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【Notes1】 

This document has been translated from the original Japanese version*1 for reference purposes only. 

In the event of any discrepancy between this translated document and the Japanese original,the original shall 

prevail. 

*1 : Click here for the original Japanese version.：https://spiderplus.co.jp/ir/results/ 

【Notes2】 

Forward-looking statements in this script are not guarantees of future results or performance. Such 

forward-looking statements involve known and unknown risks and uncertainties that could cause actual future 

results and financial condition to differ materially from any future results or outcome expressed or implied by 

such forward-looking statements. Factors that could cause actual results to differ materially from those 

described in these statements include, but are not limited to, changes in national and international economic 

conditions and trends in the industries in which we operate. This transcription has been prepared for 

informational purposes only. It is not intended as an offer to sell or a solicitation of an offer to buy any 

securities in Japan, the United States or elsewhere. 
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Our company specializes in the construction industry, promoting digital transformation at construction sites 

through the power of technology, and contributing to improved productivity and work style reforms at 

construction sites. 

 

 

 

The construction industry is expected to grow in the long term, mainly due to urban redevelopment and 

increased demand for repairs to aging infrastructure. On the other hand, the industry faces structural 

challenges such as a decreasing workforce, and we expect that there will be a high demand for DX to improve 

productivity. 
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The construction DX market is being driven by the accelerating use of digital technology at construction sites, 

as well as regulations and legal reforms. The penetration rate of site management services is steadily increasing, 

from 9.6% in fiscal 2021 to a forecast of 29.4% in fiscal 2025, and is expected to reach 48.0% in fiscal 2027. 

The commencement of overtime work limit regulations is also helping to streamline operations at construction 

sites, thereby promoting DX. In addition, government and administrative initiatives such as the adoption of 

BIM/CIM principles for public works, laws related to work style reforms, i-Construction 2.0, the abolition of 

analog regulations, and BIM document reviews for building confirmation applications are also major factors 

promoting DX. 
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In terms of trends in construction DX needs, large enterprises in the construction industry, which are our main 

customers, are actively engaged in DX, and their needs are becoming more sophisticated and diverse, ranging 

from the digitization of operations through the introduction of digital tools to the transformation of business 

processes utilizing construction data and AI. 

The construction industry is seeking solutions that can meet these needs, and the opportunities for growth for 

our company, which is promoting DX at construction sites, are expanding. 

 

 

 

Now, I will explain the performance highlights for FY2025.Q1. 
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Here is an overview of Q1. 

In terms of the market environment, labor shortages in the construction industry remain a major issue, and 

large enterprises in the construction industry are accelerating their DX initiatives. 

 

In light of this market environment, we are promoting the adoption of DX in the construction industry by 

combining customized development and joint development with our existing SaaS (SPIDERPLUS) offering. 

 

As a result, our Q1 performance saw a 26% YoY increase in ARR growth, net sales of 1.16 billion yen (up 25% 

YoY), and EBITDA returned to profitability for the quarter. In terms of profits and losses, operating loss was 

0.1 million yen, a significant reduction from the previous quarter, and we are steadily improving toward 

full-year profitability. 

 

 

 

The following table shows the progress of net sales and operating profit on a quarterly basis. 

 

Net sales (quarterly) grew steadily, reaching 1,165 million yen in the first quarter of FY2025, a 25% increase 

YoY. 

 

Operating profit (quarterly) continued to improve from a loss of 77 million yen in the fourth quarter of fiscal 

2023, and in the first quarter of fiscal 2025, it was a loss of 10 million yen, bringing us closer to profitability. 

 

5 



 

 

 

The progress rate of net sales compared to the forecast is in line with previous Q1 results. Quarterly net sales 

increased 25% year on year, with stock revenue increasing 28% year on year. In terms of profits and losses, 

operating loss decreased and EBITDA returned to profitability for the quarter. 

 

 

 

Next, we will explain our KPIs. ARR grew 26% year-on-year, mainly due to the seasonal factors seen in 

previous Q1s and prolonged penetration of large enterprise customers. Growth continues to be driven by ARR 

growth from existing customers. 
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We would like to add some comments regarding the seasonality of our business. Net ARR growth in the first 

quarter tends to be the lowest of the year due to ID suspensions associated with the completion of construction 

sites. In FY2025.Q1, the impact of ID suspensions due to site completions was greater than in the past. 

 

 

 

This slide shows ARR broken down into contracted companies and ARPA (monthly subscription fee per 

company). 

The number of contracted companies was limited to 17 additional companies,due to onboarding challenges for 

SMBs and stagnant deal closure rates. ARPA increased to 180  thousand yen in the first quarter of FY2025, 

maintaining YoY growth of 12%. 
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We explain the progress of contracted companies, including trends in churn rates. 

There has been no change in the situation where small-scale construction customers and non-construction 

customers account for the majority of churn. 

We expect the churn rate to remain at the same level in Q2 and beyond. 

 

 

 

This slide summarizes KPI trends by customer size. 

While penetration among large enterprises is an important driver of our ARR growth, it can be seen that the 

pace of ARR growth among large enterprises has slowed compared to that of SMBs since FY2024.Q3. 
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This is mainly due to stagnant ARPA growth as a result of prolonged major negotiations for company-wide 

introductions with large enterprises, which are our focus. 

 

 

 

This slide summarizes our analysis of the current situation and initiatives for the second quarter and beyond for 

each target customer segment. 

First, we recognize that “prolonged major negotiations” are an issue for large enterprises. As a 

countermeasure, we are working to improve customer engagement by promoting solution-based sales through a 

strengthened account management system and by promoting customized development services that respond to 

the development needs of each customer. 

 

Next, we recognize “ability in negotiations” and “onboarding system” as issues for SMBs. We analyze these 

issues as being caused by disparities in organizational structure and sales capabilities within the organization, 

and we are working to resolve them by revising the organizational structure and strengthening the sales process 

and onboarding system. 
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We would like to add some details about our response to individual company development, which will be an 

important initiative in the second half of the fiscal year. 

We call this “professional services,” and we are working on initiatives such as “linking SPIDERPLUS with our 

customers' systems” and “joint development of unique functions.” 

By responding to the individual requests of large enterprises, we expect to not only expand spot revenue 

opportunities, but also improve engagement at the head office and management levels of our customers, which 

will shorten the lead time for major negotiations such as the company-wide introduction of SPIDERPLUS. 

Although it has only been about six months since we began promoting professional services in earnest, we have 

already received many inquiries, and we expect that these initiatives will meet the needs of our large customers. 
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This is a specific example of our professional services. 

This is an example of collaboration with the data analysis platform (BI tool) of SHINRYO CORPORATION, 

which has introduced SPIDERPLUS Company-wide. Since the launch of this project, we have received an 

increasing number of inquiries about similar projects. 

 

 

 

Next, we present the consolidated balance sheet.  As of March 31, 2025, cash and deposits totaled 2,670 

million yen, maintaining a stable trend in line with the achievement of EBITDA profitability.   Shareholders' 

equity stood at 2,635 million yen, with a shareholders' equity ratio of 63.6%, reflecting a solid financial 

foundation.  In March 2024, we established SpiderPlus Vietnam Co., Ltd. as a consolidated subsidiary, and it 

will be included in our consolidated financial results from FY2024. 
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This is the consolidated income statement. Revenue has grown primarily due to an increase in stock revenue 

associated with the growth of SPIDERPLUS. The stock revenue ratio remains at a high level of 98.9%. 

 

Gross profit rose to 71.7% of net sales due to efforts to improve development productivity by reviewing 

development personnel and development projects, resulting in a 36% YoY increase in gross profit. 

 

Selling, general and administrative expenses were generally at the same level as the previous quarter at 845 

million yen, and as a result, the selling, general and administrative expense ratio decreased to 72.6%, resulting 

in an operating loss of 10 million yen, a significant improvement from 142 million yen in the same period of the 

previous year, and an operating profit margin of -0.9%. 
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The gross profit margin and gross profit ratio have remained stable since the previous fiscal year, and we 

expect the gross profit margin and gross profit ratio to remain at the same level in Q2 and beyond. 

 

 

 

I will now explain the trends in selling, general and administrative expenses. Selling, general and administrative 

expenses remained at the same level as the end of the previous fiscal year due to relatively low temporary 

expenses. We are targeting an average of 900 million to 1 billion yen for the fiscal year, and there is no change 

to our policy for fiscal 2025. 

We are working to further improve the S&M ratio in line with the increase in ARR. 
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Now, I would like to talk about human resources. The number of employees increased from 299 at the end of 

Q4 FY2024 to 301 at the end of Q1 FY2025. We will continue to invest in human resources while 

comprehensively considering our performance progress and other factors from Q2 onwards. The ARR per 

employee increased steadily from 13.8 million yen in FY2023.Q4 to 15.4 million yen in FY2025.Q1. 

 

and above 

 

For inquiries regarding this matter, please contact 

Finance and IR Department, SpiderPlus&Co. 

Email inquiry to : ir@spiderplus.co.jp 

Telephone inquiries: +81-3-6709-2834 
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