






 Broadleaf ("the Company") promotedtransition of current software sale to monthly subscriptionה

contractsin order to prepare for the early and smooth transition to the cloud-based next-generation 

software.

.For the 3Q cumulative period, transition to monthly subscription models has progressed as plannedה

At the initial stage of transition, transition to monthly subscriptionmodels becomesa factor of decreasein

revenue.

 It became a decrease factorof 1.1 billion yen compared to the conventional method of sale for the 3Qה

cumulative period.

The Company promotedה transition to stock revenueby increasing the number of users of various monthly 

services and changing thesoftware to monthly subscription contracts, which the Companyhas been

working on from the past.

 ,The monthly sales ratio at the end of 3Qrose by 4.2 points year on year to 40.5%ה

and transition to stock revenue hasprogressed as planned.

 These initiatives not only stabilize theCompanyôsrevenuein the medium to long term, but also areה

important measures to realizegrowth in revenue and enhancethe quality of profits.



Revenue decrease byה 363 million yenyear on year to 15,181 million yen.

.Operating profit decreased by 522 million yen to 2,342 million yenה

.Profit attributable to owners of the parent decreased by 367 million yen to 1.5 billion yenה



Sale of devices including PCs decreasedה by 253 million yen.

Among the above, 243 million yen was a decrease in reactionto the large-scale orders from mobile phoneה

shops in 1Q FY2020.

Sale of supplies increased by 54 million yen partly due to the favorable business conditions forה clients in 

automotive sector.

.Monthly sales increased by 506 million yen in totalה

 Sales of SaaSincreased. Sales of additionalservices related to software increasedas well due toה

acquisition of new clients.

.Sales of current software in the conventional form (lump-sum) also increased by 431 million yenה

.Regardingnon-automotive software for travel agencies and other industries,harshconditions continuedה

Regarding automotive software, acquisition of new clientsand additional purchase by clients remained 

strong.

 Regardingsale of automotive software, sales fell by 1.1 billion yen due to the transitionto monthlyה

subscription models.

If thetransitiontoה monthlysubscriptionmodelshad not been conducted and the Company continued 

selling the software in the conventional form, revenue in the 3Q cumulative period would have increased 

by 737 million yen.

The Company promotedthe transitiontoה monthlysubscription modelsin order to stabilize and enhance 

the revenue in the future.



ה 1.1 billion yen, which is the impact of the transition of software to monthly subscription models,is 

included in "PaaS/IaaS (basic)" of Platform and "By industry" of Application.

.PaaS/IaaS(basic)"includes the basic functions of the software, which is included in the software fee"ה

If a clientה buys software in a lump-sum, sales will be allocatedto both "By industry" of Application 

and "PaaS/IaaS (basic)" of Platform.

Therefore, ifthesoftwarefeeisה not paid in a lump-sum due to the transition to monthly subscription 

models, the impactwill appear on both sides.

"Others"ה of Platform includes monthly sales of DX solutions, such as website creation tools and 

groupware includingGoogle Workspace, and the number of users is steadily increasing.

.In particular, salesof website creation tools have been growing significantlyה Theyarecurrently being 

installedat 690 companies.



"Among revenue categories recognized on a monthly basis,  "SaaSה of Platform continued to increase

steadily due to the progress in the transitionto monthly subscription models.

"PaaS/IaaS (basic)"ה consists ofIT infrastructureservice necessary forrunning thesoftware and

monthly usage fee of database.

 This is charged to all clients apart from software fee,sothesales are proportional to the total number ofה

license.

 The acquisition of new clientsmainly from large-sized companies whichincreasedthe total number ofה

license is a factor behind the increase in sales of "PaaS/IaaS (basic)."

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

groupware.

EDI and Settlement"include measured-rate elements"ה based on the number and the amount of 

transactions, so the number of users tendsto increase, although sales fluctuate depending theperiod.



 Amortizationexpense of cloud serviceswhich includesthe next-generation software increased byה

78 million yen.

On the other hand, purchase cost decreased due to a declineinה reactionto the large-scale orders of devices. 

As a result, cost of sales decreased by 240 million yen in total.

,Regarding SG&A expensesה the Company extended and strengthenedthe operating infrastructureof the 

software and various cloud services in preparation for the diversificationof cloud services.

 The increase in personnel expenses is due to a temporal increase in legalwelfare expenses related toה

stockcompensation.

 Regarding advertising expenses, the Companystrengthened its promotion activities throughactiveה

creation ofcontent for online salesactivitiesand holding of webinars, etc.

.SG&A expenses, etc. increased by 399 million yen as a result of upfront costs and temporalcostsה

Operating profit decrease byה 522 million yen.



Regarding assets, intangibleassets increased due to investmentinה thedevelopment of cloud services

including ".c Series," which are the next-generation software.

.Regarding liabilities, short-term interest-bearing debts increased due to borrowingsה

,Regarding total equityה retained earning increased due to recognition of profitwhich offsetdividend 

payout.



 Cashflow from operating activities decreased year-on-year due to a decrease in profit before tax and anה

increase in operatingreceivables and inventories.

 Cash used in investing activities increased sincethe Companyinvestedin the development of cloudה

services including ".c Series," which are the next-generation software.

.As a result, free cash flow decreased by 1,092 million yen to -916 million yenה

Cash balance asofה the end of the 3Q increased by 260 million yen due to short-term loans,etc.





FromNovember, theCompanywill startofferingה the next-generation software to a broad range of clients.

However,sincethere are also back-orders of current software in the form ofmulti-year lump-sum 

contract,thetransitionto monthlysubscription modelswill graduallyprogresssimilarly to the 3Q 

cumulative period.

 Therefore, the impact of the transitionto monthly subscription modelsis expected to be a decrease ofה

600 million yen in4Q and a decrease of 1.7 billion yen inthefull -year.

.In 4Q, expenses for strengtheningservice quality are expected to riseה

Specifically, in addition to preparing for the launchof a variouscloud services, theCompanywill extendה

and strengthen its IT infrastructurein order to improve the availability, etc. of currentandnew-generation

software.

Regardinguncertain factor forה the results forecasts, there is arisk of delay in sale of software due to the 

shortage of PCs.

Sale of industry-specific software isה provided in bundles with PCs and recorded as sales at the timing of 

acceptance inspection. Therefore, if it becomes difficult to purchase the scheduled number of PCs within

the year, it will have an impact on software sales.

.This impact is expected to addup to 250 million yen in maximum duringthe threemonths of 4Qה



.There is nochange to results forecastsה

Revenue willה decrease by 812 million yen year on year to20,350 million yen.

Operating profit willה decreased by 1,535 million yen to 2.6 billion yen.

Profit attributable to owners of the parent will decrease byה 825 million yen to 1,640 million yen.



Sale of devices includingPCs are expected to decrease byה 148 million yen.

Among the above, 243 million yen is a decline in reaction toa large-scale ordersfor mobile phoneה

shops in 1Q FY2020.

 Increase in the number of software users and additional sale to clientsare proceeding steadilyה

throughout the fiscal year.

 As a result, monthly sales linked to the total number of software license is expected to increase byה

661 million yen. Furthermore, revenue is expected to increase by363 million due to new and additional 

sale of software.

 On the other hand, regardingsale of automotive software, revenue isexpected to decline by 1.7 billionה

yendue to a risein the ratio of monthly subscription models.

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

software in a conventionalmethod, revenue for the current fiscal year would haveincreased.

Still, the Company will promote the transition to monthly subscription models in orderto stabilize and 

enhance revenue in the future.



.Reflecting the progress until 3Q, SaaS has been revised upward by 20 million yenה

In "PaaS/IaaS (basic)" category, Lump-sumhas been revised upward by100 million yenand Monthly 

amount has been revised downward by 20 million yen.

"Devices" of Application has been revised downward by 100 million yen.

 Platform sales exceededApplication sales in FY2020, and the percentage of Platform sales isה

expected to risefurther in FY2021.

 In addition to SaaS, which aresoftware sales in monthly subscription models, an increase in the numberה

of software users and support services contract ratio willdrive the increase in Platform sales.

 Although the amount is still small, strong sales of various DX solutions are also expected to contribute toה

the growth in Platform sales

.On the other hand, Application sales are expected to be decreaseה

"By industry"ה is expected to decrease due to progress in the transition to monthlysubscription models.

In addition,"Devices" is expected to decrease due to the remaining impact of the reactionary decline.

Risk factor of PC shortagethat adds up to250 million yen in maximummay affectה

"PaaS/IaaS (basic)"Lump-sum of Platform and "By industry" and "Devices" of Application.



"ForFY2021, sales of "SaaSה will gradually increase due to the back-order of current software in theform

of multi-year lump-sumsale.

EDI and settlement"are expected to remain flat"ה due to the measured-rate elements. 

Other items are expected to continuesteady growth since they arestock revenuewhich are proportional to 

the number of users and license.



Regardingcost of sales,thedecrease is expected to be limited to 38 million yendue tofurther promotionה

of the strengthening of the backyard system, etc. in 4Q.

 RegardingSG&A expenses, the Company willcontinue theextensionand strengthening of its ITה

infrastructurein 4Qto prepare for the launchof variouscloud services.

These costs are positionedas upfront costs that will lead toה revenue growth in the future. 



.Dividend forecast hasnot changed from the previous forecastה

.Divided is expected to be4 yen per share for year-end dividendand 8 yen for annual dividendה

.Consolidated dividend payout ratio is expected to be 42.8%ה





Broadleaf ("the Company")ה announced  the detail of shareholder benefits for FY12/2021.

TheCompanyhasה entered into a business alliance with Toyota Finance Corporation.

It is planningto begin distribution ofvarious financial service of the Toyota Group.

As aה first step, the Companyplans to presentelectronic money onsmartphone paymentapp 

TOYOTA Wallet as the shareholder benefits.



Untilה now, the next-generation software ".c Series" had been provided in advance to specific major clients.

Withה the full -scale release of theproduct, theCompanyhasbegun sales activities to broadrangeof auto 

maintenance shops and auto body shops.

",Thenext-generation software is a SaaS that operates on "Broadleaf Cloud Platformה which is the

Companyôs uniquecloud infrastructure.

With the various competitive advantages described in thematerial, theCompanyplansה to increase the 

number of usercompanies and user IDs.

Currently, theCompanyhasה already received applications for the next-generation software from clients.

However, since there are also back-orders for current software inה theform of multi-year lump-sumsale 

within the current fiscal year,  the installation of the next-generation softwareto clientswill begin in 

earnestfrom the next fiscal year onwards.



 The Company will start in earnest thedeploymentof the auto finance business by using the collaborationה

with Toyota Finance as anopportunity.

Firstly, the Companywill provide Toyota Financeós financial servicesה to its clientssuch as cardealers, 

automaintenance shops, and auto body shops.

Toyotaós automobile-related financial services, which usedtoה be availableonly in Toyotaôsaffiliated 

stores, will become available in its clientsô non-affiliated stores.

 Through the next-generation software provided by the Company, the Company willrealize applicationsה

for loans etc. that can be used whencar owners arepurchasing cars orundergoingvehicle inspections.

Itsה clients will be provided withvarious services, from the preparation of estimationto settlement, as an 

one-stop service.

For car owners, notonlyה thenumber of available options for automobile-related loans increases, but also 

services becomemore convenient because procedures can be carried out promptly.

.The Company is preparing to launch theservice in next springה








