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Presentation 

 

Matsumura: We will now begin the financial results briefing for Q3 of the fiscal year ending December 2024. 
I am Matsumura, Managing Director and CFO of ProjectHoldings, Inc. Thank you very much for taking time 
out of your busy schedule to attend our financial results briefing today. 

 

 

Here is a summary of today's briefing. As for the financial results of Q3 of FY2024 ending December 2024, the 
Company reported net sales of JPY1,234 million and operating profit of minus JPY49 million. 

The net sales decreased from the previous quarter due to the removal of ProjectHRSolutions, Inc. from the 
Company's scope of consolidation, following the transfer of its shares in May, but excluding this factor, all the 
three business domains, of digital transformation, DX x Technology and DX x HR, saw their revenue increase 
QoQ. 

In the digital transformation business, the assignment of new graduate employees to projects progressed 
better than expected, resulting in improved gross profit margins, and companywide operating profit improved, 
from an operating loss of JPY127 million as of Q1, to an operating loss of JPY49 million in Q3. 

We will aim to generate operating profit in Q4, so that the operating loss for the full fiscal year will be within 
JPY190 million, which is the target of operating profit for the full year earnings forecast after revision. This will 
be realized through even more progress in the new graduate employees' project assignment and lower 
turnovers in digital transformation, as well as the DX x Technology business. 
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Next, I will move on to the topics I will cover in today's presentation. First, I will give a brief overview of our 
group, followed by a presentation about our Q3 results, a detailed look at our digital transformation business, 
and the status of our other businesses. 

Finally, I would like to explain the progress to date against the full year earnings forecast, which was 
announced at the time of announcing Q1 earnings in May and revised only for net profit due to the recording 
of an extraordinary gain from the sale of stock investments in September. 
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First, let me present an overview of our company, ProjectHoldings. Our group's management philosophy is to 
create a project-based society. 

The Japanese economy has been stagnant for a long time, since the bubble period. As the world shifts, from 
an industrial capitalist society, to an information capitalist society, the quality of human resources required is 
shifting, from task-oriented personnel, who do exactly what they are told, to project-oriented personnel, who 
can push projects forward on their own to achieve their objectives and goals. We believe that a major 
bottleneck is the lack of reform in the organizational structure among Japanese companies. 

Our goal is to restore the vitality of the Japanese economy and society by developing and producing 
professional human resources, who embody the project-oriented model, and by transforming Japanese 
companies into project-oriented companies through our business. 

 

Next, I would like to talk about our history. Our company was founded in January 2016 as ProjectCompany, 
Inc., and since then has steadily expanded its business. It was listed on the then TSE Mothers in September 
2021. 

After listing on the stock exchange, we intended to realize diversified growth through the management of the 
Group, including launching new business and executing multiple M&As. However, we are now in the midst of 
a growth plateau and are currently making strenuous preparation and management efforts for future re-
growth. 
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Next is an overview of our group's business. Our business is divided into three segments. 

First, our core business is the digital transformation business. Among the group companies, ProjectCompany, 
Inc., which operates services called DX consulting and UIscope, and DCXforce, Inc., which provides digital 
marketing consulting, fall under this category. 

In the DX x Technology business, a company called, artwize, inc., is promoting an engineer dispatch business. 

Finally, with regard to the DX x HR business, there is now only one company, Dr. KENKO KEIEI, Inc., which 
dispatches industrial physicians, following the sale of shares of a company called, ProjectHRSolutions, during 
this fiscal year. 
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At the end of this section, I would also like to touch upon the employee situation. The Company has been 
strengthening its hiring of new graduates since FY2023, resulting in a structure whereby the number of 
employees increases significantly in Q2 each year. 

However, in H2 of FY2023, the number of employees had a declining tendency, except in Q2, due to factors 
such as increased burden of the organization and scandals. 

In the most recent quarter of Q3 this year, the number of mid-career hires has genuinely exceeded the number 
of people who quit, not due to the addition of new graduate employees, and the number of employees has 
started to increase after a long period of time. 
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From here, I will explain our performance in Q3 of the fiscal year ending December 2024. 

First, here are the sales trends. The net sales for Q3 were JPY1,234 million, down 1.2% QoQ and down 23.6% 
YoY. 

However, the reason why the companywide net sales declined is because ProjectHRSolutions is no longer 
included in the scope of consolidation. The revenues have started to increase QoQ for the first time in Q3 of 
the previous year for the digital transformation business and in Q2 of the previous year for the DX x 
Technology business. 
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Next is profitability. In the digital transformation business, the profit ratio improved due to better-than-
forecast progress in assigning projects to new graduate employees. 

As a result, the deficit in operating profit shrank QoQ, from an operating loss of JPY127 million in Q2, to an 
operating loss of JPY49 million in Q3. 

As for EBITDA shown on the right side, we were in the black in Q3. 

 

 

 

Next is the development of net sales by segment and service. First, with regard to the digital transformation 
business, both consulting and marketing services achieved higher revenue. The UIscope service continues to 
have a slightly declining trend. 

As I mentioned earlier, the DX x Technology business had higher revenue. As for the DX x HR business, the 
healthcare services of Dr. KENKO KEIEI, Inc. continues to increase its revenue QoQ. 
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Next is gross profit. You should be able to see a significant improvement in the gross profit margin of the 
digital transformation business currently. 

Other factors that contributed to the improved gross profit margin are the steady progress of the assignment 
of new graduate employees, who had been nonoperating cost personnel in Q2, as I mentioned earlier, and 
lower outsourcing costs due to decreased ratio of external partners. The gross profit margin is higher than 
that of Q1 before the new graduates joined the Company. 

The gross profit margin is also improving in the DX x Technology business. 

 

 

                    

                                              

  

                                                                                                                                         

                                              

                        

                  

                   

      

                         

   

                                 

   

     

     

         

                              

                                                                                                                                                                                          
                                                                                                                                                                 

                                                                     

                            

                                                                       

                                      

         

                  

               

                   

               

           

            

      

              

             

                

      

               

                    

                          

                              

  

                                                                                                                                         

    

                  
               

              

             

                
          

                        

                   

             
            

                        

   

  

   

  

  

                      

    

    

     

    

    

     

      

      

     

      

     

     

                    
               

  

           

                                                

                  

                                   

                 

                                            

                             

                                            

                                         
         



 
 

10 
 

We move on to SG&A expenses. Overall, costs were reduced, albeit slightly, by 2.2% QoQ. 

In addition, it can be seen that hiring expenses have decreased significantly from the previous quarter. The 
decrease does not signify sluggish hiring. This is rather due to the lack of seasonal factor that contributed to 
higher hiring expenses in the previous quarter, because it was when job offers were given and accepted by 
new graduates, who will join the Company in April 2025. 

In addition, we can see an increase in personnel and other SG&A expenses, but this is largely due to a onetime 
increase caused by special factors. 

 

I will now explain the status of our core digital transformation business. 

First, the development of the number of clients and cost per client, the number of clients is lower than the 
same period of the previous year, and this is due to the continued decline in the number of projects and clients 
of the UIscope services, which have predominantly short-term clients. 

On the other hand, some of our clients have been increasing their order quantity since the beginning of this 
year, and in terms of consulting projects, the demand is very strong and sufficient due to demand from those 
clients and other existing major customers. If anything, the lack of resources has not been resolved. 
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Next is the development of the number of employees and net sales per person. As I mentioned earlier, the 
number of employees structurally increases in Q2, when new graduates join in April. However, the number of 
employees has remained flat rather than decreased in Q3. 

In addition, while the number of employees continued to increase in Q2 and Q3 successively, compared to Q1 
and before, the turnover is on a downward trend, with the number of people who quit going down. 

On the other hand, the number of active personnel that are not employees, as well as outsourced 
collaborative partners, continued to be on a downward trend from the previous quarter. 

In Q2, sales per person declined, partly due to the new graduates joining the Company, but the unit price per 
operating staff did not decline rapidly. In Q3, it is on a recovery track due to the increased operation of the 
new graduate employee. 

As for the current unit price of JPY1.37 million per person, which is not per employee, but purely per personnel, 
we believe that there is ample room for it to return to the previous level of JPY1.5 million during Q4, since 
JPY1.37 million is a figure with an average operation rate of new graduates being 75% during Q3. 
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As a final topic, I would like to explain the hiring and training of new graduate employees. We have been 
aggressively recruiting around 30 new graduates, including those in the top academic groups, starting in 
FY2023. 

As for these newly graduated employees, we are working to nurture them by promoting training and practice 
that put importance on basic skills that we consider important, from the perspective of growing and 
promoting our business. 

As a result, as shown in the lower left-hand corner, this year's new graduate employees have been starting 
up well, with an operation rate of over 80% through September and are making good progress toward a charge 
rate of 96% from Q4, which is around the same level as that of regular employees, excluding new graduates. 

For FY2025, the number of new graduate employees was reduced slightly to 24, based on the current 
organizational situation and other factors, but they are planned to join the Company nevertheless. 
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I will also briefly explain our DX x Technology and DX x HR business. 

First is DX x Technology. This business was originally established through M&A to meet the needs for engineers 
in the consulting services provided by ProjectCompany, Inc. 

The company, artwize, inc., focuses on creating an easy environment for engineers to work and has created a 
unique culture that has enabled the company to hire a significant number of engineers in a highly competitive 
hiring environment. 

In particular, the number of engineers has been growing steadily, with the number of newly hired people 
significantly exceeding the number of departing employees in Q2 and Q3 in a row. In addition, as shown in 
the upper right-hand corner, unit prices are also improving. 
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Next is the DX x HR business. Dr. KENKO KEIEI, Inc. provides services to support the healthy management of 
companies, centered on a matching service of industrial physicians. 

Since they joined the Group last April, we have been working on acquiring projects for enterprises, which we 
have not had many of in the past. 

We are also expanding our service menu to include new business, such as the new service of dispatching not 
only industrial physicians, but also public health nurses and services, for improving employee engagement 
through collaboration with major human resource companies. 
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Finally, I would like to explain our progress against the most recent full year forecasts. This is the result against 
the earnings forecast. 

As for net sales, the current ratio is 68.2% as of the end of Q3. In the digital transformation business, in 
particular, it is somewhat unclear if we will be able to reach the full year forecast figure or not due to the 
declining number of projects utilizing outsourced collaborative partners, while new graduates and others are 
starting up smoothly. 

As for profit, we recognize we are now well in a position to achieve our full year forecast by restoring 
profitability in Q4. Therefore, we will focus our efforts on it and proceed with sales activities. 

That is all for today's presentation. If you have any questions, we would be happy to hear them after this. 
Thank you in advance for your cooperation. 
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Question & Answer 

 

Matsumura [M]: I have received some questions, so I would like read them out and answer them after that. 

Participant [Q]: There is a question asking why we are in the red at the moment. 

Matsumura [A]: In SG&A expenses, we believe that there are two major reasons for the current fiscal year 
being in the red. One is that the SG&A expenses, especially the rent, have become quite large in proportion 
against net sales. 

The Company moved to a new office in January this year, and this is where there was a slight discrepancy in 
terms of the business plan and the headcount increase, between the timing of taking the decision to relocate 
and that of the actual relocation. As a result, the office space is somewhat oversized in terms of floor space, 
and frankly, the rent is too high. 

The second is new graduates joining the Company. Regarding the hiring of new graduates, we have been able 
to recruit and hire promising staff. This has been our focus since 2023, and we would like to continue to focus 
on this area. 

On the other hand, compared to the current scale of the organization, we have hired a considerable number 
of people, and it is difficult for them to achieve a near 100% operation rate, matching the level of other 
employees in Q2 and Q3 after they join in April. Therefore, they end up being cost personnel that cannot 
produce revenue, which is another reason for the deficit. 

Participant [Q]: Another question is about the declining number of outsourced partners, which is the 
background of the poor progress in net sales. They want to know the background. 

Matsumura [A]: Here, we are focusing on the assignments and human resource development of the 
employees that joined our company as new graduates, rather than partner assignments. This slightly relates 
to the new graduates joining the Company that I mentioned earlier, as a reason for a deficit. In my 
understanding, our current personnel pyramid is rather short of management and managers. 

In such a situation, when a project is assigned to an outsourced partner or a nonmanagerial employee, a 
manager has to go and put in man-hours to control quality. Since we have a number of new graduates who 
have joined us, we are focusing the managerial resources on the human resource development of these 
people, making the partners' priority a little lower. 

In this context, we have less partners, and I would appreciate it very much if you could understand that this 
does not mean the demand for our services is going down. 

Participant [Q]: There is a question about the composition ratio of the current top clients in the net sales. 

Matsumura [A]: The number of clients with annual sales of JPY100 million or more was 11 for the last fiscal 
year, as shown here. In terms of the top 10 clients, these are almost all. I think the 10 companies account for 
a significant portion. They not only make up majority, but also are the main source of sales. 

Participant [Q]: You mentioned that large-quantity projects were going up and demand was strong, but what 
type of projects are most common? 
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Matsumura [A]: Regarding projects, of course, many of them are in the DX and IT fields, but within those 
fields, there is quite a variety. 

Although the nature of projects varies, recently, we have been receiving quite a few inquiries about AI 
application support, an area in which many of you are interested. Since we have just launched a service this 
year, we have been adding personnel successively and expanding the scale of the organization to respond to 
inquiries. 

Participant [Q]: There is an additional question asking for explanation based on actual cases. 

Matsumura [A]: This is at the very end of the slides. Here is a small sample of the projects we are supporting. 

For example, SBI NEOMOBILE SECURITIES Co., Ltd., originally, SBI and CCC, who provides T-Points, had decided 
to launch a new service for young people together, and we supported them in the process of moving forward. 

To be more specific, with this case, we supported the launch of a joint venture, the design and study of services 
applying technology, and the planning and execution of digital marketing strategies to promote the service, 
since marketing and the UI are also included in the business portfolio. We also supported them with carrying 
out tests, utilizing a service called, UIscope, for the landing page of the actual services. 

The industries from which we receive relatively many inquiries, are finance, as you can see in the case of 
Shimane Bank Ltd at the bottom, telecommunications, as in the case of au Commerce & Life, Inc. at the right, 
top, and BPO, as in the case of transcosmos inc. 

Participant [Q]: There is a question asking about the clients' industries that we are currently focusing on. 

Matsumura [A]: We do not focus on specific industries or customers. It is more about the scale. In principle, 
our policy is the same as the consulting style I described earlier, which is to focus on the middle layer of large-
sized companies. 

Among them, of course, there are many companies who are our end clients. 

However, to date, there have been many successful cases where we have been able to work on projects in a 
relationship that resembles alliance, and we could go inside the clients of our clients, resulting in very large 
transactions. Therefore, we believe there is room to expand DX support through collaboration with such 
companies in the future. 

Participant [Q]: There is a question about if we have any examples of value we provide to manufacturing 
clients. 

Matsumura [A]: We also have clients in the manufacturing industry. In terms of the ratio, I would say that 
there are not so many. I don't think we have worked on DXs in manufacturing sites, such as factories, much, 
but there are some cases. 

Participant [Q]: There is a question asking if it is correct to assume that the use of outsourcing will decrease 
in the future. 

Matsumura [A]: We are now discussing how to utilize partners in the medium to long term as a management 
strategy. It is difficult to say that the number of partners will definitely decrease in the medium to long term, 
but in the short term, please understand that it is possible the number of partners will not increase much or 
decrease as a result of the considerable focus on training. 
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When utilizing partners, it is just more difficult to gain profit than using employees. Also, they don't become 
the Company's medium- to long-term asset easily since they come and go. Therefore, given the current 
constraints on management capacity, please understand that it is our short-term policy to invest resources 
through the development of internal human resources. 

Participant [Q]: There is another question about the use of outsourcing partners. The question is about the 
deviation of net sales from the Company's projection and specifically what is deviating from the assumptions 
when it comes to the utilization of outsourcing. 

Matsumura [A]: I think one of the reasons for this is recruitment and the steady decrease of turnover. 
However, against this background, one of the things we are doing is focusing our manager resources on 
internal personnel, to make sure they are well developed. 

Another is that we receive a lot of demand for projects from our clients, and this may be a coincidence, but 
among the currently growing clients, we receive rather a lot of demand for assigning our employees, rather 
than partners. In this context, we understand that the fact that the partner assignments are not going as 
smoothly as expected could also be a factor. 

Participant [Q]: Please tell us about your competitors and benchmark companies. Please also describe your 
advantages over those companies. 

Matsumura [A]: In terms of competitors and benchmarks, if I were to name some very large companies, I 
would say, Accenture Japan Ltd and BayCurrent Inc, for example. In terms of our advantage over those 
companies and the characteristics of our services, we are quite focused on helping our clients' middle layer. 

Since our founding, we have been providing consulting services to our clients, and we have come to recognize 
that the middle layer of our large-sized corporate clients has recently become a bottleneck and the capacity 
is rather tight to develop new projects, services, and business. 

Our characteristic is that we focus on supporting this part and provide diligent help on the field. 

As a result, I believe that we have characteristic structure also in this style of support. I understand that 
general consulting firms mainly support project managers of client companies by establishing a structure 
within the consulting firm itself. 

However, we are unique due to the fact that we get into the client's structure very deeply and commit to their 
business growth. 

Participant [Q]: There is a question about our relationship with SBI Group. 

Matsumura [A]: We have disclosed a capital and business partnership agreement, and there has been no 
change in the relationship since then. They also continue to be an important client for us. 

That concludes today's financial results briefing. Thank you for your participation today. 

[END]  


