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Newsweek

"Our mission is to
make the back office
invisible and incredibly
effective.”

Kazuhiro Komiya,
President & CEO,
Business Brain Showa-Ota Inc.

What if the back office, long seen
asacost center, was actually your
company's most powerful engine
for change?

In Japan's tightening labor
market, where 11 million work-
ers are projected to disappear by
2040, the pressure on operations
is mounting. For businesses to
survive, let alone grow, they must
unlock new levels of speed, clarity
and adaptability.

That is where Business Brain
Showa-0TA (BBS) comes in. For
nearly six decades, BBS has helped
companies turn their back offices
into engines of efficiency and in-
sight. At the heart of its model
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Inside BBS's Back-Office Revolution

Powered by the BBS Cycle, Business Brain Showa-0TA transforms traditional back-office functions into agile, tech-
driven platforms that enable smarter operations and sustained business growth. By Arthur Menkes and Daniel de Bomford

is the BBS Cycle, an integrated
framework that combines con-
sulting, system implementation
and business process outsourc-
ing (BPO). It is a rare approach
in a market still dominated by
fragmented solutions.

This comprehensive cycle phi-
losophy has found growing rel-
evance as more Japanese firms
shift away from siloed functions.
BBS begins by assessing a client's
operations through a consulting
lens, identifying inefficiencies in
areas like journal entry process-
ing or tax filing. Once bottlenecks
are identified, BBS works with
the client to define the target
operating model, then designs
the supporting solutions and
processes, many cloud-based, to
streamline workflows. These are
carried through to implementa-
tion and, where needed, long-
term support via BPO.

For example, BBS supported a
major automotive client through
the comprehensive BBS Cycle,
beginning with consulting to de-
fine the target operating model.
This led to the implementation of
a system incorporating tools like
the TOBIRA/AKARI management
dashboard to improve decision-
making. BBS continued provid-
ing operational follow-up after
delivery, demonstrating how the
BBS Cycle integrates strategy,
technology, and long-term sup-
port into a unified solution.

“Thisis the BBS Cycle inmotion,”
says President Kazuhiro Komiya.
"It is not just about solving prob-
lems. It is about building a smarter
system that keeps improving.”
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In 2024, Japan's Al sector
reached $6.6 billion, while the
cloud market grew to $239 hillion,
with forecasts nearing $29 bil-
lionin 2025. Yet, as of mid-2024,
only 24 percent of Japanese firms
had adopted Al while 35 percent
planned to adopt. However, over
40 percent lacked a clear strategy.

BBS is helping to close that gap.
Automation is increasingly built
into its core solutions, especially
in finance workflows like journal
entry generation and variance
analysis. But Komiya is cautious,
Al is powerful, but it is not yet
infallible. Our role is to combine it
with oversight, so clients get both
speed and accuracy.”

Unlike firms that leave after
implementation, BBS supports
clients through BPO services
that evolve with their needs.
Its High-Value BPO approach
focuses on complex functions
such as tax reporting, internal
controls and closings where pre-
cision is essential.

To maintain standards, BBS
has made talent development
a pillar. With half its workforce
as IT engineers, the company
fosters a learning culture that
runs counter to Japan's often
passive norms. Internal AT hack-
athons encourage staff to cre-
ate tools like chatbots or invoice
categorization engines. Cross-de-
partment demos and mentoring
reinforce this innovation cycle.

"It is not just about training,”
Komiya explains. "It is about
building a mindset of experimen-
tation and sharing.”

That mindset also differenti-
ates BBS from platforms like

Oracle or SAP. While those play-
ers offer broad tools, BBS fo-
cuses on tailored execution and
sustained support. Our teams
work closely with clients before,
during and after deployment to
ensure every system fits not just
the business, but the people.

Internationally, BBS is scaling
with intent. In Thailand, it sup-
ports Japanese manufacturers
through integration and BPO. In
Vietnam, a satellite team verifies
call log data and other struc-
tured inputs, freeing staff for
higher-value work. Each over-
seas base proves the model can
scale with quality.

Looking ahead, BBS has set a
target: JPY 100 billion in revenue
by 2030, with 20 percent from
strategic M&A. But for Komiya,
it is not about volume. "We are
acquiring strength,” he says. "The
right talent, the right capabilities,
the right synergies.”

Still, revenue targets are just
milestones. The real mission
is deeper.

"Our goal,” Komiya says, “is
to make the back office so intel-
ligent, so seamless and so stra-
tegic that it disappears into the
background, freeing our clients
to focus entirely on growth, in-
novation and what comes next.”

Because when you get the
back office right, tailored to
your needs and aligned with your
goals, it stops being a burden and
starts becoming your launchpad.

/7//BBS e

Business Brain Showa-Ota Inc.
www.bbs.co.jp



Newsweek

Original article published in Newsweek on July 25th, 2025. Written by the Worldfolio

BBSHBKE NI A T4 RD“BEE

BBSHA UL DS TEBREHR —RRDONYI AT+ X2 BB DT/ O —FHOHREBANGECSEREEA LI
By Arthur Menkes and Daniel de Bomford

¥ N SYON Tt AN
TR BHEHLBVLAR
ILTHERMICHEET 37 7F
EICTBIETY,

Kazuhiro Komiya,
President & CEO,
Business Brain Showa-Ota Inc.

Ny IF T4 ZADBEREDRH
i e

BBSH K. BRDNY I AT o
AHEDERFK

AOTCIaAREVEZ— 1B R
SNTELNYIFT TR DD
LENNMS CEZEDRBIT Y
SUICBRDEBR LTS —

LFEHmAELMEIZIEART
IE.2040F FTICHBAODLH
LI0D0ANRL TR EFREINT
WET.COBLWVWHBIRIET T
PEHIEIHORETDICIEE
BORAE—ROBHEME.ZHEED
DTHRWVWLARILTIEEIFZHNE
HHOFET,

ZITEBINTLE DA %
REHESRZITL AV KHEB
M (BBS) TT.60F I ICH T
D.BBSISE¥EDNYIF T4 X%
MR TR IR EOCHIEA
CHEATETEE LIz 2R KIS
HBDMNTBBSHAIIL VSR
HOMAERMY )a—23> T, 0
SHILTFA VI VAT LEAE
BT ULV =22 (BPO) &—1k
MICERITZZ07 70— FIE.
AL THMET—EINZ W
HBAMRB TIIREREECVZS
TL&Do

AVHILTA VT Hh5ERFET.
DAY TORREETIL

EROMBNIOMBB NS R %
MZ2BAMPEHIEZZHT.BBS
DIBBSHAVILIIEETETHE
RAEBLTVETD,

FTREAYILTAITTI—X
TOHRLIBCHRBREL S HE
EBOEMELBOZRVHELE
T ZDH.ITAT N EFHICE
HEHMAEBETILZHBS. ZNIC
EOWTIIUREY ) a—>3Yy
PEBRTOCIZRT - EAME
IZISCTCBPORELI-EEMN A
EFTRMEBLET

e XIS HEZRFEFHEX—
N—DEGTIE.EHBETTILO
WENSZAZ—LL.TTOBIRA]
FTAKARIJ R ED Ay > aR—R
V)L EEFERLIEERBRELE
SATLDOBRETVWELL. T
ODBRLEAB CHEIBTRM
LEBS - 5 flT - RITZEHA—1K
Yo TBBSHY A7/l DEM%Z
~LFLR,

TERZRERRATIEHDEL
Ao ERIICEL LETITA“LD X

MANAGEMENT
SERVICE (8P0)

S Cycle.

¥34 Billion(2024)

¥100 Billion

CONSULTING

(2030)

Al

R—bRAEEAZBRITBZE,
ZNHBBSOERTIIENE—
EHEIFEOET,

2024 HERDAIHH1£596.6
BRIL($1,000EM) ICEHE. VS
U RHHIEH923.9B RIL (593,600
B ICEFTIALELZ.LDL
BHSAIZBABHDEEIF24
B . BEAFEDTLEIFISNICE
D.RICAE M A BERE A SRR & 35
STWAEWEWSIRRAHD £,

COLEEFvyTOREICH
[F.BBSIEFEHYUa—>3avIicB
L BT # BIRAYICHE A AT L
FTMHARERPEEDH AR
BICHBEREFOBEFLIEA
TWET,

LOLVNBHEIFRALF I,
TALIZIEEICERTIN . E1A
BETIEHDELBALEHEIEA
ICE2ERBCHAGHE . AE—
REFBEMEOMIZFRELTVE
ERy

VRFLEABICTTI—RT IR
LTLESRYA—HZVWH.BBS
IEYRTLEATEDLE . UF
A7 =XKL TELT
%“High ValueBPO " #H#EMH LT
WET. HBRECAIRERE
EB Vol BEASEMECIEE
MR D 5N BEHERBIICTIGL
TLEENEHMTT,

COBWVWKEEZMHETFT B
H.BBSTIFAMEREZEE BT
CBMITTVWETHEDHE
BRNTIOOZ7e0S5KE0H
CHRATAINYAY > EBEEL.
FrvbhRyrPEREESHHEY
—ILDORBERAHE BEXBRIT
ERXAYRI)VTHITDONAA /AR
—2ayOBEEMBEVTVET,

TERZAFIIHETIEHD F

M&A

L IR RET

International
Expansion

JLTBBSH 7)1
BATEHTITHETZ120W5T
ARV ER(ZEHEETY
CNBHEIFEDE T,

BBSDa& & . Oraclex>SAPD
EOBRARBETSYRTH—LH
RMEITZIRNEHRY—ILCITER
DOTATIURIEDHR27ZA
ICEDLER"ERZEICHDFT,
EAFINS EAR ZLTZDE
FT.—BLTHEETZREZTILY
BHTY,

BABEODBEBNICED TS
D.ZATIEHREEEADBPO-
BEXERZ NN FLTIEHEEL
T—RADFTVIEBERMTF —
LABWIRBOBERBCEE
MBEEEBISETCVET,

2030FIC1F5E L1,000 M. #
DS3B20% EMEAIC K> TERT
BETEEBIFTOWETH HFIX
H<ETBBERATIICNEHRE
[FIMAREG TFAF=BEAKRDHTND
DIFB"TIEHEABLL B IELVLWA
FOELWEEN.ELTELWVWS S
S—mEBLTVWEET

NERENBMERGIZHRE
T4,

s d—ILig . NNvoF7
A REUNN" DD —LLR"T
BN BRHDICTEII L. ELT
RERPICIF. ZEhANFEEZERS
CTHRWIZCBERICHEL. VT
TYVNDRERETHIAER 1 /AR
— avICERTETERIHALERIR
TB5IETY

NYIF T4 . BEHNMSH
FHEAN—ZNH.BBSHIBIS
BRERBEBTT,

/// BBS mum

Business Brain Showa-Ota Inc.
www.bbs.co.jp []





