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Medium-Term Management Plan 2023 (MP2023): 

Financial Targets and Key Initiatives

Sustainable growth for individuals and the organizationBasic Policy 

FY2023/9 FY2020/9 results

Financial 
targets 

1. Ordinary profit 10,000 mil. yen 7,000 mil. yen 
(excluding special factors)

2. ROE 10% 8.9％
(excluding special factors)

CAGR (ordinary profit) 12% －

Key 
Initiatives

1 VCP* management  Using societal issues as a starting point, we 
will strengthen the value chain

*Value Creation Process

2 Consolidation management  We will enhance the DX 

business based on collaboration between the four Group companies**
** MRI, DCS, JBS and INES (⇒p. 22)

3 New normal management We will transform work styles and 

governance to strengthen the management base
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Progress of Key Financial Figures
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Progress of VCP Management

Increasing awareness of “societal issues” among corporations and 
greater society

 Expectations for VCP management’s value type “A”; Research & 
Recommendations

 Expansion of business provided by the MRI group, whose core function 
is as a think tank

The transformation of the research and consulting business is making 
steady progress (⇒p. 11)

 Qualitative reforms of VCP management’s value types “B”; Analysis & 
Conceptualization and “C”; Design & Testing

Breaking away from man-month dependent business with the expansion 
of recurring business (⇒p. 12, 15)

 Strengthening of VCP management’s value type “D”; Societal 
Implementation, achieved through DX and collaboration with business 
partners
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Progress of Consolidation Management 

The IT Services segment is delivering solid profits, driven by finance 
and credit card business

 FY2020/9: Net sales 57,400 mil. yen; ordinary profit 3,000 mil. yen; 
ordinary profit margin 5.4％

 FY2022/9 (Forecast)： Net sales 69,000 mil. yen; ordinary profit 4,400 
mil. yen; ordinary profit margin 6.4％

Strengthening the DX business through collaboration among the four 

MRI group companies (Strategic Consulting x SI and IT Services) 
(⇒p. 22)

Accelerating growth by leveraging non-organic growth in priority fields
(⇒p. 24)
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Progress of New Normal Management

Implementing transformation of offices and workstyles

 Completed office integration (of MRI subsidiaries) and renovations

 The resulting cost reduction will become apparent beginning in 
FY2022/9 2H (200 mil. yen/year)

 Policies set for personnel system reforms and diversity & inclusion

Insufficient human resources is the biggest management challenge

 Priority allocation of growth investment in order to increase the 
headcount and develop our human resources (⇒p. 8)

Strengthening the governance structure (sustainability management, upgraded 

risk management)
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Growth Investment Policy

Investment in 
growth Specific measures Example initiatives

(1)
Human Resources

• Hiring more people (increasing 210 people by 
FY2023)

• Doubling opportunities for career development, 
optimal placement

• Transferring more human resources to partners 
for cultivating them

• Diversification of recruitment 
methods

• Establishing the Company’s unique 
human resources development 
model

• Dispatching to venture capital

(2) 
Research and
Recommendations

• Joint research and recommendations with 
research institutions in Japan and overseas 
(Macroeconomics, next-generation 
communications after 5G, etc.)

• Personnel exchange, visiting members

• Partners (including expected ones)
- Chatham House (UK)
- CEPS (Belgium)
- Georgetown university (USA)
- University of Tokyo, Osaka 
University

(3)  
R&D

• Development and demonstration of
applications

• Development and demonstration of AI engines

• Medium, large capital expenditures

• Local digital currency 

• AI and big data analysis

• Renovations of our data center

(4) 
Business 
Foundations

• Expanding foundations and partners in DX and 
social implementation

• Strategic investment in focus areas 
(investment, JV, M&A, etc.)

• Expanding venture businesses and venture 
capitals investment (establishing a dedicated 
organization)

• Establishes an operation and capital 
alliance with French ForePaaS SAS
➡Business collaboration with 
OVHcloud (French)

• Capital and business alliance with 
Nextremer, an AI venture

Invest cash provided from business mainly to the four areas below.
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Hiroshi Iwase, Senior Managing Executive Officer for VCP

Developing Business that uses 

Societal Issues as a Starting Point 

(VCP Management)
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A Value Chain using Societal Issues as a 

Starting Point (Value Creation Process)

 Leverage our existing strengths as a think tank (“B” and “C” in the diagram below)

 Strengthen efforts between “B”; Research and Recommendations and “C”; Societal 

Implementation as value chain pipelines

 Uncover and identify new issues after “D”; Societal Implementation, and provide feedback 

on and recirculate those issues to “A”; Research and Recommendations

Starting point of 
value creation

Social issues
Desirable future 

world

A
Research & 

Recommendations

B
Policy-making

& Business
Development

C
Design &
Testing of

Systems and
Businesses

D
Societal 

Implementation
(Commercialization

& operation)

Creating a 
desirable

future world

Create added value

➡ Further strengthen links from 
“research and recommendations” 
and connections to “societal 
implementation”

Invest early and create new 
businesses

➡ Allocate resources obtained by 
high added-value “B” and “C” 
business

➡ Achieve this through independent 
business and through 
collaboration with diverse 
partners

Be conscious of the starting 
point of value creation

➡ Focus on how basic policies and 
systems link to “B”, “C”, and “D”

A B・C D
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Progress in the Shift to Focus on Quality

(creating added value in “B” and “C” businesses)

 While major projects (of over 100 mil. yen) have significantly increased, small-scale 

projects (of less than 5 mil. yen) have decreased sharply

‐ Projects have gotten progressively larger in scale, and the total number of projects has 

decreased by around 30% over a 10-year period on an MRI non-consolidated basis

 Sales and profit have increased

‐ Even with the large decrease in volume, sales and profit have both grown

 By creating added value, progress has been made in the shift to focusing on quality

Number of projects (MRI non-consolidated) Sales and profit (100 mil. yen) (MRI non-consolidated)

Sales Profit

100 mil. yen 
or more

(right axis)

Less than 
5 mil. yen
(left axis)
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Solving societal issues and “D” business

Solving Societal Issues Through DX

Area Examples of solutions 
for issues

Functions needed Corresponding DX component

Carbon neutrality

Distributed renewable 
energy resources, 
operational adjustments 
for storage batteries

Optimization of both the supply and 
the demand side amidst fluctuations 
in supply and demand capabilities

• Data collection, analysis, optimization 
logic, high-speed information 
processing

Build power networks 
that can easily accept 
renewable energy

Improved supply and demand 
forecasting

• Simulations

Long-term projections for the 
introduction of distributed energy 
resources for capital investment in 
systems

• Digitalization of business operations, 
simulations

Incentivize business operators for 
cooperating with supply and demand 
adjustments

• Switching to online operations, data 
analysis, digital payments

Wellbeing

Provide individually 
customized opportunities 
for activities

Selection and recommendation from 
among many services that fits the 
individual’s circumstances

• Matching logic, auto suggest

Provision of method of transportation 
in order to use the service

• Centralized management of 
transportation routes, optimization, 
digital payments

Promote behavioral 
changes that contribute 
to climate change 
countermeasures and 
improved health

Management of points awarded 
based on level of contribution and 
use of points for a wide variety of 
goods and services, as well as 
payment

• Supplier/user management
• Offering points/coins, digital 

payments

To solve societal issues, we need to use data, analyze it, and then deploy it in order to 

manage existing demand and resources, to optimize services to suit individuals, and to settle 

payments electronically. DX is essential for all of these needs.
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Progress of Carbon Neutrality Initiatives

 *Market scale (2030):

Single-year kWh value if the target 2030 power mix in the Sixth Strategic Energy Plan is achieved (MPX, megasolar, offshore 

wind farms); expected wheeling charges in 2030 (power DX); 2030 DER potential multiplied by expected market value

(distributed energy management)

Missing Piece MRI’s “D” Business

Electric power 
substation

Nuclear power

Thermal power

Solar power

Wind power

Aggregates and utilizes surplus 
energy from the demand side and 
areas for potential energy-saving

Aggregator

Production

Work

Home

Transport

Retail business 
operator

① Information 
infrastructure for 

power trading

③ Mechanisms for sound 
renewable energy operations, 

and sound providers

④ Ensuring capability 
of adjust, management

② Visualization of 
renewable energy,  

value becomes 
apparent

１） MPX

２） Megasolar

３） Distributed energy 
management

４）Power DX

５） Offshore 
wind farms

Power Generation Power Transmission 
and Distribution

Retail

*Wheeling charges
4.2 trillion yen

*Renewable energy
1.2 trillion yen

*Wholesale market 
10.0 trillion yen
*VPP 0.3 trillion yen
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Progress in Region Ring, a Local Digital Currency Service to Solve 

Local Issues

What is Region Ring®?

• A platform service that helps issue digital currencies, electronic money, 
coins, points, electronic gift certificates, and so on.

Features

• Uses blockchain technology and has high reliability.

• Enables the user to issue and manage different points, coins, etc. using the 
same platform and thereby to cut initial costs.

• Has a function to change (reduce) value according to periods of campaigns 
and events and thereby to encourage use (a patent has been obtained).

Examples of introduction

• Kintetsu Harukas Coin, Shimakaze Coin: Stimulating consumption at retail 
facilities and in communities

• Tokyo Your Coin: a demonstration project for promoting SDGs activities

• Points for the Otemachi, Marunouchi, and Yurakucho (Dai-Maru-Yu) areas: 
promoting SDGs activities

• Kin-syachi money: (news release on April 25, 2022)

➡The total amount is expected to be 21,800 mil. yen, one of 

the largest in Japan.

Stimulating consumption and promoting cashless transactions 

to solve local issue

A total of 21,800 mil.  yen (paper, electronic) (of which, 8,500 

mil.  yen will be from electronic money, certificates, etc.)

Ⓡ

https://www.mri.co.jp/service/platform-services-for-regional-digital-currency.html
https://www.mri.co.jp/news/press/20180907.html
https://www.mri.co.jp/news/press/20200108-01.html
https://www.mri.co.jp/news/press/20200108-01.html
https://www.mri.co.jp/news/press/20220314.html
https://www.mri.co.jp/news/press/20220425.html
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“D” Business Shifting from Investment to Returns

 Since the service was launched, we have undertaken just under 10 projects and activities 

related to “D” business

‐ AI-based scoring service of application forms (PRaiO), wholesale power transaction forecasting service 

(MPX), megasolar business etc.: net sales are in the multiples of 100 mil. yen

‐ Our service providing online applications for admissions to junior and senior high schools (miraicompass) 

has sales of over 1,000 mil. yen

 Moving into the returns stage while investment continues

‐ In response to the shift to focusing on quality in “B” and “C” businesses, progress has been made with 

expansion of “D” business, improving its profitability, and business collaborations, and from the next MP 

period it will start recovering its investment

‐ We are aiming for further development of new business at the same time

 Thanks to the expansion of recurring business, we are able to transition from a business 

that is dependent on man-month factors
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Yoshihiko Ito, Executive Officer, General Manager, Digital Transformation 

Unit

Development of Group DX Business and 

Initiatives
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Rapid Growth of the DX Market

 The scale of the domestic DX market will be over 3 trillion yen in 2030 

（⇒Left: CAGR 13%）

 The domestic consulting market will be worth in 1.25 trillion yen in 2025 

(⇒Right: CAGR 7.8%）

 Digital-related business consulting and the logistics and manufacturing fields 

will be the market drivers
Forecasted consulting market scale in JapanForecasted DX market scale in Japan (2019-2030）

100 mil. yen

Total market:
x3.8/CAGR 13.0％

Manufacturing 
industry:
x4.6/CAGR 15.0％

Real estate industry:
x5.6/CAGR 17.0％

Distribution industry:
x6.5/CAGR 18.5％

100 mil. yen

Source: https://www.idc.com/getdoc.jsp?containerId=prJPJ48037421Source: Created by MRI based on Fuji Chimera Research Institute 

https://www.fujikeizai.co.jp/

file.html?dir=press&file=20112.pdf&nocache

IT 

Consulting

Business 

Consulting

Total market for consulting services
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Progress by Industry

Telecommunications and finance are ahead, while manufacturing, 

real estate, and leasing of goods lag behind

Real estate, leasing of goods 

Manufacturing

Wholesale, retail

Electric, gas, heat supply, 
waterworks

Construction

Transport, postal service

Finance, insurance

Telecommunications

Digitization DigitalizationNo measures Transformation

*Calculated weighted average of progress 

in digitalization.

Transformation: 3

Digitalization:  2

Digitization:  1

No measures:  0
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Correlation of Corporate Earnings with 

Implementation of the DX Vision

While progress on DX has no bearing on corporate earnings, 

the degree to which the vision is implemented does

Earnings improve No change in earnings Earnings worsen

DX vision is ...

Planned, but not yet 

executed

Planned and executed 

according to the plan

Not planned for
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Correlation of Corporate Earnings with 

Utilization of Data

Companies that are actively using data (for decision-making 

and value creation) have higher rates of earnings improvement

No change in 

earnings
Earnings worsenEarnings improve

Visualize KPIs by using a 

management dashboard

Implement data analysis and/or AI 

and use it to make decisions for 

some matters

Implement data analysis and/or AI 

and use it to make decisions on main 

business activities

Automate decision-making with data

Create new value
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MP2023: DX Policy
 Combine capabilities and strengths held across the Group to enhance the 

solutions and services we provide

 Reinforce the Group account strategy (cross-selling, upselling)

シンクタンクDX

High
（Non-man-month 
dependent)

Low
（Man-month
dependent）

Development 
and operation

Business 
innovation 

DX

DX platform Process 
innovation

2023 2025

Business

P
ro

f
it

a
b

il
it

y

2020 Solutions, account strategies

S
e

rv
ic

e
s

Priority themes
Cloud, Big data, AI

Response to New normal

Cost reductions

Think tank DX

 x-Tech（finance, manufacturing, regional etc.）
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Structure for Implementing Group DX Business 
As the four Group companies collaborate to strengthen the DX business, 
the Digital Transformation Unit is driving the Group DX business

※売上、人数は概数（MRI、三菱総研DCS、DXB、JBSは21年9月期、INESは21年3月期）

Ｉ
Ｔ
サ
ー
ビ
ス
セ
グ
メ
ン
ト
の
事
業
体
制

MRI
売上約400億円 1,000名

DXB 200名

戦
略
コ
ン
サ
ル

Ｓ
Ｉ
・Ｉ
Ｔ
サ
ー
ビ
ス

その他パートナー（IT-One、MRVS・・・）

INES
売上約400億円

1,700名

三菱総研DCS
売上約600億円

2,900名

JBS
売上約800億円

2,300名

銀行及び大規模SIに
強い

Microsoftの
トップパートナー

自治体パッケージに
強み

Digital Transformation 

Unit:  200 employees

Mitsubishi Research 

Institute DCS

Net sales 60,000 mil. yen

2,900 employees

Net sales 80,000 mil. yen

2,300 employees

Net sales 40,000 mil. yen

1,700 employees

Top partner of 

Microsoft

Strengths in packages for 

local governments

Other partners (including IT-One and MRVS)

*The figures for sales and number of employees are approximate figures. (Figures for MRI, DCS, Digital 

Transformation Unit, and JBS are for FY2021/9, and those for INES are for FY2021/3) 
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Strengths in working with 

banks and large SIs

Net sales 40,000 mil. Yen

1,000 employees
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Strengthening Collaboration between MRI and DCS

 DX-related organizations were aligned (from 2021/9)

 AI solutions and solutions consulting organizations were integrated (from 2022/9)

 Other: strategic integration of data analysis business, integration of sales 

organizations, etc. (from 2022/9)

DX技術本部

企業DX本部

公共DX本部

金融DX本部

DX部門

産業IT部門

金融IT部門

事業推進部門

AI・データ
一般民間

公共

金融

MRI DCS DX関連組織の対面化

 AIソリューション、ソ
リューションコンサル組
織の統合

AIイノベーショングループ コンサルティング本部

 DCSからリーダー派遣
 MRI・DCS一体でAI新事業開発
 新事業をDCS・グループに移管

し、各社AI事業拡大

 MRIからリーダー派遣
 主要顧客へのアカウントプラン、

提案・コンサルスキルの移管
 新DCSビジネススキーム展開

MRI DX Unit

Financial DX Division Financial IT UnitFinance

■ DX-related organizations aligned

■ AI solutions and solutions

consulting organizations

integrated

AI Innovation Group   Consulting Division 

■ Leader dispatched from DCS

■ MRI-DCS joint development of new AI business

■ New business is transferred to DCS or the 

Group, expanding AI business at each company

■ Leader dispatched from MRI

■ Transfer of skills in account plans, 

proposals, and consulting for key clients

■ Roll-out of new DCS business schemes 

AI, Data

General private 

sector

Public sector

DX Technology Division

Business DX Division

Public DX Division

Digital Transformation Unit

Industry IT Unit

Business Planning & Strategy Unit
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Basic Strategy Going Forward

Societal issues being 
tackled through VCP 

management

Major synergies with 
Region Ring, etc. 

 Enhance DX Journey,®  digital x data, and AI x workstyle reforms

 Use X-Tech to strengthen local governments and smart factories & logistics

 Accelerate implementation by investing the technologies we have cultivated into 

solutions for societal issues being tackled through VCP management

New Normal
Transforming workstyles through 

digitalization

DX Journey®

Supporting along the way to 

achieving DX

Data-driven management
Upgrading management by leveraging 

data and AI

Local governments’ DX
Achieving DX of local governments

Think Tank DX
Leading our own DX

Data Analytics
Management and workstyle reforms through 

digitalization, data, and AI

Local governments’ DX
Achieving DX of local governments, 

regions, and living

DX Journey®

Supporting along the way to achieving DX, DX 

technology transfer and human resources development

Smart factories & logistics
Economic security of supply chains, 

addressing SDGs

MP priority themes Basic strategy going forward

(Existing business)
Working to improve 

manufacturing

Non-organic growth

Invest the technologies we 

have cultivated and our 

implementation capabilities 

into solving societal issues
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MP2023: Priority Themes and Results 
 Advancing more than 40 projects with the new normal, DX Journey®, data-driven management, and local 

governments' DX as priority DX themes. In addition, promoting independent DX as Think Tank DX.

 While focusing our efforts on service development in operational DX and industrial IT fields, we also 

invest in our own research in new technological domains, such as AI and robotics.

Theme Outline
Actual examples

of customers

New Normal

• Improving employee engagement、Work-style transformation by 
digital technology

• Detection of sign of absence from work/prevention of resignation, 
transformation of experiences, techniques and operations into AI, 
zero-trust

Securities companies 
Beverages

DX Journey®

• Departure from the dilemma of innovation, 
appropriate implementation of DX

• Accelerating DX based on strategy, improving digital literacy, 
improving environment

Factoring companies
Chemical manufacturers
Prefectures

Data-driven 

management

• Improving capability of making changes happen in the unpredictable 
era, responding to destructive changes

• Using AI, providing dashboard to monitor necessary data and 
prediction-based utilization of big data

Banks, insurance 
companies, credit card 
companies
Electric power companies, 
Organizations *Please 
refer to the actual 
examples

Local governments' 

DX

• Sustainable growth of regions (maintaining the quality of life and 
government services)

• Digitalizing governments' support services for residents, 
accelerating DX of local governments' operations

Prefectures
City/town/village 
government

Think Tank DX
• Pioneering DX, promotion of internal disruption
• Promotion of DX in the field of planning, non-routine and cognitive 

work

（Trial use inside our
company prior to market 
implementation）
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Actual example 1: 

ForePaaS data analytics platform

 A one-stop, code-free data analytics platform

 Quick data analysis and dashboard utilization for innovation in 
operations

Conventional 
method

ForePaaS

Case
study

Client: Nippon Kaiji Kyokai (ClassNK)

The GHG emissions management tool “ClassNK ZETA” was taken from start of build to trials in 

two months, and officially released within six months. 

Data collection Data processing AI/machine 
learning

Visualization/app Business use

Data collection Data processing
AI/machine 

learning
Visualization/app Business use

Company A-made DWH Company B-made ETL Company D-made AI system

Company C-made BI tool

In-house development

ForePaas does it all, 

from end to end!
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Actual example 2: 

AI-based loan application examination service 
– workstyle reforms for white collar workers

 An AI model that has learned to make judgements on whether to provide loans or not 
enables digitalization of credit screening

 It can be implemented easily through an API connection with the financial 
institution’s business systems

Case 
study

Clients that are using or considering using this service: Mitsubishi Motors Finance Co., Ltd., 

MerryGate Guarantee, Japan Worker’s Credit Fund Association, Mebuki Financial Group, etc.

現状 AIの活用

監視
メンテナンス
改善

休まない24時間稼働できない

交渉不要

要交渉
交渉不要

早い
多くの案件は数分だが、

難しい案件は時間がかかる
要交渉

交渉不要
要交渉

揺らぎがない
判断基準のバラツキが

誤承認や短期代弁の温床
要交渉

交渉不要

玉石混合で膨大な
量の案件を判断 要交渉

交渉不要
要交渉

相談交渉が必要な
案件のみに集中

Humans make 
judgments on a huge 
amount of cases as a 
mixture of wheat and 

chaff.

Many cases just take 

several minutes,  but 

diff icult  cases take t ime.

24-hour operation

impossible

Variat ion in standards as 
a frequent cause of 

incorrect approvals and 
subrogation that occurs 

in the short  term

Current Use of AI
Humans concentrate 
on cases requiring 
consultation and 

negotiation.

Quick

Nonstop operation

Consistent■■■■
Negotiation

needed

Negotiation

needed

Negotiation

needed

Negotiation

needed

Negotiation

needed

Negotiation

needed

Negotiation

needed
Negotiation

not needed

Negotiation

not needed

Negotiation

not needed

Negotiation

not needed

Monitoring

Maintenance

Improvement

Negotiation

not needed
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■

Actual example 3: 

Craft brewery AI – workstyle reforms for front-line workers

 AI that learns from the experience and know-how of expert technicians is used to 
help develop new kinds of beer

 This facilitates the transmission of manufacturing technologies that rely heavily on 
skilled workers and streamlines product development

Case
study

Client: Kirin Holdings Company, Limited

Product development is streamlined with a function that predicts the results of the prototype based on 
the recipe (the conditions set for ingredients used), and a function that predicts what recipe will be 
used on the target flavor. 

Logic

Engine

Craft brewery AI algorithm
(AI to support new product 

development)

Data, knowledge

Brewing data

Plant

Experience, theory
Result

Result

Analysis
Machine learning

Overview of the craft brewery AI algorithm

Utility

Streamlines 

new product 

development

Facilitates 

transmission of 

technologies

New product development engineer

It can predict the result before 

making the prototype! 

■

Brewing 

conditions 

(recipe)

■

■

Brewing 

conditions 

(recipe)

■
■

■
・Results of prediction

■

It presents the reference case!

・Reference case



Copyright © Mitsubishi Research Institute 29 These materials are prepared for the purpose of providing reference information for making investment 
decisions and not for the purpose of soliciting investment.

Medium- to Long-term Growth Image

DX Business
Share of

consolidated 

business: over 50%

Think Tank and
Consulting Services 

(TTC)
48,000 mil. yen

IT Services
（ITS）

69,000 mil. yen

FY2022/9 net sales (est.) 
117,000 mil. yen
(approx. x1.3 vs. FY2020/9)

TTC
34,500 mil. yen

ITS
57,400 mil. yen

DX Business

approx. 27,000 

mil. yen

FY2020/9 net sales
92,000 mil. yen

ITSTTC

Medium- to long-term
(growth in business scale including

non-organic growth)

+5,000 mil. yen

approx x1.2

DX Business
approx. 32,000 mil. yen

(vs. consolidated:

approx. 30%)



Investor Relations Office, 

Corporate Planning Division

 Contact

Notes concerning forward-looking statements

This presentation contains forward-looking statements. These 
forward-looking statements, including forecasts, are based on the 
Company’s assumptions in light of information available at this 
moment.

These statements do not guarantee future performance and 
involve unpredictable risks and uncertainties. Accordingly, actual 
performance may differ from the outlook due to such various 
factors.

The Company is under no obligation to update or revise any 
forward-looking statements in light of future events, new 
information or other findings.

E-mail : ir-info@ml.mri.co.jp

URL : www.mri.co.jp/en/index.html

[Translation for reference only] 
This is an English translation of the original Japanese-
language document and is provided for convenience 
only. In all cases, the Japanese-language original shall 
take precedence.

https://www.mri.co.jp/en/index.html



	スライド番号 1
	General Overview of the MRI Group’s Business and the Future Direction
	スライド番号 3
	スライド番号 4
	スライド番号 5
	スライド番号 6
	スライド番号 7
	スライド番号 8
	Developing Business that uses �Societal Issues as a Starting Point �(VCP Management) 
	スライド番号 10
	スライド番号 11
	スライド番号 12
	スライド番号 13
	スライド番号 14
	スライド番号 15
	Development of Group DX Business and Initiatives
	スライド番号 17
	スライド番号 18
	スライド番号 19
	スライド番号 20
	スライド番号 21
	スライド番号 22
	スライド番号 23
	スライド番号 24
	スライド番号 25
	スライド番号 26
	スライド番号 27
	スライド番号 28
	スライド番号 29
	スライド番号 30
	スライド番号 31

