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・The seven-year medium-term management plan launched in 2022 has now completed its 

fourth year.

・In each fiscal year from 2022 through 2025, results exceeded the earnings forecasts 

announced at the beginning of the respective fiscal year.

・Over the past four years, we have continued to enhance and strengthen the functionality 

and performance of our cloud software, while actively promoting cloud migration among 

existing customers and acquiring new customers.
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・Revenue increased by 2,770 million yen year on year (+15.4%) to 20,815 million yen.

・We primarily provide our proprietary cloud software services through a direct sales model. 

While our cost structure includes a relatively high proportion of personnel and fixed costs, 

our business model delivers a high marginal profit ratio. As a result, revenue growth 

translates directly into profit expansion.

・Consequently, operating profit and profit attributable to owners of the parent both recorded 

significant increases of more than threefold compared with the previous fiscal year.



・Under the medium-term management plan launched in 2022, we made a full transition to a 

subscription-based revenue model. Since then, the trend of revenue and profit growth has 

continued.

・Although non-recurring revenue such as hardware sales fluctuates on a quarterly basis, 

recurring revenue—primarily driven by software subscription contracts—has steadily 

increased, and the shift toward a more stable, stock-based revenue structure is progressing 

smoothly.

・Operating profit in the fourth quarter declined from the third quarter due to seasonal cost 

factors; however, this was a temporary effect.

・While quarterly results may show some fluctuations, the overall trend continues to reach 

new record highs.
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・Software services increased 44.1% year on year, driven by the continued accumulation of 

subscription-based products, including our cloud software.

・Marketplace revenue decreased 9.3% year on year, reflecting stagnation in the domestic 

recycled auto parts market.

・Package systems declined 23.5% year on year, as the transition to cloud software 

progressed steadily.

・Other revenue increased 37.7% year on year, mainly due to heightened replacement 

demand for hardware, particularly PCs.
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・Cost of sales increased due to higher amortization expenses associated with the addition of 

new cloud software features, as well as increased procurement costs resulting from higher 

hardware sales.

・Selling, general and administrative expenses rose mainly due to increased IT infrastructure 

procurement costs to accommodate growth in cloud software users and to further enhance 

service quality.

・On the other hand, through the proactive utilization of AI to improve operational efficiency, 

we advanced the optimization of sales and administrative processes, resulting in a 

reduction in outsourcing expenses and related costs.

・As a result, operating profit increased by 1,389 million yen compared with the previous 

fiscal year.
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・Total assets increased, mainly due to a rise in intangible assets resulting from continued 

development investments aimed at enhancing product competitiveness, including the 

addition of new cloud software features and performance improvements.

・Total liabilities increased, reflecting the partial shift of interest-bearing debt to short-term 

borrowings, as well as an increase in contract liabilities representing advance payments 

for cloud software.

・Total equity increased, primarily due to the recognition of profit for the fiscal year.
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・Although the increase in contract liabilities was smaller than in the previous fiscal year, 

operating cash flow increased year on year due to higher revenue.

・Five-year cloud software package contracts have been widely adopted by customers, as 

they allow the receipt of IT subsidies over multiple years.

・However, as screening criteria for the subsidy program have become more stringent, 

approval rates have been trending downward. As a result, the utilization rate of subsidies 

declined, leading to a smaller increase in contract liabilities.

・Investing cash flow remained at a level comparable to the previous fiscal year, as 

development investments have been trending downward, excluding one-off factors.

・Financing cash flow reflects increases and decreases in very short-term borrowings.

・Contract liabilities represent advance payments under five-year contracts and will be 

recognized as monthly revenue in the future. They constitute an important component 

supporting the Company’s stable business operations.
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・The earnings forecast for the fiscal year ending December 2026 remains unchanged from 

the revenue and profit projections announced in February 2025. We expect revenue of 

23,500 million yen and operating profit of 4,800 million yen.

・The planned operating profit of 4,800 million yen would represent the highest level since 

the Company’s founding in 2005.

・Profit per share is projected at 35.35 yen.

For fiscal years 2027 and 2028, we have upwardly revised certain revenue and profit 

assumptions. Profit per share is expected to increase to 66.28 yen in 2027 and 93.90 yen 

in 2028.

・Regarding dividends, we have adopted a basic policy of maintaining a consolidated payout 

ratio of 40% or higher. Going forward, we aim to further enhance shareholder returns in 

line with profit growth.
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・As enhancements to our cloud software have progressed and it has become applicable to 

the vast majority of customers, we expect cloud migration to accelerate going forward 

compared with the four-year period through 2025.

・Package software revenue includes sales to non-mobility industries for which cloud 

software has not yet been introduced. Accordingly, software sales of package systems are 

expected to continue at a certain scale.

・Demand for PC replacements is expected to moderate going forward. In addition, as some 

industries shift from a traditional resale model to an intermediary model, hardware 

revenue is projected to decline gradually.

・As a result, software and services centered on cloud software will play an even greater role 

in driving revenue growth. Going forward, enhancing the certainty of achieving these 

targets will be a key priority.
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・Achieving a 100% cloud adoption rate by the end of 2028 is a key assumption underlying 

our revenue plan. To enhance the certainty of this target, we have reset the 

implementation schedule for each customer.

・To complete implementations as planned over the next three years, improving the 

efficiency of both sales activities and deployment operations will be essential.

・As a first step, we have reviewed our organizational structure with the aim of accelerating 

strategic decision-making. By flattening the organization, we are enhancing swift 

decision-making and execution capabilities at the operational level.

・In accelerating cloud migration, prioritizing target customers is also critical. We have 

identified customers for whom early migration is desirable as priority targets and will 

proceed sequentially with their transition to cloud software.

・The increase in ARPL is not the result of price hikes, but rather reflects a structural rise in 

unit pricing due to a higher proportion of parts wholesalers and large corporate clients, 

which pay higher monthly usage fees.
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・In recent years, the number of dealer-affiliated partner factories has been increasing.

・As vehicles become more technologically advanced, dealers alone are no longer able to 

fully absorb demand for maintenance and repairs.

・In addition, amid labor shortages and rising personnel costs, the need for structural reform 

across the industry is intensifying.

・Under these circumstances, collaboration between dealer factories and leading independent 

local workshops—previously operating separately—is progressing, with both sides jointly 

handling new model vehicles as well as inspections, maintenance, and repairs.

・The number of vehicles requiring maintenance continues to increase, and growth in total 

vehicle ownership is driving maintenance demand more significantly than changes in the 

number of service providers.

・Unlike a typical SaaS pricing model based on the number of IDs or user seats, our cloud 

software adopts a pricing structure that combines a fixed monthly fee with usage-based 

charges linked to the number of vehicles handled.

・We have established billing points throughout the process from vehicle intake to delivery, 

resulting in a revenue structure closely aligned with actual usage.

・Such a business model is not easily replicated, and we believe our competitive advantage 

will be sustained even in the AI era.
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・The number of vehicles owned in Japan has shown a long-term upward trend, except for 

temporary declines following events such as the Lehman Shock and major earthquakes.

・One contributing factor is the increasing durability of vehicles and parts, along with the 

advancement of safety features, which has led to longer vehicle retention periods. In 

addition, stricter vehicle inspection regulations and a rising proportion of corporate-

owned vehicles have resulted in more frequent inspections, maintenance, and compliance 

checks.

・Commercial vehicles, in particular, require maintenance more frequently than passenger 

vehicles, further driving growth in maintenance demand.

・Our revenue structure is designed to expand in line with increases in both the number of 

vehicles and the frequency of maintenance.

・While there are concerns that electrification (EV adoption) may reduce the number of parts 

and thus impact demand, in reality, the increasing sophistication of vehicles has led to 

more inspection items and greater administrative requirements.

・As vehicles become more advanced, the importance of comprehensive databases and 

accurate information provision continues to grow, and we expect the value we provide to 

expand further going forward.
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・From 2026 to 2027, implementations will be concentrated among large enterprise 

customers, while in 2028 cloud migration among small and medium-sized businesses is 

expected to accelerate significantly.

・As the cloud adoption rate is calculated based on the number of companies, this shift will 

result in a marked acceleration in 2028.

・On the other hand, the number of licenses is expected to increase at a faster pace from 2026 

to 2027, as large enterprise customers typically hold a greater number of licenses per 

company. In 2028, licenses are expected to continue accumulating at a similar pace.
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・ARPL is expected to increase from 2026 to 2027, driven by a higher number of 

implementations among large enterprise customers. In contrast, in 2028—when migration 

by small and medium-sized businesses becomes the primary driver—ARPL is projected to 

remain largely flat.

・In addition, ARR as of December 2028 is expected to reach 20,000 million yen, unchanged 

from the previously disclosed target level.
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・At present, we are proceeding with cloud software implementations in line with our plan, 

primarily focusing on large enterprise customers.

・For large enterprise customers, implementations often involve the development of 

customized add-on features, which require a certain lead time before operations 

commence. As a result, there is a time lag before revenue is reflected.

・Consequently, software and services revenue in 2026 is expected to be weighted toward the 

second half of the fiscal year.
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・Profit in the first half is also expected to be weighted toward the second half, due to our 

cost structure characterized by a high fixed-cost ratio, as well as seasonal factors specific 

to fiscal year 2026.
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・Cost of sales is expected to reflect an increase in cloud-related amortization expenses 

associated with functional enhancements aimed at delivering greater added value, while 

procurement costs for hardware—primarily PCs—are projected to decline.

・Selling, general and administrative expenses are expected to rise due to higher IT 

infrastructure-related costs accompanying the increase in cloud software users.

・In addition, we will strengthen investment in human capital to support further growth in the 

AI era, promoting the recruitment and development of talent who will lead the future.

・At the same time, we will continue to optimize business processes across all departments 

through the proactive utilization of AI, thereby enhancing overall productivity.
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・The forecast for the year-end dividend for the fiscal year ending December 2025 has been 

revised upward by 1 yen per share to 3.5 yen, reflecting profits that exceeded our initial 

projections.

・In addition, as we enter a new phase of profit expansion beginning in 2026, we have raised 

our target consolidated payout ratio to 40% or higher.

・Going forward, we intend to implement proactive and flexible shareholder returns, taking 

into comprehensive consideration our business performance and conditions in the equity 

markets.
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・AI was also highlighted as a central theme at CES held at the beginning of 2026.

・Until now, AI development has been driven primarily by generative AI; however, there is a 

growing view that the main arena will shift from “generation” to the “field,” meaning 

real-world operations.

・So-called Physical AI does not merely refer to robotics, but rather encompasses the entire 

AI infrastructure that operates in real-world environments.

・Unlike the digital space, real-world worksites involve physical constraints such as 

equipment and operational processes, requiring systems that take safety and working 

conditions into account.

・The implementation of Physical AI requires real-world data, not just theoretical values. In 

addition to accumulated success cases, contextual information such as failure histories and 

decision-making processes in the field is equally important.

・It is also essential to align with real-world frameworks, including regulatory compliance 

and accountability.

・These elements cannot be built solely from publicly available web data. Rather, operational 

data accumulated over many years in industrial settings constitutes the foundational data 

for the AI era.

24



・We are the infrastructure company for the Physical AI era. Our initiatives are not a recent 

response to emerging trends.

・As outlined in our medium-term management plan under the concept of “2DX (value 

creation through data utilization),” we have clearly articulated the integration of closed 

data and AI, and have steadily accumulated and leveraged real-world data over many 

years.

・For approximately 30 years, we have accumulated real operational data in the automotive 

aftermarket. This is not virtually generated data, but actual data arising from day-to-day 

operations, including order transactions, inventory records, repair histories, and vehicle 

information—continuously updated on a daily basis.

・In the automotive industry, parts information, inventory status, order data, vehicle intake 

schedules, and maintenance histories are all interconnected.

・For example, without accurate knowledge of the parts required for a specific vehicle and 

their inventory status, maintenance cannot be completed and the vehicle cannot return to 

operation.

・This is particularly critical for commercial vehicles, where vehicle downtime directly 

results in lost revenue opportunities.

・Our platform integrates data across parts, vehicles, maintenance, and order transactions, 

thereby supporting the circulation of the entire industry. We play an infrastructure-like 

role underpinning essential industry functions, such as ensuring accurate repair estimates, 

continuity of parts transactions, and smooth insurance processing. This structure clearly 

differentiates us from a typical SaaS company or AI vendor.

・These initiatives are not new endeavors but rather extensions of the business foundation we 

have built over decades. As a provider supporting the “invisible layer” of the automotive 

industry, we occupy a vital and strategic position within the ecosystem.
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・We are sometimes asked about the potential entry of big tech companies; however, the data 

we possess cannot be obtained from publicly available information on the web.

・Just as construction equipment manufacturers have achieved automation and advanced 

capabilities by accumulating on-site data over many years, in the automotive aftermarket 

as well, it is the real-world data accumulated in the field over the long term that serves as 

the true source of competitiveness.

・For more than 30 years, we have integrated and accumulated operational data, including 

order transactions, inventory records, and repair histories.

・The data we hold is not merely a list of parts information. It is structured data linking parts 

with work processes, required labor hours, and related vehicle information, enabling 

visibility into the actual workflow itself.

・Such closed data cannot be built in a short period of time. In terms of regulatory 

compliance, we possess not only legal and regulatory information but also data 

encompassing practical on-site responses and operational know-how.

・Our strength also lies in having established an information infrastructure that connects 

regulatory requirements with real-world operations, including collaboration with 

government authorities. Access to vehicle data beyond specific manufacturer networks 

further represents a key differentiating factor.

・As the number of vehicles in use increases and vehicle lifespans lengthen, more vehicles 

are serviced outside manufacturer-controlled networks. Through our long-standing 

relationships with independent workshops, we have accumulated cross-manufacturer 

operational data. Our overwhelming transaction volume and high market share further 

enhance the comprehensiveness and accuracy of our data.
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・The shortage of automotive technicians has become a structural challenge across the 

industry. In addition, as vehicles become increasingly sophisticated, higher levels of 

technical expertise and greater investment in workshop equipment are becoming 

indispensable.

・Modern vehicles contain a high proportion of electronically controlled components, and 

incorrect repair procedures or connection methods can result in vehicles failing to operate 

properly.

・Accordingly, the sharing of accurate information and appropriate repair methodologies has 

become more important than ever.

・At the same time, the progress of digital transformation (DX) within the automotive 

industry remains insufficient, and many on-site decisions still rely heavily on individual 

experience and intuition. The lack of systematic sharing of knowledge and expertise is a 

key issue.

・In response to these challenges, we provide an information infrastructure based on real 

operational data, supporting the standardization and advancement of maintenance 

operations.

・Even in the era of Physical AI, as a company that possesses foundational data, we will 

continue to serve as an infrastructure provider underpinning the industry.
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・Our revenue consists of two main components:

(1) base usage fees (including fees for business system usage and the Broadleaf cloud 

platform), and

(2) transaction-based charges linked to the volume of operational processing.

・The objective of cloud migration is not merely a technological shift, but to establish a 

revenue model capable of flexibly adapting to structural changes in the industry.

・Through a pricing structure aligned with actual usage, increases in customers’ operational 

workload and transaction volume are directly linked to our revenue growth.

・Accordingly, our revenue does not depend solely on changes in the number of workshops. 

As long as the number of vehicles and the level of operational activity continue to grow, 

we believe we can maintain and expand a stable revenue base through our role as an 

industry infrastructure provider.

・Furthermore, by leveraging value-added data under our 2DX strategy to expand data 

licensing revenue, and by strengthening collaboration with third parties via our cloud 

platform, we are creating new revenue opportunities. Partnerships and implementations 

with major corporations are currently progressing, and we plan to disclose further details 

at the appropriate time.
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・Although the term “SaaS” is often used, our business model differs fundamentally from 

that of a typical SaaS provider. In general, SaaS delivers software functions that 

customers utilize by inputting and managing their own data.

・In contrast, we go beyond merely supporting the use of customer-owned data. Through the 

industry data platform that we have accumulated and integrated, we provide an 

environment in which customers can execute their core operations themselves.

・Cloud is simply one mode of delivery; the true essence lies in the data infrastructure. Even 

if similar functionalities could be developed, they would not be practical for real-world 

operations without the structured data accumulated on-site.

・Our competitive advantage resides in the closed data that we have accumulated and 

integrated over many years. From this perspective, our model is not “Software as a 

Service,” but rather “Service as Software (SaS)”—a framework in which business 

operations themselves are supported and enabled through software.

・We are advancing the development of a data platform that extends beyond the automotive 

aftermarket to span the broader mobility industry.

・As an infrastructure company contributing to the advancement of the entire industry 

through the aggregation, integration, and circulation of data, we aim to achieve 

sustainable growth in the AI era.
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