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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://contents.xj-storage.jp/xcontents/AS81382/5603ed1b/da1f/4544/a102/ee915d86edfc/14012025
1114502142.pdf 

【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. 
 
 
 
 
 

1 

https://contents.xj-storage.jp/xcontents/AS81382/5603ed1b/da1f/4544/a102/ee915d86edfc/140120251114502142.pdf
https://contents.xj-storage.jp/xcontents/AS81382/5603ed1b/da1f/4544/a102/ee915d86edfc/140120251114502142.pdf


 

 
 
Our company is engaged in businesses that contribute to improving productivity and reforming work 
methods at construction sites through technology. 
 

 
 
The construction industry is expected to grow in the mid-long term, mainly due to urban 
redevelopment and increased demand for repairs to aging infrastructure. 
On the other hand, the industry faces structural issues such as a continuing decrease in the 
workforce. We believe that the growing need for productivity improvements through DX will create 
market opportunities for construction DX. 
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Many of the regulations and legal reforms being implemented by the government and other 
administrative bodies are also promoting the use of IT and DX at construction sites. This market 
environment is expected to accelerate the use of digital technology at construction sites, leading to 
further expansion of the construction DX market in the future. 
 

 
 
In recent years, labor and material costs have continued to rise, and “increasing construction site 
costs” have become an issue that the construction industry must address. There is a need for 
fundamental business improvements through the use of IT. 
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Here are some additional notes on the trends in construction DX needs. Major companies in the 
construction industry are actively pursuing DX, with needs 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. We are seeing an 
increasing number of inquiries about how to utilize SPIDER+ to further improve productivity, and our 
opportunities for growth are expanding. 
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This fiscal year, we are driving our business based on three key initiatives: "Co-creation with 
DX-advanced companies," "Penetration of existing enterprise customers," and “Exploring companies 
that have not yet introduced DX.” 
 
In “co-creation with DX-advanced companies,” we are focusing on prioritizing the needs of large 
enterprise customers, where demand is currently expanding significantly.“Co-creation with 
DX-advanced companies” will be strengthened not only at the customer's site but also with the 
customer's management, such as the DX strategy office. 
 
We expect that this measure will lead to the promotion of company-wide introduction at large 
customers, and that the promotion of company-wide introduction at large enterprises will lead to the 
expansion to medium-sized and small businesses nationwide that make up the supply chain of those 
companies, i.e., the promotion of penetration to companies that have not yet introduced DX. 
 

 
 
In July of this year, we announced our medium-to long-term product vision: the "SPIDER+ Workspace 
concept." 
 
This vision extends beyond our current "SPIDER+" site management service; we aim to establish 
"SPIDER+ Workspace" as the core "infrastructure" for construction sites by creating new solutions 
that address diverse on-site needs. 
 
Coinciding with this announcement, we also updated our logo as part of a service rebrand. 
 
 

5 



 

 
 
We will now explain the performance highlights for Q3 FY2025. 
 
 

 
 
First, an overview of our financial results. 
 
We maintained a stable financial base while achieving 21% growth in Net Sales. We also secured 
EBITDA profitability, marking a 0.39 billion yen improvement Quarter-on-Quarter (QoQ). 
 
However, Net Sales growth fell short of our target. As we will explain in more detail, this shortfall was 
primarily due to **slower-than-expected progress in deepening penetration** of our existing enterprise 
customers. **This initiative was a key driver** for the fiscal year. 
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Here is the Q3 FY2025 Outline. 
 
First is our business progress. In November 2025, we launched two new services that significantly 
enhance our service value. Accordingly, we prioritized building a pipeline to accelerate growth from 
the next fiscal year onward by intensively allocating sales resources to pre-launch guidance activities 
for customers. As a result, resources allocated to acquiring new users and promoting Company-wide 
introductions temporarily decreased, leading to sluggish growth in ARR. 
 
Next is our performance progress. Q3 Net Sales were 1.23 billion yen (YoY +17%) and ARR was 4.9 
billion yen (YoY +17%). This progress was below our targets, partly due to the impact of our strategy 
update. On the other hand, during the cumulative Q3 period, EBITDA achieved profitability, improving 
by 0.39 billion yen QoQ, and the operating loss was 0.06 billion yen. 
 
Finally, regarding the performance forecast. We have revised our full-year performance forecast 
based on the business and performance progress explained thus far. We will explain the background 
for the forecast later, but we expect the temporary stagnation in ARR growth, resulting from the 
current change in strategic resource allocation, to bottom out in Q1 FY2026. 
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Turning to our performance progress, while we had initially planned to achieve quarterly operating 
profitability in Q3, we recorded an operating loss for the quarter. 
 
This variance from our plan was primarily due to two factors: the aforementioned sluggish Net Sales 
growth, and the strategic shift in resource allocation we made based on our business progress. 
 

 
 
Regarding our revised performance forecast, we are revising our full-year FY2025 forecast to Net 
Sales of 4.9 billion yen and an operating loss of 58 million yen. 
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We sincerely apologize to our investors for not meeting expectations. However, we do not believe this 
revision reflects a business slowdown. Rather, it is the result of a deliberate, strategic reallocation of 
resources to establish our foundation for medium-to long-term growth. 
 
First, the reason for the Net Sales revision. Following the launch of two new services, we 
concentrated sales resources on pre-launch customer engagement. As a result, new user acquisition 
and company-wide rollout activities slowed temporarily. Consequently, our recurring revenue build-up 
is expected to fall short of the initial plan. 
 
Regarding Operating Profit, while we have implemented cost controls commensurate with our Net 
Sales progress, we are strategically continuing our investments in key growth drivers, such as 
development and hiring. 
 
Therefore, due to the combination of the Net Sales shortfall and these continued strategic 
investments, we now forecast a full-year operating loss. 
 

 
 
Regarding the progress and assessment of our key initiatives. 
 
Of our three key measures, "Penetration of new customers" and "Co-creation with DX-advanced 
companies" are progressing generally as planned. 
 
However, we have determined that a strategic shift is required for "Penetration of existing enterprise 
customers." 
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We will now outline our revised strategy. Going forward, we will drive our business by placing the 
"SPIDER+ Workspace concept," our medium-term product vision launched in July, at the core of our 
growth strategy. 
 
The objective is to accelerate penetration within our existing enterprise customer base, which has 
proven challenging with SPIDER+ alone. Promoting the Workspace concept will enable us to address 
complex customer DX needs that SPIDER+ could not fully meet, thereby facilitating deeper 
integration into their business processes. 
 
From a sales strategy perspective, marketing "SPIDER+ Workspace" as a single, unified package will 
enhance sales efficiency. We also believe it will provide greater flexibility for value-based pricing as 
we roll out new functions and services. 
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In line with our "SPIDER+ Workspace concept," we have launched two new services and revamped 
our sales plans. 
 
Following this initial launch of S+Report and S+Collabo, we plan to develop and launch multiple new 
services starting next fiscal year. 
 
We aim to accelerate the adoption of these new plans by continuously enhancing the value 
proposition of SPIDER+ Workspace. 
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Turning to our ARR results, ARR grew 17% YoY. 
 
This performance reflects sluggish net ARR growth from existing customers, which was impacted by 
our strategic shift in resource allocation. 
 

 
 
ARPA grew 9% YoY, driven by progress in several protracted, large-scale negotiations with enterprise 
customers. 
 

 
 
Regarding the number of contracted companies, new customer acquisition grew steadily, while churn 
(the number of churned companies) declined. 
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As a result, our net additions accelerated Quarter-on-Quarter. 
 

 
 
Regarding our churn rate, we continue to strengthen our Customer Success organization and remain 
focused on driving further reductions. 
 
The churn profile remains consistent: churn is primarily concentrated among smaller accounts with a 
short tenure. 
 
Importantly, the resulting impact of this churn on our overall ARR growth remains limited. 
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This slide summarizes our KPI trends by customer size. 
 
We are currently facing two distinct challenges: driving deeper penetration (ARPA growth) within large 
enterprises, and accelerating new customer acquisition in the SMB segment. 
 
We aim to drive a recovery by addressing these specific challenges through our new strategy, 
centered on the "SPIDER+ Workspace concept." 
 

 
 
Regarding our professional services initiative, which we began last quarter. 
 
These are tailored, problem-solving services designed to address the specific DX needs of individual 
clients. 
 
We are seeing growing demand, particularly from large enterprises that are expanding their DX 
budgets. Currently, these engagements primarily consist of bespoke development projects. 
 
In Q3, we released an update integrating AI capabilities into the function co-developed with Haseko 
Corporation. 
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We will now explain the financial highlights. 
 

 
 
As of the end of Q3 FY2025, we maintain a stable financial base, underpinned by 2.6 billion yen in 
cash and deposits and a strong equity ratio of 62.9%. 
 

15 



 

 
 
Turning to the consolidated statement of profit and loss (P&L). 
 
The revenue structure remains highly resilient, with recurring revenue accounting for the majority of 
Net Sales and driving overall Net Sales growth. 
 
Furthermore, the Gross Profit Margin (GPM) improved by 6.6 percentage points YoY, driven by 
initiatives such as streamlining development projects based on the new product roadmap and 
optimizing our development structure. 
 

 
 
Turning to Gross Profit. 
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The marginal profit ratio remains stable, and we have maintained the Gross Profit Margin (GPM) at 
74%. 
 
Going forward, we expect to securely maintain a GPM exceeding 70%. 
 

 
 
Turning to SG&A expenses, costs increased Quarter-on-Quarter (QoQ) in Q3. 
 
This increase was driven by higher R&D investment as we strengthened development efforts for our 
new products. 
 
In Q4, we will continue to strategically execute development and human capital investment while 
maintaining strict cost control. 
 
Our projected investment is targeted to be within a quarterly range of 0.9 to 1.0 billion yen. 
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Turning to the status of our strategic investment in human capital. 
 
We adhere to a policy of investing while strictly monitoring "ARR per employee" as our key metric for 
organizational productivity. 
 
For Q4, we are executing human capital investment while generally maintaining productivity at the 
same level as the preceding quarter. 
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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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