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Presentation 

 

Matsumura: Now that it is time, we will begin ProjectCompany,Inc.'s financial results presentation for Q1 of 
the fiscal year ending December 2023. 

 

Once again, my name is Matsumura, Senior Managing Director and Group CFO of ProjectCompany,Inc. Thank 
you very much for participating in our financial results presentation today. 

First of all, here is a summary of today's explanation. 

For the performance regarding Q1 of the fiscal year ending December 2023, net sales were JPY1.494 billion 
and operating profit was JPY228 million. 

Revenue and profit increased YoY and EBITDA excluding the effect of expense items that don't incur cash outs 
also grew, generally resulting in progress that goes in line with the plan at the beginning of the period. 

On the other hand, despite the QonQ increase in revenue, profit decreased due to increased investment in 
hiring and other costs. 

That explains the summary. 



 
 

 

 

I will continue with the flow of today's explanation and explain based on the table of contents. 

First, I would like to give you an overview of our group and then explain our performance for Q1 of the fiscal 
year ending December 2023, along with the progress and outlook regarding key numerical information. Finally, 
I would like to explain some major topics. 

 

 

 



 
 

 

 

Now, I would like to provide an overview of our group. For those of you who have attended in the past, please 
understand that there may be some overlap. 

First, our group management concept is “Creating  a Project-based Society”. 

I would discuss the thoughts behind this management concept and the recognition of issues that it is based 
on. 

The Japanese economy has been stagnant for a long time since the bubble period and there are fears that it 
will continue to decline in this situation. We believe that this is due to the fact that the Japanese system is 
based on developing human resources on the premise of industrial capitalism, which is a phase before shifting 
to the information industry. 

In an industrial capitalist society, value was placed on creating things with high specifications, such as making 
a safe car or an intricate and high-tech product. And people who perform a predetermined task in a factory 
or did a job properly as they were told were evaluated as good human resources. 

However, the world is shifting from an industrial capitalist society to an information capitalist society 
nowadays, and the quality regarding expected human resources is shifting from task-oriented human 
resources that do exactly as they are told, to project-oriented human resources that can carry on projects on 
their own initiative. 

In the US, many companies like GAFA have emerged where they change society from a single project. But 
unfortunately, this has not been the case with Japan. We believe that it is not an industrial structure, but 
rather that the premise of layers or quality and attitude of human resources are task-oriented, which is what 
prevents innovation. 

We believe that the only way to revitalize the Japanese economy, or rather Japanese society, is for Japanese 
companies to break away from the old vertically top-down task-oriented organizational structure and 
transform into a project-oriented structure where human resources proactively carry on projects and interact 



 
 

 

with each other in an organized manner based on corporate mission and work together as a team toward a 
goal. 

Based on the recognition of these issues, we are developing our business based on the management concept 

of “Creating a Project-based Society”. 

 

Next, I will explain our corporate development. 

To reiterate, ProjectCompany, Inc. was founded in January 2016 by our Representative Director Doi, and 
Chairman of the Board Ito. Thanks to your support, we have steadily expanded our business since our founding. 
And with our listing on the Mothers market in September 2021, we managed to achieve our mid-term goal 
since our founding of being listed in 2021. 

After being listed, uloqo Co., Ltd., with its HR solution business, currently ProjectHRsolutions, Inc., joined the 
Group in April of last year. cuatro technologies Inc., with its technology services, currently ProjectTechnologies 
Inc., joined the Group in October. This has allowed us to pursue diversified growth through group 
management. 

In April of this year, Dr. KENKO KEIEI Inc., with its healthcare services, and artwize inc., with its technology 
services, were newly incorporated as group companies and the group structure is expanding. 



 
 

 

 

While we base our business strategy on consulting, marketing UI/UX, and several DX support areas where we 
have accumulated knowledge since our founding, we also aim to diversify growth based on DX, such as 
entering the DX x HR business and DX x technology business through M&A in the last fiscal year. 

We seek to continue expanding our business domain based on DX through M&A and new business creation. 

  



 
 

 

 

 

Although I will not explain the business structure chart and project case studies today, I will discuss the status 
of employees at the end of this section. 



 
 

 

 

Page 10, shown here is the employment situation. 

The number of employees has been steadily increasing since the Company's founding. And in April 2023, with 
the addition of new graduate employees and M&A, the number of employees reached 247 as of April 3, as 
shown here. 

Among these, approximately half, or 125 employees, belong to the DX business. 

 

 



 
 

 

 

Next, I will explain the financial results for Q1 of the fiscal year ending December 2023. 

Net sales for Q1 increased by 59.6% YoY to JPY1.494 billion. 

About 80% of this amount, or JPY1.196 billion, was accounted for by the DX business, which achieved high 
growth in net sales of 27.8% YoY. 

Although we did not see as much seasonality as we did in Q1 of last year, we gained success to a certain extent 
in firmly gaining demand while utilizing joint participation partners. 

 



 
 

 

 

I will now explain profits, where operating profit has decreased QoQ. 

EBITDA was JPY271 million, excluding the effects of expenses that didn't incur cash outs, which also incurred 
a minus on a QoQ basis. 

 

 

 



 
 

 

 

Net sales trends by segment are shown here, with net sales in all businesses growing QoQ. 

Moreover, other than transferring part of the marketing services of the DX business to consulting services 
from this quarter, we changed the aggregation guideline for UI/UX services and disclosed Ulscope services as 
only one-off research services by UIscope. So we have retroactively recalculated and presented these figures. 

 

 

 



 
 

 

 

Cost of sales and gross profit by segment results are shown here. 

Although the cost of sales and gross profit by segment are shown, the increase rate of subcontracting costs 
are higher compared to the growth of net sales for the DX business and DX x Technology business, which 
resulted in pushing down the gross profit margin. 

We recognize this as an issue where we must raise the profit margin by increasing the share of in-house 
production in the future. 

 



 
 

 

 

The breakdown of SG&A expenses is shown on page 16. 

In terms of QoQ, there was a significant increase in hiring costs, amounting to JPY21 million. In terms of ratio, 
it was a 40% increase over the previous quarter. 

As I have explained in our previous forecast, this result is due to the arrival of the hiring season for new 
graduates. 

In addition, an increase in amortization and other costs contributed to a 13.2% QoQ increase in total SG&A 
expenses to JPY353 million. 



 
 

 

 

Next, I would like to explain the progress and outlook regarding key numerical information and other things. 

From here, I would like to focus on the DX business. First, we have broken down the net sales of the DX 
business by the number of clients and the sales per client, which are shown here. 

In Q1 of fiscal year 2023, compared to Q1 of fiscal year 2022, you can see growth in the number of clients and 
net sales per client. We have achieved steady progress for both the number of clients and amount per client. 

As shown on the lower left for UIscope, the number of projects has increased slightly recently and we 
managed to efficiently acquire new clients through UIscope. 

On the other hand, the amount per client is shown in the lower right-hand corner with the number of clients 
for each amount range. In the previous fiscal year, we saw an increase in clients with the amount per client 
ranging from JPY100 million to JPY300 million and over JPY300 million. We managed to turn existing clients 
into repeat customers. 



 
 

 

 

Next, we have broken down the sales for the same DX business in terms of the number of employees to show 
the net sales per employee. 

First, the number of employees has generally increased steadily over time. 

However, as shown on the lower left, the pace of hiring has slowed down a bit since H2 of last fiscal year. 

In Q2 of this fiscal year and thereafter, more than 40 new graduates have joined our company. So while we 
expect to avoid a significant shortage of employees, we are now in the process of intensifying our hiring efforts 
by expanding our structure to hire mid-career employees from Q1. 

The net sales per employee are shown in the upper right-hand corner and net sales per employee have been 
growing steadily in the past. 

However, this is not only due to the growth in net sales per employee in a true sense, but can also be 
attributed to an increase in the ratio of partners. 

Our goal for the current and next fiscal year is to increase the absolute number of partners while increasing 
the number of employees at a faster pace to slightly lower the ratio of partners. 



 
 

 

 

I would like to reiterate my explanation of the concept behind this partner ratio. 

In terms of the current situation, although we are focusing on firmly acquiring the growing project demand 
by utilizing partners, the partner ratio with a decrease in the future for the medium to long term. 

This does not mean we will reduce the absolute number of partners but expect to reduce the partner ratio by 
increasing the rate for the number of employees more than that for partners, thereby improving the profit 
margin, as I mentioned on the previous page. 

On the other hand, although we weigh the options with the situation of hiring and project acquisition, we 
believe it is possible to achieve further growth of the top line by further increasing or maintaining the partner 
ratio under the premise of securing the absolute amount of profit as planned, which I am now indicating. So 
we understand that there's a need to develop a strategy to adopt both as options. 



 
 

 

 

Next is the investment plan based on the future workforce plan. 

We expect to consider hiring costs and rent as investment costs to secure human resources and also expect 
them to increase. 

First, hiring costs are expected to significantly increase in Q2 compared to Q1, as it is the peak season for the 
hiring of new graduates. 

Hiring costs are seasonal, and although we have not yet decided on plans for the next fiscal year, we expect 
the costs to decrease in H2 of the current fiscal year once the hiring of new graduates settles down. 

For Office rents, as we have already started using temporary office space since April last month, we expect it 
to increase for Q2 or Q3 compared to Q1. 

Afterward, we will relocate to new offices mainly in the next fiscal year, which will further increase the cost. 
But we have secured office space that will not require expansion for a fairly long period for fiscal year 2025 
and thereafter. Cost remains flat, and if the top line grows steadily, we expect the profit margin to increase. 



 
 

 

 

I described our DX business up to now, I would also like to briefly mention our other businesses. 

As I have explained many times, in October 2022, we acquired an engineer dispatching business for the DX x 
Technology business. And through this acquisition, we are expanding the scope of our group's support to 
include system development, software, and other areas of technology. 

We haven't always managed to do business with high-level companies, where multi-level subcontracting 
structures exist in the IT Industry. By utilizing our client base, we would like to improve our profitability by 
expanding the ratio of transactions with companies of higher levels in the technology business and DX 
business through direct business contracts. 



 
 

 

 

Then there is the DX x HR business. 

For ProjectHRsolutions, Inc., which joined our group in April 2022, we applied our group's know-how, mainly 
in terms of organization structuring and gradually established an organization from the starting phase of a 
very small organization scale, whose business performance is growing steadily. 

In addition, we acquired a stake in Dr. KENKO KEIEI Inc., an industrial physician referral service, in April. 
Although the nature of the service is slightly different, we would like to expand our business through synergy 
by expanding our spectrum of offerings and promoting cross-selling in the area of corporate human resources 
and labor affairs to other companies. 



 
 

 

 

Finally, I will explain the topics. There are a few things I would like to briefly mention, albeit each one 
separately, rather than going through their relevance. 

The first one is the status of M&A involving Dr. KENKO KEIEI Inc. which I just mentioned, and artwize inc., a 
technology business. These two companies joined the Group on April 3 and are scheduled to be consolidated 
in Q2. 

The details for Dr. KENKO KEIEI Inc. are as mentioned, I would like to explain artwize inc. on the next page. 

  



 
 

 

 

First, under the premise that ProjectTechnologies, Inc.' sales are also growing, we consider it showing 
generally favorable movement. 

We are working on PMI, which focuses on back-office operations for organization structuring and hiring. With 
ProjectTechnologies, Inc. and artwize inc., a company in the same field, joining our group, and by utilizing 
artwize inc.'s human resources that have the know-how of structuring organizations by offering ease of 
working for engineers and diverse expertise, we are currently making efforts to improve performance in the 
future with the synergy of these two companies. 

 



 
 

 

 

And although this is a little off-topic, I would like to discuss the status of organizational development. First, let 
us look at the status of human resource hiring. 

This shows the situation with mid-career and new graduate hiring, each one indicates the status of 
applications and the actual hiring numbers. The number of hiring is based on the number of entries when the 
first interview was conducted and does not necessarily match the number of hires in the previous fiscal year. 
With an approximate hiring rate of 5% for the 1,384 interviews, I believe we managed to hire after careful 
selection. 

For new graduates, the interview pass rate is about the same with 42 people being hired among the 824 first-
stage interviews conducted. As we are confident that we can select and hire the best personnel, we believe 
that we can secure a certain degree of quality in the future, as well as the ability to improve. 



 
 

 

 

As development follows the subject of hiring, I would like to describe the development situation of managerial 
personnel, which we always explain. 

In building a ProjectCompany-style organization structure, it is important to develop managerial personnel. 
Although the number of managers did not particularly increase from the one disclosed at the end of the 
previous fiscal year, there were some transfers of business division managers to back-office positions, 
resulting in the birth of new managers. 

To develop managers, as mentioned on the right, we have already been working on the selection system, the 
culture of challenges, and the framework of human resource development. I expect manager development 
will continue to make good progress and believe we should continue to address this issue as an important 
management issue. 



 
 

 

 

Lastly, for the management structure, we have already disclosed that we will transition to a purely holding 
company structure from January 2024. 

As part of a major reorganization, ProjectPartners, Inc., which started in July of last year, was separated from 
ProjectCompany, Inc. at its inception and we have been trying to promote its growth independently. 

In consideration of the progress of our performance and various issues being discussed, ProjectPartners, Inc. 
develops a consulting business same as ProjectCompany, Inc.and it would be better to work together. By 
merging and transferring to ProjectCompany, Inc., we will be able to continue smooth and seamless 
cooperation between the consulting businesses within the Group. As we aim to restrengthen, we disclosed it 
today. 

Although my explanation got slightly complicated at the end, this concludes my explanation. 

 

  



 
 

 

Question & Answer 

 

Matsumura [M]: I would be happy to receive any questions. 

Yoshida [Q]: I have several questions. Thank you. 

Referring to page 12 of the slide, as explained by Mr. Matsumura, the performance for Q1 did not show the 
same seasonality as last year. 

I think net sales were somewhat lower than I expected. Could you please first describe the demand trends in 
this area, such as whether this is a matter of concern or not? 

Matsumura [A]: Thank you. Okay, let's see. 

First, regarding the matter of concern, we are concerned about it to a reasonable level. However, as I 
mentioned at the beginning of this presentation, the progress is not so bad in terms of comparing it to the 
plan. 

First, if we are to look at the nature of the situation, we do not see demand trends weakening that much. In 
fact, we see this as an internal problem. 

Specifically, as shown in the lower left-hand corner of the slide on page 19, we have been saying since H2 of 
last year that hiring has been slowing down a bit. 

As a result of this, I am afraid that we have not been able to capture the same level of growth as in the past. 
In that sense, we recognize such an issue. On the other hand, the issue was recognized to some extent at the 
beginning of the fiscal year. So our performance isn't as sluggish when compared to the plan. 

Yoshida [Q]: I understand. I think you are hiring more aggressively than ever before. How do you manage 
quality control? For example, some companies have hired personnel, but the assignments don't go as planned. 
What's the case with your company? 

Matsumura [A]: I am not aware of any assignment not going smoothly at this moment. 

Quality can be referred to as the quality of the projects or the quality of the human resources. 

First of all, there were no problems with the quality of projects in Q1. From Q2 thereafter, a large number of 
new graduates will join the Company and I think it is very important to control the quality of projects. 

We are in the process of assigning a specialized person in quality control and taking steps to prevent negative 
feedback from clients relating to poor quality in projects. 

If I am to mention the quality of the human resources that we managed to hire. First, in terms of whom we 
selected, I would say that we have been able to select them properly. In the process of accelerating mid-career 
hiring again in the future, we expect to improve our recruiting resources a little more. Therefore, I don't feel 
that quality will decline too much. 

I am rather concerned about the short-term cost-increasing factor of assigning a person to that hiring process, 
even though it is an unavoidable part of the process. 

Yoshida [Q]: Is this a situation where the costs are as high as planned? 



 
 

 

Matsumura [A]: We have been able to control the hiring costs within the scope of the plan and it was slightly 
lower than planned in Q1. 

The reason for this is that at the beginning of the fiscal year, we set a budget for hiring costs that were based 
on the premise of a considerably aggressive plan to recruit 100 new graduates in the next fiscal year. Now 
that we have lowered the target number of new graduates to 80, or that cost control is in place, we do not 
anticipate a large fluctuation in the budget for hiring costs. 

However, as we have decided that we need to put more of that effort into mid-career hiring as well, we are 
allocating more of that cost to mid-career hiring and we will probably make a management decision not to 
use the cost of new graduate recruitment that was projected at the beginning of the fiscal year. 

Yoshida [Q]: I understand. Thank you. 

I will go on to the next subject. In terms of profit, I think Q1 started slowly, as you have explained before. But 
looking at the profit margin growth for the fiscal year, it seems you may need to raise it at some point. Are 
you still at a low point as of Q2? Do you envision it going up significantly in Q3 and Q4? 

Matsumura [A]: Yes. Your understanding is correct. 

Regarding factors for Q2, we had originally incorporated office costs. Considering that the higher office costs 
and the hiring costs will reach their peak within the fiscal year, we do not expect them to improve much. 

In H2, although rent will go up in Q4 as well, we will manage to control it to some extent. And in terms of the 
organization, new graduate resources are already assigned and we expect them to gradually develop into 
fully-skilled consultants. I'm not sure if I can say fully skilled. But the original plan estimates an increase in the 
profit margin from H2 under the premise of these employees developing half the skills. 

Yoshida [Q]: I understand. Thank you. 

Last but not least, I wanted to mention artwize inc. I understand that you are planning to turn it into a 
subsidiary. Should we consider that these numbers aren't included in the plan? 

Matsumura [A]: No, they aren't explicitly included. Although they have a certain degree of visibility, we 
devised the plan without including them. 

Yoshida [Q]: Even though this will contribute to sales, will it negatively affect profits for this fiscal year? 

Matsumura [A]: It should be flat.  

Yoshida [Q]: I understand. 

Also, artwize inc.'s sales and profits over the past three years seem to have worsened. Why is this? 

Matsumura [A]: artwise inc. closes its books at the end of June, and we have been looking at the figures for 
the progressive period and we expect to achieve firm profits here in terms of progress. 

The deficit is due to several factors, including the launch of another new business. 

Yoshida [M]: I understand. That's all. Thank you. 

Matsumura [A]: We have received a question via chat and I will read it out loud and then answer it. 



 
 

 

First, you said the partner ratio was a factor relating to the increase in outsourcing costs, and was there an 
increase in the unit amount for each partner? 

Also, we have received a question regarding if we can tell if we are working on partner M&A and other things, 
due to the inability of receiving orders arising from the lack of human resources or incurring too many costs. 

Let's answer the first question. I interpreted your question on the assumption that our partners' purchase 
price has gone up. If not, I would appreciate it if you could please let us know. In that sense, I don't have that 
much of an impression that our partners' purchase prices go up significantly. 

In fact, the absolute number of partners has increased. We were not able to secure human resources within 
the Company at the pace we hoped for. Originally, in Q1 there are more projects seasonally, with many new 
employees being hired in April. Therefore, the partner ratio increased in part due to this transition period, 
which we also experienced in the past. Although these are internal factors for this fiscal year, the fact that 
they contributed to the increase in the partner ratio also increased the subcontracting costs. 

Regarding the possibility of taking partner companies through M&As or otherwise, it is possible. We are eager 
to do it whenever we are presented with such an offer. In the past, although the area doesn't necessarily fall 
under consulting, ProjectTechnologies, Inc., formerly cuatro technologies Inc., was an example of an M&A of 
a company with which we had a relationship as a partner. 

Another thing is, there is a question if the intention of switching to a holding company can mean strengthening 
M&A or otherwise. The answer is yes. 

The transition to a holding company structure means that we had the intention to create a structure that 
would allow them to join the Group through M&As without necessarily being affiliated with ProjectCompany, 
Inc. 

As for specific M&A plans, although I don't have much to say at this point, basically, we are always open to 
expanding our existing business areas while also targeting new ones. 

That is all. If there are no further questions, I would like to conclude the presentation of ProjectCompany's 
financial results for Q1 of the fiscal year ending December 2023. 

Thank you very much for participating today. 

[END] 

______________ 


