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A Small Company to be Regarded as the Most Important
in Japan
“Management Philosophy to Motivate People at the Company”

Japan Laser Corporation
President /CEO Nobuyuki Kondo

Introduction:

Good afternoon everyone. My name is Nobuyuki Kondo. | have been
President /CEO of Japan Laser Corporation, JLC, since May 1994, over 17
years. JLC is the oldest and largest trading firm specialized in lasers and
electro-optics in Japan. Concurrently I have been Chairman of JIAL,
Japan Importers Association of Laser ands Electro-Optics, for over 12
years, since February 1999.

Today JLC received the Grand Award from the Secretary General of “The
Small and Medium Enterprise Agency” as a small company to be regarded
as the most important one in Japan.

Thank you all for bestowing upon us this honorable award in 2011, the
first time such an award has been made in the competition in this category.
This competition was initiated by Professor Koji Sakamoto of Hosei
University. | would like to offer him my personal appreciation for his
foresight and initiative.

We are proud to receive this Award and appreciate the contributions of all
of our people in our organization, made over many years, to successfully
build our company into what it is today.

Today | am going to talk to you how we have chosen to motivate people in
our small company, JLC. | hope you will enjoy my story and will be
encouraged by the new management philosophy of the company.



1. Who owns a Company?

Who owns a company? This is a recurring question, subject to debate.
The conventional, globally accepted answer is that stockholders own a
company. However, it is often said in Japan that a company exists for its
employees and management.

We are very pleased to have arrived at the point that JLC’s employees and
management, in possession of the actual stock, now own the company.

We have been independent from our former parent company, JEOL,
through a Management Employees Buy-Out, or MEBO, since 2007.

In the past we were hamstrung by the fact that we did not have the
authority to make timely financial decisions, such as bank loans, buying
foreign currencies, etc. We needed to get approval well in advance from
the parent company to promote managers and to appoint directors, etc.
In short, our management was not able to make its own decisions to cope
with a rapidly changing environment.

Eventually 1 established JLC Holdings (JLCHD) with the support of
Mitsubishi Bank in June 2007. After selling some of my shares to
directors and employees of JLC, all of them have become stockholders in
JLCHD, representing 53.1% and 32 % ownership respectively, totaling
85.1%. The former parent company now owns only 14.9%. At the same
time JLCHD acquired the entire stock of JLC from JEOL and completed
the MEBO, Management Employee Buy-Out in July 2007.

Those who joined JLC after the MEBO in 2007 were presented with an
offer to become stockholders of JLCHD in September 2010. Eventually
all eight employees invested in JLC Holdings Ltd. in the amount of 500
thousand yen each, for a total of 4 million yen.

JLC is an outstanding example of a company in the true sense of the



word’s Latin origin.

2. Our Management Philosophy & Corporate Missions

Poor management always leads a company into danger. At one point in
its past JLC needed a better management philosophy to survive as a going
concern. Upon exercising the MEBO, we revised our management
philosophy and corporate missions as follows.

Our New Management Philosophy:

We facilitate the development of a great diversity of sciences and industries,
creatively applying optical technologies through cultivation of mutually
beneficial relationships with customers and partners.

Our New Corporate Missions:

1) We provide customers with “Integrated Light Solutions”.

2) We provide all people who work for JLC with a fertile environmental
and opportunities to attain self-enrichment and accelerate their
professional development regardless of age, sex, academic history, race,
religion or national origin.

3) We contribute to mutual understanding among global citizens and to
world peace through mutually profitable relationships with overseas
suppliers.

3. Diversification and Basic Philosophy

Fortunately enough, the new management philosophy and corporate
missions have been well understood and implemented by our people since
then. We have committed ourselves to maintain this philosophy as a
foundation for future development.



As we have expanded, we have not restricted the people we have added to
our company to a certain type. In order to energize a company, | believe
diversity is critically important. We have hired employees having a
multiplicity of different academic and professional backgrounds.

The so-called minorities in companies in Japan, such as women, foreigners,
seniors, those who are not highly educated or physically handicapped, and
people who have not worked for us for a long time, etc. are treated in a fair
and equitable manner.

We hired five people who were born in mainland China as regular
employees. Two of them have been working for JLC for over a decade.
Two seniors who reached the mandatory retirement age at public
companies now work as managers, being responsible for administration
and logistics. They are able to work until 70 years old if they wish.
Indeed there are five women general managers serving in this role
regardless of their different type of employment contract, such as regular,
temporary or part-time..

4. C.A.R: Principle of Human Relationships

“C.A.R. “stands for Confidence, Appeal and Respect. It is a symbol of the
corporate culture toward which we constantly strive. We endeavor to
continually improve a corporate culture in which we all respect each other
and share the pleasure and rewards of working closely together through
mutual appeal and confidence in all of our business and personal relations.

Confidence: the “C” of “CAR”

For our business we need to win our suppliers’ and contractors’ confidence.
Likewise, we should take any required actions to enhance our customers’
confidence in JLC. We should have perfect confidence in our personal and
corporate abilities. The attribute of “confidence” applies not only to our
relationship with our suppliers and customers, but also to interactions
between management and employees. There are many synonyms or



related connotations to confidence, such as self-assurance, poise,
self-reliance, trust, faith, belief, and credibility. 1 selected the word
“confidence” as part of “CAR”, encompassing such associated concepts.

Appeal: the “A” of “CAR”

JLC should appeal to suppliers as a leading, sought-after distributor in
Japan. Products which we promote in Japan should appeal to potential
customers with their value, competitiveness, and reliability. Management
and employees should also appeal to each other with their attitude and
professionalism. JLC salespeople are expected to establish personal
relationships to increase their appeal to key people at our suppliers as well
as to our customers. Being appealing is very important to develop better
human relations with people throughout the business world.

Respect: the “R” of “CAR”

You need to win other’s respect, to establish better relationships through
trust and integrity, regardless of whether you act as an individual or as a
representative of our company. You are expected to be more appealing to
others, both as an individual and as an embodiment of our company.
During your hard work collaborating with team members, suppliers, and
customers, by believing in them, you may strike a chord with them, and
they may touch a chord with you, too. Then they will respect you for your
attitude, honesty, and your actions and you will respect them, too.
Respect for yourself and others are natural feelings produced from our
daily activities achieved through confidence and appeal.

5. As Employees Grow, the Company Grows

It is often said making customers satisfied is always important for
management.  However, | believe the following things are more
important.



1)
2)
3)

4)

As employees grow, the company grows.

Employees’ satisfaction comes first, before that of our customers.
Unless employees are genuinely satisfied with the company and the
products or services they provide, they cannot fully satisfy their
customers.

Unless employees appreciate the company’s compensation and
opportunities provided, they cannot share this contentment with
customers.

6. A Company with the most Motivated People in Japan

In order to become a premier company in Japan at the forefront of
employee motivation, we have devoted our utmost effort to this goal.

1)
2)

3)

4)

5)

6)

7)

8)
9)

JLC’s employees have been highly motivated through the MEBO.

We have modified our stockholders association to accept newly hired
employees who joined us after the MEBO in 2007.

We treat our people not as “one of them”, but as essential, individual
contributors to our company.

We cultivate a friendly atmosphere through daily dialogues between
management and employees.

We continue our weekly notes exchanging our important observations
with management and employees.

We encourage close contact between management and employees with
activities such as mixers, parties, outings, and company-sponsored
travel.

We create a great sense of inward security through being consistently
profitable.

We offer our people the option to work until 70 years old if they desire.
We continuously offer a wide range of opportunities to attain
self-enrichment and accelerate their professional development, such as
training courses provided by several consulting firms.

10) We constantly improve our compensation systems to meet employees’

expectations.



7. Basic Good Business Practices for All

As a key step in our continuous improvement program as a company,
several of the old, inappropriate practices at JLC need to be changed and
some discarded. Some people have been in the habit of doing only what
they like in their own way, not showing consideration for others.  We all
need to conduct ourselves professionally and earn the respect of others by
renewing our commitment to the following basic principles of good conduct
within our company every day.

1) 1 will be punctual and meet deadlines.

2) 1 will keep my word and promises.

3) 1 will keep everything in order.

4) 1 will control money and risk.

5) 1 will work for the benefit of others, not only for myself.
6) 1 will thank others for their help whenever appropriate.
7) 1 will work diligently and with persistent effort.

8. Our Principles of Conduct

JLC is a company that utilizes its unique corporate missions, management
philosophy, management policies and corporate culture objectives as
building blocks to achieve success. To contribute most effectively to this
success, it is essential that each and every employee adhere to the
guidelines described below.

1) I will collect new information with a keen sense of awareness and
convey it quickly to everyone it may concern.

2) 1 will adapt to changes in any situation in a composed and professional
manner with savoir-faire.

3) 1 will always strive to learn the facts and search for the truth.

4) 1 will greet others with a cheerful smile and interact with everyone
without preconception or prejudice.



5) 1 will look at the complete picture to be able to explain it in plain and
simple words to everyone in our business.

Postscript---JLC’s Way---

There is no way to happiness.

Happiness is the way.

We live here and now.

We should not dwell on what we have done in the past.

We should not be anxious about what will happen in the future.
We should focus on the task at hand here and now.

Everything is up to us.

Take responsibility for every area of your life.

Last but not least, the shortest distance between two points in life is not
straight.

There are always ups and downs in life. It is my belief based on
numerous experiences in my life.

My management objective is not to make JLC a big company, but to help
create a company in which all people enjoy their work and attain personal

growth, satisfaction, and success.

Thank you for your attention.





