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Presentation 

 

Moderator: The time has come, so we will now hold a briefing on the Q1 Financial Results for the Fiscal Year 
ending December 2021 of SpiderPlus & Co. 

First of all, I would like to introduce 2 attendees from the Company. Mr. Kenji Ito, Chief Executive Officer, and 
Mr. Yukihiro Omura, Chief Financial Officer. 

Today, we will have explanations from these 2 attendees. After the presentation, we will have a question and 
answer session. 

Could you start, please? 

Ito: Thank you very much for taking time out of your busy schedule to join us today for the presentation of 
the Q1 financial results of SpiderPlus & Co. 

We went stock listing on March 30, and I would like to express my gratitude again to those who are 
participating in the meeting today, as we were able to go stock listing with the help of their advice.  

Thank you. 

Now I would like to explain our financial results for Q1 of 2021.  
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First, let's look at the business outline. 

We are a company that DXs the construction industry.  

We are starting this product because we want to drastically change the low productivity of the construction 
industry with technology.  
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Then, this is the business model.  

We have a business model where we charge a standard monthly fee per user, plus a server fee and other 
optional fees to the site supervisors on a subscription basis. 

The Company was originally founded as the engineering business. 

We expects it to account for about 10% this fiscal year. 
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The service includes viewing of drawings, making paperless documents, photographs, inspection records, and 
reports, all of which can lead to significant time savings. 
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The main functions are drawing management function and photo organization function.  

It also has a function called an electronic small blackboard that allows you to take pictures with a blackboard. 

And then, By using our products, a report that used to take 2 or 3 hours to complete can be completed in as 
little as 10 minutes, which means that productivity.  

I believe that this contributes to shortening the amount of overtime work. 
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In addition, our strength lies in the fact that we have developed optional functions in collaboration with 
leading companies in the industry.  

We have been working with general contractors or subcontractors, such as Takasago Thermal Engineering Co., 
Ltd., for air conditioning and sanitation, KINDEN CORPORATION and Kyudenko Corporation.  

The development of optional functions with these leading companies is well supported. 

 

 

Then, the highlights. 

First of all, sales have been steady.  

Net sales. This is JPY540 million, an increase of 16% YoY, and I don't think it will have much impact on the 
results here.  

In terms of the proportion of the construction department, we have sold about JPY430 million in our mainstay 
ICT business. The growth rate is 31% YoY, which is a high level of more than 30%. 

Profit. We recorded a deficit due to advance investment. As we described in the prospectus at the time of 
stock listing, we are in the SaaS business, so we are focusing on increasing our net sales.  

We will improve development costs and advertising to grow our net sales over the next year or 2. 

The fundraising. We was able to raise about JPY3.5 billion. And if we include over-allotment, the total amount 
will be about JPY4.7 billion, which has resulted in a fairly stable cash flow and an equity ratio of over 80%. 
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Next is the KPI we have set. 

First, let's look at the ARR. This is a 38% increase over last year, which is more than 30%. 

Number of IDs. This is also a 31% increase, which is also a steady increase. 

Number of subscribers. This is growing quite a lot to 61%.  

Based on our business model, it takes about 2 to 3 years on average for a company from signing a contract to 
reaching the top line, or the maximum number of IDs within that company.  

We believe that the increase in the number of companies here will greatly contribute to our growth in the 
future. 
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Then, the progress rate. 

At first glance, this may not seem like a good figure. But in Q1 of this year, the progress rate was 22.5% for 
the previous year and 22.4% for this year. It is going well. 

Number of IDs. The progress rate is 19.6%, which is higher than 18.5% last year. 

 

 



 
 

 

10 
 

 

 

The business highlights. 

In order to expand our market share, we are investing aggressively in Southeast Asia, TV commercials in Japan, 
and web promotions. 

As for Southeast Asia, we are not currently targeting local companies, but we have received many requests 
from Japanese companies in Southeast Asia that would like to use our system.  

In the system renewal this fiscal year, it will be multi-lingualized. And since Android is very popular in 
Southeast Asia, it will be compatible with Android as well so that we can penetrate Japanese companies in 
Southeast Asia. 

Next, horizontal expansion of the business domain. The effect of the TV commercials has also been very 
significant, and we have seen an increase in inquiries from customers in industries that use mechanical and 
electrical equipment, and still work with paper or digital cameras. The most recent cases are thermal power 
plants and incineration facilities. 

There are many inquiries from companies in the plant fields and building maintenance companies. In fact, 
some plant companies are already using more than 1,000 licenses of our products. So, we believe that we are 
making steady progress in expanding our business domain. 

The expansion of functions includes an update of Daikin Industries' CAD system, FILDER. We have linked up 
with this system.  

Next, Development to improve SPIDERPLUS. We are planning to spend about JPY300 million this fiscal year 
for a full renewal of our service, and we are making good progress for multilingualization, as I mentioned 
earlier, or in UI/UX. We are planning to release this by the end of this year. 

Next, here are the financial highlights. Mr. Omura, CFO, would like to explain about this. 

Omura: I am CFO Omura. Thank you for your support. 
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Now I would like to explain the highlights of our business performance. 

 

 

 

This is an explanation of the Q1 accounting period. In Q1, sales in the ICT business division increased by 16% 
YoY to JPY549 million. 

As Mr. Ito explained earlier, in terms of profits, we are making upfront investments. We launched a TV 
commercial in February.  

As a result of this, and other factors, including the strengthening of our sales structure, we have posted an 
operating loss of JPY138 million.  

As announced in the business plan, we expect it to be in the red for the current fiscal year, as the period of 
prior investment. 

As for the final loss, we stock listed our shares on March 30 of this fiscal year and incurred a final loss of JPY184 
million in listing-related expenses. 



 
 

 

12 
 

 

 

Next, by segment. 

In the ICT Division, our mainstay business, net sales for the quarter were JPY437 million, a 31% increase YoY.  

There was an impact of increase in the number of IDs contributed almost entirely to the figure in Q1. 

In addition, the segment loss of JPY16 million was recorded due to the SG&A expenses resulting from the 
upfront investment mentioned earlier. 

Engineering Division. As we explained in the business plan, we have a policy of not conducting aggressive sales 
activities, and our net sales were JPY112 million, down 18.9% YoY.  

Last year, we had some temporary large projects, but we did not engage in aggressive sales activities, so the 
result is as expected. 
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In terms of net sales and gross profit, as you can see, 80% of the net sales come from the ICT Business Division. 
More than 90% of the gross profit comes from the ICT Business Division. Basically, I would like you to focus 
on the growth and gross profit of the ICT Business Division. 

 

 

Then a component of sales. 

This is the ARR compared to the same period last year. For Q1, the ARR was JPY1,753 million. This is an increase 
of 38% YoY. The content is a 31% increase in the number of IDs, and a 5% increase in ARPU or unit price. 
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In addition, SG&A expenses and operating income have increased from the previous quarter. 

In the previous quarter and Q1, we used TV commercials in each quarter, so advertising expenses have 
increased.  

As a result, SG&A expenses for Q1 were JPY466 million, and operating loss was JPY138 million. 
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This is resulted from upfront investments. As you can see on the next page, we are making upfront 
investments in S&M and R&D. 

In addition, I would like to give you an explanation of the actual upfront investment, including a sense of the 
cost.  

Since we have been making upfront investments since the previous quarter, we are currently maintaining a 
relatively high level of advertising expenses as a percentage of sales for the division. 

As Mr. Ito mentioned earlier, advertising costs are currently quite effective in acquiring leads. 

As for the direct effect to sales, the lead time will be 2 to 3 months since we have to hold down the free period 
for one month, and then sales will increase in the next month.  

And as I explained in the business plan, it takes 2 to 3 years for the penetration of the service to the customers, 
so it will have an impact on the next year and beyond. 
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This is the number of employees. This is also going well. Currently, as of the end of Q1 of 2021, we have 137 
employees. Including system engineering service and dispatched staff, we now have 137 employees. 

 

 

As for the balance sheet, last but not least, we were listed on the stock exchange on March 30, and raised 
JPY3.5 billion.  

As a result, the current assets portion is about JPY4.4 billion. Regarding net assets, the equity ratio is now over 
80% due to fundraising. 
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That's all for now. If you have any questions, please do not hesitate to ask. 

Moderator: Thank you very much. 
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Question & Answer 

 

Moderator: We will now begin the question and answer session. If you have any questions, please raise your 
hand. We plan to publish a full transcript of the IR meeting, including the Q&A session. Therefore, if you give 
the company name and your name when you ask a question, it will be made public. If you wish to remain 
anonymous, you may omit the company name and your name. 

Please ask your questions. 

Question1: Thank you for your explanation. On the last page, there is an explanation of the comparison of 
similar services. Specifically, what kind of service is each company is providing, what kind of weaknesses or 
what kind of strengths do they have, what kind of approach are you taking for that, and what does it look like 
from the customer's point of view? 

Ito: We recognizes that there are not that many similar services, so we have listed 2 companies for comparison. 
Currently, our strength is that we are developing functions based on a lot of feedback from our users. Our 
strength lies in the fact that we have an overwhelmingly large number of options that can be completed within 
a single all-in-one application. 

On the other hand, similar companies mainly focus on viewing drawings, pasting photos and text, so we are 
aware that our products are chosen for such reasons. 

Question2: Thank you. Regarding the competitive situation described here, how much does it account for in 
the diagram above? In terms of IT investment written here, how is the remaining IT investment made in the 
overall market?  

Ito: The figures here are just for overall IT investment in the construction industry. The market size including 
hardware and software related to IT is 900 billion yen. 
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In terms of our target, SOM, Serviceable Obtainable Market, and SAM, Serviceable Available Market, as I will 
show you now, these are the markets that we are actually targeting. 

In terms of SOM, we estimate that there are about 700,000 site supervisors working for companies with more 
than 30 employees, which is our target. We do not cover non-housing areas, such as condominiums and other 
general housing. And there are about 700,000 site supervisors in this area alone. If we simply multiply our 
minimum unit price of JPY3,000, the most recent SOM would be about JPY24 billion. 

In addition, there are 3.75 million construction workers. We are always thinking about how to attract such 
specialized industries and contractors. For example, we are currently working on the development of a new 
product that will connect the general contractor's subcontractors' subcontractors with SpiderPlus. 

In terms of SOM of that part, the target market is about JPY400 billion. This is just for the domestic market. 

Question3: I think the new way of getting users is basically to have the subcontractors or general 
contractors say, "You have to use this as a minimum requirement to enter our construction.” In that case, I 
wonder how meaningful it is to use TV commercials.  
Please tell us about your strategy for this area, how you plan to penetrate the market over the long term, with 
an eye on the fact that it is not enough to start from the top in order to reach a wider range of people. 

Ito: I think it will be a judgment as to how long the commercial will run. Even among our customers, 
penetration is not yet advanced. Even some major companies have not heard of us yet. I'm sure there are 
some people who have seen our commercials as customer feedback in the first place. 

For example, general contractors such as KONOIKE CONSTRUCTION and HASEKO Corporation, companies that 
everyone in the construction industry knows about. And subcontractors such TECHNO RYOWA and SANKO 
AIR CONDITIONING. We are sure that by having these major companies appear on our TV commercials, there 
will be inquiries from people who have not heard of us yet, like if HASEKO is using the products, we will want 
to use the products as well. 

At the same time, some of the companies that appeared on our TV commercials, this time, have not yet used 
it. And the fact that their company appears on TV has created a lot of excitement within the company. In the 
form like, “it hasn't come to our department yet, so we want you to come soon,” we believe that this will lead 
to the penetration of existing customers as well. 

Moderator: Thank you very much. Next, please ask your questions. 

Question4:I have some questions. The first is, although I don't understand much about your company yet, I 
would like to know if I can think of your company's specialty as equipment-related fields, or if I can think of it 
in a larger sense as construction sites and buildings as a whole. 

Ito: In terms of our area of expertise, at this stage, the number of users is steadily expanding in subcontractors 
for air conditioning, electrical, and others. Our strategic policy is to start with subcontractors. I think you may 
imagine that if we capture general contractors, the subcontractors will also use our service due to shower 
effect.  

Also, for example, within a single site, if there is a KAJIMA CORPORATION site, there will be 6 or 7 
subcontractors in that site. If that is the case, in order to increase the number of users on a single site, when 
choosing between general contractors and subcontractors, we cultivated with subcontractors as the target 
first, as subcontractors have by far the largest number of users. 
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In the meantime, we have developed various functions and options together with KONOIKE, and we are now 
definitely expanding our business to medium-sized general contractors. This has been further accelerated by 
the recent adoption by HASEKO. 

Question5: As a product, do you think that your company will expand into CAD and other areas? 

Ito: CAD or BIM, in particular, has been attracting a lot of attention recently, but I don't think it's an area that 
we should be expanding. If we can create a situation where BIM providers and companies such as Daikin can 
communicate with our products, it will be better for us to expand our user base. 

Question6: In that case, are you focusing on the work of connecting to existing BIM and CAD? 

Ito: Yes. Basically, CAD and BIM are 3-dimensional and contain a lot of information. However, when we check 
information at the site, it is always done in 2-dimension by the site supervisors, so it is always 2-dimensional. 
Therefore, it has been the norm for everyone to use paper. 

By importing all such data, including BIM and CAD data, into SpiderPlus, for example, by inputting the contents 
of inspections into BIM, SpiderPlus can reflect and use them as they are. The information on the inspection 
results picked up by SpiderPlus is then returned to BIM, which greatly improves work efficiency. 

Question7: Secondly, in terms of numbers, ARPU is increasing on a YoY basis, but it is flat on a QoQ basis. 
What are the factors behind the rise in ARPU? 

Ito: At the beginning, many people start with just the standard functions. Obviously, even if they suddenly 
add various options when they can't even use the standard functions, it is no use. In that sense, when people 
have been using the system for a certain number of years or have become accustomed to it, they start adding 
options to increase their productivity, resulting the increase in ARPU. 

Also, it was originally difficult for us to monetize and acquire customers a few years ago, and we had many 
customers who were adopting our service with volume discount. These customers have recently come 
infinitely close to the standard price, which I think has contributed to the increase in ARPU. 

Question8: If you add full range of options to current products, how much is the ARPU? 

Ito: In terms of ARPU for a company that currently has a maximum contract, it is JPY9,000.  

Question9: Then ARPU will still be rising. 

Ito: ARPU can still be increased.  

Question10: What company exactly do you have in mind when you say Company A and Company B? Please 
let me know if you don't mind. 

Ito: One of these 2 is a product called ◯◯ made by company A, which is used by the super general contractors, 

as I mentioned earlier. The other is a start-up company called△△, which has just started its business.  

Question11: In addition to these, there are also proprietary applications that are created in-house by existing 
general contractors. 

Ito: Yes, we have heard that a certain number of super general contractors have created such in-house 
systems , but also use SPIDERPLUS. 
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Moderator: Thank you very much. Next, please ask your questions. 

Question12: I have 2 questions. As for general contractors mentioned earlier, you said the ARPU is up to 
JPY9,000, but in general terms, subcontractors have a large number of ID contracts, but their ARPU is not that 
high.  

On the other hand, if a general contractor adopts our service, the number of IDs will be small at first, but the 
ARPU will be large from the beginning. Is it okay to understand that there is such a tendency? 

Ito: That depends, but in the case of general contractors, I think there is a tendency for them to add options 
from the beginning and to use those options more. For subcontractors, I think the tendency is to utilize the 
standard functions first, and then add options. 

Question13: As for the second point, it is a bit overlapped with the previous question. In terms of the 
application for drawing management, Company C are developing such a function, and I think many general 
contractors have already adopted such a service.  

Is it correct that the most important thing for your company is to get people to sign up at first, and then to 
increase the number of IDs and ARPU over the next 2 to 3 years? 

Ito: According to the story I heard from the sales staff, there are increasing cases of considering switching 
from the service provided by Company C to SPIDERPLUS. 

Moderator: Thank you very much. Next question, please. 

Question14: Thank you for your explanation. I would like to ask 1 question. As for the expansion of functions, 
you mentioned earlier about multilingualization and the future development of Southeast Asia. Could you tell 
us about those prospects and the amount of up-front investment for multilingualization in the future? 

Omura: As for the amount of upfront investment, we are expecting about JPY300 million for the renovation 
and development that we have already announced. We are planning to include multi-language support in this 
amount. 

Ito: As for penetration, we are currently receiving a lot of requests from Japanese companies who want to 
use it overseas.  

Moderator: Thank you very much. Are there any other questions? There seems to be nothing in particular. If 
the Company has anything to add, please. 

Ito: First of all, I think everyone is very concerned about the progress rate, including individual investors. As I 
have been looking at a lot of information, the progress rate seems to be quite low. It's not an excuse or 
anything, but basically, March is the time when construction is completed. Therefore, in March, the number 
of IDs coming in is extremely small. 

In addition, at the end of March, there will be a pause until the start of a new work site, and the growth slows 
down in March and April with such a churn. On the other hand, the number of IDs is increasing every month, 
but the net increase is lowest in March and April.  

In addition, many companies are reorganizing their operations at the end of the fiscal year, including the 
distribution to new employees, and the transfer of departments. This is why the progress rate for Q1 of the 
current fiscal year is at this level.  

This was originally expected, so we have written that we are performing well. I hope you understand that. 
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Moderator: Thank you very much. This concludes the briefing session for today.  

Thank you very much. 

Ito: Thank you very much. 

[END]  
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Disclaimer 

We does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

Such forward-looking statements are based upon current expectations and involve risks and uncertainties. 
Actual results may differ materially from those stated in any forward-looking statement based on a number 
of important factors and risks, which are more specifically identified in the applicable company’s most recent 
public securities filings. Although the companies may indicate and believe that the assumptions underlying 
the forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate 
or incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH WE ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY ANY RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY 
ANY PARTY BASED UPON ANY EVENT TRANSCRIPT OR OTHER CONTENT PROVIDED. USERS ARE ADVISED TO 
REVIEW THE APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR 
OTHER DECISIONS. WE DISCLAIMS ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT 
LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, 
FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-
INFRINGEMENT. 

 

 

 


