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ThefirmistheASahiCompany,lnc・,

basedin TakaSakiCitYin Gunma Pre-

fecture.ASahiiS the jewe!of Canon,s

Eastern Region,regularly topplng the
unitSalesliStS.

BaSed on anationaIfactoringSyStem

Which adjuStS forlocalpopuIation and

financial condition5,ASahii5　SeHing

COPJerS at rbughIy triple the nationaI

PaCe.ThereSultisaterritorydominated

byCanoncopIerS,WithXeroxandRicoh

trailingbehind.

WhyAsahiselected Canon
A5ahi'S history teIlS animportant

5tOry.ExplainS Pre5.HiroSe,``Backin

the1960S,We had tried a number of

makes of coplerS and fina日y choSe

Ricoh,s diazo.Sales were excellent.

FinalIy the EF came out.Butwewere

aIS0hearlngaIotabout PPCSthen,and

lSPentquite50metimewonderingwhat

thefuturewouIdbring.

"Ricoh kept a5king uS tO Wait juSt

alitt】eIonger,butwewaitedayearand

a half and they　5t川　hadn't brought

Out a PPC.FinaIly,in1968,l aSked

Canon about the NP agency becauSe

I didn't want toIose my wh0le copler

buSineSS.‖

Asahi had been Ricoh'5　tOP StOre

nationallY,JuSt aSitiS Canon'S nOW.

The effectS0f Asahi'S Change are st‖

felt:Ricoh'S Prefecturalofficehasfour

timeS the staff of Canon'5-and yet

Ricohis reportedIyloslngmOneyWh‖e

Canon'50fficeiSatOPPrOfit-maker.
lnfact,Canon'SIocaI5ale50fficewon

the Canon SaleS C0.,lnc.President'S

Awardin the SeCOnd half of1977for

achieving the higheSt PerCent Of sales

targetinJapan.ASahiaIone represents
about three-quarterS Of the Canon

Office's turnover,aCCOrding to Mr.

HiroShiKawadeJOfficemanager.

Theimportanceoforganization
The keyiSAsahi'S unlque Chain of

14independent Sub-StOreS,grOuPed

togetherin the GunmaCanonAsS0Cia-

tion,Which accountS for　50me　35%

ofASahi,SSaleS.

ASahi acts as a diStributor to theSe

SmalIer retail shops,but take5　0nly

a2%margin to cover costS.In other

WOrd5,A5ahidoesnotmakeaprofitfrom

itswholeSaleoperation.

Why?WithIower wholesale pnces,

thedealerSCanSe‖atacompetitivepnce

and St川　make a decent profit,thus

theybuymoreunits.Asahi,Ontheother

hand,Can meetitS Canon SaleSgOaland

getlarger voIume discounts.Everyone

iShappy.
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a who/esa/eprofitS0urCe.Thisorganiza-

tional StYleisidealfor SelIing Canon

products,aCCOrdingtoEastern Regional

GeneraIManagerNobuoOkada.
Asahistartedits diStribution aSSOCia-

tionin1966　to promote adding ma-

chineS.In1969,the chain changedits

name to the CanoIa ASS0Ciation to

handle caIculatorS,and by1974it

became the Canon ASS,n.with the

additionofNPcoplerS.

Asuperteam

Handling the Canon A550Ciation's
affairSi5　Mr.Tsutomu Arakawa of

ASahi.Heteams up with adealerrepre-

Sentative,Mr.YoShio Takayama,Of

I50daya&Co.Together,thetwoofthem

direct the group to enSureitS SmOOth

OPeration.

Although buSine55iS Certain)y the

Canon Association'5　0bjective,it also

5erVeS aS a CloSe-knit50Cialgroup.Mr.
Arakawa even referstoitaS HourCanon

Tfamily."Together,the group memberS

takeoneoverSeaSandonedome5tictrip

Peryear,andattendStudySeSSionS.

Aless obvious advantage of the

groupisitS　5uitabHty to theIocal

geography.ln the winter,Gunma
Prefecture,S mOuntain road5　0ften

becomeimpasSable with5nOW.Evenin

the Summer,ltCan take hoursto nego-

tiateSteePIocalroadS.

ThuSitiSadiStinctadvantagetohave

145tOreS SCattered throughout smaller

COmmunitieS.No matterwhereacopzer
islocated,a Canon AsS'n.member

CanSerViceitquickly.

Anotherimportantadvantageisthat

CuStOmerS Can buy fromlocal people
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