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About Us

Company Name uSonar Co., Ltd.

Locat ion Tokyo Opera City Bui lding 15th F loor, 3-20-2
Nish i -Shin juku, Shin juku-ku, Tokyo

Representat ive Katsuhito Nagatake, Pres ident  and Representat i ve D i rector ,  CEO

Date of  
establ i shment September 10, 1990

Capita l 100 mi l l ion yen ( a s  o f  D e c e m b e r  3 1 ,  2 0 2 5  )

Number of  
employees 224 ( a s  o f  M a r c h  3 1 ,  2 0 2 6  )

Bus iness Database marketing

Established LANDSCAPE Co.,Ltd.
Launched
direct marketing services

Launched
name matching and 
data cleansing services

Launched
LBC

Launched 
uSonar

Launched 
sideSonar

Obtained 
certification for 
JIS Q 27001
(ISO/IEC 27001)

Launched 
mSonar

Company name 
was changed to
uSonar Co., Ltd

Launched
Touki Sonar

Obtained ISO/IEC 
27017 and ISO/IEC 
27018 certification

Launched  
PLANSonar

Office entrance

Listed on the Tokyo 
Stock Exchange
Growth Market

* 1  D o e s  n o t  i n c l u d e  p a r t - t i m e  e m p l o y e e s .  T h e  C o m p a n y  h a s  2 4 0  e m p l o y e e s ,  i n c l u d i n g  1 6  d e l e g a t e d  e x e c u t i v e  o f f i c e r s .

*1
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Corporate Phi losophy

Supporting society with proper nouns 
We deliver efficiency, security, and privacy to society through
comprehensive handling of corporate, business location, personal, economic, and 
international information 

The world is full of proper nouns.

However, when information remains scattered, it becomes difficult to use effectively. We aim to 
contribute to the realization of a society in which data can be used efficiently while being managed 
securely with careful consideration for privacy protection.

We aspire to become a specialized trading company for corporate data. Rather than simply passing 
data from one place to another, we leverage technologies cultivated over many years, such as data 
aggregation, cleansing, and name matching, to enhance its value and deliver it to customers in the 
optimal format.

That is the vision we strive to achieve.
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What we aim to achieve through the IPO
Amid the expanding DX market and our ongoing business growth, we aim to achieve further growth and real ize 
our corporate phi losophy through the IPO

Further Growth and the Realization of Our Corporate Philosophy

Enhancement of Brand
Recognition and Credibility Securing Highly Skilled Talent Service Expansion and

Quality Enhancement

Expansion of Sales Channels
 Through Strategic Alliances

Execution of M&A Strategies
(Medium to Long Term)

1 2 3

4 5

IPO
・Domestic DX investment is expected to continue expanding, reaching ¥7.1 trillion in FY2026 and 
    ¥10.2 trillion in FY2030.
・As a provider of sales DX services, we are achieving business growth in line with the expansion of 
    the DX market.
・At a time when social demand is increasing, the IPO will enable us to enhance brand   
    recognition, secure talent, and expand our services.

These initiatives are essential to our growth strategy.
・Funds raised through the IPO are planned to be allocated to recruitment and employee 
    training, advertising and promotional activities, and system development for service expansion.
・We plan to increase headcount to 300 employees by the end of 2027 in order to further expand 
    our services and strengthen market penetration.
* 1  S o u r c e :  F u j i  C h i m e r a  R e s e a r c h  I n s t i t u t e  p r e s s  r e l e a s e ,  “ I T  I n v e s t m e n t  T r e n d s  b y  I n d u s t r y  /  D X  M a r k e t  O u t l o o k  2 0 2 6 :  D X  
    I n v e s t m e n t  E d i t i o n ”  ( P r e s s  R e l e a s e  N o .  2 6 0 4 7 ,  i s s u e d  A p r i l  3 0 ,  2 0 2 6 )

*2

* 2  I n c l u d e s  d e l e g a t e d  e x e c u t i v e  o f f i c e r s  a n d  e x c l u d e s  p a r t - t i m e  e m p l o y e e s

*1
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In t roduct ion

Where is that company headed?

If we can grasp the signs, we can connect more deeply.

But the signs often go unnoticed, quietly lost in a sea of data.

Delivering proposals that resonate at the moment a company is about to make a move.

To realize such a world, we combine our proprietary corporate database 

with behavioral data that reflects the here and now to generate new insights.

By enhancing data coverage, attribute data, and intent data,

we are transforming sales and marketing into a more delightful experience.
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uSonar, the ultimate corporate database

8

As demand for corporate data maintenance increases, uSonar is gaining broader 
support due to its practicality and reliability

Why is  uSonar  in  demand?

High Accuracy ×  
Broad Coverage ×

Freshness

Attr ibute information, 
including

interest  and behavioral data

Flexible integrat ion 
and scalabil i ty

across mult iple systems

Robust security
measures

• Labor shortages and accelerating work-style reform

• Advances in digitalization (AI/SaaS) and the explosion of data 
volume

• Increasing complexity of regulatory and compliance requirements

• Sales and marketing performance is not improving

• Limited effectiveness due to a lack of system integration

• Increased burden on administrative departments such as legal, 
accounting, and review

Social background Business challenges

Maintenance and utilization of corporate data is essential for productivity improvement and risk detection
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Corporate database LBC

Medical corporat ions
Educational 
corporat ions

Publicly t raded 
companies
Major companies

Government 
agencies
Local governments

Off ices
Facil i t ies

Sole proprietors

Domestic locations 
(headquarters and sites)

12.5 million locations

Commercial and 
corporate registry Annual securities reports Website verification 

(company)

Website verification 
(other) Call verification Map information

Corporate numbers New corporation data
Information disclosure 
request to government 

agencies

Newspapers/Gazettes
Public information from 
government agencies 
and local governments

Research requests from 
customer companies

<Caution>
Antisocial 
forces

Ensures LBC freshness by incorporating daily updates
from the information below

*1

* 1  As  o f  J a n u a r y  2 0 2 6
* 2  As  o f  J a n u a r y  2 0 2 6

*2
We have built our proprietary corporate database by enriching highly comprehensive 
corporate data with our own attribute information (more than 120 items) and behavioral data
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We offer Sonar services as SaaS, mainly util izing LBC,our proprietary corporate database.
We provide services by flexibly combining optimal solutions according to business challenges and 
objectives.

Our bus iness  model

 Used across various 
departments

Management and Strategy

Sales and Marketing

Customer service and Support

Administration and Back office

Risk and Compliance

IT and Systems

Identification of companies in need

List creation

ABM progress management

Business card management (mobile & browser)

Company information search

Transaction status management

News/personnel changes/antisocial checks

* 1  u S o n a r  i n c l u d e s  t h e  c o n t i n u o u s  p r o v i s i o n  o f  t h e  c o r p o r a t e  d a t a b a s e  L B C
* 2  Wh e n  i m p l e m e n t i n g  P L AN S o n a r  o r  m S o n a r / G u i d e S o n a r ,  w e  r e c o m m e n d  i n t e g r a t i o n  w i t h  t h e  c u s t o m e r ’ s  d a t a b a s e  u s i n g  u S o n a r

External system/third-party SaaS

MASFA CRM

Data
integration

Customer data integration solution
enabling the effective use of LBC

Corporate activity support solutions centered on the corporate database LBC

Customer companySonar services

LBC,
Corporate database

with 12.5 million locations

Corporate database

Customer data integration solution uSonar

Proprietary SaaS platform PLANSonar 

Proprietary SaaS platform mSonar/GuideSonar

*1

*2

*2
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The value of  our  service of fer ings

Shifting the administrative SaaS tools that support DX from administration to active util ization.             
We enable frontline teams to achieve better results by providing the following services:

Discovery of market opportunities
• Visualization of opportunities for new business development by identifying “white spaces” and 

similar companies that cannot be detected with internal data alone

Maximization of sales results
• Detecting signs of potential customers and enabling outreach to the right 

person at the right time

Improvement of targeting accuracy
• Identification of target companies by combining behavioral data and 

corporate attributes

Enhancement of risk response and governance
• Well-maintained corporate data serves as a foundation for legal compliance and 

governance, including antisocial checks and invoice management

Integration and utilization of data infrastructure
• Centralization of the management of previously fragmented corporate information to 

enable system integration and improve operational efficiency

11
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Customer data integration solution uSonar

Management strategy platform PLANSonar

Corporate information and business card 
management apps mSonar and GuideSonar

Other services

12

Sales  breakdown by service

Our core business is the Sonar services, which leverages our proprietary corporate database LBC.
We have established a stable revenue base, with recurring revenue accounting for 77% of total net sales.

Net 
Sales
¥2,092 

m i l l ion
F Y 1 2 / 2 0 2 6

1 Q
(C u m ul at i v e)

* 1  A l l  f i g u r e s  o n  t h i s  p a g e  a r e  f o r  t h e  c u m u l a t i v e  f i r s t  q u a r t e r  o f  t h e  f i s c a l  y e a r  e n d i n g  D e c e m b e r  2 0 2 6
* 2  B y  c o m b i n i n g  o u r  c o r p o r a t e  d a t a b a s e  L B C  w i t h  c l i e n t s ’  c o r p o r a t e  d a t a b a s e s ,  c o m p a n i e s  c a n  i d e n t i f y  u n t a p p e d  b u s i n e s s  l o c a t i o n s  a n d  m a r k e t s  a n d  c o n d u c t  s a l e s  a n d  m a r k e t i n g  a c t i v i t i e s  
    l e v e r a g i n g  r e l a t i o n s h i p s  a n d  t o u c h p o i n t s  w i t h  e x i s t i n g  c u s t o m e r s .  T h e r e f o r e ,  w h e n  i n t r o d u c i n g  P L AN S o n a r  a n d  m S o n a r ,  w e  r e c o m m e n d  n o r m a l i z i n g  c l i e n t s ’  c o r p o r a t e  d a t a b a s e s  t h r o u g h  u S o n a r  a n d  
    m a t c h i n g  t h e m  a g a i n s t  L B C  t o  m a x i m i z e  e f f e c t i v e n e s s .
* 3  R e p r e s e n t s  a  b r e a k d o w n  o f  S o n a r  s e r v i c e s  n e t  s a l e s

• Maintenance, integration, and continuous updating of 
customer databases using the corporate database LBC, as 
well as integration with third-party SaaS solutions

• Includes DeepCheck

• Includes sideSonar, the predecessor to PLANSonar

• Includes the optional features Interest Signal and 
Interest Sign

• Includes uMeishi, the predecessor to mSonar

• ToukiSonar
• Digital marketing
• Direct mail (DM) distribution
• Call center system DISH, etc.

*2

*2

Other Sales  
¥ 3 2 8  m i l l io n  

F Y 1 2 / 2 0 2 6  1 Q  
(C u m ul at i v e)

Sonar  Se rv ices
Net Sales

¥1,764 
m i l l ion

F Y 1 2 / 2 0 2 6
1 Q

(C u m ul at i v e)

B re a kdown:  7 3 %

Recurring 
Revenue

¥1,397 
m i l l ion

F l o w  R e v e n ue

¥ 3 66  m i l l i o n

R e c u r r i n g  
R e ve n u e

¥2 0 4  m i l l i o n

F l o w  R e v e n u e

¥ 1 2 3  m i l l i o n

B re a kdown:  1 2 %

Breakdown of
Net Sales

Net Sales
Ratio of  

Recurr ing 
Revenue

77%

Breakdown of Sonar 
Services Net Sales

S o n a r  S e r v i c e s  
N e t  S a l e s

Ratio of  
Recurr ing 
Revenue

79%

Bre a kdown:  1 5 %

*3

*3

*3



©uSonar Co., Ltd.<CONFIDENTIAL> 13

While ARR continues to grow, the churn rate remains low, demonstrating increasing business stabil ity
At a glance

Net Sales / Sales Growth Rate

15.3% 
Cumulative 1Q FY12/2025 – 
Cumulative 1Q FY12/2026

Ordinary Profit / Ordinary Profit Margin

994 contracts 
As of March 31, 2026

ARR / ARR Growth Rate

¥473 thousand
/month 

As of March 31, 2026

0.22% 
As of March 31, 2026

11.3% 
FY12/2025

224 employees 
As of March 31, 2026

¥2,092 million 
Cumulative 1Q FY12/2026

25.3%
Cumulative 1Q FY12/2026

¥530 million 
Cumulative 1Q FY12/2026

20.6% 
March 31, 2025 – March 31, 2026

¥5,652 million 
As of March 31, 2026

* 1  S o n a r  s e r v i c e s :  A  g r o u p  o f  s e r v i c e s  u t i l i z i n g  t h e  c o r p o r a t e  d a t a b a s e  L B C  ( u S o n a r ,  P L AN S o n a r ,  m S o n a r ,  e t c . )
* 2  AR R  ( An n u a l  R e c u r r i n g  R e v e n u e ) :  An n u a l  r e c u r r i n g  r e v e n u e  g e n e r a t e d  f r o m  s u b s c r i p t i o n - b a s e d  b u s i n e s s e s .  AR R  i s  c a l c u l a t e d  b y  m u l t i p l y i n g  t h e  m o n t h l y  s u b s c r i p t i o n  r e v e n u e  o f  S o n a r  s e r v i c e s  a s  o f  
    M a r c h  3 1 ,  2 0 2 6 ,  b y  1 2 .
* 3  AR R  G r o w t h  R a t e :  Y e a r - o n - y e a r  g r o w t h  r a t e  o f  AR R
* 4  T h e  n u m b e r  o f  c o n t r a c t s  r e p r e s e n t s  t h e  t o t a l  n u m b e r  o f  c o n t r a c t s  a s  o f  M a r c h  3 1 ,  2 0 2 6 .  C o n t r a c t s  c a n c e l e d  d u r i n g  t h e  f i s c a l  p e r i o d  a r e  e x c l u d e d .
* 5  AR P A ( Av e r a g e  R e v e n u e  p e r  Ac c o u n t ) :  Av e r a g e  m o n t h l y  r e v e n u e  p e r  c o n t r a c t .  C a l c u l a t e d  b y  d i v i d i n g  t h e  m o n t h l y  s u b s c r i p t i o n  r e v e n u e  o f  S o n a r  s e r v i c e s  f o r  M a r c h  2 0 2 6  b y  t h e  n u m b e r  o f  c o n t r a c t s  a s  
    o f  M a r c h  3 1 ,  2 0 2 6 .
* 6  C h u r n  R a t e :  Av e r a g e  m o n t h l y  c h u r n  r a t e  o v e r  t h e  p a s t  1 2  m o n t h s  ( t h e  p e r c e n t a g e  o f  m o n t h l y  r e c u r r i n g  r e v e n u e  l o s t  d u e  t o  c a n c e l l a t i o n s  r e l a t i v e  t o  t o t a l  m o n t h l y  r e c u r r i n g  r e v e n u e )
* 7  D o e s  n o t  i n c l u d e  p a r t - t i m e  e m p l o y e e s .  T h e  C o m p a n y  h a s  2 4 0  e m p l o y e e s ,  i n c l u d i n g  1 6  d e l e g a t e d  e x e c u t i v e  o f f i c e r s .
* 8  T h e  e m p l o y e e  t u r n o v e r  r a t e  i s  c a l c u l a t e d  b y  d i v i d i n g  t h e  n u m b e r  o f  e m p l o y e e s  w h o  l e f t  t h e  C o m p a n y  b y  t h e  n u m b e r  o f  r e g u l a r  w o r k e r s  a s  o f  J a n u a r y  1  ( a s  o f  t h e  b e g i n n i n g  o f  t h e  f i s c a l  y e a r )  ×  1 0 0  ( % )

*2 *3

*5
*6

*1 *1

*1 *1

*4

*8*7
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uSonar util izes the corporate database LBC to reduce maintenance man-hours for customer-owned 
corporate data, improve the accuracy of customer analysis, and increase the efficiency and 
sophistication of sales and marketing activities

Sonar  Service:  Customer data integrat ion solut ion uSonar  (1)

Matching of duplicate data Integration and centralized 
management of scattered data

Assignment of attribute 
information to customer data

Automatic updating of company 
information

Reduction of the workload for 
inputting customer information Customer profiling

Performance summary for     
each customer company

Identification of non-client 
companies within the group

Market share assessment Creation of a list of new prospects

What can be achieved with uSonar

*1

* 1  As  o f  J a n u a r y  2 0 2 6
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uSonar seamlessly normalizes, continuously updates, and assigns corporate attributes to corporate 
data in SaaS products, and reflects data on non-client companies through data integration

Sonar  Service:  Customer data integrat ion solut ion uSonar  (2)
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Sonar  Service:  Customer data integrat ion solut ion uSonar  (3)

Company 
name Location

TEL FAX

Salesforce registration information

Website

Contact 
information

＋
Information provided by uSonar

Sales

IndustryOfficial 
company name

Number of 
employees

Fiscal year-end Stories

Site and 
location 

information

Group
company 

information

LBC code

Corporate attribute data covering 92 items,                                    
including those listed above, are assigned

*Business cards, form entry 
information, etc.

Supports data utilization by integrating data with third-party SaaS (SFA/CRM/MA)

*4

* 1  S F A  ( S a l e s  F o r c e  A u t o m a t i o n ) :  A  t o o l  d e s i g n e d  t o  s t r e a m l i n e  a n d  m a n a g e  s a l e s  a c t i v i t i e s  b y  e n a b l i n g  t h e  m a n a g e m e n t  a n d  s h a r i n g  o f  c u s t o m e r  i n f o r m a t i o n  a n d  d e a l  s t a t u s e s ,  a s  w e l l  a s  t h e  a n a l y s i s  o f  s a l e s  a c t i v i t i e s
* 2  C R M  ( C u s t o m e r  R e l a t i o n s h i p  M a n a g e m e n t ) :  S t r a t e g i e s ,  t o o l s ,  a n d  s y s t e m s  t o  m a n a g e  c u s t o m e r  i n f o r m a t i o n ,  a c t i o n  h i s t o r y ,  a n d  r e l a t i o n s h i p s  w i t h  c u s t o m e r s ,  a n d  t o  b u i l d  a n d  p r o m o t e  g o o d  r e l a t i o n s h i p s  w i t h  c u s t o m e r s
* 3  M A  ( M a r k e t i n g  A u t o m a t i o n ) :  A  t o o l  d e s i g n e d  t o  s t r e a m l i n e  a n d  a u t o m a t e  m a r k e t i n g  a c t i v i t i e s ,  e n a b l i n g  f e a t u r e s  s u c h  a s  a u t o m a t e d  e m a i l  n e w s l e t t e r  d i s t r i b u t i o n ,  c u s t o m e r  d a t a  a n a l y s i s ,  a n d  e v a l u a t i o n  o f  t h e  
    e f f e c t i v e n e s s  o f  m a r k e t i n g  c a m p a i g n s
* 4  A s  o f  J a n u a r y  2 0 2 6

*1 *2 *3

Can be assigned to customers and leads

OFFICE ID

PARENT COMPANY OFFICE ID

AFFILIATE TOP1 OFFICE ID

SECURITY CODE

PARENT COMPANY NAME

HEAD OFFICE ID

AFFILIATE TOP1 COMPANY NAME

EMPLOYEE COUNT RANGE NAME

GRADE

NET INCOME RANGE CODE NET INCOME RANGE NAME

EMPLOYEE COUNT RANGE CODE

SALES RANGE CODE SALES RANGE NAME

LISTING STATUS FLAG LISTING STATUS NAME

REPRESENTATIVE NAME

REPRESENTATIVE TITLE

uSonar Co., Ltd.
A c c o u n t

⋯
⋯

⋯
⋯

COMPANY STATUS NAME

OFFICE STATUS NAME

COMPANY STATUS FLAG

OFFICE STATUS FLAG

AFFILIATE TOP2 OFFICE ID

AFFILIATE TOP3 OFFICE ID

ESTABLISHMENT YEAR MONTH

SURVEY DATE

CAPITAL

FISCAL YEAR-END MONTH

INDUSTRY LARGE NAME 1

INDUSTRY MEDIUM NAME 1

INDUSTRY SMALL NAME 1

INDUSTRY NAME 1

INDUSTRY LARGE CODE 1

INDUSTRY MEDIUM CODE 1

INDUSTRY SMALL CODE 1

INDUSTRY CODE 1

BEST INDUSTRY NAME

LBC Basic attributes

LBC Company size

LBC Industry
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By cleansing customer-owned corporate data and reconcil ing it with LBC, the service 
enables data matching and centralized management, continuous updates, and the 
visualization of non-client companies, among other features

*1 C l e ans i ng :  T he  p roce s s  o f  no rma l i z i ng  data  b y  co r re ct i ng  i np ut  e r ro r s  and  m i s s i ng  va l ue s ,  
    up dat i ng  ou tdate d  i n fo rmat i on ,  and  s tandard i z i ng  ab b re v i a t i ons  and  fo rmats
*2  Date  match i ng :  T he  p roce s s  o f  i de nt i f y i ng  and i n te gra t i ng  data  o f  the  same  e nt i ty  scat te re d  
    acros s  mu l t i p l e  data  sou rce s

*1

*2

Sonar  Service:  Customer data integrat ion solut ion uSonar  (4)

Corporate Database
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Integrated support from strategic planning to strengthening frontline sales contacts, uti l izing LBC’s corporate 
information

High-precision targeting 
based on comprehensive market data 
combined with customers’ proprietary data

PLANSonar
A corporate information app 
for individual sales representatives,
featuring business card management

mSonar

• Enables  ext ract ion of  targets  f rom LBC, a corporate database wi th  broad 
coverage and deta i led att r ibutes ,  us ing var ious  f i l te r s

• AI  ident i f ies  and l i s t s  companies  s imi lar  to  ex i s t i ng customers
• Enables  constant  moni tor ing of  the s tatus  of  out reach for  each company 

in  the l i s t  th rough SFA in tegrat ion
• Enables  prec i se  market ing and sa les  pr io r i t i zat ion by ass ign ing LBC’s  

att r ibutes  to  propr ietary  data
• Vi sual i zes  companies  that  v i s i t  the webs i te
• I dent i f ies  companies  wi th  in terest  i n  spec i f ic  domains  (opt ional )

• I n tegrates  bas ic  features  of  a bus iness  card management appl icat ion
• Enables  ins tant  access  to  extens ive LBC company data,  even pr io r  to  

bus iness  card exchange
• Enables  access  to  customer  bus iness  card deta i l s ,  company in format ion,  

i ndust ry  ins ights ,  per sonne l  changes,  and the latest  news anyt ime, 
anywhere,  f rom a mobi le  device

• Enables  the ident i f icat ion of  group companies  and locat ions  of  ex i s t i ng 
c l ients  th rough data in tegrat ion wi th  SFA and CRM, mak ing hor i zonta l  
expans ion poss ib le  by leveraging these re lat ionsh ips

• Enables  the sc reen ing of  sa les  targets  by ident i fy ing c r i t ica l  r i sk  i n format ion
• GuideSonar ,  wh ich of fe r s  the same user  exper ience on PC, i s  a l so  avai lable

Sonar  Service:  PLANSonar/mSonar ,  propr ie tary products  ut i l i z ing LBC

AI L is t ,  w h i c h  
i d e n t i f i e s  w h i c h  
c o m p a n i e s  t o  
t a r g e t

N a t i o n w i d e  
c o m p a n y  

i n f o r m a t i o n  
( r e g i s t r y )

News P e r s o n n e l  
c h a n g e s

I n d u s t r y  
i n f o r m a t i o n

B
u

si
n

e
ss

 c
a

rd
 d

a
ta

C
o

m
p

a
n

y
 d

a
ta

In terest 
S ignal ,  a n  i n t e n t  

d a t a  t h a t  i n d i c a t e s  
c o r p o r a t e  i n t e r e s t s  
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Enables intent (interest) detection and visualization of risks (credit and compliance)

Sonar  services :  Providing propr ie tary “s ignals”  in format ion (premium feature)

DeepCheck for risk visualizationInterest Signal and Interest Sign that detect corporate activity

• Analyzes web behavioral logs using proprietary logic to accurately 
identify corporate intent (Interest Signal)

• In addition, detection coverage is expanded through the use of 
regional IP data and AI (Interest Sign)

• Visualizes corporate risk based on public information and historical data
• Addresses not only credit risk but also potential compliance risks

Target list: 4.93 million companies

Orders received

Lead generation
Lead nurturing
Business meetings

Narrowly 
Defined
Intent 
Data

uSonar Intent 
Data

Interest
Signal

Live
access

Website 
behavioral logs

• Identifies companies 
visiting your website

Web behavioral 
logs from external 
media

• By partnering with a wide range of B2B websites in Japan, we 
analyze page data, behavioral logs, and other information using our 
proprietary contextual analysis logic to identify company-level 
interests and intent.

• Uses IP addresses with estimated location data to identify 
companies that cannot be identified through corporate IP 
addresses alone

Interest 
Sign

Patent 
pending

180,000 
companies 
Corporate IP addresses

Identifies companies 
based on the source IP 
address

C a u t io n D e e p C he c k  F e a tu r e s

Low risk
zone

7: Early Warning 
Signs

9: Uncollectible 
Risk

8: Collection Risk

4: Specific Regulated 
Industries

6: Regulatory 
Violations

5: Regulatory 
Guidance

Incidents
Criminal Records

Antisocial Forces / Semi-
Gang Groups
Police-related NG 
Information

Fraud
Business-related NG 
Information

1

2

3

Compliance and ethical standards

High collectability

Low collectability

Fraudulent Reliable

・Displays risk information for clients and leads on SFA platforms

Important risk information

Risk information on affiliated companies

Related news articles

Risk information on presumed affiliated 
companies (companies sharing the same executives)

Economic security

・Commercial registry records available 
      (additional fees apply)

* 1  N u m b e r  o f  c o m p a n i e s  w i t h  r e g i s t e r e d  c o r p o r a t e  n u m b e r s  a s  o f  J a n u a r y  2 0 2 6  ( e x c l u d i n g  
    d i s s o l v e d  c o m p a n i e s )
* 2  As  o f  D e c e m b e r  2 0 2 5

*1

*2

Expanded through 
Regional IP Data and 
AI

Company overview

Features

Score

Corporate closure risk score

Transaction 
reliability
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Customer tes t imonia ls  (1)

3,000 

7,000 

Before Implementation After Implementation

Simplified business card registration, resulting in a 2.3-fold increase in registered business card 
information required for creating prospective customer lists

JTB Corp.

Chal lenges  Be fo re  
Implementa t ion

• Customer information was 
managed separately by each 
sales office and individual 
employee, limiting effective 
utilization of the data

• Corporate sales activities required 
significant man-hours, creating 
productivity challenges

Objec t iv es  o f  Implementa t ion

• Enable easy business card import 
and linkage with valuable 
company attribute information

• Connections among corporate 
groups and business locations can 
be identified through business 
card information

Implementa t ion  Resu l t s

Monthly business card registrations 
increased 2.3-fold

Implemented Se rv ices

 Before implementation, when registration 
was handled manually
3,000 business cards registered per month
→ Increased to 7,000 registrations after 
implementation

2.3x

Equ ipped w i th  cu t t ing-edge 
techno logy

AI-powered targeting feature “AI List”

Quickly generates optimized lists of 
prospective companies
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Customer tes t imonia ls  (2)

NITORI Co., Ltd.
We want to create more time to engage with customers! Reduced annual man-hours for information 
collection and registration by 1,300 hours

Chal lenges  Be fo re  
Implementa t ion

• Prospecting and targeting 
corporate clients, as well as 
collecting company information, 
had become highly dependent on 
individual employees

• Research was time-consuming, and 
registering information was labor-
intensive. Insufficient time was 
available for customer 
engagement.

Objec t iv es  o f  Implementa t ion

• Develop an in-house system while 
promoting a business transformation 
project for corporate sales 
operations

• Move away from sales activities 
dependent on individual employees

• Make sales activities more strategic 
through IT adoption

Implementa t ion  Resu l t s

Improved corporate search efficiency and data accuracy, 
reducing annual workload by 1,300 hours

Implemented Se rv ices Highly accurate targeting that improves both time and cost 
efficiency

Information gathering 
for credit checks

+
Registration of various 
company information Operational 

Efficiency 
Improvement

 Focus sales efforts on companies relocating 
offices or operating employee dormitories      
Utilize the “Story” list

 Prioritize appointments with companies that 
visited the company website

      Utilize the “Live Access” feature

In-house developed system
Integration with uSonar

  3 minutes → 1 minute per case 
375 hours reduced

+ 
 5 minutes → 1 minute per case 

1,000 hours reduced
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Customer base
Adoption of Sonar services is expanding across a wide range of industries, particularly among major 
corporations

The number of contracts has 
continued to grow steadily.

516 
624 

722 
841 

975 994 

0

250

500

750

1,000

FY12/2021 FY12/2022 FY12/2023 FY12/2024 FY12/2025 FY2026
1Q

(Contracts)

Number of Sonar Services Contracts

CAGR 17.2%
(FY12/2021–FY12/2025)

* 1  A g r o u p  o f  s e r v i c e s  u t i l i z i n g  t h e  c o r p o r a t e  d a t a b a s e  L B C  ( u S o n a r ,  P L AN S o n a r ,  m S o n a r ,  e t c . )
* 2  N u m b e r  o f  c o n t r a c t s :  N u m b e r  o f  s e r v i c e  c o n t r a c t s  a s  o f  t h e  f i s c a l  y e a r - e n d  o r  t h e  e n d  o f  
    t h e  f i r s t  q u a r t e r  ( c o u n t e d  a s  o n e  c o n t r a c t  p e r  a g r e e m e n t  r e g a r d l e s s  o f  t h e  n u m b e r  o f  I D s .  I f  
    a  c o m p a n y  h a s  m u l t i p l e  c o n t r a c t s ,  e a c h  c o n t r a c t  i s  c o u n t e d  s e p a r a t e l y .  I f  a  s i n g l e  c o n t r a c t  
    c o v e r s  m u l t i p l e  g r o u p  c o m p a n i e s ,  i t  i s  c o u n t e d  a s  o n e  c o n t r a c t . )
* 3  C AG R  ( C o m p o u n d  An n u a l  G r o w t h  R a t e ) :  Av e r a g e  a n n u a l  g r o w t h  r a t e  b a s e d  o n  c o m p o u n d  
    g r o w t h  c a l c u l a t i o n s

*3

*1 *2

*1

Examples of Client Companies

*L i s te d  i n  Jap ane se  sy l l ab ary  o rde r
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Recogni t ion f rom users  and par tners

Corporate Database Category

ABM Tool Category

Sales List Creation Tool Category

Business Card Management 
Software Category

21 
consecutive 

terms
16 

consecutive 
terms

13 
consecutive 

terms

Sales Enablement Tool Category

Antisocial Forces Check Tool 
Category

Antisocial Forces Check Tool Category

10 
consecutive 

terms

Continuously recognized as a highly rated SaaS product

Awards presented quarterly to products highly 
rated based on user reviews posted on IT Review

5 
consecutive 

terms

5 
consecutive 

terms

5 
consecutive 

terms
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Hard-to-repl icate 
database

Product development 
capabil i ty

Non-competit ive 
posit ioning

25

Compet i t ive advantage of  uSonar

Barriers to entry created by uSonar’s competitive advantage

New market entrant (example) Existing corporate database 
providers (example)

Data collection and 
maintenance require significant 
time and cost

Data cleansing and name 
matching techniques require 
many years of trial and error

1 3

*1  Data  c l e ans i ng :  T he  p roce s s  o f  no rma l i z i ng  data  b y  co r re ct i ng  i np ut  e r ro r s  and  m i s s i ng  va l ue s ,  up dat i ng  ou tdate d  i n fo rmat i on ,  and  s tandard i z i ng  ab b re v i a t i ons  and  fo rmats
*2  N ame  match i ng :  T he  p roce s s  o f  i de nt i f y i ng  and i n te gra t i ng  data  o f  the  same  e nt i ty  scat te re d  acros s  mu l t i p l e  data  sou rce s

*1

*2

2
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* 1  As  o f  J a n u a r y  2 0 2 6

26

Unique pos i t ion in  the market

Why the hybrid model of corporate data x utilization support is chosen

Integration  of  database × technology × utilization  support

• Not only can corporate information be searched , but it can also be matched 
and consolidated

• Support system that seamlessly integrates with existing CRM and SFA and 
delivers actionable data

1

Why we are chosen

Chosen  for  depth  and  comprehensiveness  of  structure

• Targets headquarters and locations with data on approximately 12.5 million 
locations

• Comprehensively covers connections and historical records such as group 
companies, affiliates, and M&A activities

• Highly regarded for uncovering corporate structures unavailable elsewhere

2

Why  we  continue  to  be  chosen  over  competitors

• Evaluated based on accuracy, scalability, and connectivity rather than price

• Well-balanced design in terms of quantity and quality of information, technical 
capabilities, and implementation support

• High level of practicality supported by operational departments

3

 Database x integration 
technology x utilization support

 Comprehensive database that 
provides insight into corporate 
structures

B toB
Market ing f i rm

 (example)

• Database i s  l im i ted in  
depth and 
comprehens iveness

Bus iness  card  
management company 

(example)

• Bus iness  card  
management i s  the 
main purpose,  wi th  
l imi ted company 
in format ion ava i lab le

Credi t  repor t ing  agency 
(example)

• Focuses  pr imar i ly  on 
cred i t- re la ted and 
cred i t  in format ion

• In format ion on 
locat ions  i s  l im i ted

Depth of database structure

Shallow

Deep

Ab
ilit

y 
to

 su
pp

or
t d

at
a 

ut
iliz

at
io

n

HighLow
*1

(1) Database
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One-of-a-kind database bui l t  on years  of  accumulated data

LBC constantly enhances its value by accumulating depth, breadth, and freshness

FreshnessDepth Breadth

Has accumulated 
information

on 12.5million domestic 
locations

Updates
each item as needed
to maintain high data 

freshness

Updates daily
with the latest 
information
collected from various 
data sources

Has accumulated data on 
120 items or more

that can be used across a wide 
range of fields, regardless of 

industry or sector

Has been 
accumulating data for 

over 30 years,
even before
the widespread 
adoption of the 
internet

Collects a wide 
range
of information, 
including public 
information,
corporate interests,
and information found
online

(1) Database

*1

*2

*1  As  o f  January  2026
*2  As  o f  January  2026

27
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Data Collection

28

LBC’s  in format ion-gather ing capabi l i t ies ,  the source of  i ts  value

We position LBC as a source of competitive advantage and invest resources 
through both digital and analog approaches

Digital

F i v e  d a ta  sc i e n t i s t s

Analog

O r g a n i -
z a t i o n

M e t h o d-
o l o g y

C o l l ec t ion  a nd  
a c c umu la t ion  o f  w e b d a ta  

t h ro ugh  c rawl ing  a nd  
sc ra p i ng

D i g i t i za t i on  o f  a na l og d a ta  
t h ro ugh  OC R

3 1  d e d icated  re se a rchers

O r g an i -
z a t i o n

M e t h o d-
o l o g y

A p p rox imate ly  5 0  p ar t - t ime 
s t a f f  me mb e rs

A p p rox imate ly  6 7 0  
o u t sou rced p e r sonne l

I nd i v idua l  c o mpany  a nd  
i nd us t ry  re se a rch

A c c umul a t ion  o f  p ub l i c  
d a ta  t h ro ugh  d i sc losu re  

re q ues t s ,  e t c .

(1) Database

Corporate Database

Proprietary dictionary 
data

Historical transition 
data

*1  As  o f  January  2026
*2  Craw l i ng :  T e chno l ogy  u se d  to  au tomat i ca l l y  c raw l  w e b  p age s  and co l l e ct  i n fo rmat i on
*3  Sc rap i ng :  T e chno l ogy  u se d  to  e x t ract  sp e c i f i c  data  f rom w e b  p age s
*4  OCR  (Op t i ca l  Characte r  R e cogn i t i on):  T e chno l ogy u se d  to  re cogn i ze  te x t  i n  i mage s  and P DFs  and  conve r t  i t  i n to  te x t  data
*5  Ave rage  numb e r  o f  act i ve  ou tsou rce d p e r sonne l  ove r  the  p as t  12  months  ( ca l cu l a te d  as  the  to ta l  month l y  p e r sonne l  count  d i v i de d b y  12)

*2
*3

*4

*1

*1

*1

*5
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Our s t rength is  our  cleans ing know-how accumulated over  a long per iod of  t ime

Building a database requires a data dictionary.
We possess advanced data cleansing expertise to organize collected information.

S t a ndard iza t ion  
o f  a d d ress  

i n f o rmat ion

C o nver s ion  o f  
a b b rev ia t ions

t o  o f f i c ia l  na me s

I n f o r m a t i o n  c h a n g e s
r e s u l t i n g  f r o m  

c o r p o r a t e  
r e s t r u c t u r i n g ,

s u c h  a s  m e r g e r s ,  
c o n s o l i d a t i o n s ,  a n d  

r e l o c a t i o n s

S t a ndard iza t ion  
o f  a d d ress  

i n f o rmat ion

(1) Database

(example) (example)

(example)

(example)

Leverage our  
p ropr ie tary  knowledge

Leverage our  
p ropr ie tary  knowledge
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Enables data management on a company group basis by grouping related locations, identifying 
locations without existing transactions, and supporting sales activities that leverage existing contacts

30

Visualizes capital relationships (parent and 
subsidiary) and location relationships 

(headquarters–sites) using the LBC code

Visual izat ion of  corporate af f i l ia t ions
(1) Database



©uSonar Co., Ltd.<CONFIDENTIAL>

Barr iers  to entry  through patents

Establishes strong barriers to entry in data integration, name matching, and data util ization 
through patents

Data integration and name matching Data utilization

Automated data entry

Expansion and association of 
business card information

Identification and visualization of 
organizational structure

Data utilization and analysis

Visualization of business-to-
business connections

User experience optimization

Has established a proprietary technological infrastructure
that supports everything from data input to utilization

Visualizes the structure and relationships of corporate data
to provide a foundation for business decision-making

31

(2) Product development capability
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Deep
Check

Mul t i -product l ineup enabl ing ut i l i zat ion of  LBC data

Our engineering team possesses both the creative ideas and advanced product 
development capabilities required to maximize the potential of LBC data

Office Meals Counseling Diversity

Our product lineup

Work environment that encourages product idea creation

Expanding multiple proprietary products utilizing LBC

Employee Satisfaction 
Scores

*Based on overall ratings on OpenWork
(As of February 1, 2026)

O u t  o f  77 , 7 8 9 c o m p a n i e s
T o p  1 % r a t i n g

Data
utilization Customer Data Integration Solution

Management Strategy Platform
Corporate Registry Information 

Download Tool

Interest
Signal

Live
access

Corporate Information & Business 
Card Management App

Office Meals Counseling

Theme Park-Style Office
Supports the generation of 

innovative ideas

Supporting employee health 
through free lunches and other 

meal subsidies

Supporting mental health care 
through an external counseling 

program

Diversity

Return rate of female 
employees after childcare 

leave 100%
32

(2) Product development capability

★ ★ ★ ★ ☆
3.85/5.00
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Maximizes the effectiveness of 
SFA and MA by leveraging 
uSonar’s integrated data

33

Established a unique positioning by exiting the simple SFA business and adopting a non-competitive strategy.
Major SFAs became partner companies, accelerating business expansion.

Establ ished a symbiot ic  relat ionship wi th major  SFAs and MAs

Customer data
(In-house system)

LBC
(Data from 12.5 million 

locations)

Name matching
Cleansing

Integrated data
Data in a usable condition

Sales

Marketing

Symbiosis

Major
MA

Symbiotic relationship with major SFAs and MAs
after withdrawing from simple SFA

In-house SaaS

In-house simple SFA
(Withdrawn in 2015)

Major
SFA

(3) Non-competitive positioning

uSonar Integrated 
SaaS

SFA/CRM

MA

Simple SFA

* 1  A s  o f  J a n u a r y  2 0 2 6
* 2  S F A  ( S a l e s  F o r c e  A u t o m a t i o n ) :  A  t o o l  d e s i g n e d  t o  s t r e a m l i n e  a n d  m a n a g e  s a l e s  a c t i v i t i e s  b y  e n a b l i n g  t h e  m a n a g e m e n t  a n d  s h a r i n g  o f  c u s t o m e r  i n f o r m a t i o n  a n d  d e a l  s t a t u s e s ,  a s  w e l l  a s  t h e  a n a l y s i s  o f  s a l e s  a c t i v i t i e s
* 3  C R M  ( C u s t o m e r  R e l a t i o n s h i p  M a n a g e m e n t ) :  S t r a t e g i e s ,  t o o l s ,  a n d  s y s t e m s  t o  m a n a g e  c u s t o m e r  i n f o r m a t i o n ,  a c t i o n  h i s t o r y ,  a n d  r e l a t i o n s h i p s  w i t h  c u s t o m e r s ,  a n d  t o  b u i l d  a n d  p r o m o t e  g o o d  r e l a t i o n s h i p s  w i t h  c u s t o m e r s
* 4  M A  ( M a r k e t i n g  A u t o m a t i o n ) :  A  t o o l  d e s i g n e d  t o  s t r e a m l i n e  a n d  a u t o m a t e  m a r k e t i n g  a c t i v i t i e s ,  e n a b l i n g  f e a t u r e s  s u c h  a s  a u t o m a t e d  e m a i l  n e w s l e t t e r  d i s t r i b u t i o n ,  c u s t o m e r  d a t a  a n a l y s i s ,  a n d  e v a l u a t i o n  o f  t h e  e f f e c t i v e n e s s  o f  m a r k e t i n g  
    c a m p a i g n s

*1

*2 *3

*4
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Recogni t ion f rom partners

uSonar Wins Two Awards at the Salesforce Japan Partner Award 2025

Highly recognized also by Salesforce as a partner. Building mutually beneficial 
relationships.

Award

Winner

Award

Winner

Partners recognized for their extensive industry 
expertise and advanced technical capabilities, 

contributing not only to Salesforce business 
expansion but also to increased Salesforce 

awareness across industries

Partners that have received numerous 
reviews on AppExchange and earned 

high user ratings

Customer Success Category Growth Category

(3) Non-competitive positioning
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Market envi ronment

DX-related investment in Japan is expected to grow steadily, and marketing tools such as 
MA and SFA are expected to become indispensable to corporate activities

uSonar’s Market Size and Growth Drivers

TAM*1

¥7.1666 trillion

* 1  S o u r c e :  F u j i  C h i m e r a  R e s e a r c h  I n s t i t u t e  p r e s s  r e l e a s e ,  “ I T  I n v e s t m e n t  T r e n d s  b y  I n d u s t r y  /  D X  M a r k e t  O u t l o o k  2 0 2 6 :  D X  I n v e s t m e n t  E d i t i o n ”  ( P r e s s  R e l e a s e  N o .  2 6 0 4 7 ,  i s s u e d  A p r i l  3 0 ,  2 0 2 6 ) ;  
    f o r e c a s t  f o r  d o m e s t i c  D X  i n v e s t m e n t  i n  2 0 2 6
* 2  S o u r c e :  Y a n o  R e s e a r c h  I n s t i t u t e  L t d .  p r e s s  r e l e a s e ,  “ R e s e a r c h  o n  t h e  D i g i t a l  M a r k e t i n g  M a r k e t  ( 2 0 2 5 ) , ”  m a r k e t  s i z e  f o r e c a s t  f o r  2 0 2 6  ( b a s e d  o n  b u s i n e s s  s a l e s  i n  t h e  d i g i t a l  m a r k e t i n g  m a r k e t )
* 3  S o u r c e :  C o m p a n y  r e s e a r c h  C a l c u l a t e d  o n  a n  a n n u a l i z e d  b a s i s  b y  m u l t i p l y i n g  t h e  n u m b e r  o f  g e n e r a l  c o r p o r a t i o n s  w i t h  a n n u a l  s a l e s  o f  ¥ 1 0  b i l l i o n  o r  m o r e  a s  o f  J a n u a r y  2 0 2 6  b y  A R P A  a s  o f  t h e
    e n d  o f  D e c e m b e r  2 0 2 5

SAM*2

¥476.9 billion

Digital Transformation (DX) Market

• AI  capabi l i t ies  and data  analy t ics  a re t rans forming market ing tools  f rom s imple 
operat iona l  e f f ic iency tools  in to  p la t forms that  s t rengthen corporate compet i t ive 
advantage.

• Enhanced funct iona l i ty  and h igher  va lue-added of fer ings  are expected to  dr ive 
increases  in  un i t  p r ices .

SOM*3

¥85.0 billion

• DX-re la ted investment  i s  expected to  accelerate across  a  wide range of  f ie lds ,  
d r iven by  the adopt ion of  generat ive AI  and AI  agents .

• Demand for  data  in tegrat ion,  inc lud ing col laborat ion both ins ide and outs ide 
organizat ions ,  i s  increas ing par t icu lar ly  in  the manufactur ing  DX sector .

SFA/MA/CRM Market

Market S ize in  2026 Market Growth Dr ivers

Domestic Enterprise Market
• S ign i f icant  ups ide potent ia l  ex is ts  among domest ic  ta rget  companies  wi th  annual  

sa les  o f  ¥10 b i l l ion or  more.

* T h e  f i g u r e s  a b o v e  r e p r e s e n t  t h e  C o m p a n y ’ s  e s t i m a t e s  o f  t h e  p o t e n t i a l  m a x i m u m  s i z e  o f  e a c h  m a r k e t  a n d  w e r e  n o t  c a l c u l a t e d  t o  i n d i c a t e  t h e  o b j e c t i v e  m a r k e t  s i z e  o f  t h e  b u s i n e s s e s  o p e r a t e d  b y  t h e  C o m p a n y  a s  o f  M a y  2 0 2 6
* S F A  ( S a l e s  F o r c e  A u t o m a t i o n ) :  A  t o o l  d e s i g n e d  t o  s t r e a m l i n e  a n d  m a n a g e  s a l e s  a c t i v i t i e s  b y  e n a b l i n g  t h e  m a n a g e m e n t  a n d  s h a r i n g  o f  c u s t o m e r  i n f o r m a t i o n  a n d  d e a l  s t a t u s e s ,  a s  w e l l  a s  t h e  a n a l y s i s  o f  s a l e s  a c t i v i t i e s
* M A  ( M a r k e t i n g  A u t o m a t i o n ) :  A  t o o l  d e s i g n e d  t o  s t r e a m l i n e  a n d  a u t o m a t e  m a r k e t i n g  a c t i v i t i e s ,  e n a b l i n g  f e a t u r e s  s u c h  a s  a u t o m a t e d  e m a i l  n e w s l e t t e r  d i s t r i b u t i o n ,  c u s t o m e r  d a t a  a n a l y s i s ,  a n d  e v a l u a t i o n  o f  t h e  e f f e c t i v e n e s s  o f  
 m a r k e t i n g  c a m p a i g n s
* C R M  ( C u s t o m e r  R e l a t i o n s h i p  M a n a g e m e n t ) :  S t r a t e g i e s ,  t o o l s ,  a n d  s y s t e m s  t o  m a n a g e  c u s t o m e r  i n f o r m a t i o n ,  a c t i o n  h i s t o r y ,  a n d  r e l a t i o n s h i p s  w i t h  c u s t o m e r s ,  a n d  t o  b u i l d  a n d  p r o m o t e  g o o d  r e l a t i o n s h i p s  w i t h  c u s t o m e r s
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MA/CRM/SFA market growth forecas t

The MA/CRM/SFA market is expected to be one of the highest-growth segments 
within the DX market

Projected Growth in Domestic DX Investment*1

*1  Sou rce :  Fu j i  Ch i me ra  R e se arch  I n s t i tu te  p re s s  re l e ase ,  “ I T  I nve s tme nt  T re nds  b y  I ndus t ry  /  DX  M ark e t  Out l ook  2026 :  DX  I nve s tme nt  Ed i t i on”  ( P re s s  R e l e ase  N o .  26047 ,  i s sue d
    Ap r i l  30 ,  2026) 
*2  Sou rce :  Y ano  R e se arch  I n s t i tu te  L td .  p re s s  re l e ase ,  “ R e se arch  on  the  D i g i ta l  M ark e t i ng  M ark e t  ( 2025)”

Domestic MA/CRM/SFA Market Forecast*2

( ¥  100  m i l l i on ) (¥  100  m i l l i on )

71,666 

102,757 

2026 2030

CAGR 9.4%
(2026–2030)

4,769 

6,158 

2026 2028

CAGR 13.6%
(2026-2028)
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Growth potent ia l  of  data-dr iven sales  support  in  Japan

In Japan, data utilization in sales support remains insufficient, leaving substantial 
room for adoption of MA, SFA, and CRM tools among companies

Comparison of Data Utilization Objectives Between Japan 
and Other Countries *1

* 1  S o u r c e :  I n f o r m a t i o n - t e c h n o l o g y  P r o m o t i o n  Ag e n c y ,  J a p a n  ( I P A) ,  “ D i r e c t i o n  o f  V a l u e  C r e a t i o n  E x p l o r e d  T h r o u g h  C o m p a r i s o n s  Am o n g  J a p a n ,  t h e  U . S . ,  a n d  G e r m a n y :  F r o m  ‘ I n w a r d - L o o k i n g  a n d  
    P a r t i a l  O p t i m i z a t i o n ’  t o  ‘ O u t w a r d - L o o k i n g  a n d  O v e r a l l  O p t i m i z a t i o n ’ ”
* 2  S o u r c e :  Y a n o  R e s e a r c h  I n s t i t u t e  L t d .  p r e s s  r e l e a s e ,  “ C o r p o r a t e  Q u e s t i o n n a i r e  o n  C l o u d  D e p l o y m e n t  f o r  E R P  a n d  C R M / S F A i n  J a p a n :  K e y  R e s e a r c h  F i n d i n g s  2 0 2 5 ”

Planned Software Adoption by Application *2

36.9

48.7

42.8

56.8

31.0

6.3

39.9

18.5

46.4

48.8

51.5

43.7

38.9

11.3

43.0

27.6

25.1

29.1

38.4

43.2

45.5

47.3

59.0

60.0
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Creation of New Products and Services
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Existing Products and Services
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Improvement in Management Capabilities
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Streamlining Back-Office Operations
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35.3%
32.4%
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Accounting

Sales
Management

Production Management/SCM

(%)



Growth Strategy05

39©uSonar Co., Ltd. <CONFIDENTIAL>

Business02

Competitive Advantages03

About Us01

Market Environment04

Growth Strategy05

Financial  Highl ights / Earnings Forecast06



©uSonar Co., Ltd.<CONFIDENTIAL> 40

Growth s t rategy overview

Aiming for stable and sustainable growth by expanding the customer base, 
increasing unit price, and reducing churn rate

Expansion of  customer 
base1 Uni t  pr ice improvement Churn rate reduct ion

Use of diverse products to
increase unit price through 

cross-selling

Higher unit price due to a rise 
in the number of users at client 

companies

Efficient customer base 
expansion through deepening 

within the group and 
expansion across the industry

Use of sales agents to
expand sales channels

Churn reduction by promoting 
integration between LBC and 

other systems

2 3

Churn reduction through 
continuous improvements in 

data quality and UI/UX
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Expans ion of  the customer base

Efficiently expand the customer base by winning over industry leaders and their group affil iates

Deepening within the group
 × 

expansion across the industry

We aim to attract companies that serve as the lead domino by 
raising brand awareness and strengthening sales. In the future, we 
will strengthen not only direct sales, but also distributor sales

Bank CBank B

A Trust

A Securities ・・・・

Bank A

・・・・

・・・・ ・・・・

・・・・

・・・・

・・・・

T ier  1 T ier  2

Horizontal expansion within the industry

De
ep

en
in

g 
w

ith
in

 th
e 

gr
ou

p

Aiming for efficient customer expansion through domino effect strategy Significant room for growth

About 23 times more room for development

Number of 
contracted 
companies*2

671 companies
FY12/25

As the concept of corporate database management gains traction, 
latent demand is expected to become increasingly visible

Number of companies 
with sales of 10 billion 

yen or more*1

15,335 
companies Approx. 23 times

*1  N umb e r  o f  ge ne ra l  comp an i e s  w i th  sa l e s  o f  10  b i l l i on  o r  more  i n  ou r  datab ase  as  
    o f  January  2026
*2  N umb e r  o f  e x i s t i ng  c l i e n ts  a s  o f  De ce mb e r  2025  w i th  annua l  sa l e s  o f  10  b i l l ion  ye n  
    o r  more  i n  the  mos t  re ce nt  f i sca l  ye a r  (accord i ng  to  ou r  re se a rch)
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Measures to increase average revenue per  account (ARPA)

Strengthening customer success (CS) initiatives to promote the adoption of corporate database 
util ization and drive ARPA growth through cross-sell ing of both existing and new products

373
381

411

435

467 473

370

390

410

430

450

470

490

FY12/2021 FY12/2022 FY12/2023 FY12/2024 FY12/2025 FY2026
1Q

(¥ thousand)

Corporate Information & 
Business Card Management

Management Strategy

CRM/SFA Enhancement

With the cross-selling ratio at 36%,
there remains significant room to increase ARPA

Increase in ARPA through cross-selling Sonar Services / ARPA*2 *3

* 2  S o n a r  s e r v i c e s :  A  g r o u p  o f  s e r v i c e s  u t i l i z i n g  t h e  c o r p o r a t e  d a t a b a s e  L B C  ( u S o n a r ,  
    P L AN S o n a r ,  m S o n a r ,  e t c . )
* 3  AR P A :  Av e r a g e  m o n t h l y  r e v e n u e  p e r  a c c o u n t  C a l c u l a t e d  b y  d i v i d i n g  m o n t h l y  s u b s c r i p t i o n  
    r e v e n u e  f r o m  S o n a r  s e r v i c e s  a s  o f  t h e  f i s c a l  y e a r - e n d  o r  t h e  e n d  o f  1 Q  b y  t h e  n u m b e r  o f  
    c o n t r a c t s  a s  o f  t h e  s a m e  d a t e

New Products
・
・
・

* 1  C r o s s - s e l l i n g  r a t i o  i s  c a l c u l a t e d  b y  d i v i d i n g  t h e  n u m b e r  o f  c o n t r a c t s  s u b s c r i b i n g  t o  a l l  
    S o n a r  s e r v i c e s  ( u S o n a r ,  P L AN S o n a r  a n d  m S o n a r )  b y  t h e  t o t a l  n u m b e r  o f  S o n a r  s e r v i c e  
    c o n t r a c t s  a s  o f  M a r c h  3 1 ,  2 0 2 6

*1
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Reducing churn rate

0.58%

0.30%
0.25% 0.25% 0.26%

0.35% 0.37%

0.21% 0.22%

0.00%

0.20%

0.40%

0.60%

0.80%

Mar. 31,
2022

Sep. 30,
2022

Mar. 31,
2023

Sep. 30,
2023

Mar. 31,
2024

Sep. 30,
2024

Mar. 31,
2025

Sep. 30,
2025

Mar. 31,
2026

Achieving a low churn rate through [XXX]

Achieving a low churn rate through proprietary initiatives

Proprietary Measures to Maintain a Low Churn Rate Sonar Services /Average 12-Month Churn Rate

Promoting Effective Service Utilization and 
Higher Usage Rates
- Propose effective ut i l i zat ion of LBC through integration 

with SFA/MA and other tools
- Increase usage rates through post- implementation 

support provided by Customer Success activ i t ies

Enhancing Service Quality
- Promptly incorporate user feedback into serv ices
- Continuously improve data qual i ty and UI/UX
- Regular ly develop and launch new serv ices

Internal Use of Services
- Actively ut i l i ze our serv ices in our own sales and 

marketing activ i t ies and incorporate those ins ights into 
proposals  for  customers

Strengthening Customer Engagement
- Bui ld and strengthen customer relat ionships

*1  A g roup  o f  se rv i ce s  u t i l i z i ng  the  co rp ora te  datab ase  LBC (uSonar ,  P LAN Sonar ,  
    mSonar ,  e tc . )
*2  M onth l y  chu rn  ra te :  P e rce ntage  o f  month l y  re cu r r i ng  re ve nue  l o s t  due  to  chu rn  
    re l a t i ve  to  to ta l  month l y  re cu r r i ng  re ve nue

*1 *2

Establishment of the CS Department 
further reduced churn rate
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Medium- to long-term vis ion

Aiming to expand into adjacent business areas utilizing databases, in addition to further 
developing SaaS services, with the expansion of database coverage at the core

• Overseas database

Expansion of database coverage

Building new databases following the corporate database

Expansion into the operations area

Expansion of outsourcing services
utilizing databases

1

3
Development of SaaS solutions to
enhance the usability of databases

• Product database

• Real estate database

• Corporate database

• Data entry and maintenance

• Promotion (digital and physical)

• Customer success

2Expansion of SaaS services

Proper Nouns DB
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F inancial  h ighl ights  for  1Q FY12/2026

46

ARR Continues to Grow Steadily
• ARR as of March 31, 2026 increased by ¥966 million (up 20.6% YoY) to ¥5,652 million.

• Driven by strong new order acquisition, the number of contracts increased by 112 YoY to 994.
• Cross-sel l ing contributed to an increase in ARPA, which rose ¥31 thousand YoY to ¥473 thousand.
• Churn rate remained low at 0.22% as of the end of March 2026.

Operating Profit Increased
• Operating profit increased ¥16 million (up 3.3% YoY) to ¥520 million.

• Despite higher SG&A expenses resulting from increased investment in human capital, 
operating profit increased.

Continued Sales Growth
• Company-wide sales increased ¥278 million (up 15.3% YoY) to ¥2,092 million.

• Sales from core Sonar services increased ¥256 mil l ion (up 17.0% YoY) to ¥1,764 mil l ion.

*1  Sonar  se rv i ce s :  A g roup  o f  se rv i ce s  u t i l i z i ng  the  co rp ora te  datab ase  LBC ( uSonar ,  P LAN Sonar ,  mSonar ,  e tc . )
*2  AR R  (Annua l  R e cu r r i ng  R e ve nue ):  Annua l  re cu r r i ng  re ve nue  ge ne ra te d  f rom sub scr i p t i on -b ase d b us i ne s se s .  AR R  i s  ca l cu l a te d  b y  mu l t i p l y i ng  the  month l y  sub scr i p t i on  re ve nue  o f  Sonar  
    se rv i ce s  a s  o f  the  e nd  o f  1Q b y  12 .
*3  T he  numb e r  o f  cont racts  re p re se nts  the  to ta l  numb e r  o f  cont racts  a s  o f  the  e nd  o f  1Q.  Cont racts  cance l e d  du r i ng  the  f i sca l  p e r i od  a re  e xc l ude d.
*4  AR P A (Ave rage  R e ve nue  p e r  Account) :  Ave rage  month l y  re ve nue  p e r  cont ract .  Ca l cu l a te d  b y  d i v i d i ng  the  month l y  sub scr i p t i on  re ve nu e  o f  Sonar  se rv i ce s  a s  o f  the  e nd  o f  1Q b y  the  
    numb e r  o f  cont racts  a s  o f  the  same  date .
*5  Chu rn  R ate :  Ave rage  month l y  chu rn  ra te  ove r  the  p as t  12  months  ( the  p e rce ntage  o f  month l y  re cu r r i ng  re ve nue  l o s t  due  to  cance l l a t i ons  re l a t i ve  to  to ta l  month l y  re cu r r i ng  re ve nue )

*1

*2

*3

*5

*4
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FY12/2026 F inancia l  per formance progress
Sales growth continued year on year, with gross profit also increasing. Despite higher SG&A expenses resulting 
from increased investment in human capital, operating profit also increased. Performance remained on track 
versus forecasts.

(¥ million)
FY12/2025 FY12/2026

1Q Cumulative (Actual) Full Year (Actual) 1Q Cumulative (Actual) Full Year (Forecast) Progress vs. Forecast

Net Sales 1,814 7,191 2,092 8,280 25.3%

Cost of sales 639 2,731 756 2,977 25.4%

Gross profit 1,175 4,460 1,336 5,302 25.2%

Gross profit margin 64.8% 62.0% 63.9% 64.0% ー
Selling, general and administrative 
expenses 671 3,069 816 3,537 23.1%

Operating profit 503 1,390 520 1,764 29.5%

Operating profit margin 27.8% 19.3% 24.9% 21.3% ー

Ordinary profit 503 1,377 530 1,762 30.1%

Ordinary profit margin 27.8% 19.2% 25.3% 21.3% ー

Profit before income taxes 424 1,256 530 1,614 32.8%

Ratio of profit before income taxes 23.4% 17.5% 25.3% 19.5% ー

Profit 280 888 339 1,056 32.1%

Net profit margin 15.4% 12.4% 16.2% 12.8% ー

*  T he  f i r s t -q uar te r  f i nanc i a l  re su l t s  fo r  FY 12/2025  have  not  b e e n  se p ara te l y  aud i te d  b y  an  i nde p e nde nt  aud i t i ng  f i rm
*  T he  Comp any  p l ans  to  re l ocate  i t s  he ad o f f i ce  ( cu r re n t l y  e xp e cte d  to  b e  comp l e te d  i n  m i d -2027),  and  the  ab ove  e a rn i ngs  fo re cas t s  have  b e e n  p re p are d  b ase d on  th i s  a s sump t i on
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Achieving both top-l ine growth and prof i tabi l i ty

Operate the business with a balanced focus on both sustainable sales growth and profitability

Sustained Sales Growth Business Profitability
- Customer demand remains strong, driven by expansion of 
   the DX market and broader adoption of generative AI .
- Our business maintains a competitive advantage through 
   high barr iers to entry supported by years of accumulated 
   data.
- Top-l ine growth is expected to continue.

(¥ million)

1,261 

1,764 

115 

910 

1,390 

2%

15%

19%

0%

5%

10%

15%

20%

0

500

1,000

1,500

2,000

FY12/2023 FY12/2024 FY12/2025 FY12/2026

Operating profit (forecast)

- While our business model  requires f ixed costs to bui ld and 
   maintain databases, its low variable-cost structure al lows 
   gross profit margins to improve as sales grows.
- Operating profit margins are expected to improve as 
   growth in gross profit outpaces increases in SG&A expenses 
   associated with growth investments.

6,880 

8,280 

5,038 
6,074 

7,191 

0

2,000

4,000

6,000
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10,000

FY12/2023 FY12/2024 FY12/2025 FY12/2026

Net sales (forecast) Net sales (actual)

(¥ million)

Op e rat i ng  
p ro f i t  ( fo re cas t )

Op e ra t i ng  
p ro f i t  (actua l )

Op e ra t i ng  
p ro f i t  marg i n  
(actua l )
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Generat ive AI  i s  a tai lwind

Achieving a Low Churn Rate through [XXX]

The growing adoption of generative AI is serving as a tailwind for our business
Enhancing competitive advantage and productivity 
through the internal use of generative AI

The adoption of generative AI by client companies 
represents a new business opportunity for us
Growing Demand for Database Development and 
Maintenance
– Increasing numbers of  customers are consider ing the adoption of  
generative AI  and AI  agents.
– Improving the accuracy of  generative AI  output requi res the input 
of  h igh-qual i ty data that can be effectively processed by AI .
– Demand for database development and maintenance is  
increasing among cl ient companies, resul t ing in a growing number 
of  inqui r ies to the Company.

Generative AI Represents a Business Opportunity
– Unl ike certain SaaS businesses that may be displaced by 
generative AI , generative AI  represents a new business opportunity 
for the Company fol lowing DX.
– We aim to become a database inf rastructure company that 
supports the AI  era by prov iding high-qual i ty foundational  data for 
generative AI .

Expected to Have a Positive Impact on Business Performance

Strengthening the Competit ive Advantage of Our Database
– By combining generative AI  with our long-standing systems and 
master data incorporating histor ical  trans i t ions, we are bui lding a 
uniquely competi t ive database unmatched by other companies.

Improving the Eff iciency and Quality of SaaS Product 
Development
– Generative AI -dr iven requi rements def in i t ion, UI  design, and 
code generation are reducing development workloads.
– Expanding test coverage through generative AI  i s  improv ing 
product qual i ty.

All Employees Uti l ize Our Proprietary Generative AI
– We have al ready establ i shed an env i ronment in which al l  
employees can uti l i ze our proprietary generative AI .
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In i t iat ives  for  data shar ing

About Snowflake
- A leading company driving data sharing
- Serving 12,000 customers worldwide
- Rapidly expanding adoption among Japanese 
companies

Launch of uSonar Data Integration with Snowflake Marketplace

What Is Data Sharing?

- Securely share up-to-date data by granting access rights without duplicating data.

- Migration from conventional API-based integration to data sharing offers various advantages. 

Example: Significantly reduce development time and operating costs previously required for individual 
company integrations

- Implemented AI-powered data analytics. Enables users to issue instructions in natural language, 
simplifying and accelerating analytical operations.

LBC User Companies
(Companies Us ing Snowf lake)

Data
update

Customer Data Integration Solution

<API Integration> Data definitions and update 
frequency are fixed

50

<Data Sharing> Flexible data definitions and update 
frequency

- Public release of LBC 
samples

- Receiving inquiries from 
interested companies

- Existing customers 
migrating from API-based 
integration

Objectives of the Integration
- Expand opportunities to sell data to large enterprises
- Significantly shorten post-contract implementation time
- Expected improvement in service retention rates
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Enable identification of individuals 
not yet contacted (i.e., those 

whose business cards have not 
been obtained)

51

Strengthened the corporate data plat form through the t ransfer  of  f ive R icoh-owned patents

Acquired from Ricoh Company, Ltd. five patents related to technology integrating business card information with external data (effective March 31, 2026).
Established a framework for the stable management and advancement of core technologies supporting the corporate data platform.

This patent relates to technology for structuring and visualizing corporate data based on business card information. It serves as a foundational technology 
for corporate data infrastructure in the AI era

Advancing the platform by acquiring ownership of patents related to “business card information 
and corporate data integration technology”

P r e s i d e n t
I c h i r o  S a t o

H u m a n  R e s o u r c e s
S e c t i o n
H a c h i r o  N a k a m u r a

B u s i n e s s  P r o m o t i o n
S e c t i o n
K u r o  K o b a y a s h i

A c c o u n t i n g  
S e c t i o n
J u r o  I s h i k a w a

Output tailored to whether 
organizational information is 

linked to acquired business cards 
or remains unavailable

J a p a n  C o r p o r a t i o n

Exe cut i ve s ,  e tc . C o r p o r a t e  P l a n n i n g

P r e s i d e n t  I c h i r o  S a t o
E x e c u t i v e  O f f i c e r  J i r o  N a k a m u r a
E x e c u t i v e  O f f i c e r  H a c h i  S a i t o
E x e c u t i v e  O f f i c e r  S h i c h i r o  Y a m a d a

E x e c u t i v e  O f f i c e r  J i r o  N a k a m u r a

D i v i s i o n  D i r e c t o r  S a b u r o  K o b a y a s h i

S e c t i o n  C h i e f  —

S e c t i o n  C h i e f  —

R e p r e s e n t a t i v e  R o k u r o  T a n a k a

Calculate and visualize 
achievement levels for 

departments involved in 
transactions

A c h i e v e m e n t
D i s p l a y  S c r e e n

C o r p o r a t e  P l a n n i n g  O f f i c e  5 0 %

I n f o r m a t i o n  S y s t e m s  O f f i c e  5 %

P r o c u r e m e n t  D e p a r t m e n t  1 %

C o r p o r a t e  S a l e s  D e p a r t m e n t  3 3 %

*Visualize untapped organizational 
connections, including position information 
for individuals whose business cards have 
not been obtained

Patent Number Patent Overview
Patent No. 
6299498 Technology for identifying individuals whose business card information has not been obtained by 

utilizing business card data and information from non-business-card sourcesPatent No. 
6614255
Patent No. 
6369140 Technology for updating organizational information to distinguish between acquired and non-

acquired business card data and outputting information in formats appropriate to eachPatent No. 
6683219
Patent No. 
6550810

Technology for visualizing members of categories involved in target transactions within 
organizational information and visualizing activity achievement levels for those categories

Acquired 
business 

card

G e n e r a l  A f f a i r s
D e p a r t m e n t
J i r o  S u z u k i

Acquired 
business 

card

*Identify individuals whose business cards 
have not been obtained

*Visualize engagement status and activity status by department and job title
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Growth investments

Achieve sustainable growth through investments in three key areas

Enhancement of Products and Services
• Improve customer satisfaction through enhancements to product and service quality
• Invest in databases, develop SaaS products, and launch new services

Advertising and Promotion
• Continue investing in advertising and promotional activities to increase brand awareness
• Implement a multi faceted marketing strategy, including TV commercials, taxi 

advertisements, trade show exhibitions, and in-house events

Human Capital Investment
• Strengthen recruitment efforts, particularly for sales personnel
• Plan to introduce a restricted stock (RS) grant program to enhance employee engagement

52

Toward Further Growth in Net Sales and Operating Profit
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KPI  h ighl ight  (1)  Net sales

Corporate DX investment accelerated during the COVID-19 pandemic, driving rapid business growth from 2021 onward.
We have established a stable revenue base, with recurring revenue accounting for 81% of total net sales.
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FY12/2021 FY12/2022 FY12/2023 FY12/2024 FY12/2025 FY2026
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Other
Flow Revenue

Other
Recurring Revenue

Sonar Services
Flow Revenue

Sonar Services
Recurring Revenue

(¥ million)

*1  Sonar  se rv i ce s :  A g roup  o f  se rv i ce s  u t i l i z i ng  the  co rp ora te  datab ase  LBC ( uSonar ,  P LAN Sonar ,  mSonar ,  e tc . )
*2  As  o f  De ce mb e r  31 ,  2025

*1

*1

*2
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364 259 263 177 
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216 217 218 223 
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64 

49 60 

90 79 64 58 
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0
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1Q 2024 2Q 2024 3Q 2024 4Q 2024 1Q 2025 2Q 2025 3Q 2025 4Q 2025 1Q 2026

Other
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Recurring Revenue

Sonar Services
Flow Revenue

Sonar Services
Recurring Revenue

(¥ million)

*1  Sonar  se rv i ce s :  A g roup  o f  se rv i ce s  u t i l i z i ng  the  co rp ora te  datab ase  LBC ( uSonar ,  P LAN Sonar ,  mSonar ,  e tc . )

*1

*1

KPI  h ighl ight  (2)  Quar te r ly  sa les  b reakdown

Recurring revenue from Sonar services continues to increase steadily each quarter*1
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Sonar Services / ARR

ARR continues to achieve high growth while 
generating stable revenue.

KPI  h ighl ight  (3)  ARR,  ordinary prof i t/ord inary prof i t  margin

*1 *2

2,314 
2,853 

3,569 
4,399 

5,465 5,652 

0

1,000

2,000

3,000

4,000

5,000

6,000

FY12/2021 FY12/2022 FY12/2023 FY12/2024 FY12/2025 FY2026
1Q

(¥ million) CAGR 24.0%
(FY12/2021–FY12/2025)

*1  A g roup  o f  se rv i ce s  u t i l i z i ng  the  co rp ora te  datab ase  LBC (uSonar ,  P LAN Sonar ,  
    mSonar ,  e tc . )
*2  AR R  (Annua l  R e cu r r i ng  R e ve nue ):  Annua l  re cu r r i ng  re ve nue  ge ne ra te d  f rom 
    sub scr i p t i on -b ase d b us i ne s se s .  AR R  i s  ca l cu l a te d  b y  mu l t i p l y i ng  month l y  sub scr i p t i on  
    re ve nue  f rom Sonar  se rv i ce s  a s  o f  the  f i sca l  ye a r -e nd  o r  the  e nd  o f  1Q b y  12 .
*3  CAGR :  Comp ound annua l  g row th  ra te

*3

Ordinary Profit / Ordinary Profit Margin

In 2025, recurring revenue growth drove a significant 
increase in profits.
Ordinary profit margin is expected to improve in FY2026.
(¥ million)
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56

Hiring mainly for sales and systems development; In light of the recent increase in turnover, 
investment in human resources is being strengthened

* 1  T h e  e m p l o y e e  t u r n o v e r  r a t e  i s  c a l c u l a t e d  b y  d i v i d i n g  t h e  n u m b e r  o f  e m p l o y e e s  w h o  l e f t  t h e  C o m p a n y  b y  t h e  n u m b e r  o f  r e g u l a r  w o r k e r s  a s  o f  J a n u a r y  1  ( a s  o f  t h e  b e g i n n i n g  o f  t h e  fi s c a l  y e a r )  ×  1 0 0  ( % )
* 2  A c c o r d i n g  t o  t h e  M i n i s t r y  o f  H e a l t h ,  L a b o u r  a n d  W e l f a r e ʼ s  R e i w a  6  n e n  k o y o  d o k o  c h o s a  k e k k a  n o  g a i k y o  [ O v e r v i e w  o f  t h e  2 0 2 4  s u r v e y  o n  e m p l o y m e n t  t r e n d s ] ,  t h e  t u r n o v e r  r a t e  f o r  “ g e n e r a l  w o r k e r s ” i n  t h e  “ i n f o r m a t i o n  
    a n d  c o m m u n i c a t i o n s  i n d u s t r y ” w a s  9 . 8 %  i n  2 0 2 4
* 3  T h e  C o m p a n y  h a s  a d o p t e d  a  d e l e g a t e d  e x e c u t i v e  o ffi c e r  s y s t e m  s i n c e  2 0 2 2 .  T h e  n u m b e r  i n  p a r e n t h e s e s  i s  t h e  n u m b e r  o f  e x e c u t i v e  o ffi c e r s .
* 4  D a t a  C o n t r o l  D i v i s i o n :  T h e  d e p a r t m e n t  r e s p o n s i b l e  f o r  b u i l d i n g  L B C ,  o u r  d a t a b a s e ,  a n d  d e v e l o p i n g  S a a S  p r o d u c t s

*1

(People)

*1

*4

(1 2 )

(1 3 )

(1 5 )
(1 6 )

( 2 )

( 3 )

( 7 )

( 2 )

( 3 )

( 8 )

( 3 )

( 3 )

( 9 )

( 3 )

( 3 )

( 1 0 )

KPI  h ighl ight  (4)  Number of  employees and turnover  rate
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F inancial  h ighl ights :  Income Statement

(¥ million) FY12/2021 FY12/2022 FY12/2023 FY12/2024 FY12/2025 1Q FY2026

Net Sales 3,406 4,041 5,038 6,074 7,191 2,092

Cost of sales 912 1,982 2,176 2,316 2,731 756

Of which: Data acquisition costs 157 748 798 653 690 196

Gross profit 2,494 2,058 2,862 3,758 4,460 1,336

Selling, general and administrative expenses 2,033 1,949 2,746 2,847 3,069 816

Of which: Salaries and allowances 846 903 1,038 1,196 1,286 333

Of which: Advertising and promotion expenses 50 137 655 441 416 104

Operating profit 460 109 115 910 1,390 520

Non-operating income 0 3 14 3 9 11

Non-operating expenses 4 9 6 5 22 1

Ordinary profit 456 102 123 909 1,377 530

Extraordinary income 1 - 1 6 - -

Extraordinary losses 1,000 - 6 - 121 -

Profit before income taxes (542) 102 118 915 1,256 530

Profit (353) 64 74 634 888 339

*1  Of  p e r sonne l  e xp e nse s ,  the  amount  a t t r i b u tab l e  to  sa l a r i e s  and  a l l ow ance s  fo r  e mp l oye e s  and  e xe cut i ve  o f f i ce r s
*2  Ex t rao rd i na ry  l o s se s  p r i mar i l y  re su l t i ng  f rom the  p u rchase  o f  comme rc i a l  re g i s t r y  data  fo r  ¥998  m i l l i on  to  s t re ngthe n  the  co rp ora te  datab ase
*3  Exp e nse s  a s soc i a te d  w i th  the  he ad o f f i ce  re l ocat i on  ( b rok e rage  fe e s  and  e s t i mate d  re n t  p ayme nts  du r i ng  the  re s to ra t i on  p e r i od  fo r  the  cu r re n t  o f f i ce )

*1

*2 *3
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F inancial  h ighl ights :  Balance Sheet

(¥ million) FY12/2021 FY12/2022 FY12/2023 FY12/2024 FY12/2025 1Q FY2026

Total current assets 2,378 2,756 2,993 3,870 5,382 5,240

Cash and deposits 1,864 2,245 2,428 3,222 4,604 4,302

Total non-current assets 1,055 950 952 1,070 1,947 2,145

Total assets 3,433 3,707 3,945 4,941 7,330 7,385

Total current liabilities 1,269 1,362 1,755 1,989 2,642 2,369

Total non-current liabilities 634 391 161 293 409 401

Total interest-bearing debt 1,036 776 536 306 346 315

Total liabilities 1,903 1,753 1,917 2,283 3,052 2,770

Total net assets 1,530 1,953 2,028 2,658 4,278 4,615

Total liabilities and net assets 3,433 3,707 3,945 4,941 7,330 7,385

*1

*1  T o ta l  amount  o f  sho r t - te rm b or row i ngs ,  b onds  due  w i th i n  one  ye ar ,  cu r re n t  p o r t i on  o f  l ong- te rm b or row i ngs ,  b onds ,  and  l ong- te rm b or row i ngs
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Handl ing of  th is  document

This document contains forward-looking statements. This information is based on information 
currently available to the Company and certain assumptions that the Company believes to be 
reasonable and involves risks and uncertainties. Please note that the Company does not guarantee 
the achievement of these goals or future performance, and actual results may differ materially from 
these forward-looking statements. Factors that may affect the actual results described above 
include general domestic and international economic conditions, such as industry and market 
conditions, interest rates, and currency exchange rate fluctuations. The forward-looking statements 
in this material are made as of the date of its preparation, and the Company has no obligation or 
policy to update such information to reflect subsequent developments. This document, in whole or in 
part, may not be reproduced, published, or transmitted to third parties (whether directly or 
indirectly) by any means, medium, or for any purpose, without our consent. This material is intended 
solely for the purpose of providing information about the Company and is not intended as an offer, 
solicitation of investment, or recommendation to buy or sell any securities, financial instruments, or 
transactions, whether in Japan or abroad. This material is not a disclosure document under the 
Financial Instruments and Exchange Act or any other laws, regulations, or rules.
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