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[appearance] 

 

CEO Ito 

I would like to start explaining the financial results for Q3. 

And then, I will explain the transfer of the engineering business at the end of this presentation. 

 

CEO Ito 

ARR exceeded 2 billion yen with a year-on-year growth of +31% due to increase in the number of 

IDs, which now surpassed 45,000 IDs. 

The number of contracting companies significantly increased year on year, from 709 to 1,114.  



 

CEO Ito 

Forecast of the ICT business are steady progress on the performance. 

In Q3, the progress against forecast was 71.7% for net sales and 73.3% for the number of IDs, which 

is the same level as the results for the same period last year. 

 

CEO Ito 

The number of IDs is increasing, driven by the focus on existing customers and the seasonality of 

the construction industry. 

As for ARPU, it has been growing steadily at 4% year on year.  



 

CEO Ito 

The number of contracting companies increased by a record 118 companies from the previous 

quarter. 

The churn rate has been stable at less than 1%. 

 

CEO Ito 

About business update. There are three points regarding market share expansion.  

First, we full-scale start BPO services. As a second point, OTSUKA CORPORATION, which 

promotes DX with CAD solutions, begun distribution of SPIDERPLUS.  



Finally, the third point is about overseas expansion. We are continuing to test the system in seven 

countries, mainly in Southeast Asia, and it has now been officially introduced in Indonesia. 

About expansion of domains, started collaboration with Osaki Electric Co., Ltd. 

About expansion of function, development to improve of SPIDERPLUS are on schedule. 

 

 

CEO Ito 

I would like to explain about BPO service. 

Our BPO service is an optional service of SPIDERPLUS, that acting as site supervisor for set-up 

work. 

We will further penetrate SPIDERPLUS by seamlessly connecting between operations to further 

improve customer productivity. 

BPO service are using AI for quick and large-scale processing. 

We are aiming to make it even more convenient for our customers by expand the scope of “set-up” 

that can be handled.  



 

CEO Ito 

I would like to explain about started collaboration with Osaki Electric Co., Ltd. 

This is a strategic collaboration that will allow SPIDERPLUS to expand into the maintenance field 

in earnest. 

By automatically importing the data in the smart meter into SPIDERPLUS, there is no need for 

maintenance workers to input the data. 

This collaboration will cover approximately 750,000 facilities such as stores and commercial 

facilities, expanding the target market for SPIDERPLUS.  



 

CFO Omura 

Overall, net sales were 1,613 million yen, up 10.9% from the same period last year. 

The quarter-on-quarter decrease in net sales was due to a decrease in sales in the engineering 

business. 

In addition, a net loss was recorded in the current period due to the impact of advanced investments. 

 

CFO Omura 

By segment, sales in the ICT business were up 31.8% from the same period of the 
previous year. 
In the engineering business, net sales were down 45.8% year on year, to 212 million 
yen, due to less aggressive sales activities and fewer completed projects in Q3. 



 

CFO Omura 

This is the gross profit margin of the ICT business and its analysis. 

The decrease in the gross profit margin is within our expectation as we expect it to be around 55% in 

our business plan. 

The main reason for the decrease is the increase in the number of development personnel. Cost of 

sales has increased because most of the development personnel costs are included in the cost of 

sales, but this is due to the impact of advanced investments. 

 

CFO Omura 

The operating loss was mainly due to advanced investments. 



 

CFO Omura 

As for the status of advanced investment, recruitment is progressing steadily in both product and 

sales. Regarding advertising expenses, in addition to the TV commercials conducted in Q1, we are 

focusing on web marketing in Q3.

 

CFO Omura 

There was no significant change in the ratio of SG&A expenses to net sales from the previous 

quarter. 



 

CFO Omura 

As for our balance sheet, as a result of our listing in March, we have secured over 4 billion yen in 

cash and deposits and an equity ratio of about 90%. 

We hope to produce results that meet the expectations of our shareholders by making advanced 

investments.

 

CFO Omura 

Lastly, I would like to explain the highlights for Q3. 

KPIs have surpassed 45,000 IDs, 1,100 contracted companies, and ARR of 2 billion yen. As for the 

growth rate, the ICT business continues to grow steadily at a rate of over 30%. 



On the business front, we are building co-creation relationships to deepen the penetration of 

SPIDERPLUS into various domains, including BPO services and the start of collaboration with 

Osaki Electric Co., Ltd.

 

CEO Ito 

This is about the transfer of the engineering business. 

First of all, the reason for the business transfer is to select and focus on the ICT business. 

The business will be transferred to Armacell Japan K.K. for a consideration of 200 million yen. 

Armacell Japan K.K. is a manufacturer and seller of the main products of our engineering business 

and has strong synergy with our engineering business. 

The decision was made after considering the future growth of the engineering business. 

In addition, many of the members of the ICT department, including myself, have a background in 

the construction industry. 

Even after the transfer of the business, we will continue to collaborate with the engineering business 

to provide on-site training and exchange information within the company. Therefore, we believe that 

there will be no particular problem in absorbing information on the construction industry.  



[Q&A] 
 
Q1 
Please tell us the reason why ARPU growth has slowed down compared to Q2. Also, are there any 

seasonal factors? 

CFO Omura 

There is not that much seasonality, but as a conclusion, we are planning for 4-5% growth in our 

business plan, so we think it is not a problem. 

 
Q2 
Please tell us about the amount and details of the upfront investment you are planning to make in 

Q4? 

CFO Omura 

The upfront investment is mainly for marketing and human resources. The amount is not disclosed. 

 

Q3 
Can you tell us about the progress of the renewal development? 

CEO Ito 

Development to improve of SPIDERPLUS remains on schedule for a beta launch by the end of the 

year. 

 

Q4 
How is the progress in Q3 compared to the plan at the beginning of the term? Please tell us if there 

are any upsides or downsides? 

CEO Ito 

In Q3, the number of IDs accumulated and remained steady due to factors such as fewer site 

completions.  



Q5 
I understand that BPO service is a labor-intensive business, even though it utilizes AI, but what 

specific processes does it take care of? 

CEO Ito 

BPO service is a service that we provide on behalf of our clients to identify the location to be 

inspected, a task that often occurs before the inspection. 

For example, we can prepare small drawings, so-called “reference drawing”, on your behalf before 

reinforcement inspection or pile installation inspection. 

This is a service that can further improve the productivity of site supervisors. 

With the introduction of AI, we will be able to handle several times more projects than before. 

 

Q6 
Please tell us about the changes in the competitive environment and the strengths of your company? 

CEO Ito 

There is no significant change in the competitive environment. Our strengths are our customer basis, 

network effect, and follow-up system. 

 

Q7 

What impact will development to improve of SPIDERPLUS have on business performance? 

CFO Omura 

There are three main points of development to improve of SPIDERPLUS, first, to improve the user 

interface, second, to revamp the development environment, and third, to improve SPIDERPLUS. 

The third is to resolve the requests for improvement of SPIDERPLUS that we have received. We 

believe that the increase in ARPU and the acceleration of penetration due to the renewal will have an 

impact on our future business performance.  

 

Q8 
Please explain why the growth in the number of IDs has lagged behind the growth in the number of 

contracting companies? 

CEO Ito 

This is because we have been spending our resources on acquiring new customers. The trend in the 

increase in the number of IDs is for the number of contracted companies to increase first, and for the 

number of IDs to increase over the long term, with the growth in the number of IDs being 



subordinate. In other words, we believe that the increase in the number of subscribing companies, 

which has grown about 1.5 times compared to last year, will contribute to our business performance 

in the next fiscal year and the next fiscal year. 

 
Q9 
Do you expect to post an operating loss in the next fiscal year as well due to advanced investment? 

CFO Omura 

There is a possibility that we will be in the red again next fiscal year as a period of prior investment. 

 

Q10 
Please tell us about the pricing of BPO services and its impact on your business performance? 

CFO Omura 

Pricing and earnings impact are currently undisclosed. 

CEO Ito 

We plan to disclose our forecast for the next fiscal year for BPO services in the next earnings 

forecast. 

 

Q11 

What will be the impact after the declaration of the state of emergency is lifted? 

CEO Ito 

We believe that this is positive for our business because we are now able to conduct sales to the field 

and face-to-face sales.  



Q12 

What is your sense of the scale of advanced investment for the next fiscal year? 

CFO Omura 

We will continue to make advanced investments in the next fiscal year, but we will not disclose the 

scale of these investments. 

 
Q13 
Regarding advertising expenses, please tell us about your evaluation of TV commercials and other 

advertising. Also, will you continue to use TV commercials in the next fiscal year, and to what 

extent will you invest in human resources? 

CFO Omura 

As for the evaluation of advertising, in the short term, we believe that we have been able to 

implement it efficiently due to the increase in the number of new subscribers. However, the number 

of new subscribers will grow over the next two to three years, so we will measure the effects over 

the long term. 

For the next fiscal year, we will continue to invest in advertising and human resources, but we will 

not disclose the scale of the investment. 

End. 


