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Corporate Mission

Accelerate Evolution

Keep challenging, keep evolving.

That is only natural.

Accelerate evolution and drive the future. That is the mission of GRCS.

Tech Makes It Simple

Exchange ideas, combine technologies

and work together with people of diverse backgrounds

to make the increasingly intricate world more visible and familiar.

Realize a borderless and seamless society—is what we aim to achieve.

Corporate Vision
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Executive Summary

5

c
Business 

environment

cFinancial results

c
Actions take in 

Q1 FY2023

• Outsourcing management, increased inquiries with high DX demand for data utilization

• Personal data, global company transactions, tightening of domestic telecom regulations

• Start new transactions with training services, raising awareness of ESG management

• Net sales: 675 million yen (+29.3% year on year)

• Operating profit: -96 million yen (-6 million yen year on year)

• Acquisition of financial technology business to reduce costs

• Developed 2 major securities firms and 2 major insurance companies as new customers  

• Steady reskilling of personnel from Valurate acquired through M&A last year

* As shifted to consolidated accounting in Q3 FY2022, the year on year changes indicate comparisons between consolidated business performance for current FY and   

non-consolidated one for previous FY.



Summary of Financial Results

Net sales

Gross profit

Gross profit margin

Selling, general and  

administrative expenses

Operating profit (loss)

Ordinary profit (loss)

Profit attributable to

owners of parent

FY2022

Q1

FY2023

Q1

Change

amount

Change

ratio

FY2023

forecast

Progress

ratio

522 675 152 29.3% 3,277 20.6%

110 139 28 25.8%

21.2% 20.6% (0.6pt)

117 236 118 101.0%

(6) (69) (90) 192

(9) (93) (83) 182

(6) (106) (99) 116

* As shifted to consolidated accounting in Q3 FY2022, the year on year changes indicate comparisons between consolidated business performance for current FY 

and non-consolidated one for previous FY.

Millions of yen

Net sales

Profit margin

Continued strong upselling to existing clients, increased transactions with new clients

Reduced cost of sales by taking over financial technology business, improved gross profit margin to the same level as the 

previous fiscal year

Proceeding largely as planned against the full- year earnings forecastOther



Summary Comparison (Quarterly Trends)

FY2022

Q1

FY2022

Q2

FY2022

Q3

FY2022

Q4

FY2023

Q1

Year on Year

change

522 591 649 635 675 29.3%

110 127 120 78 139 25.8%

21.2% 21.6% 18.5% 12.3% 20.6% (0.6pt)

117 130 166 209 236 101.0%

(6) (3) (46) (131) (96)

(9) (6) (34) (136) (93)

(6) (5) (69) (127) (106)

*1 As shifted to consolidated accounting in Q3 FY2022, the year on year changes indicate comparisons between consolidated business performance and non-consolidated one.

*2 Profit attributable to owners of parent for Q1 and Q2 FY2022 indicates profit on a non-consolidated basis.

Acquisitions of Valurate as consolidated subsidiary in Q1 FY2022, and of financial technology business in Q1 FY2023

Gross profit increased and gross profit margin improved due to business transfer

Recording 29 million yen as amortization of goodwill and advisory expenses due to business transfer in Q1 FY2023

Net sales

Gross profit

Gross profit margin

Selling, general and  

administrative expenses

Operating profit (loss)

Ordinary profit (loss)

Profit attributable to

owners of parent

Millions of yen

Y-o-Y

Q-o-Q

Other



Trends in Net Sales

378 

457 441 
480 

522 

591 

649 635 
675 

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

512 
654 

9 

20 

FY2022 FY2023

Existing 

clients 

96.9%

Millions of yen

Existing clients and new clients (Millions of yen)

Existing clients

New clients

499 
636 

22 

38 

FY2022 FY2023

Solutions 

94.4%

YoY

+29.3%

* GRCS shifted to consolidated accounting in Q3 FY2022

Steady sales growth 

FY2021

(ended Nov. 2021)

FY2022

(ended Nov. 2022)

FY2023

(ending Nov. 2023)

Solutions

Products



Trends in Operating Profit

18 

43 
35 

26 

(6) (3)

(46)

(131)

(96)

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

Cost of sales (Millions of yen)

Gross profit/gross profit margin (Millions of yen)

Transition from investing phase in financial technology business to profit recovery

258 287 314 338
291

168
169

204
212

246

2 1

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

FY2022 FY2023

21.2% 21.6%
18.5%

12.3%

20.6%

110 
127 120 

78 

139 

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

FY2022 FY2023FY2021

(ended Nov. 2021)

FY2022

(ended Nov. 2022)

FY2023

(ending Nov. 2023)

* GRCS shifted to consolidated accounting in Q3 FY2022

Millions of yen

Labor costs

Outsourcing expenses

Other



Analysis of Operating Profit Change

(6)

(96)

(7)
(3)

(26)

(29)

Selling, general and administrative expenses    (Millions of yen)
Increase in back-office personnel and cost increase due to increased personnel

53
63

71
87

104
11

13
8

24

19

2

4
7

21
5

50

49

79

75

106

117

130

166

209

236

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

FY2022 FY2023

(51)

28

* GRCS shifted to consolidated accounting in Q3 FY2022

Millions of yen

FY2022 Q1

Operating

profit

(unconsolidated)

Increase in

gross profit

Increase in

Labor cost

Increase in

recruitment 

education 

expenses

Other

SG&A

expenses

Increase in

advertising

expenses

FY2023 Q1

Operating

profit

(consolidated)

Goodwill

amortization,

advisory

expenses



Net Sales Progress

3,277 million yen 

2,584 million yen 

693 million yen 

Full-year 

budget

Trends in Net sales   (Millions of yen)

395
419

517 533 538

126

171

131 102
136

522

591

649
635

675

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

FY2022 FY2023

GRC solutions and  products

Financial technology

* GRCS shifted to consolidated accounting in Q3 FY2022

Whole group

GRC solutions

and products

Financial 

technology



Headcount Trends

73

105

130

175
183

FY2019 FY2020 FY2021 FY2022 FY2023

Increase in back-office personnel due to the establishment of 
HR Development Department etc.

Change from

the end of FY2022

+8persons

Q1

* GRCS shifted to consolidated accounting in Q3 FY2022

(Persons)

Personnel allocation

GRC solutions
114

Administration
13

Financial
technology

37

GRC products
11

FY2022

FY2023 Q1

GRC solutions
114

Administration
21

Financial 
technology

39

GRC products
9

(Persons)
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2. Full-year Earnings Forecast
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Full-Year Earnings Forecast for the FY2023 ending November 30, 2023

14

Net sales

Profit margin

Other

Increase net sales as companies continuously heighten their mindset for risk management, and focus on cultivating new clients for 

the financial technology business

Anticipate the financial technology business to become profitable by improving its earnings structure and profit margin through 

business acquisition

Assume an increase in hiring, education and training expenses due to establishment of HR Development Department, and an 

increase in personnel expenses associated with the establishment of Solution Strategy Department

FY2022 Composition ratio FY2023 forecast Composition ratio
Year on year 

change

Net sales 2,398 100.0% 3,277 100.0% 36.6%

Operating profit (187) (7.8%) 192 5.9% -

Ordinary profit (loss) (187) (7.8%) 182 5.6% -

Profit (loss) attributable 

to owners of parent
(209) (8.7%) 116 3.6% -

(Millions of yen)



Key Measures for FY2023
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Financial technology

Key measures

1,866 

2,584 

531 

693 

2,398 

3,277 

FY2022 FY2023

Actual Plan

Net sales (Millions of yen)

Up 30.4%

GRC solutions and 

products

Up 38.4%

✓ Cultivate the 7 major companies with which 

transactions are anticipated to expand

✓ Acquire new clients by offering AML services

✓ Implement services that are anticipated to generate 

recurring revenue

✓ Improve earnings structure through business 

acquisition

✓ Devise new solutions

✓ Reinforce hiring and fostering of human resources

✓ Expand partnerships with outsourcing parties

✓ Strengthen the brand power of in-house products

Financial technology

GRC solutions and products

*: AML stands for "anti-money laundering," or measures to prevent money laundering and counter-terrorism financing



Reinforce Hiring and Fostering of Human Resources

16

✓ Newly establish HR Development Department for the purpose of reinforcing hiring and fostering talents, in an effort to identify the right 

person for the right job and achieve higher service quality

✓ Evaluate specialists by job level and structure the process of hiring and fostering them

✓ Proactively hire talents of C1 and AC levels and foster them to specialists

Hire 
proactively

Headcount plan (Persons)

175 

225 

FY2022 FY2023

C1

C2

F

SC

Inexperienced

Experienced

Foster 
professionals

AC
Talent pool

YoY

+50
persons
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3. Progress in Growth Strategy
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Overview of Growth Strategy
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Annual sales of 10 million yen or 
less

Phase B and 

above

Phase A and 

below

Phase A: over 10 million yen and up to 
30 million yen

Phase B: over 30 million yen and up to 
50 million yen

Phase C: over 50 million yen and up to 
100 million yen

Phase Z: over 100 million yen

Strategy 

[1]

Strategy 

[2]

Develop the client base

Develop clients of phase A and below that may 

move to phase B and above

Expand product offerings

Expand annual sales

Move clients of phase A and below to phase B 

and above

Expand service offerings

*1: Figures in parentheses represent annual sales

*2: The chart is an illustrative drawing of our growth strategy and does not reflect current client distribution



3 

1 

6 6 

4 
7 

5 5 
2 

2 

3 
4 

FY 2019
(ended Nov. 2019)

FY 2020
(enedded Nov.2020)

FY 2021
(ended Nov. 2021)

FY 2022
(eneded Nov. 2022)

90
105 102

166

Sales by Phased Client

19

Total number of clients (Companies)

✓ Focus on upselling as there are many existing clients with whom annual transaction volume may grow to 30 million yen or more

✓ The number of clients increased through M&A of Valurate Co., Ltd. 

202 233 221 312 

224 222 258 

441 
110 36 

225 

272 

261 
497 

298 

372 

301 

442 

755 

999 

1,101 

1,431 

1,758 

2,398 

FY 2019
(ended Nov. 2019)

FY 2020
(enedded Nov.2020)

FY 2021
(ended Nov. 2021)

FY 2022
(eneded Nov. 2022)

15 

companies

68.6%

1,644 

million yen

Number of clients at phase B and above (Companies) Composition ratio by phase (Millions of yen)

Phase Z: over 100 million yen Phase C: over 50 million yen and up to 100 million yen Phase B: over 30 million yen and up to 50 million yen

Phase A: over 10 million yen and up to 30 million yen 10 million yen and below
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Targets by Industry

✓ Continue to focus on financial, telecom and global companies with increasingly apparent demand

✓ Even among clients of phase A and below, companies that are within our target range have already emerged

Phase A
(over 10 million yen and up to 30 million yen)

Phase B
(over 30 million yen and up to 50 million yen)

Phase C
(over 50 million yen and up to 100 million yen)

Phase Z
(over 100 million yen)

Annual sales of 10 million yen 

or less

4 
companies 999 million yen

5 
companies 372 million yen

6 
companies 272 million yen

22 
companies 441 million yen

Financial

1 
company

1 
company

1 
company

1 
company

Telecom

1 
company

1 
company

0 
company

0 
company

Global

1 
company

1 
company

2 
companies

7 
companies

Others

1 
company

2 
companies

3 
companies

14 
companies

129 
companies 312 million yen 129 companies



Earnings Structure to Materialize High Growth Potential and Achieve Stability
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907 

632 600 613 

194 
590 719 

851 

208 

342 

347 

1,101 

1,431 

1,758 

2,398 

FY2019 FY2020 FY2021 FY2022

New clients for FY2022

New clients for FY2021

New clients for FY2020

New clients for FY2019

New clients for FY2018 and earlier

*: Companies with which transactions started as new clients are defined as existing clients for the following fiscal year and thereafter

✓ Net sales steadily increased due to upselling to new clients acquired in each fiscal year

✓ Continue operation support as an earnings base and build up projects to meet new client needs

✓ The earnings structure is a stock-based model and similar to a recurring model

Trends in sales to new clients (millions of yen)

Existing clients*

84.3%

2,022 million yen
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History

✓ Combining know-how accumulated over 10 years as a pioneer in GRC business with security solutions, rapid growth along with the expansion 

of market

✓ After listing, expanded business through M&A and start of financial technology business

Enlightenment stageEarly stage Growth stage

0

500

1,000

1,500

2,000

2,500

2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

百

Net sales (Millions of yen)

Start GRC business

Start selling own products

Raised capital

Increasing investments

Changed name to GRCS

Listed on TSE Mothers

Consolidated subsidiary of Valurate

Start financial technology business



Landscape for Japanese Companies
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C
o

rp
o

ra
te

 g
ro

w
th

Risk

Firms are exposed to more risks as they grow

Japanese companies are inadequately 

organized to protect themselves

GRCS helps businesses grow most efficiently

by reducing risks

G

R

C

S

Establish governance frameworks

Reinforce risk management

Enhance compliance mindset

Support security measures

Global expansion

Business 

diversification

Supply chain expansion

SDGs ESG

Work style diversity

Cyberattacks

Accidents/incidents

Geopolitical risks

Intricate business management

Digital 

transformation 

(DX)

Legal violation



Areas and Scheme of Service Provision by GRCS
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Importance of issues

Cyberattacks

Supply chain

Personal 

information

Communication 

breakdown

Ongoing keywords One-stop support

Analytics

Visualize issues

Products

Data and know-how

Remote work

Solutions

Clarify and solve 

issues

Monitoring

Keep improved 

status

✓ Utilize products for more efficient enterprise information management and sharing ⇒ Visualize business issues

✓ Provide one-stop support to analyze/solve issues and improve on them ⇒ Create more projects through continuous PDCA cycles
C

o
rp

o
ra

te
 g

ro
w

th



How GRCS Provides Services

26

Specialists Technology

Accumulate data and know-how

Upgrade to new services and products

Provide services

✓About 100 in-house specialists

✓A leading GRC specialist 

company in Japan

✓Track record of over 10 years

✓Once-stop service provider



Make Things Simpler - To What Degree?

27

Conventional in-house system After adopting GRCS’ services

Takes time to acknowledge risk information

Reporting made by Excel files or at meetings

Tied up with collecting and compiling

information

No time for analysis and countermeasures

Obsolete risk information still used

Accuracy of the information unconfirmed

Make things simpler with the power of

specialists and technology

Visualize risk status

Enable checking at any time

and anywhere through cloud services

Focus on analysis and countermeasures

instead of compilation

Keep the information updated



2021 2030

Market Environment

28

✓ No numerical figure is yet available for the domestic GRC market, but GRC and security controls are a pressing issue for Japanese 

companies

✓ The global GRC market is forecast to grow by 14.0% annually on average; similar growth is anticipated for Japan

To catch up with the Western market, where GRC 

frameworks are already set in motion in business 

management, the Japanese market is likely to grow 

at a faster speed

CAGR14.0%

Global GRC market* Growth of Japanese GRC market

US$132.8 
billion

US$40.8 
billion

*: Prepared by GRCS based on the data from Grand View Research/Enterprise Governance, Risk & Compliance Market Size, Share & Trends 

Analysis Report By Component, By Software, By Services, By Organization Size, By Vertical, And Segment Forecasts, 2022 - 2030

To back up the prediction, GRCS’ performance

has been on the rise



Competitive Environment

29

✓Use self-developed products

✓Accumulate know-how for 

over 10 years

All-round and expensive services

✓ GRCS is the only company in Japan specialized in protecting enterprise management

✓ Develop and offer services with an eye to Japan-based global companies

Major foreign accounting consulting firms and solution vendors Specialized in protecting enterprise management

Provide reasonably-priced services in anticipation 

of continuing contractsSolutions

Products

UK UK Netherlands U.S.

U.S. U.S. U.S. Germany



Disclaimer

30

This material contains forward-looking statements based on estimations. These forward-looking statements are based on

the information available as of the date of publication of this material.

These forward-looking statements should not be construed as a guarantee of future results or performance figures. Such

forward-looking statements may include known and unknown risks and uncertainties. Consequently, actual results and

financial conditions may differ significantly from the forecasts of future performance and results explicitly or implicitly

indicated by the forward-looking statements.

Factors that may cause significant differences from results described in such statements include, but are not limited to,

changes in domestic and international economic conditions and trends in the industries in which we operate.

In addition, information regarding matters and organizations other than ourselves is based on publicly available information.

Note that we have not verified, or guarantee, the accuracy or appropriateness of such publicly available information.



The information contained in this material is based on what GRCS has obtained or found out as of the time of preparing it. Although GRCS 

endeavors to provide information as accurate as possible, GRCS does not take any responsibility for any actions taken by the users based on 

the information of this material.

www.grcs.co.jp
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