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Software 

Business(1)

System 

Development

Service 

Business

Overseas 

Business

System integration business

Development and sales of software

including desknet's NEO

Kuala Lumpur, Malaysia

Packaged software sales /

Cloud service provision

Bangkok, Thailand

Packaged software sales / 

Cloud service provision

Metro Manila, Philippines

Packaged software sales /

Cloud service provision

California, United States

Local market research / 

Software development etc.

1. Given that DELCUI's importance as an outsourced development partner for NEOJAPAN is expected to increase in the near term, we moved DELCUI from the 
Overseas Business to the Software Business segment as of this first quarter. As a result, starting in FY01/25 1Q, DELCUI's results have been included in the Software 
Business segment.
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no-code business app development platform

Groupware

Business chat

desknet's NEO:

An all-in-one platform to support digital 

transformation (DX) in any organization and to 

strengthen business efforts.

Groupware:

Own collaborative communication tool for enterprises

AppSuite:

Makes it easy for anyone to migrate 

work done using paper, email, or Excel 

to Web apps.

ChatLuck:

Business chat suitable for large-scale 

on-premises adoption, with a focus on 

security.
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FY01/26 Q1 Business Results Summary
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Achievement

24.8%

Consolidated 

net sales

JPY1,996
million

Consolidated 

operating profit

JPY644
million

Software 

Business

System Development 

Service Business

The Software Business drives Group sales and profit. This document 

focuses mainly on the Software Business.

Net sales

JPY1,996 million

YoY: 

+18.3%

Operating profit

JPY644 million

YoY: 

+47.6%

Profit attributable to 
owners of parent

JPY447 million

YoY: 

+41.7%

Achievement

30.6%

Achievement

30.6%

• Performance proceeded smoothly, with sales and 
profit surpassing initial forecasts
In the key Software Business, both cloud service and packaged products 
are on track to exceed the targets set at the beginning of the fiscal year. 
This robust performance made up for the failure of the System 
Development Service Business to meet its target. Thanks to higher gross 
profit margins and measures to control SG&A expenses, each profit type 
significantly exceeded 25% of the annual plan in 1Q. In short, the fiscal 
year is off to a good start.

• Published medium-term performance targets
Our medium-term performance targets for FY01/28 are net sales of 
JPY9.42 billion and operating profit of JPY2.62 billion yen. Our targets for 
CAGR (three-year mean growth rate) are 9.1% for net sales and 10.3% 
for operating profit.

Proceeding 

according to plan

Up sharply 

exceeding plans

Up sharply 

exceeding plans



Consolidated Financial Results

(JPY mn) 

FY01/25 Q1 

results

FY01/26 Q1 

results
YoY

2026 full-year 

forecast
vs. Projected

Net Sales 1,687 1,996 +18.3% 8,048 24.8%

Gross profit 935 1,155 +23.5% - -

Gross profit margin 55.5% 57.9% - - -

Operating profit 436 644 +47.6% 2,106 30.6%

Operating profit margin 25.9% 32.3% - - -

Ordinary profit 468 654 +39.6% 2,166 30.2%

Profit attributable to 

owners of parent 315 447 +41.7% 1,462 30.6%

7



FY01/25

1Q

Software

Business

System

Development

Service Business

Overseas

Business

FY26/01

1Q

FY01/25

1Q

Software

Business

System

Development

Service Business

Overseas

Business

FY26/01

1Q

Factors Underlying Increase/Decrease in Net Sales and Operating Income

Significant YoY sales and profit growth driven by the software business

1. Given that DELCUI's importance as an outsourced development partner for NEOJAPAN is expected to increase in the near term, we moved DELCUI from the Overseas 
Business to the Software Business segment as of this first quarter. As a result, starting in FY01/25 1Q, DELCUI's results have been included in the Software Business 
segment.

Factors behind Net Sales Increase/Decrease Factors behind Operating Income Increase/Decrease
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-18 11
-3 -2

+18.3%
Increase from the 
previous period

+JPY 308 mn

+47.6%
Increase from the 

previous period

+JPY 207 mn

1,687

436

213 644
315 1,996



1,047 1,002 

1,097 
1,062 

1,149 
1,094 

1,206 

1,130 1,181 1,174 

1,392 
1,458 1,496 448 

432 

427 478 

492 
482 

514 
522 500 496 

516 
507 481 

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

Consolidated Net Sales (1) Trend

Net sales for the quarter set a new record high.
Revenue increased significantly in the software business, continuing the trend of record-high revenue in the previous quarter. 
Revenue in the system development service business declined due to the impact of prolonged outsourced development projects, but 
this situation has now ended, and revenue is expected to recover gradually from the second quarter onwards.

System Development Service Business

YoY -3.7%

9
1. Figures after eliminating intersegment transactions

FY01/23 FY01/24 FY01/25

(JPY mn)

Software Business

YoY +26.7%

FY01/26

1,687

1,996

YoY +18.3%

NEOJAPAN
テキスト注釈
contract



Consolidated Operating Profit(1) and Operating Profit Margin Trends

Registered a record quarterly operating profit that significantly exceeded past record
The Software Business boomed, and operating profit for the quarter was significantly beyond any results to date. However, 
the System Development Service Business saw lower profit, mainly due to lower revenue and higher labor costs.

1. Given that DELCUI's importance as an outsourced development partner for NEOJAPAN is expected to increase in the near term, we moved DELCUI from the Overseas 
Business to the Software Business segment as of this first quarter. As a result, starting in FY01/25 1Q, DELCUI's results have been included in the Software Business 
segment. (The change in the breakdown from 2Q to 4Q of FY01/25 has not been subject to review by an audit firm.)
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FY01/26FY01/23 FY01/24 FY01/25

System Development Service Business

YoY -24.2%

Overseas Business

Software Business

YoY +48.5%

644

YoY +47.6%

436

322 313

349

244

412

149

458

203

439
417

537

579

652

7
10

30

45

11

17

41

33

13
17

14

20

10

-21 -22 -29
-9

-30

38

-16 -22 -17
-24 -21 -27

-19

20.7% 20.9%

23.0%

18.2%

23.9%

13.2%

27.8%

12.9%

25.9% 24.5%

27.7%
29.0%

32.3%

0.0%

10.0%

20.0%

30.0%

40.0%

50.0%

60.0%

-50

150

350

550

750

950

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

(JPY mn)



643 665 688 704 716 729 744 760 768 773 

895 
990 1,029 

385 318 

390 341 
415 347 

445 
353 394 382 

479 

446 
438 

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

Sales Trends

Both cloud services and packaged products exceeded initial plans and progressed steadily.
Cloud services revenue increased by 34.0% YoY due to price revisions and an expanding user base, Packaged products 
increased 11.2% YoY as a result of strong growth in support services.

83.2%

2.2%

8.4%

Cloud services

Packaged products

Other products 4.2％

Support 

services
60.1%

12.4%

6.8%

0.9%

License revenue

Other services 2.0%

Stock revenue

YoY +26.7%
YoY +11.2%

YoY +34.0%

1,496

11

FY01/23 FY01/24 FY01/25 FY01/26

Software Business

1,181

(JPY mn)



Consolidated Balance Sheet

Maintained high financial soundness with a high equity ratio of 70.3%

(JPY mn) FY01/25 FY01/26 1Q Change FY01/25 FY01/26 1Q Change

Assets 9,240 8,984 -255 Liabilities 2,926 2,658 -267

Cash and deposits 

(included in above)
5,396 5,123 -273

Interest-bearing 

debt (included in 

above)
2 1 -0

Net assets 6,313 6,326 +12

Shareholders’ 

equity (included in 

above)
6,197 6,280 +83

12

Equity ratio 68.3% 70.3% +2.0%
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Summary of Full-year Forecasts

The number of users of cloud services is increasing,and the impact of price 
revisions is continuing. Planned increase in revenue and profit

14

(JPY mn)

FY01/25

results

FY01/26

forecast
YoY

Net sales 7,263 8,048 +10.8%

Gross profit 4,032 - -

Gross profit margin 55.5% -

Operating profit 1,951 2,106 ＋7.9%

Operating profit margin 26.9% 26.2% -

Ordinary profit 2,049 2,166 ＋5.7%

Profit attributable to 

owners of parent 1,414 1,462 +3.4%



24.1%

36.7% 35.7%

39.8%

40.2%

0.0%

20.0%

40.0%

60.0%

80.0%

100.0%

120.0%

140.0%

0

10

20

30

40

50

60

FY01/22 FY01/23 FY01/24 FY01/25 FY01/26
(projected)

Planned Dividends

15

23

Payout 

ratio

20

14

Dividends

42 yen

Maintaining the basic policy of progressive dividends, continued to raise dividends 
since our listing
On March 13, 2025, we announced a change in dividend policy and a dividend increase. Maintaining our core policy of 
progressive dividends, we have raised our yardstick for the dividend payout ratio to approximately 40%. (The target had 
been 30% or more.) To return value to our shareholders more frequently, we have paid interim dividends since FY01/25.

40

Interim

Year-end

21 yen

21 yen

(JPY)
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Consolidated Revenue Target

The Medium-Term Performance Targets for the three years ending January 2028 are as follows (a CAGR of 9.1%). We 
will continue to expand the number of users and cross-sell products and services with the aim of achieving long-term 
growth in earnings.

4,580 
5,206 

2,012 
2,020 

FY01/24 FY01/25 FY01/26 FY01/27 FY01/28

17

9,423

7,263

8,048
8,672

YoY +10.8%

CAGR 9.1%
(JPY mn)



FY01/24 FY01/25 FY01/26 FY01/27 FY01/28

Consolidated Operating Profit Target

The Medium-Term Performance Targets for the fiscal year ending January 2026, which were disclosed in April 2023, have 
been achieved one year ahead of schedule in the fiscal year ending January 2025. The Medium-Term Performance Targets 
for the three years to January 2028 are as follows (a CAGR of 10.3%).

18

1,951

2,620

2,106
2,251

YoY +7.9%

CAGR 10.3%

(JPY mn)
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ⅰ Results of Software Business



NEOJAPAN’s revenue categories

20

Software Business

① Sales of products as license

② Customization to meet client needs

③ Provision of support services (maintenance)

(Annual maintenance revenue: approx. 15% of 

package sales(1))

① Continually recording monthly usage charges as 

revenue

On premises

Server

Cloud

Monthly usage

charges

Packaged products Cloud services

License

revenue

①

Customization

②

Support services 

(maintenance)

③Client Client

Server①

Stock revenue = Support service charges + Monthly usage charges

1. The ratio varies depending on the number of users and type of contract.



586
601 616 632 651

668 682 692 715
721

844

924
965

194
199

202
204 206

208
212 215 220

232

244

256
263

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

The revenue of support services in packaged product increased significantly. Cloud services increased due to the impact 
of price revisions and an increase in AppSuite users.

1. Total of the support services component of packaged product revenues and service charges for the desknet’s NEO, ChatLuck, and AppSuite cloud services

88.7%

2.3%

9.3%

Cloud services

Packaged products

Support services

82.2%

YoY +19.8%

YoY +35.0%

YoY +31.5%

1,229

21

8.9%

6.5%

FY01/26

935

Software Business

FY01/25FY01/24FY01/23

Stock Revenue(1) Trends

(JPY mn)



781 
801 818 837 858 

877 895 907 935 
954 

1,088 

1,181 
1,229 

266 201 

278 
224 

290 
217 

310 

222 
246 220 

304 

276 267 

74.6%

79.9%
74.6%

78.8%

74.7%

80.1%

74.2%

80.3%

79.2%
81.2%

78.2%
81.0%

82.1%

0%

50%

100%

150%

200%

250%

0

500

1,000

1,500

2,000

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q
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Flow revenue

YoY +8.7%

Stock revenue

YoY +31.5%

The ratio of stock revenue increased in line with the increase in stock revenue. It remains at a high level.

FY01/23 FY01/24 FY01/25 FY01/26

Software Business

YoY +26.7%

1,496

1,181

Stock Revenue Ratio

(JPY mn)



3,152 
3,227 

3,293 
3,351 

3,466 
3,533 

3,609 3,635 

3,845 

4,607 

4,752 

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

ARR increased 36.4% YoY, due in part to price revisions implemented in September 2024. We are targeting further growth 
in the introduction of bundle plans and efforts to expand the numbers of cloud users.

1. ARR is defined as single month stock revenue at the end of each quarter annualized by multiplying by 12

YoY +36.4%

23

5,113

FY01/25 FY01/26

Software Business

FY01/24FY01/23

3,747

ARR(1) Trend

(JPY mn)



FY23/1Q FY24/1Q FY25/1Q FY26/1QFY23/1Q FY24/1Q FY25/1Q FY26/1Q

The cumulative number of users for packaged products results increased by +4.2% YoY. The number of cloud services 
users also increased by +2.8% YoY. The number of cloud users remained flat due to price revisions and the impact of a 
large-scale user switching to packaged products but has now begun to increase.

1. Figures shown exclude OEM.

Packaged product cumulative user trend Cloud userbase trend

459.1

423.5

405.6

54.8

46.6

50.0

YoY +4.2%
YoY +2.8%

24

53.3440.7

Userbase Trends(1)

(10,000 users) (10,000 users)



539 
552 565 579 594 

607 618 625 643 645

756

825 856

237 213 
233 211 

237 222 
251 231 230 225

288
259

271

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

Cloud services revenue increased significantly, up 33.1% YoY, due in part to the effect of price revisions. Packaged 
products revenue increased by 17.7% YoY, due to growth in support services.

1. Total revenue of desknet’s NEO license revenue, and support services.

Packaged products (1)

YoY +17.7%

Cloud services

YoY +33.1%

YoY +29.1%

873

1,127

25

FY01/23 FY01/24 FY01/25 FY01/26

Revenue Trends

(JPY mn)



0.29%

0.40%

0.17%

0.41%

0.29%

0.20% 0.22%

0.50%
0.40%

0.29%

0.45%

0.64%

0.38%

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

The cancellation rate for the quarter was 0.38%, marking a substantial improvement from the previous quarter, when it 
increased due to the impact of a large-scale user switching to packaged products. This rate was nearly equivalent to the 
same period of the previous year.

26
1. Calculated by averaging the figures obtained by dividing (monthly decline in MRR(2) attributable to service cancellation) by (MRR at end of previous month) for desknet's NEO 

Cloud users for the relevant quarter
2. MRR is calculated based on the monthly charge for continuously billed users as of the end of the target month or the total amount of 1/12 of the annual charge.

FY01/24 FY01/25FY01/23 FY01/26

Cloud Cancellation Rate(1) Trend



FY23/1Q FY24/1Q FY25/1Q FY26/1QFY23/1Q FY24/1Q FY25/1Q FY26/1Q

The number of packaged products results increased by +29.1% YoY. The number of cloud services users also increased 
by +42.9% YoY, due to strong sales of bundle plans. We will continue to promote the features of AppSuite and work to 
further expand the number of users.

Packaged product cumulative user trend Cloud userbase trend

42.2

21.4

14.0

9.0

4.8
3.6

6.3

YoY +29.1%
YoY +42.9%

27

32.7

    Userbase Trends

(10,000 users) (10,000 users)



Packaged products saw steady growth in both license sales and support services, resulting in a 16.7% increase YoY. 
Cloud services saw significant sales growth of 64.2% YoY due to the impact of price revisions and strong sales of bundle 
plans.

1. Total revenue from AppSuite license revenue and support services.

Packaged products(1)

YoY +16.7%

Cloud services

YoY +64.2%
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30 
32 

34 
36 39 

42 
45 

48 
52

54

66

76

86

31 
32 

36 

24 

51 

37 

58 

32 

46

32

46 35

54

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

YoY +41.9%

99

140

FY01/23 FY01/24 FY01/25 FY01/26

Revenue Trends

(JPY mn)



411

365
401

677

56 73

FY01/21 FY01/22 FY01/23 FY01/24 FY01/25 FY01/26

Initial budget 

approx. JPY 387 mn

Advertising costs are shown below.

29

Software Business

18.9%

Advertising Costs Forecast

(JPY mn)

Results of

the previous period

JPY 345mn



Detailed Data

1. Accounts defined as stock revenues 

(JPY mn) FY2025/1Q FY2026/1Q YoY change

Cloud services 768 1,029 261 34.0%

desknet’s NEO(1) 643 856 213 33.1%

AppSuite(1) 52 86 33 64.2%

ChatLuck(1) 19 22 3 18.9%

Other monthly revenue 46 42 -3 -8.3%

Other services 6 20 14 217.5%

Packaged products 394 438 44 11.2%

desknet’s NEO 49 54 4 9.5%

AppSuite 27 29 2 9.1%

ChatLuck 7 3 -3 -50.4%

Other license revenues 4 2 -2 -45.3%

Support services(1) 220 263 43 19.8%

Customization 16 27 10 63.2%

Other services 68 57 -11 -16.6%

Technological development 19 31 11 60.0%

Total Software business revenue 1,181 1,496 315 26.7%
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ⅱ Growth Strategy



Growth Strategies

32

01 02 03

Grow                       sales and 

accelerate cross-selling

Upgrade products via AI Increase sales by 
achieving growth in 

overseas businesses

desknet's NEO and AppSuite have 

accumulated large volumes of business data. 

Harness AI to improve business efficiency, 

grow the userbase, and raise added value.

The userbase has grown steadily since the 

establishment of sales subsidiaries in three 

ASEAN countries. We will strive to increase 

overseas revenue with the aim of it 

surpassing domestic revenue by targeting 

high economic growth and expanding demand 

for IT solutions. 

>> P39>> P37>> P33

Software Business

In addition to further growing desknet's NEO 

sales, accelerate cross-selling with AppSuite, 

ChatLuck, and other such products, with the 

goal of growing financial results.



FY22/4Q FY25/4Q

We will continue to enhance the functions of this “All-in-one no-code groupware” and aim for growth that exceeds the 
growth rate of the past three years.

33

4,559,000users

Average annual growth rate of users

5.4% Cloud services

4.3%Packaged products

537,000users

Increase in number of users



cross-selling strategy

34

Promoting

bundle plans

Bundle plans make

AppSuite the smart choice.

Promotion 

enhancement

Strengthening promotion as 

“All-in-one no-code groupware”

Adding to the 

partner strategy

Initial accreditation of partner firms offering 
a wealth of technologies in applications 

development, API systems development, 
and environment setup

Measures are underway to grow sales of AppSuite by revising the price structure and expanding and increasing sales 

promotion efforts, in addition to various other measures.

Light

600 yen/month

Premium

800 yen/month 1,000 yen/month

Standard



Status of Indicators Following Price Revisions in Cloud Services

With the price revisions in cloud services and the establishment of new bundle plans, ARPU grew by 37.0% YoY. AppSuite 
users accounted for about 17% of desknet's Neo users, an increase of about 5% YoY. Even after the price revision effects 
run their course, we will continue to pursue measures to expand cross-sales and to improve our ARPU.

ARPU(1) status usage rate(2)

35

FY25/1Q FY26/1Q

403.7 yen

553.0 yen

+37.0%

12%

17%

FY25/1Q

FY26/1Q

1. Monthly revenue per user. Calculated by dividing (monthly sales from desknet's Neo, AppSuite, ChatLuck) by (total number of users with desknet's Neo and ChatLuck stand-
alone contracts).

2. Calculated by dividing (number of AppSuite cloud users) by (number of users of desknet's Neo cloud services)



Growing the Product Lineup

In addition to AppSuite, which is a growth driver, we plan to further accelerate cross-selling by establishing a new bundle 
plan that includes ChatLuck, a business chat service for which market expansion is expected. We will also aim to further 
expand our business results by launching new services and options such as NEOPORT and RoomMgr.

36

• RoomMgr

• File Transfer

New Additional options

Continually growing LTV by 

continuing to release new products



37

desknet‘s NEO has a huge amount of business data stored in it. We can use AI to further improve business efficiency.
We plan to speed up development while collaborating with neoAI, our business partner, DELCUI and incorporate it into our 
products in the future.

01

02 Linkage with ChatGPT

03

05

04

06 Announced business alliance with

Previous efforts to utilize AI

Equipped with ChatGPT “AI assistant”

Hiring AI Engineers at

Started providing

AI customer communication hub

Capital increase to strengthen development



We’re currently considering launching generative AI services. We’re starting by creating the AI assistants necessary to 
perform various in-house tasks. Based on the insights gained through this initiative, we plan to eventually begin offering 
the services to customers.

38

AI Integration

* Screens under development

Email text 

creation

Minutes 

summarization

Specification searches

Detection of variances 

across different materials

Code generation

Report preparations

Assistance with approval 

form preparations
Text rewriting

Typo checksTranslation

Assistance with slide 

preparations

Report 

summarization

Preparation of written 

specifications
Code refactoring

Groupwide

Interview question 

generation

Internal rule 

searches

AI use case 

identification

FAQ preparations

Internal material 

searches

Anticipated 

shareholders meeting 

Q&A content

Personnel/labor affairs

Corporate planning / IR

Interview content 

summarization

IR material searches

Labor affairs 

inquiries

Financial indicator 

analysis

Interviewer roleplay

General affairs

Responding to 

inquiries

Agenda items for 

business negotiations

Product information 

retrieval

Act against Unjustifiable Premiums 

and Misleading Representations 

compliance checks

SWOT analysis

Sales roleplay

Customer support

Contract reviews

Advertising 

copywriting
Press releases

Public relations/marketing

Copy preparations

Sales

Legal affairs

Case law searches
Review perspective 

identification

Development



We have established NEOPhilippine Tech as a wholly owned subsidiary in the Philippines. The number of desknet's NEO 

users at each base is steadily increasing, and we have plans to develop this into a business that matches Japan in the future.

39

Overseas Strategy
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Major Topics in FY01/26 1Q and beyond

41

Products

February 4, 2025 Introduction of RoomMgr, a new optional meeting room reservations display for desknet's NEO Cloud edition

March 6, 2025 New desknet’s NEO version V9.0 released. New “File Transfer” feature enables sending large files

May 12, 2025 Conducted a demonstration project for the Information Sharing System for the Sick and Wounded with Yokohama City

June 4, 2025 New desknet’s NEO version V9.0 R2.0 released. Licensing for the packaged version of “desknet's Drive” and cloud version options

Awards

April 16, 2025
NEOJAPAN wins Leader award in four categories; desknet's NEO wins in the groupware category for the 24th consecutive period in 

ITreview Grid Awards 2025 Spring

May 30, 2025
desknet's NEO selected as one of the top 100 in ITreview Best Software in Japan 2025 No-code business app creation tool AppSuite

selected for the first time

June 3, 2025 desknet’s NEO, AppSuite, and ChatLuck win 11 awards in the BOXIL SaaS AWARDS Summer 2025

IR

March 13, 2025 Notice Regarding Revision to the Dividend Forecast (Dividend Increase) and Change of Dividend Policy

March 13, 2025 Notice Regarding Compliance with Listing Maintenance Criteria 

PR February 20, 2025 Eko Noguchi chosen as new spokesperson for desknet’s NEO—collaboration with her father, alpinist Ken Noguchi, also realized

Health 

management

February 6, 2025 Certified as a “Sports Yell Company 2025” by Japan Sports Agency

March 10, 2025 Selected as White 500 company in KENKO Investment for Health accreditation as a company committed to health management

Other March 11, 2025 Expanding the head office
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Briefing for individual investors(KabuBerry Channel) 

June 20, 2024

https://youtu.be/0J3r3QBUy0c?si

Equity Research Report(WEALTH ADVISOR)

April 2, 2025

https://cdn.kabushiki.jp/paper/b617e5981392f69a5b65a1cbf6e1d996/f832fb198e903294b96
66ca667d1c437.pdf

Original Company Analysis Article(MINKABU)

September 30, 2024

https://mag.minkabu.jp/companys-features/28415/

Research Coverage Report(Shared Research)

April 2, 2025

[EN]https://sharedresearch.jp/en/companies/3921

[JP]https://www.neo.co.jp/wp-content/uploads/2025/04/3921_JP_20250402.pdf

Next event scheduled for 

June 26, 2025.

https://youtu.be/0J3r3QBUy0c?si
https://cdn.kabushiki.jp/paper/b617e5981392f69a5b65a1cbf6e1d996/f832fb198e903294b9666ca667d1c437.pdf
https://cdn.kabushiki.jp/paper/b617e5981392f69a5b65a1cbf6e1d996/f832fb198e903294b9666ca667d1c437.pdf
https://mag.minkabu.jp/companys-features/28415/
https://sharedresearch.jp/en/companies/3921
https://www.neo.co.jp/wp-content/uploads/2025/04/3921_JP_20250402.pdf


Questions from Institutional Investors
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Management indicators: 111 questionsOther: 8 questions

Markets: 21 questions

Products and services: 63 questions

Overseas strategy: 13 questions

Growth strategy: 40 questions

In FY01/26 1Q, we received numerous questions concerning our growth strategy after price revisions for our cloud services and
medium-term performance targets. Therefore, we have decided to disclose our medium-term performance targets at this time.

Q. You say one major user switched from the cloud to a packaged 
product. Do you think this trend will continue?

A. We view that as a special case. We believe the overall trend of 
moving from on-premises to the cloud will continue.

Q. Are cross-sales with AppSuite increasing? Are sales of bundle plans 
proceeding smoothly?

A. As indicated by the growth in numbers of AppSuite cloud users, more 
and more customers are deploying bundles that include AppSuite. 
Our heavy promotion of AppSuite as groupware offering an 
integrated no-code solution is also demonstrating results.

Q. Do you believe your current profit forecast for the fiscal year is 
conservative?

A. We do expect revenue to grow by more than 10% this fiscal year, but 
we chose to present a realistic outlook for profit that accounts for the 
costs required to achieve future growth, including labor costs, data 
center usage fees, software amortization, R&D expenses, office rent, 
and advertising costs.

Q. You achieved your medium-term profit target ahead of schedule. Can 
you provide a new medium-term target?

A. We disclosed a target like this for the first time as part of the plan we 
formulated in April 2023 to stay eligible for listing on the TSE Prime 
market. So, at this point, we have no plans to disclose a new 
medium-term target.
→ Our targets are as disclosed in this presentation.

Marketing: 16 questions

Q. What’s your medium- to long-term growth strategy? What kinds of 
investments do you think you will need to make to achieve growth?

A. Developing products, including ones that employ AI, will be important. We’re 
strengthening our development capabilities in this area, including efforts 
made through our US subsidiary DELCUI. We also need to develop 
overseas markets for long-term growth. At the same time, we’re continuing 
to look at potential M&A that would deliver synergies.

Q. What’s the current status of your overseas business?

A. The number of users of our cloud services is growing steadily in 
Thailand and Malaysia, where we made our first moves. If we maintain 
the scale of our overseas sites, they should become profitable soon. 
Last year, we established a subsidiary in the Philippines. Eventually, 
we want to scale our overseas business to levels similar to our 
Japanese operations, so we will continue to strike a balance 
between growth and investment as we advance our business.

Q. Do you think the market will continue growing?

A. We believe the cloud market will continue to grow at an annual rate 
of around 8-9%. We think the on-premises market will stay flat, but 
there’s little competition, and we believe we can keep growing 
sales of our packaged products by tapping replacement demand.



New Version Launched
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“RoomMgr”, released on February 4th 2025, improves the utilization rate of meeting rooms by installing tablet devices 
linked to desknet's NEO in front of the meeting rooms. desknet’s NEO V9.0, released on March 6th, also includes a new 
feature called “File Transfer”. This enables the sending of large confidential files on desknet's NEO.

New feature “File Transfer” RoomMgr(Room Manager)

Additional options

1. On June 4, we started selling licenses for the packaged version of “desknet's Drive,” which enables file transfer functionality, as well as additional options for the cloud version.



AppendixⅣ

ⅳ NEOJAPAN Group Overview



Corporate Mission
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Contributing to the formation of a flourishing information society 

through real IT communication tools

Our services provide vital support for workers in organizations of all scales and industries,

including those involved in social infrastructures like rail, electricity, and construction.



Company Profile
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Company

name
NEOJAPAN Inc.

Established February 29, 1992

Location

(Japan)

Headquarters

Osaka Office

Nagoya Office

Fukuoka Office

Yokohama Landmark Tower, 10th Floor
2-2-1 Minatomirai, Nishi-ku, Yokohama-shi, Kanagawa, Japan

Nakanoshima Dai Building, 7th Floor
3-3-23 Nakanoshima, Kita-ku, Osaka-shi, Osaka, Japan

JP Tower Nagoya, 21st Floor
1-1-1 Meieki, Nakamura-ku, Nagoya-shi, Aichi, Japan

Across Cube Hakata Ekimae
3-4-25 Hakataekimae, Hakata-ku, Fukuoka-shi, Fukuoka, Japan

Consolidated 

subsidiary

(Japan)

Pro-SPIRE Inc.
WIRA Omori Building, 7th Floor

1-6-8 Omori-kita, Ota-ku, Tokyo, Japan

Consolidated 

subsidiaries 

(Overseas)

DELCUI Inc.

NEOREKA ASIA Sdn.Bhd.

NEO THAI ASIA Co.,Ltd.

NEOPhilippine Tech Inc.

California, United States

Kuala Lumpur, Malaysia

Bangkok, Thailand

Metro Manila, Philippines

Representative Akinori SAITO, President

Capital 297million yen(As of January 31, 2025) 

Consolidated

Net sales
7,263 million yen (FY01/25)

Number of 
employees 305 (Consolidated) (As of January 31, 2025)

Office Entrance

Development Area
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2018.1

Changed to TSE First Section

2021.2

NEO THAI ASIA established

2022.4

Moved to TSE Prime

Company History
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1million users

5million

users

2million users

3million users

4million users

JPY 7,263mn

Consolidated Sales

2015.11

Listed on TSE Mothers

2019.5

DELCUI Inc established

2019.12

NEOREKA ASIA established

2019.7

Pro-SPIRE acquired.

2024.4

NEOPhilippine Tech

established



Corporate Sales
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Information and communication Construction and real estate

School and education

Medical care and welfare

General and Organization

Financial institutions

Advertising and publishing

Traffic and transportation

desknet's NEO has been sold by many companies regardless of industry or size. 

Cumulative sales exceeded 5.2 million users
(1)

and are still expanding.

Logistics and

retail companies

Manufacturers Service

1. Total number of users based on the number of users subscribing to desknet’s NEO’s cloud version and users based on cumulative sales of the packaged version.



Chugoku

Kyushu

Okinawa

Shikoku

Kinki

Chubu

local governments

Adoption map
Hokkaido

Tohoku

Kanto
Akita Prefecture, Miyazaki Prefecture, 

Shiga Prefecture, Sunagawa in Hokkaido, 

Yokohama in Kanagawa Prefecture, 

Kamakura in Kanagawa Prefecture, Kobe 

in Hyogo Prefecture, Kitakyushu in 

Fukuoka Prefecture, and Naha in 

Okinawa Prefecture…

Sales to Local Governments and Public Agencies 
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* Total results as of May 2025

 Sales results represent the total of packaged products shipped and 

cloud version contracts.

 Figures on the map represent sales to local governments 

(prefectures/municipalities), not including customers who have 

stopped using our products or services due to mergers or other 

reasons.

 An organization with multiple contracts is counted as one customer.

 Adoption by some departments: Sales to prefectures, special wards, 

and cities with fewer than 300 users or towns and villages with fewer 

than 50 users

[Adopted by more than 1,250 local governments and public agencies]

Adopted 
by

日経BPガバメントテクノロジー 2024年秋号
自治体ITシステム満足度調査 2024-2025

グループウエア／ビジネスチャット部門部門1位

Local governments

643

Public agencies

611
Over 1/3

prefectural governments

have adopted it



Health investment

Ultimate health goals
Indicators of changes in 

awareness and behavior of 
employees and others

Indicators of efficacy of health 
investment measures

Effects of health investments
Management topics to 

be resolved through 

health and productivity 

management

Support for work-life 
balance

Workplace 
environmental 
improvements

Addressing health 
management issues

Health investment 
related to various 

results*

Increasing rates at 
which paid vacation is 

taken

Increasing rates at 
which childcare and 

long-term care leave is 
taken

Increasing rates of 
participation in 

exercise activities

Increasing rates of 
participation in 

activities

Increasing rates of 
undergoing health 

checkups and follow-
up exams

Increasing rates of 
undergoing stress 

checks

Investigation, 
disclosure, and 
normalization of 

overtime

Initiatives related to 
working hours

Exercise

Encouraging 
employees to take 

paid vacation

Information provision 
and measures related 
to sleep and nutrition

Support for balancing 
work with childcare 
and long-term care

Initiatives related to 
stress checks

Implementing and 
following up on health 

checkups

Building 
workplaces that 

enable employees 
and their families 

to demonstrate 
their individuality 

and abilities to the 
maximum in good 

physical and 
mental health

Sustained corporate growth associated with higher employee engagementRipple effects

Enhancing work-life 
balance

Reducing 
presenteeism

Reducing 
absenteeism

Improving work 
engagement

Increasing awareness 
of initiatives to 

address health issues

Increasing percentage 
of employees who 
exercise regularly

Increasing rates of 
good sleep and 

nutrition

Decreasing numbers 
of employees who 

skip breakfast

Reducing numbers of 
individuals requiring 
detailed or follow-up 

exams

Increasing overall 
satisfaction, based on 

stress checks

Increasing time that 
can be put to effective 

use both on and off 
the job
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We recognize that the mental and physical health of our employees and their families, as well as comfortable working 
environments in which individuals can demonstrate their abilities in good health, contribute to corporate growth. Based on 
that understanding, we are promoting health management to support the health of our employees and their families.

Health Management Initiatives

Promotion organization Health and productivity management strategic map

Certifications

Board of Directors

President

Industrial physician

Health insurance 
society

Administrative Division
Health Promotion Group

Employee 
representatives

Employees

Employee families

General Safety and 
Health Manager (Officer 

responsible)

Observers
Auditors

Internal auditing
Legal

Health Manager

Committee 
members

Selection of 
committee 
members

Recommend-
ations

Health 
Committee

Yokohama Health ManagementKENKO Investment for Health Stock Selection program



We distribute IR information to individual investors by e-mail.

If you wish to receive this service, please sign up at the URL or QR code below.

https://rims.tr.mufg.jp/?sn=3921
52

https://rims.tr.mufg.jp/?sn=3921


This document contains forward-looking statements regarding estimations, forecasts, targets and plans in 

relation to the results of operations, financial conditions and other overall management of the company 

and/or the group as a whole (the “forward-looking statements”). The forward-looking statements are made 

based upon, among other things, the company’s current estimations, perceptions and evaluations. In 

addition, in order for the company to adopt such estimations, forecasts, targets and plans regarding future 

events, certain assumptions have been made. Accordingly, due to various risks and uncertainties, the 

statements and assumptions are inherently not guarantees of future performance, may be considered 

differently from alternative perspectives and may result in material differences from the actual result. 

Therefore, these forward-looking statements are dependent on various risks and uncertainties, and actual 

results may significantly differ from the results expressed or implied in the forward-looking statements. 

Accordingly, you should not place undue reliance on the forward-looking statements. We are not under any 

obligation to change or correct the forward-looking statements according to new information, future events or 

other discoveries.

Disclaimer
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