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Presentation 
 

Moderator: Thank you very much for taking time out of your busy schedule to join us today. The time has 
arrived, and we will now begin the presentation of the financial results of Members Co., Ltd. for the second 
quarter of the fiscal year ending March 31, 2025. 

First, let me make one point. Today's briefing will be recorded, and the video and transcript will be available 
on the IR page of our corporate website at a later date. Thank you for your understanding. 

Let me now introduce the attendee from our company. Representative Director and President Takano. 

Today, Takano will first provide an overview of the financial results for the first half of the fiscal year ending 
March 31, 2025, the future outlook, and the progress of strategies for medium-term growth, in accordance 
with the financial results presentation. After the presentation, there will be time for questions and answers. 
Please enter and submit your questions as needed in the Q&A function of Zoom. You will have a chance to 
speak, so we will let you know later. 

Takano, please go ahead. 

Takano: Thank you all very much for taking time out of your busy schedules today to participate in the financial 
results briefing of Members. 

First, I will provide an overview of the financial results for the second quarter of the 30th fiscal year, followed 
by a discussion of the progress of our medium-term growth strategy, which we have begun this fiscal year, 
the year ending March, 2025. I will then discuss future performance goals, etc., followed by a question-and-
answer session. Thank you. 

  



 
 

Since some of you are attending today for the first time, here is a brief overview of our company. Established 
30 years ago as of the next fiscal year, we are a well-established company in the Internet industry. We have 
been providing DX on-site support services for companies by providing digital specialist personnel to 
accompany and support them. One of the characteristics of the company is that it has a mission and vision of 
solving social issues and contributing to society through its business activities, and places great importance 
on this mission and vision. 

Our long-term vision, VISION2030, is to use digital technology and the power of digital creators to contribute 
to solving social issues such as climate change and population decline. 



 
 

Our business as a professional service has been expanding steadily and continuously, thanks to the large 
number of people who have come together to share and support our mission and vision.  

  



 
 

From here, I will discuss the overview of the financial results for the second quarter. Sales and added-value 
sales, which we emphasize, continue to grow and are at record highs. However, as for added-value sales, the 
situation is such that growth is a little slower than it has been in the past, at about 10% over the previous year. 
We see this as a challenge, and we will discuss this situation and future measures later. 

Operating profit, which was originally planned to be in the red, was JPY71 million higher than the projected 
deficit, resulting in an increase in income. We have set a major goal for this fiscal year, which is to transform 
the Company into a profitable structure, and we believe that the Company is making steady progress in this 
area. Other KPIs will be discussed in the part that follows. 

  



 
 

I will talk about the details of P&L. With 411 new graduates joining the company this April, we believe we still 
have some way to go in improving the operation ratio. As a result, the gross profit margin also declined by 1.2 
percentage points YoY. 

However, we were able to reduce SG&A expenses YoY by controlling costs through measures such as curbing 
mid-career hiring. Under these circumstances, we believe that we are making steady progress in our efforts 
to build a leaner structure and to transform ourselves into a more profitable organization. The operating profit 
projection for the first half was minus JPY550 million, and we have now achieved an operating profit of plus 
JPY71 million. 



 
 

This shows quarterly sales and added-value sales. The growth rate of added-value sales also declined in the 
second quarter, which is an issue. We will discuss the situation and countermeasures later. 

Operating profit per quarter is plus JPY13 million for the second quarter alone and is on track to land at a 
positive level. The number of digital creators increased by 11% YoY, which is a relatively low YoY growth rate 
for Members up to now, due to the curbing of mid-career hiring and a slight increase in the turnover rate. 

We do not consider the turnover rate to be at a desirable level, but we think it is within the expected range, 
given the current operation ratio and other factors. 



 
 

Next, we will discuss the status of each business. From this fiscal year, we have divided our operations into 
four business domains and have adopted a strategy of using specialized companies in each domain to expand 
into the DX domain and thereby increase the growth potential of each business. Unfortunately, in the second 
quarter, the growth rate of each business is declining. However, we believe that a recovery in growth can be 
expected in the second half of the year and beyond for businesses such as digital service development and 
data utilization support. 

On the other hand, in areas such as production/UI UX and digital marketing, we have been expanding the DX 
domain through specialized companies, but on the other hand, we are seeing a slowdown and contraction of 
large traditional web operation clients. In this tug-of-war situation, the quarterly growth rate may vary a little, 
and there may be some downward fluctuation. 

I have discussed the overview of the second quarter financial results so far. 



 
 

From here, I would like to talk about our progress toward our medium-term growth strategy. We have set 
forth these four major policies as our medium-term growth strategy for the three years beginning this fiscal 
year. I will talk about each of these in turn. 

  



 
 

First, we have set policies and goals such as focusing on raising the operation ratio and shifting to profit-
oriented management in order to restore/establish a highly profitable structure. The operation ratio of 
existing employees, excluding first- and second-year new graduates, was 82.8% in the second quarter, an 
improvement of 2.8 percentage points from the first quarter. 

However, the situation is still lower than the previous year's level. However, looking at the figures for the 
most recent single month of September, we have exceeded the previous year's level, albeit slightly. In the 
second half of the fiscal year, we will continue to focus on improving the operation ratio while holding down 
mid-career hiring until the operation ratio rises to an appropriate level. 

The operation ratio of the current second-year employees, the largest group we hired last year with 585 
employees, was 71.5% in the second quarter, and we are seeing a steady improvement. We will work to raise 
this level to the same level as last year in the second half of this fiscal year. 



 
 

The status of employment. As I mentioned earlier, our policy for this fiscal year is to hold down mid-career 
hiring until the operation ratio reaches an appropriate level, and as of the first half of this fiscal year, we have 
limited hiring of mid-career workers to 49. In the second half of the fiscal year, we will basically continue this 
policy, and we expect to have less than 100 new graduates in the next fiscal year. 

Considering the current growth situation and the current employment situation, we expect steady 
improvement in operation ratio and profitability from the second half of the current fiscal year to the next 
fiscal year and beyond. In addition, as I mentioned in the previous section, we have been able to control costs 
while expanding the scale of our operations, and the SG&A ratio is down 2.2 points YoY. We believe that we 
are making steady progress in our efforts to create a lean profit structure. 



 
 

I will continue with the second growth strategy. This covers our policies and goals to establish high-growth 
businesses, such as expanding the DX domains and increasing growth potentials in each of the four DX 
businesses and maximizing sales to existing customers in the process. In order to achieve this, we have 
identified our focus customers and are working to provide DX services to their DX areas and DX departments, 
and we believe we are doing well in this area. 

The added-value sales per company of the top 50 DGT customers was up 2.6% YoY. As of the end of the second 
quarter, the number of companies with annual transactions converted to JPY100 million or more, was 50 
companies, an increase of 6 companies from the same period last year and an increase of 4 companies from 
the end of the previous period. 

However, if you take a closer look here, you will see that the number of customers with annual sales of JPY300 
million or more (less than JPY500 million) has decreased by 3 companies. The increase in average sales for the 
top 50 companies has also been slight. We believe that the background to this is that the overall performance 
of the company is not quite growing as a whole in the tug-of-war between the somewhat sluggish or shrinking 
transactions of traditional large web operation clients. 



 
 

On the other hand, the DX area has been expanded, and I would like to talk a little about its contents. 
Regarding added-value sales of specialized companies, our policy is to use specialized companies to expand 
the DX specialized technology domain, and the added-value sales of these specialized companies continued 
to expand steadily in the Q2 cumulative period, up 42.3% YoY.  

The ratio of the DX domain to total added-value sales, which includes the specialized companies and a few 
other areas, is 39.4% and is steadily increasing. Since the growth potential here is high, we would like to put 
more weight on this area and further accelerate the development of this DX area in terms of sales strategy, 
service strategy, and human resource strategy, as well as invest in this area in order to increase the growth 
potential of the entire company. 



 
 

Next, I would like to talk about the third part of the growth strategy. We are working on the goal of acquiring 
a position to accompany our clients to support their DX internalization, and we are working on such position 
changes and moving upstream. 

In this area, we are working to develop PMO personnel, who will accompany and support our clients' DX 
projects. Our human resource development plan was for 120 employees for the current fiscal year, and we 
are already making progress in our efforts to develop human resources in excess of that number. 

One of the specialized companies is a PMO support specialized company, and the added-value sales of this 
specialized company increased by 48.2%, a very strong performance. We expect further expansion in the 
second half of this fiscal year and beyond. 

In addition to the impact of such position changes, the expansion of services in the DX area and the expansion 
of specialized companies have resulted in a gradual increase in the unit price. Still, although the number of 
new graduates has increased considerably, the unit price of the entire company has been gradually increasing. 



 
 

We intend to further accelerate our efforts in this human resource development initiative. First of all, we have 
been working on human resource development for PMO, a position that provides support for our clients' DX 
projects. In addition, we would like to define the job categories and human resources required to accompany 
and support DX projects in each business, such as UX designers and marketing DX human resources, and to 
further accelerate the development of these human resources. 

Within the three-year medium-term management plan, we would like to convert more than 90% of the 
Company's human resources into such DX-support human resources, as a project and as a concentrated effort. 
Through these human resource development efforts, we intend to boldly accelerate the change of our 
company's position and shift into the DX domain. 



 
 

Regarding the fourth and final part of our mid-term strategy, we are investing in the future and have set goals 
such as establishing a decarbonization DX business. We believe that the needs of our clients and the needs of 
the market are expanding significantly in light of the recent rapid impact of climate change and the 
international situation. However, the market is very chaotic, and the service is not established. We are also 
developing various services as fast as we can, but we are not yet in a situation where we have established 
some kind of major service. 

However, we believe that the market will become very hot in the future, and we will continue to invest in 
growth here for the future. 

So far, I have discussed the progress of our medium-term growth strategy. 



 
 

From here, I would like to talk about our future performance goals. 

The Company originally planned to use the current fiscal year as a period to solidify its foothold and increase 
the operating profit margin to 5% and 10% in the next fiscal year and beyond. We have also set goals for the 
next three years, such as aiming for business with a high growth rate of 20% or more. 

First of all, we believe that we are making good progress in improving profitability, and we have set a target 
of 5% operating profit margin for the next fiscal year, which we can basically achieve even if the growth rate 
is not so high. Even if the growth rate were to be around 5%, we believe that we are now in a situation where 
we can sufficiently achieve this operating profit margin of 5%. 

However, of course, we are not aiming for 5%, but rather for high growth potential, and we would like to focus 
on further increasing growth potential in the future. 



 
 

Let me be a little more specific about that. As I have already mentioned, the traditional large web operation 
clients are weakening. I do not think it is to the point where the market as a whole is weakening, as in the 
traditional Web area, but at least for large web operations, we see them in a cost-cutting mode. In our 
company as well, the growth rate of conventional web operation services has remained flat. In the first six 
months of the year, it was minus 1.7 % YoY. 

On the other hand, the DX area, which is centered on specialized companies, grew by 33% in the first half of 
the year as a whole. The weight of this area has risen to nearly 40%, as I mentioned earlier, and its growth 
rate is 33%, which means that it maintains a high growth rate. 

We will invest more and more here. From the second half of this fiscal year onward, we will focus on 
accelerating investment in this area in our service strategy, sales strategy, and human resource development 
strategy, with the aim of completely shifting to this side of the market. 

Through such efforts, we will increase the growth potential of the company as a whole by increasing the 
weight of these high-growth areas. We hope to achieve high growth of 20% or more in the next fiscal year 
and beyond. 



 
 

In light of this, this fiscal year is a period for us to solidify our foothold in the market. First of all, we are 
determined to achieve our full-year operating profit plan of JPY200 million for the current fiscal year. 

Based on this, we would like to accelerate investment from the second half of this fiscal year to achieve an 
operating profit margin of 5% and further growth potential in the next fiscal year and beyond. 

Under these circumstances, we believe that we can expect profitability to improve in the next fiscal year and 
beyond, so we will continue our policy of increasing dividends, although the amount of profit will not be large 
this year. Accordingly, we continue to plan to increase the dividend by JPY1 to JPY32 per share for the current 
fiscal year. 



 
 

It has been difficult to obtain permission from clients for IR cases as examples of expansion in the DX area, so 
we have not been able to put any new ones here; however, we have many examples of our services on our 
Japanese website if you would like to take a look at them. 

Many examples in the DX area have emerged, and we believe that customers who are able to expand their 
business in the DX area are able to achieve high growth potential. 

That concludes my explanation, and now I would like to move on to the question-and-answer session. Thank 
you. 

Moderator: Thank you. 

 

  

https://www.members.co.jp/results/success/
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Question & Answer 

 

Moderator [M]: Okay, we will now move on to the Q&A session. First of all, we have received a preliminary 
question, which we would like to introduce. 

Participant [Q]: How is the progress of employee empowerment going? Please let me know if you have 
noticed anything new. 

Takano [A]: Thank you for your question. First of all, I believe that we are making steady progress in the areas 
I mentioned, such as internalization of DX, training of human resources for the accompanying support 
positions, and increasing the strength of the workforce. 

If skills such as PMO can be broken down, defined as skills, and nurtured, we can add business skills to the 
technical personnel who have been more on the technical side, such as engineers, designers, creators, and so 
on. We are considering such a plan. We believe that we are getting a good response that such things are 
possible. 

In addition, there is increasing the effectiveness of young, newly graduated personnel and employees to 
improve this operating ratio. This is something I have been talking about for some time. I do not think that we 
are currently producing anything very innovative, but we have been taking hundreds of new graduates every 
year for a long time, using all kinds of techniques to develop and train them, so I see it as a kind of 
accumulation of that detailed knowledge. 

Among them, we have always viewed the development of specialized skills as important when it comes to 
cultivating business skills, and we have been cultivating these skills, but, in addition, we have come to 
understand the importance of educating and training young graduates in business skills, and we believe that 
this is becoming increasingly important. I believe that this is an extension, or rather an extension and 
application, of the PMO human resource development mentioned earlier, and that by focusing strongly on 
training young new graduates as well, it will be possible to achieve higher utilization at an even earlier stage. 

Moderator [M]: Thank you. That was the preliminary question.  

Now, we have some questions that were entered into the Q&A function, so we will start with those. The first 
question. 

Participant [Q]: Can you elaborate on the status of PMO personnel? What skills do they have, what is their 
career in PMO, and what is the status of their activities, including operation and revenue contribution? 

Takano [A]: Thank you for your question. This may partially overlap with what I have said here, but PMO 
personnel basically accompany and support a client's DX project. Those skills, when broken down, are what 
we call project management skills. This could be scheduling management, budget management, quality 
system management, etc. One axis is project management control skills such as these. 

The other is that we need something like business transformation skills, as they will be needed in the so-called 
DX area. This includes understanding the maintenance of business flow, understanding of the areas that need 
to be reformed, understanding of the client's business, but also understanding how the system will affect the 
client's business and how it can contribute to the client's business. We are also developing such business 
transformation skills by breaking down the skills into these categories. 



 
 

In terms of a career in PMO, I do not see this as something that can only be done at the very top level. We 
believe that it is possible to develop these people from the beginning, even in the first or second year after 
graduation. Of course, there are areas of the business that can be done with little experience and that do not 
need to be covered by experience, as long as the skills are properly developed, so we see it as something that 
can be done from a young age, so it does not mean that you have to be a veteran. 

On the other hand, of course, there are positions or occupations that are more like technical directors, project 
management personnel with strong UX skills, and DX personnel with strong digital marketing skills, in addition 
to the traditional positions of digital creators such as engineers and UX creators. We believe that there is a 
way for us to move into a more upstream area, where digital creators, engineering creators, and producers 
on the frontline, which has been our forte in the past, can further promote project management and client 
DX more strongly. 

Therefore, rather than the qualitative project management skills of a consulting firm that is strong in high-
level strategy, we aim to develop human resources with a focus on digital skills and the ability to accompany 
and support clients in project management and business transformation. 

Therefore, as I mentioned earlier, we would like to produce a large number of project promotion personnel 
with a digital focus, rather than training a large number as PMO stand-alone personnel. We believe that these 
will be a very valuable human resources, so, although it is a little difficult to think of a career beyond that, we 
believe that we will be able to develop them into more advanced human resources with a very high unit cost. 

Moderator [M]: Thank you. Next question. 

Participant [Q]: What are your thoughts on M&A and capital and business alliances? Are there any other 
companies approaching you? Can you tell us about some of the challenges in this area? 

Takano [A]: Thank you for your question. First of all, I am not completely rejecting M&A and M&A on the buy 
side, but I have been looking at and considering deals for a long time now, and if there is a perfect match, I 
am not rejecting the idea of doing so. However, I believe that there are very few cases where there is a match 
in terms of our strategy, company culture, or ultimately price. We have not specifically included that in our 
policies and plans. 

Regarding the question of whether or not other companies have approached us about a capital and business 
alliance, I would say that in this kind of industry environment, regarding companies like ours that have a large 
number of digital specialists, consulting firms, agencies, trading companies, and so on, are likely to be involved 
in M&A. However, we believe that there may be cases where we are seen as one of these companies. 

If there were to be such a policy, it would be difficult to say, but at this point we do not have a policy of moving 
in that direction. 

However, I understand that if such a proposal were to be made, it would be something that I would have to 
carefully consider as a director. 

Moderator [M]: Thank you. Next question. 

Participant [Q]: What should we expect in terms of future performance from the second half of the fiscal year 
ending March 31, 2025 through the first half of the fiscal year ending March 31, 2026? Please explain with a 
focus on qualitative movements. 

Takano [A]: Thank you. Basically, as I have repeatedly stated today, we believe that we are on track to improve 
profitability. With the current fiscal year as the bottom, we believe that we are making steady progress toward 
our goals and policies to increase profitability and profit margins in the future. 



 
 

In terms of growth potential, we believe that when and to what extent the traditional large web operations 
clientele slumps or shrinks will have a significant impact on whether or not we will be able to improve our 
growth potential, on a quarterly or semi-annual basis. 

However, as you can see from this chart, the weight of the DX area, which has high growth potential, has been 
increasing rapidly and has now reached just under 40%. We believe that this will be realized over time, as the 
weight of this side will eventually become larger, so rather than thinking about how to maintain the web 
operations area, we would like to shift to this growth area and accelerate the expansion of this side of the 
business. 

If we can accelerate the turnaround in this area and increase the growth potential of this area, we believe 
that we will be able to bring our growth potential closer to the level we are aiming for in the second half of 
this fiscal year and beyond. 

Moderator [M]: Thank you. Next question. 

Participant [Q]: About the number of digital creators. Compared to previous years, there seems to be a larger 
decline from Q1 to Q2, perhaps due to the higher turnover rate. Are you taking any measures? 

Takano [A]: There are two factors. First, mid-career hiring is being curbed, and second, as you pointed out, 
the turnover rate is worsening. As for mid-career hiring, as I mentioned midway, we are considering holding 
down the number of mid-career hires until the overall operation ratio is at an appropriate level. From where 
we used to hire like around 200 people, in the first half of this fiscal year, the number of digital creators was 
49, and this is one of the reasons for the decrease in the number of digital creators, as we are providing limited 
support. 

The other thing is about the turnover rate. What I mentioned earlier is that while the overall operation ratio 
is still quite low, there are still hundreds of unused operational positions. Unfortunately, some of these 
employees may choose to work for other companies or become independent because they are not satisfied 
with the work they are doing. I don't want to say that such turnover is inevitable, but I think it is to be expected. 



 
 

On the other hand, I wonder if there is a situation where, for example, the competition is headhunting more 
and more. Of course, there are some areas where this is not the case, but it is not zero, but we do not perceive 
that this is the situation if the amount of turnover is increasing significantly, and the number of digital creators 
is decreasing as a result. 

Of course, there is nothing wrong with trying to reduce that. One is that the first step in addressing turnover 
is to increase the operation ratio. To make sure things were going well in the company. The future growth 
potential can be felt by employees. Our first priority is to create a situation where people can feel a sense of 
growth through their work. 

In addition, we believe that it is important to create careers that enable growth toward high added-value 
human resources, such as PMO and DX accompaniment personnel, and in the current competition for human 
resources, it is also very important to raise wages. We originally set forth a major policy in VISION2030 to 
increase employee salaries by 1.6 times over the next 10 years, but that is something that we were not able 
to achieve last year in terms of wage increases, but basically, we would like to continue to work on such things. 

In addition, we will ultimately realize our mission and vision initiatives, which we have always placed great 
emphasis on. In particular, I think it is very important to increase employee engagement in the creation of 
businesses that can make a significant contribution to society, especially in the area of decarbonized DX 
business. 

Moderator [M]: Thank you. This concludes the Q&A session. 

Takano [M]: Thank you. We are making good progress in improving profitability, but we believe you may have 
some concern about growth potential at this stage of the second quarter financial results. However, we 
believe that we are getting a solid response to our current efforts, and we will continue to work to restore 
growth in the second half of the year and beyond, so that we can achieve the business performance and 
corporate image that you have come to expect from us. We look forward to your continued support. Thank 
you very much for joining us today. 

Moderator [M]: Thank you. This concludes the presentation of the financial results of Members for the second 
quarter of the fiscal year ending March 31, 2025. Thank you very much for your participation today. 

Takano [M]: Thank you. 

[END] 

______________ 
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