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Presentation 

 

Moderator: Thank you for waiting.We will now begin the Q2 FY2026 earnings presentation for FCE Inc.First, 
let me introduce the speakers.I am Junetsu Ishikawa, President and Representative Director.I am Takahiro 
Onoue, Director and Managing Executive Officer, General Manager of Education Business and AI Solution 
Business Division.I am Junichiro Nagata, Director and Managing Executive Officer, General Manager of 
Process & Technology Business Division and Marketing Division.Thank you very much.Regarding the agenda 
for today's presentation, we will first give a presentation, and then we would like to take questions from the 
participants.After the presentation ends, a survey screen will be displayed when you exit, so we would 
appreciate your cooperation in completing the survey.Today's web presentation is being recorded for IR 
activity documentation purposes.Please be aware of this.We have some important notes for all 
participants.Please refrain from recording, audio recording, taking screenshots, or posting them on the 
internet or social media.We plan to post the transcript of this briefing session on our IR website at a later 
date.We now ask the company to begin their presentation. 
 
Ishikawa: Hello, I am Junetsu Ishikawa, Representative of FCE Inc.Thank you for participating in our earnings 
briefing today.I will explain our company overview, topics, and financial results.After that, Nagata, the 
Director in charge, will explain the DX Promotion Business segment, and Onoue, the Director in charge, will 
explain the New Business and Education & Training Business segments.Thank you. 
 

 
First, let me explain FCE's Purpose and Mission.Our purpose is "Creating a Future Full of Challenges."Our 
mission to realize this purpose is "Contributing to the maximization of human capital through autonomy and 
productivity."Our business consists of two main areas: the DX Promotion Business and the Education and 
Training Business.Although we started with the Education and Training Business, the DX Promotion Business 
now accounts for 56% of our sales.We will continue to expand the Education and Training Business, but the 
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plan is for the DX Promotion Business to account for a larger share going forward.Additionally, recurring 
revenue has exceeded approximately 85% of the total.This has increased management stability. 
 

 
This is the Executive Summary for H1 of FY2026.In terms of business performance, sales increased 14% YoY 
to JPY3.434 billion, and ordinary profit increased 14.5% YoY to JPY763 million.The topics are the four items 
listed here.We will explain these in detail later. 
 

 
This slide shows the performance of our stock-based businesses.Robo-Pat AI and Smart Boarding continue 
to grow steadily.The DX Promotion Business segment achieved sales of JPY1.042 billion, up 25.4% YoY.Robo-
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Pat AI's performance continues to be strong.It continues to drive revenue growth.Smart Boarding generated 
revenue of JPY156 million, up 12.2% YoY.The company's focus on direct sales led to an upward trend in 
ARPU, resulting in increased revenue.The combined MRR of Robo-Pat AI and Smart Boarding, which are 
driving the company's growth, reached JPY396 million, approximately JPY400 million, as of the end of 
March. 
 

 
With the recent rapid evolution of AI, we have received many questions from investors regarding the impact 
on our business.Therefore, we would like to take this opportunity to explain our perspective on how the 
evolution of AI is impacting Robo-Pat AI, our mainstay business.To start with the conclusion, the evolution of 
AI has been a significant tailwind for our RPA business, particularly for our Robo-Pat AI, from a short-term 
perspective.That said, from a medium- to long-term perspective, it is also true that we are considering and 
implementing measures with a strong sense of urgency to respond to these changes.To begin with, what 
RPA excels at is automating standardized PC operations accurately and at scale.On the other hand, AI excels 
at interpreting unstructured information, summarization, and document creation.In other words, we believe 
that RPA and generative AI are not in a competitive relationship, but rather in a complementary 
relationship.At least for now, there is quite clear segmentation under these circumstances.Our Robo-Pat AI 
has been actively engaged in incorporating AI both as a business and as a function, based on this 
concept.The number of companies adopting Robo-Pat AI continues to hit record highs, and there are still no 
signs of a slowdown in the adoption pace at this point.We believe that the positioning of our Robo-Pat AI as 
a cloud solution that combines RPA and generative AI and can actually be utilized in the field will become 
even clearer going forward.We will continue to promote expanded adoption and LTV improvement while 
enhancing convenience and added value, centered on the integration of RPA and AI. 
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To reiterate, while AI is currently a tailwind for our existing businesses, we have a strong sense of urgency 
regarding the speed of its future evolution.Not only in terms of adding features to existing businesses, but 
maintaining a competitive advantage over the medium to long term may become difficult unless we 
carefully devise strategies.That is why we position AI not as a mere trend, but as a theme to evolve our 
business structure itself.What we confirmed through communication with our clients in promoting the AI 
business was the reality that simply introducing tools alone does not produce results.This was also a 
challenge we faced during our RPA business.We have consistently focused on supporting people and 
organizations and driving behavioral change, through which we have developed our training and consulting 
businesses.We leverage this accumulated expertise and provide such support combined with our tools to 
ensure AI is firmly embedded within organizations and generates tangible results.We believe this is 
something only we can accomplish.The specific form of this is the business development of AI training, AI 
consulting, and AI coaching shown on this slide.By organically integrating these with products such as Robo-
Pat AI and AI OMNI AGENT, we will build a business model that achieves continuous DX and raises 
productivity.To reiterate, we will leverage our success model that has been used in the RPA business, which 
goes beyond just providing tools to supporting utilization and adoption, to further achieve medium- to long-
term growth.This concludes our basic understanding of AI evolution and our strategic approach. 
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From here, we will explain in order following the agenda.First, we will introduce the topics.In terms of 
company highlights, we have received high external recognition for employee engagement and 
organizational development, including our selection as a Motivation Company and as a Best Company in the 
Women's category of the Best Workplaces ranking.We believe this is an important indicator that serves as a 
foundation for raising productivity, retaining talent, and creating new businesses over the medium to long 
term.Additionally, in our publishing business, we will roll out e-book releases and campaign initiatives to 
mark the 30th anniversary of the Japanese edition of "The Seven Habits."We are also steadily preparing for 
the overseas expansion of the manga version.The publishing business plays a role in supporting our 
education and training business as well as our brand value.We will continue to support the growth of 
individuals and organizations through our books, training, and content. 
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These topics are about two new services that embody our AI-related business strategy.First, we have started 
preparations to offer AI Risk Management Training.While the use of AI is rapidly expanding, many 
companies are experiencing growing concerns about risks associated with AI utilization, such as information 
leaks and security governance.We offer this training as Compliance training for all employees to build a 
foundation for using AI safely and securely, going beyond mere risk avoidance.We have also started offering 
AI organizational utilization training and consulting services.As we have engaged in ongoing dialogues with 
our client companies, we have increasingly heard that while the introduction and trial use of AI tools are 
progressing rapidly, employees are not fully utilizing them, or it is difficult to see how to establish 
continuous usage as an organization.We will support our clients from training through implementation to 
organizational adoption in an integrated manner, thereby promoting their productivity improvements and 
working to make this a new revenue pillar for the company. 
 



 
 

 
 
 
 

8 
 

 
This has already been announced, but it concerns our policy on consolidated financial results.Since listing in 
October 2022, we have achieved continuous growth in both sales and profit.Over the past five years leading 
up to the previous fiscal year, our CAGR was 13% for sales and 32% for ordinary income.Going forward, we 
will continue to achieve sustained growth through the expansion of existing businesses and the launch of 
new businesses, aiming to realize a CAGR of 10% or more for sales and 20% to 25% or more for ordinary 
income.From FY2027 onward, we aim to achieve further growth through the launch of a new AI-related 
business.We have set our sights on meeting the formal requirements for the Prime Market listing by the 
fiscal year ending September 2027. 
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The current progress toward that goal is shown in the bottom right of the figure.We have already satisfied 
each requirement, including the number of shareholders, the number of tradable shares, and the ratio of 
tradable shares.Going forward, we will particularly focus on expanding profits and net assets.Regarding 
ordinary income, we plan to achieve significant profit growth in FY2026 and FY2027, with total profits for 
the two years exceeding JPY2.5 billion.We will also continue to strengthen our equity through profit 
accumulation to meet the JPY5.0 billion standard for net assets.FCE Group will continue to make further 
progress toward enhancing corporate value and maximizing social impact, viewing the listing on the Prime 
Market as one milestone. 
 

 
This is content we have already announced, but these are our future policies toward realizing management 
that is conscious of the cost of capital and stock price.We will work to increase our market capitalization 
from three perspectives: improving ROE, reducing the cost of capital, and raising our expected growth 
rate.Specifically, we aim to achieve sales growth of 10% or more and ordinary income growth of 20% to 25% 
or more every period, and to increase ROE through improving profit margins.In addition, we will work to 
reduce the cost of shareholders' equity capital through enhanced IR disclosure and improved stock liquidity, 
while continuing to increase the market's expected growth rate through the growth of our DX promotion 
business and the launch of new AI-related businesses. 
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Next, I will explain the Q2 FY2026 results.This is an overview of the Q2 FY2026 results.Sales, operating 
income, and ordinary income all increased YoY.Sales were JPY3.434 billion, operating income was JPY742 
million, ordinary income was JPY763 million, net income was JPY539 million, and the ordinary income 
margin ratio was 22.2%.YoY, sales grew 14%, and ordinary income grew 14.5%. 
 

 
This is a graph of sales for Q2 compared to the same period last year.Overall, revenue increased by JPY421 
million YoY, representing a growth rate of 14%.The DX Promotion Business continued to drive growth.In the 
Education and Training Business, although some sales shifted slightly to H2 due to an increase in customized 
orders for the ForeSight planner, revenue still increased.We view both businesses as performing steadily. 
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This graph shows the YoY comparison of ordinary profit for Q2.Overall, ordinary profit increased by JPY96 
million YoY.The revenue increase drove the profit growth.On the other hand, we frontloaded investments in 
new businesses, talent acquisition, and sales promotion. 
 

 
Here, let me explain the seasonality and leveling of expenses for the full year of FY2026.Traditionally, the 
company has had a tendency and seasonality to concentrate expenses in Q4, that is, from July to 
September, as growth investment toward the following fiscal year.However, in this fiscal year, the company 
has been proactively implementing planned investments from the beginning of the year, anticipating future 
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growth, including accelerated recruitment activities to acquire talented human resources and investments 
in new businesses.As a result, the annual expense allocation has been leveled, and the company has 
established a structure to implement investments in each quarter. 
 

 
Finally, I will explain the key priority initiatives for H2.In H2, we will steadily advance the growth of our 
existing businesses while continuing to invest in new businesses.For our existing businesses, Robo-Pat AI will 
achieve improved profitability through further enhancement of product capabilities, and Smart Boarding 
through synergies with our training business.We have been incorporating AI functions and AI content into 
both businesses, and we will continue to further strengthen our product capabilities going forward.In new 
business initiatives, we will focus on launching AI agent business, AI training, and consulting businesses.For 
RESCLE, our resilience training program, we will further accelerate the recruitment of partner companies to 
expand the business. 
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This is a graph showing the projected sales for H2.We are projecting H2 sales of JPY3.366 billion.By segment, 
we are projecting sales in the DX Promotion Business to increase by JPY209 million YoY.We are projecting 
sales in the Educational Training Business and New Business to increase by JPY70 million YoY.Note that sales 
from our new AI OMNI AGENT business are not yet included in our earnings forecast at this time.We are 
currently advancing paid trials and contract acquisitions while promoting product-market fit (PMF), and we 
will reflect these figures in our results going forward in accordance with business progress. 
 

 
This is a graph showing the projected ordinary income for H2.We expect an ordinary income of JPY397 
million in H2.We expect to achieve profit growth through increased revenue, with a positive JPY294 
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million.On the other hand, we will continue to actively recruit and invest in human resources and 
advertising, so we expect a negative JPY111 million due to increased SG&A expenses.Additionally, we 
anticipate a negative JPY45 million for investment in the new AI OMNI AGENT business.Regarding our 
approach to investment, this aligns with the explanation we provided earlier about the seasonality and 
leveling of expenses.Therefore, while H1 profit growth was restrained, H2 profit growth is expected to reach 
53.3%.This concludes my explanation.Next, Nagata, Director, will explain the strategy for the DX promotion 
business. 
 
 

 
Nagata: Now, I, Nagata, will explain the progress of our DX Promotion business.First, here are the results 
and key KPIs for the DX Promotion business.The DX Promotion business achieved revenue growth of up 
25.4% YoY.Revenue increases steadily each quarter as it accumulates with the number of companies that 
have adopted the service.The number of companies that have adopted Robo-Pat AI reached 2,055 as of the 
end of March 2026.Regarding the referral structure that we are focusing on building, almost all referral 
cases from there lead to direct sales acquisitions, and direct sales account for the vast majority of monthly 
acquisitions and net additions.Regarding ARPU, new client companies often start with one license at 
JPY120,000, but ARPU has been on an upward trend as existing client companies increase their IT usage.The 
number of people certified through the Robo-Pat Master Certification Program, which is designed to train 
personnel within client companies to create robots using Robo-Pat AI, has been steadily increasing and 
exceeded 4,000 as of the end of April.We recognize this as an important indicator of the penetration of 
Robo-Pat DX within our existing customer base, and it is progressing very smoothly.As a result, even as the 
number of companies adopting the solution increases, the churn rate has remained stable in the 1% range 
throughout the year. 
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Now, I will discuss the business details.First, I will explain Robo-Pat AI, our mainstay business.Robo-Pat AI 
was released in 2017 as a fully Japanese-developed RPA product.It has been offered under the name RPA 
Robo-Pat DX, but as AI functions have been progressively enhanced, the name has also been changed to 
Robo-Pat AI, aiming for further business expansion.This is a name change, so there is no change in the basic 
structure or business model.As shown in the bottom left, the licensing model is basically one license per PC, 
with a monthly fee of JPY120,000, provided through a month-by-month subscription model. 
 

 
Here, let me touch on the features of Robo-Pat AI again.Robo-Pat AI has two major strengths: product 
capabilities and consulting capabilities.First, regarding product capabilities, the major feature of Robo-Pat AI 
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is that on-site staff members can create robots themselves.It is designed so that even without an IT 
department or IT specialists, the individuals actually in charge of the operations can proceed with 
automation on their own.Furthermore, Robo-Pat AI has recently added AI functionalities, achieving 
improved convenience and expansion of areas that can be automated.This enables automation of a wider 
range of operations, going beyond the traditional scope of RPA.Next is regarding consulting capabilities.We 
have established a hands-on support system that leverages FCE's extensive track record of implementation 
and adoption, including the Robo-Pat Master Certification Program.A major differentiating point from other 
companies' products is that we not only provide tools but also consistently support the development of 
human resources who drive DX and the creation of organizations where people can grow.In other words, 
the comprehensive capability to provide one-stop support from implementation to full utilization and 
adoption is the greatest distinguishing feature of Robo-Pat AI. 
 

 
The breakdown of Robo-Pat AI adoption by industry and implementation results is shown in this graph.In 
addition to implementation in the manufacturing and retail industries, where there are many companies, 
we have also been accumulating successful results in professional services and the healthcare industry.The 
size of client companies is shown in the graph on the right.While we have successfully secured 
implementations with large enterprises, companies with 300 or fewer employees account for 70% of our 
clients, demonstrating our strong track record not only in the enterprise segment but also in the SMB 
sector.In particular, the implementation of Robo-Pat AI in companies with 300 or fewer employees 
represents a market where Robo-Pat AI's unique strengths are demonstrated, as it can be utilized even by 
companies without an established IT department or without high IT literacy. 
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As a business expansion strategy for Robo-Pat AI, we are advancing various partnerships.We are creating 
new business expansion opportunities in areas we cannot reach alone through the expansion of partner 
programs and client referrals within the same industry.These partners have been primarily collaborating 
with us in the form of referrals, supplementing areas we cannot reach on our own.As a specific partnership 
example, as shown in the upper section, we have a collaboration with Purpose Corporation, which provides 
Cloud AZ Tower, a cloud system for LPG operators.Through AZ RPA, which integrates Cloud AZ Tower—
boasting approximately 1,200 subscribing companies—with Robo-Pat AI, we automate data transfer tasks 
between systems.By having robots automatically execute data extraction and transcription tasks that were 
previously performed manually, we can expect a significant improvement in the operational efficiency of 
LPG businesses.We will deploy Robo-Pat AI together as a new option to achieve further operational 
productivity improvements for LPG businesses nationwide that use Cloud AZ Tower.The initial sales are 
already off to a smooth start.We are currently expanding the provision of information about Robo-Pat AI 
through these various channels, and our collaboration with regional banks is becoming stronger and 
progressing well, so we hope you will look forward to future developments. 
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Regarding functional enhancements, we added AI Character Input Assist as a new feature of Robo-Pat AI in 
August last year.As the second initiative, in addition to this, we released the AI Advisor feature in March 
2026.The AI Advisor is a feature designed to enable even first-time Robo-Pat AI users to create robots 
smoothly.It primarily has three functions.The first one is the provision of creation hints.The AI provides 
optimal script suggestions simply by asking users what they want to do.This enables even beginners to 
quickly implement complex automation tasks.The second is script summarization.This is a feature that 
visualizes the operation of Robo-Pat AI scripts through flowcharts and summaries, offering the advantage of 
immediately supporting the analysis of existing scripts and understanding of the current situation.The third 
is error explanations.When an error occurs during script execution, AI explains the possible causes, 
significantly reducing troubleshooting time.In this way, through continuous enhancement of AI functionality, 
we are creating an environment that enables our customers to automate their operations more easily and 
more quickly.Under the policy of making DX promotion in the field even more accessible, we will continue to 
further expand our functionality going forward. 
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Next, I will explain about a new product in the Robo-Pat series, Robo-Pat AI Agent Studio.This product is an 
AI agent platform provided by FCE, which was developed in collaboration with PKSHA Technology.It is a joint 
development model that combines FCE's frontline DX expertise with the AI platform that PKSHA Technology 
provides for enterprises.There are two major features.First, the product alone enables the creation and 
execution of AI agents.The product achieves intuitive operability that enables field staff members without 
specialized knowledge to configure and manage agents, allowing field department members themselves to 
advance business automation through AI agents.The second feature is seamless integration with the existing 
Robo-Pat AI.In addition to automating routine tasks through conventional RPA, AI agents enable the 
expansion of automation to include even non-routine judgment tasks.In this way, the scope of business 
automation through the synergistic effects of RPA and AI agents will expand significantly. 
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This is a map organizing the positioning of FCE's three DX promotion business products.The horizontal axis 
represents the nature of operations, ranging from routine to non-routine tasks.The vertical axis represents 
the spectrum from application-oriented domains, which are software designed for specific uses and 
purposes, to high customizability that allows free creation.First, Robo-Pat AI is a product that combines RPA 
and AI to automate routine tasks, and it is plotted here.Robots accurately and rapidly process repetitive 
computer operations that occur on a daily basis.Next, Robo-Pat AI Agent Studio is a product that builds 
workflows by leveraging AI agents.By integrating with Robo-Pat AI, it covers both routine and non-routine 
tasks, expanding the scope of automation.AI OMNI AGENT is a general-purpose agent platform where AI 
autonomously makes decisions and performs tasks.Users themselves can freely create agents for non-
routine tasks and utilize them in their work.In this way, the company has a complete product portfolio that 
can address all customer needs to raise productivity, from automating routine tasks to utilizing AI for non-
routine tasks.Each product complements one another, and synergies are indeed occurring where 
consideration of AI OMNI AGENT leads to consideration and implementation of Robo-Pat AI.By creating 
further cross-selling and upselling opportunities, we will drive the growth of the entire DX business.This 
concludes my presentation.Officer Takahiro Onoue will present on the new business, AI OMNI AGENT. 
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Onoue: From here, Onoue will present.First, I will explain our new business, AI OMNI AGENT.AI OMNI 
AGENT is an AI platform service that accelerates corporate productivity by utilizing AI agents that integrate 
multiple LLMs to automate business operations.Regarding this revenue structure, the gross profit is 
calculated by adding the initial fees to the monthly recurring revenue (calculated as the number of 
companies adopting the service multiplied by the average unit price), and then deducting the license fees 
paid to development partners as cost of sales.Regarding the types of licenses we offer to customers, we 
primarily provide two plans.First, the Standard plan offers unlimited use of over 100 official templates, with 
an initial cost of JPY400,000 and a monthly fee of JPY117,000.In addition, it is offered at a pricing plan of 
JPY1,100 per user.The Premium plan, which is the higher-tier plan, allows unlimited creation of original 
agents in addition to templates, and it is offered with an initial fee of JPY500,000, a monthly fee of 
JPY180,000, plus JPY1,500 per user.Furthermore, a major risk with these tools is that they may not be used 
satisfactorily after implementation, leading to cancellation.Therefore, leveraging our strengths from the RPA 
business, we provide complimentary support and consulting services to ensure successful 
implementation.This hands-on support approach for our clients is a major distinctive feature.In response to 
the recent surge in AI demand, we will promote the introduction and expansion of this technology as a new 
growth engine to fundamentally improve corporate productivity. 
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Next, I will explain the features of this AI OMNI AGENT service.There are four reasons why this AI agent for 
frontline operations, provided by us as a consulting company, is chosen.The first reason is that it can be 
created very easily.Anyone can create their own AI agent simply by giving instructions in natural 
language.The second is that it is highly accurate.It boasts an industry-leading reading accuracy of 82.7%, 
enabling accurate understanding and processing of even complex Japanese sentences.Third, it features 
robust security.We have established a system that prevents AI from learning or recording input data, so it 
can be used with confidence even in business situations involving confidential documents.The fourth is 
ongoing support that leads to results.We provide broad support from a consulting company's perspective, 
not just delivering tools but also leveraging our extensive implementation track record to assist with 
employee education and organizational culture development. 
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We will now explain the current progress of our business.This slide organizes the sales process from 
marketing to formal contract signing into four steps.First, in the marketing stage, we are working to acquire 
potential and existing customers through seminars and exhibitions.In the next initial meeting, we work to 
establish a common understanding with the customer regarding their challenges in raising productivity, and 
while providing 100 use cases specialized by industry, we align on specific implementation images and usage 
methods.We are now beginning to enter the paid trial phase.Regarding the paid trial, even though we call it 
a trial, we provide customer support while they pay the monthly usage fee.We believe that our unique 
hands-on support system, where dedicated consultants work closely with customers to create AI agents that 
can be utilized in their actual business operations, serves as a major differentiator.After the contract is 
signed, we will continue to provide utilization and adoption support as part of our consulting services, and 
we have established a system to responsibly accompany customers until they achieve tangible 
results.Additionally, an important point is that at each step, we also propose Robo-Pat AI as a means to raise 
productivity beyond this AI agent.Through AI OMNI AGENT sales discussions, as we gain a deep 
understanding of our customers' operational challenges, there are scenarios where, if there is a need to 
automate routine tasks, Robo-Pat AI may be a much better fit than using AI OMNI AGENT.We are currently 
building such a cross-selling framework.Through this cross-selling, we will contribute to expanding the 
customer base of the entire DX Promotion Business.In addition, regarding the organizational 
implementation of AI, the business environment surrounding companies has also changed significantly over 
the past few months.While there are various platforms that serve as business infrastructure, the current 
situation is that many companies are struggling with how to utilize AI within their organizations and how to 
take that first step.Therefore, we plan to strengthen our support for organizational adoption through two 
pillars: tools and literacy education, by providing AI training. 
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Next, I will continue to explain the growth strategy for the education and training business.First, I will 
explain the training business.Since our founding, we have provided training consulting services. Capturing 
demand for e-learning and systematized onboarding, we have been offering Smart Boarding, a flat-rate 
online training system, as well as training consulting services.First, regarding Smart Boarding, our flat-rate 
online training system, the cumulative number of accounts has surpassed 120,000.It has also been selected 
as the number one online employee training system that HR professionals want to introduce, receiving very 
high evaluations.What is particularly noteworthy is the low churn rate, which remains at an extremely low 
level in the 1% range, serving as a pillar of continuous recurring revenue and growth.Additionally, in the 
training and consulting domain, we offer a wide range of programs, including "The 7 Habits" training based 
on the global bestseller and "Change" for new employees.Recently, we released RESCLE, a resilience training 
program designed to help people thrive in times of rapid change.We continue to provide customized in-
house training programs and consulting services that meet market needs.By combining online Smart 
Boarding with in-person training and consulting services, we provide comprehensive support for corporate 
human resource development and organizational enhancement from all angles.Additionally, there has been 
a growing trend toward returning to in-person training recently.Even if the market changes and e-learning 
demand fluctuates in the future, we originally have a foundation for providing in-person training, so our 
strength lies in our hybrid system that can flexibly respond to any changes in needs. 
 



 
 

 
 
 
 

25 
 

 
I will explain the performance of the training business and our future policy.First, the graph on the left 
shows the transition of sales.As a whole, the training business continued to achieve steady growth, up 7% 
YoY.Looking at the breakdown in detail, while consulting, shown in gray, is on a declining trend, training in 
pink and Smart Boarding in yellow are growing.This indicates that the shift to a stock-based business model, 
which reduces dependence on individual personnel, is progressing smoothly.Here is our future policy.We 
will focus on two points.The first is improving ARPA.We will create synergies and increase unit prices by 
proposing combinations of our strengths in human resource development and organizational development 
training to companies that have adopted Smart Boarding.As shown in the graph on the upper right, the 
ARPA of Smart Boarding is increasing.Going forward, we will focus on improving ARPA.The second is the 
provision of new training content.To address our critical management issue of preventing early resignations 
and leaves of absence among young employees, we have developed and released RESCLE, a resilience 
training program designed to strengthen mental fortitude.We have welcomed Keisuke Honda as an 
ambassador and have also begun recruiting sales partners.We will develop this as a new revenue pillar.In 
this way, we will further improve the profitability of our training business by deepening engagement with 
existing clients and introducing new content. 
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Next, let me touch on the topics related to our training business.We plan to implement an AI role-playing 
feature in Smart Boarding.Many companies have increasingly expressed needs such as wanting to 
implement practical training but being unable to find time due to busy operations, wanting employees to 
practice role-playing exercises during their available time slots, and desiring objective feedback on their own 
responses rather than just learning from videos.The AI role-playing feature currently under development is 
precisely designed to address these real-world challenges faced by companies in the field.Users can practice 
practical output exercises with AI anytime, anywhere, and receive accurate feedback immediately on the 
spot.We believe this can dramatically reduce the burden on supervisors and senior employees who have 
been spending time on training and guidance.Moreover, in terms of convenience, we believe that the 
seamless transition from viewing learning content directly into role-play practice can also contribute to 
improving learning efficiency.We will provide further details about the features and release timing once 
they are finalized. 
 



 
 

 
 
 
 

27 
 

 
Finally, let me explain our education business.In our education business, we are implementing various 
initiatives, including providing management support and content to schools and tutoring centers 
nationwide, as well as supporting the digital transformation of educational institutions.As for our business 
areas, as shown above, they are broadly divided into three categories: schools, tutoring centers, and 
educational institutions.Regarding the content of the services we provide, our distinctive feature is that we 
offer both learning tools for academic subjects such as English, mathematics, Japanese, science, and social 
studies, as well as educational services designed to foster independence and enhance non-cognitive skills, 
such as The 7 Habits for Teens (7 Habits J) and the Foresight Planner, operating along these two axes.As for 
our current initiatives and future developments, we will actively advance alliances with sales partners and 
system integrations with external educational services to expand our customer base.Additionally, as for the 
Foresight Planner shown on the left, we have newly started offering the Foresight Contact Notebook for 
lower elementary school grades this year.The contact notebook format design supports the development of 
autonomous learning habits from lower elementary grades.This has enabled us to complete our lineup for 
all grades from elementary through high school, so we will first accelerate toward providing the service to 
one million students in the near term. 
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Finally, let me explain the latest topics in the education business.First is the new introduction of The 7 Habits 
J.Against the backdrop of school reform needs in a declining birthrate environment, our track record in 
character education and our approach to translating principles into action have been recognized, and 
starting in FY2026, we have secured commitments for new implementation at five private junior and senior 
high schools nationwide.This is expected to contribute approximately JPY40 million in recurring annual sales 
from 2026 onwards.We will further accelerate the expansion of these initiatives to create a situation where 
schools adopting the 7 Habits J program are present in all 47 prefectures.The second is the renewal of 
Selfee, our self-directed learning support system, into a cloud-based service.By transitioning to the cloud, 
the service will be accessible from any location or device, enabling us to simultaneously achieve not only the 
conventional functions such as improved classroom operation efficiency, but also enhanced home 
learning.Third, we secured a decision from a large municipality to adopt Minna no Gakushu Club.This hybrid 
learning material combines printed materials and videos, and has been newly adopted by 151 schools 
starting this April.We believe that this large-scale bulk adoption by a major municipality will give momentum 
to horizontal expansion to other municipalities going forward.In this way, we will further grow our 
education business through steady acquisition of new schools adopting our services, improved convenience 
through cloud migration of existing services, and expansion into large-scale municipalities.This concludes 
our Q2 financial results presentation.Thank you. 
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Question & Answer 
 

Moderator: Now, we will move on to the Q&A session.If you have any questions, please click or tap the 
"raise hand" icon at the bottom of your screen.When the unmute prompt appears on your screen, please 
unmute your microphone before asking your question.Please state your company name and your name 
before asking your question.Are there any questions?As there are currently no questions, I will now respond 
to the questions we received in advance today.I will now read the questions. 
 
Questioner: The question is asking us to explain  the investment stance toward H2, given that the 
seasonality of expenses has been leveled out from this fiscal year.Now, President Ishikawa, please provide 
your response. 
 
Ishikawa: We have been making growth investments in Q4 (July, August, and September) for the next fiscal 
year and the fiscal year after next.As we mentioned in this presentation, we aim to achieve an average 
annual growth rate (CAGR) of over 10% in sales and over 20% in operating profit. To achieve this, we are 
considering how to expand our existing businesses, launch new businesses, and proceed with M&A. 
As the denominator for calculating the growth rate increases year by year, we are carefully planning the 
timing of upfront investments and hiring, taking these three perspectives into account and considering 
predictable future figures. 
This fiscal year, as we embark on the AI business as a new venture, we decided to accelerate investments 
and hiring to keep pace with the speed of AI evolution and expansion. 
Therefore, compared to before, the timing of investments has been leveled out throughout the year. 
While we cannot accurately predict sales related to the AI business at this time, we are confident that we 
will achieve the figures we have promised for this fiscal year, and we will keep you updated on the progress 
of the AI business and how it will be incorporated into this fiscal year's figures. That's all from me. 
 
Moderator: Thank you, President Ishikawa.Are there any other questions?Since there appear to be no more 
questions, we would like to conclude the Q&A session here.For those who are interested, we can arrange 
individual meetings, so please contact us at our IR email address.Regarding the survey we mentioned at the 
beginning, we would appreciate your cooperation.If you close the screen directly, the survey will not be 
displayed, so please click or tap "Exit" before closing.Depending on the browser or device you used to 
participate in the seminar, the survey may not be displayed in some cases, so please understand.This 
concludes FCE Inc.'s financial results presentation for Q2 of FY2026.Thank you for participating today.[END]  
 
______________ 

Document Notes 
Portions of the document where the audio is unclear are marked with [inaudible]. 
Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an answer 
from the Company, or [M] neither asks nor answers a question. 
This document has been translated by SCRIPTS Asia. 
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Disclaimer 

JPX Market Innovation & Research, Inc. ("JPXI") reserves the right to edit or modify, at its sole discretion and 
at any time, the contents of this document and any related materials, and in such case JPXI shall have no 
obligation to provide notification of such edits or modifications to any party. This event transcript was 
created in whole or in part using generative artificial intelligence, and is based on sources JPXI believes to be 
reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not purport to be 
a complete or error-free statement or summary of the available data. Accordingly, JPXI does not warrant, 
endorse or guarantee the completeness, accuracy, integrity, or timeliness of the information contained in 
this event transcript. This event transcript is published solely for information purposes, and is not to be 
construed as financial or other advice or as an offer to sell or the solicitation of an offer to buy any security 
in any jurisdiction where such an offer or solicitation would be illegal. 
In the public meetings and conference calls upon which JPXI's event transcripts are based, companies may 
make projections or other forward-looking statements regarding a variety of matters. Such forward-looking 
statements are based upon current expectations and involve risks and uncertainties. Actual results may 
differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company's most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statement will be realized. 
THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH JPXI ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DO JPXI OR THE APPLICABLE COMPANY ASSUME ANY RESPONSIBILITY FOR 
ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT TRANSCRIPT OR 
OTHER CONTENT PROVIDED BY JPXI. USERS ARE ADVISED TO REVIEW THE APPLICABLE COMPANY'S PUBLIC 
SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS. THIS EVENT TRANSCRIPT IS 
PROVIDED ON AN "AS IS" BASIS. JPXI DISCLAIMS ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, 
INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR 
PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, AND ACCURACY, 
COMPLETENESS, AND NON-INFRINGEMENT. 
None of JPXI's content (including event transcript content) or any part thereof may be modified, reproduced 
or distributed in any form by any means, or stored in a database or retrieval system, without the prior 
written permission of JPXI. JPXI's content may not be used for any unlawful or unauthorized purposes. 
The content of this document may be edited or revised by JPXI at any time without notice. 
Copyright © JPX Market Innovation & Research, Inc. ("JPXI"), except where explicitly indicated otherwise. All 
rights reserved. 


