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1. FY2021 3Q Financial Results and Revisions to

Earnings Guidance for FY2021
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Highlights of financial performance

1. FY2021 3Q Financial Results and Revisions to Earnings Guidance for FY2021

FY2021 3Q Financial Results

1. Both consolidated and non-consolidated sales progressed according to plan until FY2021 2Q, but sales deviated below 
the plan from the beginning of FY2021 3Q (especially from June 2021) (see pages 6-8)

• Caused by a fall in orders from clients in certain sectors that have been hard hit by the COVID-19 pandemic. Many of 
the KPIs for the consulting business indicate solid growth momentum (see pages 14-25), suggesting that 
business will return to growth in the next fiscal year

• Knowledge Management Research & Institute (“KMRI”), one of our subsidiaries, has experienced deceleration of its 
consulting business for the private sector due to the COVID-19 pandemic

2. Since the soft launch of Pro-Sign, our BSM1 platform to achieve the DX (digital transformation) of cost reduction activities, 
the number of clients that have signed up for free subscription of Pro-Sign has trended significantly higher than 
the initial plan (see page 37). We expect to begin charging during the next fiscal year

Consolidated Non-consolidated

1. Business Spend Management

2. EBITDA before investment: calculated by deducting profits and losses on new businesses (including Pro Sign) that are under development. The non-consolidated 

amounts generally represent profits on cost reduction consulting

Sales 24.8

Operating profit 5.4

EBITDA before 

investment2
6.7

Sales 28.2

Operating profit 5.1

EBITDA before 

investment2
6.7

(100 million yen)
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P&L Summary

Non-consolidated (cumulative) Consolidated

(million yen) 3Q FY20 FY20 3Q FY21 YoY % 3Q FY21

Sales 2,458 3,270 2,482 +1.0% 2,826

Cost of sales 649 924 897 +38.1% 1,160

Cost of sales ratio % 26.4% 28.3% 36.1% 41.1%

Gross profit 1,808 2,346 1,585 -12.3% 1,665

Gross margin % 73.6% 71.7% 63.9% 58.9%

Selling, general and 

administrative expenses
823 1,130 1,039 26.2% 1,150

SG&A ratio % 33.5% 34.6% 41.9% 40.7%

Operating profit 984 1,216 546 -44.6% 515

Margin % 40.1% 37.2% 22.0% 18.2%

EBITDA before 

investment
1,045 1,250 679 -25.1% 672

Margin % 42.5% 38.2％ 27.4% 23.8%

Ordinary profit 955 1,189 523 -45.2% 496

Net income 662 869 363 -45.2% 336

1. FY2021 3Q Financial Results and Revisions to Earnings Guidance for FY2021
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KMRI’s sales lagged behind plan

1. FY2021 3Q Financial Results and Revisions to Earnings Guidance for FY2021

• The consulting business for the public sector, which makes up more than half of KMRI’s sales, remained firm. Meanwhile, 

in the corporate consulting business, the impact of the postponement and cancellation of face-to-face seminars due to 

COVID-19 became evident

2

Consulting for 

private sector

Consulting for 

public sector

Total

• Consulting services relating to food safety management systems 

(ISO, etc.) are provided to leading food manufacturers

• In addition, seminars for managers are provided mainly to the 

manufacturing sector

• Lagged behind plan due to the impact of postponement and 

cancellation of face-to-face seminars due to COVID-19

• Environment-related research and consulting services, etc. 

are provided mainly to public offices, municipalities and 

incorporated administrative agencies, etc.

• Remains stable given multi-year / recurring projects, 

despite required competitive bidding

• Most sales are concentrated in March in relation of budget 

execution

158 152

(million yen)

143

88

300
240

Initial plan Results

Cumulative total sales in FY2021 3Q

• Sales fell short by 60 million yen in cumulative total in 

FY2021 3Q

• Sales are expected to fall short by 100 million yen in the full 

year of the current fiscal year as we expect a certain amount 

of impact to remain in FY2021 4Q
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2. Consulting KPIs and Current Momentum
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Consultant organization at Prored Typical team structure in strategy consulting firms

• We specialize almost exclusively in the area of cost reduction and have adopted a team structure in which each consultant 

will be an expert in the cost items he or she is in charge of. Therefore, consultants can become full-fledged consultants in a 

short period of time

Energy
Tele-

communications

Facility-

related

• Train consultants as experts of each major cost item

• The cost reduction process is standardized, regardless of cost items

• Compared to the case in which a single person is in charge of many 

cost items, it is possible to acquire deep knowledge and practical 

experience in a shorter period of time.

Time required for newly hired consultants

to become fully ramped up Half a year

Partner

Project manager

Consultants

• A team is formed with multi-layered members for each project

• Expert knowledge is accumulated among members in the upper 

layer. Many years of experience are required, and it is difficult 

to grow the team size in a short period of time

• Cost reduction is only one of many services, and it is difficult for 

younger consultants to accumulate expert knowledge

Years of experience

10 to 15 years or more

Six years or more

Time required for newly hired consultants to 

become fully ramped up

Few years 

or more

2. Consulting KPIs and Current Momentum

8 Ramping up new consultants in a short time
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3. Overview of the High-Growth BSM Market

and Progress in Pro-Sign
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4. Second Investment by BLUEPASS CAPITAL
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Disclaimer

◼ This document includes descriptions of the future prospects of the company. 

These descriptions were prepared based on the information at the time they 

were written and do not guarantee future results and involve risks and 

uncertainties. Please note that there is a possibility that these results will 

substantially differ from the future prospects due to a variety of factors

◼ This document includes past financial statements that have not been audited 

by audit companies and management figures of the company that are not 

based on financial statements

◼ The contents of this document will not be updated or revised, even if there 
are changes in matters or situations after the date these materials were 
created

◼ Any information in this document not pertaining to Prored Partners has been 
extracted from publicly disclosed information and the accuracy and 
rationality of such information have not been verified and thus are not 
guaranteed by Prored Partners




