






In 1Hה FY2021, the Company focusedon transition of industry-specific software to monthly subscription 

modelsas well astransition to stock revenue.

The Company restrained renewalsה of the contracts of current software ñ.NS seriesòprior to the expiration 

of contracts in order to promote the transition tosubscription models.

In addition, the Company promotedה sales in the form ofsubscription contract.

.The Company conducted pre-sales of the newsoftware ".c Series" to specific major clientsה

Transition to subscription modelsthrough these measures causedה a short-term decline in sales. 

It hada negative impact of 700 million yen in the revenue for 1HFY2021.

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

sales of ñSaaSò,increased by 20.9% year on year to 398 million yen.

 Since ñSaaSò isrecorded on a monthly basis, the amount issmall, but the measures to promote theה

transitionto subscription modelsare progressing steadily.

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

which exceededthe initial plan.

Monthly sales: Initial forecast3,850 million yen 

Actual result 4,058 million yen (exceeded by208 million yen)

Total number of licensesה and the contract ratio ofmonthly support services increaseddue to anincreasein 

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

the transition to stock revenue.



Revenue decreased by295 million yen year on year toה 9,937 million yen.

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

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



.Sales of devices decreased by 411 million yenה

This is mainly due to a decrease in reaction to the large orders for mobile phone shops in 1QFY2020ה

(243 million yen)

In addition, loweringpricesofה PCs and other devices in general, as well as loweringsales volumes,

contributed to the decrease in salesof devices

The Company forecastsה thatthe future trend of the sales deviceswill go downward.

However, sincethis categoryconsists of resales,profit margins are extremely low.Therefore, decline in 

sales of devices has a limited impact on the profit. Instead, itwould contribute tohigherprofit margins.

.Sales of supplies are in a similar situationה

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

acquisition of new clientswhich mainly consist ofmajor companies.

 Revenueincreased by 424 million yen sincenew sales of automotive software and additional sales ofה

optional functions, etc. have been favorable.

 On the other hand, promotion of the transitionto subscription models in the sales of automotive softwareה

contributedto the decline of 700 million yen in revenue.

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

using conventionalmethod, revenue for 1H FY2021would have increased by about 400 million yen year-

on-year.However, in order to stabilizeand enhancerevenue in the future, the Companypromoted the 

transition to subscription models.



Factors behindtheincrease/decrease in revenue described on page 5 is listed on the rightה side of the table.

 ñPaaS/IaaS(basic)ò from Platformand ñBy industryòfrom Application are negatively impacted by theה

transitionof software to subscription models.

 ñPaaS/IaaS(basic)òcontains the basic functions necessary for running the software, which is part of theה

software fee.

Therefore, if a clientה purchases software in a lump sum, sales will be allocated toboth ñPaaS/IaaS(basic)ò 

from Platform and ñBy industryò from Application.

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

 In the ñOthersòfrom Platform, the sales of website creation tools and DX solutions such as groupwareה

(Google Workspace) increased steadily.

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

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

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

aftermarket industry, but recently, the demand grewdue 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 manufacturingה

industry, mainly among car makers.



The number of companies using software at the end of 1Hה FY2021increased by 322 from the end of 

FY2020to 37,722 companies due to the progress in acquisition ofnew clients.

 In the Automotive sector, the Companyfurther improved its competitive advantage and steadily acquiredה

new clients.

 Sales capabilities improved furtherdue to the promotion of online salesactivitiesand strengtheningofה

collaborationwith support services divisions.

As a result, the numberofה new clientsincreased, which mainly consist ofmajor companies.

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

sightseeing bus operatorsdeclined due tothe continued impact of COVID-19.

.Under current conditions, a full-scalerecovery will be difficult for the time beingה



 Among revenue categories that are recognized on a monthly basis, the increase in the sales of ñSaaSò fromה

Platformis mainly due to the promotion of the transitionto subscription models.

 Sales of ñPaaS/IaaS (basic)òconsist of IT infrastructureservicenecessary forrunningsoftware andה

monthly usage fee for database

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

licenses.

The acquisition of new clientswhich mainly consist of major companies and the growth inה the total number 

of licenses arethefactors behind the increasein thesales of "PaaS/IaaS (basic)"

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

groupware

 Website creation tool: Premium version  About15 thousand yen (monthly amount)ה

Regularversion About 7 thousand yen (monthly amount)

The minimumversion of the software ranges fromה 19 thousand yen to 20 thousand yen, so the website 

service has aboutthesame impact as the addition of onesoftware license.

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

majorcompaniesof auto maintenance shops and auto body shops.

Out of these, the Company targets about10,000 companies which have not yet installedwebsite.

 ,ñEDI andsettlementòinclude measured-rate elements based on the number and the amount of transactionsה

so the salesfluctuate depending on the period, but the number of companies using it tendsto increase.



Amortization expense of cloud services, including thenewsoftware, increased by 55 million yenה

 On the other hand, purchase cost decreased due to a decline in reaction to thelargeordersof devicesinה

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

 RegardingSG&A expenses, the Company updatedand strengthened its software operation infrastructuretoה

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

.Personnel expenses is attributable to higher legal welfare expenses related to stockcompensationה

Advertising expenses increased due to thestrengthening ofpromotions forה attractingnew clients, such as 

preparationof contents for online sales and the activeholdings of webinars.

On the other hand, theCompanypromotedה 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 yenה

Operating profit decrease byה 385 million yen due to the decrease in revenue accompanied bythe promotion 

of transition tosubscription models, in addition to theincrease/decrease factors of costs.



Regarding assets, intangibleassets increased due to theinvestmentin the development ofcloud servicesה

including the new software ñ.c Series.ò

.Regardingdebt, short-term interest-bearing debts increased due to borrowingה

Regarding equity, retained earnings increased due to recognitionofה profit which offsets the dividends 

payout.

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

position.



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

year due to a decline in operatingreceivables and inventories.

 Cash flow used in investing activities increased as the Company investedin the development of cloudה

services including the newsoftware ñ.c Series.ò

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

Cash balance asofה the end of 1H FY2021increased by 461 million yen, partly due to short-term loans.





.No change from results forecasts announced on July 28ה

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

forecast.

As a result, revenueforecast for 2H FY2021, which is calculatedbyה subtracting1H resultfrom full-year 

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

The Company lowered theforecast for 2Hה FY2021in order to accelerate the transition of software sales 

to subscription models further than the initial plan.

Although the acceleration toה subscription modelswill cause a decline in revenuein the short term,

it will not only stabilize but also enhance its revenue overthemedium-to long term.

Since the probability of exceeding the initial forecast for the full-year increased, theCompanydecidedtoה

accelerate the transitionto subscriptionmodelsat an early stage.



From FY2021, the Company started topromote the transitionof the current software ".NS Series"toה

monthly subscription contracts.

In 1Hה FY2021, the acquisition of new clientswas favorable.In addition,the market environment was in

favorableconditiondueto therising demand for DX. Therefore, in 2H FY2021, the Company plans to

accelerate the transitionto subscriptionmodels.

The Company plans to further increasethe ratioה of current software sales in the form of monthly 

subscription contracts.

From4Q, the Companyplansה to begin providingthe newsoftware ".c Series" to general clients.

Salesofה thenewsoftware will berecorded on a monthly basis regardless of the type of contract.

In order to ensurea smooth transition to thenewsoftware, it is importanttoה promotetransitionof the 

current software to a subscriptionmodel.

 Regarding the provision of the newsoftware to general clients, the Company plansto conduct newה

promotions, etc. at an effective timing while takinginto account the situationof COVID-19. However,if 

the current situation continues, it might bedifficult to conductpromotions, etc. in a largescale.



.Sales of PCs and other devices are expected to decrease by527 million yenה

Out of these, 243 million yen areaה decreasein reaction to the largeordersfor mobile phone shops in 1Q

FY2020.

.Sales of supplies areexpected to increaseה

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

progresssteadily throughout FY2021.

As a result, monthly saleslinked to the total number of software licensesה 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, theCompanywill accelerate the transitionofה softwaresalesto subscriptionmodels.

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

 The forecast was initially 1.5billion yen, but the forecast was raised by200 million yen dueto theה

acceleration.

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

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

revenuein the future, theCompanywill promote the transitionto subscription models.



.Regarding òSaaS,òthe transition of software sales tosubscription models is expected to proceedה

.Regarding ñPaaS/IaaS,òthe total number of software licenses is expected to increaseה

 Regarding ñEDI and settlement,òthe number of clients using platforms for auto parts is expected toה

increase.

Regarding ñSupport,òthe contract ratio ofsupport services isה expectedto increase.

.Regarding ñOthers,òthe number of clientsadopting DX solutions is expected to increaseה

As a result, revenuefromה Platformfor the full-year is expected to increase year-on-year in all categories.

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

Regarding ñBy industry,òthe revenue is expected to decrease due to the progress in thetransitiontoה

subscription models.

 In addition, revenue from ñDevicesòis expected to decrease due the remaining influence of the decreaseה

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



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

software.

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

including thosewho did not change to the subscription model.

Revenue from ñSaaSòconsists ofmonthly sales of subscription models software,apartfromה "PaaS/IaaS 

(basic)"

Since the transition from the current softwareה to the newsoftware will start from 4Q,  the expansion of 

revenuefromñSaaSòwill be accelerated in the future.



 Purchasecosts are expected to decrease due to a decline in reaction to the large orders of devices inה

FY2020.

On the other hand, sincetheamortizationexpenseofה cloud services will increase after theprovision of the 

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

RegardingSG&A expenses, the costsה for upgrading service infrastructureis expectedto increase.

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

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

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

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

of software to subscription modelsis significant, sooperating 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 theה

revision of the results forecastwas 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 yenה

TheCompanyregardsה the return of profits to shareholders as an important management issue, and from 

shareholder-oriented viewpoint, the Companyplans toprovideappropriate dividends to shareholders.
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