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[Main Text] 

FY2025 Financial Results Briefing 

 

Masahiro Ito (hereinafter, “Ito”): Hello. I am Masahiro Ito, Representative Director, President 

& CEO of PowerX, Inc. Thank you for joining our financial results briefing today. 

 

Today's briefing will be in two parts, covering our financial results and business report. First, 

our head of finance, Fujita, will present the financial results. 

  



 

FY 2025 Results (Full-Year & Quarterly)>Consolidated Results Summary 

 

 

Toshiyuki Fujita: I’d like to begin by walking you through our full-year results for FY2025. We 

achieved revenue of ¥19.3 billion, and on the profitability side, EBITDA improved to a loss of close 

to ¥100 million, bringing us close to breakeven. Strong revenue growth, higher gross margins driven 

by production improvements, and tighter control of SG&A expenses contributed to a significant 

reduction in losses at all levels compared with the previous fiscal year. Against our disclosed 

earnings forecast, we achieved all our revenue and profit targets, excluding ordinary profit. To give 

you a bit more detail, on revenue, demand for battery storage systems for grid-scale storage 

facilities remained very strong, and in Q4 alone, we recorded approximately ¥12.0 billion in 

revenue. For operating profit and EBITDA, as mentioned earlier, gross margin improvements 

and SG&A control contributed significantly to the improvement in profitability. For ordinary 

profit, we recorded approximately ¥570 million in non-operating expenses related to financing 

activities, which was the primary factor behind the larger ordinary loss. 

 

As for profit attributable to owners of the parent, although we recorded special losses such as 

asset impairment, our recent performance and improved visibility toward future profitability 

allowed us to recognize deferred tax assets. As a result, we reported a net loss of 

approximately ¥1.6 billion.  



 

FY2025 Results (Full-Year & Quarterly)>Financial Highlights 

 

 

Let me now explain this in terms of our growth rate. Full-year revenue grew +213.4% YoY, 

increasing approximately threefold from ¥6.1 billion to ¥19.3 billion. In addition, 

improvements in gross margin and tighter control of SG&A expenses contributed to a 

significant improvement in profits, with operating profit increasing by ¥4.2 billion year on year 

and EBITDA increasing by ¥4.3 billion year on year.  

  



 

FY2025 Results (Full-Year & Quarterly) >Segment Performance 

 

 

Next, I will explain performance by segment. The BESS Business, which is our core business, led 

overall performance, recording revenue of ¥17.0 billion and operating profit of ¥3.8 billion. 

Although the Power Business is relatively new, it generated revenue of over ¥1.0 billion and 

achieved operating profitability. Unfortunately, the EVCS Business experienced a decline in revenue 

due to slower EV adoption. However, improvements in cost structure reduced the scale of losses. 

  



 

FY2025 Results (Full-Year & Quarterly)>Segment Performance 

 

 

Looking at growth by segment, the BESS Business, which accounts for 88.6% of total revenue, 

grew 212.8% YoY, making a significant contribution to our overall growth. Although the Power 

Business remains small in scale, it also achieved strong growth of 170.6% YoY, and we have 

high expectations for further growth. The EVCS Business declined year on year, and we expect 

difficult conditions to continue for the time being. 

 

  



 

FY2025 Results (Full-Year & Quarterly)>Quarterly Revenue, Gross Profit, and Margin Trends 

 

 

Next, I’d like to briefly comment on quarterly performance. Because customers’ budget 

execution timing is heavily concentrated—primarily due to subsidies and similar factors—our 

revenue is concentrated in Q4. Revenue in Q4 last year increased from ¥4.4 billion to 

approximately ¥12.0 billion, representing a +168.8% YoY increase, or roughly 2.5 times the level 

of the prior year’s Q4. In addition, while the gross margin in Q4 declined slightly to 25.3%, this 

was due to the impact of certain large-scale projects that we accepted strategically and the 

strategic pricing offered for those projects. 

  



 

FY2025 Results (Full-Year & Quarterly)>Quarterly Revenue, Gross Profit, and Margin Trends 

 

 

I would now like to provide further details on Q4 performance. As mentioned earlier, we 

recorded approximately ¥12.0 billion in revenue in Q4, marking the highest quarterly sales 

since founding. In addition, we posted operating profit of approximately ¥1.5 billion and 

approximately ¥1.4 billion on the bottom line, demonstrating that we have established a 

structure capable of consistently generating over a billion yen in profits. Furthermore, this 

performance serves as proof that we are capable of managing production, shipment, and 

installation at this scale. 

  



 

FY2025 Results (Full-Year & Quarterly)>Quarterly SG&A Breakdown and Ratios 

 

 

Next, I’d like to explain the breakdown of SG&A expenses. Overall, SG&A decreased 8.9% year 

on year, which contributed to a reduction in our operating loss. Looking at the details, Sales & 

Marketing (S&M) expenses increased 40.6% year on year, as they are directly tied to revenue 

generation. Meanwhile, R&D expenses decreased 26.5% year on year. Our business model 

involves making upfront R&D investments first and then actively commercializing the 

developed products, with revenue being recognized after a preparation phase. 

 

Accordingly, the decrease does not indicate a decline in R&D activities; rather, the cycle has 

recently begun to stabilize. General & Administrative (G&A) expenses also declined 15.8% year 

on year. While IPO-related costs could have increased, we believe we have been able to keep 

G&A spending under control. 

  



 

FY2025 Results (Full-Year & Quarterly)>Order Backlog (Signed Orders) Trend 

 

 

Next, I would like to explain the relationship between signed order backlog and revenue, as 

referenced in our disclosures. I will discuss order backlog in the following materials; however, 

please note that this slide presents signed order backlog only, meaning orders for which 

binding contracts have been executed. While later materials include probable orders to make 

trends easier to understand, the figures on this slide do not include probable orders. Signed 

order backlog at the beginning of FY2025 was ¥6.1 billion. Although backlog generally declines 

as revenue is recognized, we accumulated substantial new signed orders from Q1 through 

Q4—approximately ¥14.0 billion, ¥18.0 billion, ¥10.1 billion, and ¥7.1 billion, respectively. As a 

result, signed order backlog grew by more than the amount transferred to revenue and 

reached ¥37.0 billion at year-end. It has since increased further to ¥39.0 billion in a little over 

one month through today. We will continue to disclose order backlog on a quarterly basis. In 

our case, backlog decreases as revenue is recognized, while new orders increase backlog. We 

would appreciate it if you could monitor these trends going forward. 

  



 

FY2025 Results (Full-Year & Quarterly)>Consolidated Balance Sheet 

 

 

Next, I will discuss the consolidated balance sheet. Following the public offering in connection 

with our IPO, total net assets increased to ¥6.6 billion. As a result, our equity ratio improved 

and our financial position strengthened. 

Current liabilities amounted to ¥16.8 billion, of which ¥9.1 billion relates to contract liabilities. 

These represent advance payments received from customers at the time of contract signing. 

While classified as liabilities, they are recognized as revenue upon delivery to customers. 

Importantly, the large balance of current liabilities is primarily attributable to these advance 

payments, rather than to a significant increase in borrowings. 

  



 

FY2025 Results (Full-Year & Quarterly)>Consolidated Cash Flow 

 

 

Next, I will briefly explain the consolidated cash flow. First, operating cash flow turned positive 

for the first time, at ¥1.3 billion. Although we still posted a loss on the profit line, the major 

factor was the increase in contract liabilities—in other words, advance payments received 

from customers. Next, cash flow from investing activities: through 2023, it had been 

approximately -¥4.1 billion, but in 2024 and 2025 it was around -¥1.4 billion. This reflects the 

fact that, while our business has required upfront investments including R&D, such investment 

has recently begun to settle down. Finally, cash flow from financing activities: as mentioned 

earlier, we recorded a significant inflow of approximately ¥6.3 billion from the issuance of 

shares. While borrowings increased slightly, both short-term and long-term, there were no 

major fluctuations. As a result, the year-end cash balance improved significantly to 

approximately ¥7.4 billion. 

  



 

FY2026 Forecast>Summary of Consolidated Financial Forecast 

 

 

Next, I will explain our financial forecast for the fiscal year ending December 2026. For FY2026, 

we assume revenue of ¥38 billion, operating profit of ¥2.0 to ¥2.5 billion, EBITDA of ¥2.5 to 

¥3.0 billion, and net income attributable to owners of the parent of ¥1.0 to ¥1.5 billion. This 

will be a major earnings inflection point, as we expect operating profit, ordinary profit, and net 

income to turn positive, and we anticipate significant improvement at each profit level. Let me 

add some color by business unit. For the BESS Business, demand for grid-scale storage 

batteries, storage batteries installed alongside solar power generation, and other large-scale 

storage batteries remain strong, and we expect substantial increases in both revenue and 

profit. This fiscal year, we also expect revenue to be weighed toward the second half due to 

customer budget execution timing.  

 

Next, for the Power Business, in addition to battery sales, we expect increased revenue and 

profit by advancing various initiatives, including aggregation. For EVCS, unfortunately, difficult 

conditions are expected to continue, and we assume a decline in revenue. However, we intend 

to keep costs under control for the time being. 

  



 

FY2026 Forecast>Summary of Consolidated Financial Forecast 

 

 

Let me add some context on growth rates. For FY2026, we forecast revenue of ¥38 billion, up 

98.8% year on year—approximately 2x growth. 

For operating profit and EBITDA, we expect improvements of approximately ¥2.0 to ¥3.0 

billion each, and we anticipate a significant turn to profitability.  

  



 

FY2026 Forecast>Background of Earnings Forecast Range 

 

 

This time we are disclosing our forecast as a range, so I would like to briefly explain why. Since 

January 2026, the suspension of operations by lithium producers, strong demand for EVs and 

ESS, and pre-deadline rush-in demand associated with the phased removal of Chinese export 

tax rebates (VAT) have converged to drive up raw material prices. As a result, we believe there 

is a possibility that module prices from our suppliers may increase. That said, lithium price 

fluctuations may eventually subside, and we will not make judgments based solely on the 

current situation. If prices rise on a more permanent basis, we will consider passing on costs to 

customers, and we also have competitive new products available. Through these measures, we 

would like to improve our profit margins again over the medium to long term. However, 

considering the timing of such transitions, there is a possibility of impacts on our performance 

in the short term, which is why we are providing our forecast as a range. However, this 

situation does not affect our company alone. Compared with cases where finished products 

are imported from China, we believe that for a company like ours that procures only certain 

components, there may be aspects that contribute positively to our competitiveness. In any 

case, the existence of uncertain risks is one of the major factors behind the range disclosure. 

 

Second is the exchange rate. Our assumed rate this time is ¥155 to the U.S. dollar. Although 

we have entered into certain FX hedges, as you are aware, exchange-rate movements have 

been extremely volatile. As a result, particularly in the short term, it is difficult to read the 

impact on our performance. 



 

 

Finally, today we announced the modular data center as a new business. Mr. Ito will explain 

this in more detail later, but we are not assuming any revenue from this new business during 

this fiscal year, and on the cost side we are only assuming a limited amount of R&D expense. 

However, depending on demand following today’s explanation, we may consider additional 

investment, which constitutes the third factor. 

  



 

FY2026 Forecast>P&L Assumptions and Quarterly Outlook 

 

 

Next, I would like to add some supplementary information on other P/L assumptions, in 

addition to the risk of a short-term decline in gross margin, as well as our view of quarterly 

performance. As mentioned earlier, because we basically do not manufacture modules 

ourselves, our model is to pass through changes in procurement prices to customers in line 

with such fluctuations. That said, we have factored in a certain level of short-term risk. For 

SG&A, we expect the overall trend to remain broadly in line with last year, although for Sales & 

Marketing we assume some headcount increases. For R&D, while upfront investment related 

to existing products has been declining, we are planning to introduce new battery storage 

systems. In addition, although I will refrain from going into detail today, we are also investing 

in initiatives related to electric transport vessels, and we are considering additional investment 

for the data center business as well. For G&A, we expect the increase to be limited. Regarding 

our view of quarterly performance, revenue has tended to be weighted toward the second 

half. However, as projects become larger, we expect revenue to become somewhat more 

balanced across the second half, rather than being concentrated in Q4, although we still 

expect a second-half weighting overall. On current factory utilization, while production 

capacity itself still has headroom, we are, of course, controlling staffing efficiently to avoid 

waste, and utilization is currently maintained at close to 100%. Even if orders exceed 

expectations, as we have secured sufficient equipment capacity, we believe that by 

appropriately adjusting staffing, it would be possible to increase production by approximately 

1.5 to 2.0 times even in the short term. Finally, regarding our shareholder return policy, as we 



 

remain in a growth phase, rather than prioritizing dividends, we plan to prioritize investments 

in R&D, capital expenditures, M&A and other initiatives, in order to generate further profits 

and accelerate our growth. That concludes my remarks. Next, our Representative Director, 

President ＆ CEO, Mr. Ito, will provide further explanation.  

  



 

Breakdown of backlog (including probable orders) – by fiscal year 

 

 

Ito: I will report on the current business status. First, I will explain the overall order backlog 

situation and our outlook going forward. We have accumulated a total of ¥80.1 billion in 

signed orders and probable orders.  

 

For those who may be new to this, let me provide a brief explanation. Signed orders refer to 

projects for which the contract has been finalized. Probable orders refer to projects for which 

we have received a verbal agreement from the customer, confirmed their intent to place an 

order, and are proceeding with contract finalization. No other projects are included. In 

addition, to date, all probable orders have converted into signed orders and have subsequently 

been recorded as revenue. The outlook remains steady, with ¥36billion projected for 2026 and 

¥39.8 billion for 2027. 

  



 

Breakdown of backlog (including forecast orders) – by fiscal year 

 

 

As announced in today’s earnings report, our FY2025 results were ¥19.3 billion in revenue and 

¥5.9 billion in SG&A. SG&A in FY2026 is not expected to increase significantly. Revenue is 

projected at ¥38.0 billion, of which ¥36.0 billion is already accounted for in our current order 

backlog. The majority of this order backlog consists of signed orders and contracts that have 

already been finalized. In addition, we still have sales opportunities until around August this 

year, leaving six months remaining. As in previous years, we will steadily build additional 

orders during the fiscal year to achieve our targets. Meanwhile, the outlook for FY2027 is also 

becoming clearer. Revenue is not disclosed at this time. The current order backlog stands at 

¥39.8 billion, and we still have 18 months of sales opportunities remaining. We will work 

diligently to fully capture these opportunities. SG&A for FY2027 has also not yet been finalized 

and is not disclosed. While temporary increases may be necessary depending on revenue, we 

do not anticipate a substantial spike. Therefore, we expect FY2027 to progress smoothly as 

well. Going forward, we will continue to closely track these company KPIs each quarter and 

keep you updated. 

  



 

Increasing factory production capacity 

 

 

Looking at our current order backlog, you may be wondering, “Can we actually produce all of 

this?” As Fujita mentioned earlier, however, we do not anticipate any production constraints in 

2026. 

 

Even if orders increase during the fiscal year and exceed ¥38.0 billion in 2026, we can increase 

production capacity by scheduling adjustments. Specifically, we plan to respond by increasing 

overtime and adding shifts as needed. Furthermore, we will invest the funds raised through 

the IPO to make timely decisions on capacity expansion for 2027, and provide updates on a 

timely basis. Even in the event of a sizable increase in orders in 2027, we believe we have a 

clear path to strengthening our production system. In addition, this expanded framework can 

be carried over into 2028, giving us confidence that our production capacity will remain 

sufficient for the time being. 

  



 

Efficient Installation and Implementation 

 

 

Beyond production capacity, you may also be wondering whether we can deliver. Our 

operational know-how has improved significantly and has been steadily accumulated, and I 

would like to share some recent results. Between November and December 2025, we 

delivered 93 units of Mega Power in just two months. This was handled by nine field 

engineers, resulting in productivity per field engineer that was 7.3 times higher than the 

previous year. Last time, we delivered 47 MWh with 12 field engineers. This time, we were 

able to handle approximately seven times that level. These results reflect thorough 

preparation, continued technological development, and the accumulation of expertise per 

person. We believe we are well positioned to respond sufficiently this year as well, and we do 

not see any major concerns. 

  



 

BESS Business: Topics 1/4 

 

 

This is our business update on the BESS Business, the Power Business, and the new business 

we announced today. 

 

You may be wondering why orders for FY27 suddenly amount to ¥39.0 bn, close to ¥40.0 bn, 

when there were virtually none in our previous disclosure. In practice, there is a large subsidy 

program once a year. Our customers apply for this subsidy, and the results are announced all 

at once. This time, the results were released at the end of December. 16 of our customers’ 

projects were selected, with a total awarded amount of ¥33.4 bn. 

 

To date, we have never lost a project once it has been selected for the subsidy. We will move 

forward promptly with our customers on the approved projects. Of this amount, ¥1.2 bn is 

expected in FY26 and ¥32.2 bn in FY27. As a result of these developments, visibility on our 

FY27 orders has significantly improved. In addition, in terms of both the number of projects 

selected and the amount of subsidies awarded, PowerX-manufactured batteries have the No. 1 

market share, and progress remains steady. 

  



 

BESS Business: Topics 2/4 

 

 

We operate many battery power plants, and they are working every day as power generation 

facilities. To further enhance customer confidence and ensure seamless maintenance 

nationwide, we are actively establishing partnerships. We are working with NTT Anode Energy 

now to establish a maintenance system utilizing their nationwide network. 

 

While we will certainly increase the number of field engineers on our side, what matters most 

is providing customers with long-term peace of mind. To that end, we are building a robust 

system that allows us to be on site quickly whenever needed. The information on this slide was 

disclosed a few days ago. 

  



 

BESS Business: Topics 3/4 

 

 

As a trend, recent orders have been larger in scale per project. The photo on the slide shows a 

storage power plant that we delivered. We are increasingly seeing projects ranging from 

around 20 units on the lower end to 80–100 units on the higher end.  This presents some 

immediate advantages for our company. One is reducing seasonality in revenue. For example, 

since three batteries can be installed within a month, having many three-battery projects 

would cause work to concentrate in December. However, installing 80 units at a single site 

generally spans several months, allowing revenue to be recognized from Q3 this year onward. 

 

Second, it improves sales productivity. Regardless of project size, each involves the same 

amount of closing work, drawing preparation, and document processing. Larger projects are 

more efficient in this regard and enable highly planned production scheduling. Consequently, 

contract value per project has increased from the sub-¥1 billion to single-digit billion-yen range 

to approximately ¥2–8 billion in recent projects. Moreover, many of the projects we already 

anticipate will account for a significant portion of last year’s revenue once contracts are 

finalized, so timely disclosures are likely to be made from time to time. We expect to secure 

these projects sequentially. Here, we will show several examples of our recent deliveries in a 

video. 



 

 

(Video plays) 

  



 

BESS Business: Topics 4/4 

 

 

We have been issuing various releases in preparation for our IPO. Our major projects since 

August 2025 are featured here. If you're interested, please scan the QR code to see what kind 

of customers we work with and what kind of projects we are working on. These releases will 

lead to revenue this year and next, so we encourage you to take a look. 

  



 

PowerX Power Business Overview 

 

 

I will now report on Power Business. Within Power Business, we offer three services as part of 

our electricity business. The first is Electricity Supply Service, where we sell and supply 

electricity to customers. The second is Aggregation Services. This is a service currently 

experiencing high demand. It functions like a tolling arrangement, where customers entrust us 

to manage their storage power plants when they find it difficult to operate them themselves 

despite owning them. 

 

It is also a recurring business model where we take custody again of what we have delivered to 

customers, manage it on their behalf, and deliver the IRR. The third, Asset Services, is where 

customers entrust us with the design and construction of their storage power plants. We 

handle everything from engineering and procurement to site development in some cases. This 

service is also growing significantly. 

  



 

Power Business: Topics 

 

 

Here are several key metrics for Power Business. For power supply services, we currently 

supply 19 MW across 71 sites. While the scale remains modest, our pipeline is steadily 

expanding, and we anticipate this growing into a significant business. We currently operate 

storage power plants at seven locations, managing 14 MW of battery capacity, and we expect 

this resource aggregation to continue to expand. As a key topic in Power Business, we are 

supplying Japan Post with a package of electricity and battery storage. Projects launched in 

FY24 are progressing very smoothly, so we are actively pursuing further horizontal expansion. 

Additionally, at our high-voltage storage power plants, we are directly managing primary 

balancing power operations. For manufacturers, handling power supply and operations can be 

quite challenging, but we are feeding back insights gained as users to further enhance our own 

products. 

  



 

New Business: Modular Data Center 

 

 

This is an explanation of our new business. As today is Friday, we have shared a great deal of 

new information. We apologize for any inconvenience this may cause. We have prepared 

detailed videos and materials explaining everything thoroughly, so please take a look if you are 

interested. Scanning the QR code in the upper right corner of the slide will allow you to view 

information about our containerized data center, Mega Power DC. 

 

We refer to this as a modular data center. We plan to mass-produce it going forward. I 

encourage you to review the details; however, due to time constraints today, I will keep my 

explanation brief. The key point is that this container features a fully closed-loop water-cooling 

system. Based on the water-cooled battery, Mega Power 2500, we will remove the battery and 

instead install AI servers and other data center computing equipment, then ship it. We want 

our investors and shareholders to be assured that this new product can be manufactured with 

our current technology. We can produce it in our existing factories, without requiring massive 

CAPEX or upfront investment. By fully leveraging our water-cooling, DC power, and production 

technologies, we are well positioned to mass-produce this product. It will be highly 

competitive. 

  



 

New Business – Modular Data Center 

 

 

Even though it's a container-based data center, connecting containers via NVLink or similar 

technologies allows the entire system to be linked and operate as an integrated whole. This 

integration means installing 125 of these containers in one location achieves a scale equivalent 

to a hyperscale data center. Additionally, an option to install batteries internally enables 

operation with BCP measures. We believe this product is highly suitable for various schemes 

designed for co-location with thermal power plants, such as N‑1 generation control, and are 

advancing its development accordingly. 

 

Because we are a power-focused company, we have incorporated the needs we identified 

from firsthand experience directly into these data center containers. We hope you will look 

forward to it. Additionally, 25 units form a mid-sized data center, 10 units a small-sized data 

center, and a single unit an edge data center. Future widespread applications like robots, 

autonomous vehicles, and physical AI will require processing to be offloaded and handled 

nearby, necessitating data centers in low-latency environments. These can be deployed and 

operated under elevated structures, in parking lots, or—in our case—within factory grounds. 

Another key feature is that the edge data center comes with an integrated battery, enabling 

simple installation anywhere.  



 

New Business – Modular Data Center 

 

 

Due to time constraints today, I cannot go into detail. Please be sure to view the 

announcement video and website. The key point I want to highlight is its market size. We 

estimate the cumulative battery storage market to be around ¥10 tn, while the data center 

market alone—considering only the markets we can approach—is estimated to be between ¥5 

tn and ¥10 tn. According to projections by Organization for Cross-regional Coordination of 

Transmission Operators, JAPAN (OCCTO), electricity consumption by data centers is expected to 

reach between 45,000 and 70,000 GWh by 2040. 

 

Dividing this by one year gives an average power demand of approximately 5.1 to 8.0 GW. 

Currently, approximately 2.1 GW of data center capacity has already been deployed in Japan. 

An additional demand of 3 to 5.9 GW is anticipated going forward. On a TAM (Total 

Addressable Market) basis, this suggests that data centers worth between ¥5.3 tn and ¥10 tn 

could be deployed in Japan going forward. We therefore intend to actively target this market. 

  



 

New Business – Modular Data Center 

 

 

Let me explain our business model. What we call Phase 0 consists of initiatives that can be 

implemented immediately at this time. We will execute this initiative using our existing assets 

in Phase 0, so it does not require a level of investment that should cause concern. Following 

Phase 0, there are Phases 1 and  2. First, Phase 0, as announced in today's press release, is a 

model where companies planning to build data centers send computers to our factory. We 

then configure and integrate them inside containers and ship them out. In other words, Phase 

0 is a contract manufacturing model. This initiative can be handled with our current factory 

and technology, requiring no new research and development. Phase 1 aims for us to develop 

and manufacture data center products ourselves, moving beyond contract manufacturing and 

representing a more advanced step. While we are also planning Phase 2 for the future, we 

cannot disclose details at this stage. However, we are considering a very interesting initiative 

aimed at achieving greater vertical integration. With this aspiration, we will first take on Phase 

0. As mentioned earlier, we are disclosing our profit forecast as a range, but do not anticipate 

revenue for this new initiative. While we may make some investments if conditions are 

favorable, we plan to stay within the range this fiscal year. Therefore, we can confidently 

pursue this as an upside opportunity without causing concern. Even if there are no signs of 

demand and the initiative does not succeed, we would not incur material losses, as we are 

leveraging our existing factories and technologies. This allows us to take on the challenge while 

protecting the downside. 

  



 

New Business – Modular Data Center 

 

 

Today, we announced a press release stating that we have begun exploring a potential 

collaboration with Internet Initiative Japan Inc. (IIJ). We will work together to explore how best 

to utilize and deploy Mega Power DC, consider the optimal configuration, and aim to “build 

and expand the power and digital infrastructure that support an AI-driven society.” 

 

Moreover, we are also seeking partnerships with other companies. We intend to use this 

announcement as an opportunity to further step up our sales efforts. 

  



 

Regional Concentration of Surplus Power and Supply-Demand Mismatch 

 

 

Why are we pursuing AI data centers? Is it just because it's trendy? To address such potential 

questions, let me explain our thinking behind “Why PowerX.” First, through our work in the 

battery storage business, we clearly see that Japan has a significant disparity between regions 

with surplus electricity and those with severe shortages. We believe attracting industry to 

surplus regions is the solution. For example, in regions like Kyushu, which have abundant 

electricity and many nuclear power plants and solar power facilities, attracting semiconductor 

factories to utilize this massive power supply is an answer. However,  expanded solar 

generation and the restart of nuclear power plants willcreate even more surplus electricity. 

Storing this excess in batteries will create a system where it is available around the clock. Even 

if we fully utilize battery storage and create a system in which solar power can be used around 

the clock, there would still be surplus electricity. Traditionally, the common approach has been 

to transmit that excess power to Tokyo through transmission lines. However, building new 

transmission lines is extremely costly, requiring approximately ¥0.5 billion to ¥1.0 billion per 

kilometer. 

  



 

Deploying Data Centers Near Power Generation Sites to Overcome Transmission Constraints 

 

 

Traditionally, the common approach has been to transmit that excess power to Tokyo through 

transmission lines. However, building new transmission lines is extremely costly, requiring 

approximately ¥0.5 billion to ¥1.0 billion per kilometer. On the other hand, optical fiber can be 

laid at a cost of approximately ¥1.2 million to ¥2.5 million per kilometer. 

 

In other words, we realized that areas where storage power plants are installed tend to have 

surplus electricity. For this reason, in regions such as Kyushu and Hokkaido, where many 

storage power plants are being deployed, it makes far greater sense to build data centers 

adjacent to those storage sites, use surplus electricity for computing, and send the processed 

data back to Tokyo via optical fiber. This approach is significantly more energy-efficient. By 

actively offering both battery systems and data center solutions, we can prevent surplus 

energy from going to waste and contribute to improving Japan’s energy self-sufficiency. 

  



 

PowerX’s Mission in Action 

 

 

Power X is undertaking this project to “achieve Japan’s energy independence.” All our 

employees, along with our various partners and collaborating companies, continue striving 

toward this goal. Underlying this is the recognition that computers are the next critical 

technology after batteries. As Japan's population declines and ages, the realization of 

autonomous driving, the introduction of robots, and factory automation will become 

necessary. Computers are indispensable to support these advancements. Computers require 

energy. Hence, achieving a state where “energy is not a concern” is key to creating a situation 

where “computers are not a concern.” Recognizing this as critically important, we have been 

advancing this research and development for several years and are finally able to release it 

now. My introductory video also shows the prototype and provides detailed explanations, so 

please take a look if you have time. Today marked our first earnings briefing and financial 

disclosure since our IPO. Due to technical issues and our own inexperience, we slightly delayed 

the disclosure time we had promised everyone We sincerely apologize for this. 

 

We also recognize that our business is highly complex. Therefore, we intend to conduct our IR 

activities with great care. Today, on our company's IR site, we have published a roughly 28-

minute video introducing our view of the market environment, accompanied by a large volume 



 

of supporting materials, as well as a new, approximately 17-minute company overview video. 

Furthermore, we have included an explanation of Mega Power DC. We would appreciate it if 

you could take a look when you have time. 

 

That concludes our presentation. Thank you very much for your time and attention today. We 

also express our heartfelt gratitude for your support of Power X. All of us at the company will 

continue to do our utmost. Thank you very much. 

 


