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Address to The Medium-Term Business Plan 2027

The COVID-19 pandemic of 2020 led to global production restrictions; however, with the virus's attenuation and 
early vaccine development, it was overcome through human wisdom.
Nevertheless, the invasion of Ukraine by Russia in 2022 once again disrupted supply systems. Although the war 
continues, grain and energy prices have shown signs of stabilization. In 2025, a tariff war was initiated by President 
Trump, who self-identifies as the "Tariff Man."
Amidst the China-U.S. competition and the rise of authoritarian states, the dysfunction of international 
organizations seems inevitable. Consequently, the international division of labor is inevitably waning, and 
continuing long-term inflation, as envisioned in our previous Medium-Term Management Plan 2024, is becoming a 
reality.
In these circumstances, it is imperative to build a resilient system. Though we faced obstacles due to changes in the 
labor market and delays in new businesses, we advanced in hiring new graduates and international talent, 
establishing data infrastructure through DX, and progressing our marketing efforts.
In the Medium-Term Management Plan 2027, we aim to transition to a resilient enterprise through high-margin 
business creation, recruitment and retention of diverse talent, database utilization, and transitioning from 
marketing to branding.
Particularly, creating high-margin businesses marks a significant transformation, and we intend to devote our fullest 
efforts to promptly yield results. We sincerely appreciate your continued understanding and support.

Living Platform, Ltd.
CEO/Founder

Hirofumi Kaneko
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Medium-Term Business Plan 2027

Resilience
Adaptation to changeTheme

1. Building a high-profit business model that responds to inflation
 From temporary measure to driving structural change

2. Promoting retention of diverse talent
 From recruiting talent to fostering retention
3. Utilizing databases
 From building databases to utilizing them effectively
4. Branding
 From marketing to branding
5. Creating sustainability
 Contributing to the SDGs through our business activities

Management
Policies

1. Growth Sales growth ratio 10%
2. Profitability Operation margin 8%
3. Profitability EBITDA 2,000 mil JPY
4. Stability Capital ratio 20%

KPIs
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Building a high-profit business model that responds to 
inflation

In response to inflation, we have previously addressed the issue by passing on costs through price 
increases. However, in order to minimize the impact of such external environmental factors on our 
business, we plan to expand our business into areas with higher unit prices and profit margins. In 
addition, since food costs account for 6% of total operating expenses and are particularly susceptible 
to inflation, we are considering entering the agricultural sector to establish an in-house supply system.
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In the operation of residential 
facilities, we are considering 
entering the agriculture sector to 
produce rice in-house, as rice is 
particularly difficult to substitute 
with alternative ingredients. By 
doing so, we aim to establish a 
structure that is not affected by 
inflation.

Not only will the provision of home-
visit nursing care increase revenue, 
but by enabling early detection of 
illnesses and avoidance of 
hospitalization through specialized 
medical home-visit nursing, it is also 
expected to facilitate continued care 
at the facility. This will help avoid the 
loss of profit that would result from 
residents leaving the facility.

We are expanding our business into 
high-demand areas such as daily 
living care and related services, 
including behavioral and attendant 
support. By leveraging our expertise 
in the nursing care business, we aim 
to develop fee-based nursing homes 
where people with disabilities can 
continue living without having to 
relocate, even as they age.



In order to reduce the turnover rate, 
we will address issues identified 
through employee satisfaction 
surveys. By doing so, we aim to 
lower the turnover rate, improve 
employee retention, and provide 
higher quality services.

Specified Skilled Foreign workers now account for about 9% of our full-time staff, and we are also 
making progress in hiring new graduates, people with disabilities, and senior workers. However, high 
turnover rates remain an industry-wide challenge, and there is a constant shortage of personnel. We 
will continue to actively recruit diverse human resources and support employees in obtaining 
necessary qualifications to further expand our potential hiring pool. In addition, we will implement 
measures to maintain motivation in order to reduce the turnover rate.
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The turnover rate is 9.2%, which is 
lower than the industry average of 
approximately 15%, making our 
efforts effective in securing 
personnel. In addition to supporting 
the acquisition of the certified care 
worker qualification, we will further 
promote support for obtaining 
nursing qualifications within Japan

Although the employment of 
Specified Skilled Foreign workers is 
not permitted in the childcare 
business, we are promoting 
initiatives to train retired athletes as 
childcare workers as part of their 
career transition after retiring from 
sports.

Promoting retention of diverse talent



Utilizing databases

By the end of FY25.3, the recruitment and employee database had been largely completed. Although 
our recruitment costs have already been among the lowest in the industry, this will enable even more 
efficient hiring. By implementing talent management, we aim to provide appropriate training, foster 
development, and optimize staff placement, thereby reducing turnover and improving retention. We 
are also developing our customer database, which will contribute to better marketing and service 
quality.
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NEW

We are building a database that 
allows us to seamlessly track each 
customer’s status before and after 
moving in. This will help us improve 
customer satisfaction and propose 
appropriate services tailored to each 
customer’s needs.

By assessing employees’ abilities 
and providing training programs 
tailored to those abilities, we aim to 
maintain their motivation and foster 
their development.

By monitoring the number of 
applications and hires for each 
recruitment channel, and focusing 
on the more efficient channels, we 
aim to further optimize recruitment 
costs.



Branding

Based on data captured from our customer database, analysis of our own website, and third-party 
research, we aim to effectively communicate our strength—high-quality service —to the mainstream 
market segment we are targeting. By delivering a consistent message across all touchpoints, we will 
strengthen our branding and strive to become the top-of-mind group in the area.
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We will consistently promote our 
core strength—high-quality 
service—to the target customers in 
the mainstream segment. In 
addition, by thoroughly 
implementing our six behavioral 
guidelines, we aim to create a 
unified brand image across all 
touchpoints

We are building a customer 
database starting from the inquiry 
stage, allowing us to understand the 
channels through which customers 
reach us and the key factors in their 
decision to move in. By leveraging 
this information, we will develop 
data-driven marketing strategies.

We will increase traffic to our 
website through online advertising 
in order to boost the contract rate 
for deals that do not involve referral 
fees. Communication via the social 
media accounts launched by each 
facility since 2022 has contributed to 
both new resident acquisitions and 
recruitment, and we will continue to 
actively use these channels.



Medium-Term Business 
Plan



KPI Status
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Sales growth
ratio Capital ratioOperating

margin EBITDA

Growth Profitability Profitability Stability

10% 8% 2,000
mil JPY 20%



Medium-term Business Plan
Balance sheet

FY26.3 FY27.3 FY28.3

Previous Plan
(2024.05)

Updated Plan Difference
Previous Plan

(2024.05)
Updated Plan Difference

Previous Plan
(2024.05)

Updated Plan Difference

Current assets 5,369 4,339 1,030 6,452 5,501 951 - 7,847 -

(Cash and cash equivalents) 2,281 1,169 1,112 3,211 1,924 1,287 - 3,858 -

Non-current assets 8,072 8,726 654 7,931 8,336 405 - 7,959 -

(Land and buildings) 2,813 4,817 2,004 2,864 4,672 1,808 - 4,525 -

Total assets 13,441 13,065 376 14,383 13,837 546 - 15,806 -

Current liabilities 4,975 3,263 1,712 5,108 3,805 1,303 - 4,330 -

Non-current liabilities 5,260 7,455 2,195 4,661 6,890 2,229 - 6,810 -

Total liabilities 10,235 10,718 483 9,768 10,696 928 - 11,140 -

Shareholders’ Equity 3,206 2,346 860 4,615 3,141 1,474 - 4,665 -

Total liabilities and
shareholders’  equity

13,441 13,065 376 14,383 13,837 546 - 15,806 -

0 0

Capital ratio 23.9% 17.7% 0 32.1% 22.5% 0 - 29.3% -

Long / short Term
borrowings

3,518 5,895 2,377 2,885 5,135 2,250 - 4,826 -

✓ In anticipation of interest rate hikes, we are working to establish a system that allows us to repay borrowings at 
any time. To achieve this, we are focused on rapidly accumulating profits so that the combined value of our 
land, buildings, and cash and deposits exceeds our outstanding borrowings

13Previous Plan: Issued on May 15, 2024

https://contents.xj-storage.jp/xcontents/AS08887/a3f080dc/ee9f/491d/b0ab/633ff881e0d8/140120240515599274.pdf


Medium-term Business Plan
PROFIT AND LOSS STATEMENT 

Previous Plan
(2024.05)

Updated 
Plan

Difference
Previous Plan

(2024.05)
Updated Plan Difference

Previous Plan
(2024.05)

Updated Plan Difference

For FY26.3, the delay in improving existing businesses in the nursing care and disability support sectors is causing a significant downward pressure on 
profits for the full year.
For FY27.3, we are positioning it as the inaugural year for developing a new business model for the disability support business that can withstand rising 
construction and other costs, and we anticipate a significant downward revision of profits compared to previously announced forecasts.
For FY28.3, we expect contributions to profits from the disability support business developed in the previous year and anticipate that profits will double.

14Previous Plan: Issued on May 15, 2024

https://contents.xj-storage.jp/xcontents/AS08887/a3f080dc/ee9f/491d/b0ab/633ff881e0d8/140120240515599274.pdf
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Factors behind the decrease in operating profit

✓ Some large new facilities are taking longer than expected to stabilize, but we expect them to turn profitable 
within this fiscal year.

✓ Utility and food costs have been estimated conservatively; if there are significant increases, we plan to offset 
them through price adjustments.

✓ Price adjustments for rising food costs are scheduled after May 2025, but these have not been factored into the 
current business plan.

Living Platform Care CPF
Blue 
Care

Elderly Care Disability Support

Silver 
Hitz



Factors behind the decrease in operating profit 

✓ As we have decided to launch a new business (fee-based nursing homes) within our disability support 
operations, construction costs for five facilities will be incurred in FY27.3, and these are expected to start 
contributing to profits from FY28.3 onward

✓ While the underperformance of existing facilities will continue to have some impact, we expect them to 
gradually stabilize in FY27.3

2,042 

-128 -67 
38 

-14 
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-456 
-155 -20 

1,084 

0 
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1,000 

1,500 

2,000 

2,500 
Difference from the previous plan

Living Platform Care CPF
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Care

Elderly Care Disability Support

Silver 
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✓

✓

✓ Child care: No plan for new development, focus on improving programs and raising eNPS
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Elderly Care Development Plan
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Directions

Due to rising construction costs, we plan to limit the opening of new facilities 
and instead pursue growth through M&A, although this is not reflected in the 
business plan. In addition, starting from FY26.3, we will begin providing home 
nursing services covered by medical insurance and partially internalize medical 
home nursing operations.

Act. / Plan

Capacity#Facilities
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✓

Established
MPF

Start
In Hokkaido
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In Tohoku

Start 
in Kanto

#residents
people

Unit sales
thousand JPY
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Sales/person
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Operating profit margin
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Our company



Disability Support Development Plan
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Directions
While continuing to develop existing group homes and working support 
Type B, we will launch fee-based nursing homes and daily life care services 
as new business formats from FY27.3 onward.

Act. / Plan

Capacity#Facilities
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2. Expanding business category of disabilities support

• Restart new opening of “support to work type B” as the business condition has been improved since 2024
• Expand the business category towards  “living assistance” and its related daily services
• Will open residential elderly care facility for disabilities in accordance with their ageing
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Market size in 2020

2,269
Bil JPY
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Our category size
1,567 bil JPY

Trend of number of users
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2. Expanding business category of disabilities support

• Start wide range of services in accordance with expanding demanding for 
disabilities

• Will open residential facility for elder disabilities

25

- Administration
- School for 

disabled
- Other support 

functions

Group 
home

Referral
Elderly 

Residential 
care
Home 

assistance

Visiting care

Living
assistance

Visiting 
nursing

New

New

New

New

Option to move to 
the elderly care 
facilities of Living 
Platform Care.



Childcare Development Plan

Directions
Regarding the childcare business, we do not plan to undertake new 
developments and are considering growth through M&As, though this is not 
included in the business plan. We are focusing on improving our own 
programs and enhancing staff satisfaction and quality.

Act. / Plan
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Capacity#Facilities



Profit Model : Elderly Care

Tokutei In case of 90% occupancy of 70 capacity facility, Monthly
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8.19

Sales

11.97

20.16
16.00

4.16

Private fee Public fee

Expense Operating income

Mil JPY

Operating
margin
20.6%

Data Internal data



Profit Model : Elderly Care

Residential care In case of 90% occupancy of 70 capacity facility, Monthly
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8.82

10.08

18.90
16.00

2.90

Operating 
margin
15.3%

Sales

Private fee Public fee

Expense Operating income

Mil JPY

Data Internal data



Profit Model : Elderly Care

Group home In case of 95% occupancy of 27 capacity facility, Monthly
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3.33

7.44

10.77
9.57

1.21

Operating 
margin
11.2%

Sales

Private fee Public fee

Expense Operating income

Mil JPY

Data Internal data



Profit Model : Disabilities Support

Support to work, Type B In case of 80% occupancy of 20 capacity facility)
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2.56 2.56
2.21

0.35

Operating 
margin
13.8%

Sales

Private fee Public fee

Expense Operating income

Mil JPY

Data Internal data



Profit Model : Disabilities Support

Group home(In case of 90% occupancy of 20 capacity facility)
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4.68
6.48 5.90

0.58

Operating 
margin
8.9%

1.8

Sales

Private fee Public fee

Expense Operating income

Mil JPY

Data Internal data



Profit Model : Disabilities Support

Elderly Residential Care (In case of 90% occupancy of 60 capacity facility)
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19.44
24.48

19.01

5.83

Operating 
margin
23.5%

5.4

Sales

Private fee Public fee

Expense Operating income

Mil JPY

Data Internal data



Profit Model : Disabilities Support
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12.96
16.56

13.00

3.56

Operating 
margin
21.5%

3.6

Sales

Private fee Public fee

Expense Operating income

Mil JPY

Data Internal data

Elderly Residential Care (In case of 90% occupancy of 40 capacity facility)



Profit Model : Childcare
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Sales

9.09 9.09 8.08

1.02

Public fee

Expense Operating income

Mil JPY

Operating 
margin
11.2%

Data Internal data

Approved care In case of 98% occupancy of 80 capacity facility)



Market Situation



Aging in Japan

The  population shrinks due to declining birthrate and growing proportion of elderly 
people.
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(Mil people)

Number of birth became less than 1 mil people, and fertility is below replacement.

2.07
Replacement standard

(WW)

Data Source: Demographics report by MHLW



Population & Workforce
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Is the Government Finance Plan Feasible?

Increasing social security charge will collapse the government finance balance.
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Estimate of Social Security Charges
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39 49
6811
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Our Solution: Improvement in Supply Side

Realize sustainable social security systems by improvement in supply side

40

Raise productivity 
through staff trainings

Expand the number of 
properties to meet 
market demands 

- Prevent turnover to 
take care family 

- Utilize Elder people as 
labor force

Raise added value of the 
work by the people with 

disabilities through 
education & learning

Expand the number of 
properties to meet 
market demands 

Utilize disabilities as 
labor force

Educate child for the 
future productivity

Expand the number of 
properties to meet 
market demands 

Prevent turnover to take 
care own child/children

- Higher productivity with 
trainings

- Financially effective 
operation 

- Properties as 
accumulation in capital

Labor transfer through 
the business



Transfer of Labor through Business Operations

Provide a working environment in which people with disabilities and the elderly can play an active 
role, and help reduce unwanted job turnover by expanding facilities for nursing care, disabilities 
support and childcare.
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Population aged 15 
and above

(110.97 million)

Labor force population
(69.51 million)

Employed
(67.87 million)

Willing to work and are working

Unemployed
(1.64 million)

Willing to work but not working

Non-labor force population
(41.37 million)

Unwilling to work
• Schooling, housework, elderly
• Caregivers, maternity and 

childcare, persons with 
disabilities

2

1

Breakdown of population aged 15 and above
Statistical definition

Facilitate labor force participation of those who are 
willing but have not been working

Enable those are forced to leave their jobs due to 
elderly care or childcare to stay at jobs

1 2

Our approach



Business Model and
Competitive Advantage



Sales
Mil JPY

Composition

Sales amount and composition, by business

43

13,717 
15,745 

1,137 
1,523 1,692 

1,784 
115 

150 
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7.9%

9.3%

0.8%

82.3%

6.8%

10.2%
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 Elderly care  Disability Support  Child care  Others



Elderly Care



For the sustainable Social Security System

Before the governmental financial collapse in future, develop a social security 
system by private companies.
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SOMPO
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Benesse 
Style Care

Nichii 
Gakkan

Gakken 
Group

Kawashima 
Corp Best life Soseikai 

Group
Koyama 
Group

Living 
Platform

Data source: Koreisha Jutaku Shimbun



Current Problems & Future Opportunities

For the better governmental financial balance, expand private services with 
reasonable price instead of higher costed public service.

47

Healthcare Long-
term

Elderly 
Care

Public 
Service

Specified 
facility 

(Tokuyo)

Private
Service

Specific
service

(Tokutei)

Group
home

Service fee per month
Forecast for 2025

Number of users
2011(act), 2025(fct)

62

32

20

30

48

15

16

72

24

37

62.5% +90K people

+210k people

Top 2011 Bottom 2025

In order to avoid financial collapse, should 
decrease costly alternative 



Service Domain

Advantages of the facility care
 - Cost effective in terms of infrastructure development
 - Higher opportunity of care-person recruitment
 - Possibilities of mutual communication among users
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Our Service Domain Market Size (2020)

10,507.8
bil JPY

721 bil Group home
585.7 bil Tokutei

1,002.8 bil Visiting care

305.7 bil Visiting cure

65.1 bil
On demand 
visiting service

Our Coverage
2,680.3 bil
JPY(25.5%)

Facility Care

Care & Cure
Publice Service Roken
Specific Public Service Tokuyo
Group home
Residential service*1
Others

Visiting Care

Assisted living
Elderly home care
Support for bathing
Support for rehabilitation
Visiting caregiving (on demand)
Day care @home*2

Day care @facility
Others

*1: Including “residential nursing care” and “Assisted living residences”.
*2: Actually equal as facility care in our business because our home care services are 
provided at the residential care 



Our Advantage
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Focus on large scaled city

- Easy access to the facility for families of residents
- Better condition for recruiting

Facility Location

Distance from
the nearest 

station

Compact
City

LPF
(avr.)

Tokyo main area
(23 wards)

Top20 big cities Middle
city

Others

13% 67% 6% 13%

4km

0.8km

Data Source: Internal figures, Status of nursing care in 2017 by MHLW, Compact city and urban policy by Japan Economic Research 
Institute



Our Advantage
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- Higher acceptability of wider ranged users including death watches enables to 
raise profit/user.

- Medical services through cooperation with local hospitals.

Higher acceptability

Acceptable for all range

Data Source: Internal figures, Status of nursing care in 2021 by MHLW, Compact city and urban policy by Japan Economic Research 
Institute

(K people)



Our Advantage

✓ Focus on mass-market to secure business size and high occupancy rate
✓ Provide service with competitive price against public service
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Market Volume Proce range

high

low

M
onthly Fee

Public service
avr.)

Private service
avr. Our Service

220,000 JPY

150,000 JPY

100,000 JPY

# users

OUR TARGET

Exclusive service’s 
market is too 
small and requires 
much more cost 
to cultivate staffs 
to offer the 
concierge service

Exclusive service’s 
market is too small 
and requires much 
more cost to 
cultivate staffs to 
offer the concierge 
service

Service for mass-market

Data source: Internal research and “Minna no Kaigo”(website)
Shown fees are examples of middle scaled city, including residence and food 



Facility design
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•

•
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✓

Occupancy rate =
Sum of residents of each facility at end of each month

Sum of capacity of each facility

32 37 41 42 43 44 44

2,426 2,779 3,137 3,198 3,269 3,339 3,339 

87.8 86.3 86.3 85.8 86.7 87.4 87.54
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✓

Occupancy rate =
Sum of residents of each facility at end of each month

Sum of capacity of each facility

28 35 47 48 48 48 49

594 711 934 963 981 981 998 

94.1 91.4
95.1

96.3
94.7 95.3 94.7

94.1 86.6
94.1 94.1 94.3

95.5 94.6

0

200

400

600

800

1,000



Disability Support



Business Opportunities

✓ Few players for the service of assisted living
✓ Less competitors for the working support at the first stage

56

Working Support

Living Support

Open
Support to work, Type B

Open
Residential Care

Mainly operated by 
major listed companies

(Support to work, type A) 

Not working Working



, 
651 

A , 1,211 

B , 
3,814 

, 
2,228 

, 1,958 

, 7,673 

, 4,803 

, 5,155 

2. Expanding business category of disabilities support

• Restart new opening of “support to work type B” as the business condition has been improved since 2024
• Expand the business category towards  “living assistance” and its related daily services
• Will open residential elderly care facility for disabilities in accordance with their ageing

57

Market size in 2020

2,269
Bil JPY

20

Our category size
1,567 bil JPY

Trend of number of users

0
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350

400

2016 2017 2018 2019 2020 2021 2022 2023

A

B



2. Expanding business category of disabilities support

• Start wide range of services in accordance with expanding demanding for 
disabilities

• Will open residential facility for elder disabilities

58

- Administration
- School for 

disabled
- Other support 

functions

Group 
home

Referral
Elderly 

Residential 
care
Home 

assistance

Visiting care

Living
assistance

Visiting 
nursing

New

New

New

New

Option to move to 
the elderly care 
facilities of Living 
Platform Care.



✓

Occupancy rate =
Sum of residents of each facility at end of each month

Sum of capacity of each facility

10 10 10 10 10 11 11



✓

Occupancy rate =
Sum of residents of each facility at end of each month

Sum of capacity of each facility

11 14 20 20 21 23 24

190 260 375 375 395 435 455 

94.7
90.5

90.2 90.9
86 85.4

86.8

85.3 
77.3 75.5 78.7 78.2 

75.2 
75.2 
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Childcare



Business Opportunities

the Ministry of Education, Culture, Sports, Science and Technology (MEXT) was in 
charge of education and the Ministry of Health, Labor and Welfare (MHLW) was in 
charge of child care.
On the other hand, day-care facility, which are in great demand, may not 
emphasize the function of education depending on the operator
There is a need to improve staff satisfaction and enhance the content of childcare

62

MEXT MHLW
Focus on Education Focus on Support

Before

Now

Kinder Garden / 
Pre-School Day Care/ Child Care

Kinder Garden /
Pre-School Day Care / Child Care



Our business domain

✓
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Our domain Market size as of Apr 1, 2021)

3,195 K 
people

101K people
Corporate in-house 
facility

2,215K people
Approved childcare
facility

Local
cities
based

Facility

Approved
child care

Kinder garden

Certified care

Comm
unity 

based

Small scaled
care

Home like care

Visiting care

In-house

Government
based

Corporate 
In-house

Others



Specified 
Education 
program

Our Advantage

✓ Well developed educational program enables to get demands for long term 
service

✓ Specified educational program contributes to the recruitment of childcare 
worker. 
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English

Abacus

Exercise

IT



✓

Occupancy rate =
Sum of residents of each facility at end of each month

Sum of capacity of each facility

11 12 13 13 13 13 14

806 906 956 946 931 931 950 

89.4
83.1 83.8 83.9

86.7 88.2 88.4

76.6 80.0 81.1
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86.7 88.2 88.5
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Driver of Growth
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Operating 
profit

Ordinary
profit

Profit 
attributable to 

owners of 
parent

ACT 19,204
YoY +13.8%

1,090
1,735

5,679
6,627

7,730
9,132

11,625

13,694

16,662
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Acquired 7 
facilities of Eco

✓

FY12.3 FY13.3 FY14.3 FY15.3 FY16.3 FY17.3 FY18.3 FY19.3 FY20.3 FY21.3 FY22.3 FY23.3 FY24.3 FY25.3

Acquired 2 facilities 
of Senior life

Acquired 1 
facilities of Ripple 

community 

Acquired Tellwell 
east Japan



Driver of Growth High Capability of Turn-around

Proven strength in turn-around after the merger.
Continuously & proactively find opportunities of M&A of small scaled businesses 
and poor performance businesses through the cooperation with local banks in 
addition to the current network.

69

Turn-around in ordinary profit after M&A
M&A +1 year +2 years +3 years

Care Products

Silver Heights Sapporo

I-Care Partners
Tokyo

Good Better BEST

Lifemix

IMAGINE child care

Alps no mori



Driver of Growth Asset Financing (Real Estate)

70

# property

Owned by Individual
including individual

asset management
Investor

(Including REIT)
S
e
lf

Company

69 facilities 3,417 beds

31.9% 36.2% 4.4% 26%

Utilize asset financing for the rapid business growth

As of Mar 31, 2023



Driver of Growth Attractive Working Condition

71

Competitive salary level n the area

Quarterly evaluation and opportunity for promotion

Public holidays & Paid holidays
Consecutive holidays (recommend to have 5 days in a row)

Convenient location from the nearest station

Raise CRA to 70 years old
No salary reduction due to the retirement age
No severance reduction due to the retirement timing

Initial training to verify the certificated license
Training to verify the advanced leveled license
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