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[Speaker] 

President and CEO, Shigehiro Tominaga 

  



 

MC：Thank you for your support. We will now hold the second quarter financial results briefing for the 
period ending 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 all for being here today. This time, we have the highest number of applications 
for our financial results briefing, with 77 participants joining us.  
Now, I would like to report on the financial results for the second quarter of the fiscal year ending 
February 2025.  
 
First, let me explain the company overview. Our company was founded in 2007, the same year the iPhone 
first appeared. With the birth of the iPhone, mobile phones transformed into devices that could be carried 
around, comparable to personal computers. As communication speeds increased significantly, it was 
anticipated that various services centered around that device would emerge in the IT field.  
 
To support and develop those services, we determined that a sound and robust IT infrastructure operating 
behind the scenes was essential, leading us to establish a specialized company. Therefore, while we are a 
venture, we have not created services that astonish the world. Instead, we focused on a field that was 
quite unremarkable at the time. 
At that time, various ventures were entering the market, such as social networking services, but our 
business image is not about striking gold during a gold rush; rather, it is akin to selling items like pickaxe 
or jeans.  
 
Our company name means " Anglerfish" in French, referring to the deep-sea anglerfish. To briefly explain 
why we chose " Anglerfish"  

In academic concepts, the entire IT system is said to be divided into seven levels. There are various 
interpretations, with some saying it can be divided into four layers or seven layers. The top layer is called 
the application layer, while the bottom layer is referred to as the physical layer.  
The physical layer is somewhat outside of IT, relating to the wiring aspect, which is a specialty of a 
telecommunication construction companies.  
We are in the business of excelling at the layer above that physical layer, beyond the wiring. 
 
Academically speaking, our territory lies in the second or third layer, meaning that from the perspective of 
the entire system, we are in the deep sea. The name " Anglerfish" was chosen because it lives in the deep 
sea and glows.  
 

 

                

                        

                                     

                 

                       

           

        

                 

                                                 

              

            

        

         

 

                     

                       

    

                                            

                  

                

                                          

              

                              

                                               

                

                                   

                               

                     

             

           

          

            

          

            

                                               

                

           

                                     

                

             



 
 
Next, I will explain our positioning within the industry. In the past, IT systems were characterized by a 
broad and shallow approach. However, due to the diversification of social needs, advanced technology is 
now required at each layer.  
 
Regarding the breadth of the seven layers, even if we extract that concept, it has not changed. Although 
this diagram shows four layers, those four layers remain unchanged. What is happening is that while the 
breadth of these layers has not changed, each layer has become more complex.  
 
Despite this background, not everything has been made more complex, and most of the technology is still 
conventional, so some systems companies are still doing business across the layers. But, because some of 
the technologies have become more complex, there have been specialized, specialty-type companies that 
have emerged in recent years. 
 
For example, some companies specialize in AI and digital transformation (DX), and even more in 
municipal DX and cloud services. We specialize in IT infrastructure, and I think that is what makes us 
unique.  
 
The bottom two in the above diagram are called ‘infrastructure’ in the IT industry, but in our business we 
do not engage the LAN part, the wiring part, or the construction work that telecommunications 
construction companies mainly do within the infrastructure. 
 
As shown in the diagram above, the system developers, which was responsible for a broad cross-section 
of each tier, was responsible for the application as its core business while also handling the IT 
infrastructure portion incidentally. 
Facility construction companies were also involved in telecommunications work as their main business, but 
were also incidentally responsible for the IT infrastructure connected to it. 
 
In this context, I feel that our unique position has gained prominence against the backdrop of changing 
times. 
  

 

                                                                                                       

                                                                                                             

                                                                                                                

                     

    

          

                 

                  

                  

            

                       

                     

                    

                        

                       

                            

                                     

                       

                       

                                                                                                                                                                                                                       

                                                                                                               

                                                                                                                                                      

                                                                                                                   

                                                                        

                       

                         

              



 
 
Next, I will report a summary of the financial results figures.  
Our revenue has increased by 51% compared to the same period previous year, and our operating profit 
has risen by 56%. 
To give you a rough idea of these figures, at the second quarter, revenue have exceeded the previously 
upwardly revised forecast, and operating profit is slightly more than 100 million yen above the forecast.  
New subsidiaries were consolidated in Q1 and Q2. 
Since our IPO, we have conducted M&A in the first and second years, acquiring one company each year 
with revenues of about 500 million yen.  
 
But, in this first half of the year we acquired a company with revenues of 1 billion yen and another with 
revenues of 1.7 billion yen. 
Naturally, this will lead to an increase in revenue, but it will also result in a decrease in gross profit margin 
and operating profit margin.  
 
Additionally, after the acquisition, we provide PMI and sales support, and also take over our projects to 
our subsidiaries.  
 
Although we are using our resources to take over that project, gross profit margin and operating profit 
margin are expected to improve relatively quickly in the future. 
 
Furthermore, earnings are expected to increase further from the Q2 through the end of the current fiscal 
year. I'll explain later.   

 

                 

                            

                       

                            

                                                                                    

                          

                                                                      

                                        

                                                                                           

                                                       

                                                                                               

                                    



 
 
This slide shows the figures at each stage, comparing them to the previous quarter.  
The figures from the previous period have also been adjusted to IFRS, so we are comparing them on that 
basis. You can see that we have grown by about 1.5 times over the year.   

   
           

                

                
   

                 

            

                    

            

                    

                                               

                                                     

                                                      

                                         

                                         

                                                                      

                                                                                             

          

  

                  

                                               



 
 
This slide shows the quarterly revenue trends.  
Our revenue basically do not fall below QoQ, and within the same fiscal year, they tend to increase from 
Q2 through the end of the fiscal year. There are two main reasons. 
The first is that the timing of project acceptance inspection will increase from Q2 to the end of the fiscal 
year. Many of our projects are recurring sales, in which we make sales every month, but we also have 
projects in which we make sales at the time of acceptance inspection. 
 
The second is due to the Company's policy of reallocating personnel. 
We hire mainly new graduates every year. Therefore, the first year is a training period. Engineers in their 
first year with the company learn the work of their seniors, and in their second year, they take over the 
work from their seniors.  
Sales increase toward the end of the term as senior resources become available and new projects are 
assigned toward the end of the term. 
  

       
       

              
       

       
         

         
         

         
         

         

         

         
         

         

         

         

 

       

         

         

         

         

         

                                        

  

                                       

                                                                                             

                                   
                                                                                                 

                                                                                                                

                                                                                                                 

                                                                                          

      

                
      

                

      

                

      

                

                  

      

                 



 
This slide shows the quarterly Gross proft trends. 
Gross profit margin is lower than in Q1, but this is due to the consolidation of subsidiaries. 
Our non-consolidated gross profit margin is up from Q2 of the previous year, so there is no special event 
taking place.  
  

  

                                             

                                                                                                       

                                                         

                  

      

                

      

                

      

                
      

                
      

                 

       
       

              
       

       
              

       

       

       

              

       

             

       

         

     
     

          

     

     

          

     

     

     

     

     

     

          

     

     

 

       

       

       

       

         

         

                                        

                          

                            



 
 
This slide shows the trend of operating profit.  
The gross margin has decreased compared to the first quarter, but the operating profit margin has slightly 
increased.  
If the PMI and other initiatives we have implemented this year progress, we expect the margin to 
naturally increase. 
While we are taking over to our subsidiaries work that can be undertaken without us, we are incurring 
double the cost of personnel. We will take over while maintaining the profit growth rate expected by the 
market.  

      
       

              

      

       
              

       

       

       

       

       

       

       

       
       

       

     
     

          

    

               

     

     

     
     

     

     

     

     

          

 

       

       

       

       

       

       

                                        

  

                                                                                               

                                                             

      

                

      

                

      

                

      

                
      

                 

                  

                                                 

                          

                            



 
This is the trend of quarterly operating profit.  
As seen on page 13, in the previous fiscal year only, the operating profit in Q4 decreased compared to Q3. 
In other fiscal years, operating income increased each quarter from Q1 to Q4. 
We expect that if we proceed naturally this year, it will increase each quarter. If you look at the profit 
growth rate from the previous year, I think it would be good to compare it based on this premise.  
 
In the current fiscal year, we will continue to maintain the growth rate demanded by the market, but 
significantly exceeds it, we may invest part of that excess upfront.  

  

 

       

       

       

       

       

       

       

                

      
              

      
               

                                             

                                                                                       

                                                                                        

                                                                                                      

                                                         

                  



 
Next, I will report the progress rate of the performance forecast before and after the revision.  
Although we have not reached 50% progress in the first half of the year, our performance tends to 
increase each quarter toward the end of the year. The revised budget includes the company acquired in 
the second quarter, but considering that only the second quarter is consolidated in the first half, we are 
likely to be in a safer zone regarding the revised budget for this term.  
 
We will exceed the current full-year forecast and create high growth in the next fiscal year while 
conducting PMI and taking over projects to subsidiaries.  

  

                                                                      

        

           

      

        

                

        
        

        

           

      

      

        

      

         

        
               

            

       
            

        

    

      

         

       

            

       
            

                                                                    

                                                          
         

      

                                                          
             

   

                                                              

                 

                                                                                                            

                                                                                              

                                              

                  



 
This slide shows the mid-term management plan. 
This is a comparison between the updated forecast disclosed in June and the medium-term management 
plan disclosed in April. 
We have not updated the medium-term management plan at this timing, but the revenue for this term 
are already expected to significantly exceed the forecast. As I mentioned earlier, we are always 
envisioning a 30% growth in operating profit and its continuity.  
 
One important point of our growth is shown in the lower part of this table.  
 
Taking an average, the specialized talents are engineers in their third to sixth year. 
Highly specialized talents are roughly 7th grade and above. 
Of course, all employees are driving growth, but among them, they are the members who play a central 
role in the project from acquisition to completion. 
Since we do not hire any experienced staff, we plan our performance years in advance, working backward 
from the progress of hiring and training. 
 
For example, new graduates who joined the company in April of this year will begin to become specialized 
talents in the fiscal year ending February 2027 in this mid-term management plan. 
For these reasons, we are now focusing on efforts to increase the probability of high growth per around 
FY2028.  

  

                                  

                                                                                           

                                                                                                                                                                                                           

     

     
     

      

      

 

     

     

     

     

      

      

      

      

      

                                                                                                                 

               
                  

       

               
           
       

       

      

        
        

                 

       



 
Next, this is the medium-term management plan for operating income. 
Although we are not updating the medium-term management plan at this timing, the operating profit for 
this term is expected to exceed the forecast.  
 
We expect to exceed our full-year forecast of 2.3 billion yen.  
Our focus is on high growth of operating profit in every fiscal year and its continuity. 
Regardless of what the growth rate is this fiscal year, we are preparing for a target of over 30% next fiscal 
year.  

  

                                           

   

     
     

     

     

 

   

     

     

     

     

     

     

     

                                                                                                                 

     

                 

        
        

       

       

                                                                           



 
Next, I will highlight three key points of our business.  
One of the things our company emphasizes is the expansion and progress of enterprise customers.  
 
By enterprise companies, we simply mean large companies. Since large companies tend to have larger 
transaction amounts than small and medium-sized companies, we would like to increase the percentage of 
sales to enterprise customers. 
 
We were not aggressively marketing before our IPO, and we only had five sales people. 
So we have expanded our transaction through referrals and word of mouth. 
Moving forward, we aim to further enhance the sales ratio of enterprise customers through proactive sales 
development.   

      

      

       

       

       

       

       

      
  

  
    

  

  

    

 

      

      

      

      

       

       

       

       

                                          

       

         

         
         

         

         

         

         

 

       

         

         

         

         

         

         

         

         

                                          

  

                           

                                                                                                          

                                                              

                                                                          

                                                                                                                                                             

                  

                                 

           

      

                

                         

                                    

     
                  

     
         

                 

                  

  

         



 

 
The second point is sales in the high difficulty level and fast-growing advanced technology sector of IT 
infrastructure. 
The advanced technologies we define include those listed on the right side.  
Since IT infrastructure is made up of a combination of advanced technologies, there is no particular area 
of growth, but our cloud computing sales ratio is high. 
  

       

       
         

         

         

         

         

         

 

       

         

         

         

         

         

         

         

                                          

  

                                  

                                                                                

            

                                

                         

                                      

                                                                                           

                                                                                                      

             

                                                                                                                
                                                                                                                                          

                                               
                                                                                                                                                  
                                                                                                                           
                                                                                                                             
                                                                                                                                                 

         

     

    

      

      
                      

                     
        

        

                   
        

             

                      

         

       

              

                  
        

     

                  
         

        

               

               

                 

                 

                           

           

  

  

  

                  

  

         

           

      

                

          
         

                 

  

  

         

  



 
The third point, changes in the number of specialized and highly specialized talents. 
 
We categorize our employees into three tiers, with the two relevant tiers being specialized personnel with 
three to six years of experience and highly specialized personnel with seven or more years.  
Although not listed here, we define first-year to second-year employees as entry-level personnel.  
 
As you can see from the upper section, the number of highly specialized talents used to increase by only 
about ten per year.  
However, we began accelerating our hiring shortly before the IPO, so that we now have about 50 more 
highly specialized personnel per year, now in their seventh year.  

  

                                                                                                               

                                                                                                        

               

                                                        

   

   

   

  

                                           

   

   

      

      

                                                                                         

      
                

      
                

      
                

      
                

         
                 



 
This slide is a strategy image. We have summarized the three highlights mentioned earlier. 
The first is transform our talent structure. 
Our company has 1,000 employees, but only 600 are specialized talents or above, and only 200 are highly 
specialized talents. The others are new employees that need up-front investment. This mix changes every 
year. 
 
The second point mentions the transformation of revenue composition. 
As the percentage of sales from enterprise customers and advanced technology areas has increased, our 
competitive advantage has increased. 
As a result, they have been able to get higher sales at the same man-hours as before. 
In other words, it is as if the height of the triangle in this figure is increasing. 
Currently, the impact of M&A is making gross profit margins more difficult to predict, but the triangle is 
steadily changing in height. 
 
The third point is that we are currently engaging in hiring and M&A to maintain high growth beyond our 
mid-term management plan. It means that we are expanding the talents that form the base of this 
triangle.  

  

                                    

                                                            

                          

                              

                              

                           

                     

                                                   

      

           

      

           

      

             

                             

                                

                                

                             

    

      



 
This slide is what we have been communicating since shortly after the listing. 
 
The first one from the top is what I just told you all. 
Second, we have been able to maintain high growth. 
Third, regardless of when we move to the prime market, we have met the ordinary income and net asset 
requirements for the criteria to move to the prime market. 
 
It will be three years since the IPO next month. We hope to continue growing together with all of you, so 
thank you for your support. 
  

  

                     

                                                                                

                                                               

                                                        

                           

              

                            

                                   

     

                                          

                                  

                

  

  

  



Q&A Session 

 
 
Tominaga：Now, we will move on to the Q&A session.  
 
[Q]：You said that operating income would exceed the full-year plan by a little more than 100 million 
yen, but is it safe to assume that the pace for the full year will exceed the plan by about 200 million yen? 
 
[A]：That is approximately correct. 
 
 
[Q]：You said that you would make additional investments if you judged that earnings were likely to 
improve significantly higher. 
What level of profit and profit growth rate for the full-year results would the company consider to be a 
passing grade? 
 
[A]：The first half of the year exceeded the forecast by 100 million yen, and if the second half of the year 
also exceeds the forecast by 100 million yen, operating income will be 2.5 billion yen. 
Of course, since it is the future, we cannot say anything definitive, but we think that a large exceedance 
means that operating profit will be over 2.5 billion yen. 
We do not know if it will be 2.5 billion yen, but please use the following guideline: if it is less than 2.5 
billion yen, no additional investment will be made; if it is more than 2.5 billion yen, investment will be 
made. 
 
[Q]：Hiring progress and turnover rate changes. 
 
[A]：Hiring progress is as good as ever. 
The hiring of new graduates for 2025 was completed about six months ago and we are in the process of 
hiring new graduates for 2026.Our turnover rate is no different than before. 
 
 
[Q]：As usual, the increase in operating profit will increase toward the end of the term, but is it correct 
that the drop in profit in Q4 last year compared to Q3 was a temporary special factor? 
 
[A]：It is correct that it was a temporary special factor. 
There are currently no temporary special factors expected in Q4 of this fiscal year. But I would like you to 
think that the 2.5 billion yen I mentioned earlier will be one of the key factors. 
 
 
[Q]：What additional investments will be made when it is determined that operating profits are likely to 
be exceeded? 
 
[A]：Of course we will hire additionally, but the most important thing is to take over the project to our 
subsidiaries. 
Our company specializes in advanced technology fields, but we actually have projects that can be done 
even if it’s not our company. 
Such projects are not numerous, but we will take them over to our subsidiaries. 
Since it takes man-hours of our personnel at the time of that handover, we plan to invest in such things, 
such as a more proactive approach to that handover. 
Once the handover is complete, the man-hours of our personnel will be freed up to go get new sales. This 
will further increase the probability of high growth in the next fiscal year. 
 
[Q]：If it is likely to exceed the plan for the FY2025, will you raise the figures in the medium-term 
management plan for the FY2026 and beyond? 
Also, to what extent do you plan to include the effects of new M&A in the FY2026 and beyond? 
 
[A]：We plan to update the medium-term management plan once a year, so we plan to do so when the 
full-year results for the current fiscal year are available. 
We do not frequently announce revisions to our earnings forecasts. 
The previous year's operating profit was up 60% YoY, and the year before that, it was up 43% YoY. 
Full-year forecasts were lower than that, but were not updated. 
Current year, we disclosed an update to our earnings forecast, as the M&As will add significantly to our 



sales. 
We will disclose updates if they make sense at the time, but basically we do not disclose updates 
frequently. 
Regarding the update of the mid-term management plan, since we are emphasizing the continuation of 
high growth rates, the update will be based on the full-year performance figures, no matter what the 
growth rate is for the current fiscal year. 
 
As the mid-term management plan is scheduled to be updated, I cannot say anything definite yet, but 
even if we do not make any new M&As in the next fiscal year, we expect to achieve our announced mid-
term management plan. 
 
 
[Q]：Is there a possibility that sudden additional investment would be wasted? 
 
[A]：As you say, rapid investment may not be cost-effective. 
We can prepare for hiring about two to three months in advance, so it is not a sudden investment. 
Also, a more aggressive handover of the project to the subsidiary, so that the handover occurs more 
quickly than originally envisioned, would not be a waste of investment. 
We would like to make such investments. 
 
[Q]：What factors contributed to the fact that operating profit for the previous year was lower in the Q4 
than in the Q3? 
 
[A]：The previous year's performance was quite good as of Q3, and it was expected that the profit 
growth rate would be a little higher if it continued through to the end of the period. 
Therefore, additional investments were made in Q4 of the previous year, resulting in lower profits in Q4 
than in Q3. 
 
 
[Q]：What types of companies does your company consider for M&A? How many such companies are 
there in the world, and are there other companies that would like to M&A such a company? 
 
[A]：Companies that are in the same IT infrastructure business as we are are the target of the 
acquisition, like actias Inc. and ZOSTEC Inc. that we acquired last time. 
But although they are the same in a broad sense, if we categorize baudroie's projects, it has about 60% of 
its sales in the advanced technology field.  
But, when we categorize the subsidiary's projects, there are almost no sales in the advanced technology 
field. 
Many of our subsidiary's projects are in conventional technologies, so the nature of their business is 
slightly different from ours, which focuses on advanced technology fields. 
 
The number of companies I know of that are in the same IT infrastructure business that are targeted for 
acquisition is about 100 in Tokyo. 
Compared to other systems companies whose business covers a wide range of areas other than IT 
infrastructure, we specialize in IT infrastructure, so there may not be as much competition on the 
acquiring side. 
We do not have any M&A plans for the next fiscal year or beyond, but we are at the stage where we are 
starting to get a few ideas. 
 
 
[Q]：About dividend Policy. 
 
[A]：As stated on page 25, number 3, I can't say anything definitive, but it is safe to assume that this is 
the timing of the transition to the prime market. 
 
 
[Q]：There has been a lot of talk about VMware's large price increase, will it affect your business and 
performance? 
 
[A]：Since we do not service VMware-based systems, this price increase will not result in an increase in 
our costs. 
An increasing number of our projects are related to VMware. Some customers are experiencing increased 
costs due to price increases all at once, so we are seeing an increase in projects that involve balancing 
with other manufacturers such as Nutanix to keep costs down. In some cases, everything is being 



renewed to another manufacturer. 
 
But this project will not be our special demand. We have several VMware projects in a situation where we 
have been able to selectively receive orders due to excessive demand for some time now, so the loss of 
this project will not have a negative impact on our business performance. 
 
In other words, this price increase is positive for us, and we expect this impact to last a bit longer. 
VMware users are considering switching to other products quite a bit, and the price increase does not 
mean they can switch all at once. Many customers are considering implementing this when their licenses 
expire, so this trend is expected to continue for about a year. 
 
 
[Q]：The consolidation of actias Inc. reduced the gross margin by about 2%, but how much will PMI 
improve the gross margin in the second half of the year? 
 
[A]：Last year's Q3 gross margin was 39.5%, so I have a sense of about 2-3%. It is not that high. 
 
 
[Q]：What is your company's competitive advantage and what is the status of the competition? 
 
[A]：We haven't done competition for a long time. We have 15 salespeople now, but if we were running 
a competition, we would need more salespeople. And if there were more competitors, there would be 
more sales people. 
 
About our competitive advantage, first, IT systems used to be a simple set of technologies, but some 
conventional technologies still remain. If we tried to form a team for a project of this simple technology, 
there are many companies that can do it, and if we ask 10 companies, 10 companies can do it. But the IT 
industry is short of staff, so they gather engineers from various companies to form a team, not just one 
company. 
For example, in the financial industry, if you want to create a team of experts, you need to gather people 
who specialize in some field, so you need to assemble people from various companies. 
The IT industry in Japan is not the same. Regardless of the difficulty of the project, it is common for teams 
to be formed by gathering engineers from various companies, simply because of the shortage of labor. 
The same situation may be true of construction industry in Japan. 
 
For projects in the advanced technology fields in which we specialize, it is quite difficult to assemble 
engineers. This is not due to a shortage of labor, but rather the rarity of skilled engineers. 
So, when trying to gather rare engineers, we reach out to another 10 to 30 companies and finally find one 
person. Then, we reach out to another 10 to 30 companies to find another, repeating this process to build 
the team. 
The difficulty level of team composition is different from that of a conventional technology project. 
 
When other companies try to form teams for projects in advanced technology fields, they form inefficient 
teams. In our case, we can assemble a team with only our own engineers, without having to gather 
people. 
While other companies could build a team, the point at which it would be less efficient is our competitive 
advantage. 
 
 
[Q]：Will aggressive sales activities cause overcapacity or overburden the company? 
 
[A]：Yes, since we do not use outsourcing partners and only use engineers from our group companies to 
complete projects, the supply of engineers is our main capacity. 
Aggressive sales will increase the number of projects we can choose from. For example, without 
aggressive sales, we would have to choose one out of 30, but with aggressive sales, we can choose one 
out of 50. We can select more profitable projects. 
 
Our capacity depends on the number of highly specialized talents and professional talents. 
Therefore, in order to continue our high growth rate, we have been recruiting and training a number of 
human resources backwards for several years. 
 
[Q]：Is the telecommunications carrier's investment relevant to your company? 
 
[A]：I have an image of base station investment having settled down quite some time ago. 



Base stations are in the same network category, but they are different from our network field. We are not 
in the business of networks related to radio waves, but rather the IT infrastructure part of 5G services. 
Therefore, we are in charge of creating a fast and efficient network to create new services after the base 
station investment is complete, so please consider that our company will only be affected from now on. 
 
 
[Q]：Will the sales team approach customers independently or in cooperation with other companies? 
 
[A]：Basically, we do not outsource because we do not have our own outsourcing partner, but now that 
we have more subsidiaries, we are taking over to them projects that can be done without us. 
In addition, since skilled engineers are generally responsible for everything from construction to testing, 
we are considering requesting this testing phase to be performed by a subsidiary. 
The subsidiary cannot design test items, but they can execute tests quite accurately. 
Such business collaboration is being implemented within the group. 
 
[Q]：Engineer utilization rate forecast for the second half of the year. 
 
[A]：All of our engineers are assigned to some project. In some cases, some have multiple projects. 
It also depends on what you consider the utilization rate to be defined as. 
 
We have hundreds of projects, and first-year engineers are assigned to one of those projects, but it is not 
until the second year that they become productive.  
In the second year, they begin to take over work from senior engineers. 
Therefore, it could be said that the utilization rate is 100%, or if it is determined that first-year students 
are not operating, then the utilization rate would be the number of other people, excluding the number of 
first-year engineers. 
This utilization rate increases gradually toward the end of the term as engineers take over the work of 
senior engineers in their second year and senior engineers are assigned to new projects. 
 
 
 
[Q]：What is your plan for hiring personnel, if you can, will you hire more than planned, or do you plan to 
raise the quality of your personnel by raising your hiring standards? 
 
[A]：If anything, we would like to hire more people. 
The amount of people we are looking for relative to our growth rate is also high, and we need to make 
sure that there is no mismatch after they join our company. 
We feel that our current hiring standards are a good match for our company, and we would like to hire 
more people in the future rather than raising our hiring standards. 
 
Since we used to hire and train people who did not have college graduates, our hiring standards are 
already higher now that we are hiring college graduates than before. 
The members we are hiring now are becoming fully operational about six months faster than before. 
 
The good thing about our company is that unlike other IT companies, we do not hire science students or 
hire for career positions. If the current hiring standards make it more difficult to hire, we can lower our 
hiring standards, even if it delays them in becoming fully operational. 
 
[Q]：How much specialized talents and highly specialized talents have been added through M&A? 
 
[A]：We acquired one company in the first year after our IPO and another in the second year. This year 
we acquired two companies, but we have not included the number of personnel from our subsidiaries in 
our forecast for specialized talents and highly specialized talents for the current fiscal year. 
 
In the lower left-hand corner of the table of sales in this mid-term management plan, we have included 
the following statement. 
'Subsidiary personnel are expected to be included in the specialized talents from FY2026 by sharing our 
skills with those who wish to do. Therefore, it already reflects the approximate number of people.' 
In other words, we are moving forward with plans to create specialized talents from the human resources 
of our subsidiaries in the next fiscal year. 
 
[Q]：What is the effect of consolidation of subsidiaries? 
 
[A]：To put it broadly, actias Inc. originally had annual sales of 1.7 billion yen and FunClock Inc. 



originally had annual sales of about 1 billion yen. In terms of quarters, actias Inc. is expected to generate 
sales of approximately 430 million yen (1.7 billion yen divided by 4 quarters). 
I think there will be an impact of about 450 million yen in Q2 since we will take over our project. 
FunClock Inc. is expected to generate sales of approximately 250 million yen (1 billion yen divided by 4 
quarters). 
When the subsidiary becomes consolidated, it will increase its sales by taking over our projects. 
 
Three or six months of that is reflected, but as we take over our projects, the performance of our 
subsidiaries will change as sales are replaced or costs are incurred. 
As it has been only a short time since becoming a subsidiary, I would like you to consider this as a slight 
increase from this number. 
 
 
MC：Now that the time has come, we will conclude the financial results briefing for the second quarter of the fiscal 

year ending February 2025. Thank you very much for your participation today.  
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This transcript contains certain statements regarding future performance. Such statements do not 

guarantee future results and involve risks and uncertainties. Please be aware that future performance 
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