n-s )
which are incapable of passing through cost increases we define  as the price matrix of domestic products,   as the 
price matrix of imported products,  as the import coefficient matrix and  as the matrix of ratio of gross value-added; for 
the non-power sectors ( =1,2,…,n-s ) which are capable of passing through cost increases, we define  as the price matrix 
of domestic products,  as the price matrix of imported products,  as the import coefficient matrix and  as the matrix 
of ratio of gross value-added. 

We also term the input coefficient matrix for each sector as shown in the table below ( , , , , , ). However, of 
these, only the shaded sections will be used in actual calculations. 

= ・ ・

Price matrix of 
domestic products in 

non-power sectors
incapable of passing

through cost increases 

Matrix of input coefficients
for non-power sectors 

incapable of passing through 
cost increases from non-power 

sectors incapable of passing
 through cost increases 

Matrix of import 
coefficients for 

non-power sectors 
incapable of passing 

through cost increases 

Price matrix of 
domestic products in 
non-power sectors 

incapable of 
passing through 

cost increases

▪ It is not possible to identify in advance which sectors will be successful in price pass-through and which sectors will not. 
▪ An failure in price pass-through corresponds to a decline in value added (in particular operating surplus). 
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^
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^ ^ ^

^ ^
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+ ・ ・

+ ・ ・

^ ^ ^

^ ^

^ ^ ^

+ ・ ・

+ ・ +

Electricity tariffs

Matrix of import 
coefficients for non-power 
sectors capable of passing 

through cost increases

Matrix of import coefficients 
for non-power sectors 
incapable of passing 

through cost increases 

Matrix of import coefficients 
for non-power sectors 

capable of passing through 
cost increases 

Price matrix of imported 
products by non-power 

sectors incapable of passing 
through cost increases

Price matrix of imported 
products for non-power 

sectors capable of passing 
through cost increases 

Matrix of input 
coefficients for 

non-power sectors 
incapable of passing 

through cost increases 
from the power sector 

Ratio of gross 
value-added for 

non-power sectors 
incapable of 

passing through 
cost increases 

Price matrix of domestic 
products in non-power 

sectors capable of passing 
through cost increases 

Matrix of input coefficients for 
non-power sectors incapable of 

passing through cost increases from 
non-power sectors capable of 
passing through cost increases 

Matrix of input coefficients for 
non-power sectors incapable of 

passing through cost increases from 
non-power sectors incapable of 
passing through cost increases

Matrix of input coefficients for 
non-power sectors incapable of 

passing through cost increases from 
non-power sectors capable of 
passing through cost increases 

(4)

(5)

^ ^

Expressing the above as a determinant, 

Therefore, if the prices of imported products are constant  ( ), the ratios of price increase, , in the 
non-power sectors incapable of passing through cost increases by the raised electricity tariffs are, from  = 0, 
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(7)

(8)

(9)

(6)

Here, from Equation (3), the ratios of price increase in the non-power sectors capable of passing through cost increases, 
, is 

Substitution of Equation (8) in Equation (7) gives 

The first term on the right-hand side of Equation (9) expresses the effects of an increase in electricity tariffs resulting 
from the purchase of raw materials or services from companies in sectors capable of passing through cost increases (indirect 
ripple effects), while the second term expresses the effects of an increase in electricity tariffs resulting from the consumption 
of power by companies in sectors incapable of passing through cost increases (direct ripple effects). 

Hence, the change in the ratio of gross value-added in the non-power sectors incapable of passing through cost increases,  
, is 

^

^

^
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1. Introduction 
Micro enterprises are closely connected to the regions in which they are established, and support employment in their 

regions at the same time as offering a diverse range of modes of work. This section will analyze the relationship between 
such micro enterprises and regional economies, and clarify the relationship between the level of agglomeration of micro 
enterprises and the independence of regional economies. 

In general, enhancing the competitiveness of regional industries and strengthening the circularity of a regional economy 
are important factors in realizing the independence of the economy.4) The most common method of enhancing industrial 
competitiveness is to foster regional competitive industries or promote investment by competitive industries in the region. 
On the other hand, in order to strengthen the circularity of regional economies, it is necessary to increase the rate of 
regional procurement of intermediate goods and services for the production of goods and services, which is equivalent 
to strengthening linkages within the region.5) By strengthening linkages within the region, the value added created in the 
region does not spill over beyond the regional boundary and stays within the region, making it possible to aim towards the 
realization of a sustainable regional economy. 

The rest of this section focuses on this circularity of regional economies, and analyzes the characteristics possessed by 
a region with a high level of economic circularity. Following this, it will demonstrate that there is a close relation between 
the agglomeration of micro enterprises and circularity of a regional economy. 

2. Method of analysis 
First, the 2005 Input-Output Tables published by all prefectures and some ordinance-designated cities are employed to 

estimate the “prefectural content rate” for each prefecture and city.6) This rate expresses the share of goods and services 
being produced within the prefectures or cities which are directly or indirectly input in the production processes of goods 
and services, and as such can be considered a prefectural version of the local content rate.7) Following this, by statistically 
analyzing the relationship between the prefectural content rate and the industrial structure of each region (including indexes 
of industrial agglomeration by industry or enterprise size) and geopolitical indicators (including the area of the region, etc.), 
the study will demonstrate what profiles are possessed by regions which have strong intra-regional linkages.  

3. Results of analysis 
(1) Prefectural content rates of local governments and gross value added per capita

As indicated above, in order to increase the level of independence of a regional economy, it is necessary to balance 
two factors: increasing the value added created in the region by enhancing the competitiveness of regional industries, 
and establishing a structure of circularity to ensure that there is no spillover of value added created within the region 
outside the region. 

Given this, first we calculate the prefectural content rate of local governments throughout the country (Fig. 1). 
The rate tends to be high in regions in which the agriculture, forestry, and fisheries industries flourish, such as 
Hokkaido and Kyushu, in core local governments centered on large cities, such as Tokyo, Osaka, and Fukuoka 
Prefecture, and in islands such as Okinawa Prefecture. By contrast, in local governments of a small economic scale 
with an agglomeration of large-scale manufacturing sectors such as chemical and heavy industry and automotive-
related industries (Mie Prefecture, Tochigi Prefecture, Gunma Prefecture, Kawasaki City, etc.), the prefectural 
content rate tends to be comparatively low. This indicates that, among manufacturing industries, the location of these 
manufacturing industries with particularly large intermediate inputs from outside the region has a significant effect 
in lowering prefectural content rates. 

4) Nakamura (2009) indicates four basic conditions for the independence of regional economies: regional economies should possess the 
potential to export/ship out, circularity, stability and comparative advantage. In the present study, three of these conditions, the potential to 
export/ship out, stability and comparative advantage, are classified as industrial competitiveness. 

5) In addition to increasing the rate of regional procurement of intermediate goods and services, increasing the ratio of regional consumption by 
households in the region is also important in strengthening circularity and preventing spillover of value added beyond the region. However, 
the present study considers only the former. 

6) The subjects of the analysis are 47 prefectures and six ordinance-designated cities (Saitama City, Chiba City, Yokohama City, Kawasaki 
City, Kobe City, and Kitakyushu City) for which more than 108 sectors were available in their input-output tables. 

7) As in the case of the local content rate, “non-competitive import type” input-output tables should be employed in the estimation of the 
prefectural content rate. However, because the input-output tables provided by local governments are all “competitive import type,” the 
prefectural content rate has been approximately estimated by unifying the number of sectors used in the present analysis as 108, which are 
the most detailed sector classifications in the available input-output tables. 

Addendum 1-1-2 Micro enterprises and the independence of regional economies  
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Fig. 1  Prefectural content rate of local governments throughout the country 

Source: 2005 Input-Output Tables published by prefectures and ordinance-designated cities throughout the country. 

However, a consideration of gross value added per capita in each region (Fig. 2) shows that, if we exclude 
core local governments centered on large cities, such as Tokyo and Osaka, by contrast with the prefectural content 
rate, this indicator tends to be higher in regions including Kawasaki City and Mie Prefecture in which large-scale 
manufacturing industries are agglomerated. 

These results suggest that it should be by no means easy for regions to simultaneously achieve enhanced industrial 
competitiveness and strengthened circularity within the regional economy. 
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Fig. 2  Prefectural content rate (from Fig. 1) and gross value added per capita 

Source: 2005 Input-Output Tables published by prefectures and ordinance-designated cities throughout the country. 

(2) Agglomeration of micro enterprises and prefectural content rate 
Let us investigate the types of characteristics possessed by regions with a high prefectural content rate in greater 

detail. Fig. 3 shows the results of a regression by the least squares method, with the prefectural content rate for each 
region as the dependent variable, the regional index of industrial agglomeration (number of business establishments / 
population of prefecture or city) by industry type or by number of workers and geopolitical indicators (area of the 
prefecture or city, etc.) as the independent variables. 

For the food retail industry (number of workers: 1-4), the machinery or appliances wholesale industries (number 
of workers: 1-4), the textile or apparel wholesale industries (number of workers: 1-4), and the agriculture, forestry 
and fisheries industry (any number of workers), the coefficient of regression, which expresses the magnitude of 
contribution to the prefectural content rate, is positive and significant. This indicates that a region’s prefectural 
content rate will therefore tend to increase in proportion to its index of agglomeration of these industries. 
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Fig. 3  Regional index of industrial agglomeration of micro enterprises and prefectural content rate

(3) Regional index of industrial agglomeration of large and medium enterprises and prefectural content rate 
Looking next at the relationship between the regional index of industrial agglomeration of large and medium 

enterprises and the prefectural content rate, it is found that regression coefficients in the food retail industry and 
the machinery or appliances wholesale industries, which were positive and significant for micro enterprises, are not 
significant for medium and large enterprises (Fig. 4). 

However, for the textile or apparel wholesale industries (number of workers: 5 or more), as in the case of micro 
enterprises, the prefectural content rate tends to increase in proportion to the index of agglomeration of medium 
and large enterprises. For the transportation industry (number of workers: 20 or more) and manufacturing industry 
(number of workers: 20 or more), excluding the food manufacturing industry, as in the case of micro enterprises, the 
prefectural content rate tends to decline in proportion to the index of agglomeration of medium and large enterprises. 

The coefficient of regression is negative and significant for industries including the construction materials or 
mineral/metal materials wholesale industries (number of workers: 1-4), the automobile or bicycle retail industries 
(number of workers: 1-4), the transportation industry (number of workers: 1-19), and the manufacturing industry 
(number of workers: 1-19), excluding the food manufacturing industry. A region’s prefectural content rate will 
therefore tend to decline in proportion to its index of agglomeration of these industries. 
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Sources: 2005 Input-Output Tables published by prefectures and designated cities throughout Japan and MIC, 2006 Establishment 
and Enterprise Census of Japan. 

Notes: 1. The subjects of the study are 47 prefectures and six ordinance-designated cities (Saitama City, Chiba City, Yokohama 
City, Kawasaki City, Kobe City, and Kitakyushu City) for which 108-sector transaction tables are available in their 2005 
Input-Output Tables. Akita Prefecture, Tokushima Prefecture, and Saga Prefecture are excluded from the estimates 
due to missing values in some independent variables. 

 2. Figures are shown for business establishments of any size for the agriculture, forestry and fisheries industries, business 
establishments of 1-19 workers for the construction industry, the manufacturing industry and the transportation 
industry, and business establishments of 1-4 workers for all other industries. 

 3. The food manufacturing industry incorporates the food manufacturing industry and the beverage, cigarette or animal 
feed manufacturing industries. 

 4. A dummy variable for metropolitan areas is assigned to four local governments: Tokyo, Osaka, Aichi Prefecture and 
Fukuoka Prefecture. 

 5. All independent variables other than the dummy variable are converted to natural logarithms. Robust estimates have 
been employed, assuming heteroskedasticity of residuals. 
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Fig. 4  Regional index of industrial agglomeration of medium and large enterprises and prefectural content rate 
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Sources: 2005 Input-Output Tables published by prefectures and designated cities throughout Japan and MIC, 2006 Establishment 
and Enterprise Census of Japan.

Notes: 1. The subjects of the study are 47 prefectures and six ordinance-designated cities (Saitama City, Chiba City, Yokohama 
City, Kawasaki City, Kobe City, and Kitakyushu City) for which 108-sector transaction tables are available in their 2005 
Input-Output Tables. Akita Prefecture, Tokushima Prefecture, and Saga Prefecture are excluded from the estimates 
due to missing values in some explanatory variables. 

 2. Figures are shown for business establishments of any size for the agriculture, forestry and fisheries industries, business 
establishments of 20 or more workers for the construction industry, manufacturing industry and transportation industry, 
and business establishments of 5 or more workers for all other industries. 

 3. The food manufacturing industry incorporates the food manufacturing industry and the beverage, cigarette or animal 
feed manufacturing industries. 

 4. A dummy for metropolitan areas is assigned to four local governments: Tokyo, Osaka, Aichi Prefecture and Fukuoka 
Prefecture. 

 5. All independent variables other than the dummy variable are converted to natural logarithms. Robust estimates have 
been employed, assuming heteroskedasticity of residuals. 

4. Conclusion  
A survey of the results presented above enables us to grasp the characteristics of regions which exhibit a high level of 

economic independence. 
First, the prefectural content rate tends to be high in regions which are rich in agricultural, forestry and fisheries resources, 

and where the agriculture, forestry and fisheries industries are therefore flourishing. 
In addition, the analysis shows that the prefectural content rate tends to be high in regions in which there is a high 

agglomeration of food manufacturing businesses, irrespective of the size of their business establishments. This can be 
considered to be due to the fact that the food manufacturing industry basically locates business establishments in areas 
abundant in its major raw materials, agricultural, forestry and fisheries products. 

Because intermediate inputs in Japanese core manufacturing industries, such as the automotive, chemical and heavy 
industries, fundamentally involve a high ratio of imported goods, this analysis also produced the result that the prefectural 
content rate tends to decline in regions with a high agglomeration of manufacturing industries (excluding the food 
manufacturing industry). 

Moreover, the prefectural content rate tends to increase in proportion to the level of agglomeration of business 
establishments in the small-scale food retail industry, which can also be considered as reflecting the fact that the region is 
rich in the agricultural, forestry or fisheries products as well as processed foodstuffs which these small-scale food stores deal 
in. However, in the case of the food wholesale  industry, the study shows that, even though the industry similarly deals with 
food products, there is no relation with the prefectural content rate, irrespective of the size of the business establishments 
in the industry. This can be considered to reflect the fact that the location of food wholesale businesses is not necessarily 
restricted to the regions producing agricultural, forestry and fisheries products.8)

8) Small food wholesale businesses, for example intermediate wholesalers which operate in fresh food markets, deal in agricultural and 
fisheries products sourced throughout the nation. As for large wholesale businesses of food products, they do not operate in fresh food 
markets, but in the majority of cases also deal in agricultural and fisheries products from throughout the nation. 
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Reference materials

Overview of questionnaire surveys commissioned by the SME Agency for the formulation 
of the 2013 White Paper on Small and Medium Enterprises in Japan 

Part 2, Chapter 1: Startups
Name of Survey: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey on Business Startups

[Implementation]
n	Method of distribution and return of questionnaires: Distribution by mail, return by mail 
n	Survey period: Nov 30, 2012 (Fri) – Dec 14, 2012 (Fri) 
n	Number of companies to which surveys were distributed: 
	 30,000	companies	(of	which	1,000	were	specified	nonprofit	corporations)	
n	Number of valid responses: 5,251 companies 
n		Response rate: 17.5% 

[Sampling]
Companies to which questionnaires would be distributed were selected from commercial databases based on the following 
criteria: 
 (1) Incorporated companies (joint stock companies, limited liability companies, limited partnership companies, general 

partnership	companies),	business	establishments	of	sole	proprietors	and	specified	nonprofit	corporations	throughout	
the country. 

 (2) Established or founded in January 2000 or after. 
	 (3)	 Not	 subsidiaries	 of	 large	 enterprises	 (enterprises	 other	 than	 SMEs	 as	 defined	 by	 the	 Small	 and	Medium-sized	

Enterprise Basic Act).
	 (4)	 Total	sales	of	¥1,000	or	more	in	the	three-year	period	from	September	2009	to	September	2012.	
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Part 2, Chapter 2: New business development
Name of survey: Mitsubishi UFJ Research and Consulting Co., Ltd., Survey of New Business Development Among SMEs

[Implementation]
n	Method of distribution and return of questionnaires: Distribution by mail, return by mail 
n	Survey period: Nov 30, 2012 (Fri) – Dec 17, 2012 (Mon) 
n	Number of companies to which surveys were distributed: 15,000 companies 
n	Number of valid responses: 3,140 companies 
n	Response	rate:	20.9%	

[Sampling]
Companies to which questionnaires would be distributed were selected from commercial databases based on the following 
criteria: 
 (1) Companies throughout the country with 300 employees or less. 
 (2) Incorporated companies (joint stock companies, limited liability companies, limited partnership companies, general 

partnership companies) 
	 (3)	 Established	before	December	1999.	

Scale of company 20 employees or less 21-100 employees 101-300 employees 

Manufacturing 7,500 2,500 2,500 2,500

Non-manufacturing 7,500 2,500 2,500 2,500

Construction 1,523 773 502 248

Information and 
communications 451 40 151 260

Transportation 944 70 374 500

Wholesale and retail trade 3,032 1,251 930 851

Real estate (including 
goods rental and leasing) 346 135 110 101

Accommodations and 
food services 273 45 112 116

Services 931 186 321 424

Total number of companies 15,000 5,000 5,000 5,000



Reference materials

333

Part 2, Chapter 3: Hand-off to the next generation (business succession)
Name of survey: Nomura Research Institute, Ltd., Questionnaire Survey on SMEs’ Business Succession

[Implementation]
n	Method of distribution and return of questionnaires: Distribution by mail, return by mail
n	Survey period: Nov 27, 2012 (Tues) – Dec 11, 2012 (Tues) 
n	Number of companies to which surveys were distributed: 30,000 companies 
n	Number	of	valid	responses:	6,398	companies	
n	Response rate: 21.3% 

[Sampling]
Companies to which questionnaires would be distributed were selected from commercial databases based on the following 
criteria: 
	 (1)	 SMEs	(as	defined	by	the	Small	and	Medium-sized	Enterprise	Basic	Act)	throughout	the	country.	
 (2) Incorporated companies (joint stock companies, limited liability companies, limited partnership companies, general 

partnership companies), and business establishments of sole proprietors. 
 (3) Established or founded before December 2001. 
 (4) Not listed on the stock exchange. 

Micro enterprises Medium enterprises

Construction 3,000 1,500 1,500

Manufacturing 3,000 1,500 1,500

Information and communications 3,000 1,500 1,500

Wholesale trade 3,000 1,500 1,500

Retail trade 3,000 1,500 1,500

Accommodations and food services 3,000 1,500 1,500

Scientific research and professional and technical 
services 3,000 1,500 1,500

Life-related, entertainment and recreation 
services 3,000 1,500 1,500

Other

Transportation 1,200 600 600

Real estate and goods rental 
and leasing 1,200 600 600

Education and learning support 1,200 600 600

Medical, healthcare and welfare 1,200 600 600

Services (not otherwise 
classified) 1,200 600 600

Total number of companies 30,000 15,000 15,000
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Part 2, Chapter 4: Utilization of information technology
Name of survey: Mitsubishi UFJ Research & Consulting, Co., Ltd., Questionnaire Survey on IT Use

[Implementation]
n	Method of distribution and return of questionnaires: Distribution by mail, return by mail 
n	Period of survey: Nov 30, 2012 (Fri) – Dec 17, 2012 (Mon) 
n	Number of companies to which surveys were distributed: 15,000 companies 
n	Number of valid responses: 2,506 companies 
n	Response rate: 16.7%

[Sampling]
Companies to which questionnaires would be distributed were selected from commercial databases based on the following 
criteria: 
	 •	Incorporated	companies	(joint	stock	companies,	limited	liability	companies,	limited	partnership	companies,	general	

partnership companies) throughout the country. 

Scale of 
company 

20 
employees 

or less 

21-100 
employees 

51-100 
employees

101-300 
employees

301 
employees 

or more

Manufacturing 7,500 3,500 1,500 1,500 1,000

Non-manufacturing 7,500 3,510 1,500 1,500 495 495

Construction 1,500 700 300 300 100 100

Wholesale and retail trade 1,500 700 300 300 100 100

Transportation 1,500 700 300 300 100 100

Information and 
communications 1,500 700 300 300 100 100

Services 750 350 150 150 50 50

Real estate 250 120 50 50 15 15

Food services 250 120 50 50 15 15

Accommodations 250 120 50 50 15 15

Total number of companies 15,000 7,010 4,500 1,995 1,495
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Table 1   Number of business establishments and enterprises by industry and size 
(private, non-primary industry, 2009)

(1) Business establishments

Small and medium business establishments
Large business 
establishments

Total
(Of which no . of 
establishments 

with only 
temporary staff)

Of which micro business 
establishments

Industry No . % of total No . % of total No . % of total No . % of total

Mining and quarrying of stone and gravel 2,910 99 .8 2,625 90 .1 5 0 .2 2,915 100 .0 (19)

Construction 583,357 100 .0 550,268 94 .3 259 0 .0 583,616 100 .0 (346)

Manufacturing 533,098 99 .3 452,956 84 .4 3,560 0 .7 536,658 100 .0 (562)

Electricity, gas, heat supply and water 4,104 97 .7 2,542 60 .5 95 2 .3 4,199 100 .0 (103)

Information and communications 75,304 96 .7 48,319 62 .0 2,596 3 .3 77,900 100 .0 (354)

Transportation and postal services 146,743 99 .4 105,353 71 .4 868 0 .6 147,611 100 .0 (821)

Wholesaling/retailing 1,532,956 98 .6 1,041,185 66 .9 22,377 1 .4 1,555,333 100 .0 (4,356)

Wholesale trade 399,027 99 .2 229,949 57 .2 3,284 0 .8 402,311 100 .0 (1,514)

Retail trade 1,133,929 98 .3 811,236 70 .4 19,093 1 .7 1,153,022 100 .0 (2,842)

Finance and insurance 91,527 99 .6 73,441 79 .9 361 0 .4 91,888 100 .0 (604)

Real estate and goods rental and leasing 407,513 99 .9 386,386 94 .8 280 0 .1 407,793 100 .0 (1,449)
Scientific research and professional and 
technical services 238,272 99 .3 178,517 74 .4 1,697 0 .7 239,969 100 .0 (463)

Accommodations and food services 770,449 99 .0 522,643 67 .2 7,599 1 .0 778,048 100 .0 (1,120)
Life-related, entertainment and recreation 
services 508,493 99 .7 422,381 82 .8 1,473 0 .3 509,966 100 .0 (1,233)

Education and learning support 166,301 98 .9 119,266 70 .9 1,871 1 .1 168,172 100 .0 (459)

Medical, healthcare and welfare 336,165 97 .7 152,228 44 .2 7,906 2 .3 344,071 100 .0 (386)

Compound services 38,222 99 .1 18,834 48 .8 364 0 .9 38,586 100 .0 (59)

Services (not otherwise classified) 359,747 98 .0 253,216 69 .0 7,414 2 .0 367,161 100 .0 (2,948)

Non-primary industry total 5,795,161 99 .0 4,330,160 74 .0 58,725 1 .0 5,853,886 100 .0 (15,282)

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes: 1 . Business establishments with 300 or fewer workers (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) are treated as small and medium business establishments . 
 2 . Business establishments with 20 or fewer workers (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are 

treated as micro business establishments . 
 3 . The percentages of the total for micro business establishments indicate their proportion of the total number of business establishments . 
 4 . Industries are classified according to the November 2007 revised system of industry classification . 
 5 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations . 

 6 .  Each figure includes business establishments with only temporary staff (total number of workers = 0) .

(2) Enterprises

SMEs
Large enterprises Total

Of which micro enterprises

Industry No . % of total No . % of total No . % of total No . % of total

Mining and quarrying of stone and gravel 2,059 99 .8 1,844 89 .4 4 0 .2 2,063 100 .0

Construction 519,259 99 .9 499,167 96 .1 280 0 .1 519,539 100 .0

Manufacturing 446,499 99 .5 394,281 87 .9 2,036 0 .5 448,535 100 .0

Electricity, gas, heat supply and water 786 96 .7 528 64 .9 27 3 .3 813 100 .0

Information and communications 49,503 97 .6 34,526 68 .1 1,222 2 .4 50,725 100 .0

Transportation and postal services 81,373 99 .7 62,361 76 .4 251 0 .3 81,624 100 .0

Wholesaling/retailing 1,047,079 99 .6 869,196 82 .7 4,224 0 .4 1,051,303 100 .0

Wholesale trade 241,917 99 .3 175,592 72 .1 1,693 0 .7 243,610 100 .0

Retail trade 805,162 99 .7 693,604 85 .9 2,531 0 .3 807,693 100 .0

Finance and insurance 34,672 99 .3 33,546 96 .0 258 0 .7 34,930 100 .0

Real estate and goods rental and leasing 352,548 99 .9 345,065 97 .8 303 0 .1 352,851 100 .0
Scientific research and professional and technical 
services 203,060 99 .7 174,375 85 .6 582 0 .3 203,642 100 .0

Accommodations and food services 604,050 99 .8 524,811 86 .7 936 0 .2 604,986 100 .0
Life-related, entertainment and recreation 
services 404,764 99 .9 373,089 92 .1 543 0 .1 405,307 100 .0

Education and learning support 110,895 99 .9 100,213 90 .3 124 0 .1 111,019 100 .0

Medical, healthcare and welfare 194,822 99 .9 143,584 73 .6 243 0 .1 195,065 100 .0

Compound services 3,617 99 .9 3,604 99 .6 2 0 .1 3,619 100 .0

Services (not otherwise classified) 146,278 99 .4 105,171 71 .5 891 0 .6 147,169 100 .0

Non-primary industry total 4,201,264 99 .7 3,665,361 87 .0 11,926 0 .3 4,213,190 100 .0
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Source:  Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 . Number of enterprises = Number of companies + Business establishments of sole proprietors (independent establishments and head 

offices) . 
 2 . Enterprises with 300 or fewer regular employees (100 or fewer in wholesaling and services, and 50 or fewer in retailing and eating and 

drinking places) or capital stock of ¥300 million or less (¥100 million or less in wholesaling, and ¥50 million or less in retailing, eating and 
drinking places, and services) are treated as SMEs . 

 3 . Enterprises with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated 
as micro enterprises . 

 4 . The percentages of the total for micro enterprises indicate their proportion of the total number of enterprises . 
 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .

(3) Companies

SMEs
Large enterprises Total

Of which micro enterprises

Industry No. % of total No. % of total No. % of total No. % of total

Mining and quarrying of stone and gravel 1,797 99 .8 1,583 87 .9 4 0 .2 1,801 100 .0

Construction 331,079 99 .9 311,096 93 .9 280 0 .1 331,359 100 .0

Manufacturing 275,030 99 .3 223,100 80 .5 2,036 0 .7 277,066 100 .0

Electricity, gas, heat supply and water 786 96 .7 528 64 .9 27 3 .3 813 100 .0

Information and communications 46,747 97 .5 31,808 66 .3 1,222 2 .5 47,969 100 .0

Transportation and postal services 56,444 99 .6 37,457 66 .1 251 0 .4 56,695 100 .0

Wholesaling/retailing 469,247 99 .1 320,739 67 .8 4,103 0 .9 473,350 100 .0

Wholesale trade 189,621 99 .1 125,327 65 .5 1,693 0 .9 191,314 100 .0

Retail trade 279,626 99 .1 195,412 69 .3 2,410 0 .9 282,036 100 .0

Finance and insurance 25,694 99 .0 24,568 94 .7 258 1 .0 25,952 100 .0

Real estate and goods rental and leasing 182,060 99 .8 174,738 95 .8 303 0 .2 182,363 100 .0
Scientific research and professional and technical 
services 94,419 99 .4 73,918 77 .8 568 0 .6 94,987 100 .0

Accommodations and food services 96,675 99 .1 48,328 49 .5 908 0 .9 97,583 100 .0

Life-related, entertainment and recreation services 63,723 99 .2 37,377 58 .2 542 0 .8 64,265 100 .0

Education and learning support 15,818 99 .2 9,195 57 .7 124 0 .8 15,942 100 .0

Medical, healthcare and welfare 24,368 99 .5 10,062 41 .1 130 0 .5 24,498 100 .0

Compound services 74 97 .4 67 88 .2 2 2 .6 76 100 .0

Services (not otherwise classified) 91,350 99 .0 51,538 55 .9 887 1 .0 92,237 100 .0

Non-primary industry total 1,775,311 99 .3 1,356,102 75 .9 11,645 0 .7 1,786,956 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 . Business establishments of sole proprietors are not included . 
 2 . Enterprises with 300 or fewer regular employees (100 or fewer in wholesaling and services, and 50 or fewer in retailing and eating and 

drinking places) or capital stock of ¥300 million or less (¥100 million or less in wholesaling, and ¥50 million or less in retailing, eating and 
drinking places, and services) are treated as SMEs . 

 3 . Enterprises with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated 
as micro enterprises . 

 4 . The percentages of the total for micro enterprises indicate their proportion of the total number of enterprises . 
 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .
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Table 2  Number of enterprises and number of regular employees/workers by prefecture 
(private, non-primary industry, 2009)

(1) Number of enterprises

SMEs
Large enterprises Total

Of which micro enterprises

 No . % of total No . % of total No . % of total No . % of total

Hokkaido 166,961 99 .8 144,616 86 .4 322 0 .2 167,283 100 .0

Aomori 47,954 99 .9 42,458 88 .4 63 0 .1 48,017 100 .0

Iwate 44,388 99 .8 39,125 88 .0 67 0 .2 44,455 100 .0

Miyagi 71,928 99 .8 62,968 87 .3 163 0 .2 72,091 100 .0

Akita 39,925 99 .9 35,612 89 .1 39 0 .1 39,964 100 .0

Yamagata 45,799 99 .9 40,797 88 .9 67 0 .1 45,866 100 .0

Fukushima 71,625 99 .9 63,603 88 .7 85 0 .1 71,710 100 .0

Ibaraki 92,823 99 .9 82,363 88 .7 84 0 .1 92,907 100 .0

Tochigi 70,736 99 .9 63,025 89 .0 102 0 .1 70,838 100 .0

Gunma 77,225 99 .9 68,904 89 .1 105 0 .1 77,330 100 .0

Saitama 186,837 99 .9 166,118 88 .8 269 0 .1 187,106 100 .0

Chiba 139,283 99 .8 122,003 87 .4 265 0 .2 139,548 100 .0

Tokyo 487,729 99 .1 408,714 83 .0 4,662 0 .9 492,391 100 .0

Kanagawa 216,503 99 .7 187,674 86 .4 600 0 .3 217,103 100 .0

Niigata 89,770 99 .8 79,305 88 .2 162 0 .2 89,932 100 .0

Toyama 41,351 99 .8 36,176 87 .3 96 0 .2 41,447 100 .0

Ishikawa 47,286 99 .8 41,828 88 .3 111 0 .2 47,397 100 .0

Fukui 34,167 99 .9 30,404 88 .9 45 0 .1 34,212 100 .0

Yamanashi 36,555 99 .9 33,023 90 .2 48 0 .1 36,603 100 .0

Nagano 85,783 99 .8 77,032 89 .6 161 0 .2 85,944 100 .0

Gifu 82,601 99 .9 73,266 88 .6 101 0 .1 82,702 100 .0

Shizuoka 140,136 99 .8 123,807 88 .2 234 0 .2 140,370 100 .0

Aichi 240,809 99 .7 206,323 85 .4 715 0 .3 241,524 100 .0

Mie 60,504 99 .8 53,210 87 .8 91 0 .2 60,595 100 .0

Shiga 39,165 99 .8 34,238 87 .3 70 0 .2 39,235 100 .0

Kyoto 94,994 99 .8 83,700 87 .9 187 0 .2 95,181 100 .0

Osaka 326,793 99 .6 282,486 86 .1 1,240 0 .4 328,033 100 .0

Hyogo 169,036 99 .8 147,417 87 .0 313 0 .2 169,349 100 .0

Nara 36,092 99 .9 31,810 88 .1 28 0 .1 36,120 100 .0

Wakayama 40,708 99 .9 36,693 90 .1 31 0 .1 40,739 100 .0

Tottori 18,882 99 .8 16,539 87 .4 32 0 .2 18,914 100 .0

Shimane 26,319 99 .9 23,308 88 .5 29 0 .1 26,348 100 .0

Okayama 60,144 99 .8 52,355 86 .9 108 0 .2 60,252 100 .0

Hiroshima 96,627 99 .8 83,949 86 .7 182 0 .2 96,809 100 .0

Yamaguchi 46,307 99 .9 40,315 86 .9 67 0 .1 46,374 100 .0

Tokushima 29,939 99 .9 26,933 89 .9 30 0 .1 29,969 100 .0

Kagawa 36,329 99 .8 32,004 87 .9 63 0 .2 36,392 100 .0

Ehime 50,945 99 .8 45,108 88 .4 91 0 .2 51,036 100 .0

Kochi 29,548 99 .9 26,615 90 .0 27 0 .1 29,575 100 .0

Fukuoka 154,699 99 .8 132,668 85 .5 384 0 .2 155,083 100 .0

Saga 27,907 99 .9 24,316 87 .0 38 0 .1 27,945 100 .0

Nagasaki 48,638 99 .9 42,825 88 .0 48 0 .1 48,686 100 .0

Kumamoto 57,348 99 .9 50,057 87 .2 82 0 .1 57,430 100 .0

Oita 40,390 99 .9 35,200 87 .0 50 0 .1 40,440 100 .0

Miyazaki 40,008 99 .9 35,465 88 .5 44 0 .1 40,052 100 .0

Kagoshima 58,110 99 .9 51,728 88 .9 59 0 .1 58,169 100 .0

Okinawa 53,658 99 .9 47,278 88 .0 66 0 .1 53,724 100 .0

Total 4,201,264 99 .7 3,665,361 87 .0 11,926 0 .3 4,213,190 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 . Number of enterprises = Number of companies + Business establishments of sole proprietors (independent establishments and head 

offices) . 
 2 . Enterprises with 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) or capital stock of ¥300 million or less (¥100 million or less in wholesaling, ¥50 million or less in retailing, eating and 
drinking places, and services) are treated as SMEs . 

 3 . Enterprises with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated 
as micro enterprises . 

 4 . The percentages of the total for micro enterprises indicate their proportion of the total number of enterprises . 
 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .
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(2) Number of regular employees

SMEs
Large enterprises Total

Of which micro enterprises

No . of regular 
employees % of total No . of regular 

employees % of total No . of regular 
employees % of total No . of regular 

employees % of total

Hokkaido 966,211 81 .5 253,915 21 .4 218,841 18 .5 1,185,052 100 .0

Aomori 236,939 86 .5 66,536 24 .3 37,089 13 .5 274,028 100 .0

Iwate 228,889 85 .7 63,288 23 .7 38,043 14 .3 266,932 100 .0

Miyagi 400,100 80 .3 106,009 21 .3 98,208 19 .7 498,308 100 .0

Akita 191,790 90 .3 56,221 26 .5 20,648 9 .7 212,438 100 .0

Yamagata 223,150 81 .7 62,781 23 .0 49,863 18 .3 273,013 100 .0

Fukushima 367,870 82 .6 107,620 24 .2 77,410 17 .4 445,280 100 .0

Ibaraki 478,699 88 .3 147,709 27 .2 63,666 11 .7 542,365 100 .0

Tochigi 335,236 80 .6 106,453 25 .6 80,744 19 .4 415,980 100 .0

Gunma 380,372 74 .6 112,899 22 .1 129,340 25 .4 509,712 100 .0

Saitama 970,395 73 .6 293,187 22 .2 348,832 26 .4 1,319,227 100 .0

Chiba 723,122 68 .7 212,778 20 .2 329,909 31 .3 1,053,031 100 .0

Tokyo 4,071,212 34 .6 745,482 6 .3 7,691,472 65 .4 11,762,684 100 .0

Kanagawa 1,293,093 71 .0 332,872 18 .3 527,730 29 .0 1,820,823 100 .0

Niigata 489,886 82 .5 138,779 23 .4 103,740 17 .5 593,626 100 .0

Toyama 241,154 78 .3 65,888 21 .4 67,018 21 .7 308,172 100 .0

Ishikawa 250,564 82 .5 71,674 23 .6 53,116 17 .5 303,680 100 .0

Fukui 180,122 87 .2 54,733 26 .5 26,400 12 .8 206,522 100 .0

Yamanashi 155,937 87 .1 51,296 28 .6 23,171 12 .9 179,108 100 .0

Nagano 430,044 82 .7 120,125 23 .1 90,164 17 .3 520,208 100 .0

Gifu 432,677 82 .9 127,838 24 .5 89,061 17 .1 521,738 100 .0

Shizuoka 761,142 77 .9 218,474 22 .4 215,562 22 .1 976,704 100 .0

Aichi 1,660,063 64 .1 392,952 15 .2 929,959 35 .9 2,590,022 100 .0

Mie 322,221 84 .2 91,956 24 .0 60,440 15 .8 382,661 100 .0

Shiga 212,179 79 .6 56,910 21 .4 54,253 20 .4 266,432 100 .0

Kyoto 504,179 69 .0 135,282 18 .5 226,126 31 .0 730,305 100 .0

Osaka 2,185,427 59 .4 513,720 14 .0 1,492,357 40 .6 3,677,784 100 .0

Hyogo 956,816 78 .2 249,117 20 .4 267,240 21 .8 1,224,056 100 .0

Nara 173,845 92 .2 52,092 27 .6 14,752 7 .8 188,597 100 .0

Wakayama 160,558 83 .5 54,309 28 .3 31,615 16 .5 192,173 100 .0

Tottori 101,289 90 .3 28,324 25 .2 10,909 9 .7 112,198 100 .0

Shimane 129,426 89 .4 40,104 27 .7 15,339 10 .6 144,765 100 .0

Okayama 357,230 82 .3 94,098 21 .7 77,019 17 .7 434,249 100 .0

Hiroshima 599,619 72 .5 150,803 18 .2 227,920 27 .5 827,539 100 .0

Yamaguchi 259,029 82 .3 70,028 22 .2 55,725 17 .7 314,754 100 .0

Tokushima 126,733 87 .7 40,292 27 .9 17,717 12 .3 144,450 100 .0

Kagawa 199,879 77 .2 53,201 20 .5 59,127 22 .8 259,006 100 .0

Ehime 264,822 80 .0 76,778 23 .2 66,384 20 .0 331,206 100 .0

Kochi 122,557 89 .9 38,150 28 .0 13,717 10 .1 136,274 100 .0

Fukuoka 989,236 72 .3 233,402 17 .1 378,448 27 .7 1,367,684 100 .0

Saga 143,449 88 .2 42,349 26 .0 19,187 11 .8 162,636 100 .0

Nagasaki 234,432 90 .5 70,515 27 .2 24,608 9 .5 259,040 100 .0

Kumamoto 286,827 87 .4 85,200 26 .0 41,288 12 .6 328,115 100 .0

Oita 211,073 81 .4 59,489 22 .9 48,276 18 .6 259,349 100 .0

Miyazaki 183,925 89 .7 56,539 27 .6 21,080 10 .3 205,005 100 .0

Kagoshima 270,697 85 .5 81,197 25 .7 45,777 14 .5 316,474 100 .0

Okinawa 240,579 85 .7 68,231 24 .3 40,286 14 .3 280,865 100 .0

Total 24,704,694 62 .8 6,351,595 16 .2 14,619,576 37 .2 39,324,270 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 . The figures shown indicate the total number of regular employees of companies and sole proprietors . 
 2 . Enterprises with 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) or with capital stock of ¥300 million or less (¥100 million in wholesaling, ¥50 million or less in retailing, eating and 
drinking places, and services) are treated as SMEs . 

 3 . Enterprises with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated 
as micro enterprises . 

 4 .  The percentages of the total micro enterprises indicate their proportion of all regular employees . 
 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .
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(3) Number of regular employees and workers

SMEs
Large enterprises Total

Of which micro enterprises
No . of regular 

company employees 
+ total no . of workers 

of sole proprietors
% of total

No . of regular 
company employees 
+ total no . of workers 

of sole proprietors
% of total

No . of regular 
company employees 
+ total no . of workers 

of sole proprietors
% of total

No . of regular 
company employees 
+ total no . of workers 

of sole proprietors
% of total

Hokkaido 1,093,262 83 .3 354,129 27 .0 219,218 16 .7 1,312,480 100 .0

Aomori 286,128 88 .5 106,224 32 .9 37,195 11 .5 323,323 100 .0

Iwate 274,250 87 .8 100,194 32 .1 38,098 12 .2 312,348 100 .0

Miyagi 465,559 82 .6 157,180 27 .9 98,334 17 .4 563,893 100 .0

Akita 232,805 91 .7 90,010 35 .5 20,955 8 .3 253,760 100 .0

Yamagata 269,216 84 .4 100,295 31 .4 49,863 15 .6 319,079 100 .0

Fukushima 432,610 84 .8 160,132 31 .4 77,413 15 .2 510,023 100 .0

Ibaraki 566,812 89 .8 215,415 34 .1 64,240 10 .2 631,052 100 .0

Tochigi 394,896 83 .0 154,720 32 .5 80,745 17 .0 475,641 100 .0

Gunma 447,373 77 .5 167,748 29 .1 129,526 22 .5 576,899 100 .0

Saitama 1,118,307 76 .2 406,985 27 .7 349,182 23 .8 1,467,489 100 .0

Chiba 834,638 71 .6 295,774 25 .4 330,415 28 .4 1,165,053 100 .0

Tokyo 4,375,465 36 .3 968,635 8 .0 7,692,003 63 .7 12,067,468 100 .0

Kanagawa 1,442,006 73 .2 439,228 22 .3 528,054 26 .8 1,970,060 100 .0

Niigata 572,501 84 .7 206,876 30 .6 103,794 15 .3 676,295 100 .0

Toyama 280,316 80 .7 96,087 27 .7 67,081 19 .3 347,397 100 .0

Ishikawa 294,465 84 .7 106,186 30 .5 53,254 15 .3 347,719 100 .0

Fukui 213,218 89 .0 80,394 33 .6 26,402 11 .0 239,620 100 .0

Yamanashi 193,900 89 .3 80,624 37 .1 23,171 10 .7 217,071 100 .0

Nagano 506,987 84 .8 182,986 30 .6 90,524 15 .2 597,511 100 .0

Gifu 511,172 85 .1 188,985 31 .5 89,250 14 .9 600,422 100 .0

Shizuoka 882,682 80 .4 313,529 28 .5 215,716 19 .6 1,098,398 100 .0

Aichi 1,854,874 66 .6 533,163 19 .1 930,835 33 .4 2,785,709 100 .0

Mie 382,500 86 .3 137,501 31 .0 60,554 13 .7 443,054 100 .0

Shiga 254,085 82 .4 86,834 28 .2 54,383 17 .6 308,468 100 .0

Kyoto 600,556 72 .6 206,288 24 .9 226,301 27 .4 826,857 100 .0

Osaka 2,472,073 62 .3 724,498 18 .3 1,493,562 37 .7 3,965,635 100 .0

Hyogo 1,121,156 80 .7 367,344 26 .4 267,935 19 .3 1,389,091 100 .0

Nara 216,948 93 .5 83,314 35 .9 15,180 6 .5 232,128 100 .0

Wakayama 208,117 86 .8 91,414 38 .1 31,736 13 .2 239,853 100 .0

Tottori 118,011 91 .5 41,528 32 .2 10,910 8 .5 128,921 100 .0

Shimane 154,560 91 .0 60,316 35 .5 15,340 9 .0 169,900 100 .0

Okayama 406,051 84 .0 131,833 27 .3 77,102 16 .0 483,153 100 .0

Hiroshima 675,708 74 .8 209,307 23 .2 227,949 25 .2 903,657 100 .0

Yamaguchi 301,873 84 .4 102,664 28 .7 55,868 15 .6 357,741 100 .0

Tokushima 155,599 89 .8 63,989 36 .9 17,719 10 .2 173,318 100 .0

Kagawa 229,642 79 .5 77,267 26 .7 59,263 20 .5 288,905 100 .0

Ehime 312,597 82 .4 114,831 30 .3 66,547 17 .6 379,144 100 .0

Kochi 154,317 91 .8 63,619 37 .9 13,719 8 .2 168,036 100 .0

Fukuoka 1,138,439 75 .0 339,387 22 .4 378,957 25 .0 1,517,396 100 .0

Saga 173,274 90 .0 64,680 33 .6 19,203 10 .0 192,477 100 .0

Nagasaki 285,125 92 .1 109,340 35 .3 24,613 7 .9 309,738 100 .0

Kumamoto 339,297 89 .1 125,549 33 .0 41,350 10 .9 380,647 100 .0

Oita 248,228 83 .7 88,529 29 .9 48,329 16 .3 296,557 100 .0

Miyazaki 224,016 91 .4 87,754 35 .8 21,084 8 .6 245,100 100 .0

Kagoshima 327,478 87 .7 126,097 33 .8 45,779 12 .3 373,257 100 .0

Okinawa 300,128 88 .2 111,547 32 .8 40,287 11 .8 340,415 100 .0

Total 28,343,220 66 .0 9,120,929 21 .2 14,628,938 34 .0 42,972,158 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 .  The figures shown indicate the combined sum of regular employees of companies and the total number of workers of sole proprietors . 
 2 . Companies with 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) or with capital stock of ¥300 million or less (¥100 million in wholesaling, ¥50 million or less in retailing, eating and 
drinking places, and services) and sole proprietors with 300 or fewer workers (100 or fewer in wholesaling and services, 50 or fewer in 
retailing, eating and drinking places) are treated as SMEs . 

 3 . Companies with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) and sole 
proprietors with 20 or fewer workers (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated as micro 
enterprises . 

 4 . The percentages of the total micro enterprises indicate their proportion of regular employees of companies and workers of sole 
proprietors . 

 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .
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Table 3 Number of workers by industry and size (private, non-primary industry, 2009)
(1) Business establishments

Size

 
Item

Industry 

Small and medium business establishments
Large business 
establishments

TotalOf which micro business 
establishments

No . of 
workers

% of total
No . of 

workers
% of total

No . of 
workers

% of total
No . of 

workers
% of total

Mining and quarrying of stone and gravel 28,486 92 .8 17,391 56 .7 2,198 7 .2 30,684 100 .0

Construction 4,144,794 95 .9 2,767,799 64 .1 175,650 4 .1 4,320,444 100 .0

Manufacturing 7,108,960 72 .3 2,443,820 24 .9 2,717,879 27 .7 9,826,839 100 .0

Electricity, gas, heat supply and water 145,842 69 .3 18,166 8 .6 64,691 30 .7 210,533 100 .0

Information and communications 879,442 51 .0 177,585 10 .3 844,972 49 .0 1,724,414 100 .0

Transportation and postal services 3,071,843 86 .0 706,143 19 .8 500,120 14 .0 3,571,963 100 .0

Wholesaling/retailing 9,699,818 76 .4 2,650,390 20 .9 2,996,014 23 .6 12,695,832 100 .0

Wholesale trade 3,340,666 81 .0 642,693 15 .6 784,575 19 .0 4,125,241 100 .0

Retail trade 6,359,152 74 .2 2,007,697 23 .4 2,211,439 25 .8 8,570,591 100 .0

Finance and insurance 1,288,131 81 .1 487,242 30 .7 299,778 18 .9 1,587,909 100 .0

Real estate and goods rental and leasing 1,449,674 93 .7 983,512 63 .6 97,014 6 .3 1,546,688 100 .0

Scientific research and professional and 
technical services 1,310,734 73 .6 435,283 24 .4 470,987 26 .4 1,781,721 100 .0

Accommodations and food services 4,874,690 85 .5 1,279,832 22 .5 826,009 14 .5 5,700,699 100 .0

Life-related, entertainment and recreation 
services 2,412,584 88 .9 886,861 32 .7 300,802 11 .1 2,713,386 100 .0

Education and learning support 1,092,393 63 .3 223,461 12 .9 633,217 36 .7 1,725,610 100 .0

Medical, healthcare and welfare 3,745,147 66 .5 418,776 7 .4 1,884,819 33 .5 5,629,966 100 .0

Compound services 340,489 83 .7 62,601 15 .4 66,431 16 .3 406,920 100 .0

Services (not otherwise classified) 2,651,290 57 .8 577,823 12 .6 1,939,636 42 .2 4,590,926 100 .0

Non-primary industry total 44,244,317 76 .2 14,136,685 24 .3 13,820,217 23 .8 58,064,534 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes: 1 . Business establishments with 300 or fewer workers (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) are treated as small and medium business establishments . 
 2 . Business establishments with 20 or fewer workers (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are 

treated as micro business establishments . 
 3 . The percentages of the total for micro business establishments indicate their proportion of the total number of business establishments . 
 4 . Industries are classified according to the November 2007 revised system of industry classification . 
 5 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .

(2) Enterprises (number of regular employees of companies and sole proprietors)

Size

 Item
Industry 

SMEs
Large enterprises Total

Of which micro enterprises

No . of regular 
employees

% of total
No . of regular 

employees
% of total

No . of regular 
employees

% of total
No . of regular 

employees
% of total

Mining and quarrying of stone and gravel 19,581 81 .3 9,647 40 .0 4,507 18 .7 24,088 100 .0

Construction 2,647,321 85 .9 1,580,988 51 .3 434,462 14 .1 3,081,783 100 .0

Manufacturing 5,469,317 59 .3 1,393,577 15 .1 3,751,514 40 .7 9,220,831 100 .0

Electricity, gas, heat supply and water 31,695 15 .9 3,331 1 .7 167,599 84 .1 199,294 100 .0

Information and communications 655,129 45 .7 72,781 5 .1 777,308 54 .3 1,432,437 100 .0

Transportation and postal services 1,975,693 63 .9 286,171 9 .3 1,117,826 36 .1 3,093,519 100 .0

Wholesaling/retailing 5,462,645 60 .7 1,006,547 11 .2 3,536,291 39 .3 8,998,936 100 .0

Wholesale trade 2,101,156 70 .3 283,278 9 .5 887,346 29 .7 2,988,502 100 .0

Retail trade 3,361,489 55 .9 723,269 12 .0 2,648,945 44 .1 6,010,434 100 .0

Finance and insurance 160,064 13 .2 66,266 5 .5 1,055,313 86 .8 1,215,377 100 .0

Real estate and goods rental and leasing 648,054 75 .2 296,512 34 .4 214,194 24 .8 862,248 100 .0

Scientific research and professional and 
technical services 756,175 70 .8 237,476 22 .2 311,715 29 .2 1,067,890 100 .0

Accommodations and food services 2,345,422 63 .3 613,656 16 .6 1,358,606 36 .7 3,704,028 100 .0

Life-related, entertainment and recreation 
services 1,273,599 75 .8 298,740 17 .8 406,134 24 .2 1,679,733 100 .0

Education and learning support 339,809 76 .7 68,867 15 .6 102,948 23 .3 442,757 100 .0

Medical, healthcare and welfare 991,180 89 .8 265,454 24 .0 112,957 10 .2 1,104,137 100 .0

Compound services 3,370 2 .1 3,247 2 .0 160,187 97 .9 163,557 100 .0

Services (not otherwise classified) 1,925,640 63 .5 148,335 4 .9 1,108,015 36 .5 3,033,655 100 .0

Non-primary industry total 24,704,694 62 .8 6,351,595 16 .2 14,619,576 37 .2 39,324,270 100 .0
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Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes: 1 The figures shown indicate the total number of regular employees of companies and sole proprietors . 
 2 . Enterprises with 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) or with capital stock of ¥300 million or less (¥100 million in wholesaling, ¥50 million or less in retailing, eating and 
drinking places, and services) are treated as SMEs . 

 3 . Enterprises with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated 
as micro enterprises . 

 4 . The percentages of the total micro enterprises indicate their proportion of regular employees . 
 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .

(3) Enterprises (number of regular employees of companies and total number of workers of sole proprietors)

Size

 Item
Industry 

SMEs
Large enterprises Total

Of which micro enterprises

No . of regular 
company 

employees + total 
no . of workers of 
sole proprietors

% of total

No . of regular 
company 

employees + total 
no . of workers of 
sole proprietors

% of total

No . of regular 
company 

employees + total 
no . of workers of 
sole proprietors

% of total

No . of regular 
company 

employees + total 
no . of workers of 
sole proprietors

% of total

Mining and quarrying of stone and gravel 19,967 81 .6 10,032 41 .0 4,507 18 .4 24,474 100 .0

Construction 2,933,526 87 .1 1,861,579 55 .3 434,765 12 .9 3,368,291 100 .0

Manufacturing 5,735,545 60 .5 1,653,355 17 .4 3,751,514 39 .5 9,487,059 100 .0

Electricity, gas, heat supply and water 31,695 15 .9 3,331 1 .7 167,599 84 .1 199,294 100 .0

Information and communications 659,341 45 .9 76,313 5 .3 777,308 54 .1 1,436,649 100 .0

Transportation and postal services 2,008,428 64 .2 318,316 10 .2 1,117,826 35 .8 3,126,254 100 .0

Wholesaling/retailing 6,393,481 64 .4 1,725,737 17 .4 3,541,244 35 .6 9,934,725 100 .0

Wholesale trade 2,185,226 71 .1 343,930 11 .2 887,562 28 .9 3,072,788 100 .0

Retail trade 4,208,255 61 .3 1,381,807 20 .1 2,653,682 38 .7 6,861,937 100 .0

Finance and insurance 171,738 14 .0 77,940 6 .4 1,055,313 86 .0 1,227,051 100 .0

Real estate and goods rental and leasing 871,761 80 .3 517,248 47 .6 214,296 19 .7 1,086,057 100 .0

Scientific research and professional and 
technical services 891,457 74 .1 331,466 27 .5 311,729 25 .9 1,203,186 100 .0

Accommodations and food services 3,184,046 70 .1 1,145,627 25 .2 1,359,484 29 .9 4,543,530 100 .0
Life-related, entertainment and recreation 
services 1,715,472 80 .9 690,442 32 .5 406,236 19 .1 2,121,708 100 .0

Education and learning support 475,848 82 .2 166,503 28 .8 102,948 17 .8 578,796 100 .0

Medical, healthcare and welfare 1,234,970 91 .5 321,198 23 .8 115,164 8 .5 1,350,134 100 .0

Compound services 8,941 5 .3 8,605 5 .1 160,187 94 .7 169,128 100 .0

Services (not otherwise classified) 2,007,004 64 .4 213,237 6 .8 1,108,818 35 .6 3,115,822 100 .0

Non-primary industry total 28,343,220 66 .0 9,120,929 21 .2 14,628,938 34 .0 42,972,158 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 .  The figures shown indicate the combined sum of regular employees of companies and the total number of workers of sole proprietors . 
 2 . Companies with 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) or with capital stock of ¥300 million or less (¥100 million in wholesaling, ¥50 million or less in retailing, eating and 
drinking places, and services) and sole proprietors with 300 or fewer workers (100 or fewer in wholesaling and services, 50 or fewer in 
retailing and eating and drinking places) are treated as SMEs . 

 3 . Companies with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) and sole 
proprietors with 20 or fewer workers (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated as micro 
enterprises . 

 4 . The percentages of the total micro enterprises indicate their proportion of regular employees of companies and workers of sole 
proprietors . 

 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .
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(4) Companies only (number of regular employees of companies)

Size

 Item
Industry 

SMEs
Large enterprises Total

Of which micro enterprises

No . of regular 
employees

% of total
No . of regular 

employees
% of total

No . of regular 
employees

% of total
No . of regular 

employees
% of total

Mining and quarrying of stone and gravel 19,052 80 .9 9,147 38 .8 4,507 19 .1 23,559 100 .0

Construction 2,438,945 84 .9 1,376,102 47 .9 434,462 15 .1 2,873,407 100 .0

Manufacturing 5,232,735 58 .2 1,166,383 13 .0 3,751,514 41 .8 8,984,249 100 .0

Electricity, gas, heat supply and water 31,695 15 .9 3,331 1 .7 167,599 84 .1 199,294 100 .0

Information and communications 652,357 45 .6 70,535 4 .9 777,308 54 .4 1,429,665 100 .0

Transportation and postal services 1,964,117 63 .7 275,484 8 .9 1,117,826 36 .3 3,081,943 100 .0

Wholesaling/retailing 4,635,515 56 .8 583,343 7 .1 3,524,949 43 .2 8,160,464 100 .0

Wholesale trade 2,027,625 69 .6 231,084 7 .9 887,346 30 .4 2,914,971 100 .0

Retail trade 2,607,890 49 .7 352,259 6 .7 2,637,603 50 .3 5,245,493 100 .0

Finance and insurance 153,958 12 .7 60,160 5 .0 1,055,313 87 .3 1,209,271 100 .0

Real estate and goods rental and leasing 603,692 73 .8 253,810 31 .0 214,194 26 .2 817,886 100 .0

Scientific research and professional and 
technical services 549,214 64 .1 109,518 12 .8 308,037 35 .9 857,251 100 .0

Accommodations and food services 1,546,976 53 .3 109,737 3 .8 1,356,300 46 .7 2,903,276 100 .0

Life-related, entertainment and recreation 
services 997,232 71 .1 82,000 5 .8 406,031 28 .9 1,403,263 100 .0

Education and learning support 239,886 70 .0 14,542 4 .2 102,948 30 .0 342,834 100 .0

Medical, healthcare and welfare 392,453 80 .9 21,404 4 .4 92,725 19 .1 485,178 100 .0

Compound services 155 0 .1 71 0 .0 160,187 99 .9 160,342 100 .0

Services (not otherwise classified) 1,864,611 62 .7 101,806 3 .4 1,107,458 37 .3 2,972,069 100 .0

Non-primary industry total 21,322,593 59 .4 4,237,373 11 .8 14,581,358 40 .6 35,903,951 100 .0

Source: Recompiled from MIC, 2009 Economic Census for Business Frame .
Notes:  1 . Business establishments of sole proprietors are not included . 
 2 . Companies with 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or fewer in retailing and eating and 

drinking places) or with capital stock of ¥300 million or less (¥100 million or less in wholesaling, ¥50 million or less in retailing, eating and 
drinking places, and services) are treated as SMEs . 

 3 . Companies with 20 or fewer regular employees (5 or fewer in wholesaling, retailing, eating and drinking places, and services) are treated 
as micro enterprises . 

 4 . The percentages of the total for micro enterprises indicate their proportion of all regular employees . 
 5 . Industries are classified according to the November 2007 revised system of industry classification . 
 6 . Direct comparisons should not be made between the present findings and results obtained from the Establishment and Enterprise 

Census of Japan published in the supplementary statistical data for past White Papers on SMEs as the Economic Census for Business 
Frame (1) captures a greater range of business establishments and enterprises due to its use of commercial and corporate registers and 
other administrative records, and (2) it surveys enterprises and establishments en bloc by having head offices report information on their 
branches and other operations .



344

1) Enterprises (sole proprietorships + corporate enterprises)

Year
Survey 
interval 

(months)

No . of 
enterprises 
at start of 

period

No . of 
entries

Entry survey 
period 

(months)

Increase 
in no . of 

enterprises

Annual 
average 

increase in no . 
of enterprises

Annual 
average no . 
of entries

Annual 
average no . 

of exits

Entry rate 
(%)

Exit rate 
(%)

75 - 78 37 4,682,092 681,775 29 .5 355,485 115,292 277,332 162,040 5 .9 3 .5

78 - 81 36 .5 5,037,577 739,996 30 318,925 104,852 295,998 191,146 5 .9 3 .8

81 - 86 60 5,356,502 1,039,351 54 72,096 14,419 230,967 216,548 4 .3 4 .0

86 - 91 60 5,428,598 853,991 54 -126,240 -25,248 189,776 215,024 3 .5 4 .0

91 - 96 63 5,302,358 967,779 81 -147,968 -28,184 143,375 171,559 2 .7 3 .2

96 - 99 33 5,154,390 507,531 33 -253,477 -92,173 184,557 288,147 3 .6 5 .6

99 - 01 27 4,900,913 638,289 27 -160,984 -71,548 283,684 334,755 5 .8 6 .8
As of 2001 (1993 classification) 4,739,929

01 - 04 32 4,739,635 447,148 32 -360,347 -135,130 167,681 289,731 3 .5 6 .1

04 - 06 28 4,379,288 518,671 28 -138,962 -59,555 222,288 273,282 5 .1 6 .2
As of 2006 (2002 classification) 4,240,326

2) Corporate enterprises (independent establishments and head offices, not including branches)

Year
Survey 
interval 

(months)

No . of 
corporate 

enterprises 
at start of 

period

No . of 
entries

Entry survey 
period 

(months)

Increase 
in no . of 

corporate 
enterprises

Annual 
average 

increase in no . 
of corporate 
enterprises

Annual 
average no . 
of entries

Annual 
average no . 

of exits

Entry rate 
(%)

Exit rate 
(%)

75 - 78 37 921,768 113,039 29 .5 118,905 38,564 45,982 7,418 5 .0 0 .8

78 - 81 36 .5 1,040,673 139,678 30 138,146 45,418 55,871 10,453 5 .4 1 .0

81 - 86 60 1,178,819 234,223 54 143,689 28,738 52,050 23,312 4 .4 2 .0

86 - 91 60 1,322,508 266,717 54 230,506 46,101 59,270 13,169 4 .5 1 .0

91 - 96 63 1,553,014 310,761 81 112,167 21,365 46,039 24,674 3 .0 1 .6

96 - 99 33 1,665,181 174,728 33 -6,801 -2,473 63,537 87,773 3 .8 5 .3

99 - 01 27 1,658,380 226,701 27 -50,570 -22,476 100,756 105,414 6 .1 6 .4
As of 2001 (1993 classification) 1,607,810 　

01 - 04 32 1,607,648 155,161 32 -87,661 -32,873 58,185 88,739 3 .6 5 .5

04 - 06 28 1,519,987 197,819 28 -14,768 -6,329 84,780 83,972 5 .6 5 .5
As of 2006 (2002 classification) 1,505,219

3) Sole proprietorships (independent establishments, head offices and branches)

Year
Survey 
interval 

(months)

No . of sole 
proprietorships 

at start of 
period

No . of 
entries

Entry survey 
period 

(months)

Increase in 
no . of sole 

proprietorships

Annual 
average 

increase in 
no . of sole 

proprietorships

Annual 
average no . 
of entries

Annual 
average no . 

of exits

Entry rate 
(%)

Exit rate 
(%)

75 - 78 37 3,760,324 568,736 29 .5 236,580 76,729 231,350 154,622 6 .2 4 .1

78 - 81 36 .5 3,996,904 600,318 30 180,779 59,434 240,127 180,693 6 .0 4 .5

81 - 86 60 4,177,683 805,128 54 -71,593 -14,319 178,917 193,236 4 .3 4 .6

86 - 91 60 4,106,090 587,274 54 -356,746 -71,349 130,505 201,855 3 .2 4 .9

91 - 96 63 3,749,344 657,018 81 -260,135 -49,550 97,336 146,886 2 .6 3 .9

96 - 99 33 3,489,209 332,803 33 -246,676 -89,700 121,019 200,374 3 .5 5 .7

99 - 01 27 3,242,533 411,588 27 -110,414 -49,073 182,928 229,341 5 .6 7 .1
As of 2001 (1993 classification) 3,132,119

01 - 04 32 3,131,987 291,987 32 -272,686 -102,257 109,495 200,991 3 .5 6 .4

04 - 06 28 2,859,301 320,852 28 -124,194 -53,226 137,508 189,310 4 .8 6 .6
As of 2006 (2002 classification) 2,735,107

Table 4  Trends in entry and exit rates (non-primary industries)
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4) Business establishments

Year
Survey 
interval 

(months)

No . of 
business 

establishments 
at start of 

period

No . of 
entries

Entry survey 
period

(months)

Increase in no . 
of business 

establishments

Annual average 
increase in no . 

of business 
establishments

Annual 
average no . 
of entries

Annual 
average no . 

of exits

Entry rate 
(%)

Exit rate 
(%)

66 - 69 36 4,230,738 964,474 42 419,757 139,919 275,564 135,645 6 .5 3 .2

69 - 72 38 4,650,495 863,915 32 463,228 146,283 323,968 177,686 7 .0 3 .8

72 - 75 32 .5 5,113,723 744,865 28 .5 275,577 101,752 313,627 211,876 6 .1 4 .1

75 - 78 37 5,389,300 818,730 29 .5 460,021 149,196 333,043 183,847 6 .2 3 .4

78 - 81 36 .5 5,849,321 896,325 30 419,750 138,000 358,530 220,530 6 .1 3 .8

81 - 86 60 6,269,071 1,324,318 54 225,270 45,054 294,293 249,239 4 .7 4 .0

86 - 89 36 6,494,341 826,723 36 127,905 42,635 275,574 232,939 4 .2 3 .6

89 - 91 24 6,622,246 406,977 18 -80,505 -40,253 271,318 311,571 4 .1 4 .7

91 - 94 33 .7 6,541,741 846,139 33 .7 -9,761 -3,476 301,296 305,774 4 .6 4 .7

94 - 96 29 .3 6,531,980 418,613 21 -29,056 -11,900 239,207 251,107 3 .7 3 .8

96 - 99 33 6,502,924 740,389 33 -318,095 -115,671 269,232 384,884 4 .1 5 .9

99 - 01 27 6,184,829 937,122 27 -65,768 -29,230 416,499 445,636 6 .7 7 .2
As of 2001 (1993 classification) 6,119,061

01 - 04 32 6,118,721 691,029 32 -408,747 -153,280 259,136 392,019 4 .2 6 .4

04 - 06 28 5,709,974 846,368 28 -7,193 -3,083 362,729 369,309 6 .4 6 .5
As of 2006 (2002 classification) 5,702,781

Source: MIC, Establishment and Enterprise Census of Japan .
Notes:  1 .  The annual average number of exits in 1986-89 (business establishments only), 1991-94 (business establishments only), 1996-99, 1999-

2001, 2001-04 and 2004-06 are calculated based on the published figures for exits of business establishments . However, the numbers of 
entries (exits) of corporate enterprises in 1996-99, 1999-2001, 2001-04 and 2004-06 are calculated by adding entries (exits) of independent 
establishments and head offices according to Volume 1 Result of Establishments for Japan Table 7 of the 1999 survey, Special Result 
concerning Changes and Conversions in Establishments for Japan (2) State of Changes in 1999-2001 Table 8 of the 2001 survey, Volume 1 
Result of Establishments for Japan Table 10 of the 2004 survey and Result of Establishment for Japan Table 46 of the 2006 survey . 

 2 . The number of entries in 1994-1996 is the number of business establishments established in and after 1995 . 
 3 .  This survey was conducted as the Establishment Census until 1991, Establishment Directory Maintenance in 1989, and the Establishment 

Directory Maintenance Survey in 1994 . 
 4 . The classification of industries as of 2004 and as of 2006 is according to MIC, Japan Standard Industrial Classification (revised March 2002) . 
 5 . As the revision of the Japan Standard Industrial Classification in March 2002 resulted in the transfer of some industry groups between 

primary and non-primary industries, the annual average entry and exit rates in 2001-04 were calculated based on the number of 
enterprises and business establishments at the beginning of the period under the new system of classification . 

 6 . As the number of enterprises calculated based on the number of enterprises given in Supplementary statistical data Table 1(2) does not 
include the business establishments of sole proprietors classified as branches, the number does not match the number of enterprises 
at the start of the period shown in 1) above .

Note: Method of calculation of entry and exit rates based on MIC’s Establishment and Enterprise Census of Japan.

1.	 	 Definitions
The entry rate indicates “(1) the average number of establishments (or enterprises) newly established” during a particular 

period as a proportion of “(2) the number of establishments (or enterprises) already in existence at the start of the period,” 
and is calculated by dividing (1) by (2). The exit rate is calculated in a similar manner.

2.	 	 Example	of	calculation
The annual average number of entries and exits of establishments, which serves as the numerator in the above formula, 

is calculated differently according to the period for which the entry and exit rates are being calculated. This is because there 
are differences in how the results of the MIC’s Establishment and Enterprise Census of Japan are tabulated depending on 
the year of the survey. Entry and exit rates were calculated according to (1) below for the periods 1986-1989, 1991-1994, 
1996-1999, 1999-2001, 2001-2004, and 2004-2006 and according to (2) for other periods. If the periods are the same, the 
entry and exit rates based on both the number of establishments and number of enterprises can be calculated by the same 
method.

(1)  Example of calculation for 1986-1989, 1991-1994, 1996-1999, 1999-2001, 2001-2004, and 2004-2006
(2004-2006 based on number of establishments)
 1) MIC’s Establishment and Enterprise Census of Japan at the end of the period classifies the number of establishments 

into continuing establishments, new establishments and closed establishments according to the state of changes. The 
number of new establishments (i.e. entries) and number of closed establishments are each divided by the 28-month 
period from June 1, 2004 (the date of the previous survey) until October 1, 2006, and then multiplied by 12 to calculate 
the annual average number of entries of establishments and annual average number of exits of establishments.

  (annual average number of entries of establishments) = 846,368 / 28 × 12 ~= 362,729
  (annual average number of exits of establishments) = 861,722 / 28 × 12 ~= 369,309
 2) Entry rates and exit rates are calculated by respectively dividing the annual average number of entering establishments 
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and the annual average number of exiting establishments obtained in 1) by the number of establishments at the 
beginning of the period (2004), and then multiplying the results by 100.

  (entry rate) = 362,729 / 5,709,974 × 100 ~= 6.4 (%)
  (exit rate) = 369,309 / 5,709,974 × 100 ~= 6.5 (%) 
(2)  Example of calculation for periods other than 1986-1989, 1991-1994, 1996-1999, 1999-2001, 2001-2004, and 2004-

2006
(1994-1996 based on number of establishments)
 1) MIC’s Establishment and Enterprise Census of Japan at the end of the period classifies the number of establishments 

according to timing of entry, and the number of entries of establishments from 1995 onward was 418,613. As the period 
of surveying of entries from January 1, 1995 to the end of the period on October 1, 1996 is 21 months, the number of 
entries of establishments is divided by 21 and multiplied by 12 to calculate the annual average number of entries of 
establishments. As this census does not report the number of exits of establishments, the annual average number of 
exits of establishments is calculated by subtracting the annual average increase in the number of establishments from 
the annual average number of entries of establishments. The annual average increase in the number of establishments 
is calculated by the number of establishments at the end of the period minus the number of establishments at the start 
of the period, divided by the 29.3 month period from April 20, 1994 (the date of the previous survey) until October 1, 
1996, and then multiplied by 12.

  (annual average number of entries of establishments) = 418,613 / 21 × 12 ~= 239,207
  (annual average increase in number of establishments) = (6,502,924 - 6,531,980) / 29.3 × 12 ~= -11,990
  (annual average number of exits of establishments) = (239,207 - (-11,900)) = 251,107
 2) Entry rates and exit rates are calculated by respectively dividing the annual average number of entering establishments 

and the annual average number of exiting establishments obtained in 1) by the number of establishments (6,531,980) 
at the beginning of the period (1994), and then multiplying the results by 100.

  (entry rate) = 239,207 / 6,531,980 × 100 ~= 3.7(%)
  (exit rate) = 251,107 / 6,531,980 × 100 ~= 3.8(%)

3.	 	 Additional	information
Another method of calculating the entry and exit rates in MIC’s Establishment and Enterprise Census of Japan other 

than by using the above published data is to calculate the number of entries and exits by tracing them back using the data 
from individual questionnaires. Surveys since 1991 have assigned a code consisting of a municipality code, survey block 
number and establishment number, and this code can be used to concatenate establishments with the results of surveys in 
other years.

Example: Number of entries and exits of establishments in 1999-2001
   Number of entries of establishments: Number of establishments not found to exist at the start of the period  
    (1999) and whose existence could be confirmed at the end of the  
    period (2001).
   Number of exits of establishments:  Number of establishments found to exist at the start of the period  
    (1999) and whose existence could not be confirmed at the end of the  
    period (2001).

However, as the data from individual questionnaires cannot be traced back to 1991 and earlier, the calculations in this 
publication are as a rule performed according to 2. above based on data published by MIC so as to ensure the continuity 
of data.

By way of exception, entry and exit rates by industry subcategory and municipality are calculated based on data from 
individual questionnaires due to the difficulty in practice of calculating the rates by timing of establishment using data 
published by MIC (which significantly reflect changes in industry, etc.).

* Points to note regarding entry and exit rates calculated based on MIC’s Establishment and Enterprise Census of Japan
Establishments that migrated across the boundaries of survey blocks (about 248,000 as of March 2006 and each consisted 

of around 30 establishments) are counted as new establishments entries in their new locations, and closed establishments 
in their former locations.

As establishments from which questionnaires could not be collected for reasons such as temporary closure at the time 
of the survey are also counted as new establishments (entries) or closed establishments, it needs to be noted that both the 
number of new establishments and closed establishments may be larger than in reality.   
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1) Enterprises (sole proprietorships + corporate enterprises)

Year Survey interval 
(months)

No . of enterprises at 
start of period

No . of entering/
exiting enterprises

Annual average no . 
of entering/exiting 

enterprises

Entry rate/exit rate 
(%)

Entries 06 - 09 30 4,723,554 240,478 96,191 2 .0

Exits 06 - 09 33 4,240,326 723,051 262,928 6 .2

2) Corporate enterprises (independent establishments and head offices, not including branches)

Year Survey interval 
(months)

No . of corporate 
enterprises at start 

of period

No . of entering/
exiting corporate 

enterprises

Annual average no . 
of entering/exiting 

corporate enterprises

Entry rate/exit rate 
(%)

Entries 06 - 09 30 1,901,728 103,037 41,215 2 .2

Exits 06 - 09 33 1,505,219 226,035 82,195 5 .5

3) Sole proprietorships (independent establishments, head offices and branches)

Year Survey interval 
(months)

No . of sole 
proprietorships at 

start of period

No . of entering/
exiting sole 

proprietorships

Annual average no . of 
entering/exiting sole 

proprietorships

Entry rate/exit rate 
(%)

Entries 06 - 09 30 2,821,826 137,441 54,976 1 .9

Exits 06 - 09 33 2,735,107 497,016 180,733 6 .6

4) Business establishments

Year Survey interval 
(months)

No . of business 
establishments at 

start of period

No . of entering/
exiting business 
establishments

Annual average no . 
of entering/exiting 

business establishments

Entry rate/exit rate 
(%)

Entries 06 - 09 30 6,388,742 410,355 164,142 2 .6

Exits 06 - 09 33 5,702,777 996,207 362,257 6 .4

Sources: MIC, 2006 Establishment and Enterprise Census of Japan and 2009 Economic Census for Business Frame . 
Notes: 1 . The statistics reported in the Economic Census for Business Frame are based on revised detailed aggregates, and so may differ from 

those reported in the 2011 White Paper on Small and Medium Enterprises in Japan, which were based on preliminary basic aggregates . 
 2 . Entry and exit rates for business establishments include openings and closures of branches and plants, and openings and closures due 

to moves . 
 3 . Due to differing definitions of entering enterprises (establishments), direct comparisons with past entry rates cannot be made . 
 4 . Due to the different definitions used for entering enterprises (establishments) and exiting enterprises (establishments), direct comparisons 

cannot be made between entry rates and exit rates . 
 5 . Industries in 2006 are classified according to MIC’s Japan Standard Industrial Classification (revised November 2007) . 
 6 . As the revision Japan Standard Industrial Classification in November 2007 moved some industries between the primary and non-

primary sectors, annual average entry and exit rates for 2006-09 were calculated based on the number of enterprises and business 
establishments at the beginning of the period according to the new system of classification . 

 7 . The numbers of business establishments (as of 2006) shown in Supplementary Statistical Data Table 4-4) were calculated based on 
MIC’s Japan Standard Industrial Classification (revised March 2002), and do not equal the numbers of business establishments at the 
beginning of the period used to calculate the exit rates for 2006-09 in 4) above .

Note: Calculation of entry and exit rates from MIC, 2009 Economic Census for Business Frame.

1.	 	 Definitions
The entry rate is defined as the proportion of “(1) the annual average number of new establishments (or enterprises)” to 

“(2) establishments (or enterprises) already in existence at the beginning of the period,” and is calculated by dividing (1) by 
(2). The exit rate is defined as the proportion of “(1) the annual average number of exiting establishments (or enterprises)” 
to “(2) establishments (or enterprises) already in existence at the beginning of the period,” and is calculated by dividing (1) 
by (2).

The 2009 Economic Census for Business Frame captures a greater range of business establishments and enterprises 
than the Establishment and Enterprise Census of Japan due to its use of commercial and corporate registers and other 
administrative records. Entry and exit rates for the period 2006-09 can therefore be calculated using either of the following 
as the number of establishments (enterprises) at the beginning of the period (2006): the number of establishments 
(enterprises) according to the 2006 Establishment and Enterprises Census of Japan prior to the expansion of coverage, 
or the number of establishments (enterprises) in 2006 calculated from the 2009 Economic Census for Business Frame. As 
the analysis here uses data from after the expansion of coverage for entering establishments (enterprises) and data from 
before the expansion of coverage for exiting establishments (enterprises), the entry rate is calculated using the number of 
establishments (enterprises) after the expansion of coverage as the denominator, and the exit rate is calculated using the 
number of establishments (enterprises) before the expansion of coverage as the denominator.

2.	 	 Example	calculations	for	establishments	(rates	for	enterprises	may	be	calculated	by	the	same	method)
(1)  The number of new establishments according to the 2009 Economic Census for Business Frame was 410,355. As this 

number is considered basically equivalent to establishments entering in or after 2007, it is divided by the number of 
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months (30) between January 1, 2007, and the date of the survey on July 1, 2009, and then multiplied by 12 to obtain 
the annual average number of entering establishments.

  (annual average number of entering establishments) = 410,355 / 30 × 12 = 164,142
(2)  The annual average number of entering establishments calculated in (1) is divided by the number of establishments at 

the beginning of the period (2006) and then multiplied by 100 to calculate the entry rate. The number of establishments 
at the beginning of the period used here is determined based on data after the expansion of coverage. It therefore 
equals the sum of the number of continuing establishments (5,392,535) and the number of exiting establishments 
(996,207) according to the 2009 Economic Census for Business Frame, which equals 6,388,742.

  (entry rate) 164,142 / 6,388,742 × 100 ~= 2.6 (%)
(3)  The number of exiting establishments according to the 2009 Economic Census for Business Frame was 996,207. As 

exiting establishments are assumed to be equivalent to establishments that were surveyed for the 2006 Establishment 
and Enterprise Census of Japan (conducted October 1, 2006) but not detected by the 2009 Economic Census for 
Business Frame (conducted July 1, 2009), the annual average number of exiting establishments is calculated by 
dividing this number by the survey period (33 months) and multiplying the result by 12.

  (annual average number of exiting establishments) = 996,207 / 33 × 12 ~= 362,257
(4)  The annual average number of exiting establishments calculated in (3) is divided by the number of establishments at 

the beginning of the period (2006) and then multiplied by 100 to calculate the exit rate. The number of establishments 
at the beginning of the period used here is determined based on data from before the expansion of coverage. It 
therefore equals the number of establishments according to the 2006 Establishment and Enterprise Census of Japan, 
which is 5,702,777.

  (exit rate) 362,257 / 5,702,777 × 100 ~= 6.4 (%)

* Points to note regarding entry rates calculated based on MIC, 2009 Economic Census for Business Frame
Whereas the Establishment and Enterprise Census of Japan defined new establishments as establishments that were 

newly detected by census takers within their survey districts, the 2009 Economic Census for Business Frame defines them 
according to their date of establishment. Consequently, an establishment that relocated from another survey district was 
detected as a new establishment by the Establishment and Enterprise Census of Japan. With the 2009 Economic Census 
for Business Frame, on the other hand, if an establishment’s date of startup rather than date of relocation has been entered 
in the census form, it is detected as a continuing establishment. As a result, entry rates calculated from the 2009 Economic 
Census for Business Frame may be underestimated in comparison with past estimates.

New discovered establishments too were detected by the Establishment and Enterprise Census of Japan as new 
establishments. The 2009 Economic Census for Business Frame, on the other hand, detects them as either new establishments 
or continuing establishments depending on when they were established, again resulting in underestimation of entry rates in 
comparison with in the past.

Due to these differences in the definitions of new establishments, entry rates calculated for 2006-09 based on the 2009 
Economic Census for Business Frame are not directly comparable with past rates. 
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Table 5  Trends in entry and exit rates by industry 
 (based on number of business establishments, annual average)
 (Unit: %)

Year 66 - 69 69 - 72 72 - 75 75 - 78 78 - 81 81 - 86 86 - 89 89 - 91 91 - 94 94 - 96 96 - 99 99 - 01 01 - 04 04 - 06 06 - 09

Non-primary 
industry total

Entry Rate 6 .5 7 .0 6 .1 6 .2 6 .1 4 .7 4 .2 4 .1 4 .6 3 .7 4 .1 6 .7 4 .2 6 .4 2 .6

Exit Rate 3 .2 3 .8 4 .1 3 .4 3 .8 4 .0 3 .6 4 .7 4 .7 3 .8 5 .9 7 .2 6 .4 6 .5 6 .4

Manufacturing
Entry Rate 6 .0 5 .6 4 .3 3 .4 3 .7 3 .1 3 .1 2 .8 3 .1 1 .5 1 .9 3 .9 2 .2 3 .4 1 .2

Exit Rate 2 .5 3 .2 3 .4 2 .3 2 .5 3 .1 2 .9 4 .0 4 .5 4 .0 5 .3 6 .6 5 .7 5 .4 5 .8

Wholesaling
Entry Rate 6 .5 8 .1 8 .0 6 .8 6 .4 5 .1 4 .8 3 .2 5 .0 3 .3 4 .9 6 .6 3 .9 5 .6 2 .1

Exit Rate 6 .5 3 .8 5 .3 3 .7 3 .8 3 .7 4 .1 3 .2 5 .0 5 .3 7 .4 7 .5 7 .0 6 .4 6 .6

Retailing
Entry Rate 5 .0 4 .9 4 .3 4 .8 4 .4 3 .4 3 .1 2 .8 3 .9 3 .6 4 .3 6 .1 3 .9 5 .7 2 .3

Exit Rate 2 .1 3 .3 3 .6 3 .2 4 .0 4 .0 3 .4 6 .4 4 .3 4 .6 6 .8 7 .2 6 .7 6 .8 7 .1

Services
Entry Rate 6 .3 6 .7 6 .1 6 .1 6 .4 5 .3 4 .9 4 .7 5 .0 3 .8 4 .2 7 .3 4 .4 6 .4 2 .3

Exit Rate 3 .8 4 .0 3 .8 3 .3 3 .1 3 .2 3 .6 2 .9 4 .2 2 .8 4 .8 6 .3 5 .5 5 .9 4 .9

Sources:  MIC, Establishment and Enterprise Census of Japan and Economic Census for Business Frame .
Notes:  1 .  The statistics reported in the Economic Census for Business Frame are based on revised detailed aggregates, and so may differ from 

those reported in the 2011 White Paper on Small and Medium Enterprises in Japan, which were based on preliminary basic aggregates . 
 2 . Entry and exit rates for business establishments include openings and closures of branches and plants, and openings and closures due 

to moves . 
 3 . Rates were calculated based on the Establishment and Enterprise Census of Japan up to 2006, and the Economic Census for Business 

Frame for the period 2006-09 . This survey was conducted as the Establishment Census until 1991, Establishment Directory Maintenance 
in 1989, and the Establishment Directory Maintenance Survey in 1994 .

 4 . See Table 4 regarding the method of calculation of the entry and exit rates . 
 5 . Direct comparisons cannot be made between the figures for 2006-09 and past figures due to differing definitions of entering 

establishments . Direct comparisons between the entry rates and exit rates for 2006-09 are also not possible due to the different ways 
in which entering and exiting establishments are defined . 

 6 .  “Services” in 2001-04, 2004-06 and 2006-09 consists of “services (not otherwise classified) .” 
 7 .  The annual average entry and exit rates for 2001-04 and 2004-06 were calculated based on the Japan Standard Industrial Classification 

(revised March 2002) . The annual average entry and exit rates for 2006-09 were calculated based on the Japan Standard Industrial 
Classification (revised November 2007) .

Table 6  Trends in entry and exit rates based on number of business establishments with 
employees

 (Unit: %)

FY 81 82 83 84 85 86 87 88 89 90

Entry rate 7 .2 6 .4 6 .1 5 .9 5 .8 6 .0 6 .8 7 .4 6 .7 6 .3

Exit rate 3 .7 5 .8 4 .3 4 .2 4 .2 4 .1 3 .7 3 .4 3 .2 3 .0

91 92 93 94 95 96 97 98 99 00

5 .8 5 .1 4 .6 4 .8 4 .6 4 .7 4 .2 3 .9 4 .4 4 .9

3 .3 3 .3 3 .4 3 .4 3 .6 2 .5 2 .8 3 .1 4 .0 4 .0

01 02 03 04 05 06 07 08 09 10 11

4 .4 4 .1 4 .0 4 .1 4 .4 4 .8 5 .0 4 .2 4 .7 4 .5 4 .5

4 .4 4 .6 4 .8 4 .5 4 .4 4 .3 4 .4 4 .5 4 .7 4 .1 3 .9

Source:  MHLW, Annual Report on Employment Insurance Programs .
Notes:  1 .  Entry rate = Number of business establishments newly covered by employment insurance in fiscal year concerned / Number of business 

establishments covered by employment insurance at end of previous fiscal year × 100 . 
 2 .  Exit rate = Number of business establishments that cease to be covered by employment insurance in fiscal year concerned / Number 

of business establishments covered by employment insurance at end of previous fiscal year × 100 . 
 3 . Business establishments covered by employment insurance are business establishments with established insurance status for labor 

insurance related to employment insurance (Article 5 of the Employment Insurance Law) .
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Table 7  Trends in number of incorporation registrations and company entry and 
 exit rates
Year 55 56 57 58 59 60 61 62 63 64

No . of incorporation 
registrations 77,323 51,391 54,216 53,452 57,270 62,143 65,155 63,402 71,483 72,926

Company entry rate (%) 19 .6 12 .5 12 .4 12 .2 12 .0 12 .4 12 .1 11 .0 11 .5 11 .1

Company exit rate (%) 15 .2 6 .1 12 .7 3 .0 6 .6 5 .1 4 .9 3 .9 5 .4 3 .4

65 66 67 68 69 70 71 72 73 74

71,145 81,418 88,214 77,857 88,521 93,778 97,692 112,903 119,226 96,286

10 .1 10 .9 11 .1 9 .3 9 .9 10 .0 10 .0 10 .7 10 .6 8 .0

4 .4 4 .7 5 .5 2 .8 4 .8 5 .4 2 .7 4 .0 3 .4 1 .2

75 76 77 78 79 80 81 82 83 84

96,158 102,950 100,845 93,799 103,972 100,802 96,071 93,293 95,879 104,061

7 .5 7 .7 7 .2 6 .3 6 .8 6 .3 5 .9 5 .5 5 .5 5 .8

3 .2 3 .0 1 .6 2 .9 2 .5 3 .7 2 .5 2 .9 2 .5 1 .7

85 86 87 88 89 90 91 92 93 94

105,941 105,133 117,475 140,520 165,718 176,058 172,105 107,459 97,603 92,522

5 .7 5 .5 6 .0 7 .0 8 .0 8 .1 7 .6 4 .5 3 .9 3 .6

4 .1 3 .0 3 .5 3 .5 3 .1 3 .4 1 .7 1 .0 1 .6 1 .9

95 96 97 98 99 00 01 02 03 04

92,885 103,723 92,610 82,502 88,036 98,350 90,687 87,544 95,381 101,100

3 .6 3 .9 3 .5 3 .1 3 .3 3 .6 3 .3 3 .2 3 .4 3 .7

2 .1 2 .3 4 .5 2 .0 2 .2 2 .4 2 .5 2 .7 4 .1 3 .1

05 06 07 08 09 10 10 (*1)

103,545 115,178 101,981 92,097 86,016 87,916

3 .7 4 .1 3 .6 3 .2 3 .0 3 .4 3 .1   

3 .1 3 .4 2 .7 3 .2 3 .1 4 .2 3 .8

Sources: MOJ, Annual Report of Statistics on Civil Affairs, Litigation and Civil Liberties; National Tax Agency, National Tax Agency Annual Statistics 
Report .  

Notes:  1 .  Company entry rates = Number of incorporation registrations / Number of companies in previous year × 100 . 
 2 .  Company exit rate = Company entry rate - Rate of increase . (=(number of companies in previous year + number of incorporation 

registrations - number of companies in current year) / number of companies in previous year × 100) . 
 3 .  The number of incorporation registrations is from Annual Registration Statistics from 1955 to 1960, Annual Report of Registration, 

Litigation and Civil Liberties from 1961 to 1971, and Annual Report of Statistics on Civil Affairs, Litigation and Civil Liberties from 1972 
onward . 

 4 .  The number of incorporation registrations is for each calendar year . 
 5 .  The numbers of companies in 1963 and 1964 are estimates based on the National Tax Agency’s Results of the Corporation Sample 

Survey . The number of companies from 1967 includes cooperative associations . 
 6 .  The number of companies in the years before 2006 is the number of companies which completed the business year between February 

1 of that year and January 31 of the following year . 
  The number of companies from 2007 to 2009 is the number of companies as of June 30 of the following year . 
  The number of companies in 2010 is the number of corporate fiscal years for which income tax returns were filed, aggregated in units 

of companies . In order to achieve continuity with 2009 figures, the rate of business entries and exits calculated with the number of 
companies defined as per the definition used for 2009 as the denominator is also shown . (*1) 
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Table 8  Number of business establishments and workers and value of shipments  
in manufacturing

(1) Number of business establishments

Year
No .  
of workers

1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010

4-9 213,308 198,411 190,640 206,808 186,111 186,698 161,085 144,216 150,551 130,041 143,094 121,626 117,259 126,964 108,813 99,883

10-19 76,789 74,823 72,639 73,743 70,132 67,724 71,678 67,719 65,823 64,046 57,383 60,515 62,441 60,189 56,194 54,439

20-99 82,099 80,991 79,645 78,181 74,710 72,562 69,321 65,351 64,003 63,326 62,368 62,256 63,862 61,553 57,501 56,674

100-299 11,823 11,721 11,703 11,422 11,066 11,049 10,807 10,348 10,376 10,505 10,630 10,775 11,113 10,872 10,061 10,093

300-999 3,062 3,046 3,014 2,972 2,876 2,859 2,854 2,748 2,715 2,710 2,776 2,891 3,026 2,943 2,754 2,818

1,000 or more 645 620 605 587 562 529 522 466 442 459 464 480 531 540 494 496

4-299 384,019 365,946 354,627 370,154 342,019 338,033 312,891 287,634 290,753 267,918 273,475 255,172 254,675 259,578 232,569 221,089

300 or more 3,707 3,666 3,619 3,559 3,438 3,388 3,376 3,214 3,157 3,169 3,240 3,371 3,557 3,483 3,248 3,314

Total 387,726 369,612 358,246 373,713 345,457 341,421 316,267 290,848 293,910 271,087 276,715 258,543 258,232 263,061 235,817 224,403

(2) Number of workers Upper row: 1,000 workers, lower row: % of total

Year
No .  
of workers

1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010

4-9
1,272 1,199 1,155 1,231 1,119 1,111 957 860 879 777 852 731 712 746 650 603

12 .3 11 .9 11 .6 12 .5 11 .9 12 .1 10 .8 10 .3 10 .7 9 .6 10 .4 8 .9 8 .4 8 .9 8 .4 7 .9

10-19
1,061 1,036 1,007 1,021 971 938 976 921 894 870 792 824 849 819 765 742

10 .3 10 .3 10 .1 10 .4 10 .4 10 .2 11 .0 11 .1 10 .9 10 .7 9 .7 10 .0 10 .0 9 .8 9 .9 9 .7

20-99
3,192 3,152 3,107 3,044 2,921 2,846 2,722 2,579 2,533 2,508 2,479 2,480 2,541 2,457 2,303 2,276

30 .9 31 .2 31 .3 30 .9 31 .1 31 .0 30 .7 31 .0 30 .8 30 .9 30 .4 30 .1 29 .8 29 .4 29 .8 29 .7

100-299
1,897 1,879 1,881 1,834 1,776 1,776 1,739 1,664 1,675 1,696 1,712 1,743 1,800 1,767 1,639 1,640

18 .4 18 .6 18 .9 18 .6 18 .9 19 .3 19 .6 20 .0 20 .4 20 .9 21 .0 21 .2 21 .1 21 .1 21 .2 21 .4

300-999
1,539 1,528 1,511 1,484 1,427 1,417 1,405 1,337 1,328 1,321 1,353 1,425 1,488 1,445 1,350 1,378

14 .9 15 .1 15 .2 15 .1 15 .2 15 .4 15 .8 16 .1 16 .1 16 .3 16 .6 17 .3 17 .5 17 .3 17 .5 18 .0

1,000 or more
1,359 1,309 1,276 1,224 1,164 1,097 1,067 963 918 944 970 1,022 1,127 1,131 1,029 1,026

13 .2 13 .0 12 .8 12 .4 12 .4 11 .9 12 .0 11 .6 11 .2 11 .6 11 .9 12 .4 13 .2 13 .5 13 .3 13 .4

4-299
7,422 7,266 7,150 7,129 6,787 6,670 6,395 6,024 5,980 5,851 5,834 5,778 5,904 5,789 5,357 5,307

71 .9 71 .9 72 .0 72 .5 72 .4 72 .6 72 .1 72 .4 72 .7 72 .1 71 .5 70 .2 69 .3 69 .2 69 .3 69 .3

300 or more
2,898 2,837 2,787 2,708 2,591 2,513 2,471 2,300 2,247 2,264 2,323 2,448 2,615 2,576 2,379 2,404

28 .1 28 .1 28 .0 27 .5 27 .6 27 .4 27 .9 27 .6 27 .3 27 .9 28 .5 29 .8 30 .7 30 .8 30 .7 31 .4

Total
10,321 10,103 9,937 9,837 9,378 9,184 8,866 8,324 8,226 8,116 8,157 8,225 8,519 8,365 7,736 7,664
100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0

(3) Value of manufactured shipments Upper row: ¥ billion, lower row: % of total

Year
No .  
of workers

1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010

4-9
13,750 13,491 13,400 13,722 12,194 12,198 10,250 9,103 9,055 8,450 9,283 8,361 8,750 8,852 7,105 6,684

4 .5 4 .3 4 .1 4 .5 4 .2 4 .1 3 .6 3 .4 3 .3 3 .0 3 .1 2 .7 2 .6 2 .6 2 .7 2 .3

10-19
16,318 16,314 16,492 16,280 15,001 14,742 14,733 13,384 12,986 13,039 12,429 13,097 14,415 14,158 11,840 11,452

5 .3 5 .2 5 .1 5 .3 5 .1 4 .9 5 .1 5 .0 4 .7 4 .6 4 .2 4 .2 4 .3 4 .2 4 .5 4 .0

20-99
67,531 68,957 70,216 67,443 63,630 63,915 61,267 57,135 57,163 59,035 59,991 61,152 65,405 65,659 55,103 55,394

22 .1 22 .0 21 .7 22 .1 21 .8 21 .3 21 .4 21 .2 20 .9 20 .8 20 .3 19 .4 19 .4 19 .6 20 .8 19 .2

100-299
59,541 60,761 63,917 60,493 59,724 62,770 60,568 58,154 59,069 63,787 64,630 68,120 70,278 70,450 58,174 61,558

19 .5 19 .4 19 .8 19 .8 20 .5 20 .9 21 .1 21 .6 21 .6 22 .5 21 .9 21 .6 20 .9 21 .0 21 .9 21 .3

300-999
70,635 73,377 76,835 72,455 68,720 73,269 70,269 66,184 69,312 71,187 76,880 84,539 87,286 86,389 67,693 77,781

23 .1 23 .4 23 .8 23 .7 23 .6 24 .4 24 .5 24 .6 25 .4 25 .1 26 .0 26 .9 25 .9 25 .7 25 .5 26 .9

1,000 or more
78,256 80,169 82,212 75,447 72,180 73,585 69,580 65,402 65,824 68,020 72,133 79,567 90,623 90,070 65,344 76,239

25 .6 25 .6 25 .4 24 .7 24 .8 24 .5 24 .3 24 .3 24 .1 24 .0 24 .4 25 .3 26 .9 26 .8 24 .6 26 .4

4-299
157,139 159,523 164,025 157,938 150,550 153,624 146,818 137,776 138,274 144,311 146,333 150,729 158,848 159,120 132,222 135,113

51 .3 51 .0 50 .8 51 .6 51 .7 51 .1 51 .2 51 .1 50 .6 50 .9 49 .5 47 .9 47 .2 47 .4 49 .8 46 .7

300 or more
148,890 153,546 159,047 147,902 140,900 146,854 139,849 131,586 135,136 139,207 149,013 164,106 177,909 176,459 133,037 154,020

48 .7 49 .0 49 .2 48 .4 48 .3 48 .9 48 .8 48 .9 49 .4 49 .1 50 .5 52 .1 52 .8 52 .6 50 .2 53 .3

Total
306,030 313,068 323,072 305,840 291,450 300,478 286,667 269,362 273,409 283,530 295,346 314,835 336,757 335,579 265,259 289,108

100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0

Source:  METI, Census of Manufactures .
Notes:  1 . Based on statistics for business establishments . The “Total” may not correspond to the total value of the items as they have been 

rounded off . 
 2 . Figures were basically recalculated from the “Industry” section data for each year . 
 3 . Table (1) shows the number of business establishments by number of workers at business establishments (plants) . 
 4 . Values for 2004 include the results (partial estimates) of the 2004 Supplemental Survey following the Niigata Chuetsu Earthquake . 

However, figures in italics indicate figures that are solely from this survey, as those results of the Supplemental Survey are concealed . 
As a result, the total of each breakdown is not consistent with manufacturing industry total . 

 5 . Changes to survey items mean that the values of manufactured shipments since 2007 are not continuous with those in previous years . 
 6 . Revisions made to the figures published in the 2003-05 Census of Manufactures mean that they differ from those given in the 

Supplementary Statistical Data published in White Papers on Small and Medium Enterprises in Japan up to 2010 .
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Table 9  Capital investment and value added in manufacturing
(1) Capital investment Upper row: ¥ billion, lower row: % of total

Year
No .  
of workers

1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010

30-99
1,734 1,962 2,137 1,975 1,659 1,522 1,712 1,416 1,399 1,465 1,608 1,850 1,970 1,871 1,472 1,207
15 .4 15 .5 16 .0 14 .8 15 .0 13 .4 14 .5 14 .9 15 .7 14 .2 13 .7 14 .1 14 .0 13 .6 14 .1 13 .6

100-299
2,658 2,829 2,982 2,929 2,621 2,604 2,812 2,292 2,121 2,374 2,719 3,058 3,125 3,048 2,547 2,070

23 .6 22 .4 22 .3 22 .0 23 .6 23 .0 23 .7 24 .1 23 .8 23 .0 23 .2 23 .3 22 .3 22 .1 24 .4 23 .3

300-999
3,209 3,906 4,052 4,195 3,271 3,529 3,571 2,859 2,606 2,915 3,343 4,140 4,184 3,925 3,121 2,901

28 .5 30 .9 30 .3 31 .4 29 .5 31 .2 30 .1 30 .1 29 .2 28 .2 28 .5 31 .6 29 .8 28 .5 29 .9 32 .7

1,000 or more
3,643 3,936 4,210 4,244 3,539 3,670 3,751 2,942 2,792 3,586 4,058 4,048 4,741 4,937 3,289 2,704

32 .4 31 .2 31 .5 31 .8 31 .9 32 .4 31 .7 30 .9 31 .3 34 .7 34 .6 30 .9 33 .8 35 .8 31 .5 30 .4

30-299
4,392 4,791 5,118 4,904 4,280 4,127 4,524 3,708 3,520 3,839 4,327 4,908 5,094 4,919 4,019 3,277

39 .1 37 .9 38 .3 36 .8 38 .6 36 .4 38 .2 39 .0 39 .5 37 .1 36 .9 37 .5 36 .3 35 .7 38 .5 36 .9

300 or more
6,852 7,842 8,262 8,439 6,809 7,199 7,322 5,800 5,398 6,501 7,401 8,188 8,926 8,862 6,410 5,605

60 .9 62 .1 61 .7 63 .2 61 .4 63 .6 61 .8 61 .0 60 .5 62 .9 63 .1 62 .5 63 .7 64 .3 61 .5 63 .1

Total
11,244 12,632 13,381 13,343 11,089 11,326 11,845 9,508 8,918 10,341 11,728 13,096 14,020 13,781 10,428 8,882
100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0

Investment per worker (Unit: ¥1,000)

Year
No .  
of workers

1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010

30-99 791 906 1,000 940 820 771 907 788 792 838 925 1,061 1,104 1,079 893 741

100-299 1,401 1,506 1,585 1,597 1,476 1,466 1,617 1,377 1,266 1,400 1,588 1,754 1,736 1,725 1,554 1,263

300-999 2,085 2,557 2,681 2,828 2,292 2,490 2,542 2,138 1,962 2,207 2,471 2,905 2,811 2,716 2,312 2,105

1,000 or more 2,680 3,006 3,300 3,466 3,041 3,347 3,516 3,056 3,041 3,799 4,185 3,959 4,208 4,366 3,198 2,636

30-299 1,074 1,184 1,274 1,247 1,127 1,100 1,247 1,071 1,023 1,115 1,254 1,408 1,421 1,405 1,222 1,003

300 or more 2,364 2,764 2,964 3,116 2,628 2,864 2,963 2,522 2,403 2,871 3,187 3,346 3,413 3,440 2,695 2,332

Total average 1,609 1,836 1,966 2,009 1,736 1,808 1,943 1,650 1,568 1,812 2,032 2,207 2,261 2,267 1,840 1,566

(2) Value added Upper row: ¥ billion, lower row: % of total

Year
No .  
of workers

1995 1996 1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010

4-9
7,322 7,163 7,071 7,280 6,487 6,531 5,379 4,771 4,778 4,427 4,842 4,305 4,322 4,284 3,412 3,212

6 .2 6 .0 5 .9 6 .4 6 .0 5 .9 5 .2 4 .9 4 .8 4 .4 4 .7 4 .0 4 .0 4 .2 4 .2 3 .5

10-19
7,453 7,458 7,482 7,452 6,869 6,760 7,114 6,514 6,317 6,283 5,917 6,169 6,488 6,134 5,204 5,011

6 .4 6 .3 6 .2 6 .6 6 .4 6 .1 6 .9 6 .7 6 .4 6 .2 5 .7 5 .7 6 .0 6 .1 6 .5 5 .5

20-99
27,402 28,045 28,215 27,023 25,773 26,014 24,849 22,945 22,800 23,378 23,349 23,247 23,575 22,725 19,386 19,805

23 .4 23 .5 23 .5 23 .9 23 .9 23 .6 24 .1 23 .5 23 .1 23 .1 22 .5 21 .6 21 .7 22 .4 24 .1 21 .8

100-299
22,935 23,227 23,977 22,482 22,502 23,168 22,266 21,483 22,209 23,512 23,648 23,842 23,365 21,973 18,478 20,308

19 .6 19 .5 20 .0 19 .9 20 .9 21 .0 21 .6 22 .0 22 .5 23 .2 22 .7 22 .2 21 .5 21 .7 23 .0 22 .4

300-999
25,564 26,055 26,263 24,888 23,638 24,707 22,801 21,352 21,733 22,987 23,754 25,603 24,718 23,327 18,610 22,989

21 .8 21 .8 21 .9 22 .0 21 .9 22 .4 22 .1 21 .9 22 .1 22 .7 22 .8 23 .8 22 .7 23 .0 23 .2 25 .4

1,000 or more
26,527 27,355 26,865 24,067 22,590 23,063 20,896 20,394 20,715 20,656 22,456 24,433 26,188 22,861 15,229 19,342

22 .6 22 .9 22 .4 21 .3 20 .9 20 .9 20 .2 20 .9 21 .0 20 .4 21 .6 22 .7 24 .1 22 .6 19 .0 21 .3

4-299
65,113 65,894 66,745 64,238 61,631 62,472 59,608 55,713 56,104 57,600 57,756 57,562 57,750 55,116 46,480 48,336

55 .6 55 .2 55 .7 56 .8 57 .1 56 .7 57 .7 57 .2 56 .9 56 .9 55 .6 53 .5 53 .1 54 .4 57 .9 53 .3

10-299
57,791 58,731 59,673 56,958 55,144 55,942 54,229 50,942 51,326 53,173 52,914 53,257 53,428 50,832 43,068 45,124

49 .3 49 .2 49 .8 50 .3 51 .1 50 .7 52 .5 52 .3 52 .1 52 .5 50 .9 49 .5 49 .2 50 .2 53 .6 49 .8

300 or more
52,091 53,410 53,128 48,955 46,229 47,770 43,697 41,746 42,448 43,643 46,211 50,036 50,906 46,189 33,839 42,332

44 .4 44 .8 44 .3 43 .2 42 .9 43 .3 42 .3 42 .8 43 .1 43 .1 44 .4 46 .5 46 .9 45 .6 42 .1 46 .7

Total
117,204 119,304 119,873 113,193 107,860 110,243 103,305 97,459 98,552 101,247 103,967 107,598 108,656 101,305 80,319 90,667

100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0 100 .0

Source:  METI, Census of Manufactures .
Notes:  1 . Based on statistics for business establishments . The “Total” may not correspond to the total value of the items as they have been 

rounded off . 
 2 . Figures were basically recalculated from the “Industry” section data for each year . 
 3 . Capital investment equals the value of acquisitions of tangible fixed assets plus the annual change in construction in progress . 
 4 . Where business establishments of the head office are separate from plants, investment in the same is not included . 
 5 .  In Table (2), figures for business establishments with 4-9 workers up to 2000 and business establishments with 29 or fewer workers since 

2001 indicate gross value added . 
 6 . Values for 2004 include the results (including partial estimates) of the 2004 Supplemental Survey following the Niigata Chuetsu Earthquake . 

Figures are only income amounts as variations in construction suspense accounts are not included in the survey . In addition, figures in 
italics indicate figures that are solely from this survey, as those results of the Supplemental Survey are concealed . As a result, the total 
of each breakdown is not consistent with manufacturing industry total . 

 7 . Due to changes to survey items, the figures for value added since 2007 shown in (2) are not continuous with those for previous years . 
 8 . Revisions made to the figures published in the 2003-05 Census of Manufactures mean that they differ from those given in the 

Supplementary Statistical Data published in White Papers on Small and Medium Enterprises in Japan up to 2010 .
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Table 10  Number of business establishments and workers and value of  
 sales in wholesaling

(1) Number of business establishments and workers  Lower row: % of total

No . of 
workers

No . of business establishments (1,000) No . of workers (1,000)

1991 1994 1997 1999 2002 2004 2007 1991 1994 1997 1999 2002 2004 2007

1-2
101 .8 90 .4 83 .1 95 .5 84 .7 86 .4 77 .2 177 .5 158 .2 144 .1 155 .4 143 .5 145 .2 128 .8
(21 .4) (21 .1) (21 .2) (22 .4) (22 .3) (23 .0) (23 .1) (3 .7) (3 .5) (3 .5) (3 .5) (3 .6) (3 .8) (3 .7)

3-4
123 .3 103 .0 94 .1 98 .2 88 .7 89 .7 78 .4 424 .8 356 .4 325 .4 339 .8 306 .8 309 .7 270 .8
(25 .9) (24 .0) (24 .0) (23 .1) (23 .4) (23 .9) (23 .4) (8 .9) (7 .8) (7 .8) (7 .6) (7 .7) (8 .1) (7 .7)

5-9
132 .1 120 .1 109 .0 118 .1 105 .4 102 .9 90 .8 861 .1 786 .0 714 .4 774 .1 690 .5 674 .0 595 .0
(27 .8) (28 .0) (27 .8) (27 .7) (27 .8) (27 .4) (27 .1) (18 .0) (17 .2) (17 .2) (17 .2) (17 .3) (17 .7) (16 .9)

10-19
70 .5 67 .8 61 .8 67 .2 59 .7 57 .3 52 .1 937 .9 901 .8 823 .2 895 .4 795 .3 764 .2 695 .4

(14 .8) (15 .8) (15 .8) (15 .8) (15 .7) (15 .3) (15 .6) (19 .7) (19 .7) (19 .8) (19 .9) (19 .9) (20 .1) (19 .7)

20-49
36 .4 36 .0 32 .7 35 .4 30 .9 29 .6 27 .6 1,066 .1 1,055 .4 960 .6 1,038 .4 904 .9 866 .8 809 .9
(7 .6) (8 .4) (8 .4) (8 .3) (8 .1) (7 .9) (8 .2) (22 .3) (23 .0) (23 .1) (23 .1) (22 .6) (22 .8) (23 .0)

50-99
8 .4 8 .4 7 .6 8 .1 7 .1 6 .5 6 .1 567 .6 565 .2 514 .5 546 .4 477 .9 433 .2 408 .9

(1 .8) (2 .0) (1 .9) (1 .9) (1 .9) (1 .7) (1 .8) (11 .9) (12 .3) (12 .4) (12 .2) (11 .9) (11 .4) (11 .6)

1-99
472 .5 425 .7 388 .4 422 .5 376 .4 372 .4 332 .1 4,034 .8 3,823 .1 3,482 .3 3,749 .4 3,319 .0 3,193 .1 2,908 .8
(99 .3) (99 .2) (99 .2) (99 .2) (99 .2) (99 .2) (99 .2) (84 .5) (83 .4) (83 .6) (83 .4) (82 .9) (83 .9) (82 .5)

100 or more
3 .5 3 .6 3 .2 3 .3 3 .1 2 .8 2 .7 737 .9 758 .3 682 .4 746 .8 683 .0 610 .5 617 .5

(0 .7) (0 .8) (0 .8) (0 .8) (0 .8) (0 .8) (0 .8) (15 .5) (16 .6) (16 .4) (16 .6) (17 .1) (16 .1) (17 .5)

Total 476 .0 429 .3 391 .6 425 .9 379 .5 375 .3 334 .8 4,772 .7 4,581 .4 4,164 .7 4,496 .2 4,002 .0 3,803 .7 3,526 .3

(2) Total sales during the year and total sales during the year per worker Lower row: % of total

No . of 
workers

Total sales during the year (¥ billion) Total sales during the year per worker (¥10,000)

1991 1994 1997 1999 2002 2004 2007 1991 1994 1997 1999 2002 2004 2007

1-2
8,162 6,595 6,524 7,122 6,703 6,761 6,466 4,626 4,180 4,541 4,589 4,685 4,664 5,031

(1 .4) (1 .3) (1 .4) (1 .4) (1 .6) (1 .7) (1 .6)

3-4
23,788 19,413 18,761 18,269 16,468 16,347 15,643 5,610 5,453 5,774 5,380 5,379 5,284 5,784

(4 .2) (3 .8) (3 .9) (3 .7) (4 .0) (4 .0) (3 .8)

5-9
64,403 54,115 53,712 51,949 46,523 45,869 45,721 7,487 6,890 7,526 6,714 6,746 6,809 7,693

(11 .2) (10 .5) (11 .2) (10 .5) (11 .3) (11 .3) (11 .1)

10-19
82,024 72,162 71,782 71,069 61,319 61,045 62,742 8,753 8,008 8,727 7,940 7,721 7,993 9,032

(14 .3) (14 .0) (15 .0) (14 .3) (14 .8) (15 .1) (15 .2)

20-49
108,734 98,992 96,020 97,431 83,828 85,057 83,458 10,212 9,385 10,006 9,387 9,275 9,821 10,321

(19 .0) (19 .2) (20 .0) (19 .7) (20 .3) (21 .0) (20 .2)

50-99
68,696 64,689 61,076 62,778 51,321 52,348 52,100 12,122 11,452 11,878 11,499 10,746 12,093 12,751

(12 .0) (12 .6) (12 .7) (12 .7) (12 .4) (12 .9) (12 .6)

1-99
355,807 315,966 307,875 308,618 266,162 267,426 266,130 8,831 8,272 8,851 8,235 8,031 8,381 9,161

(62 .1) (61 .4) (64 .2) (62 .3) (64 .4) (66 .0) (64 .4)

100 or more
217,358 198,351 171,939 186,835 147,192 138,071 147,402 29,468 26,181 25,212 25,022 21,567 22,627 23,896

(37 .9) (38 .6) (35 .8) (37 .7) (35 .6) (34 .0) (35 .6)

Total 573,165 514,317 479,813 495,453 413,355 405,497 413,532 12,024 11,236 11,533 11,024 10,342 10,668 11,741

Source:  METI, Census of Commerce .
Notes:  1 . The figures are tabulated according to the January 1984 revised system of industry classification for 1991, the May 1993 revised system 

for 1994-1999, and the March 2002 revised system for 2002-2007 . 
 2 . The 1999 survey was conducted at the same time as the MIC’s Establishment and Enterprise Census of Japan (a simplified questionnaire 

was used for both surveys), which determines existing business establishments . The figures are not therefore continuous with the figures 
for previous years . 

 3 .  “Number of business establishments” is expressed as “number of stores” in the Census of Commerce up to 1999 . However, the two are 
the same in content . 

 4 .  Workers for calculating annual sales per worker exclude those employed in agency and intermediary business .
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Table 11  Number of business establishments and workers and value of  
 sales in retailing

(1) Number of business establishments and workers Lower row: % of total

No . of 
workers

No . of business establishments (1,000) No . of workers (1,000)

1991 1994 1997 1999 2002 2004 2007 1991 1994 1997 1999 2002 2004 2007

1-2
847 .2 764 .8 709 .0 685 .0 603 .4 568 .8 503 .8 1,381 .3 1,240 .0 1,146 .0 1,035 .1 966 .3 906 .8 795 .1
(53 .2) (51 .0) (49 .9) (48 .7) (46 .4) (45 .9) (44 .3) (19 .9) (16 .8) (15 .6) (12 .9) (12 .1) (11 .7) (10 .5)

3-4
416 .9 370 .9 350 .3 317 .2 297 .6 284 .1 252 .7 1,404 .5 1,256 .1 1,186 .6 1,076 .0 1,011 .4 962 .4 859 .1
(26 .2) (24 .7) (24 .7) (22 .5) (22 .9) (22 .9) (22 .2) (20 .2) (17 .0) (16 .1) (13 .4) (12 .7) (12 .4) (11 .3)

5-9
214 .0 222 .6 212 .4 226 .8 218 .7 207 .7 201 .8 1,336 .9 1,405 .2 1,342 .5 1,448 .8 1,404 .5 1,334 .9 1,302 .2
(13 .4) (14 .8) (15 .0) (16 .1) (16 .8) (16 .8) (17 .7) (19 .3) (19 .0) (18 .3) (18 .0) (17 .6) (17 .2) (17 .2)

10-19
71 .9 89 .6 93 .5 111 .9 114 .8 112 .4 114 .4 948 .2 1,187 .2 1,248 .3 1,503 .8 1,543 .0 1,516 .5 1,543 .1
(4 .5) (6 .0) (6 .6) (8 .0) (8 .8) (9 .1) (10 .1) (13 .7) (16 .1) (17 .0) (18 .7) (19 .4) (19 .5) (20 .4)

20-49
33 .1 42 .0 43 .3 51 .9 50 .7 50 .2 49 .6 956 .4 1,200 .9 1,232 .2 1,470 .3 1,439 .8 1,421 .6 1,403 .7
(2 .1) (2 .8) (3 .1) (3 .7) (3 .9) (4 .1) (4 .4) (13 .8) (16 .3) (16 .8) (18 .3) (18 .1) (18 .3) (18 .5)

1-49
1,583 .1 1,489 .9 1,408 .5 1,392 .8 1,285 .1 1,223 .1 1,122 .3 6,027 .3 6,289 .4 6,155 .7 6,534 .0 6,364 .9 6,142 .2 5,903 .3

(99 .5) (99 .3) (99 .2) (99 .0) (98 .9) (98 .8) (98 .6) (86 .9) (85 .2) (83 .7) (81 .4) (79 .8) (79 .1) (77 .9)

50 or more
8 .1 10 .1 11 .2 14 .1 14 .9 14 .9 15 .5 909 .2 1,094 .7 1,195 .1 1,494 .6 1,607 .9 1,620 .1 1,676 .1

(0 .5) (0 .7) (0 .8) (1 .0) (1 .1) (1 .2) (1 .4) (13 .1) (14 .8) (16 .3) (18 .6) (20 .2) (20 .9) (22 .1)

Total 1,591 .2 1,499 .9 1,419 .7 1,406 .9 1,300 .1 1,238 .0 1,137 .9 6,936 .5 7,384 .2 7,350 .7 8,028 .6 7,972 .8 7,762 .3 7,579 .4

(2) Total sales during the year and total sales during the year per worker Lower row: % of total

No . of 
workers

Total sales during the year (¥ billion) Total sales during the year per worker (¥10,000)

1991 1994 1997 1999 2002 2004 2007 1991 1994 1997 1999 2002 2004 2007

1-2
15,224 13,332 12,485 10,830 8,816 8,411 7,251 1,102 1,075 1,089 1,046 912 928 912

(10 .8) (9 .3) (8 .5) (7 .5) (6 .5) (6 .3) (5 .4)

3-4
23,006 20,054 19,573 15,464 13,457 12,646 11,891 1,638 1,597 1,650 1,437 1,331 1,314 1,384

(16 .4) (14 .0) (13 .2) (10 .8) (10 .0) (9 .5) (8 .8)

5-9
28,878 28,999 28,558 26,305 24,398 23,395 24,012 2,160 2,064 2,127 1,816 1,737 1,753 1,844

(20 .5) (20 .2) (19 .3) (18 .3) (18 .1) (17 .6) (17 .8)

10-19
21,409 23,826 26,051 27,050 26,510 26,253 27,488 2,258 2,007 2,087 1,799 1,718 1,731 1,781

(15 .2) (16 .6) (17 .6) (18 .8) (19 .6) (19 .7) (20 .4)

20-49
21,151 23,919 25,198 25,774 24,223 24,445 24,854 2,212 1,992 2,045 1,753 1,682 1,720 1,771

(15 .0) (16 .7) (17 .1) (17 .9) (17 .9) (18 .3) (18 .5)

1-49
109,668 110,131 111,865 105,423 97,404 95,151 95,495 1,820 1,751 1,817 1,613 1,530 1,549 1,618

(78 .0) (76 .8) (75 .7) (73 .3) (72 .1) (71 .4) (70 .9)

50 or more
30,971 33,194 35,878 38,410 37,706 38,128 39,210 3,406 3,032 3,002 2,570 2,345 2,353 2,339

(22 .0) (23 .2) (24 .3) (26 .7) (27 .9) (28 .6) (29 .1)

Total 140,638 143,325 147,743 143,833 135,109 133,279 134,705 2,028 1,941 2,010 1,792 1,695 1,717 1,777

Source:  METI, Census of Commerce .
Notes:  1 .  The figures are tabulated according to the January 1984 revised system of industry classification for 1991, the May 1993 revised system 

for 1994-1999, and the revised March 2002 system for 2002-2007 . 
 2 . The 1999 survey was conducted at the same time as the MIC’s Establishment and Enterprise Census of Japan (a simplified questionnaire 

was used for both surveys), which determines existing business establishments . The figures are not therefore continuous with the figures 
for previous years . 

 3 . “Number of business establishments” is expressed as “number of stores” in the Census of Commerce up to 1999 . However, the two are 
the same in content .



Supplementary statistical data

355

Table 12  State of corporate bankruptcies
(1) No . of corporate bankruptcies and debts (Unit: no . of bankruptcies, ¥100 million)

Year
Category 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012

No . of 
bankruptcies

Overall 19,087 16,255 13,679 12,998 13,245 14,091 15,646 15,480 13,321 12,734 12,124

Enterprises with capital 
stock of under ¥100 million 18,687 15,877 13,392 12,755 13,011 13,826 15,257 15,130 13,074 12,543 11,958

Debts

Overall 137,824 115,818 78,177 67,035 55,006 57,279 122,920 69,301 71,608 35,929 38,346

Enterprises with capital 
stock of under ¥100 million 77,540 57,651 53,656 47,209 37,598 37,264 42,732 38,223 26,778 27,915 22,076

(2) No . of bankruptcies and debts by industry (Unit: no . of bankruptcies, ¥100 million)

Year
Industry 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012

Construction 
No . of bankruptcies 5,976 5,113 4,002 3,783 3,855 4,018 4,467 4,087 3,523 3,391 3,002

Debts 24,976 15,591 11,037 8,439 7,282 8,124 12,765 9,135 5,277 4,816 4,030

Manufacturing
No . of bankruptcies 3,615 2,787 2,195 1,971 1,856 2,022 2,341 2,619 2,095 1,901 1,790

Debts 17,628 13,060 6,643 6,393 6,317 6,239 9,847 11,705 5,476 6,608 11,374

Commerce
No . of bankruptcies 5,411 4,573 3,811 3,512 3,664 3,893 4,068 3,885 3,258 3,130 3,221

Debts 19,566 14,745 10,619 7,909 7,242 7,726 9,878 9,743 6,948 6,228 4,664

Real estate
No . of bankruptcies 665 574 518 485 465 463 575 596 441 420 367

Debts 21,771 24,892 15,352 17,058 13,642 13,293 20,793 17,670 5,866 2,359 2,214

Financial and 
insurance

No . of bankruptcies 75 75 61 95 70 71 107 92 70 54 58

Debts 10,784 8,096 1,982 3,065 1,571 2,243 54,885 9,563 13,198 2,805 4,424

Services
No . of bankruptcies 2,398 2,380 2,245 2,329 2,499 2,713 2,911 2,966 2,798 2,812 2,608

Debts 39,235 31,919 29,408 21,009 15,094 16,083 10,705 8,370 14,752 6,504 7,884

Other
No . of bankruptcies 947 753 847 823 836 911 1,177 1,235 1,136 1,026 1,078

Debts 3,864 7,515 3,136 3,162 3,858 3,572 4,047 3,115 20,091 6,608 3,755

Total
No . of bankruptcies 19,087 16,255 13,679 12,998 13,245 14,091 15,646 15,480 13,321 12,734 12,124

Debts 137,824 115,818 78,177 67,035 55,006 57,279 122,920 69,301 71,608 35,929 38,346

(3) Breakdown of number of bankruptcies by cause (Unit: %)

Year
Cause 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012

Slump in sales 57 .9 62 .9 65 .8 65 .2 63 .4 64 .9 65 .2 69 .4 74 .8 73 .5 70 .7

Careless management 8 .0 7 .3 7 .6 7 .8 8 .2 6 .6 6 .3 5 .3 3 .9 4 .1 4 .7

Chain reaction bankruptcy 8 .8 8 .2 7 .3 6 .9 7 .1 7 .1 7 .7 6 .5 5 .8 5 .6 5 .9

Past difficulties 14 .6 12 .5 10 .0 10 .9 11 .5 10 .9 10 .3 9 .6 7 .8 8 .5 10 .9

Other 10 .7 9 .1 9 .2 9 .2 9 .8 10 .5 10 .5 9 .2 7 .8 8 .3 7 .8

Source:  Tokyo Shoko Research, Ltd ., Bankruptcy White Paper .
Notes:  1 . Only enterprises with debts of at least ¥10 million are included . 
 2 . (2) is tabulated using the revised industry code from fiscal 2004 onward . Data up to 2003 are not corrected retrospectively . 
 3 . The figures in (3) do not necessarily sum to 100 due to rounding to one decimal place .
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Table 13  Outstanding lending to SMEs by type of financial institution
 (Unit: ¥ trillion)

Year

MonthFinancial institution

2007 2008 2009

3 6 9 12 3 6 9 12 3 6 9 12

Domestically-licensed banks’ banking accounts total 187 .4 183 .0 184 .5 185 .2 184 .0 179 .8 179 .6 184 .2 181 .1 177 .9 178 .0 177 .5

Domestically-licensed banks’ trust accounts, etc . 1 .6 1 .6 1 .5 1 .5 1 .5 1 .4 1 .3 1 .2 1 .1 1 .1 1 .0 1 .0

Credit associations 41 .7 41 .3 41 .9 42 .3 41 .6 41 .3 42 .0 43 .0 42 .7 42 .3 42 .6 42 .8

Credit cooperatives 9 .4 9 .3 9 .4 9 .5 9 .4 9 .3 9 .4 9 .5 9 .4 9 .3 9 .4 9 .4

Private-sector financial institutions total 240 .0 235 .2 237 .4 238 .5 236 .5 231 .9 232 .3 237 .8 234 .4 230 .6 231 .0 230 .8

Private-sector financial institutions total (excluding trust 
accounts, etc .) 238 .5 233 .6 235 .9 237 .0 235 .0 230 .4 231 .0 236 .6 233 .2 229 .5 229 .9 229 .8

Shoko Chukin Bank 9 .3 9 .3 9 .2 9 .3 9 .1 8 .9 8 .9 9 .0 9 .1 9 .2 9 .3 9 .4

Japan Finance Corporation (Small and Medium 
Enterprise Unit) 6 .4 6 .3 6 .2 6 .0 5 .8 5 .7 5 .6 5 .5 5 .6 6 .0 6 .1 6 .2

Japan Finance Corporation (Micro Business and 
Individual Unit) 7 .2 7 .1 7 .0 7 .0 6 .8 6 .8 6 .7 6 .7 6 .5 6 .6 6 .6 6 .7

Government-affiliated financial institutions total 23 .0 22 .7 22 .4 22 .4 21 .7 21 .4 21 .1 21 .3 21 .3 21 .8 22 .0 22 .3

Total outstanding lending to SMEs 263 .0 257 .9 259 .8 260 .8 258 .2 253 .2 253 .4 259 .1 255 .7 252 .3 252 .9 253 .1

Total outstanding lending to SMEs (excluding trust 
accounts, etc .) 261 .5 256 .3 258 .3 259 .3 256 .7 251 .8 252 .1 257 .9 254 .5 251 .3 251 .9 252 .1

Year

MonthFinancial institution

2010 2011 2012

3 6 9 12 3 6 9 12 3 6 9 12

Domestically-licensed banks’ banking accounts total 177 .6 173 .2 174 .4 173 .7 174 .8 169 .6 171 .2 171 .4 172 .5 168 .5 170 .3 170 .1

Domestically-licensed banks’ trust accounts, etc . 0 .7 0 .6 0 .7 0 .6 0 .6 0 .6 0 .5 0 .4 0 .4 0 .4 0 .4 0 .5

Credit associations 42 .1 41 .4 41 .7 42 .0 41 .5 41 .0 41 .4 41 .6 41 .3 40 .7 41 .1 41 .0

Credit cooperatives 9 .4 9 .3 9 .4 9 .4 9 .4 9 .4 9 .4 9 .5 9 .5 9 .4 9 .5 9 .5

Private-sector financial institutions total 229 .8 224 .6 226 .2 225 .8 226 .3 220 .6 222 .5 222 .9 223 .6 219 .0 221 .3 221 .1

Private-sector financial institutions total (excluding trust 
accounts, etc .) 229 .1 224 .0 225 .5 225 .1 225 .7 220 .0 222 .0 222 .4 223 .3 218 .6 220 .9 220 .6

Shoko Chukin Bank 9 .4 9 .3 9 .4 9 .5 9 .5 9 .5 9 .5 9 .7 9 .6 9 .6 9 .5 9 .5

Japan Finance Corporation (Small and Medium 
Enterprise Unit) 6 .2 6 .2 6 .2 6 .3 6 .4 6 .4 6 .4 6 .5 6 .4 6 .4 6 .4 6 .5

Japan Finance Corporation (Micro Business and 
Individual Unit) 6 .5 6 .6 6 .6 6 .7 6 .5 6 .6 6 .5 6 .6 6 .4 6 .5 6 .4 6 .5

Government-affiliated financial institutions total 22 .1 22 .1 22 .2 22 .5 22 .5 22 .5 22 .5 22 .7 22 .5 22 .5 22 .3 22 .5

Total outstanding lending to SMEs 251 .9 246 .7 248 .4 248 .3 248 .8 243 .1 244 .9 245 .6 246 .1 241 .5 243 .7 243 .6

Total outstanding lending to SMEs (excluding trust 
accounts, etc .) 251 .2 246 .0 247 .7 247 .6 248 .2 242 .5 244 .4 245 .2 245 .8 241 .1 243 .2 243 .1

Source:  Compiled by the SME Agency from sources including BOJ, Financial and Economic Statistics Monthly .
Notes:  1 . Outstanding lending to SMEs through domestically-licensed banking accounts, trust accounts, etc . indicates lending to enterprises 

(corporate enterprises and sole proprietorships) with capital stock of ¥300 million (¥100 million or less in wholesaling, ¥50 million or less 
in retailing, eating and drinking places, and services) or 300 or fewer regular employees (100 or fewer in wholesaling and services, 50 or 
fewer in retailing and eating and drinking places) . 

 2 . From June 1999 onward, domestically-licensed banks’ trust accounts, etc . includes overseas branch accounts (to domestic borrowers) . 
 3 . Outstanding lending to SMEs by credit associations is total outstanding lending excluding lending to individuals, local governments, 

overseas yen loans and domestic loans transferred overseas . 
 4 .  Outstanding lending to SMEs by credit cooperatives is total outstanding lending including lending to individuals and local governments, 

etc . 
 5 . Until September 2008, outstanding lending of the Japan Finance Corporation (Small and Medium Enterprise Unit) was the total 

outstanding lending by former Japan Finance Corporation for Small and Medium Enterprise . The outstanding lending does not include 
equipment loan lending and outstanding lending to small and medium business investment consultation companies . 

 6 .  Until September 2008, outstanding lending of the Japan Finance Corporation (Micro Business and Individual Unit) was the total 
outstanding lending by former National Life Finance Corporation . 

 7 . Sources are as of the end of March 2013 . Figures may be retroactively revised .
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Table 14  Sales and operating costs of SMEs (surveyed industries)
 (Unit: ¥ million)

Financial results for FY 2011 Total

Total

Corporate enterprises (no . of workers) Sole 
proprietorship5 or fewer 6-20 21-50 51 or more

No . of enterprises in parent population 3,553,290 1,637,123 1,074,170 370,835 115,316 76,802 1,916,167

No . of workers 30,256,206 24,843,010 4,356,334 5,022,583 4,278,314 11,185,779 5,413,196

Sales 509,284,132 480,730,368 74,045,448 98,364,970 86,902,387 221,417,564 28,553,763

Cost of sales 373,719,783 360,393,051 48,961,682 72,300,819 65,389,282 173,741,268 13,326,732

Cost of goods purchased … 191,887,790 31,475,990 40,631,057 35,436,821 84,343,922 …

Material costs … 51,375,608 3,731,157 7,246,305 7,518,938 32,879,207 …

Labor costs … 34,281,825 2,188,960 6,727,790 6,118,274 19,246,801 …

Outsourcing costs … 49,859,711 8,730,894 12,271,643 9,844,514 19,012,660 …

Depreciation costs … 4,698,222 328,866 673,167 825,596 2,870,594 …

Other costs … 28,289,896 2,505,816 4,750,856 5,645,140 15,388,084 …

Gross margin 135,564,348 120,337,317 25,083,766 26,064,151 21,513,104 47,676,295 15,227,032

Selling and general administrative expenses 120,931,999 110,523,658 24,482,905 24,797,456 19,623,582 41,619,714 10,408,342

Personnel costs … 52,311,877 11,293,769 12,262,313 9,382,555 19,373,240 …

Rent … 6,976,617 1,941,458 1,459,846 1,028,647 2,546,665 …

Utilities expense … 2,303,402 524,930 487,417 420,854 870,201 …

Freight and packing costs … 3,801,755 283,695 583,121 651,318 2,283,623 …

Sales commission … 2,096,552 309,861 296,297 310,375 1,180,019 …

Advertising expenses … 2,195,021 265,198 317,439 381,111 1,231,272 …

Entertainment expenses … 1,551,299 544,447 435,905 237,344 333,602 …

Depreciation costs … 5,336,762 1,513,566 1,070,745 871,606 1,880,844 …

Employee training costs … 194,245 26,470 37,193 38,191 92,392 …

Taxes and public charges … 2,933,824 950,561 744,424 481,966 756,874 …

Other costs … 30,822,304 6,828,950 7,102,757 5,819,614 11,070,983 …

Operating profit 14,632,349 9,813,659 600,860 1,266,695 1,889,522 6,056,581 4,818,690

Non-operating profit and loss … 1,461,592 427,863 326,019 220,730 486,980 …

Non-operating revenue … 6,567,220 1,658,725 1,388,121 1,134,385 2,385,989 …

Non-operating expenses … 5,105,629 1,230,862 1,062,102 913,655 1,899,009 …

Interest and discount expense … 3,219,150 796,612 755,116 616,457 1,050,966 …

Other costs … 1,886,478 434,251 306,986 297,198 848,043 …

Ordinary profit (ordinary loss) 16,090,116 11,275,251 1,028,723 1,592,714 2,110,252 6,543,561 4,814,865

Extraordinary profit … 2,934,073 720,474 531,073 362,297 1,320,230 …

Extraordinary loss … 5,316,671 1,390,793 975,943 846,306 2,103,629 …

Pretax net profit (pretax net loss) … 8,892,653 358,404 1,147,844 1,626,243 5,760,162 …

After-tax net profit (after-tax net loss) … 4,168,668 -266,578 468,721 764,613 3,201,912 …

Source:  SME Agency, Basic Survey of Small and Medium Enterprises .
Notes:  1 . Survey results are estimates based on the 2012 Basic Survey of Small and Medium Enterprises (End-of-fiscal-year Results for Fiscal 

2011) (Preliminary Report) conducted in August 2012 .  
 2 . The number of enterprises in the parent population is the estimated figure as of August 2012 based on the 2009 Economic Census 

for Business Frame taking into consideration entries, exits, and changes in size according to industry (medium group) and number of 
workers . 

 3 . These results are the results of estimates of a survey of conditions among SMEs (including sole proprietorships) belonging to the 
following divisions of industry according to the Japan Standard Industrial Classification: construction, manufacturing, information and 
communications, transportation and postal services (excluding certain industries), wholesale trade, retail trade, real estate and goods 
rental and leasing, scientific research and professional and technical services (excluding certain industries), accommodations and food 
services, life-related, entertainment and recreation services, services (not otherwise classified) (excluding certain industries) . 

 4 . “Other costs” under totals and sole proprietorships’ selling and general administrative expenses includes utilities, freight and packing, 
sales charges, advertising costs, entertainment costs, and employee training costs . 

 5 . The ordinary profit of sole proprietorships is income before deduction of employees’ (family employees’) pay . 
 6 . Items that were not surveyed in the case of sole proprietorships are treated as unknown (indicated by “ . . .” in the table) . 
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Table 15  State of SME capital (balance sheet)
 (Unit: ¥ million)

Financial results for FY 2011
Total

5 or fewer 6-20 21-50 51 or more

No . of enterprises in parent population 1,637,123 1,074,170 370,835 115,316 76,802

No . of workers 24,843,010 4,356,334 5,022,583 4,278,314 11,185,779

No . of joint stock company 821,254 426,195 232,808 91,412 70,840

No . of enterprises that have set a restriction on transfer of shares 633,082 309,693 182,460 77,792 63,137

Assets 403,744,082 86,616,648 77,542,729 70,503,693 169,081,012

Liquid assets 215,372,635 38,670,520 43,608,861 39,173,426 93,919,829

Cash and deposits 74,925,457 14,985,177 16,116,189 14,720,094 29,103,997

Bills receivable and account receivable 66,087,261 7,902,970 12,869,381 11,456,369 33,858,541

Securities 5,315,929 1,483,366 810,419 839,030 2,183,114

Inventory assets 34,086,281 6,691,390 7,535,301 5,846,136 14,013,454

Other liquid assets 34,957,707 7,607,617 6,277,571 6,311,797 14,760,722

Fixed assets 187,270,160 47,708,627 33,717,253 31,113,263 74,731,016

Tangible fixed assets 146,167,145 39,426,659 25,777,953 23,659,427 57,303,106

Buildings, structures and accessory equipment for buildings 59,057,771 16,988,414 10,278,163 9,304,225 22,486,968

Machinery and equipment 14,179,758 1,875,288 2,173,280 1,993,318 8,137,872

Ships and vessels, motor vehicles and transport equipment, industrial tools, 
appliances, and fixtures 9,697,544 2,591,044 2,074,419 1,616,268 3,415,813

Leased assets 1,697,654 179,927 260,702 311,866 945,160

Land 71,813,933 20,168,972 12,952,815 11,862,087 26,830,060

Construction in progress 641,975 80,069 70,489 105,603 385,814

Other tangible fixed assets 3,068,980 313,863 381,050 443,838 1,930,229

Accumulated depreciation -13,990,470 -2,770,918 -2,412,965 -1,977,777 -6,828,810

Intangible fixed assets 3,236,546 865,562 595,269 503,485 1,272,231

Investments and other assets 37,866,469 7,416,406 7,344,031 6,950,352 16,155,680

Deferred assets 1,101,287 237,501 216,615 217,005 430,167

Liabilities and net assets 403,744,082 86,616,648 77,542,729 70,503,693 169,081,012

Liabilities 270,719,571 66,456,928 53,829,556 44,967,132 105,465,956

Current liabilities 138,185,133 29,672,127 25,457,391 22,976,858 60,078,757

Bills for payment and accounts payable 51,042,816 5,958,834 9,153,030 8,906,322 27,024,630

Short-term borrowings (financial institutions) 34,563,884 6,839,028 7,139,818 6,146,044 14,438,993

Short-term borrowings (other than financial institutions) 14,844,401 8,169,247 2,506,641 1,309,864 2,858,649

Lease debts 573,142 43,863 154,161 101,083 274,035

Other current liabilities 37,160,890 8,661,156 6,503,740 6,513,545 15,482,450

Fixed liabilities 132,534,438 36,784,801 28,372,165 21,990,273 45,387,199

Corporate bonds 4,318,876 510,571 544,048 862,016 2,402,241

Long-term borrowings (financial institutions) 90,292,751 22,320,590 20,802,089 17,236,010 29,934,062

Long-term borrowings (other than financial institutions) 18,326,878 9,757,382 4,253,695 1,462,997 2,852,804

Lease debts 1,166,165 130,915 143,709 238,444 653,098

Other fixed liabilities 18,429,768 4,065,343 2,628,624 2,190,806 9,544,994

Net assets 133,024,511 20,159,720 23,713,173 25,536,562 63,615,056

Shareholders’ equity 126,181,231 19,586,407 22,588,044 23,556,371 60,450,409

Capital funds 20,249,460 8,906,120 4,873,491 2,850,147 3,619,702

Capital surplus 7,782,287 2,726,600 441,018 893,125 3,721,544

Retained earnings 99,846,312 8,129,699 17,478,643 20,087,767 54,150,203

Own shares -1,696,828 -176,012 -205,108 -274,668 -1,041,040

Other net assets 6,843,280 573,313 1,125,129 1,980,191 3,164,647

Source: SME Agency, Basic Survey of Small and Medium Enterprises .
Notes:  1 . Survey results are estimates based on the 2012 Basic Survey of Small and Medium Enterprises (End-of-fiscal-year Results for Fiscal 

2011) (Preliminary Report) conducted in August 2012 . 
 2 . The number of enterprises in the parent population is the estimated figure as of August 2012 based on the 2009 Economic Census 

for Business Frame taking into consideration entries, exits, and changes in size according to industry (medium group) and number of 
workers . 

 3 . These results are the results of estimates of a survey of conditions among SMEs (including sole proprietorships) belonging to the 
following divisions of industry according to the Japan Standard Industrial Classification: construction, manufacturing, information and 
communications, transportation and postal services (excluding certain industries), wholesale trade, retail trade, real estate and goods 
rental and leasing, scientific research and professional and technical services (excluding certain industries), accommodations and food 
services, life-related, entertainment and recreation services, services (not otherwise classified) (excluding certain industries) . 
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Table 16  Financial status, profit status and key financial indices of corporate   
 enterprises (median values)

(1) All industries (non primary industry)

Size

FYItem

SMEs Large enterprises

2009 2010 2011 2009 2010 2011

Fi
na

nc
es

 a
nd

 p
ro

fit
s Sales 44,900 45,600 44,150 2,404,150 2,499,500 2,510,800

Total assets 56,000 58,900 57,900 2,114,250 2,090,700 2,159,600

Value added 10,400 11,200 10,900 460,150 496,200 502,300

(Personnel costs) 8,400 8,372 8,100 339,300 338,650 344,600

(Interest expenses) 100 100 100 3,800 3,200 2,900

No . of employees (including officers) 20 20 19 579 576 576

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 103 .8 103 .8 106 .3 87 .3 88 .1 90 .5

Equity ratio 31 .6 32 .6 33 .1 40 .6 41 .3 41 .6

Ratio of operating profit to total capital 1 .0 1 .5 1 .7 2 .5 3 .3 3 .4

Ratio of ordinary profit to sales 1 .0 1 .6 1 .8 2 .2 3 .0 3 .1

Total capital turnover 1 .0 1 .0 1 .0 1 .2 1 .2 1 .2

Interest rate on borrowing 1 .6 1 .5 1 .3 1 .6 1 .5 1 .4

Value-added ratio 25 .0 25 .9 26 .4 21 .3 22 .4 22 .2

Labor productivity 487 511 525 762 830 827

Capital-labor ratio 463 470 458 789 770 755

Ratio of fixed assets to long-term capital 61 .0 60 .2 58 .6 61 .2 60 .2 58 .7

Debt redemption period (years) 14 .9 12 .3 11 .5 4 .9 4 .0 3 .7

(2) Manufacturing

Size

FYItem

SMEs Large enterprises

2009 2010 2011 2009 2010 2011

Fi
na

nc
es

 a
nd

 p
ro

fit
s Sales 122,100 137,400 125,100 3,373,000 3,728,800 3,676,250

Total assets 126,800 135,250 125,500 3,703,250 3,681,200 3,765,800

Value added 24,000 29,900 27,700 629,000 745,900 720,700

(Personnel costs) 22,700 24,050 22,300 519,500 526,700 528,450

(Interest expenses) 400 300 200 7,550 6,100 5,600

No . of employees (including officers) 53 54 50 799 794 788

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 104 .2 103 .3 107 .8 90 .4 90 .8 91 .2

Equity ratio 32 .2 33 .8 34 .0 47 .1 48 .2 48 .0

Ratio of operating profit to total capital 0 .8 2 .1 2 .2 2 .0 3 .5 3 .0

Ratio of ordinary profit to sales 0 .8 2 .0 2 .1 2 .4 3 .8 3 .7

Total capital turnover 1 .0 1 .1 1 .1 0 .9 1 .0 0 .9

Interest rate on borrowing 1 .6 1 .5 1 .3 1 .5 1 .4 1 .3

Value-added ratio 23 .5 24 .6 25 .0 20 .1 21 .4 21 .2

Labor productivity 482 534 545 791 914 901

Capital-labor ratio 623 613 594 1,161 1,107 1,075

Ratio of fixed assets to long-term capital 59 .6 58 .2 57 .0 65 .1 63 .5 62 .9

Debt redemption period (years) 12 .5 9 .1 8 .9 4 .2 3 .2 3 .3

(3) Wholesaling/retailing

Size

FYItem

SMEs Large enterprises

2009 2010 2011 2009 2010 2011

Fi
na

nc
es

 a
nd

 p
ro

fit
s Sales 46,600 50,250 50,871 2,736,450 2,842,700 3,003,000

Total assets 31,000 35,700 37,500 1,690,250 1,655,100 1,718,700

Value added 5,900 6,900 7,200 309,750 319,400 340,000

(Personnel costs) 5,600 5,700 5,700 218,400 211,600 211,000

(Interest expenses) 100 100 100 3,500 3,000 3,000

No . of employees (including officers) 14 14 14 401 392 385

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 96 .9 94 .7 95 .4 76 .7 77 .8 80 .0

Equity ratio 22 .9 22 .2 22 .7 31 .1 32 .7 32 .8

Ratio of operating profit to total capital 0 .4 0 .9 1 .3 2 .4 2 .9 3 .4

Ratio of ordinary profit to sales 0 .3 0 .6 0 .8 1 .3 1 .6 2 .1

Total capital turnover 1 .7 1 .7 1 .7 1 .8 1 .8 1 .9

Interest rate on borrowing 1 .4 1 .3 1 .2 1 .5 1 .4 1 .4

Value-added ratio 12 .3 12 .7 13 .4 13 .2 13 .4 13 .6

Labor productivity 440 460 484 710 744 762

Capital-labor ratio 220 233 254 649 622 604

Ratio of fixed assets to long-term capital 45 .4 47 .2 46 .3 60 .8 60 .5 56 .8

Debt redemption period (years) 31 .6 23 .8 20 .5 8 .2 6 .3 5 .3



360

(4) Services

Size

FYItem

SMEs Large enterprises

2009 2010 2011 2009 2010 2011

Fi
na

nc
es

 a
nd

 p
ro

fit
s Sales 26,450 26,806 25,300 851,400 833,000 842,900

Total assets 35,300 35,750 35,900 759,500 745,500 751,700

Value added 8,100 8,400 8,400 318,750 312,300 309,550

(Personnel costs) 7,000 7,000 6,600 210,100 209,300 212,250

(Interest expenses) 2 0 0 1,000 900 800

No . of employees (including officers) 17 18 16 391 388 387

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 114 .9 116 .3 120 .5 105 .4 103 .6 108 .3

Equity ratio 34 .9 34 .9 37 .6 44 .0 44 .5 44 .2

Ratio of operating profit to total capital 0 .9 1 .1 1 .6 3 .2 3 .9 4 .2

Ratio of ordinary profit to sales 1 .5 1 .7 2 .5 3 .3 3 .8 4 .0

Total capital turnover 0 .9 0 .9 0 .9 1 .2 1 .2 1 .2

Interest rate on borrowing 1 .4 1 .3 1 .2 1 .7 1 .6 1 .5

Value-added ratio 36 .9 37 .2 38 .2 40 .9 40 .6 41 .3

Labor productivity 452 470 486 710 734 743

Capital-labor ratio 157 161 134 215 211 209

Ratio of fixed assets to long-term capital 61 .2 59 .2 55 .6 53 .4 51 .8 49 .5

Debt redemption period (years) 14 .1 12 .3 10 .8 3 .2 2 .7 2 .3

(5) Construction

Size

FYItem

SMEs Large enterprises

2009 2010 2011 2009 2010 2011

Fi
na

nc
es

 a
nd

 p
ro

fit
s Sales 26,800 28,800 28,100 4,744,800 4,559,750 4,579,800

Total assets 21,300 22,500 23,250 3,678,000 3,689,050 3,802,700

Value added 5,100 5,600 5,400 729,400 757,350 761,000

(Personnel costs) 4,600 4,900 4,900 558,600 565,600 601,400

(Interest expenses) 51 92 63 5,400 3,700 3,000

No . of employees (including officers) 13 14 13 836 846 846

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 110 .6 113 .4 111 .2 97 .3 106 .1 110 .5

Equity ratio 30 .7 33 .8 31 .1 38 .7 40 .5 41 .2

Ratio of operating profit to total capital 0 .9 1 .1 1 .2 2 .7 2 .7 2 .6

Ratio of ordinary profit to sales 0 .7 0 .8 0 .9 2 .3 2 .5 2 .4

Total capital turnover 1 .4 1 .3 1 .3 1 .2 1 .2 1 .2

Interest rate on borrowing 1 .7 1 .7 1 .5 1 .7 1 .5 1 .6

Value-added ratio 19 .5 20 .0 19 .4 16 .6 17 .0 17 .2

Labor productivity 431 436 442 951 945 964

Capital-labor ratio 235 266 280 729 747 739

Ratio of fixed assets to long-term capital 43 .3 43 .2 42 .4 51 .4 49 .8 48 .4

Debt redemption period (years) 20 .7 18 .2 18 .9 4 .5 4 .0 4 .2

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes:  1 . SMEs are defined as enterprises with capital of ¥300 million or less, or 300 or fewer employees (capital of ¥100 million or less, or 100 or 

fewer employees in wholesaling, capital of ¥50 million or less, or 100 or fewer employees in services, and capital of ¥50 million or less, 
or 50 or fewer employees in retailing) . Large enterprises are all enterprises other than those defined as SMEs .

 2 . Value added = Net operating profit + Personnel costs (officers’ pay, officers’ bonuses, employees’ pay, employee bonuses, employee 
benefits) + Interest expenses, etc . + Rent of movable property and real estate + Taxes and public impositions 

  Quick ratio = Quick assets / Current liabilities × 100 
  Quick assets = Cash and deposits + Trade receivables 
  Equity ratio = Equity / Total capital × 100 
  Ratio of operating profit to total capital = Operating profit / Total capital (average of beginning and end of period) × 100 
  Ratio of ordinary profit to sales = Ordinary profit / Sales × 100 
  Total capital turnover = Sales / Total capital (average of beginning and end of period) 
  Interest rate on borrowing = Interest expenses, etc . / (Short-term and long-term borrowing + bonds + notes receivable discounted) 

(average of beginning and end of period) × 100
  Value-added ratio = Value added / Sales × 100 
  Labor productivity = Value added / Number of employees 
  Capital-labor ratio = Tangible fixed assets (excluding construction in progress, average of beginning and end of period) / Number of 

employees 
  Ratio of fixed assets to long-term capital = Fixed assets / (Fixed liabilities + equity) × 100 
  Debt redemption period (years) = (Short-term and long-term borrowing + bonds) (beginning and end of period average) / (Ordinary profit 

× 50% + depreciation costs + extraordinary depreciation costs - officers’ bonus - interim dividends - dividends) 
 3 . Figures for sales, total assets, value added (personnel costs, interest expenses, discount charges), labor productivity and capital-labor 

ratio are in units of ¥10,000 . 
  Unit for number of employees (including officers): individual employees 
  Debt redemption period: in years 
  Other financial operating ratios are in percentage . 
 4 . Figures are sample medians . 
 5 . The fixed long-term conformity rate for enterprises whose denominator is negative is treated as infinite . 
 6 . The debt redemption period (years) for enterprises whose denominator is negative is treated as 10,000 years . 
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Table 17  Financial status, profit status and key financial indices of micro enterprises  
 (median values)

(1) All industries

Size
Item FY

Micro enterprises

2009 2010 2011

Fi
na

nc
es

 a
nd

 
p

ro
fit

s
Sales 7,303 7,200 7,008
Total assets 10,500 10,900 10,750
Value added 1,883 1,816 1,800
(Personnel costs) 1,587 1,485 1,400
(Interest expenses) 0 0 0

No . of employees (including officers) 5 5 4

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 112 .3 111 .7 111 .2
Equity ratio 26 .7 26 .0 27 .2
Ratio of operating profit to total capital 0 .0 0 .1 0 .4
Ratio of ordinary profit to sales 0 .2 0 .6 1 .0
Total capital turnover 0 .9 0 .8 0 .8
Interest rate on borrowing 0 .9 0 .8 0 .6
Value-added ratio 27 .5 27 .7 28 .6
Labor productivity 373 .6 369 .6 380 .0
Capital-labor ratio 250 .0 283 .3 288 .0
Ratio of fixed assets to long-term capital 61 .5 63 .0 62 .1
Debt redemption period (years) 28 .4 23 .7 21 .5

(2) Manufacturing

Size
Item FY

Micro enterprises

2009 2010 2011

Fi
na

nc
es

 a
nd

 
p

ro
fit

s

Sales 9,088 9,000 8,717
Total assets 9,700 10,500 10,200
Value added 2,284 2,400 2,500
(Personnel costs) 2,597 2,400 2,300
(Interest expenses) 4 0 0
No . of employees (including officers) 7 7 7

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 124 .2 117 .8 120 .3
Equity ratio 20 .7 20 .4 20 .0
Ratio of operating profit to total capital -2 .5 -0 .4 0 .0
Ratio of ordinary profit to sales -0 .9 0 .0 0 .5
Total capital turnover 1 .0 1 .0 1 .1
Interest rate on borrowing 1 .0 0 .8 0 .7
Value-added ratio 27 .2 27 .8 28 .7
Labor productivity 331 .0 347 .5 360 .0
Capital-labor ratio 234 .2 250 .0 269 .0
Ratio of fixed assets to long-term capital 54 .0 54 .3 53 .8
Debt redemption period (years) 56 .0 28 .3 21 .1

(3) Wholesaling/retailing

Size
Item FY

Micro enterprises

2009 2010 2011

Fi
na

nc
es

 a
nd

 
p

ro
fit

s

Sales 5,859 6,095 6,186
Total assets 4,500 4,607 5,000
Value added 900 900 919
(Personnel costs) 887 900 900
(Interest expenses) 0 0 0
No . of employees (including officers) 3 3 3

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 100 .0 90 .3 92 .3
Equity ratio 15 .1 13 .9 15 .4
Ratio of operating profit to total capital -1 .0 -0 .7 0 .0
Ratio of ordinary profit to sales 0 .0 0 .0 0 .0
Total capital turnover 1 .5 1 .4 1 .4
Interest rate on borrowing 0 .0 0 .0 0 .0
Value-added ratio 12 .7 13 .7 14 .3
Labor productivity 299 .4 275 .0 277 .6
Capital-labor ratio 116 .2 104 .4 107 .0
Ratio of fixed assets to long-term capital 43 .1 50 .0 47 .0
Debt redemption period (years) 116 .0 61 .5 58 .6
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(4) Services

Size
Item FY

Micro enterprises

2009 2010 2011

Fi
na

nc
es

 a
nd

 
p

ro
fit

s

Sales 2,961 2,823 2,892
Total assets 4,335 4,858 4,671
Value added 876 984 1,000
(Personnel costs) 800 700 700
(Interest expenses) 0 0 0
No . of employees (including officers) 3 3 3

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 98 .7 100 .0 101 .2
Equity ratio 27 .5 26 .9 31 .0
Ratio of operating profit to total capital 0 .0 0 .0 0 .0
Ratio of ordinary profit to sales 0 .0 0 .6 1 .2
Total capital turnover 0 .8 0 .7 0 .8
Interest rate on borrowing 0 .0 0 .0 0 .0
Value-added ratio 34 .8 34 .0 36 .0
Labor productivity 317 .2 324 .9 333 .3
Capital-labor ratio 64 .9 71 .4 67 .0
Ratio of fixed assets to long-term capital 60 .0 61 .1 55 .5
Debt redemption period (years) 49 .7 35 .5 26 .7

(5) Construction

Size
Item FY

Micro enterprises

2009 2010 2011

Fi
na

nc
es

 a
nd

 
p

ro
fit

s

Sales 12,150 12,300 11,900
Total assets 8,809 9,400 9,000
Value added 2,600 2,700 2,500
(Personnel costs) 2,551 2,600 2,400
(Interest expenses) 0 0 1
No . of employees (including officers) 8 8 8

K
ey

 fi
na

nc
ia

l i
nd

ic
es

Quick ratio 122 .9 125 .1 115 .6
Equity ratio 25 .2 27 .5 25 .0
Ratio of operating profit to total capital 0 .0 0 .0 0 .5

Ratio of ordinary profit to sales 0 .2 0 .3 0 .4

Total capital turnover 1 .4 1 .4 1 .3
Interest rate on borrowing 1 .2 1 .4 1 .1
Value-added ratio 21 .3 21 .6 21 .2
Labor productivity 365 .7 360 .0 360 .0
Capital-labor ratio 150 .0 180 .6 190 .0
Ratio of fixed assets to long-term capital 41 .1 42 .1 42 .1
Debt redemption period (years) 41 .0 30 .4 31 .0

Source: Recompiled from MOF, Financial Statements Statistics of Corporations by Industry, Annually .
Notes: 1 .  Micro enterprises are defined as enterprises that are SMEs with 20 or fewer employees (in wholesaling, services, and retailing SMEs with 

5 or fewer employees) . 
 2 .  Value added = Net operating profit + Personnel costs (officers’ pay, officers’ bonuses, employees’ pay, employee bonuses, employee 

benefits) + Interest expenses, etc . + Rent of movable property and real estate + Taxes and public impositions 
  Quick ratio = Quick assets / Current liabilities × 100 
  Quick assets = Cash and deposits + Trade receivables 
  Equity ratio = Equity / Total capital × 100 
  Ratio of operating profit to total capital = Operating profit / Total capital (average of beginning and end of period) × 100 
  Ratio of ordinary profit to sales = Ordinary profit / Sales × 100 
  Total capital turnover = Sales / Total capital (average of beginning and end of period) 
  Interest rate on borrowing = Interest expenses, etc . / (Short-term and long-term borrowing + bonds + notes receivable discounted) 

(average of beginning and end of period) × 100 
  Value-added ratio = Value added / Sales × 100 
  Labor productivity = Value added / Number of employees 
  Capital-labor ratio = Tangible fixed assets (excluding construction in progress, average of beginning and end of period) / Number of 

employees 
  Ratio of fixed assets to long-term capital = Fixed assets / (Fixed liabilities + equity) × 100 
  Debt redemption period (years) = (Short-term and long-term borrowing + bonds) (average of beginning and end of period) / (Ordinary 

profit × 50% + depreciation costs + extraordinary depreciation costs - officers’ bonus - interim dividends - dividends) 
 3 .  Figures for sales, total assets, value added (personnel costs, and interest expenses, etc .), labor productivity and capital-labor ratio are 

in units of ¥10,000 . 
  Unit for number of employees (including officers): individual employees 
  Debt redemption period: in years 
  Other financial operating ratios are in percentage . 
 4 .  Figures are population medians . 
 5 .  The fixed long-term conformity rate for enterprises whose denominator is negative is treated as infinite . 
 6 . The debt redemption period (years) for enterprises whose denominator is negative is treated as 10,000 years . 
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Table 18  Business conditions DI by prefecture
(1) All industries Change from previous quarter (seasonally adjusted)

Prefecture
2010 2011 2012 2013 Change 

from 
previous 
quarter

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

Apr .-
Jun .

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

Apr .-
Jun .

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

All Japan -29 .4 -28 .7 -25 .9 -34 .6 -26 .8 -24 .7 -24 .2 -21 .7 -25 .6 -25 .2 -20 .9 4 .3

Hokkaido -29 .2 -27 .9 -23 .5 -34 .5 -27 .0 -21 .6 -23 .0 -23 .4 -25 .3 -21 .4 -15 .9 5 .5

South/Central Hokkaido -32 .4 -31 .6 -26 .9 -35 .1 -27 .4 -25 .3 -25 .4 -20 .9 -23 .7 -20 .6 -13 .5 7 .1

North Hokkaido/Okhotsk -18 .4 -13 .7 -13 .8 -33 .3 -21 .3 -6 .7 -17 .9 -28 .4 -26 .4 -21 .6 -18 .3 3 .3

Tokachi, Kushiro, Nemuro -27 .4 -26 .7 -26 .0 -31 .7 -29 .5 -20 .2 -24 .1 -26 .1 -28 .0 -20 .7 -26 .2 -5 .5

Tohoku -30 .8 -31 .2 -29 .6 -38 .6 -21 .8 -21 .6 -19 .4 -15 .5 -21 .2 -19 .4 -21 .2 -1 .8

Aomori -37 .0 -45 .2 -27 .8 -47 .1 -33 .0 -25 .2 -24 .1 -27 .7 -28 .0 -27 .3 -20 .2 7 .1

Iwate -30 .1 -26 .8 -27 .1 -28 .2 -16 .9 -12 .6 -12 .7 -5 .0 -17 .4 -11 .2 -16 .7 -5 .5

Miyagi -36 .1 -32 .6 -30 .0 -40 .0 -12 .1 -19 .2 -7 .8 -9 .0 -19 .6 -18 .6 -24 .5 -5 .9

Akita -25 .7 -30 .0 -29 .6 -36 .5 -27 .0 -27 .5 -24 .1 -12 .0 -27 .7 -25 .9 -26 .3 -0 .4

Yamagata -30 .1 -32 .0 -29 .6 -32 .6 -27 .6 -22 .9 -22 .3 -23 .6 -22 .8 -20 .8 -19 .2 1 .6

Fukushima -30 .3 -27 .2 -30 .1 -44 .4 -17 .4 -24 .8 -20 .6 -13 .3 -15 .5 -16 .5 -18 .2 -1 .7

Kanto -29 .6 -27 .7 -23 .3 -36 .1 -24 .8 -22 .7 -21 .9 -20 .6 -24 .0 -27 .2 -22 .7 4 .5

Ibaraki -30 .2 -25 .4 -23 .2 -31 .1 -19 .1 -17 .9 -21 .4 -21 .8 -23 .7 -26 .5 -24 .1 2 .4

Tochigi -26 .3 -27 .8 -30 .2 -38 .1 -27 .5 -21 .2 -24 .7 -20 .1 -21 .2 -19 .8 -32 .6 -12 .8

Gunma -31 .2 -25 .8 -20 .5 -40 .5 -28 .0 -22 .3 -20 .2 -18 .1 -25 .5 -25 .1 -21 .6 3 .5

Saitama -21 .7 -23 .9 -23 .9 -31 .2 -24 .4 -19 .4 -19 .1 -19 .2 -25 .9 -22 .7 -21 .7 1 .0

Chiba -28 .6 -24 .4 -23 .4 -29 .6 -16 .5 -21 .9 -19 .5 -22 .6 -24 .9 -30 .8 -30 .7 0 .1

Tokyo -30 .6 -29 .2 -20 .7 -37 .5 -26 .7 -26 .1 -22 .5 -18 .6 -18 .1 -18 .9 -17 .0 1 .9

Kanagawa -34 .0 -27 .9 -24 .0 -26 .7 -24 .3 -20 .9 -20 .8 -14 .0 -20 .7 -32 .8 -15 .9 16 .9

Niigata -29 .9 -31 .7 -30 .2 -35 .7 -32 .7 -25 .4 -27 .9 -18 .1 -23 .7 -31 .4 -28 .0 3 .4

Yamanashi -28 .0 -26 .8 -21 .0 -43 .1 -27 .1 -30 .9 -29 .1 -29 .4 -34 .0 -33 .8 -25 .1 8 .7

Nagano -25 .9 -27 .0 -25 .4 -41 .8 -21 .6 -25 .3 -24 .3 -25 .5 -28 .0 -30 .2 -27 .1 3 .1

Shizuoka -34 .1 -29 .2 -19 .9 -39 .0 -16 .8 -14 .1 -18 .5 -19 .2 -21 .8 -28 .4 -21 .0 7 .4

Chubu -28 .3 -28 .4 -24 .0 -36 .5 -27 .2 -25 .5 -26 .7 -23 .4 -27 .6 -25 .7 -19 .5 6 .2

Toyama -25 .8 -20 .6 -23 .0 -27 .7 -19 .8 -18 .9 -28 .7 -19 .9 -25 .2 -23 .3 -15 .1 8 .2

Ishikawa -23 .9 -24 .6 -28 .4 -29 .6 -25 .8 -29 .1 -32 .4 -32 .0 -34 .2 -34 .4 -26 .4 8 .0

Gifu -30 .1 -35 .0 -25 .1 -42 .7 -29 .8 -29 .9 -28 .9 -25 .8 -26 .5 -27 .8 -22 .3 5 .5

Aichi -26 .3 -25 .1 -19 .2 -37 .3 -25 .6 -22 .7 -20 .2 -17 .0 -26 .3 -21 .3 -17 .2 4 .1

Mie -33 .9 -36 .3 -28 .6 -37 .3 -32 .9 -29 .1 -29 .7 -25 .8 -28 .4 -28 .1 -22 .3 5 .8

Kinki -28 .4 -28 .5 -26 .0 -31 .3 -26 .5 -25 .6 -25 .1 -21 .3 -25 .0 -25 .4 -19 .8 5 .6

Fukui -30 .7 -37 .3 -21 .4 -40 .3 -26 .1 -27 .2 -27 .7 -22 .8 -26 .0 -24 .6 -15 .4 9 .2

Shiga -33 .4 -28 .1 -25 .9 -30 .8 -28 .6 -28 .1 -29 .0 -26 .0 -29 .9 -29 .0 -23 .8 5 .2

Kyoto -33 .0 -35 .3 -28 .7 -36 .1 -35 .4 -30 .9 -30 .1 -23 .4 -24 .4 -22 .8 -17 .8 5 .0

Osaka -25 .0 -25 .7 -21 .6 -26 .9 -24 .0 -20 .4 -18 .8 -21 .2 -25 .5 -26 .7 -23 .8 2 .9

Hyogo -28 .5 -29 .6 -31 .8 -31 .4 -25 .3 -25 .8 -22 .1 -15 .6 -16 .2 -26 .5 -12 .8 13 .7

Nara -28 .2 -23 .2 -21 .6 -29 .9 -28 .5 -27 .9 -31 .8 -25 .8 -27 .7 -27 .2 -22 .8 4 .4

Wakayama -26 .0 -29 .9 -33 .2 -26 .4 -20 .1 -33 .7 -24 .8 -8 .9 -31 .5 -23 .8 -18 .8 5 .0

Chugoku -26 .3 -28 .6 -26 .9 -32 .6 -30 .7 -27 .3 -29 .0 -25 .4 -29 .7 -28 .7 -23 .7 5 .0

Tottori -19 .8 -27 .3 -28 .8 -33 .4 -34 .6 -24 .1 -20 .1 -20 .4 -25 .1 -24 .5 -17 .7 6 .8

Shimane -23 .5 -26 .6 -27 .7 -27 .9 -27 .2 -22 .2 -27 .9 -27 .2 -29 .4 -24 .6 -26 .4 -1 .8

Okayama -32 .7 -30 .0 -24 .8 -36 .6 -24 .8 -28 .9 -27 .9 -33 .8 -34 .4 -35 .1 -27 .5 7 .6

Hiroshima -19 .8 -26 .9 -21 .2 -31 .7 -29 .2 -27 .6 -27 .8 -22 .1 -23 .1 -25 .2 -13 .8 11 .4

Yamaguchi -32 .0 -31 .1 -28 .2 -38 .2 -34 .9 -31 .0 -32 .8 -28 .2 -34 .5 -33 .4 -29 .5 3 .9

Shikoku -30 .8 -31 .1 -30 .9 -34 .1 -30 .6 -27 .9 -28 .1 -23 .7 -28 .8 -25 .2 -25 .6 -0 .4

Tokushima -28 .5 -28 .6 -28 .4 -33 .3 -33 .9 -27 .3 -25 .1 -20 .6 -24 .5 -14 .4 -18 .6 -4 .2

Kagawa -24 .4 -28 .2 -28 .0 -28 .5 -26 .3 -24 .7 -18 .7 -23 .8 -30 .4 -25 .8 -23 .5 2 .3

Ehime -40 .2 -37 .7 -33 .4 -35 .7 -32 .9 -30 .6 -35 .7 -24 .2 -30 .8 -31 .7 -35 .5 -3 .8

Kochi -24 .6 -27 .1 -33 .0 -42 .9 -25 .4 -29 .4 -31 .5 -30 .5 -26 .9 -28 .2 -23 .7 4 .5

Kyushu/Okinawa -29 .9 -28 .7 -29 .1 -30 .7 -28 .6 -27 .6 -26 .3 -21 .8 -24 .9 -24 .3 -20 .1 4 .2

Fukuoka -29 .5 -29 .0 -30 .6 -32 .0 -31 .3 -31 .7 -31 .7 -20 .6 -27 .3 -25 .6 -20 .2 5 .4

Saga -33 .9 -31 .5 -32 .1 -34 .5 -33 .0 -30 .6 -25 .3 -30 .3 -31 .6 -23 .8 -26 .1 -2 .3

Nagasaki -35 .1 -31 .2 -34 .2 -34 .6 -29 .5 -30 .7 -30 .5 -30 .6 -31 .5 -32 .5 -24 .5 8 .0

Kumamoto -24 .5 -23 .1 -18 .7 -26 .5 -20 .1 -26 .2 -19 .3 -28 .5 -30 .4 -21 .9 -22 .5 -0 .6

Oita -33 .0 -32 .9 -31 .5 -38 .2 -37 .2 -33 .8 -32 .0 -18 .9 -29 .2 -35 .7 -29 .6 6 .1

Miyazaki -40 .7 -29 .9 -40 .7 -31 .1 -27 .5 -30 .7 -30 .0 -25 .7 -15 .9 -28 .2 -16 .2 12 .0

Kagoshima -29 .0 -28 .9 -25 .3 -27 .5 -25 .6 -21 .1 -18 .2 -19 .4 -22 .7 -18 .1 -20 .2 -2 .1

Okinawa -9 .4 -20 .7 -12 .3 -22 .9 -18 .5 -12 .7 -14 .9 -2 .8 -8 .4 -6 .9 -4 .0 2 .9

Source: SME Agency and SMRJ, Survey on SME Business Conditions .
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(2) Manufacturing  Change from previous quarter (seasonally adjusted)

Prefecture
2010 2011 2012 2013 Change 

from 
previous 
quarter

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

Apr .-
Jun .

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

Apr .-
Jun .

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

All Japan -22 .4 -22 .0 -15 .6 -29 .1 -20 .6 -20 .0 -19 .0 -20 .4 -24 .4 -24 .4 -19 .8 4 .6

Hokkaido -29 .3 -29 .7 -20 .6 -26 .2 -16 .6 -15 .6 -20 .2 -20 .6 -15 .9 -17 .4 -15 .1 2 .3

South/Central Hokkaido -39 .0 -34 .5 -22 .4 -29 .1 -18 .0 -19 .3 -22 .3 -15 .5 -14 .9 -19 .5 -12 .5 7 .0

North Hokkaido/Okhotsk -7 .4 -15 .8 -19 .4 -11 .7 -11 .3 -3 .2 -21 .3 -28 .5 -13 .0 -4 .5 -0 .6 3 .9

Tokachi, Kushiro, Nemuro -14 .9 -23 .1 -17 .9 -31 .0 -15 .7 -10 .9 -12 .4 -39 .5 -20 .5 -25 .0 -41 .8 -16 .8

Tohoku -24 .7 -21 .3 -17 .4 -34 .8 -16 .1 -14 .5 -13 .7 -17 .6 -23 .0 -19 .1 -17 .1 2 .0

Aomori -37 .4 -16 .3 -1 .4 -54 .0 -25 .3 -8 .8 -9 .5 -28 .4 -25 .9 -8 .1 -8 .4 -0 .3

Iwate -20 .8 -19 .6 -14 .4 -13 .3 -12 .6 5 .1 -0 .6 -6 .0 -16 .5 -14 .4 -13 .5 0 .9

Miyagi -34 .2 -25 .6 -27 .8 -48 .4 -16 .1 -18 .7 -14 .5 -20 .3 -24 .5 -20 .7 -24 .6 -3 .9

Akita -15 .2 -22 .1 -19 .0 -23 .3 -9 .2 -19 .4 -14 .5 -8 .1 -26 .3 -23 .9 -21 .6 2 .3

Yamagata -25 .8 -30 .8 -24 .5 -30 .7 -23 .3 -21 .1 -29 .5 -27 .6 -22 .3 -18 .3 -18 .8 -0 .5

Fukushima -20 .6 -15 .4 -18 .9 -44 .6 -14 .0 -24 .0 -17 .5 -14 .7 -28 .0 -24 .6 -15 .7 8 .9

Kanto -19 .8 -21 .0 -11 .7 -32 .3 -19 .5 -19 .3 -18 .3 -18 .9 -26 .0 -29 .7 -24 .3 5 .4

Ibaraki -14 .8 -15 .4 -6 .1 -32 .4 -2 .2 -13 .1 -16 .0 -27 .8 -25 .2 -26 .1 -17 .4 8 .7

Tochigi -24 .0 -30 .8 -20 .1 -21 .4 -10 .7 -7 .6 -7 .2 -8 .5 -20 .6 -18 .3 -27 .0 -8 .7

Gunma -24 .9 -16 .1 -14 .4 -30 .7 -25 .2 -20 .5 -21 .9 -16 .1 -18 .9 -22 .6 -26 .9 -4 .3

Saitama -11 .3 -18 .5 -15 .2 -35 .4 -10 .3 -26 .2 -14 .6 -13 .4 -18 .4 -26 .5 -26 .1 0 .4

Chiba -28 .4 -31 .2 -13 .4 -37 .5 -15 .8 -20 .8 -29 .9 -29 .3 -38 .5 -34 .4 -36 .6 -2 .2

Tokyo -20 .5 -24 .1 -4 .6 -38 .6 -27 .5 -27 .9 -21 .0 -16 .6 -22 .7 -25 .6 -14 .1 11 .5

Kanagawa -19 .9 -20 .7 -14 .3 -20 .9 -27 .5 -14 .6 -20 .9 -10 .8 -17 .1 -27 .3 -20 .9 6 .4

Niigata -21 .6 -25 .4 -15 .3 -31 .2 -31 .1 -24 .0 -20 .0 -20 .3 -31 .1 -35 .7 -27 .7 8 .0

Yamanashi -17 .8 -11 .4 -10 .1 -18 .1 -7 .1 -12 .9 -26 .2 -15 .7 -28 .8 -35 .2 -20 .3 14 .9

Nagano -9 .2 -17 .7 -11 .8 -36 .9 -15 .7 -18 .6 -15 .0 -26 .9 -32 .5 -40 .1 -41 .8 -1 .7

Shizuoka -24 .5 -20 .1 -7 .4 -40 .1 -17 .3 -15 .9 -14 .2 -18 .7 -24 .6 -30 .8 -23 .6 7 .2

Chubu -20 .0 -16 .5 -9 .8 -28 .2 -13 .0 -14 .5 -16 .6 -21 .0 -26 .2 -24 .3 -17 .9 6 .4

Toyama -28 .3 -9 .5 -10 .1 -24 .9 -10 .7 -13 .3 -24 .0 -21 .2 -25 .5 -14 .9 -12 .4 2 .5

Ishikawa -18 .9 -5 .7 -9 .9 -7 .7 -13 .8 -18 .1 -23 .7 -37 .5 -53 .5 -43 .6 -10 .3 33 .3

Gifu -17 .0 -18 .2 -18 .9 -26 .5 -14 .5 -12 .2 -19 .3 -13 .7 -19 .2 -24 .5 -17 .5 7 .0

Aichi -15 .4 -13 .8 -1 .5 -31 .4 -10 .1 -15 .7 -11 .2 -18 .8 -27 .2 -27 .5 -19 .0 8 .5

Mie -25 .5 -32 .3 -19 .1 -27 .8 -19 .5 -15 .8 -18 .6 -20 .1 -21 .8 -19 .2 -25 .4 -6 .2

Kinki -21 .0 -20 .8 -17 .2 -21 .8 -18 .8 -18 .5 -17 .7 -14 .5 -21 .9 -25 .4 -20 .5 4 .9

Fukui -23 .7 -30 .7 0 .7 -36 .4 -17 .3 -14 .4 -15 .6 -17 .9 -22 .0 -29 .0 -12 .0 17 .0

Shiga -27 .5 -21 .0 -15 .2 -19 .0 -19 .7 -24 .8 -13 .6 -17 .3 -27 .0 -32 .7 -42 .0 -9 .3

Kyoto -31 .2 -33 .4 -26 .1 -22 .3 -34 .9 -36 .7 -32 .3 -18 .9 -23 .1 -32 .5 -19 .7 12 .8

Osaka -16 .1 -23 .5 -12 .4 -16 .5 -16 .7 -11 .8 -12 .8 -17 .1 -26 .8 -25 .2 -21 .7 3 .5

Hyogo -26 .1 -13 .8 -27 .9 -28 .3 -22 .6 -15 .5 -11 .0 -17 .7 -22 .7 -31 .1 -19 .7 11 .4

Nara -19 .1 -16 .4 -9 .2 -22 .2 -11 .4 -14 .7 -19 .6 -8 .8 -15 .9 -13 .8 -14 .6 -0 .8

Wakayama -15 .6 -7 .0 -19 .7 -12 .4 -16 .0 -27 .5 -18 .1 1 .2 -14 .4 -14 .5 -9 .3 5 .2

Chugoku -16 .8 -21 .7 -10 .6 -25 .0 -24 .2 -20 .9 -19 .9 -26 .9 -26 .0 -28 .1 -18 .9 9 .2

Tottori 4 .5 -27 .2 -15 .2 -28 .6 -26 .0 -22 .0 -10 .1 -20 .7 -16 .2 -26 .9 -12 .8 14 .1

Shimane -12 .9 -24 .0 -13 .1 -4 .0 -13 .6 -11 .2 -23 .9 -29 .2 -15 .7 -22 .4 -16 .6 5 .8

Okayama -18 .4 -12 .0 -3 .3 -26 .9 -17 .1 -17 .1 -8 .4 -20 .9 -29 .9 -24 .3 -22 .6 1 .7

Hiroshima -11 .7 -14 .8 -12 .1 -23 .1 -17 .2 -17 .8 -24 .3 -18 .0 -18 .3 -27 .4 -8 .6 18 .8

Yamaguchi -34 .4 -28 .0 -13 .0 -43 .0 -41 .4 -29 .6 -32 .2 -48 .9 -40 .6 -32 .5 -36 .1 -3 .6

Shikoku -28 .2 -30 .3 -27 .0 -29 .3 -29 .8 -27 .1 -27 .0 -20 .8 -27 .1 -19 .9 -24 .7 -4 .8

Tokushima -21 .1 -20 .7 -25 .1 -19 .8 -24 .0 -28 .2 -15 .9 -17 .8 -25 .0 -8 .1 -17 .6 -9 .5

Kagawa -19 .0 -26 .5 -20 .5 -13 .7 -21 .0 -15 .1 -14 .1 -19 .0 -23 .9 -15 .0 -17 .9 -2 .9

Ehime -34 .5 -40 .9 -26 .7 -39 .3 -49 .2 -34 .7 -38 .8 -23 .1 -27 .3 -31 .0 -35 .9 -4 .9

Kochi -42 .4 -26 .5 -41 .6 -50 .4 -19 .1 -26 .2 -40 .9 -29 .5 -30 .2 -25 .4 -24 .1 1 .3

Kyushu/Okinawa -28 .2 -26 .6 -24 .3 -28 .7 -27 .9 -30 .9 -25 .2 -24 .3 -21 .5 -19 .6 -18 .6 1 .0

Fukuoka -28 .3 -20 .2 -24 .9 -33 .2 -34 .8 -40 .6 -27 .5 -20 .9 -27 .2 -23 .0 -18 .8 4 .2

Saga -30 .4 -25 .0 -27 .8 -30 .0 -21 .3 -36 .3 -23 .2 -24 .8 -31 .3 -20 .7 -28 .5 -7 .8

Nagasaki -30 .1 -32 .5 -41 .0 -36 .5 -35 .6 -43 .0 -22 .0 -38 .3 -30 .7 -28 .7 -24 .2 4 .5

Kumamoto -36 .1 -31 .9 -18 .9 -26 .0 -19 .0 -26 .1 -24 .7 -43 .4 -30 .8 -21 .1 -32 .6 -11 .5

Oita -24 .1 -32 .1 -18 .7 -32 .0 -43 .2 -41 .9 -26 .3 -23 .3 -22 .5 -39 .9 -35 .7 4 .2

Miyazaki -33 .8 -26 .7 -28 .1 -20 .9 -21 .5 -29 .8 -42 .9 -25 .5 -5 .5 -25 .2 -0 .8 24 .4

Kagoshima -31 .2 -23 .6 -19 .0 -21 .1 -19 .0 -13 .6 -15 .3 -20 .0 -16 .2 -13 .6 -11 .0 2 .6

Okinawa -8 .8 -32 .3 -13 .8 -27 .1 -24 .3 -21 .2 -18 .1 3 .0 -0 .5 4 .2 10 .2 6 .0

Source: SME Agency and SMRJ, Survey on SME Business Conditions .
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(3) Non-manufacturing  Change from previous quarter (seasonally adjusted)

Prefecture
2010 2011 2012 2013 Change 

from 
previous 
quarter

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

Apr .-
Jun .

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

Apr .-
Jun .

Jul .-
Sep .

Oct .-
Dec .

Jan .-
Mar .

All Japan -31 .5 -30 .7 -29 .8 -36 .2 -28 .8 -26 .2 -26 .3 -22 .0 -25 .9 -25 .3 -21 .9 3 .4

Hokkaido -29 .5 -27 .0 -25 .0 -36 .1 -30 .1 -22 .6 -24 .6 -23 .4 -28 .2 -22 .4 -16 .7 5 .7

South/Central Hokkaido -30 .9 -30 .8 -29 .1 -35 .5 -30 .2 -27 .0 -27 .5 -20 .9 -26 .5 -21 .3 -15 .2 6 .1

North Hokkaido/Okhotsk -21 .5 -14 .0 -10 .8 -40 .1 -23 .9 -8 .8 -15 .1 -29 .6 -30 .5 -29 .3 -23 .2 6 .1

Tokachi, Kushiro, Nemuro -30 .6 -26 .8 -27 .1 -31 .9 -33 .0 -21 .3 -26 .5 -24 .1 -29 .9 -19 .1 -22 .8 -3 .7

Tohoku -33 .0 -34 .7 -32 .7 -39 .5 -23 .8 -24 .4 -20 .6 -14 .9 -20 .6 -19 .6 -22 .3 -2 .7

Aomori -35 .9 -52 .7 -36 .2 -44 .9 -34 .0 -29 .7 -29 .2 -26 .9 -27 .5 -32 .8 -25 .2 7 .6

Iwate -30 .9 -31 .2 -31 .2 -34 .9 -15 .5 -20 .2 -16 .1 -6 .6 -15 .0 -11 .0 -18 .5 -7 .5

Miyagi -37 .3 -34 .2 -29 .8 -37 .9 -11 .4 -19 .0 -4 .9 -5 .2 -18 .3 -18 .1 -24 .3 -6 .2

Akita -29 .7 -32 .8 -32 .6 -40 .7 -33 .6 -30 .5 -26 .8 -13 .5 -28 .9 -26 .5 -27 .9 -1 .4

Yamagata -31 .4 -32 .5 -31 .5 -33 .0 -29 .0 -23 .4 -20 .2 -22 .3 -22 .8 -21 .6 -19 .3 2 .3

Fukushima -33 .1 -30 .3 -33 .7 -44 .6 -18 .4 -24 .8 -21 .8 -13 .1 -12 .0 -14 .2 -18 .7 -4 .5

Kanto -32 .7 -30 .0 -27 .4 -37 .5 -26 .4 -23 .8 -23 .1 -21 .2 -23 .3 -26 .4 -22 .7 3 .7

Ibaraki -36 .8 -30 .6 -31 .5 -31 .0 -25 .4 -19 .5 -23 .6 -19 .3 -23 .3 -26 .8 -26 .8 0 .0

Tochigi -27 .8 -28 .3 -32 .7 -44 .1 -34 .8 -27 .9 -29 .8 -24 .1 -21 .9 -21 .0 -34 .0 -13 .0

Gunma -33 .3 -29 .7 -24 .3 -43 .6 -28 .5 -22 .9 -21 .0 -18 .9 -27 .5 -26 .3 -20 .3 6 .0

Saitama -24 .6 -24 .8 -27 .7 -29 .8 -28 .6 -16 .5 -21 .9 -21 .3 -27 .8 -21 .5 -20 .8 0 .7

Chiba -29 .7 -23 .1 -24 .5 -28 .1 -17 .6 -22 .3 -16 .0 -20 .6 -23 .4 -30 .4 -28 .5 1 .9

Tokyo -33 .7 -30 .4 -25 .2 -36 .9 -27 .0 -25 .5 -22 .9 -18 .8 -17 .8 -16 .8 -17 .2 -0 .4

Kanagawa -37 .9 -29 .7 -26 .5 -28 .3 -23 .6 -22 .6 -20 .6 -14 .8 -21 .5 -33 .5 -15 .1 18 .4

Niigata -33 .6 -34 .5 -35 .3 -38 .1 -33 .8 -25 .9 -30 .2 -17 .2 -21 .3 -29 .0 -27 .2 1 .8

Yamanashi -32 .7 -32 .6 -25 .5 -50 .6 -35 .4 -36 .8 -30 .4 -33 .8 -36 .2 -32 .8 -26 .9 5 .9

Nagano -31 .3 -29 .8 -29 .0 -42 .9 -24 .0 -27 .2 -26 .7 -24 .7 -27 .0 -27 .1 -23 .5 3 .6

Shizuoka -36 .9 -32 .5 -27 .2 -38 .8 -15 .3 -12 .6 -22 .1 -19 .8 -20 .5 -26 .4 -21 .2 5 .2

Chubu -31 .6 -32 .7 -28 .9 -39 .4 -32 .3 -29 .3 -30 .1 -24 .3 -28 .1 -26 .1 -20 .3 5 .8

Toyama -27 .0 -24 .3 -27 .8 -28 .0 -25 .9 -20 .3 -30 .3 -19 .1 -26 .6 -25 .9 -15 .9 10 .0

Ishikawa -25 .6 -29 .7 -32 .2 -35 .9 -29 .5 -32 .4 -33 .8 -30 .6 -29 .4 -32 .1 -30 .1 2 .0

Gifu -34 .9 -41 .0 -27 .5 -47 .0 -35 .6 -36 .0 -32 .6 -29 .4 -29 .4 -29 .0 -24 .3 4 .7

Aichi -30 .6 -29 .6 -26 .6 -39 .7 -31 .1 -25 .6 -23 .9 -16 .5 -25 .9 -18 .6 -17 .3 1 .3

Mie -36 .7 -37 .8 -31 .6 -40 .4 -37 .4 -33 .6 -33 .1 -27 .7 -30 .7 -31 .2 -21 .4 9 .8

Kinki -31 .4 -31 .4 -29 .7 -34 .8 -29 .6 -28 .3 -28 .2 -23 .7 -26 .3 -25 .5 -19 .7 5 .8

Fukui -32 .8 -38 .7 -31 .4 -41 .9 -28 .9 -31 .3 -34 .3 -25 .1 -27 .3 -22 .6 -18 .3 4 .3

Shiga -35 .3 -31 .1 -29 .1 -34 .4 -31 .6 -29 .7 -33 .7 -27 .8 -32 .2 -28 .4 -18 .2 10 .2

Kyoto -33 .4 -35 .4 -30 .2 -41 .4 -35 .6 -27 .7 -29 .8 -25 .5 -24 .4 -18 .2 -16 .7 1 .5

Osaka -28 .8 -27 .4 -25 .2 -30 .6 -27 .3 -24 .8 -21 .3 -22 .9 -24 .8 -28 .2 -24 .3 3 .9

Hyogo -30 .3 -33 .6 -34 .0 -33 .2 -27 .2 -27 .5 -26 .9 -15 .3 -15 .2 -22 .6 -11 .6 11 .0

Nara -34 .2 -24 .6 -26 .1 -32 .3 -37 .5 -32 .1 -36 .9 -32 .9 -33 .8 -31 .4 -26 .4 5 .0

Wakayama -29 .6 -38 .0 -38 .3 -31 .7 -21 .7 -35 .7 -27 .3 -13 .0 -37 .8 -26 .8 -22 .4 4 .4

Chugoku -29 .5 -31 .3 -31 .5 -35 .0 -32 .8 -29 .8 -31 .2 -24 .5 -31 .2 -29 .6 -24 .8 4 .8

Tottori -27 .1 -28 .8 -32 .0 -35 .5 -36 .6 -26 .6 -22 .0 -20 .5 -27 .0 -24 .9 -19 .0 5 .9

Shimane -26 .3 -27 .1 -32 .7 -34 .2 -30 .5 -24 .9 -29 .8 -26 .4 -32 .5 -25 .3 -29 .1 -3 .8

Okayama -39 .3 -37 .1 -34 .1 -40 .1 -29 .1 -33 .6 -36 .4 -38 .9 -36 .2 -39 .3 -29 .7 9 .6

Hiroshima -23 .0 -30 .8 -23 .9 -34 .4 -33 .2 -31 .0 -28 .4 -23 .9 -25 .1 -24 .3 -15 .4 8 .9

Yamaguchi -31 .1 -32 .1 -31 .5 -37 .6 -32 .9 -31 .6 -32 .1 -22 .4 -33 .2 -34 .3 -28 .6 5 .7

Shikoku -31 .8 -31 .5 -32 .3 -35 .2 -31 .0 -28 .2 -28 .8 -24 .4 -29 .8 -27 .2 -26 .0 1 .2

Tokushima -31 .4 -31 .8 -30 .0 -37 .1 -37 .5 -27 .2 -28 .8 -21 .2 -24 .5 -17 .8 -18 .2 -0 .4

Kagawa -26 .7 -27 .5 -30 .7 -34 .7 -28 .7 -26 .7 -20 .5 -24 .8 -33 .6 -28 .6 -26 .7 1 .9

Ehime -42 .8 -37 .0 -34 .6 -34 .7 -28 .1 -29 .4 -33 .5 -24 .7 -31 .8 -32 .2 -33 .6 -1 .4

Kochi -19 .8 -26 .9 -30 .2 -40 .0 -28 .0 -29 .7 -28 .4 -30 .8 -26 .3 -28 .7 -23 .2 5 .5

Kyushu/Okinawa -30 .4 -29 .1 -30 .4 -31 .5 -28 .7 -26 .7 -26 .5 -21 .2 -26 .0 -25 .8 -20 .7 5 .1

Fukuoka -29 .6 -31 .2 -31 .9 -32 .1 -30 .3 -29 .3 -32 .7 -20 .5 -27 .0 -25 .8 -21 .4 4 .4

Saga -34 .3 -33 .8 -32 .9 -36 .1 -35 .9 -29 .4 -25 .8 -32 .2 -31 .0 -25 .6 -25 .6 0 .0

Nagasaki -36 .1 -31 .3 -32 .6 -33 .8 -27 .9 -27 .7 -32 .7 -29 .4 -31 .2 -34 .3 -23 .6 10 .7

Kumamoto -20 .8 -20 .1 -19 .0 -25 .6 -20 .9 -26 .6 -17 .8 -23 .3 -29 .9 -22 .0 -19 .8 2 .2

Oita -35 .2 -34 .0 -35 .4 -39 .3 -35 .1 -32 .6 -33 .6 -16 .5 -30 .3 -34 .7 -28 .0 6 .7

Miyazaki -42 .7 -31 .2 -44 .3 -33 .8 -29 .5 -31 .3 -25 .8 -24 .1 -19 .2 -29 .1 -20 .8 8 .3

Kagoshima -28 .1 -30 .0 -27 .5 -30 .7 -27 .6 -23 .1 -19 .0 -19 .8 -24 .8 -19 .1 -23 .2 -4 .1

Okinawa -10 .6 -13 .8 -14 .3 -21 .4 -18 .0 -6 .4 -16 .7 -4 .8 -11 .8 -8 .4 -9 .9 -1 .5

Source: SME Agency and SMRJ, Survey on SME Business Conditions .
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