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Financial report presentation video and its transcript are available online 

 
Kudan Inc. (henceforth in this document as “Kudan”) announces that the video and the transcript 
of Kudan’s financial report presentation for the second quarter of the fiscal year ending March 31, 
2022 are now available online. As the video and the transcript are available in Japanese only, the 
English-translated transcript is attached to this release. 
Also, the translated transcript for the question and answer in the financial report presentation 
meeting for institutional investors and analysists, planned to be held on November 15, will be 
coming up next week. 
 
▼▼Financial report presentation video can be viewed from below (Japanese only)▼▼ 
https://youtu.be/Pc1YrNMtxXk 
 
▼▼Financial report presentation transcript can be viewed from below (Japanese only)▼▼ 
https://finance.logmi.jp/376588 
 
 
 
※This is a English-translated transcript of Kudan’s financial report presentation.※ 
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【Title】 

Kudan has made steady progress toward customers’ commercialization 

〜Accelerating from “the preparation phase of the first half" to "the harvest phase 
of the second half” while continuing the recovery trend in business performance〜 

【Speakers】 

Daiu Ko, CEO, Kudan Inc.  
Taro Murai, Vice President and COO, Kudan Inc.  
Kohei Nakayama, Vice President and CFO, Kudan Inc. 

The financial report presentation for the second quarter of the fiscal year ending March 2022 

Daiu Ko (hereafter “Ko) : Hello everyone, this is Ko, CEO of Kudan Inc. 

We will explain the financial results for the second quarter of the fiscal year ending March 31, 2022. 
First of all, in the past few months, “Metaverse” has become a new buzzword, and we are in a huge 
trend in the technology industry as it is becoming more and more inevitable that the real space and 
the digital space will be connected to each other, and robots will be entering into such complex 
space. 

As human space, virtual digital space, and robot space become intermingled and the importance of 
Artificial Perception, or spatial and positional recognition by “machine eyes”, which Kudan has 
been working on, is increasing, with the recovery in its business performance, Kudan has made 
further progress in implementing its technology and strengthening its position in the industry for 
this second quarter. 
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Business Development (1/3) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Taro Murai (hereafter “Murai”) : This is Murai, Vice President and COO. I would like to share with 
you some of the highlights of our business development other than the acquisition of Artisense as 
a wholly owned subsidiary. There are three major topics: progress of multiple projects for customers’ 
commercialization, expansion of projects through partnerships, and progress and new participation 
on large-scale projects. 
 
We have made significant progress towards customers’ commercialization in several projects that 
we have already been working on. With the increase of development personnel at the customer side 
and the provision of our technology integration support, the integration of Kudan SLAM into the 
customer's products has progressed and several important processes have been completed.  
 
Also, we are starting to see the timing of commercialization, with three projects in this fiscal year 
and next fiscal year, and one project in the year after that. This is our current prediction, and we 
expect to see more projects for commercialization as the time gets closer. I will explain the details 
later on. 
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Highlights / Business Development (2/3) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
As for our partnerships, we have been proactively making partnerships with various sensor and 
processor OEMs. In the current fiscal year, we are focusing more on strengthening these 
partnerships and could not only improve our recognition in the targeted industries but also acquire 
more projects. 
 
We are actively collaborating in the field of robotics with ADLINK, one of the world's leading 
industrial PC manufacturers in Taiwan, and we are also working on evaluation projects with 
referrals from ADLINK’s customers. 
 
We have become an official SLAM partner of Ouster, a Lidar sensor OEM, and have acquired 
dozens of evaluation projects with the offering of the Lidar SLAM evaluation program for their 
customers. Moreover, we are currently progressing deeper partnerships with NVIDIA and other 
major semiconductor OEMs. 
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Highlights / Business Development (3/3) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Along with projects with the high certainty of customers’ commercialization, several large projects 
are in progress at the same time. In the recent release, we announced that Artisense has 
participated in ERASMO, a very large 3-year project on autonomous driving in Europe.  
 
Other than that, even though we cannot disclose the details yet, the first phase of our autonomous 
driving project with an automotive OEM has performed to the OEM's expectations and will be 
completed soon, and we have begun discussions on the second phase.  
 
We are also working on a project to optimize Kudan Visual SLAM for a major chip manufacturer's 
processor, which has already yielded results including over 50% acceleration in processing speed. 
 
The seeds we planted in the last fiscal year by optimizing the project portfolio, focusing on robotics, 
and launching Lidar SLAM have been gradually sprouting. Some of them have reached the stage 
where they can be commercialized. We are now starting to see the cycle of further raising awareness 
and gathering knowledge through customers' commercialization, acquiring and accumulating more 
projects, expanding the scale of the projects, and expecting customers’ larger-scale 
commercialization further.  
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Highlights / R&D - R&D progress in the last 6 months 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
From now on, I would like to share the results with you, focusing on our most recent R&D. 
 
In both Visual SLAM and Lidar SLAM, we have acquired and progressed several projects for each 
development item, and by satisfying customers’ specific needs, we have also achieved both the 
retention of customers and the strengthening of our competitive advantage through offerings for a 
wider range of potential customers.  
 
For example, Kudan Visual SLAM has improved its performance on fisheye type cameras, a lens 
that has a wider field of view and can capture more of the surrounding environment than a normal 
camera lens. This will allow SLAM to incorporate a wider variety of information, and is expected 
to improve accuracy and robustness in this regard.  
 
In addition, since many of the cameras installed in existing cars use fisheye lenses, improved 
performance in this type of camera will help raise the level of competitive advantage in the ADAS 
field as a whole. The drawback, however, is that image distortion is very large, and if this correction 
is not done properly, such advantages cannot be utilized.  
 
In this development, we have changed the algorithm so that the performance can be fully delivered 
even with such fisheye lenses. This has led to an ADAS-related project going forward with one of 
the automotive Tier 1 suppliers, and we have progressed into the deeper R&D project.  
 
Since this is not autonomous driving, but an area of driver assistance that has already been widely 
spread, the target market is very maturing, so a quick ramp-up from commercialization can be 
expected. 
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I am not going into other details, but in this way, we will continue to develop our products further 
while achieving both milestone revenues from individual projects and strengthening our 
competitive advantage in the overall market. 
 
Performance overview 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 

 

Kohei Nakayama (hereafter “Nakayama) : As for the performance overview, this is Nakayama, 
CFO, who will provide an explanation. Since the previous fiscal year, we have made progress in 
R&D, such as adding functions and improving the performance of Visual SLAM and Lidar SLAM, 
and launching Artisense's new product “VINS” in the market, and in business development, we 
have focused on shifting to the customers’ projects with higher prospects for commercialization and 
continuity.  
 
Therefore, the number of projects that are continuously working toward customer 
commercialization, which is the most important factor for Kudan’s mid- to long-term growth, is 
steadily increasing. In addition, in the current financial results, revenue from evaluation licenses, 
development licenses, and development support is on an upward trend due to the progress in 
development milestones of existing projects and the acquisition of new customer projects.  
 
As a result, net sales for the second quarter of the current fiscal year totaled 110 million yen, and 
there has been a continued recovery trend since the fourth quarter of the previous fiscal year, after 
bottoming out in the previous fiscal year's results, which were caused by the rapid deceleration of 
the market due to the COVID-19 pandemic and the delay in launching VINS to market. 
 
In the term of the cost, costs have increased compared to the same period of the previous year due 
to the inclusion of R&D costs as a result of Artisense becoming a consolidated group company, as 
well as the payment of licensing and development consignment fees to Artisense through an 
increase in joint customer projects. However, we believe that this investment in R&D has led to 
progress in R&D and customer projects as mentioned earlier. 
 
As a result, we have recorded an operating loss of 220 million yen and an ordinary loss of 323 
million yen for the second quarter of the current fiscal year. That is all about the explanation of 
Kudan’s performance overview. 
 
Deepen the leadership position with the acquisition of Artisense 
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Ko: I would like to explain about the acquisition of Artisense. 
 
The acquisition of Artisense, the greatest competitor in the same field as Kudan, was already 
planned in the existing investment agreement and is expected to significantly increase Kudan’s 
competitive advantage and growth potential to further strengthen its position as the world's largest 
and foremost independent firm in the field of Artificial Perception and SLAM. 
 
About the resolution on October 4th 2021 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Kudan has already conducted two share acquisitions of Artisense with the aim of achieving a 
phased corporate integration. We have decided that the schedule for the third share acquisition of 
Artisense would be accelerated and moved up as the process of establishing a joint business 
structure, expanding joint projects, and partially integrating the management structure has 
progressed smoothly. 
 
In addition, the acquisition of all shares of Artisense will be completed by issuing 490,000 new 
shares in consideration of the acquisition price of 1.7 billion yen. 
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Acquired a world-class technical team 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
In the field of Artificial Perception, as technological innovation continues to be centered on a very 
small number of highly skilled personnel, competition for the world's top engineers is intensifying 
worldwide.  
 
With this acquisition, one of the world's top teams of engineers, led by Professor Daniel Cremers of 
the Technical University of Munich, who is the founder and Chief Scientific Officer at Artisense 
and a leading authority in Artificial Perception and autonomous driving research has joined the 
Kudan group.  
 
This is a great step forward for Kudan to lead and achieve a dominant position in the field. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 

 

Breakthroughs for future technologies 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
In addition, Artisense's proprietary technology is highly advanced as a next-generation technology 
and is strongly complementary to Kudan's existing technology. 
 
The combination of our technologies will enable industry-leading breakthroughs such as the 
integrations of SLAM and deep learning, Lidar SLAM and Visual SLAM, and Indirect SLAM and 
Direct SLAM, which can significantly boost customers’ commercialization. 
 
Examples of Artisense’s projects 
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Artisense has a particular strength in deploying technologies in the areas of robotics and 
autonomous driving, and has worked on several projects for global leading companies including 
Siemens, Deutsche Bahn, and Renault. 
 
As I will explain more details later, these projects, as well as Kudan's existing projects, are 
progressing toward customers’ commercialization. 
 
Impacts on accounting 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Nakayama: This is Nakayama, CFO, who will be providing an explanation about the impacts on 
accounting for the acquisition of Artisense. Although the third share acquisition has not been 
completed at this time, for accounting purposes, we expect Artisense has become a wholly owned 
subsidiary as of October 2021, when the resolution for the third share acquisition was made, and 
all revenue and expenses of Artisense thereafter will be recorded in the consolidated financial 
statements. 
(*Due to the difference in the accounting closing date of Kudan and Artisense, revenue and 
expenses of Artisense from October 2021 are expected to be recorded in the consolidated financial 
statements from January 2022.) 
 
In addition, although we recorded an impairment loss in the fourth quarter of the previous fiscal 
year in accounting, this third share acquisition was only a few months after the recordings, and we 
believe that a similar conservative accounting treatment will be required for the third share 
acquisition due to the consistency of accounting treatment in principle. Therefore, in the same way 
for the third share acquisition, there is a possibility that part or all of the amount of shares acquired 
will be written down in the third quarter of the current fiscal year or thereafter. 
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However, in that case, as with the impairment loss recorded in the fourth quarter of the previous 
fiscal year, the reduction in the amortization burden from the next fiscal year onward will 
contribute to improved profitability, we believe that the synergy of the future contribution to 
profitability from the business integration of Kudan and Artisense will become more effective. 
 
Although there is this accounting impact, we believe that Artisense's mid- to long-term growth 
potential and intrinsic corporate value, based on the progress of its business development and R&D 
to date, remains unchanged. 
 
Revenue model and future growth potential 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Ko: The next is about our progress toward customers’ commercialization. As for the positioning of 
customers’ commercialization, Kudan’s revenue model can be divided into two phases: the 
preparation phase of the first half and the harvest phase of the second half, which represent before 
and after the customers implement Kudan's technology in their products and commercialize them. 
 
At this time, almost all of our customers’ projects are in the evaluation and development phase of 
the first half, and in order to move onto the phase of the second half, where we expect a significant 
increase in product license income through the penetration of our customers' products, we are 
focusing the most on acquiring projects aimed at commercializing our customers' products and 
promoting commercialization through customer support. 
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Accumulation of projects toward customers’ commercialization 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Murai: In the past, we have shown the cumulative number of projects, but from now on, we think 
it is more important to look at an indicator to keep an eye on how the projects are accumulating 
toward the commercialization of the customers’ products, so we are sharing this comparison with 
the previous period before Artisense became a group company. 
 
As shown in the triangle, the current pipeline is divided into three levels according to the degree of 
certainty for customers’ commercialization. The common point is that all the projects included here 
have passed a certain level of performance evaluation, including evaluation based on customer data. 
The pipeline is further divided into three levels based on criteria such as the low risk of 
commercialization and clarity of the timeline. 
 
At this point, there are four projects that have a high certainty, that is, major bottlenecks have 
already been solved or are in the process of being solved, and there is a good possibility that our 
customers’ products will be commercialized. Three projects are expected to be commercialized as 
early as this fiscal year or next fiscal year, and one is expected to be commercialized in FY2024. 
There has been an increase to four projects from one project from last year. 
 
As I mentioned earlier, there is currently one project with high certainty for FY2024 at this point, 
but we expect to have more projects with high certainty of customers’ commercialization in FY2024. 
 
In addition, we can see a clear timeline of customers’ commercialization for the level of "medium" 
certainty, which represents that although there are some risks, there are no major risks in terms 
of price or performance, and the number of projects has increased from 5 in the last fiscal year to 
17. Our main goal for the rest of this fiscal year and next fiscal year is to push these projects up to 
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the level of “high” certainty as much as possible and in the next fiscal year, we will also increase 
the number of projects with “medium” certainty, which will enable us to expand the entire pyramid. 
 
Highlights of projects accumulated for customers’ commercialization 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Some projects from "high" and "medium" certainty are shown here. In terms of our focused areas, 
we are progressing projects accumulation not only in the AR field, but also in autonomous driving 
and robotics. In terms of the region, current revenue is centered on Japan, but we are steadily 
building up projects not only in Japan but also in Europe, the United States, and China. 
 
In addition, we are progressing the acquisition of Artisense as a wholly owned subsidiary, but there 
are already several projects advancing that Artisense's Visual SLAM has been included, and we 
are in the process of increasing the number of projects in each of the three SLAM offerings. 
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Factors behind the increase in projects for customers’ commercialization 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
One of the factors we have been able to increase the number of projects for customers’ 
commercialization is that the three areas of R&D, business development, and the market 
environment are well aligned. 
 
In R&D, as mentioned earlier, we have been developing functions and improving performance to 
strengthen our competitive advantage in the market while acquiring more advanced projects. This 
allows us to pass performance evaluations in a shorter period of time and to support a wider range 
of applications. Of course, the addition of Artisense's Visual SLAM to our offering is one of the main 
factors for this. 
 
In business development, by deepening the partnerships, which is one of our focuses for this fiscal 
year, we have been receiving more project introductions from our partner companies, and these 
projects tend to have more specific applications and clearer requirements, so we are able to acquire 
projects closer to commercialization. Moreover, through collaboration with engineering companies, 
we are able to more quickly provide packages that include SLAM as the core, as well as SLAM's 
peripheral functions and hardware. 
 
Finally, growing needs for autonomous mobile robots in the wake of the spread of COVID-19 
pandemic, and the accompanying increased willingness of robot OEMs to develop such robots has 
led to more active development in the direction of adopting SLAM, the most advanced technology. 
At the same time, as Lidar sensor OEMs offer a variety of products, unit prices are decreasing, and 
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the market is maturing, the needs for Lidar SLAM are increasing, which is also a factor in the 
increase in our Lidar SLAM projects. 
 
With these tailwinds in the market environment, we expect to further prepare for the rest of this 
fiscal year and next fiscal year, actively reap the seeds we have planted, and achieve customers’ 
commercialization on several projects for this fiscal year and next fiscal year, by successfully 
aligning R&D and business development. We hope you will look forward to it. 
 
This concludes our explanations about the financial results. 
 
 
 
 
※If you have any inquiries regarding the contents of the financial report presentation, please feel 
free to contact us at Kudan’s contact form below. Also, if you would like to have an interview with 
us, please let us know as well. 
 
 
■Company Details 
Name: Kudan Inc. 
Securities Code: 4425 
Representative: CEO Daiu Ko 
 
■For more details, please contact us from here. 
 

https://kudanir.com/en/ircontact/

