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Presentation 

 

Moderator: Thank you very much for joining us today for the financial results briefing for Members Co., Ltd., 
for the second quarter of the fiscal year ending March 2024. The briefing will begin at 11:00 a.m. Please wait 
a moment. 

Good morning, everyone. Thank you very much for taking the time out of your busy schedule to join us today. 
We will now begin the presentation of the financial results of Members, Inc. for Q2 of the fiscal year ending 
March 31, 2024. 

We would like to start with an announcement. 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. We kindly ask for your understanding. 

I would like to introduce today's attendees. Mr. Takano, Representative Director and President. 

At today's meeting, we will begin with an overview of the financial results for Q2 of the fiscal year ending 
March 31, 2024, as well as an outlook for the future, in accordance with the financial results presentation 
materials. 

There will then be time for the next round of responses. Please enter and submit your questions at any time 
in the Q&A function of Zoom. You may also speak up and we will let you know later. 

Now, Mr. Takano, Please. 

Takano: Yes. Thank you very much for participating in our financial results briefing today. 

I would like to start by talking for 20 to 30 minutes about the current financial results and future policies, and 
then proceed to the Q&A session. 
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Since our company's establishment in 1995, Mr. Kenmochi, our founder and the current chairman, had served 
as president for 28 years until last fiscal year, and I have been serving as president since this April. 

Members places great importance on mission- and vision-driven management, and we are committed to 
leading digital transformation and solving social issues through the power of digital creators who have 
acquired such skills using Internet and digital technologies, Our vision is to make a significant contribution to 
social transformation and the resolution of social issues through the power of digital creators who have 
acquired such skills using Internet technology and digital technology, and to lead such transformation. 
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In 2006, the company was listed on the Nagoya Stock Exchange's market, Centrex, and later listed on the 
Tokyo Stock Exchange's Second Section in 2016 and moved to the First Section in 2017. 

Since the start of Vision 2020 in 2014, as I mentioned earlier, we have continued to conduct challenging 
management based on our vision, and I think you can see that growth has accelerated significantly since then. 

The sales revenue of our company has continued to grow for 11 consecutive fiscal years, with a growth rate 
of 18.8% over the past five years. 
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Our company's view of the external environment is very simple. Basically, we believe that the importance of 
Internet technology and digital technology will continue to increase in the future, and will probably continue 
to increase in earnest in the future. 

In addition to the growing importance of technology, we believe that the shortage of human resources, 
especially digital and IT personnel with digital technology, will become even more serious in the future, given 
the declining population and other factors in Japanese society. 
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Based on this recognition of the market environment, we are considering a simple business model; how to 
recruit a large number of such digital human resources, train them to be highly skilled and skilled in various 
digital technologies, and keep them active for a long time. 

In particular, we have recently established a number of specialized in-house companies in order to acquire 
various advanced digital skills. We have established a number of specialized companies that can acquire and 
enhance such advanced skills as app development, data scientists, UX design, marketing automation, various 
cloud platforms, and AI. 

We have more than 2,000 digital creators with a variety of skills, which we combine and provide as a team 
according to the needs of each client company. 

We call this the DGT model, and we currently have 132 major clients in this model. 
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As I have outlined in a few words, I would like to explain our financial results and performance trends for the 
first half of the current fiscal year ending March 31, 2024. 

The key indicators are sales revenue and added-value sales, which are sales minus external costs, and these 
are up 17% and 15%, respectively, from the previous year. 

We believe that each of these businesses is performing well, but on the other hand, we have fallen short of 
our initial plan, which called for growth of about 20%. 

In terms of operating profit, we have been hiring more new graduates as an up-front investment compared 
to the current business scale in the current fiscal year. We had originally forecast a deficit of JPY160 million as 
of the end of Q2, but we have not met our original plan in terms of operating profit, reflecting the shortfall in 
sales that we just mentioned. 
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I have already told you several times about the background of this, but let me reiterate that, as I mentioned 
earlier, we place great importance on challenging management based on our vision. Especially in this Vision 
2030, which we started three years ago, we had a plan to take on the challenge of achieving a large growth, 
such as 10,000 digital creators by 2030. 

We have been trying to achieve 25% growth in human resources, which is approximately the same figure as 
the 25% sales growth we are aiming for. 

For the current fiscal year, by the hiring of new graduates, which is a bit difficult to control in detail, the 
number of digital creators has increased by 26%. 

On the other hand, since the last fiscal year, our performance in terms of sales and added-value sales has 
been such that sales have been insufficient for the growth in the number of employees. 

In the current fiscal year, we are aiming to increase the growth rate to 25% of sales, and we have been aiming 
to achieve this by the DGT business, which integrated the former EMC business and the PGT business. We 
have been able to realize high growth potential in former PGT business as utilizing the strength of our sales 
structure and specialized companies, etc., and we integrated our organizations in April with the aim of 
spreading this growth potential throughout the entire company. 

On the other hand, we had hoped to increase the growth rate to 25% in Q4, but in the midst of the major 
organizational integration changes, there was a little bit of a slowdown in the internal integration, and this 
has caused the growth rate has been slightly declining. 
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Growth profitability is declining, but it is not because the profitability of the business service itself is declining, 
or there are significant project problems, but purely because sales are not sufficient for the growth in the 
number of hires and the cost of hiring personnel. There are simply a lot of unworked costs. As of the end of 
this half-year period, we had about JPY1 billion as the unworked costs. Without it, it is an assumption that is 
advantageous to us, but without it, we believe that the current situation is such that profitability as a business 
service can be sufficiently secured without that. I believe that this is the current situation. 

As I mentioned earlier, we were aiming to raise the growth potential of the entire company by using a sales 
structure that separates production and sales within the former PGT business and the growth potential of 
specialized companies. 

We think that we are not yet at the point where we are able to accelerate the integration and promotion of 
our strategies. 

Today, in this briefing, or rather, in this financial statement, here is what I have to tell you as a major policy 
change. In accordance with our Vision 2030, we have been investing in human resource recruitment as an 
up-front investment in order to achieve a 25% growth rate, but we have also been challenging ourselves over 
the past year to catch up with the growth potential of our business. However, we think that the upfront 
investment has been somewhat excessive, or rather, somewhat distorted, in line with the current situation. 

Once here, we have changed our policy to curtail hiring in line with current business growth. We intend to 
curb the hiring of new graduates to the point where we can restore an appropriate operation ratio of 90% 
and an operating margin of 10%, as well as an appropriate level of profitability. On the other hand, as I have 
repeatedly said, the recruitment of new graduates is not a number that can be controlled in the short term, 
and we are planning to have a little over 400 new employees join our company in the next fiscal year. However, 
the profit margin is expected to improve to a certain degree because the ratio will be lower than the current 
term's 580 new employees. 

In addition, we believe that the recovery of profitability, even with the current growth potential, will be 
sufficient, at least in the fiscal year after next as the recruitment of new employees is further restrained. 
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From this point on, I would like to report on the progress of our basic business performance. 

As of Q2, to reiterate, sales and added-value sales were up 17% and 15%, respectively, which is basically the 
same quarterly trend as in the past. 
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As I have repeatedly explained, the operating profit forecast has been lowered significantly to JPY550 million 
from the loss of JPY160 million that was originally projected due to the large amount of upfront investment-
type work. 

On the other hand, looking at Q2 alone, the company returned to profitability, albeit slightly. 

As for the number of consolidated digital creators as a key indicator, it is 2,541. Although the number of digital 
creators increased by 26% from the previous fiscal year-end to an increase of 529, the increase was not linked 
with the increase in sales and added-value sales, which contributed to the deficit. 

The turnover rate was 4.1%. This is slightly worse than the same period last year, but we do not see this as a 
major problem. 
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This is about the unit price per digital creator and the number of digital creators in the specialized companies 
as key indicators. 

The unit price was JPY882,000 in Q2, slightly down from the previous fiscal year, but the number of recruits 
has increased, and the ratio of young people is increasing. However, the unit price has increased by about 
JPY10,000 compared to the year before the previous fiscal year, the fiscal year ended March 31, 2022, so we 
believe that the unit price has remained almost flat. 

The number of digital creators in the specialized companies, which are focusing on the shift from the web 
operation area to other digital areas, increased by 105 compared to the end of the previous fiscal year. 

We have a target of 700 digital creators as of the end of the current fiscal year, and although we need to 
increase the number of creators to reach that goal, we see the number growing steadily. 

As you can see from the graph, the growth in added-value sales stalled somewhat in the first quarter, which 
is one indication of the stagnation, or perhaps a standstill, in this fiscal year's integration. We believe that this 
is one of the reasons why the growth in added-value sales stalled somewhat in Q1, and we think that we can 
see a recovery in this Q2. 

We have now explained the basic financial results for Q2. 
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We will change our policy to increase profitability by reducing recruitment, but we would like to challenge not 
only to increase profitability but also to further increase sales growth to 25% in the future. I will explain our 
policy for that. 

We will simply continue to strengthen our policies in areas such as service, sales, and human resource 
development. It does not mean that what we do will change drastically, but that we should continue to do 
the strategic policy we have taken so far as the basic thing we should do. 

We would like to take on the challenge of raising the growth potential of the company by linking this to solid 
results. 
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First of all, in terms of establishing the volume of digital business, we believe that our company, Members, 
has been able to take a very good position in focusing on web operations from the beginning. Based on future 
market trends, we believe that DX, digitalization, data and cloud platforms are the areas of future growth, 
and we will expand into such areas. We are considering increasing the weight of that area. 

We think that DGT is originally a unique position in which digital creators with skills, rather than human 
resources such as consultants, sales, or planners, form a dedicated team and continuously support clients' 
digital businesses in the operational area to improve their results. 

We would like to build on the position we have established in web operations to further establish ourselves 
in the area of digital business operations. 
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In this context, there is some overlap with what I explained earlier, but we place great importance on the 
growth of specialized companies. 

Against the background that the number of digital creators has increased to 105 from the same period of the 
previous year, we believe that this is a major factor in the steady conversion of such services, with the ratio 
of sales other than traditional web services increasing by 3.2 percentage points from the same period of the 
previous year. 

We would like to further accelerate this process. 
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The number of clients to whom we offer the DGT service model has increased by 16 companies from the end 
of the previous fiscal year to 132. 

As you can see from the graphs of the past year, we have not been able to make much of an increase in the 
first half of the year. 

However, for the current fiscal year, we have been able to steadily increase that number as of Q1 and Q2. 

In addition, as the number of clients increases, there is a concern that the unit price will tend to decrease 
because many of the first customers order rather small projects. However, instead of that, the unit price of 
the entire company is 0.5% higher than the same period of the previous year. In particular, when we look at 
the top 50 major clients, it is 15% higher than the same period of the previous year. As for the expansion of 
existing clients, the more companies that offer this DGT model, the deeper the existing clients will go. 

As for the number of these DGT companies, we would like to expand it to 200 companies by the end of this 
fiscal year, which is somewhat of a delay, and we would like to accelerate it further. 
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In addition, as I mentioned, we have a sales structure as we separate production and sales, and we are 
focusing not only on existing clients, but also on new sales activities to further increase our client base. 

In the past, we thought that the stagnation in this area over the past two or three years since COVID-19 had 
a negative impact on growth potential, but in the current fiscal year, the total number of client companies 
was 385, up 35 from the end of the previous fiscal year, and we believe that this area is expanding steadily. 

In addition, there are over 250 non-DGT clients that have not yet become DGT. We believe that the key will 
be how to convert clients here to the DGT model. 

The number of digital creators in operation based on these business conditions increased steadily to 166 
compared to the previous quarter, but the operation rate is still at 83%, including a slight delay in the first half 
of the year. 
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With an eye on how quickly we can recover to 90% for the operation rate, we will improve our human resource 
portfolio and reduce the hiring of new graduates. 

As I mentioned earlier, we expect to land around 400 to 420 new graduates for the next fiscal year, and for 
the fiscal year after next, we are considering further reducing that number to around 190 new graduates. 

On the other hand, it is not that sales are declining, but that we are able to continue double-digit growth, 
nearly 15% to 20% growth in the late double-digit range and beyond, so the idea is not to brake very sharply, 
but to restrain sales to a level where profitability can be improved. 

On the other hand, mid-career hires are those who can be expected to start operations as soon as possible, 
so we will continue to actively recruit those who can be expected to start operations soon, rather than putting 
the brakes on the hiring process. 

As of this Q2, we have been able to hire 113 mid-career creators, and we have a target of 248 for this fiscal 
year. 

As of Q2, we see the situation as relatively favorable, but we would like to continue our efforts even more 
aggressively. 

We are focusing on how to develop and produce human resources in highly advanced digital fields, such as 
data, AI, and cloud computing. We are also working on how to build up the educational system and investment 
in education for this purpose. 

In particular, we have recently released an intelligent web operation service that utilizes AI generation with 
Benesse, one of our major business clients, we are now promoting such internal use of AI, training, service 
development, and so on. 
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Through these efforts, we intend to take on the challenge of further raising our sales growth potential. 

Since our company's business model is basically an accumulation-type business model, it will be very difficult 
for us to make up for the delay in Q1. 

Originally, we had planned to challenge 25% sales growth in Q4, but we have lowered our growth target for 
the second half of the year, as it will be difficult to make up for this delay. 

Since we have revised downward for two consecutive fiscal years, we have decided to present figures that we 
can be responsible for, and we are now forecasting sales of JPY20 billion and operating profit of JPY200 million 
for the full year. We will work on recovering profitability in the next fiscal year and beyond, and will continue 
to take on the challenge of raising growth potential. 

Based on these factors, we believe that profitability can basically be maintained by controlling hiring costs 
rather than by deteriorating business viability. 
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Based on the assumption that profitability will recover in the future, we plan to increase the dividend for the 
consecutive year to JPY31 per share, as planned at the beginning of the fiscal year. 

In addition, our confidence in our future growth potential has not changed, so we are announcing the share 
buyback in conjunction with the timing of this downward revision. We would like to proceed it for a certain 
period starting this November. 

We have now explained the details of our business. 
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Here is an introduction to sustainability and ESG topics. 

This fiscal year, we will be working in earnest on decarbonizing DX in particular. 

We have established the Decarbonization DX Company to take on the challenge of not only our own internal 
decarbonization efforts and carbon neutrality initiatives, but also to take on the full-scale challenge of 
decarbonizing our services to our clients. We have been working on it since the current fiscal year. 

It is listed in this part because it does not contribute significantly as an achievement yet, but in terms of form, 
I would like to say that it is gradual, but the client's efforts are becoming more and more active, and I feel that 
GX in addition to DX will become a big wave in the future. 

We are now developing services to contribute to this area using digital technology, and we would like to use 
these services to make a significant contribution to the GX area of society in the future. 
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In addition, we have positioned our internal initiatives, particularly all member participatory management, 
which is also the origin of our company name, as an extremely important corporate management concept. 

Instead of dividing employees into people who are considered to be managers, we emphasize how each 
employee takes initiative to improve his or her own skills, achieve customer success, contribute to society, 
and take action in CSV. We are also working on a new action guideline and joining an employee stock 
ownership plan, and we believe that we will be able to achieve steady results in these areas. 
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In recent years, human capital disclosure has been given great importance. Originally, Members is a model of 
professional human resources services, and while we did not use the term human capital management to 
refer to companies where digital creators are the happiest, the fastest growing, and the most active, we place 
great importance on management of human resources. 

In this context, we are promoting such things as training to emphasize the company mission and vision I 
mentioned at the beginning, and training to develop the next generation of leaders. 

In particular, we have been making efforts to promote diversity and women's activities, and we believe that 
our efforts to shorten working hours and to encourage male employees to take childcare leave are achieving 
results at a level that could be considered a representative case study in the world. 
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As for the company's decarbonization efforts, we have been working on solar sharing, aiming to generate the 
equivalent amount of electricity used by the company from solar renewable energy. 

In addition, we have started a tree-planting and forest conservation project, aiming to absorb CO2, generate 
credits, and work toward biodiversity. 

We also hold an executive tour every year with 34 executives and general managers from 22 of our client 
companies to deepen their understanding of Japan's efforts toward carbon neutrality in the future, and to 
accelerate our progress toward that goal. This is part of our efforts with our clients. This year, we are taking 
initiatives such as going to inspect offshore wind power generation on the Goto Islands in Nagasaki. 

Another major initiative this year is the Decarbonization Action 100, which is about how employees can 
contribute to decarbonization in their daily work. In the end, we believe that if we want to achieve carbon 
neutrality, we have to work toward decarbonization in all areas one way or another. Toward this end, we have 
been working internally for the past six months to reduce carbon emissions and energy consumption in all 
areas, including web production, application development, and system development, and we believe that our 
efforts have produced significant results. We are disclosing the results of these efforts. 
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Finally, in terms of corporate governance initiatives, Mr. Kenmochi and I are the only two executive directors 
of our company. The rest are outside directors and audit committee members. 

They are clearly more senior and some of them are the executives of companies that represent Japan. Ms. 
Miyake, co-chairman of JCLP, a climate change business organization, has also joined us this term. I believe 
that we have a diverse and strong board of directors and board members. 

That is my brief explanation. Again, we apologize for any concern that we have somewhat stalled in terms of 
performance, profitability, and profit. 

However, we believe that this does not mean that our business and growth potential have been compromised, 
and from this point on, we will firmly rebuild profitability and achieve high growth once again. 

Through this, we hope to continue to take on the challenge of contributing to our customers and to society. 

That's all for my presentation. 

Moderator: Thank you.  
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Question & Answer 

 

Moderator [M]: We will now begin the question-and-answer session. First, we have received preliminary 
questions, which we would like to introduce. 

Questioner [Q ]: There are two questions. The first question is, what is the current condition and outlook for 
DGT, including customer feedback? 

Takano [A]: Yes, thank you. In terms of numbers, as I explained, we believe the potential is still great. 

One of the biggest issues is that our company's shift to digital business operations has yet to fully penetrate 
our existing major clients. 

I often get asked by many customers, such as whether there are such human resources (who have various 
digital skills) at Members. Also, since the integration, we have been focusing on cross-selling, and I think we 
are seeing some results there, but I think we will see real results in the future, so I think our condition outlook 
is positive. 

Questioner [Q]: Thank you. Then, please tell us about any changes in the current recruiting situation. 

Takano [A]: Yes. We will be curtailing our hiring of new graduates, so the basic environment will become more 
difficult. 

I think you already know it well and it may sound like preaching to the choir, the environment is getting 
tougher, especially in the area of digital human resources, and we continue to compete with each other. 

However, by curbing the number of recruits, we stopped planning to take more, so that we ended up with 
about 400 to 420 new graduates, but I don't think this is a lack of our company's recruiting ability as we could 
recruit more but decide to decrease the number. I think there is no problem in curbing future recruits. 

As for mid-career hiring, we believe that the competition is only accelerating day by day. 

We have been able to hire 113 new employees in this way, and we believe that we have been able to increase 
the pace of hiring through our efforts to change from individual company hiring to centralized hiring, which 
has increased investment efficiency. We have been able to increase the pace of hiring through such efforts. 

However, we believe that the competition for mid-career hiring is accelerating and becoming increasingly 
heated, so it will be necessary to continue to strengthen our efforts. 

Moderator [M]: Yes. Thank you. That is all the questions submitted in advance. 

We will then move on to a question-and-answer session with those of you attending today.  

Naya [Q]: Hello. I am Naya from Ichiyoshi Research Institute. 

I have several points, please take care of them one by one. 

This is the first one. The number of digital creators who were not in the operation is increasing, and the 
operation rate is decreasing. In terms of the target for Q4, I think it is 90%, but it has been revised this time, 
so I think that 90% is a little difficult for this 4Q. What should we think about this area, and if the operation 
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rate is going to decrease, do we have to be prepared to cut the level a little bit more over the next fiscal year 
for the time being? That’s my first question. 

Takano [A]: Yes, thank you. I am sorry, I think the materials and my explanation were insufficient, but the 
target I am talking about here is not for Q4 of this fiscal year, but for the next fiscal year and beyond, which is 
stated as 90% of operation rate. 

Therefore, as you pointed out, we believe that it will be difficult to achieve a 90% recovery during this fiscal 
year, and that it will be also difficult to achieve that 90% occupancy rate in the first half of the next fiscal year, 
at least in the first half, when more than 400 new graduates are expected to join the company. 

We believe that we should challenge in the second half of the next fiscal year and beyond. 

Naya [Q]: Is there any possibility of a devaluation over the next term? 

Takano [A]: I think it depends on the current fiscal year, but of course it will go up toward Q4 of this fiscal 
year, and then it will go down again in Q1 of the next fiscal year, when another 400 new graduates will be 
hired. 

In terms of the weight of the burden on the 580 employees in the current fiscal year and the 400 employees 
in the next fiscal year, the 400 employees in the next fiscal year will have a lighter impact than the 580 
employees in Q1 of the current fiscal year. I believe that the impact of 400 employees in the next fiscal year 
will be light enough to have a solid impact. 

Therefore, we are basically aiming to raise the operation rate in the next fiscal year compared to the current 
fiscal year. 

Naya [Q]: Thank you. Secondly, you mentioned the sluggishness of integration, but I would like to ask you to 
analyze the factors more qualitatively. 

I would appreciate it if you could explain a little bit about the biggest problem or what the cause is, whether 
the problem is one, two, three or more. 

Takano [A]: Yes, thank you. In the simplest sense, what we had planned to achieve the simplest effect of this 
integration in terms of business performance is a sales structure that separates production and sales. 

The simple aim was to accelerate sales and marketing through a sales structure that separates production and 
sales, including the former EMC domain, where the former PGT business had originally been able to develop 
its business with high growth potential under such a structure. 

However, there was some difficulty in understanding how to create a sales structure, and although a 
company-wide sales team was of course established, the division of roles between this team and each 
department was not well understood by both parties. 

Of the results that you are looking at this time, it is easy to understand that the results of Q1 of the specialized 
companies are stagnating. 

In the original PGT business of the whole company, the sales team of the separation of production and sales 
also conducted sales of the specialized company, and of course we are not trying not to do that now, but once 
we established the sales team, somehow, which is a very irresponsible way of saying, there is a situation 
where the division of roles did not work well, and the sales team of the whole company conducted sales of 
the specialized company, which became a little insufficient. 
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In such a situation, we use the expression sluggishness, and there were some points where we failed to 
achieve the desired results. 

Naya [Q]: Thank you very much. The third question is whether the number of digital creators, which was 
targeted to reach 10,000 in the medium to long term, is realistic, if we look at the current situation, the 
previous term, and the current term. I would like to ask you to explain a little about the point of lowering the 
target or continuing it. 

Takano [A]: Yes. As you pointed out, once we lower the growth rate target, we will curb the hiring of new 
graduates for the next few years, so the numerical target of 10,000 for Vision 2030 itself will be postponed, 
or in other words, the achievement of 10,000 will be difficult at the current pace in the time slice of 2030. 

We are not sure if the number itself, 10,000 people, will be achieved in 2030 or not, and even if it is delayed, 
we would like to continue to take on the challenge of developing and growing our business model for such a 
place. 

However, we are thinking of presenting the figures as of 2030, or the timeframe for achieving them, at some 
earlier point in time. 

I believe that you are right in pointing out that the actual number of 10,000 in 2030 is, of course, not realistic 
under the current situation, or rather under the current policy. 

Naya [Q]: Thank you. Lastly, I would like to know how promising the decarbonization DX solution is as a 
commercial product that has been created this time. I am afraid that I don't really have a knowledge about it, 
but I would like to know if there are any other companies that are actively developing such service or 
something like that. 

Also, I am afraid that this is too vague as a question, but I would like to ask you for some explanation. 

Takano [A]: Yes. In terms of the business potential and promise of the service itself, we do not think we are 
yet at a level where we can present our achievements. 

However, I see the market, at least in the consulting business, as a consulting company, as being very much 
on the upswing toward GX. 

The other most obvious market that we are seeing now is a platform for measuring carbon emissions, and it 
is gaining momentum as a market. 

We see this as a situation where tools and measurement platforms for measuring CO2 emissions in the so-
called Scope 1, 2, and 3 areas are gaining momentum. 

However, we believe that this will also become an area of support for our company in the future, and the 
measurement itself is very difficult to achieve accurately on a continuous basis, especially if we aim to achieve 
Scope 3 in the future and realize it accurately and efficiently on a continuous basis. 

Therefore, I believe that our business lies in how to develop a system that connects the internal system with 
such a platform and how to establish an operational workflow. 

Furthermore, I believe that if we are to encourage users to choose options such as how to decarbonize and 
choose services with low carbon emissions by changing their behavior in the future, it will become more 
important to measure carbon emissions by products and services, such as carbon footprints or life cycle 
assessments. 
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And we have a certain amount of experience with the services there. 

We see this as a market that is yet to emerge, and we have certain expectations for it. 

Naya [M]: Thank you very much. 

Takano [M]: Thank you very much. 

Moderator [M]: Thank you very much, Mr. Naya. 

Does anyone have any further questions? 

Questioner [Q]: I will ask one question then. Thank you for your explanation. Could you tell us how Chairman 
Kenmochi is currently involved in the company? 

I would appreciate it if you could tell me the current situation, such as the division of roles between President 
Takano. 

Takano [A]: Yes, thank you. Basically, I oversee all operations, so I am the president alone, with other 
executive officers below me, and Mr. Kenmochi is positioned above me. 

However, he continues to participate in important client relations, such as the executive tours I mentioned 
earlier, as well as in decision-making on important management matters, management meetings, and board 
meetings, and he continues to develop leadership in management in these areas. 

Mr. Kenmochi and I talk and discuss management issues at least once a week, and through such discussions, 
he and I are working together on management. 

Questioner [M]: Thank you very much. 

Moderator [M]: That is all the questions we received. 

This concludes the presentation of the financial results of Members Inc. for Q2 of the fiscal year ending March 
31, 2024. 

 

Thank you very much for joining us today. We look forward to your continued interest in our company. 

 

[END] 

______________ 

Document Notes 

1. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 
answer from the Company, or [M] neither asks nor answers a question. 
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