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Executive Summary: Achievements of the Current Fiscal Year (FY25) and 
Positioning for the Next Fiscal Year (FY26)

◼ In the second year (FY25) of our medium-term management plan (FY24-FY26), titled "Structural Reform," we achieved the targeted sales 

growth rate of over 10%, marking the 21st consecutive year of revenue growth and the second consecutive year of record-high profits.

◼ In the next fiscal year (FY26), we aim to build on the achievements accumulated over the past two years to steadily accomplish the initial 

goals of our medium-term management plan. Additionally, we will venture into developing new business models that are not confined by our 

past successes.

Key 
indicators
(consolidated)

Priority 
measures

Results

Business 
policy

Transformation into profitable structure

FY24
Regrowth

FY25
Complete structural reforms

FY26

Sales growth rate above 10%

Aim to achieve record high profits and to 
maintain profit margin at FY24 level

Net sales: 14.0-15.0 billion yen

(including M&A effect = over 500 million yen)

EBITDA margin: Higher than 16%

• Strengthen operating base/structure

• Strengthen the trinity value proposition

• Develop new solutions including Gen AI

• Lay the foundation for discontinuous 
growth (M&A)

• Establish trinity business model

• Execute discontinuous growth (M&A)

• Develop/ expand into a business with 
impact on industry beyond the framework 
of conventional IT corporations

Shift to growth trajectory due to 
business scale (=net sales) 

expansion

Accelerate growth through bold 
investment and break away from the 

existing IT industry framework

[Annual results]: 
Double-digit growth for both sales and profits

• Revenue: YoY +11.5% = 21st consecutive year of 

revenue growth

• Operating Profit: YoY +16.8% = Record-high profit

• Large-scale Share Buyback: Total shareholder 

return ratio of approximately 70%
• •

EBITDA margin

(Initial plan) 13.6% → (actual) 16.7%

• Improved paid utilization rates at PF 
Business

• Review of SaaS cost structure

• Strengthened business tactics through 
matrix organization

Sharp turnaround of sluggish profit 
margin due to transformation into 

highly profitable structure

• Achieved profit margins that outperform 
the plans

• Highest profits since the company was 
founded

• Achieved sales growth for 20 consecutive 
fiscal periods

Shareholder Return Policy for FY26

We will continue the basic policy, aiming for a total 

shareholder return ratio of 40% or more. 

• We plan to repurchase our own shares based on cash 

position

• Maintain a stable dividend, with 8 yen per share expected.
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a b b/a-1 c c/b-1

FY24 FY25 増減率
FY26連結業績予想
(M&A効果を除く）

増減率

 売上高 10,561 11,772 11.5% 13,500 14.7%

 PF事業 7,378 8,337 13.0% 目標17～18％成長 ー

 PD事業 3,183 3,436 7.9% 目標５％超の成長 ー

 EBITDAマージン 16.7% 16.7% ー 16％超 ー

 営業利益 1,349 1,576 16.8% 1,750 11.1%

［営業利益率］ ［12.8％］ ［１3.4％］ ー ［１3.0％］ ー

 PF事業 2,911 3,566 22.5% ー ー

 PD事業 769 870 13.2% ー ー

 調整額 *2 -2,331 -2,861 ー ー ー

 経常利益 1,358 1,626 19.7% 1,750 7.6%

 当期純利益 909 1,064 17.0% 1,150 8.1%

過去最高

単位：百万円

過去最高

過去最高

Net Sales

PF business

PD business

EBITDA Margin

Operating profit

[Operating profit  rat io]

Ordinary profit

Net income

PF business

PD business

Unit :  mil l ion yen

Adjusments *2

Record high

Record high

Record high

Record high

Record high

Record high

FY26 Forecast
(Excluding M&A effects)

Targeting 17-18% growth

Targeting over 5% growth

Over 16%

Percentage 
increase/
decrease

Percentage 
increase/
decrease

Executive Summary: 
Record High Sales and Profits in FY25, Accelerating Growth in FY26

◼ In FY25, we achieved both the revenue target (mandatory revenue growth of 10% or more) and the profit target (maintaining the profit

margin) set at the beginning of the fiscal year.

◼ For FY26, we aim to achieve the following performance forecasts with the existing three companies (*1) and further realize a revenue of 

14 billion yen through the effect of M&A.

Top Priority Goals

Sales of 13.5 Billion Yen
• Achieve through the expansion 

of business scale centered on 
the current services of the 
existing three companies (BP, TT, 
AAA).

Sales of 14 billion yen or more

• In addition to achieving the 
above mandatory targets, we aim 
to achieve the goals of the 
medium-term plan by 
anticipating the effects of M&A.

• M&A Effects:

- Consolidated contribution 
from the newly announced
subsidiary today

- Consolidated contribution 
from additional M&A

Stretch Goals

*1  Ex i s t ing  t h r ee  compan ies  ・ ・ ・  B r a inPad Inc . ,  T imeTechn o l og i es Lt d . ,  and  B r a inPad AAA Inc .

*2  Adjust ed amount  ・ ・ ・ Company-w ide  expenses  not  a l l ocat ed t o  each  segment  ( main l y ,  SGA  expenses  at  sa l es  and admin  depar t ment s  
 t hat  do  not  be l ong  t o  any  r epor t ab l e  segment )
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Executive Summary: Review of FY25 and Challenges to Address in FY26
FY25 Review:

◼ Although sales and profits grew more than expected in the first half, the growth rate could not be maintained throughout the year.

◼ Strengthen sales activities with a focus on monetizing the areas invested in FY25, aiming for growth throughout the year.

Common

PF

Business

PD

Business

• Strengthening the customer 
base in the 
manufacturing/distribution and 
financial industries  

• Launch of the AI agent 
business (Establishment of 
BrainPad AAA)

• Double-digit sales growth

• Maintaining a high level of 
profitability

• Continued growth of Ligla

• Ongoing improvement in profit 
margins  

• Launch of new products and 
acceleration of the product 
development cycle

• Acquisition of new customers and 

expansion of transaction scale through 

the reinforcement of sales 

processes/structure

• Further promotion of M&A

• Internal productivity reform utilizing AI

• Diversification of talent acquisition 

methods (local/overseas)

• Refinement and evolution of the 

"in-house production support model"

• Regrowth of talent development services

• Continued investment in Ligla

• Early monetization of new products

• Early launch of BPaaS model (strategic 

investment leveraging today's announced 

M&A)

Acievements key initiatives for FY26Pending issues

Review of FY25

• Speed of business scale
expansion

• Delay in realizing M&A

• Increase in outsourcing costs 
to compensate for delays in 
hiring  

• Market competitiveness of 
talent development services

• Double-digit sales growth not 
achieved  

• Quality issues in some services
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Customer 
Company

(Reference) Initiatives for FY25: Differentiation through a unique
“Trinity” business model

◼ To address the challenge of the shortage of data and digital talent, we provide a holistic three-pronged approach: in addition to （１） support from 

specialized talent, (2) talent development and education to bridge skill gaps, and (3) SaaS (PD business).,which will compensate for lack of skills. 

Through this integrated approach, we strongly support the democratization and in-house development of data utilization for enterprises.

◼ Our unique business model, which emphasizes "in-house development" as the core of our value proposition, differentiates us from major DX 

support companies.

Data-Related Technology 

Stack

Potential talent 
pool

Data-Driven Management

Productivity Improvement

Workforce Retention

In-House Development of 

Digital Talent

Analytical Technology

AI

Databases

Security & Privacy Tech

Cloud

Emerging Technologies

(Web3, DID, etc.)

Regional Talent

Administrative / Humanities Talent

Students

Global Talent

Corporate Reskilling Candidates

Demand side Supply side

Severe Talent 

Shortage

Practical software to make up 
for people's skill deficiencies

Business application by the industry's leading group of data specialists

(1) Analysis, consulting and system 
integration

(3) Provision of SaaS
(2) Human resource 

development and 
training

Support democratization and in-house development of data 
utilization based on the trinity business model

→Put technologies and human resources to practical use
and delivery them smoothly to the market

Accleration of Democratization of Data Utilization 
and In-House Development

Repost

Practical software to make up 
for people's skill deficiencies

Uncovering and reskilling 
potential human resources



©BrainPad Inc. 5

(Reference) FY25 Initiatives: Approach to Sales Growth Aimed at 
Achieving the Medium-term Management Plan

◼ As we shift course to scaling up our business, we will steadily implement growth-oriented investments with the aim 

of achieving double-digit growth in sales

◼ We have set growth targets that exceed the growth of existing businesses in our FY26 targets, and during FY25 we 

will lay the groundwork for expanded size through M&A activities

105.6

118〜120

140〜150
＋１１.７〜１３.６％

＋１6.７〜27.1％

FY24 FY2５
(Results forecast)

FY2６
（Medium-term Management 

Plan target values）

M&A effects

１０〜１５

Existing 
businesses

１３５〜１４０

（＋12〜１３％）

Impact due to 

variat ion in 

progress on 

recruitment:

200 mil l ion yen

FY25 Sales Forecast and Sales Targets Approach to FY25 Sales Forecast

A) Restore double-digit growth

• Heading toward FY26, we will  steadily restore the growth 
rate into the double digits

• We will  create an advantageous situation for BrainPad: 
advances in generative AI and ongoing shortages of 
human resources skil led in data util ization and AI

B) Consider the impact on variation in progress on 
recruitment (= 200 million yen)

• We will  work to strengthen mid-career hiring, but 
progress is susceptible to the environment in the 
recruitment market, which continues to heat up

• If progress is underwhelming, sales growth will  be l imited, 
particularly in the platform business

C) M&A activities  *  Not factored into the results forecast

• For organic growth from existing businesses, a growth 
rate of 12-13% is reasonable to strike a balance between 
recruitment and the quality maintenance

• In the current Medium-term Management Plan, we have 
factored in inorganic growth due to M&A activities, and 
will  aim to achieve at least one such acquisition in FY25

• We will  actively pursue M&A to make up for the 
uncertainty in recruitment

A

B

C

Unit :  100 mil l ion yen

Repost
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(Reference) Promising M&A Activities and Capital Alliances

◼ The main targets for M&A and capital alliances are related to the trinity business model. They are similar high-priced services 

and peripheral services aimed at major corporations which already constitute our main area of business

◼ The recent key focus areas are companies, whether unlisted or listed, that possess specialized personnel contributing to the expansion of our PF 

service business.

◼ From FY25, we have established a specialized organization to deepen collaboration with financial institutions and specialized services, and the 

number of projects under consideration since the beginning of the fiscal year exceeds 200 companies."

High unit price 
for large 

companies

Low prices for 
SMEs

Personnel 
training 
services

SaaS

Professional

Education platform

Introduce/dispatch 
digital HR

Data/AI consultantsSmall-scale SIer/SES 
companies

Cloud engineers

Web/app engineers

Package implementation 
engineers

Online learning service

AI competit ion management

Digital  HR placement/mediation

Data HR dispatch

Outsource data processing

Domain-specific support 
companies

Small-scale analysis/AI 
development service

Industry-specif ic consult ing

Operational support for marketing

Tech startups

Marketing automation
(Collaboration with Rtoaster,  

Ligla)

Generative AI applications

Data analysis support 
applications 

+ 

the SaaS for SMEs mentioned 
above

Repost

Key Areas of Focus for 
M&A Aimed at Capturing 

Strong Demand

Not only unlisted companies 
but also small listed 

companies are targeted
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The strategies, plans and forecasts contained in this document that are not historical factors are forward-looking statements, and are based on certain 

assumptions made in reliance on the information available at the time. Accordingly, please note that actual business performance and other developments 

may diverge from these forward-looking statements due to various factors in the future. In addition, figures shown in graphs may not match totals disclosed 

in earnings summaries due to the rounding of fractions.

The information contained in this document is current as of the time the document was prepared.

BrainPad assumes no obligation to update or alter this information even if the information changes due to future events or otherwise. All company names, 

product names and logos included in this document are the trademarks or registered trademarks of their respective companies.

BrainPad Inc.

Roppongi T-CUBE 11F, 3-1-1 Roppongi Minato-Ku Tokyo, Japan 106-0032

Tel: 03-6721-7701 (direct number for IR inquiries), Fax: 03-6721-7010

www.brainpad.co.jp ir@brainpad.co.jp

Analytics Innovation Company
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