






・In 1H FY2021, the Company focused on transition of industry-specific software to monthly subscription 

models as well as transition to stock revenue.

・The Company restrained renewals of the contracts of current software “.NS series” prior to the expiration 

of contracts in order to promote the transition to subscription models.

・In addition, the Company promoted sales in the form of subscription contract.

・The Company conducted pre-sales of the new software ".c Series" to specific major clients.

・Transition to subscription models through these measures caused a short-term decline in sales. 

It had a negative impact of 700 million yen in the revenue for 1H FY2021.

・On the other hand, the positive impact of the transition to subscription models, which is represented in the

sales of “SaaS”, increased by 20.9% year on year to 398 million yen.

・Since “SaaS” is recorded on a monthly basis, the amount is small, but the measures to promote the 

transition to subscription models are progressing steadily.

・Regarding transition to stock revenue, the monthly sales ratio increased by 4.6% year on year to 40.8%, 

which exceeded the initial plan.

Monthly sales: Initial forecast 3,850 million yen 

Actual result 4,058 million yen (exceeded by 208 million yen)

・Total number of licenses and the contract ratio of monthly support services increased due to an increase in 

the number of new clients using software, which mainly consist of major companies, which contributed to 

the transition to stock revenue.



・Revenue decreased by 295 million yen year on year to 9,937 million yen.

・Operating profit decreased by 385 million yen to 1,243 million yen.

・Profit attributable to owners of the parent decreased by 271 million yen to 795 million yen.



・Sales of devices decreased by 411 million yen.

・This is mainly due to a decrease in reaction to the large orders for mobile phone shops in 1Q FY2020

(243 million yen)

・In addition, lowering prices of PCs and other devices in general, as well as lowering sales volumes,

contributed to the decrease in sales of devices

・The Company forecasts that the future trend of the sales devices will go downward.

However, since this category consists of resales, profit margins are extremely low. Therefore, decline in 

sales of devices has a limited impact on the profit. Instead, it would contribute to higher profit margins.

・Sales of supplies are in a similar situation.

・Monthly sales increased by 346 million yen, driven by increased number of software licenses due to the 

acquisition of new clients which mainly consist of major companies.

・Revenue increased by 424 million yen since new sales of automotive software and additional sales of 

optional functions, etc. have been favorable.

・On the other hand, promotion of the transition to subscription models in the sales of automotive software 

contributed to the decline of 700 million yen in revenue.

・If the Company had not promoted the transition to subscription models and continued to sell the software 

using conventional method, revenue for 1H FY2021 would have increased by about 400 million yen year-

on-year. However, in order to stabilize and enhance revenue in the future, the Company promoted the 

transition to subscription models.



・Factors behind the increase/decrease in revenue described on page 5 is listed on the right side of the table.

・“PaaS/IaaS(basic)” from Platform and “By industry” from Application are negatively impacted by the 

transition of software to subscription models.

・“PaaS/IaaS(basic)” contains the basic functions necessary for running the software, which is part of the 

software fee.

・Therefore, if a client purchases software in a lump sum, sales will be allocated to both “PaaS/IaaS(basic)” 

from Platform and “By industry” from Application.

・Therefore, the transition to subscription models have a negative impact on both sides.

・In the “Others” from Platform, the sales of website creation tools and DX solutions such as groupware 

(Google Workspace) increased steadily.

・In particular, the number of clients adopting "BL Homepage," a website creation tool, grew significantly.

It was installed by more than 600 companies as of the end of 1H FY2021.

The number of companies which have corporate website used to be extremely low in the automotive

aftermarket industry, but recently, the demand grew due to the impact of COVID-19 and penetration of 

remote work.

・Sales of OTRS, a work analysis tool, increased due to bottoming out of demand in the manufacturing 

industry, mainly among car makers.



・The number of companies using software at the end of 1H FY2021 increased by 322 from the end of 

FY2020 to 37,722 companies due to the progress in acquisition of new clients.

・In the Automotive sector, the Company further improved its competitive advantage and steadily acquired 

new clients.

・Sales capabilities improved further due to the promotion of online sales activities and strengthening of 

collaboration with support services divisions.

・As a result, the number of new clients increased, which mainly consist of major companies.

・On the other hand, in Non-automotive sector, the number of clients using software for travel agencies and 

sightseeing bus operators declined due to the continued impact of COVID-19.

・Under current conditions, a full-scale recovery will be difficult for the time being.



・Among revenue categories that are recognized on a monthly basis, the increase in the sales of “SaaS” from 

Platform is mainly due to the promotion of the transition to subscription models.

・Sales of “PaaS/IaaS (basic)” consist of IT infrastructure service necessary for running software and 

monthly usage fee for database

・This is charged to all clients apart from software fee, and sales are proportional to the total number of 

licenses.

・The acquisition of new clients which mainly consist of major companies and the growth in the total number 

of licenses are the factors behind the increase in the sales of "PaaS/IaaS (basic)"

・"Support services and Others" include monthly sales for DX solutions, such as website creation tools and 

groupware

・Website creation tool: Premium version  About 15 thousand yen (monthly amount) 

Regular version About 7 thousand yen (monthly amount)

・The minimum version of the software ranges from 19 thousand yen to 20 thousand yen, so the website 

service has about the same impact as the addition of one software license.

・In terms of market size, approximately 27,000 companies are clients of software, which mainly consist of 

major companies of auto maintenance shops and auto body shops.

Out of these, the Company targets about 10,000 companies which have not yet installed website.

・“EDI and settlement” include measured-rate elements based on the number and the amount of transactions, 

so the sales fluctuate depending on the period, but the number of companies using it tends to increase.



・Amortization expense of cloud services, including the new software, increased by 55 million yen

・On the other hand, purchase cost decreased due to a decline in reaction to the large orders of devices in 

FY2020. As a result, total cost of sales decreased by 139 million yen.

・Regarding SG&A expenses, the Company updated and strengthened its software operation infrastructure to 

improve service levels, and the related expenses increased as a result.

・Personnel expenses is attributable to higher legal welfare expenses related to stock compensation.

・Advertising expenses increased due to the strengthening of promotions for attracting new clients, such as 

preparation of contents for online sales and the active holdings of webinars.

・On the other hand, the Company promoted the establishment of online sales and reduced travel expenses 

and other expenses related to sales activities.

・As a result, SG&A expenses, etc. increased by 230 million yen.

・Operating profit decrease by 385 million yen due to the decrease in revenue accompanied by the promotion 

of transition to subscription models, in addition to the increase/decrease factors of costs.



・Regarding assets, intangible assets increased due to the investment in the development of cloud services

including the new software “.c Series.”

・Regarding debt, short-term interest-bearing debts increased due to borrowing.

・Regarding equity, retained earnings increased due to recognition of profit which offsets the dividends 

payout.

・Short-term loans were made due to seasonal factors, but the Company maintained a sound financial 

position.



・Despite a decline in profit before tax, cash flows from operating activities were about the same year on

year due to a decline in operating receivables and inventories.

・Cash flow used in investing activities increased as the Company invested in the development of cloud 

services including the new software “.c Series.”

・As a result, free cash flow decreased by 300 million yen to 485 million yen.

・Cash balance as of the end of 1H FY2021 increased by 461 million yen, partly due to short-term loans.





・No change from results forecasts announced on July 28.

・Revenue forecast for the full-year of FY2021 was revised upward by 250 million yen from the initial 

forecast.

・As a result, revenue forecast for 2H FY2021, which is calculated by subtracting 1H result from full-year 

forecast, fell by 187 million yen from the initial forecast.

・The Company lowered the forecast for 2H FY2021 in order to accelerate the transition of software sales 

to subscription models further than the initial plan.

・Although the acceleration to subscription models will cause a decline in revenue in the short term,

it will not only stabilize but also enhance its revenue over the medium-to long term.

・Since the probability of exceeding the initial forecast for the full-year increased, the Company decided to

accelerate the transition to subscription models at an early stage.



・From FY2021, the Company started to promote the transition of the current software ".NS Series" to

monthly subscription contracts.

・In 1H FY2021, the acquisition of new clients was favorable. In addition, the market environment was in

favorable condition due to the rising demand for DX. Therefore, in 2H FY2021, the Company plans to

accelerate the transition to subscription models.

・The Company plans to further increase the ratio of current software sales in the form of monthly 

subscription contracts.

・From 4Q, the Company plans to begin providing the new software ".c Series" to general clients.

・Sales of the new software will be recorded on a monthly basis regardless of the type of contract.

・In order to ensure a smooth transition to the new software, it is important to promote transition of the 

current software to a subscription model.

・Regarding the provision of the new software to general clients, the Company plans to conduct new 

promotions, etc. at an effective timing while taking into account the situation of COVID-19. However, if 

the current situation continues, it might be difficult to conduct promotions, etc. in a large scale.



・Sales of PCs and other devices are expected to decrease by 527 million yen.

・Out of these, 243 million yen are a decrease in reaction to the large orders for mobile phone shops in 1Q

FY2020.

・Sales of supplies are expected to increase.

・Software sales, including acquisition of new clients and additional sales to clients, are expected to 

progress steadily throughout FY2021.

・As a result, monthly sales linked to the total number of software licenses are expected to increase by 661 

million yen. In addition, revenue is expected to increase by 743 million yen due to new sales and 

additional sales of software.

・On the other hand, the Company will accelerate the transition of software sales to subscription models.

・The impact of the transition is expected to be 1.7 billion yen.

・The forecast was initially 1.5billion yen, but the forecast was raised by 200 million yen due to the 

acceleration.

・If the Company had not promoted the transition to subscription models and continued to sell the software 

using conventional method, revenue would have increased. However, in order to stabilize and enhance the 

revenue in the future, the Company will promote the transition to subscription models.



・Regarding ”SaaS,” the transition of software sales to subscription models is expected to proceed.

・Regarding “PaaS/IaaS,” the total number of software licenses is expected to increase.

・Regarding “EDI and settlement,” the number of clients using platforms for auto parts is expected to 

increase.

・Regarding “Support,” the contract ratio of support services is expected to increase.

・Regarding “Others,” the number of clients adopting DX solutions is expected to increase.

・As a result, revenue from Platform for the full-year is expected to increase year-on-year in all categories.

・On the other hand, the revenue from Application is expected to decrease.

・Regarding “By industry,” the revenue is expected to decrease due to the progress in the transition to

subscription models.

・In addition, revenue from “Devices” is expected to decrease due the remaining influence of the decrease 

in 1H FY2021, which was a decrease in reaction to the large orders for mobile phone shops in 1Q FY2020.



・"PaaS/IaaS (basic)" consists of usage fee of the platform, which is the infrastructure necessary for running

software.

・Therefore, monthly sales for "PaaS/IaaS (basic)" are charged to all clients who are using current software, 

including those who did not change to the subscription model.

・Revenue from “SaaS” consists of monthly sales of subscription models software, apart from "PaaS/IaaS 

(basic)"

・Since the transition from the current software to the new software will start from 4Q,  the expansion of 

revenue from “SaaS” will be accelerated in the future.



・Purchase costs are expected to decrease due to a decline in reaction to the large orders of devices in 

FY2020.

・On the other hand, since the amortization expense of cloud services will increase after the provision of the 

new software to general clients starts, the decrease in total cost of sales will be limited.

・Regarding SG&A expenses, the costs for upgrading service infrastructure is expected to increase.

・In addition, the Company will actively engage in promotions and sales activities in line with the starting 

of provision of the new software to general clients from 4Q.

・As a result, SG&A expenses are expected to increase year-on-year.

・In addition to these cost factors, the impact of decrease in revenue due to the acceleration of the transition 

of software to subscription models is significant, so operating profit is expected to decrease by 1,535 

million yen.



・An amount equivalent to the increased amount of profit attributable to owners of the parent due to the 

revision of the results forecast was applied to profit return to shareholders on the top of initial dividend 

forecast.

・Annual dividend forecast per share was raised by 1 yen from the initial forecast of 7 yen to 8 yen.

・The Company regards the return of profits to shareholders as an important management issue, and from 

shareholder-oriented viewpoint, the Company plans to provide appropriate dividends to shareholders.
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