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[Speaker] 

President and CEO, Shigehiro Tominaga 

  



 

MC：Thank you for your continued support. We would now like to begin the financial results briefing for 
the fiscal year ended February 2025. We sincerely appreciate your participation in this briefing despite 
your busy schedule. 
Now, I would like to invite our President and CEO, Shigehiro Tominaga, to report on the financial results. 
  



 
Tominaga：Thank you very much for taking the time to join us today.  
To begin with, I will briefly explain the overview of our company's business.  
While it might be common overseas for user companies to employ their own system engineers and build 
systems in-house, in Japan, it is common to outsource system construction.  
In Japan, outsourcing of systems has typically been handled by companies known as system integrators. 

  

 

                                                                                                       

                                                                                                             

                                                                                                                

                     

    

          

                 

                  

                  

            

                       

                     

                    

                        

                       

                            

                                     

                       

                       

                                                                                                                                                                                                                       

                                                                                                               

                                                                                                                                                      

                                                                                                                   

                                                                        

                       

                         

              



 

 
 
Of course, there are still many active system integrators today. However, in recent years, as systems have 
become more complex, specialized boutique-type system companies have emerged.  
To give you an image, system integrators, in a sense, handle the entire system, so they are like general 
hospitals. In the past, when there were no difficult diseases, there was no need to write a referral letter to 
a specialist for things like colds or fractures, and any general hospital would accept such cases. 
 
Subsequently, as systems became more complex, the equivalent of slightly difficult diseases began to 
appear. Instead of general hospitals, boutique-type system companies that resemble specialists emerged.  
Even looking at the stock market, rather than system integrators doing everything widely, companies 
specializing in certain fields, such as companies focusing on AI or digital transformation (DX), have 
appeared.  
More specifically, there are companies dealing in very narrow specialized fields like local government DX or 
construction DX. 
 
Since our inception, we have been focusing on IT infrastructure. Over the past 7 or 8 years, IT 
infrastructure has also become more complex, which has highlighted our expertise in this area.  
However, it is not an extreme case where only our company can handle this IT infrastructure field.  
For instance, as with the previously mentioned local government DX or AI-focused companies, there are 
certainly cases where system integrators can handle the projects by collaborating with other companies. 
  

                             

                                                                                                         

                     

                                                                                  

    

          

                  

            

                            

                     
                                    

                           

                                                    

                      

                                                                          

                                                                 

                

                                  

                                

                 

                      

      

          

        

           

                    

                  

                    

                  



 

 
 
The same goes for the IT infrastructure field; it is not to say that only our company is capable.  
Referring to the diagram on the left side of this page, the type of work typically handled by general system 
companies tends to be versatile, meaning that many companies are capable of handling it and there is a 
large pool of engineers available. As a result, such work can be offered by almost any company, and 
clients tend to choose the one that offers the lowest cost. 
 
However, one aspect that makes things slightly confusing is Japan's labor shortage, leading to a 
multilayered work structure like the construction industry. It becomes more about combining teams of 
multiple companies due to the lack of manpower rather than the difficulty of the project itself.  
This creates a structure not often seen in the financial industry. In general, in the financial industry, it 
typically follows the form on the right side of the diagram. 
For example, in the financial industry, teams are often assembled as shown in the diagram on the right—
choosing a company based on its specific expertise, such as selecting one that specializes in IFRS or 
another that excels in valuing preferred shares. Similarly, projects involving advanced IT technologies are 
also more aligned with the right side of the diagram rather than the left, requiring the assembly of rare 
and highly specialized talent, which increases the level of difficulty.  

                                                             

                                         

                                                                   

                                                             

                                               

                                          

                                                                 

                                                            

                                                                      

                         

 

                                    

        

              
              

 

 

 

 

       

     

 



 
 
Nevertheless, because our company has been exclusively engaged in IT infrastructure work since its 
establishment, we can form a team using only our internal personnel. 
Furthermore, when general system companies collaborate to form a team, the broad business scope of 
such companies results in general engineers having their years of experience assessed based on 
parameters like those in the bottom right of the diagram. 
 
With our company, we hire new graduates, and from their initial training, they are focused solely on IT 
infrastructure. 
 
Of the approximately 400 projects our company manages, all relate to IT infrastructure, allowing for rapid 
expertise development. When forming teams, our company can build them with an average age in their 
30s, whereas general system companies might have a higher average age. There is a significant difference 
in this aspect. 
 
Additionally, when forming teams, we don't just combine suitable members randomly but take into 
account team compatibility. We also consider factors such as whether two individuals work well together 
when forming a team. Furthermore, we can create smaller teams. For example, where a standard setup 
requires ten people, we can form a team with seven. 
 
The reason for this is within IT infrastructure; if a project requires two technologies, such as SDN and load 
balancers, other companies might need two separate people. However, our engineers, through the second 
project, might have experience with SDN and, by the third, with load balancers, making their capabilities 
2-in-1. As a result, we can form slightly smaller teams.  

                                          

                                                                                              

                                                                     
                                                          

                                           

                 

          

           

       

                 

          

           

      

      

      

                   

              

                                                         

                                            

                           

             

              

                                         

                                    

                                                                 

                                                             

                                                           

  

                                                               

                                                             

                   

                         



 
 
Although this was a quick overview, that concludes with the explanation of the company profile, and we 
will now proceed to the executive summary. 
 
Sales increased by 58% compared to the previous period, and operating profit increased by 55%. As 
mentioned previously, while keeping in mind both the full year earnings forecast and market consensus, 
we used the available margin to enhance recruitment efforts. We hired 49 more people than initially 
planned. Additionally, we have recorded listing-related costs that were not included in the initial budget. 
Because of the considering inclusion in the new TOPIX, we slightly advanced sales, allowing us to incur 
costs that were not originally anticipated. 
 
We are also transferring the projects to a subsidiary while being mindful of profit fluctuations. We actively 
share technology with the subsidiaries, and while absorbing these costs, we have landed this performance. 
 
On March 10, we transitioned to the prime market and will begin paying dividends from this term. This will 
be explained later. 
 
For this term's forecast, revenue is expected to increase by 33%, and operating profit by 32%. Continued 
growth is anticipated. 
  

  

                 

                       

                       

                              

            

                                           

                        

                                         

                

                                                           

                                                            

         

                                                                 

                                                          

                                                   

          

                        

                       

            

              

                        

              

                                           

                                          

                                       

                          

                                              

                                              

                                                   

           



 
 
This table compares each stage's profit with the previous year, and you can see the growth. In the fiscal 
year ending February 2025, we made an upward revision for the first time since listing. This is the first 
time we've revised the full-year performance forecast. 
 
Due to an M&A transaction resulting in revenue reaching the 10% threshold for revision, we made an 
upward revision to our revenue forecast and, at the same time, also revised our profit forecast 
accordingly. 
Originally, the sales and operating profit forecast was an increase of 30% compared to the previous 
period, so compared to that, it can be said that this performance greatly exceeds expectations.  

  

   
           

                

                 
   

                 

      

                 

      

                 

                                                

                                                       

                                                        

                                             

                                         

                                                                                         

                  

                                               



 
This shows the quarterly sales trend. Our revenue tends to increase gradually with each passing quarter. 
Briefly explained, one reason is project acceptance inspections. While we have many cases inspected like 
stocks every month, there are also cases based on completion and delivery, with more inspections in the 
second half. 
 
Another factor is our internal policy on job rearrangement. The company focuses on recruiting new 
graduates, assigns them to projects in their first year as part of the OJT period, and from around April of 
their second year, they gradually take over their seniors' work. As seniors gradually become free for about 
0.3 person-months, this space is filled with new projects, leading to a second-half bias. Therefore, sales 
are expected to gradually increase quarter by quarter this fiscal year as well. 
  

       
              

              
       

         
         

         

         

         

         
         

         
         

         

         

         

         

         

 

       

         

         

         

         

         

         

                                        

  

                                       

                                                                                                                                  

                                                                                                 

                                                                                                                

                                                                                                                 

                                                                                          

      

                
      

                

      

                

      

                

                  

      

                



 
Next, regarding the gross profit margin, although it seems to have decreased compared to last year, 
excluding the two companies acquired through M&A this term, the gross profit margin would show no 
discomfort.  
 
Included in this are the personnel costs for hiring 50 more people than planned, which are accounted for 
as costs from their first day of joining. In addition, there are impacts from transferring projects to 
subsidiaries. While our company's sales move to the subsidiary, only our company’s costs remain as 
expenses. With projects transfers, there are cases where 15 to 20 people of our talents require a year of 
person-months, which is a factor that lowers the gross profit margin. Even so, the fourth quarter has a 
higher gross profit margin than last year, offsetting negative factors because of increased competitive 
advantage.  

     

     
     

     

     

 

      

      

      

      

      

      

      

      

      

       

       

       

       

                                        

       
       

              
       

       
              

       

       

       

              

       

             

       

         

         

         

     
     

          

     

     

          

     

     

     

     

     
     

          
     

     
     

     

 

       

       

       

       

       

       

       

       

       

         

         

         

         

                                        

  

                                             

                                                                                                                                 

                         

                                                                                                                                      

                                                                                                                  

                  

      

                

      

                

      

                
      

                

      

                

                          

                            

                                                        

                                 



 
Next is the trend in operating profit. A portion of listing-related costs, approximately 25 million yen, were 
recorded in the second half of the year, and some will continue this term. Additionally, recruitment costs 
alone come to around 20 million yen in the fourth quarter, which was not part of the plan but increased as 
selling, general, and administrative expenses. 
  

      
       

              

      

       
              

       

       

       

       

       

       

       

       
       

       

       
       

          

          

    

               

     

     

     
     

     

     

     

     

     
     

          

 

       

       

       

       

       

       

       

       

                                        

                                                 

      

                

      

                

      

                

      

                
      

                

                  

                          

                            

                                                                                                    

                                                                                   

                                                                                                          

                                                                                                            

                      



 
This shows the progress of revenue and profits at different stages. You can see quarterly progress clearly. 
Without any investments, sales and profits tend to be weighted toward the second half.  
Especially for profits, it clearly increases in the order of 1Q,2Q,3Q and 4Q.  

  

                                                                       

       

                

      
                

      
                

     

     

     

  

  

  

  

  

  

  

  

  

          

          

  

  

  

     

     

     

  

  

  

  

  

  

                 

          

          

      
                

      
                

      
                

      
                

                     

                 

                 

                      

                 

                 

                     

                     

  

  

     

     

     

  

     

  

  

                   

                     

      

      

                   



 
This is the performance forecast for this term. What we've always conveyed is that we constantly envision 
a 30% growth in operating profit and its continuity. While we also focus on sales, we especially emphasize 
the growth rate of operating profit. 
 
For example, if there is a 69% profit growth in one year and 0% in the following, resulting in a two-year 
CAGR of 30%, that is not ideal for us. Even if the growth rate that year is 69%, we anticipate resetting it 
to zero the next year and continuing over 30% growth in subsequent years. Therefore, continuity is 
something we highly value. 
 
Thus, our past high growth is not regarded as the result of accumulated savings. Rather, we plan 
proactively to consistently achieve 30% growth each period. Since our IPO, the original mid-term 
management plan has undergone approximately three updates, culminating in the currently announced 
version. From the time of the first update, we have continued to aim for over 30% growth based on that 
baseline. 
 
We often ramp up hiring or envision the future state of the company several years ahead, particularly in 
the context of M&A, and plan backward to realize that vision. 
 
In addition, beginning this fiscal year, we will start paying dividends. There are two main purposes for 
initiating dividends. The first is to broaden our investor base. Some investors exclusively invest in 
dividend-paying companies, so shifting from a no-dividend to a dividend-paying policy helps attract such 
investors. 
 
The second purpose is that initiating dividends can potentially reduce stock price volatility.  

    

                                  

   
      

                  

      

                 

                                 

                        
         

      

                        
             

   

                              

                 

                     

               

                                                  

                                                

                                            

                             

   

        

                                                                                      

                                                                                    

                                                                         

                         

                                              

                                                       

                                                   

            



 
This document shows the volatility of dividend-paying companies, with the far right indicating the payout 
ratio and the middle column showing 90-day volatility. It groups companies and shows a chart of how 
much volatility exists among companies paying different levels of dividends. 
 
At the very bottom, the volatility of non-dividend companies is recorded. As you can see, moving one step 
from non-dividend to 10% dividend significantly changes volatility. 
 
Increasing the payout ratio tends to reduce volatility, but the highest rate of change happens when 
transitioning from no dividends to dividends. However, whether dividends truly cause reduced volatility 
remains unclear. A quick thought might suggest that companies paying dividends are more mature, thus 
having lower volatility.  

                                                    

      

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

     

   

   

   

   

   

   

   

   

   

   

                                                

             

             

             

             

             

             

             

             

                                                

              
                                             

                     

    

      

     

     

   

   

                             

                                             

                     

  

                     

                                                                             

                              
                          
                             
         

                                                                                     

                                                               

                                                        



 
To further explore this aspect, we examined how volatility before and after companies transitioned from 
no dividends to dividends. The results compare the 250 days of volatility before and after the moment a 
company transitioned from no dividends to dividends. The graph on the right represents each stock. 
Starting from around 2015, the study examined companies that were non-dividend payers before 
becoming dividend payers, investigating the 250 days before and after the transition. 
 
By subtracting the volatility immediately before dividends begin, it indicates a reduction in volatility if the 
measure is negative. About 90% of stocks saw volatility decline immediately after initiating dividends. 
 
Despite this, it remains a question whether dividends are indeed causing volatility to decrease, or if it's 
due to companies' maturity, leading to lower volatility. Additionally, over the period from 2015 until now, 
other maintaining factors such as a stable market may play roles, making it difficult to decisively conclude, 
though dividends could potentially reduce volatility. 
 
Further, though not examined this time, more comprehensive research could involve viewing less mature 
companies beginning dividends, the periods before and after for companies with consistent growth, and 
periods with a stable market to better understand the situation. 
 
Hence, the main purpose behind the recent shift to dividends is not primarily shareholder returns but for 
the reasons explained. 
 
We also plan to gradually increase our dividend payout ratio going forward. As shareholder returns 
become a more prominent aspect of our strategy, we will share our thoughts on dividends and our 
dividend policy accordingly.  

  

                     

                                                                                                                        

                

                                                                                                                      

                                                    

                                                                                             
                                                                                    

                                                                                             

                                                                                          

                    

                        

                                 

                             

                                            

                          

                   

                                                                                     

                                                                                            

                                                                                  

                                                               

                                                     
                                                           

                                            

               



 
Next, we have a comparison between the medium-term management plan announced a year ago and the 
updated plan this time. As performance exceeded expectations over the past year, we have made 
updates. 
 
The profit forecast for this term is about 32% growth, so for this term, we have set a revenue plan that 
aligns with this and includes a straightforward 30% growth, a figure we commonly use. 
 
As I mentioned earlier, what we envision is high growth and continuity. A key focus here is on our goals of 
Specialized Talents and Highly Specialized Talents.  
Of course, the performance of our company is driven by everyone in the company, but among them are 
members who play a central role in processing and acquiring projects. 
 
We are planning for the next 30% growth — and the 30% growth after that — by working backward from 
our goals. The 49 additional hires we made last year beyond our original plan are expected to grow into 
specialized talent during the current fiscal year ending February 2027. 
 
Furthermore, we share technology with companies we have acquired through M&A.  
As a result, approximately 54 people from the acquired actias Inc. are expected to be counted as 
Specialized Talents by the February 2027 term. As the medium-term management plan continues to be 
updated, the target point three years from now will be set higher. Therefore, it is necessary to prepare for 
this starting several years in advance.  

     

     

      

      

      

      

 

     

      

      

      

      

      

  

                                  

                                                                                                                                                                                                           

                 

                                                                                 

                                              

     

      

      

                                                                                                                                       

                  
                  

       

                   
           
       

      

      

      

        
        

      
   

        

       

       

      
   

        

      
   

        



 
This is the medium-term management plan for operating profit. It is also a comparison between the profit 
from the medium-term management plan from one year ago and the updated figures for this term. Over 
the past year, we have exceeded expectations, so we have updated the plan accordingly. 
 
As a reiteration, we have updated our medium-term management plan about three times since our IPO. 
While it is important to exceed these plans, this medium-term management plan represents high growth 
and continuity for us. Of course, it is an expression within feasible probabilities. 
 
Therefore, a previous year's growth rate of 69% followed by 0% the next year lacks continuity. Although it 
might sound modest, achieving 30% growth over two years is considered more valuable for our company. 
  

   

     

     

     

     

     

 

     

     

     

     

     

     

  

                                           

                 

     

     

     

                                                                                                                                       

                                                                                 

      

      

      

        
        

       

       

      
   

        

      
   

        

      
   

        



 
To explain some key points about our company, the first is the expansion and deepening of enterprise 
customers. Within our company, enterprise refers to large corporations. Since larger companies tend to 
have larger order amounts, we aim to increase this percentage, which is why the number of salespeople 
has significantly risen. We aim to bring the ratio of enterprise close to 100%. 

  

                           

                                                                                                          

                                                              

                                                                          

                                                                                                                                                             

                  

                                 

           

      

                

                         

                                    

     
                  

     
      

                

  

      

      

              

       

       

       

       

  
  

    

  
  

    

 

      

      

      

      

       

       

       

       

       

                                                

       

         

         
         

         

         

         

         

 

         

         

         

         

         

         

                                                



 
Another area is advanced technology fields. We refer to new technology fields, or more difficult technology 
fields, as advanced technology fields, and we wish to increase this ratio. The sales ratio has increased by 
about 5% compared to last year, reaching 63%. 
 
The table on the right roughly shows which fields account for significant sales within our company. 
However, a cautionary point here is that actual systems are built by mixing different technology fields. 
Since multiple technologies are mixed, some sales are double counted. Examples include network 
virtualization or building load balancing within the cloud.  

       
       

         

         

         

         

         

         

 

       

         

         

         

         

         

         

         

         

         

                                                

  

                                  

                                                                                

            

                                

                         

                                      

                                                                                           

                                                                                                      

             

                                                                                                                
                                                                                                                                          

                                               
                                                                                                                                                  
                                                                                                                           
                                                                                                                             
                                                                                                                                                 

         

     

    

      

      
                      

                     
        

        

                   
        

             

                      

         

       

              

                  
        

     

                  
         

        

               

               

                 

                 

                           

           

  

  

                  

  

           

      

                

          
      

                

  

  

  



The third point is the trend of specialized talents and highly specialized talents. 
Currently, there are two categories, but in reality, there is a third category of employees behind these, 
imagined as first year to second year. Specialized Talents are generally those beyond their third year, and 
Highly Specialized Talents are generally those beyond their seventh year.  
In actuality, we score based on classes and grades, grouping more finely. As you can see, Highly 
Specialized Talents used to increase by only about ten people. However, around the time just before the 
IPO, we strengthened recruitment, and many of those hired during that time are now reaching highly 
specialized talents.  

  

                                                                                                               

                                                                                                        

                                 

                                                        

   

   

   

  

                                             

   

   

      

      

                                                                                         

      
                

      
                

      
                

      
                

      
                



 
Next, I will explain our past M&A achievements. Firstly, with four subsidiaries, only the two on the left are 
highlighted. While the combined left two subsidiaries were slightly operating at a loss, this term, two years 
later, they are showing a profit of roughly 230 million. It's not so much that the subsidiaries have 
dramatically transformed, but more that our sales and profits have shifted, though the subsidiaries have 
gained slight competitive advantages, mixing profits. 

  

                                                      

           
                  

                      
           

                  
           

                  
        
           

              

              

                         

            

             

                      

              

            

                            

              

             

                            

       
                

                                                       

                                                          

  

                                        

                   

                  

                     

                   

         

                

                                                                                                                                            

                                                                                                                                        

                   

                                                                                                                                      

                         

                     

                   

                                                                                           

           



 
This is a diagram that simply summarizes our strategic image into three components.  
 
The first is the change in the mix of personnel composition. It is represented by the three orange colors in 
this triangle. Even without new hiring, the level of existing personnel constantly improves. Assuming no 
new hiring, this mix will level up each year. 
 
The second point is the transformation of the sales composition at the top left. This is represented by the 
increase in the enterprise ratio and the share of advanced technology fields, which enhances our 
competitive advantage, shown by the height of this triangle. 
 
Finally, the third point. To maintain high growth beyond the medium-term business plan, relying solely on 
this mix without new hiring will eventually reach a limit. Naturally, we will continue to hire future highly 
specialized talents and specialized talents each year. It is an image where the base or foundation of the 
triangle is rising to the right. We will also pursue mergers and acquisitions alongside this. 
 
In the short term, M&A is beneficial because we are steadily conducting projects transfers. In the medium 
term, by sharing technology with subsidiaries and nurturing personnel, it becomes possible to achieve 
profit growth that could not have been attained solely through our own hiring. 
 
Going forward, we plan to actively pursue M&A with companies that are either similar to us or those that 
are centered around younger personnel. As we are actually strong in development, we aim to proceed 
with an M&A strategy that combines this strength in nurturing to cultivate future Highly Specialized 
Talents and Specialized Talents. 

  

                                    

                                                            

                          

                              

                              

                           

                     

                                                   

      

           

      

           

      

             

                             

                                

                                

                             

    

      



 
 
Finally, this table contains information that we have recorded since shortly after our listing. We are of 
course continuing with number one and have also maintained the growth rate of number two while issuing 
and updating our medium-term business plan. We have now transitioned to the prime market for number 
three. Although our dividend policy has not yet been announced, we have reached the point of 
commencing dividends. In conclusion, it has been almost four years since our IPO.  
We wish to continue growing together with our shareholders and look forward to your continued support.  

  

                     

                                                                                

                                                               

                                                        

                           

              

                            

                                   

     

                                          

                                  

                

  

  

  



Q&A Session 

 
 
Tominaga：Now, we will move on to the Q&A session.  
 
[Q]：Regarding the external environment and recession 
[A]：We will explain the relationship between the recession, the Trump tariffs, and our 
company. Our company is primarily domestic in nature, and most of our clients are also 
domestic. We specialize in IT infrastructure within the IT sector. Our company has act ually 
been in existence for a long time, and although at the time of establishment, no significant 
advantage was apparent, we have continued operating since the days of the Lehman Shock. 
During the Lehman Shock, of course, the Japanese economy as a whole was not doing well, 
but rather than our sector, it was mainly the IT development areas that were initially 
affected. IT infrastructure, similar to essential utilities like electricity and water, usually 
remains unaffected unless the recession is extremely severe, as was our experience during 
the Lehman Shock. Therefore, this time too, it depends primarily on the depth of the 
recession. Recessions typically reach Japan about half a year later, initially impacting 
development work, with subsequent minimal effects on IT infrastructure, occurring much 
later. Only if the recession is really strong might it affect us.  
 
[Q]：It is mentioned that some listing-related costs have been accounted for, but how much 
remains? 
[A]：Approximately 25 million yen in listing-related costs will be incurred in the first quarter 
of this fiscal year, with no additional costs thereafter.  
 
 
[Q]：What are the basic principles of the M&A strategy and thoughts on PMI?   
[A]：As for M&A, we are currently acquiring companies close to our domain. actias Inc. is a 
good example, where the business transfer and technology sharing are progressing well. As 
mentioned earlier, we anticipate that specialized talents will emerge from actias Inc. starting 
next fiscal year. Although the intensity, speed, and environment of growth differ from our 
company, it is gradually becoming meaningful.  
In this regard, we think it is possible to acquire similar companies and reskill personnel at 
companies centered around younger members, which is why young-focused companies are 
also entering as M&A targets. These companies generally have more IT knowledge  compared 
to inexperienced individuals in our company. However, regarding whether the growth 
intensity and probability exceed our company, that's not necessarily the case. For example, 
whereas 80% of our members grow in our company, even if only 40% grow in a subsidiary, it 
would still result in meaningful outcomes.  
 
[Q]：Is M&A factored into the new medium-term business plan? 
[A]：It is, of course, not included in this fiscal year. It is not included in the next fiscal year 
either. It is only slightly factored in at the end of the medium-term business plan period, 
towards the fiscal year ending February 2028. We have been conducting  M&A annually since 
our IPO. Therefore, the personnel of subsidiaries are somewhat factored into the plan. The 
upward revision of 80 Specialized Talents planned for the fiscal year ending February 2027 
was influenced by the increased hiring last fiscal year and the acquisition of Actias Inc. last 
fiscal year. 
 
[Q]：I think the pricing changes by a few percent every year, but is this factored into the 
mid-term business plan's plan for a 30% increase?  
[A]：Our company often likes to use the figure of 30%, and we have frequently 
communicated that we believe 30% growth is achievable since we became publicly listed. 
However, there have been changes in factors such as increased competitive advantage and 
pricing changes, as well as environmental shifts. Factors like environmental changes and 
M&A are not significantly considered in the mid-term business plans. Even if pricing is 
increased by 5%, the impact on sales is minimal, and the increase in pricing does not 
necessarily translate directly to profit. For example, this year we are using it for investments 
such as increasing hiring to continue over 30% growth in 2 to 3 years. In the previous term, 
we used costs while being mindful of market consensus.  
 
 



[Q]：What are the factors behind the improvement in the gross margin rate excluding the 
M&A effect in the fourth quarter compared to the previous year?  
[A]：This is due to the impact of raising prices. We have been transferring projects to a 
subsidiary, and over the past year, about 15 to 20 people monthly have been involved full -
time as specialized talents and highly specialized talents. Additionally, with increased hiring, 
even though we have hired more than planned, we have absorbed that, resulting in a slight 
positive effect from the price increase compared to last year; that is the kind of image we 
have. 
 
[Q]：How much profit are the two acquired companies generating?  
[A]：The two companies we acquired originally had almost no profit when combined in their 
financial statements. Being unlisted, there were many wasteful expenses, and their adjusted 
profit was around 100 million yen for both companies combined. This has increased to 
approximately 400 million yen in the current term. The profit went from 100 million yen to 
400 million yen. Much of this is due to the transfer of projects from our company and the 
subsidiaries' own growth. Our revenue has also moved to the subsidiaries, but we are now 
moving on to securing better projects, which will lead to a stage where our own company will 
grow again. 
 
[Q]：In the midst of a challenging recruitment environment, why is your company able to 
hire? 
[A]：Our company might have a slightly stronger ability to educate compared to other 
companies. While other companies may prefer to hire more science graduates, we hire from 
where we can. We also have a considerable number of liberal arts graduates. The difference 
between liberal arts and science is truly minor, so we hire both. With about three months of 
training, this difference can be bridged, so we focus more on criteria like character. 
Moreover, the level of the personnel we are hiring now appears to be higher than before. 
Therefore, even if it becomes difficult to hire due to external factors, we can develop talents 
and thus adjust our criteria as necessary. We hire from where we can.  
 
[Q]：Will you maintain a dividend payout ratio of 10% during the mid-term management 
plan period? 
[A]：Of course, we aim to raise the dividend payout ratio in the future. A payout ratio of 
10% is low, and we do not consider it a sufficient form of shareholder return. We are 
initiating dividends as a result of our transition to the Prime Market. Additionally , as 
explained earlier, we have decided to issue dividends based on the two reasons previously 
mentioned. Going forward, we plan to announce a slightly higher dividend payout ratio with a 
stronger emphasis on shareholder return, so please wait a little longer for our official 
dividend policy. However, this does not mean that we will not announce a dividend policy 
during the mid-term management plan period — it simply means we cannot disclose the 
details at this time. 
 
[Q]：Impact of generative AI  
[A]：Basically, we believe there is no particular need to consider it. Our work cannot be 
completed by generative AI alone. For example, programming and writing source code fall 
into adjacent business areas that may be affected. However, in our case, we do not engage 
in writing source code, so there is no impact. That said, there is potential to create synergy.  
In the programming field, AI will write the source code, SEs will take the role of utilizing 
generative AI, and those who manage them will be project managers. However, when it 
comes to our infrastructure SEs, we believe the impact will be minimal.  
 
[Q]：How should one perceive the growth of specialized talents and highly specialized Talents in relation 
to sales and profit growth? 
[A]：Essentially, consider the growth in Specialized Talents and Highly specialized Talents as 
corresponding with profit growth, ignoring the profit of the first and second-year. In 
estimating 30% growth, we make more detailed calculations. For instance, if a particular 
talent learns certain skills in the next project, it enables certain work to be obtained, 
cumulatively achieving 30% growth. The power differs between Highly specialized Talents  
and Specialized Talents. Assuming a Highly specialized Talent is equivalent to two Specialized 
Talents, calculating like 135 people times two plus 247 yields a specific number. This is akin 
to a power score for the year, and annually conducting such calcu lations reveals an 
approximate growth of 30%. This method of thinking might be reflected in an analyst report 
from SBI securities. Although our actual calculations are somewhat different, the overall 
growth image is similar. 



[Q]：Reason for upward revision of Specialized Talents for the February 2027 term but no 
change in the number of highly specialized Talents. 
[A]：As I mentioned earlier, more than 50 people were hired from actias Inc. and more than 
50 from our company, but due to some attrition, fewer people are expected to become 
specialized talents.  
During the mid-term management period, they won't yet become Highly specialized talents. 
Previously, after large-scale recruitment post-IPO, the number of specialized talents initially 
increased. Now, those recruited then are maturing into Highly specialized talents, thus their 
numbers are increasing. Furthermore, members from M&A activities will eventually become 
Specialized Talents, leading to an initial increase in their numbers. Over a few years, the 
number of Highly specialized Talents will rise. Hence, the upward revision is limited to 
specialized talents. 
 
[Q]：Thoughts on office expansion 
[A]：Our current office is solely for headquarters functions. About half of our work is done 
remotely. We also have a second office in a different location and often rent rooms within 
clients' premises. We have no immediate plans for headquarters expansion.  
 
[Q]：Regarding recruitment   
[A]：Last fiscal year, the net increase was around 200 people. This fiscal year, it is planned 
to have a net increase of about 250 people. Depending on the progress of profits, we might 
increase recruitment a bit more, but this is the current recruitment plan.  
 
[Q]：Number of interviews after Prime listing  
[A]：In the previous quarter, we probably had one-on-one meetings with about 50 
companies. About 70 people have registered for today's briefing session.  
 
 
MC：Now that the time has come, we will conclude the financial results briefing for the fiscal year ended 
February 2025. Thank you very much for your participation today.  
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