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May 28, 2026 

Paycloud Holdings 
TSE Growth 4015 Share Price (5/22) ¥470 

Summary 

① In the Cashless Services business, the Company provides services centered on "Dokuji Pay", a proprietary branded 
payment service integrating cashless payment and marketing functions, and used in a wide range of applications. 

② In the Digital Signage-related business, the Company provides a one-stop service from planning to distribution 
management and maintenance. Digital signage adoption is expanding across various locations, with demand growing. 

③ Targets aggregate ordinary profit of ¥2.5 bn or more for the most recent two fiscal years by FY8/29. 

 

Provides Cashless Services, Digital Signage-related and other businesses 

Paycloud Holdings, under its mission “Make the world happier with ideas and technology”, 

operates - through its group companies - the Cashless Services business (growth-investment 

business), the Digital Signage-related business (growth-investment business), and the Solutions 

business (stable-revenue business). 

Target aggregate ordinary profit of at least ¥2.5bn for the most recent two fiscal years by 

FY8/29. 

The current mid-to long-term target is “to achieve aggregate ordinary profit of ¥2.5 bn or more 

for the most recent two fiscal years by FY8/29”. The Company recognizes room for improvement 

in ROE and ROIC and aims to improve the ratios of cost of sales and SG&A to sales while 

continuing to grow its businesses. Specifically, increases in recurring revenue and operating profit 

per employee are set as targets at each operating company. 

FY8/26 plans top- and bottom-line growth, driven by the Cashless Services business and 

others 

FY8/26 full-year (Sept-Aug) company plan calls for sales of ¥11,500 mn (+12.4% YoY), adjusted 

EBITDA of ¥1,300 mn (+0.8%), and operating profit of ¥800 mn (+9.4%). The Company positions 

the Cashless Services and Digital Signage-related businesses as growth drivers and intends to 

continue investing. 

In FY8/26 1H (Sept-Feb), sales were ¥4,723 mn (-2.4% YoY), adjusted EBITDA was ¥593 mn (-

12.7%), and operating profit was ¥327 mn (-19.1%). Progress was in line with the company plan. 

Risk factors 

Key risk factors include (1) the internet usage environment, (2) responses to technological 

innovation, and (3) system trouble. The Company recognizes these risks and intends to avoid their 

materialization and respond if they materialize. 

 Listed Market TSE Growth 

Share Price (5/22, ¥) 470 

TOPIX (5/22) 3,892.46 

Market Cap (¥bn) 7.5 

Shares Out. (mn) 16.0 

FY8/25 actual (%)  

 ROE 3.4 

 Equity Ratio 46.5 

 Dividend Yield 0.0 

 P/E (x) 80.0 

 P/B (x) 2.64 
 

Share Price Performance 

 
Source: Compiled from QUICK 

 

Research Solution Department 

Earnings and share-price valuation 
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1. Executive summary 

Paycloud Holdings was listed on the Tokyo Stock Exchange Mothers in 2020 under the 

name arara. In 2022, it integrated with Valuedesign Inc., and in 2024 it integrated with 

Cloudpoint Inc, transitioned to a holding-company structure, and changed its name from arara 

to Paycloud Holdings. 

Through its group companies, the Company operates (1) the Cashless Services business 

(Valuedesign), (2) the Digital Signage-related business (Cloudpoint), and (3) the Solutions 

business (arara). 

Valuedesign’s proprietary payment service, Dokuji Pay, is a payment infrastructure used for 

a wide range of cashless-payment applications. Business expansion is also accelerating 

overseas. 

In the Digital Signage-related business (Cloudpoint), digital signage adoption is expanding 

across retail-store signage, station-area poster replacement and other venues, with demand 

expanding. The Company provides panel procurement, installation, maintenance and content 

control on a one-stop basis. 

The Solutions business (arara) is rolling out new AI-related services in addition to steady 

demand for email distribution. 

To accelerate business expansion, the Company is poised to actively pursue new services, 

new businesses and M&A alongside organic growth. 

Also, AI evolution and adoption are an opportunity for the Company. The Company plans a 

group-wide AI shift: (i) radical streamlining of internal operations and faster development cycles, 

(ii) embedding AI into existing products/services, and (iii) launching AI-related businesses and 

services. Through full use of AI, the Company will invest aggressively in growth areas and, 

within 3-5 years, transform into a corporate group very different from today. 

The profit target by FY8/29 is aggregate ordinary profit of ¥2.5 bn or more for the most recent 

two fiscal years. The Company sees room to improve ROE and ROIC, and aims to improve the 

cost of sales ratio and the SG&A-to-sales ratio, while continuing business expansion. 

Specifically, increasing recurring revenue and operating profit per employee are set as targets 

at each operating company. 

 

For FY8/26, the company plans sales of ¥11,500 mn (+12.4% YoY), adjusted EBITDA of 

¥1,300 mn (+0.8%), operating profit of ¥800 mn (+9.4%), and net profit of ¥360 mn (+150.4%). 

The Company positions the Cashless Services and Digital Signage-related businesses as 

growth drivers and intends to continue aggressive investment. 

In the Cashless Services business (Valuedesign): the Company plans to invest in (1) POS 

upgrades for new clients, (2) integration of the Dokuji Pay platforms, (3) a Gateway to support 

various general payment methods, and (4) online recharge support. 
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In the Digital Signage-related business (Cloudpoint), the Company is leveraging its one-stop 

strength to expand its client base. 

Lastly, the Company sets its mission as “Make the world happier with ideas and technology”. 

The Company believes business activities aligned with this mission contribute to society and 

ultimately maximize corporate value. 
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2. Company information 

Company profile 

Through its group companies, Paycloud Holdings operates (1) the Cashless Services 

business, (2) the Digital Signage-related business, and (3) the Solutions business. 

Figure 1: Company profile 

Company name Paycloud Holdings Inc. 

Founded 8/1/2006 

Headcount 301 (as of end-Aug 2025) 

Representative 

Chairman Yoshitsugu Miura,  

President Yosuke Iwai, 

 Director Tetsu Onoue 

Capital stock ¥1,054 mn (as of Aug 31, 2025) 

Business description Management of Paycloud Group companies 

Subsidiaries 
Valuedesign Inc., Cloudpoint Inc., arara Inc.,  

1 other domestic and 4 overseas subsidiaries 

Source: Compiled from company materials 

Purpose (reason for existence) 

Under its mission “Make the world happier with ideas and technology”, the Company 

envisions creating happy lives for all and provides services through ideas and technology to 

solve social issues and realize a society in which all can be happy. The Company believes 

business activities aligned with this mission contribute to society and ultimately maximize 

corporate value. 

On human-capital strategy - a source of sustainable value creation - the Company aims to 

actively secure and develop diverse talent, instill the group mission, enhance employee 

engagement, produce many group management leaders, and pursue sustainable corporate-

value improvement. 

History 

The Company was founded in 2006 as repica Inc. to pursue a cashless-services business. 

Its main offerings included a server-managed prepaid e-money system with low fee rates, 

alongside a mass email-distribution service. 

In 2016, the Company absorbed its AR* subsidiary arara and changed its name to arara. In 

2020, the Company was listed on the Tokyo Stock Exchange Mothers.*Augmented reality 
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In 2022, the Company integrated with Valuedesign, another cashless-services operator, 

lifting payment transaction value to ¥1 trillion. 

In March 2024, the Company integrated with Cloudpoint (digital-signage related), 

transitioned to a holding-company structure and changed its name from arara to Paycloud 

Holdings. 

Under Paycloud Holdings are Valuedesign (Cashless Services), Cloudpoint (Digital 

Signage-related) and arara (Solutions, including email distribution; formerly arara Demerger 

Preparation Co., Ltd.). 

Figure 2:History 

 
Source: Compiled from company materials 

Origin of company name 

The name Paycloud Holdings reflects “PAY” - as cashless adoption advances, expanding 

the possibilities of PAY services through Dokuji Pay and continuing to provide services that 

create a more convenient and rewarding society. 

“CLOUD” reflects, in marketing and corporate DX, applying AI and various cloud 

technologies to solve social issues, streamline business processes, enhance scalability, and 

provide outstanding cloud services to customers. 

Alongside the name origin, the Company sets its mission as “Make the world happier with 

ideas and technology”. The vision is to become “a globally active corporate group representing 

Japan”. 
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3. Business description 

The Company operates the following three businesses, providing a range of B2B services 

centered on retail marketing. 

Valuedesign offers Dokuji Pay-centric services that combine cashless payment and 

marketing, supporting client growth through services that drive store sales and operational 

efficiency. 

Cloudpoint, one of the leading companies in digital signage, provides a one-stop service 

from planning, equipment procurement, installation, content proposals, to distribution 

management and maintenance. 

arara provides a high-volume, high-speed messaging service, a data-security service that 

detects personal-data scattered across PCs and file servers, AR services that create filters 

used in promotions, and other services. 

The Cashless Services and Digital Signage-related businesses are positioned as growth-

investment businesses, while the Solutions business is positioned as a stable-revenue 

business. 

Figure 3: Business description 

 
Source: Compiled from company materials 
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4. Business model 

Each business serves customers and stores nationwide primarily through agents and 

service-integration partners. The Solutions business is also sold in integration with services 

offered by service-integration partners. 

The Cashless Services business is a recurring business centered on payment-fee revenue. 

The Digital Signage-related business combines spot business (new installations and 

periodic replacement orders) and recurring business (maintenance and system-usage fees). 

The Solutions business is a recurring business that secures stable revenue through low 

churn. 

Figure 4: Business model 

 
Source: Compiled from company materials 
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5. Growth strategy 

The Company positions the Cashless Services and Digital Signage-related businesses as 

growth-investment businesses. 

In the Cashless Services business operated by Valuedesign, securing ongoing recurring 

revenue through monthly usage fees and similar streams is positioned as the most important 

strategy. 

In the Digital Signage-related business operated by Cloudpoint, the most important strategy 

is to (1) grow spot revenue from digital-signage equipment sales and installation works at high-

quality clients with continuing order flow, and (2) grow recurring revenue from “Cloud Exa*” 

system deployments and equipment maintenance.*Digital signage distribution management system 

Note that the stable-revenue business - the Solutions business - positions the securing of 

continuing revenue via monthly usage fees or annual license fees (recurring business) as the 

most important strategy. 

Figure 5: Future investment plan 

  Development project 

① 
Development of a Dokuji Pay platform with improved data-processing capacity 

and diverse features to accommodate larger scale and customer needs. 

② System development for "Furumachi Pay" - a local-payment Furusato Nozei service. 

③ 
Development of systems enabling recharges to Dokuji Pay from bank accounts 

and other general payment methods. 

④ 
Developing new services for instant-win campaigns digitizing  

receipt-promotion campaigns in the digital marketing services area. 

⑤ Development of set-top boxes with new features for the digital signage business. 

⑥ 
Developing a wide variety of APIs that make linkage with service-integration partners 

and other-party systems easy, supporting long-term customer service in messaging. 
 

 Source: Compiled from company materials 
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6. Profit target through FY8/29 

The current mid-to-long-term target is “to achieve aggregate ordinary profit of ¥2.5 bn or 

more for the most recent two fiscal years by FY8/29”. 

The previous mid-term plan (FY8/23-FY8/25) review by the Company was: “Sales met the 

plan through the management integration with Cloudpoint, and EBITDA achieved step-change 

growth”. 

Under the previous mid-term plan, the Company aimed for a ¥100 mn reduction in steady-

state costs at the pure holding company. Even after absorbing higher audit fees at Cloudpoint 

post-integration, a ¥120 mn reduction was actually achieved, exceeding expectations. Major 

drivers were (1) reductions in director compensation through a leaner management structure, 

(2) office-rent cuts, and (3) recruiting-cost reductions. 

However, EBITDA of the Cashless Services business progressed about one year behind 

the initial plan, mainly due to delays in deploying iD-Dokuji Pay link services and manufacturer 

promotional services using Dokuji Pay. 

Customer count in the Solutions business grew at a 62.3% CAGR, but ARPU fell short of 

plan and EBITDA missed plan. 

The Company sees room to improve ROE and ROIC, and going forward aims to improve 

cost-of-sales and SG&A ratios while continuing to expand the businesses. Specifically, higher 

recurring revenue and higher operating profit per employee are set as targets at each operating 

company. 

AI and other technologies will be applied aggressively to pursue further improvement. New 

business development and active M&A are also planned with an eye to future ROE/ROIC 

improvement. 

On the profit-level target, with an eye to a potential future move to the Prime market, the 

Company aims for the earnings base required by the Prime market — Aggregate ordinary profit  

of ¥2.5 bn or more for the most recent two fiscal years by FY8/29. 

The Company will continue management oriented toward high growth, as is expected of a 

Growth-market listed company. Along the way, it is targeting the top 30 market-cap rank in the 

Growth market. 
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7. Cashless Services business 

Dokuji Pay 

Valuedesign primarily serves store-business operators, providing cashless services 

centered on Dokuji Pay - which offers loyalty benefits and preferential treatment to repeat 

customers. 

Dokuji Pay is a member ID-linked proprietary service. The store issues its own digital 

membership card and accepts payments via the proprietary payment service (closed-loop 

prepaid payment service); the service also supports recharging the own-payment service from 

general-purpose payment services (banks, credit cards, etc.). 

Customers such as supermarket and restaurant chains issue their own Dokuji Pay and offer 

it to end users as a convenient and rewarding cashless service, driving repeat visits. In this 

model, when consumers recharge, the store receives advance payment, improving cash flow. 

Digitizing traditional paper gift certificates and similar tools also improves operational efficiency 

and provides visibility into usage status. 

The main revenue source is recurring payment-fee revenue (75.8% of sales). Recurring 

revenue comprises payment fees (payment transaction value × fee rate) and service-usage 

fees. Spot revenue comes from initial fees, goods sales, etc. 

Figure 6: Features of Dokuji Pay 

Source: Compiled from company materials 
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Market environment 

In the cashless market, there is demand for member-targeted services that cannot be 

delivered by general payment methods, and Dokuji Pay’s marketing functions meet this 

demand. 

Also, as cashless payments spread, the fee burden paid by client stores to payment 

operators has risen. The deployment and promotion of Dokuji Pay is expected to lower this 

payment-fee burden. 

Recently, digitization of paper gift certificates and similar items has accelerated among store 

operators and local governments alike, driven by operational efficiency and data utilization. 

Market size: TAM is the ¥141 trillion cashless market; SAM is the ¥20.1 trillion e-money + 

code-payment market; SOM is the ¥6.5 trillion e-money market. Dokuji Pay holds a 22.3% 

share of the e-money market (FY8/25). The 5-year CAGR of the overall cashless market during 

2020-24 was 13.2%. 

Competition: only 2-3 providers offer comparable services besides Valuedesign. Due to its 

different role at client stores, Dokuji Pay does not compete with general payment methods. 

Valuedesign primarily provides Dokuji Pay services to supermarket and retail-chain operators. 

System provision from competing operators is limited. 

Growth strategy 

The growth strategy for the Cashless Services business is to deliver top- and bottom-line 

growth by comprehensively offering a range of cashless services to the client base built through 

Dokuji Pay. To further accelerate growth, the Company has begun a “Second Founding Phase” 

- expanding service domains beyond Dokuji Pay onto a new growth trajectory. 
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Figure7: Cashless Services growth strategy 

Source: Compiled from company materials 
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Key KPIs 

Cashless Services business FY8/25 full-year (Sept-Aug) annual payment transaction value 

was ¥1.45 trillion. New-customer wins drove the cumulative store count and cumulative end-

user count both higher; at end-FY8/25 the cumulative store count was 130,771 stores and the 

cumulative end-user count was 226,186 thousand. 

In FY8/26 1H (Sept-Feb), Dokuji Pay payment transaction value rose steadily to ¥772.8 bn. 

Also, at the end of FY8/26 1H, the cumulative store count was 133,425 stores and the 

cumulative end-user count was 236,354 thousand. 

Figure 8: KPI: payment transaction value  Figure 9: KPI: cumulative end-user count / cumulative 
store count 

 

 

Source: Compiled from company materials  Source: Compiled from company materials 
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8. Digital Signage-related business 

Business overview 

Digital signage-related business, with its mission “Creating smart living spaces” and 

leveraging creative capabilities developed in spatial design, combines Cloudpoint-original video 

devices with consulting, planning/design, system development, installation, content creation, 

and maintenance on a one-stop basis. 

The business model has a two-tier structure: one-off revenue from goods sales at the time 

of equipment/system installation or replacement, and recurring revenue from operating the 

distribution system and maintenance fees for equipment/systems. 

Revenue mix: 89.8% spot sales (initial fees, goods sales, equipment resale after 

maintenance period ends, signage-consulting income); recurring sales come from service-

usage fees and maintenance fees. 

Examples of deployment: KFC and Baskin-Robbins use digital signage on menu boards and 

POP, broadcasting menu information as well as time-of-day promotional content. 

At Ministop stores, digital signage is used as menu boards and as a call display indicating 

when soft-serve ice cream and other in-store items are ready. Use as advertising space is also 

progressing. 

Market environment 

Market needs are favorable. With an ever-growing volume of information requiring constant 

updates, and labor-shortages as a social issue, demand for digital signage is expanding. 

The Company provides a system that centrally manages digital-signage content, addressing 

labor-shortage and labor-saving needs. The overwhelming communicative power of video 

supports use in promotion, sales promotion and spatial design. 

Market size: the digital-signage-related market is estimated at ¥186 bn*. Given Cloudpoint’s 

annual sales of about ¥5.6 bn, there is room to grow share. Long-term, the Company aims to 

deploy promotional media advertising at retail and food-service stores; short-term, it is 

expanding its client base within the digital signage and related markets (system sales + content 

production + maintenance support).*Per company materials 

Strengths: competitors tend to be biased toward specific equipment manufacturers or have 

service gaps, while Cloudpoint offers its clients one-stop service - from digital-signage 

deployment planning, system proposal, installation, content production/distribution, 
to system operation and maintenance - covering both pre- and post-
deployment. 
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Figure10:  Digital Signage-related business strengths 

 
Source: Compiled from company materials 

 

Growth strategy 

Amid a shrinking workforce and changing values, the Company uses digital to lift productivity 

in promotion and spatial design and to enhance the experiential value of physical spaces. 

In digital signage, the Company leverages its strength as a one-stop platformer covering 

pre- and post-deployment to deepen connections with target industries (cultivating loyal 

customers), advance system and service development, and accelerate growth through 

problem-solving for clients. 

Key KPIs 

The KPI is the cumulative number of installed signage panels. As of end-FY8/25, the 

cumulative installed-panel count reached 68,450 nationwide, reflecting the strength of one-stop 

delivery from deployment planning, equipment selection, system proposal, installation, content 

production/distribution, to system maintenance and operation. 

A supplementary KPI is recurring-revenue growth. The recurring-revenue driver - the cloud-

based digital-signage distribution system “CloudExa” - enables uploading of video material, 

scheduling, and remote distribution/monitoring of playback terminals over the internet. FY8/25 

recurring-revenue growth was +43% YoY. 
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9. Solutions business 

Business overview 

In the Solutions business operated by arara, the messaging service accounts for more than 

about 80% of revenue. 

The messaging service provides automated, high-volume email distribution for marketing 

emails (mainly promotion) and transactional emails (information notifications), reducing the risk 

of distribution delays and non-delivery. 

Use cases: (1) marketing emails (driving traffic from existing customers and converting them 

to loyal customers); (2) transactional emails (automated notifications triggered by customer 

actions such as product/service bookings and registrations). 

Key features: (1) Email-distribution API (automated linkage with external systems such as 

core systems via API); (2) Email marketing (built-in targeted distribution and post-distribution 

measurement; HTML email creation is also easy). 

The business model is recurring: 93.6% of sales are recurring. Recurring revenue comprises 

service-usage fees (customer count × ARPU) and annual license fees. Spot revenue comes 

mainly from initial fees, etc. 

Deployment examples: e-commerce operators and other businesses (both B2B and B2C) 

with large member bases use email distribution as mailing-list newsletters for promotion and 

information delivery. The service is also widely used in linkage with core enterprise systems for 

action-triggered notification emails. As part of an MA* tool stack, the messaging service 

achieves fast, high-deliverability email distribution.*Marketing automation 

“arara message” holds a 3.7% share of the ¥20.8 bn email-distribution market. The 

CX/digital marketing market - the broader market the email-distribution market belongs to - is 

estimated at ¥373.8 bn, indicating substantial latent potential. 

Competition: the email-distribution market sees demand shifting from marketing emails (e.g. 

newsletters) to transactional emails (e.g. booking confirmations). Within this trend, the 

Company is expanding into the growth market of API-linked small-volume distribution. 

Strength: high customer convenience. arara’s high-speed email-distribution system is easily 

linked with clients’ mission-critical core systems, securing an indispensable position. Through 

reliable, secure and stable APIs, the system supports long-term client use. 
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Figure11: Examples of email-distribution service 

 

Source: Compiled from company materials 
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10. FY8/25 results 

In FY8/25 full-year, sales were ¥10,234 mn (+49.3% YoY), operating profit was ¥731 mn 

(+116.4%), and net profit was ¥143 mn (+93.9%). Adjusted EBITDA* - which the Company 

regards as a key strategic metric - was ¥1,289 mn (+78.7%).*Adjusted EBITDA = operating profit + depreciation 

(including amortization of intangible fixed assets) + share-based compensation expense 

By segment, the Cashless Services business posted sales of ¥3,768 mn (+11.6% YoY) and 

segment profit of ¥802 mn (+30.0%). The Digital Signage-related business posted sales of 

¥5,690 mn (+107.0%) and segment profit of ¥806 mn (+105.3%). The Solutions business 

posted sales of ¥770 mn (+4.6%) and segment profit of ¥298 mn (+32.3%). 

In the Cashless Services business, payment-fee revenue built up further and margins 

exceeded the initial plan. Customer count reached 1,131 firms, and the cumulative end-user 

count reached 226,186 thousand. Dokuji Pay payment transaction value rose steadily to about 

¥1.45 trillion, but missed the previous mid-term-plan target of ¥2.0 trillion due to timing 

differences in service deployment. 

In addition, the iD-linked service - linking the general-purpose e-money iD with Dokuji Pay - 

has been released behind the original plan, and the Company recorded a ¥54 mn extraordinary 

loss from impairment of related software and other assets. 

The Company also outsources part of the operations related to the iD-linked service and is 

obliged, at the time of contract termination, to pay the outstanding amount in full. In connection 

with the software impairment, the Company recorded ¥298 mn of contract-loss provisions as 

an extraordinary loss to cover future contractual payment obligations. 

In the Digital Signage-related business, Cloudpoint - made a wholly-owned subsidiary via 

share exchange on March 1, 2024 - was (1) consolidated for 2H only in FY8/24 but for the full 

year in FY8/25, and (2) saw strong performance from expanded digital-signage adoption at 

multi-store operators and at commercial facilities and offices. Cumulative installed-panel count 

rose to 68,450 and cumulative installed-location count rose to 30,810. 

In the Solutions business, arara strengthened outbound sales to corporate clients that 

distribute messages to business operators in its core messaging service. The Company also 

pursued web-marketing initiatives to win new customers. The business kept growing steadily, 

with the messaging-service customer count reaching 395 and churn at 0.6%. 
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Figure12: Full-year segment results (¥mn) 

Note: Consolidated financial statements prepared from FY8/22; CE = company Estimate 
Source: Compiled from company materials 
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11. FY8/26 company plan 

For FY8/26 full-year, the company guidance assumes consolidated sales of ¥11,500 mn 

(+12.4% YoY), adjusted EBITDA of ¥1,300 mn (+0.8%), operating profit of ¥800 mn (+9.4%), 

and net profit of ¥360 mn (+150.4%). 

In FY8/26 as well, the Cashless Services and Digital Signage-related businesses are 

positioned as growth drivers and aggressive investment continues. 

In the Cashless Services business, technological innovation and service delivery continue, 

and the market is expected to keep expanding. 

Valuedesign’s strengths are its contribution to client cash-flow improvement and loyalty-

customer building. The Company will continue to invest in expanding its business domains, 

including strengthening payment and marketing services. Specifically, it plans to invest in (1) 

POS upgrades for new clients, (2) Dokuji Pay platform integration, (3) a Gateway for various 

general payment methods, and (4) online recharge support. 

In the Digital Signage-related business, demand is expected to remain strong, supported by 

digital signage’s ability to deliver dynamic, visually impactful information in real time and meet 

changing market needs, and by growing expectations of digital signage as an automation tool 

to offset labor shortages. 

Cloudpoint will continue to leverage its one-stop strengths - from digital-signage deployment 

planning, equipment selection, system proposal, installation, content production/distribution, to 

system maintenance/operation - to expand its client base. In FY8/26, it will strengthen ongoing 

sales to loyal customers (about 60% of the segment) and direct resources to grow recurring 

revenue from the distribution system and equipment maintenance. With an eye to future multi-

store and large-store deployments, the Company will invest in recruiting and developing the 

talent needed to deliver them. 

In the Solutions business, arara aims to raise existing-customer ARPU through measures 

such as expanding the service menu of its core messaging service, with stable business 

performance expected to continue. 
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12. FY8/26 1H results 

In FY8/26 1H (Sept-Feb), sales were ¥4,723 mn (-2.4% YoY), operating profit was ¥327 mn 

(-19.1%), and net profit was ¥137 mn (-35.5%). Adjusted EBITDA was ¥593 mn (-12.7% YoY ). 

1H progress vs. full-year company plan: sales 41.0%, operating profit 40.8%, net profit 

38.0%, adjusted EBITDA 45.6%. Progress was in line with the company plan. 

Segment results: Cashless Services sales were ¥1,925 mn (+2.1% YoY) and segment profit 

was ¥463 mn (+11.6%). Valuedesign performed steadily, supported by new-service rollouts and 

a higher share of Dokuji Pay payments at existing customers. The 1H-end customer count was 

1,144 firms and the cumulative end-user count was 236,354 thousand. Dokuji Pay 1H payment 

transaction value rose steadily to ¥772.8 bn, appearing to exceed the company’s 1H 

expectations. 

Digital Signage-related sales were ¥2,413 mn (-6.0% YoY) and segment profit was ¥330 mn 

(-12.8%). Although demand is strong and order intake is firm, Cloudpoint saw timing differences 

in deliveries to some clients, putting sales and operating profit progress below company 

expectations. Cumulative installed-panel count rose to 71,064 and cumulative installed-location 

count rose to 31,673. 

Solutions sales were ¥388 mn (+0.4% YoY) and segment profit was ¥149 mn (-6.4%). The 

messaging service is winning new customers steadily and the business is performing well. 1H 

churn was 0.5% and the customer count reached 406. 

From April 1, the Company launched “Omairi Pay” - a cashless payment service for temples 

and shrines, supervised by the Kyoto Buddhist Association. Omairi Pay is expected to become 

a new fee-revenue business under Dokuji Pay through comprehensive agency operations. 

Valuedesign combines Dokuji Pay and general-payment know-how to address 

temples’/shrines’ needs for (1) ensuring religious freedom and (2) efficient temple/shrine 

administration. It handles payments collectively per temple/shrine, balancing non-disclosure of 

temple/shrine names with fee revenue. Beyond temples affiliated with the Kyoto Buddhist 

Association, the Company plans nationwide expansion. 

Figure 13: Quarterly results (¥mn) 

 
Source: Compiled from company materials 
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13. Cash allocation 

The Company prioritizes cash allocation to business growth. Allocation to strategic 

investments such as M&A and new businesses will be actively considered and executed in 

pursuit of further growth. 

Figure 14: Cash allocation 

Source: Compiled from company materials 
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14. Major shareholders 

As of end-February 2026, the top shareholders were: (1) Takashi Miura  2.4909mn shares, 

15.61%; (2) Yosuke Iwai  1.51 mn shares, 9.44%; (3) CARTA HOLDINGS 0.92 mn shares, 

5.75%; (4) Toru Onoe  0.57 mn shares, 3.59%; (5) Murf Corporation  0.47 mn shares, 

2.91%; (6) Dai Nippon Printing  0.439 mn shares, 2.75%. 
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15. Risk factors 

Major matters that may affect investment decisions: (1) internet usage environment; (2) 

responses to technological innovation; (3) system trouble; (4) competition; (5) risks from service 

defects; (6) installation-work accidents; (7) information-management framework; (8) 

relationships with agents and service-integration partners; (9) overseas expansion. 

As shown in Figure 15, the Company recognizes the possibility of these risks materializing 

and intends to avoid them and, if materialized, respond appropriately. 

Figure 15: Risks and mitigation measures 

Risk factors Description Mitigation 

Internet usage environment 
Changes in the internet usage environment - including new 
regulations, technical issues, or other unforeseen factors - 
may affect the business and results. 

Conducting research on internet-related regulatory 
trends and technologies to adapt business 
development to the environment. 

Response to technological 
innovation 

- The internet industry changes rapidly with constant new 
technologies and services; delays in adapting to innovation 
may affect results. 
- Unplanned system investment required to adapt to new 
technology may affect results. 

- Continuously deploying technologies and services in 
line with customer needs by reflecting customer 
feedback into service development. 
- Year-round IT engineer hiring and qualification-
acquisition support. 

System trouble 

- A sudden surge in access to service-providing computer 
systems, power outages, or other unforeseen factors that 
take systems down may affect results. 
- Sudden access surges, computer viruses or hacker 
intrusions, or other unforeseen factors causing system 
failures may affect results. 
- Program tampering or important data deletion due to 
employee error may affect results. 

- Multi-server load balancing, capacity expansion and 
regular backups for stable service provision. 
- Proactive measures such as a customer-facing 
incident board. 
- Development toward full migration to public cloud in 
the future. 

Competition 

- In the business areas where the Company operates - 
particularly Cashless Services and Digital Signage-related - 
the Company perceives relatively high entry barriers; 
however, intensified competition without sufficient 
differentiation may affect the business and results. 

- Strengthen customer relationships to capture needs 
and reflect them in services, expanding the business. 
- Build systems with optimal usability, provide content, 
ensure security in system use, and enhance customer 
support. 

Service-defect risk 

- Fully eliminating defects in advanced software is difficult; 
if critical defects are found in apps, software or systems 
developed and provided by the Company and cannot be 
properly resolved, the business and results may be 
affected. 

- Maintaining and building a highly reliable 
development structure through hiring of top talent and 
internal training. 

Installation accidents 

- The Digital Signage-related business involves installation 
works; falls or collapses of installed equipment causing 
personal or property damage may affect the business and 
results. 

- Daily occupational safety and health management, 
encouragement of skills training, periodic safety 
conventions, and equivalent measures for outsourced 
contractors. 

Information management 

- The Company handles client confidential and personal 
information; external leakage of important information 
assets may affect the business and results through loss of 
social trust and damage claims. 

- Established Personal Information Protection Policy 
and Information Security Basic Policy, and acquired the 
PrivacyMark to appropriately manage and protect 
information assets. 

Relationship with agents 
and service-integration 
partners 

We are actively strengthening our sales capabilities for 
each service to customers by leveraging agencies and 
system integration partners. Consequently, the business 
developments of these partners, as well as the termination 
of contracts with partners who hold significant customer 
bases, could potentially impact our financial performance. 

We manage our business operations and service 
delivery based on a precise understanding of contract 
statuses, achieved through close information sharing 
and collaboration with our partners. 
We are actively strengthening our sales activities to 
secure contracts with new strategic partners. 

Overseas expansion risk 

The Company is expanding overseas - centered on Asia 
(Singapore, Thailand, India, etc.) - and may face risks such 
as legal regulations, political instability and business-
environment uncertainty in each country that affect the 
business and results. 

We actively gather information on the macro 
environment surrounding our overseas businesses and 
closely monitor local conditions in each country to 
flexibly review and optimize our business deployment 
strategies as appropriate. 

Source: Compiled from company materials 
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16. Financial statements and key metrics 

Figure 16: P&L and key metrics 

 
Note: Consolidated financial statements prepared from FY8/22; CE = company Estimate 
Source: Compiled from company materials  
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Figure 17: Consolidated cash-flow statement 

 
Note: Consolidated financial statements prepared from FY8/22; CE = company Estimate 
Source: Compiled from company materials 
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Figure 18: Consolidated balance sheet and key metrics 

 
Note: Consolidated financial statements prepared from FY8/22; CE = company Estimate 
Source: Compiled from company materials 
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Notice from Tokai Tokyo Intelligence Laboratory 

 

Pursuant to the Financial Instruments and Exchange Act, please note the following matters: 

 

Tokai Tokyo Intelligence Laboratory overview 

 
Trade name : Tokai Tokyo Intelligence Laboratory Co., Ltd.   Financial Instruments Business Operator    

Director-General of Tokai Local Finance Bureau (Kinsho) No. 187 

Member associations : Japan Investment Advisers Association (Asset Management Association) 

 

This report has been prepared by Tokai Tokyo Intelligence Laboratory Co., Ltd. (“the Company”) on a commission basis from the 

subject company in exchange for compensation. 

This report is distributed only via direct delivery from the subject company or the Company. Please use this report only for the 

recipient. The rights to this report belong to the Company; any unauthorized reproduction or transmission for any purpose is 

prohibited. 

This report has been prepared to provide information on the subject company and is not intended as a solicitation to invest. While 

this report has been prepared based on information believed to be reliable, the Company makes no representation or warranty as to 

its accuracy or completeness. Content reflects the situation as of the date of preparation and may change. The final investment 

decision should be made at your own judgment. 


