
1

SEIKO, a company often 
featured during worldwide 
sports events such as the 
Olympic Games, is a 
world-famous precision 
instruments manufacturer.

However, this business had 
a humble start as a small 
clock shop in Tokyo.

The company 
founder, Kintaro 
Hattori, was born 
to a poor family 
in Tokyo.

In 1874, he took on 
an apprenticeship 
at a clock shop at 
the age of 15.

①

②

③

④



2

I want 
to acquire 
the skills to 
fix clocks, 

and 
eventually 

have my own 
shop.

Yet his time at 
the clock shop 
did not provide 
him with many 
opportunities 
to learn these 
skills.

Day after day, 
all he was told 
to do was 
cleaning and 
babysitting, 
which he did 
with patience.

Nevertheless, he spared 
no effort when it came to 
memorizing the names of 
clock parts, and some-
times he would try to 
look over his senior 
pupils’ shoulders to learn 
how they fixed clocks.

When he was 18 years old, 
the clock shop for which he 
had worked went bankrupt. From then 

on, he 
worked at 
home 
fixing old 
clocks, and 
started 
saving up 
for a bigger 
business in 
the future.
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Four years later, 
he built a tiny 
shop of his own 
with a sign-board 
reading “Hattori 
Clock Shop” dis-
played proudly 
outside. This was 
in 1881, when he 
was 22 years old.

His business grew by 
leaps and bounds. In just 
6 years, he opened a large 
store in downtown Tokyo 
that showcased new 
products from abroad.

In those days, 
Japan did not 
have domesti-
cally-produced 
clocks or 
watches.

A clock shop’s sales 
depended on how many 
quality products from 
overseas distributors it 
had stocked.
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Fortunately overseas 
merchants favored his 
shop over others and 
delivered an abun-
dance of new prod-
ucts and unique 
clocks – and promptly 
at that.

Consequently his 
shop gained a 
growing reputation 
of having a wide 
variety of products, 
which naturally led 
to great success.

So why did the 
distributors favor 
Mr. Hattori over 
his rivals?

It was 
because I 

never failed 
to keep my 
promises in 

trade.

Western 
merchants had 

terms which stated 
that when delivering 
articles of trade to 

Japanese wholesale 
clock dealers, the 

payments should be 
rendered within 30 

days.

But 
there were 

some Japanese 
dealers who did 
not keep their 

promises, which 
often caused the 

distributors 
great distress.
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I never 

broke my 
promises.

Since I was 
just starting 
up, it was 
tough to 

send 
payments 

without 
delay.

In 
order to 

make the 
payment by 

the due 
date, I 

needed to 
sell the 

products by 
that date.

However, 
despite my 

greatest efforts, 
I could not 

always sell all 
the watches 

by then.

I was often 
left penniless 
after sending 
the payment 
because of 

this.
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Back then, it 
took quite a 
long time for 
an overseas 
shipment to 

arrive in 
Japan.

In some 
cases, the 

products were 
already out of 
style by the 
time they 
arrived.

But once 
I promised 
to make a 

purchase, I 
never failed 

to do so.

I could 
have filed 
complaints 
if I wanted.

But I chose 
to keep my 
promises no 
matter what 

the cost.
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His honest attitude earned 
him great confidence from 
the Western merchants. “This 

Japanese 
guy seems 

trustworthy.”
As this 
reputation of 
his spread, they 
opened their 
doors wide for 
him.

Indeed, we can 
see from this 
that trust is 
comparable to 
enormous 
wealth.

Mr. Kintaro Hattori 
had now laid the 
foundations for 
wider expansion, 
and he established 
the clock manufac-
turer “Seiko-sha.”

Pushing forward 
with the domestic 
production of 
clocks, he later 
came to be called 
“The King of 
Watches in Japan.”
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The End

In later years, 
Seiko-sha’s products 
compared favorably 
with Western 
products, which 
allowed it to grow 
into an enterprise 
that shipped its 
products worldwide 
under the brand 
name of SEIKO.

When asked, 
“What was the 
key to your great 
success?” 
Mr. Hattori gave 
the following 
answer.Rather, 

in the course 
of making an 
honest effort, 

the momentum 
that pushed me 

to success 
visited me of 

its own 
accord.”
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“It is 
not that I 
seized 

opportunities.


