
 

An Application of Inamori Management Philosophy: Creating a Partnership with Employees 

 

Where Dreams Flourish: A Dynamic America 

I was born in Nepal, a country boundless with natural beauty and surrounded by magnificent Himalayan peaks.  

Though not economically prosperous, Nepal was a peaceful country with a harmonious blending of two great 

religions, Buddhism and Hinduism.  I was born the first son of a Bajracharya Buddhist priest and grew up in a 

community of devoted Buddhists.  As I accompanied my father to the temples and participated in Buddhist 

rituals, my childhood days were blessed with a sense of spirituality. 

When I was thirteen, I used to listen to the English news on BBC and Voice of America on the radio as a way to 

practice my English skills.  One day I heard on the news that Nepal was one of the poorest countries in the world, 

yet it had huge potential in hydro power.  This fact made me interested in studying electrical engineering, so we 

could build hydro power plants in Nepal, sell surplus electricity to India and help improve Nepal’s economy and 

living standard. 

Luckily, I was able to get a scholarship to study electrical engineering in Japan.  When I arrived in Tokyo at the 

age of 17, I was shocked to see Japan’s modernization, particularly in the electrical and the electronic industry.   

I spent my first year studying the Japanese language at Chiba University, feeling as though I was living in some 

futuristic world. In spite of some difficulty in the Japanese language, I was able to complete my undergraduate 

study in electrical engineering at Kyoto University and get work experience at Kansai Electric Power, Mitsubishi 

Electronics and Matsushita Electronics.  And I married a Japanese girl, my current wife. 

I went back to Nepal with my wife and began working for the Nepalese government.  As my first assignment, I 

joined a team of Nepalese and United Nations engineers for the surveying and planning of a hydro power in 

Nepal.  Unfortunately, there was no funding for building new power plants, as the Nepalese government had to 

allocate most of its limited resources to agriculture and road construction.  Discouraged that I could not work on 

hydro power plants, I decided to come to the USA. 

I arrived in Los Angeles in 1979 and was able to gain admission to a university graduate program and land a job 

in software development within a few weeks of my arrival in USA.  Whereas this could have taken a much longer 



time in Nepal, I was really surprised to see how quickly decisions were made in the USA.  I sensed a great deal of 

dynamic energy in USA.   So I worked as a software engineer by day and a computer engineering graduate 

student by night, fully enjoying both my study and my work.   

Three years later at work, I was able to develop a new product utilizing personal computers instead of the 

conventional mini-computers.  This new product helped improve my employer’s business and promoted me to 

Vice President of Engineering.  My life had become a series of happy days, filled with exciting work and quality 

time with my family. 

 

A Tough Reality, Determined Team       

As my employer’s business grew, it was acquired by venture capitalists.  At this point, I decided to leave the 

company and start my own business.  In 1994, my wife Yoko and I started our company Calsoft Systems to 

develop and market inexpensive yet user-friendly business software solutions.  Yoko handled sales while I 

worked on software development. 

Our first order was from a tour company in need of customized software.  We learned how the tour business 

operated and designed software that fit the way they ran their business.  Even though our company was a small 

startup and we didn’t have many business connections, we were able to receive a good amount of business.  

This was probably because we were able to develop software that was built specifically for a customer’s unique 

business needs. Starting with annual revenue of $200K, five years later we were able to grow to annual revenue 

of $3.2M and our staff grew from two to 20.  But a year later, business started going downhill as revenue 

decreased and expenses kept increasing.  It was because of both an economic downturn and the drop in 

demand for customized software. 

In order to improve our business, we decided to start two new products: ERP software and e-commerce 

software.  ERP software is generally used for managing business operations including financial accounting, 

inventory, manufacturing and sales.  While we were able to secure some additional revenue through ERP 

business, we were not successful in the e-commerce product. And so our overall revenue continued to decrease.  

We decided to contact a consulting firm to seek advice.  With their recommendation, we did get a general 

business plan for improving our services.   However, we could not implement the plan, as it was too grand for 

our internal operation team to handle. 

Then I came across a book called ‘Good to Great’ by Jim Collins and learned about the importance of team-

building with a business organization.  I asked three of our key employees to join me in building a long lasting 

and successful company.  I told them that I couldn’t raise their pay for a while and the work ahead would be 

tough, but our success would be worthwhile for all of us.  They all agreed to join me in building our team.   

As our team-building spirit spread to all employees, our business began to improve.  Just around that time, the 

tragic terrorist incident of September 11, 2011 came on the news.  And a few months later, our revenue 

dropped by 50% as the tour industry business slumped and a majority of our customers were in the tour 

industry.  It was a grave, critical period for our business.  When I gathered all our employees to explain the 



situation, they all rallied together and declared they were willing to take a pay cut and to do their best so we 

could overcome this together.  

However the reality was tough.  Even though all of us did our best, our business didn’t improve much. Our new 

ERP business was still not an easy thing for us to deliver because of the steep learning curve. Yet we continued 

with our best effort, believing firmly that we will make it. Around this time, in October of 2003, was when I 

heard about Seiwajyuku from a friend. 

 

 

Study and Practice: Dr. Inamori’s Management Philosophy and Our Aim for IPO 
 
I was deeply moved to learn about the true meaning of management from Dr. Inamori’s lecture.  I learned that 

to help others, to contribute to the community and to seek material and spiritual happiness of employees were 

the primary objectives of great management. And I aspired to be able to practice such a management 

philosophy in my own business.   

Before I heard about this philosophy, I had doubts about my running a business.   Being the son of a Buddhist 

priest, I had some reservations about seeking profit through business.  But when I heard from Dr. Inamori that 

business management can be a means to purify my mind and a practice to elevate my thinking, I was relieved of 

these reservations.   

We defined our primary company objective to be ‘seeking financial and intellectual growth for all employees’ 

and made ‘going IPO’ as our long term goal. As the first phase in this endeavor, we are currently working on the 

following four tasks: 

1. Expansion of our market 

 

Traditionally, ERP software had been used by large companies for managing their business operation.  Recently 

there has been a trend for midsized businesses to adopt ERP software.  It is estimated that there are about 400 

thousand businesses in this midsized market.  The fact that the market penetration is only about 4% at this time 

indicates a huge market potential for us. We wish to grow our business based on this market.  As a first step in 

this direction, we are now opening a branch office in Chicago. 

  

2. Partnership with customers 

Since the beginning, we thought of our customers’ benefits before our own profits.   We also focused on 

communicating with customers by understanding their business needs and delivering the software to meet 

those needs.  By partnering with the second largest IT company in India and saving our customers’ expenses as 

much as by 40% while providing up-to-date technology services, we were able to win our customers 

appreciation.  When one of our customers was forced to drastically cut their IT budget after the September 11 

incident and asked us to manage their system under this new budget, we were able to meet their request by 



redesigning their entire IT structure.  The success of this was primarily due to our close and trusting relationship 

with our customer. 

I learned at Seiwajuku that a trusting relationship alone is not sufficient, that we must adopt the “Customer-First” 

principle in order to build good business partnerships with them.  We are working toward permeating this 

principle into every part of our business. 

3. Partnership with suppliers 

When selecting a supplier, we focus on productivity and expandability.  Building business partnerships with 

suppliers in this way enable us to learn new technology and implementation methodology.  For example, by 

being a Microsoft certified ‘Gold Level’ partner, we have been able to enjoy a good profit margin and great 

support with their products.  We are currently working on building a good partnership with SAP as well. 

4. Partnership with employees 

Based on the Inamori Management Philosophy, we are building trusted relationships among our employees by 

harnessing the diverse abilities of people from cultures such as Japan, China, India, Vietnam, Nepal, Indonesia 

and USA.  Just as we have different birthplaces, religions and customs, we also have diversity in our own 

individual dreams, such as getting rich, being an expert programmer, providing a good education to our children 

and so on.  We tell our employees not to limit themselves to their own individual dreams, but to strive for bigger 

dreams as a team and as a company, based on the Inamori Management Philosophy.  Also, in order to 

strengthen a partnership relationship with our employees, we have adopted an employee stock option plan.    

The Inamori Management Philosophy, with its simple, universal principles, connects with our employees 

regardless of their origin of country, gender, or age.  In recent days, our employees have developed a stronger 

sense of helping each other and our customers, rather than seeing the world on individual terms.  And the 

results are visible.   It has been only about a year since I joined Seiwajyuku.  Since then, customers have 

commended on our employees’ service.   Our annual revenue has increased by 25% and the pre-tax net of 10% 

has been achieved.  The ability to pay a good amount of taxes has also given us a sense of contribution to our 

community. 

Before joining Seiwajyuku, I was under the impression that acquiring high-tech know-how was the key to success.  

After joining Seiwajyuku, I realized we were lacking a management philosophy.  Now, we are practicing our 

business based on the foundation of philosophy so we can build a global company ready to achieve IPO.  

Whatever challenges may come in the future, we are assured that the answers we need can be found within the 

Inamori Management Philosophy.  Like a compass that keeps us on a track toward meaningful, sustainable 

success, the Inamori Management Philosophy gives us the courage to commit ourselves to dreaming our biggest, 

boldest dreams and then turning them into reality.  

 

April 16, 2005          Nem Bajra 

Costa Mesa, California 


