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Presentation 
 

 

 

Takano: Thank you very much for taking time out of your busy schedule today to participate in FY3/2025 full-
year financial results briefing of Members. I am Takano, the representative of Members. Let me begin my 
presentation immediately. 

First of all, today, as just introduced, I would like to begin with an overview of the financial results for the 
previous fiscal year. After that, I would like to discuss the results of the previous fiscal year's initiatives for 
medium-term growth and our goals and policies for this fiscal year. 
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As a premise, Members' business model is based on the human resources business for digital specialists, and 
we have achieved long-term growth with the expansion of our human resources and the number of our 
employees. We have increased our revenue for 13 consecutive fiscal years, with an average annual growth 
rate of 16.6% over the past five years. June this year marks the 30th anniversary of Members. We hope to 
continue to achieve long-term growth in FY2026. 
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Sales/revenue and number of employees
Since going public in 2006, sales have grown along with the number of employees

FY08 only covers the 10 -month period from 1 June 2007 to 31 March 2008 due to a change in the financial year end.
Consolidated financial statements are prepared in accordance with IFRS from the year ended 31 March 2018; figures up to the y ear ended 31 March 2016 are based on Japanese GAAP,
retrospectively for the year ended 31 March 2017 and on IFRS basis for figures after that date.

Revenue
（Million yen）

Employee
（People）

Listed on the
Nagoya Stock

Exchange Centrex in
November 2006.

Apr 2016.
Second Section

of the Tokyo
Stock Exchange

Listed on

April 2017
- switched
to the First
Section of

the TSE

April 2022
Transition
to prime
market

13th consecutive year of revenue growth. Last five years CAGR (compound annual growth rate): 16.6%.
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I would like to show you the highlights of FY3/2025 full-year financial results. Sales revenue was JPY22.3 billion, 
up 9.1% YoY. Add-value sales were JPY21.2 billion, up 10.8% YoY. Both hit record high. Operating profit was 
JPY493 million, which showed a slightly abnormal increase compared to the previous year because that of the 
previous year was very low. Profitability improved better than planned. Sales revenue, added-value sales, and 
operating profit all exceeded the February revised plan, and we believe that the recovery was on track to 
meet or exceed the plan. 

An important indicator among others is the ratio of the DX domain. The growth rate of the DX domain, on 
which we are focusing our efforts, remained very strong at 30.8%. As the ratio increased to 40%, I think this 
is a very important indicator. 
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• Both revenue/value-added sales and operating profit achieved the revised plan announced in February 2025.
Profitability recovered better than planned.

5

FY2025 Results

Revenue

22,329 YoY
+9.1%

Value-added
sales

21,277
Operating

profit

493
Digital creators

Number of (DC)
(End of Pre Year)

People2,627
End of Pre

Year
+5.8%

YoY
+10.8%

*1 Value -added sales = revenue from revenue - subcontracting and purchases = sales from internal resources.
*2 PMO (Project Management Office): refers to a department or system that oversees project management across the boundaries o f departments in order to facilitate the smooth implementation of projects in a company

or individual organization. While the PM (Project Manager) oversees the project and is responsible for various decisions, the PMO supports the PM's project management by collecting information and co -ordinating with
all relevant parties to enable the PM to make decisions smoothly.

Highlights of Full-year results for the 30th (2025FY)

YoY
+1082.0%

Enhanced profitability Establish high-growth businesses

21.2 % (+0.2 points YoY)

The DX domain ratio is 41.5%, with a
steady growth rate of +30.8%.
Number of clients with annual sales of at least
100 million yen (4Q)

55 Clients (+9 clients YoY)

DX domain ratio (4Q)

41.5 % (+5.5 point YoY)

DX domain growth rate (4Q cumulative total)

+30.8 %

Overall unit costs +3.5% due to the
promotion of measures to improve unit
costs.
358 PMO staff, well in excess of the plan.

Unit sales (4Q cumulative total)

912 thousand yen (+3.5%YoY)

Number of PMO staffs(end of 4Q)

358 staff (+155 staff YoY)

*1

*2

Due to the merger of subsidiaries in November 2024, the figures were changed to non-consolidated from 3Q2025.
As the impact of the merger was negligible, year-on-year comparisons are provided with the previous year's consolidated figures for reference purposes.

Million
yen

Million
yen

Million
yen

Gross margin before financial bonus
payments improved YoY to 21.2%.

Occupancy rate of DCs excluding
first and second year new graduates (4Q)

85.4 ％ (-1.0 point YoY)

Gross margin (4Q cumulative)

20.9 % (-0.1 points YoY)

Gross margin before financial bonus payments
(4Q cumulative total)
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Next, the status of P/L. As we have already reported, we achieved the revised plan. We revised our operating 
profit forecast from JPY200 million to JPY400 million, and we achieved operating profit of JPY493 million. Since 
our business performance was better than planned, we recorded a bonus of JPY60 million as a return of profits 
to our employees. Before the bonus, operating profit was JPY550 million, so we believe that profitability 
improved better than planned. 

Considering this, gross profit margin also improved YoY before the bonus. Added-value sales increased by 
10.8% only, for our company it was only 10.8%. However, we could minimize SG&A expenses, and our 
operating profit improved. We believe that the path to profitability recovery was firmly established in FY2025. 
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Full-year results for the 30th (2025FY)

Rate of AchievementRevision Plan
(Non-Consolidated)YoY2025/3

(Non-Consolidated)
2024/3

(Consolidated)(unit：million yen)

101.0%22,100+9.1%22,32920,467Revenue

100.8%21,100+10.8%21,27719,208Value added sales

――+8.8%4,6714,292Gross profit

――(0.1pt)20.9%21.0%Gross profit margin ratio (%)

――(2.2%)4,1684,263S.G.&A. expense

――(2.1pt)18.7%20.8%S.G.&A. expense ratio (%)

123.3%4001082.0%49341Operating profit

―1.8%+2.0pt2.2%0.2%Operating profit ratio (%)

121.3%390246.1%472136Profit before tax

134.5%260176.5%349126Profit

6

• Revised plan announced in February 2025 was achieved. 60 million yen in bonuses was appropriated as a return to
employees. Gross profit margin before financial bonuses was +0.2 pt YoY, and operating profit before financial bonuses
was 562 million yen (operating margin of 2.5%).

• Thorough cost controls, including mid-career hiring expenses, kept the SG&A-to-sales ratio under control at -2.1 pt
despite business expansion, and operating profit improved by 451 million yen y-o-y. The path for further improvement in
profitability from the fiscal year ending March 2026 onward is clear.

Due to the merger of subsidiaries in November 2024, the Company has been deconsolidated from the third quarter of the fiscal year ended March 31, 2025; therefore, consolidated results for the fiscal year ended March 31,
2024 are presented as comparative information.
The plan for the year ended March 31, 2025 was also moved to deconsolidation.

30th (2025FY) P/L
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This shows quarterly changes in added-value sales. Quarterly seasonal changes look like leveling in FY3/2025. 
Looking at the growth rate on a half-yearly basis, the growth rate of added-value sales was 11.2% in 2H, and 
10.3% in 1H. We believe that 2H of FY3/2025 saw an upturn in the growth rate, which had declined for the 
past two years. We would like to take on the challenge of raising the growth rate in this area. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Members Co.,Ltd. 7

Revenues/Value-added Sales
• Revenue: 22,329 million yen ( +9.1% YoY). Value-added sales: 21,277 million yen ( +10.8% YoY).
• Value-added sales growth in the 2H was +11.2%, an improvement from the 1H (+10.3%).
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2,921

3,686
4,382

5,118 5,349
3,025

3,797
4,396

4,968
5,637

3,650

4,346

5,051
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6,307

12,087

14,938
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20,467
22,329
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3Q
4Q

Revenue（Until 25/3 2Q, consolidated. From 25/3 3Q, Non-consolidated） Value-added Sales （Until 25/3 2Q, consolidated. From 25/3 3Q, Non-consolidated）

（Million-yen）

2,277 2,927 3,677 4,271 4,814
2,707

3,453
4,164

4,761 5,147
2,859

3,584
4,221

4,703
5,379

3,396

3,995

4,822

5,471
5,937

11,240

13,961

16,886

19,208

21,277

0

5,000

10,000

15,000

20,000

25,000

21/3 22/3 23/3 24/3 25/3

1Q
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Due to the merger of subsidiaries in November 2024, the company was deconsolidated from the third quarter of the fiscal year ended March 31, 2025, so consolidated results before the transition
are presented as comparative information.

（Million-yen）
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Operating profit, as I mentioned earlier, was JPY493 million for the full year, but profits had been declining 
for the past two years, and in FY3/2024, we were just barely in the black. The fact that we were able to 
increase profits from this point on indicates that our policy change is bearing fruit. 

As for the number of digital creators, it increased by 145 to 2,627. The overall growth was limited due to 
curbing, especially mid-career employment. In addition, the turnover rate increased by 2 points to 11%. This 
is partly due to the overall mid-career recruitment market, and partly due to the fact that our company's low 
operating rate has continued for a rather long period of time. We will address this during FY2026. 
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Operating profit, number of digital creators (DCs), and turnover rate
• Operating profit is 493 million yen (+1,082.0% YoY) for the full year. Operating profit increased by 4.5 million yen from the previous

year, a turnaround from two consecutive years of lower profits.
• Number of DCs: 2,627 (+145, +5.8% from the end of the previous period) .The turnover rate was 11.1%. The turnover rate worsened

by 2.0 pt YoY, partly due to an increase in the number of under -employed workers.

(58) 9 (67)
(562) (492)

205 357 355
11 13

417

626
318

(18)

340

697

883

834

611

632

1,261

1,876

1,441

41

493
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-500
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2,000

21/3 22/3 23/3 24/3 25/3

1Q 2Q 3Q 4Q Cumulative total（Million yen）

1,306
1,623

2,012

2,482
2,627

6.5%
8.3% 8.9% 9.1%

11.1%

0.0%

5.0%

10.0%

15.0%

20.0%

25.0%

30.0%

0

500

1,000

1,500

2,000

2,500

3,000

21/3 22/3 23/3 24/3 25/3

Number of DCs
Turn over rate

（people）

Operating profit（Until 25/3 2Q, consolidated. From 25/3 3Q, Non-consolidated）
Number of DCs/Turnover rate
（Until 25/3 2Q, consolidated. From 25/3 3Q, Non-consolidated）

Due to the merger of subsidiaries in November 2024, the company was deconsolidated from the third quarter of the fiscal year ended March 31, 2025, so consolidated results before the transition are presented as comparative information.
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The next slide shows the results by business area. The growth rate of the Japan division, which focuses on the 
DX domain such as the digital service development and the data utilization support, is growing at a very high 
rate. The digital service development increased by 27.9% and the data utilization support increased by 20%. 
We would like to further increase sales in the DX domain by expanding services in this domain, increasing 
sales per company through cross-selling, and focusing on human resource development.  
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Each business sector Value-added sales and number of digital creators (DCs)
• For the full year-to-period, both the digital service development and data sectors havegrown by more than 20%.

Cross-selling of specialized companies within each business is steady. Continue to accelerate expansion of DX domain to raise growth rate.
• In April 2025, a new company dedicated to product design / technical director / generation AI will be established.

Production/UIUX Digital Marketing

Digital Service Development Data Utilization Support

3,053
3,196

1,303 1,277
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Value-added sales
Number of DCs

YoY
CumulativeValue-Added Sales+7.0％
Number of DCsat end of quarter
-2.0％

0

0 0
nu.design Company

（Established in April 2025 ）
（Company name

changed in April 2025 ）

414

（people）（Million yen） YoY
CumulativeValue-Added Sales+9.0％
Number of DCsat end of quarter
+4.5％

（Million yen） （people） YoY
CumulativeValue-Added
Sales+27.9％
Number of DCsat end of quarter
+6.9％

（Established in April 2025 ）

（Million yen） （people） YoY
CumulativeValue-Added
Sales+20.0％
Number of DCsat end of quarter
+23.5％

（Established in April 2025 ）
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I have discussed the overview of our financial results. From here, I would like to talk about the progress of our 
medium-term growth strategy in FY2025. 
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Strategies for Medium-Term Growth

11

Enhanced
Profitability

3) Obtain a position to support the client's internalization of DX
 Expansion from the operational area to the execution planning area,

strengthening the PMO
 Developing digital human resources with the industry's best accompanying

skills to increase the operation of high unit cost DCs / Accumulating
knowledge to support in-house production

2) Reorganized into DX4 business to maximize existing customer
sales
 Restructured business domains into fourareas, and promoted improvement

of service quality and high value-added in each business segment.
 Maximize value-added sales per client by strengthening services for existing

clients through accountmanagement, andincrease the number of large
clients.

Strategies KPI

Investment
for the
future

1) Focus on raising occupancy rates and shift to profit-oriented
management
 Improve human resources portfolio through planned hiring.
 Improved gross profit margin by eliminating unutilized human resources

through improvement of utilization ratio of DCs excluding first and second
year new graduates.

4) Establish decarbonization DX business/develop decarbonization
DX human resources

Goal

Establish
high-growth

business

Occupancy rate of DCs
excluding first and second

year new graduates

Value-added sales growth
15% or higher

Operating profit ratio
10%

Gross profit margin
(consolidated)

Value-added sales of DGT
per company

Number of trading companies
with full-year sales revenues of

at least 100 million yen

Unit sales per DC

Number of PMO staff

Number of decarbonized
DX human resources
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First, we focused on restoring and establishing a highly profitable structure by raising the operating rate and 
shifting to profit-oriented management. In FY3/2024, we expanded recruitment in a somewhat up-front 
investment manner, both for new graduates and mid-career hires, but last year we started to curb recruitment 
and focused on raising the internal operating rate. 

The operating rate, excluding first and second year new graduate employees, was 85.4% at the end of FY2025, 
which is just about on par with the level of FY3/2024. The number of second-year employees after graduating 
from university was 580, which was the record high new graduate employment. The operating rate improved 
to that of FY3/2024. I believe that our problem with the operating rate has been properly addressed. 

On the other hand, more than 400 new graduates joined us in FY2025, and the operating rate was still 28.6%, 
which means that there is still room for improvement. The improvement is our challenge for FY2026. We 
believe that this is a challenge or a key point. 
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1,285 1,272 1,276 1,277
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Number of DCs (excluding first year new graduates)
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Operating rate
(Excluding 1st and 2nd year new graduates / 2nd year new graduates / 1st year new graduates)

50.9%

73.2%
86.8%

92.1%

0.0%

61.0%

75.4%

82.2%

11.1%

24.7%

36.0%

50.4%

1.5%

6.4%
15.1%

28.6%

89.2% 91.8% 91.6% 92.1%89.6% 90.7% 88.8%
88.8%

83.6% 85.4% 84.5% 86.4% 80.0% 82.8% 82.1%
85.4%

89.6% 90.9%91.4% 92.3%90.3% 90.0%87.1% 88.9%

75.4%79.8%82.4% 83.0%

65.1%
71.5%

75.6%

82.5%

0.0%

20.0%

40.0%

60.0%

80.0%

100.0%

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

22/3 23/3 24/3 25/3

1st year of new graduates
Excluding first and second year new graduates
2nd year of new graduates

• DC occupancy rate excluding first and second year new graduates is 85.4% (+3.3 pt QoQ). Occupancy rates are improving due to curbs on recruitment.
• The occupancy rate in the second year of new graduates (Apr 2023: 585 joined the company) is82.5%.The target was to recover to the same level as the

previous year.
• The occupancy rate target for DCs, excluding first and second year new graduates, is an average of at least 85% for the fullyear. There is still room for

improvement in occupancy rates and efforts continue.

Number of DCs (excluding first year new graduates)

（People）

1)Restore/establish a highly profitable structure - focus on increasing occupancy rates and shift to profit-
oriented management
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As I mentioned earlier, we are curbing the number of hires. We will curb our recruitment for an upfront 
investment until the operating rate returns to an appropriate level. The number of new graduates hired last 
April was 411 and this April was 87. The number of mid-career recruitment was 89 last year and 215 the year 
before. You can understand that we have curved the number of hires. As I mentioned earlier, there is still 
room to increase the operating rate. Although we reduced the number of hires to 87 in April this year, we 
believe that we can expect solid future growth with our existing employees. 

As I mentioned in the previous section, we successfully controlled costs, mainly for mid-career hiring and 
SG&A expenses, and we are making good progress in building a highly profitable business structure as planned 
or even better than planned as the SG&A expense ratio decreased by 2.1%. 

 

 

 

 

 

 

 

 

 

 

Members Co.,Ltd.

1,623

2,012
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New graduates
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Number of DCs/new graduates and mid -career recruits

• Profitability has recovered steadilyas a result ofcurbing recruitment until utilization rates are at the right level;87 new graduates joined the
company in Apr 25; although the number of DCs is declining,profitability is expected to recover significantly in FY2026due to improved unit
costs and utilization rates.

• Gross profit margin in 4Q alone was at the same level as in the previous year, but before the payment of financial bonuses, it was 27.4%, up 0.7
pt YoY. The cumulative SG&A ratio was-2.1 pt due to thorough cost control. The transition to a more muscular organizational structure is
progressing well.

589 698
882 976 1,03116.1% 16.1% 17.5% 16.6%

16.4%

35.8% 36.3%
34.1%

26.7% 26.4%
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21/3 22/3 23/3 24/3 25/3

SG&A expenses SG&A expenses Ratio Gross margin ratio

SG&A expenses/ratio/gross margin ratio
(consolidated until 25/3 2Q, unconsolidated from 25/3 3Q onwards)

（Million yen ）Number of
DCs

（People）

Number of
hiring

（People）

1)Restore/establish a highly profitable structure - focus on increasing occupancy rates and shift to profit-
oriented management

Due to the merger of subsidiaries in November 2024, the company was deconsolidated from the third quarter of the fiscal year ended March 31, 2025, so consolidated results before the transition are presented as comparative information.



 
 

 
 

11 
 

 

 

Next, we will transform our services to a high level within the 4 DX business to establish a high-growth business. 
In addition, the policy will be to maximize sales to existing customers. Sales per company for the top 50 
companies were JPY71 million, up 1.8% YoY. On a full-year basis, we saw an increase of 6.7%. The number of 
clients with sales of JPY100 million or more as of the 4Q was 55 companies in total, a significant increase of 9 
companies YoY. Our traditional mainstay, large-scale web operation domain slightly decreased. On the other 
hand, the expansion of services in the DX domain progresses steadily. We believe that the trend toward larger 
transactions with such clients is progressing steadily. 
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Number of trading companies by turnover size
More than 100

million
yen(Companies ）

Number of DGT companies (*)/ Value added per company

44 44 46
75 96 100 103 116 123 132 141 150 150 152 152 152

28,963
31,037

31,633
33,940

29,460
31,180

29,441
32,397

27,564
28,206

29,410 31,509

46,169

53,550
56,489

63,192

54,149

61,888 60,793

70,317

60,87963,300
67,799

71,584
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Number of DGT companies
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Value-added sales of DGT per Top 50 company

（Thousand Yen ）（Companies ）

2)Establish high-growth businesses - reorganize into 4 DX businesses and maximize existing customer sales

• Value-added sales per company of the top 50 DGT companies were +1.8% YoY. Steady expansion of +6.7% year-to-period.
At the end of 4Q, the number of companies with sales of at least 100 million yen was 55, a significant increase of 9 from the end of the previous year. While business with
large web operations, which were previously the mainstay of the business, has shrunk, business with customers who are able to provide services in the DX domain is
growing steadily. The number of DGT companies and the number of all trading companies is trending flat compared to the end of the previous year, but in line with
expectations.• The shift to the DX domain has been accelerated by further increasing sales resources to expand transactions with existing customers.

* Number of DGT companies is the number of customers served by a team of three or more DCs dedicated to the customer in pursu it of results.

Number of all
trading

companies
(Companies）
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Looking more closely at the service side, we have a policy of specialized companies to enter the DX domain. 
We believe that the sales of the specialized companies increased YoY by 36.6% and grew very steadily. Cross-
selling across the four businesses is increasing. We are expanding highly demanded services in the DX domain 
such as PMO specialized company that we are focusing on, UX specialized company, Salesforce specialized 
company, and data specialized company. 

In 4Q, sales in the DX domain, which was driven by specialized companies, accounted for 41.5% of total added-
value sales. It achieved a significant increase. It means a YoY improvement of 5.5%. The growth rate in this 
domain was positive 30.8%, which is a steady increase. While the ratio of this area is increasing, the growth 
of  conventional domain slowed down or decreased. The growth rate of the DX domain was positive 30.8%. 
However, our overall business growth was about 10%, which is rather slow. As the ratio of the DX domain 
increases, the strong growth rate of 30% is expected to make a significant contribution to our company's 
growth. While we accept the slowdown in growth of the conventional domain, we will make our best effort 
to grow the DX domain. We will focus on further accelerating the shift to the high-growth DX domain to raise 
the growth rate of the entire company. 
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• Value-added sales of specialized companies (full -year cumulative total) continued to expand significantly, to 7,083 million yen,
+36.6% YoY. Accelerated cross -selling within the four business sectors, with growth driven by companies specializing in PMO, UX,
Salesforce, and data.

• The DX domain accounted for 41.5% of total value-added sales (+5.5 pt YoY), and the cumulative growth rate for the full year
was +30.8%, expanding steadily. On the other hand, growth in traditional domains has slowed. The company aims to further
accelerate the shift to DX domains with high growth potential and raise the growth rate of the entire company.

Specialized Companies

33.0%

31.5%

33.7%
36.0%

38.8% 39.4%
41.4% 41.5%
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Value-added sales, by domains
（Million yen）

2)Establish high-growth businesses - reorganize into 4 DX businesses and maximize existing customer sales
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In addition, in order to establish a high-growth business, we have been working on a policy to obtain a position 
of the in-house DX running assistant. Our policy was to expand the PMO business, with the aim of advancing 
into the PMO area and the DX project execution planning area as the core, and we believe that this has been 
performing better than planned. We aimed to hire and train 120 people, but we trained 358 people, which is 
significantly more than we had planned. 

As a result of this change in positioning, shifting from conventional web operations to on-site DX support and 
in-house DX running assistant, we are making steady progress in raising the unit price. The overall unit price 
of digital creators increased by 3.5 percentage points YoY to JPY913,000, and if we focus only on our existing 
digital creators, the unit price increased by 7.2 percentage points. A steady unit price rise has been achieved. 
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3)Establish high-growth business - Acquire a position to support customers' in-house DX production

16

• PMO staff numbers were 358, far exceeding the initial plan of 120, and value -added sales of the PMO specialized company grew
steadily, +56.0% year-to-period.

• Unit price of existing DCs increased (+7.2 pt), resulting in a full -year cumulative unit price increase of +3.5 pt. Unit price improved
steadily due to the shift to the DX domain.

So far, specializing in execution operations

Accompanying clients from the strategy and planning phases

Strategic
Planning Action Plan Execution

Operation

Strategic
Planning Action Plan Execution

Operation

Unit Sales per Person/ Value-added sales per Person

(Thousand yen)

Number of PMO staff*

67

358

0

100

200

300

400

24/3 25/3

(people) ■ PMO staff

*PMO (Project Management Office): A department or system that oversees project management across the board, beyond the bounda ries of departments, in order to facilitate the smooth execution of projects in a company or
organization. While the PM (Project Manager) is in charge of overseeing the project and making various decisions, the PMO supports the PM's project management by collecting information a nd coordinating with related parties
to enable the PM to make decisions smoothly.
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As an investment in the future, we are also expanding our services in areas such as decarbonization DX, how 
to contribute to climate change using the power of digital technology. Although this market is not yet large, 
we would like to establish a strong and unique service and develop it into one of our strengths, as our 
customers' investments are becoming very active. 
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4) Investment in the future - Establishment of decarbonized DX business/development of decarbonized
DX human resources

17

Visualization of greenhouse
gas emissions

and
platform

utilization support

GX literacy x Digital skills
Accompanied and supported by a

'decarbonized DX workforce' that combines

Calculate Reduce Earning
Supply chain and
digital channels
decarbonization

Decarbonization
marketing and service
development support

【 Decarbonization DX Solution 】
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24/3 25/3

YoY
+147.9%

(Million yen)

Cumulative Value-Added Sales (Decarbonization DX Company)

• The GX market is rapidly expanding due to the effects of rapid climate change and international conditions. In response to
growing market needs, we are rapidly developing our decarbonization DX -related services, aiming to establish our unique
strength by combining GX and DX.

• Assume that the need for decarbonization DX human resources will continue to increase at an accelerating pace. We aim to trai n
and produce 1,000 decarbonization DX human resources.

＜ Many different services are offered ＞
 [New service] Sustainability AI Assistant is now available. It generates answers

based on highly reliable evidence to improve the efficiency of corporate
sustainability operations, eliminate the need for human resources, and support
GX human resource development.3/5/2025

 [Case Study / Success Story] Calculating LCA as a material for consideration in
future responses to Scope 3 and resource recycling (Este Co., Ltd)8/1/2025
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I have discussed the results of our medium-term growth strategy initiatives in FY2025. From here, I would like 
to talk about our policy and goals for FY2026. 

First of all, as to our market, in which we do not have major changes, we believe that investment in DX will 
continue to expand, especially among large companies. This is where, according to one statistical survey, it 
will continue to grow annually at a positive 10.8%. We would like to shift our position toward this market, 
which is estimated to be worth JPY9.2 trillion by 2030. 

In spite of this, we believe that the shortage of human resources is becoming more and more acute, even 
though our customers are willing to make such investments. Recently, the Ministry of Economy, Trade and 
Industry has been making progress in understanding what kind of human resources are needed in this market, 
and it is said that there will be a significant shortage of business architects, engineers, service designers, data 
scientists, digital marketers, UI/UX designers, etc. We are covering and developing human resources in the 
dark red bars as our strengths. We believe that there is still a great deal of potential in this area. 
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外部環境：急拡大するDX市場・ DX推進を阻む人材不足
国内DX（デジタルトランスフォーメーション）市場は2030年度には9兆2,666億円※1に拡大する見通し。
また、DXを推進するための人材不足を感じている企業は多く、DXを推進する人材の量がやや不足、もしくは大幅に不足
していると85.7%が回答※2している。

※1 【国内DX市場の市場規模】、【主要なDX人材の不足割合】出典：「2025 デジタルトランスフォーメーション市場の将来展望 ≪市場編≫」（富士キメラ総研）
※2 【DXを推進する人材の「量」の確保】出典：「DX動向2024」（独立行政法人情報処理推薦機構）P31 https://www.ipa.go.jp/digital/chousa/dx-trend/eid2eo0000002cs5 -att/dx-trend-2024.pdf

DX市場規模予測※1

2
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136

144

168

172

195

290

その他

UI/UXデザイナー

特にない

デジタルマーケター

サイバーセキュリティ

データサイエンティスト

ビジネス/サービスデザイナー

エンジニア/プログラマ

ビジネスアーキテクト 47.4%

31.9%

28.1%

27.5%

23.5%

22.2%

16.6%

16.3%

0.3% n=612. MA重複回答あり

メンバーズのカバーしている DX人材

主要なDX人材の不足割合※2

2030年度
9.2兆円2023年度

4.5兆円

CAGR
10.8%
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Nevertheless, there are very many competitors in the DX market. Because it is such a booming market, many 
competitors are targeting it, and we are determined to establish a unique on-site DX support position and 
create a competitive advantage by doing so. 

I mentioned earlier about in-house DX running assistants, which is the same as this on-site DX support. 
Basically, in the DX market, large-scale outsourced waterfall projects, such as large-scale mission-critical 
system development mainly by consulting companies and SIers, and the integration and maintenance of data 
infrastructures are now recognized as the trend in which large sums of money are invested. However, what 
will become very important in the future is the area of in-house proactive DX, in which customers establish 
in-house systems and proceed with agile projects over the long term. Many of our customers have a strong 
policy of creating such an in-house DX system. 

While such in-house DX is being promoted, there is a huge shortage of human resources in the area that 
requires practical and technical expertise, such as the area from project planning to execution. In our 
proactive DX reality survey, more than 50% of the clients experience their human resource shortage in the 
execution process, indicating that there is a significant shortage of human resources in this specialized 
technical area. 

In other words, customers would promote in-house DX. We recognize that this is essential for the long-term 
success of DX, but on the other hand, there is a severe shortage of human resources. Especially in a situation 
where the number of specialized technical personnel is extremely tight, we believe that the key will be to 
create a clear and unique position as a support vendor for in-house DX. 

Our strengths and characteristics at that time are summarized at the bottom right. First, hands-on support of 
specialized technical talents. In other words, you may often hear running assistants, but we do not just offer 
advice from running assistants but also have 2,500 to 3,000 specialized digital technical talents for hands-on 
support. This is one of its features. 

In addition, as the second feature, we are focusing on "Atakamo Shain" which name is registered, our 
employees with a high level of business understanding. They will work hard or even harder as if they are the 
employees of the customer for the highly challenging DX project. We have a business system in place in which 
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顧客の強い内製志向に対し、2,500名以上のデジタル専門人材のハンズオン、顧客専任チームでの内製型DXの継続支
援というユニークなポジションと競争優位性を確立する。

DX現場支援ポジションと競争優位性の確立

外部委託
大規模

ウォーターフォール

内製
アジャイル

Sler

コンサルティング会社 顧客担当者戦略

企画

実行

人材不足

外部委託ニーズ

 90％超の企業で全行程において人材不足、特に 実行工程は大幅不足が約 50％で深刻

メンバーズのDX現場支援

当社のポジション 企業のDX化の際の課題（攻めのDX実態調査2025より）

 工程ごとに異なるが、実行工程では 共創につながる伴走・ハンズオン支援 を重視
 戦略・企画工程では内製が進むが、実行工程では 専門性や技術力が求められる

ため人材やスキル不足・育成の難しさを感じており、外部委託割合が 約3割と
他の工程より割合が多い

 外部委託先への満足度はほとんどの項目で 4割に満たず、費用対効果が
最も低く約20％

 デジタル技術専門人材のハンズオン（2,500名）
 ビジネス理解の高い“あたかも社員®*”による顧客専任チームの

継続支援（3～数十名の150アカウント）
 企画・実行フェーズにおける適切なコストパフォーマンス

SES 派遣
※あたかも社員は当社の登録商標です。あたかも社員（登録商標第6923667号）
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our employees are dedicated to our customers and provide continuous support by forming a dedicated 
customer team. We believe that this enables us to have a high level of customer understanding and to provide 
ongoing running assistance. 

In addition, we believe that appropriate cost effectiveness is necessary to provide long-term, continuous agile 
support. In the DX reality survey that I mentioned earlier, the level of satisfaction with cost effectiveness is 
very poor. We do not have a hierarchical structure of consultants and engineers or SIers and their 
subcontractors. As our DX specialists and digital specialists provide directly hands-on support, we believe that 
we are able to achieve appropriate cost effectiveness. In this context, we would like to establish a position of 
in-house DX running assistant to our customers as their in-house DX is promoted and thereby build a long-
term competitive advantage. 
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With this recognition of the environment, our policy for FY2026 is to further accelerate the shift to the on-site 
DX support position. We will put all our effort into this. We will focus our investment in this area. We will 
accelerate the shift to the on-site DX support position and establish a field-centered full-participatory 
management. As for our internal management issues, we would like to focus on how to improve employee 
engagement in our human capital management. 

As for accelerating the shift of our position to the on-site DX support, the biggest challenge is first of all human 
resource development. The question is how to prepare a large number of high-level human resources for this 
purpose. In addition, we will further expand our services. There are many services and jobs that are required 
in the DX domain, so in addition to expanding our services, we would like to accelerate the shift to the on-site 
DX support position in terms of human resource development, services, and sales, including how to establish 
recognition of our on-site DX support position in the sales and marketing activates. 
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31th 2026FY Policy / Goals

19

Acceleration of the shift to a DX domain support position and establishment of field -centered,
all-participant management

 Promote the SINCA90 project and accelerate the development of DX personnel to
accompany customers , such as UX designers and marketing DX personnel, in addition to
developing PMO personnel.

 Maximise the use of AI and aim to significantly improve productivity and strengthen
competitiveness.

Key Strategy

65％ 85％

＋10％55％

＋2pt＋0.1pt

Goals

Company employee
engagement score

Personnel development

Service/Sales

Investment

YoY

 Design a service portfolio aimed at each business, accelerating the shift and expansion
into the DX domain, pursuing business transformation, customer success and high
customer advocacy.

 Expand PMO-based services to expand DX project areas.
 Introduce ABM-type account management. Further accelerate the expansion of the DX

domain of focus customers and maximise sales per company.

 Establish unique strength services around the Decarbonization DX Company to realise the
mission/vision.

 Establish a field -centred, all-participant management approach to team management in
DX field support and account/team management based on team and individual visions,
pursuing a challenging culture and employee happiness.

DX personnel ratio
(% of all employees)

Full-year occupancy rate
(excluding first and second

year new graduates)

DX sales ratio
(compared to

total value-added sales)

Unit price
(excluding first and second

year new graduates)

NPS
(net promoter score)

YoY YoY
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I will explain quickly one by one. First, our human resource development to accelerate the shift to on-site DX 
support position. Regarding this area, we have been working on an occupational certification system and a 
guild of occupational communities, and we started a project evolved from these initiatives in 2H of FY2025. 
This is an internal human resource development program that aims to train web creators who are currently 
working in the traditional domain to do high added-value work in the DX domain, where there are even 
greater needs. We will increase the ratio of the DX domain talents to 65% in FY2026. In the next fiscal year, 
we would like to increase this ratio to 90% or more. 
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DX現場支援ポジションへの転換加速ー人材育成
• サービス戦略・営業戦略と合わせ、DX領域への転換を大胆に加速させるため、PMO人材の育成に加え、UX

デザイナー、マーケDX人材など顧客に伴走するDX人材の育成を更に加速させる。
• DX人材比率目標は今期65％。2027年3月期90％以上を目指し、SINCA90プロジェクトを強力に推進。

22

SINCA
(Skill Innovation and Career Advance)

スキル革新とキャリアの向上

PMO
テクニカルディレクター

コース
マーケティング DX

コース

UX
コース

UIデザイン
コース

エンジニア
コース

など順次拡大を予定

DCのスキルと知識を深化＆進化し続けるための研修
・制度・プログラム・システム等の包括的な取り組み

DX領域のDCおよび案件増加
DX領域への転換加速

社内の職種とレベルごとに
求められるスキルを全て定義

職種認定制度
幅広い資格を対象とした社員の資格取
得促進制度。受験料や
合格者への奨励金を支給

資格取得支援 累計取得資格数

9,110人

各職種の高レベル人材を
社内で認定する制度

高レベルクリエイター認定

トップクリエイターをマイスターとして
任命し、社外顧問とも連携し様々なスキル
アップ施策やナレッジシェアを実施

ギルド（職種コミュニティ）
年間イベント数

104回以上

全クリエイターの職種やレベル、取得
バッチ、資格等をデータベースで見える化

独自タレントプラットフォーム 対象者

全社員

業務内外に関わらずスキルアップを目的と
した研究テーマで自由にラボを設立・研究
を推進

社内ラボ ラボ数

14件
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Furthermore, I would like to discuss our goals for medium- and long-term non-financial indicators, including 
human capital. In the summary of financial results, I mentioned earlier that the turnover rate increased slightly, 
but the biggest problem here is the continuously low operating rate. Our management regret that it was 
difficult to get a sense of growth and contribution in this area, but we believe that we have a good prospect 
of improving the internal operating rate from FY2026 onward, and one of the major factors can be improved.  

Also, in FY2025, we focused on changing our policies and strategies, improving profitability, and restoring 
business performance, so the vision management and CSV management that were so unique to our company 
somewhat faded away as our internal management and operational issues. With this in mind, and with a 
roadmap for our performance recovery in place, we will once again firmly and strongly promote vision 
management and CSV management. We would like to regain employee engagement by involving our 
employees in this process. Although the score of 3.41 is still high compared to the average in society, we 
believe that this is one of our characteristics and a point where we can build on our strengths, and we would 
like to make a solid recovery in this area in FY2026. 

Another indicator of the strength of our services in the DX domain is the Net Promoter Score, NPS, which is 
an indicator of our customers’ intention to recommend us to other people. The score in FY2025 was minus 
3.5 points. Those who do not know NPS may think a minus score is low score. However, the calculation method 
makes it difficult to have a positive score, and a positive score is considered very high. This minus 3.5 score is 
still considered to be at a high level. Our NPS score improved by 5.5 points in FY2025 from FY2024. We have 
received high customer satisfaction, but as the shift to services in the DX domain progresses, we believe that 
our customer satisfaction or NPS score will improve even further. We would like to improve this score by 2 
points in FY2026. 

And as an indicator of our vision management, here is a decarbonization action score. The score is an internal 
score, but it is also an indicator of the extent to which we can conduct operations that lead to decarbonization 
in our day-to-day operations or convert them to such operations. In FY2025, we could increase it significantly 
YoY by 143%.  By expanding the initiatives that lead to our vision, we hope to further improve employee 
engagement. 

Members Co.,Ltd.

(中長期)非財務指標

23

• 社員エンゲージメントは前期より低下したものの、他社比較では引き続き高い水準を維持。前期比低下要因は明らか
であり、稼働率の適正水準への引き上げ、ミッション／ビジョン経営の再構築により、今期目標は前期比+0.1pt。

• 重要指標と位置付けているNPSは前期比+5.5ptと大幅に改善。顧客の内製型DXにおける伴走支援が高評価を獲得。
総合満足度は84.8％【満足36.6％(+4.2pt)、まあ満足48.2%(▲4.1pt)】と明確に満足度が向上。今期NPS目標は前期
比+2pt。目標達成に向け、当社サービスの強みを更に高めていく。

• 社員一人一人の脱炭素に繋がるアクションを計測。前期を大きく上回り、目標比+124.3%。

社員エンゲージメントスコア (2025年3月期）

※参考値: 従業員規模1,000人以上の民間企業の正社員を母集団とする回答結果。

3.41 / 5.00
前期比▲0.11

参考値(※)比＋0.28

総合的な
エンゲージメント

スコア

• 仕事への熱意や挑戦・学習風土のスコアは引き続き高く、
コアバリュー「貢献・挑戦・誠実・仲間」を体現している
ことを確認。

• 未稼動の多い若手層を中心にエンゲージメント低下。稼働率
の適正水準への引き上げが必要。

• ビジョンへの共感や経営層への信頼が低下傾向。短期的な業
績目線の経営からミッション／ビジョン経営の再構築を進め
ていくことが必要。

※ NPS(Net Promoter Score) ：顧客が企業の製品やサービスを他の人に薦める意欲を指数で表したもの。サービスに対する顧客の総合的な満足度やロイヤリティを測る指標として利用される。

NPS（2025年3月期）

脱炭素アクションスコア（ 2025年3月期）

▲3.5pt
前期比+5.5pt

5,608件
前期比：+143.5%
目標比：+124.3%

• 推奨(10,9)：22.3% 中立(8,7)：51.8% 非推奨(6-0)：25.9%
• 非推奨スコアが前回比▲4.9ptと大幅に減少。

• 社員の意識向上により、脱炭素 DX人材育成に繋がっている。
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In this way, we will accelerate the shift to the on-site DX support in terms of human resource development, 
services, and sales. These are our business goals through the initiatives. We would like to increase the ratio 
of the DX domain from 41.5% in FY2025 to 55% in FY2026. However, there are divisions that were counted in 
the conventional domain in FY2025 but were converted to the DX domain as services within the conventional 
domain, thereby increasing the growth rate. We will shift these divisions into specialized companies and will 
be counted in the DX domain to increase the ratio to 55% in FY2026. 

Through such efforts, we would like to raise the growth rate of the entire company to 15% or more, or close 
to 20% from the next fiscal year onward, but we are in a slight conflict with the slowdown in growth in the 
conventional domain. In FY2026, we expect to continue to face such a conflict. However, even so, we believe 
that we are on track to achieve our FY2026 operating profit margin target of 5% or that of 10% in FY2027 by 
improving our internal operating rate and by building a lean structure. We are confident that we will be able 
to achieve our operating profit margin targets for FY2026 and FY2027. 
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（百万円）

付加価値売上高/営業利益（24/3 までは連結、25/3 以降は非連結）

DX現場支援ポジションへの転換加速ー業績目標

2026年3月期計画より従来型領域から DX領域への移管分を含む。

目標
成長率
15％超

33.0%

31.5%

33.7% 36.0%
38.8% 39.4%

41.4%
41.5%

55.0%

0.0%
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60.0%

0
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4,000
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24/3 25/3 26/3
計画

従来型領域 DX領域 DX比率

付加価値売上高（領域別）

（百万円）

• 今期のDX売上比率目標は55.0％（前期4Q比+13.5pt）。DX現場支援ポジションへの転換を大胆に加速させ、付加
価値売上高成長率15％超の高成長事業の確立を目指す。

• 収益性の回復は当初計画以上の進捗。今期計画の営業利益率5%および来期以降の高収益回復（27/3期営業利益率
目標10％）の実現性は高まり、2027年3月期の営業利益25～30億円超と過去最高益の更新が見込める計画。
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In this context, this is our announced plan for FY2026. Sales revenue increases YoY by about 9% to JPY24.3 
billion and added-value sales increase YoY by 11% to JPY23.6 billion, with both sales revenue and added-value 
sales growth at almost the same rate as FY2025. On the other hand, operating profit margin is expected to 
recover from 2% in FY2025 to 5% in FY2026, and operating profit is JPY1.2 billion, a significant increase from 
approximately JPY500 million in FY2025. 
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FY2026 Policy/Performance Goals
• Although the shift to DX areas with high growth potential is progressing, growth in the traditional large web operations area is

expected to slow down. Continue to boldly accelerate the shift to DX areas and establish high -growth businesses.
• As per the strategy for medium -term growth, the operating margin target for FY2026 is 5%. Significant profit growth is expected

to be achieved, with a YoY increase of 720 million yen .

FY2026 ForecastFY2025 Result
(Unit: million yen) YoY

Percentage
change

Full-year
YoY

Percentage
change

2Q
cumulative

total

YoY
Percentage

change
Full-year

YoY
Percentage

change

2Q
cumulative

total

8.9%24,3189.5%11,3669.1%22,3298.0%10,384Revenue

11.0%23,62011.0%11,05710.8%21,27710.3%9,961Value-added sales

146.2%1,214-(50)1082.0%493-(479)Operating profit

-5.0%-(0.4%)-2.2%-(4.6%)Operating profit
margin
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And finally, I would like to discuss shareholder returns. Basically, our policy is to increase dividends, and since 
the current operating profit is still low compared to our usual operating profit margin of 10%, we are planning 
to increase a dividend by JPY1. We have set a DOE target of 5% or more, and we plan to achieve a DOE of 7%, 
which is about the same as the previous year. 

That concludes my explanation of our financial results and FY2026 policy and goals. I would like to move on 
to the Q&A session from here. Thank you for your understanding. 
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Dividend payout ratio

(Yen)

Dividend and DOE

116.8%

319.3%

• Dividend for FY2025: 32.0 yen, with plans to increase the dividend for 13 consecutive years after the initial dividend.
• Dividend for FY2026: 33.0 yen. Plans to increase dividend by JPY 1 per share in line with the policy of continuous dividend

increases.
• The company will continue to pay a dividend of at least 5% DOE . Dividend payout ratio is a temporary outlier; target is 25%.

52.7%
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Question & Answer 

Participant [Q]: Please explain the status and progress of employee development so that we can understand 
the strengths of your company. Mr. Takano, please. 

 

Takano [A]: Thank you for your question. I believe that we are proceeding with our employee development 
efforts with the firm policy and goal. We have about 20 specialized companies. These specialized companies 
are basically concentrated in the DX domain, so we believe that developing these specialized companies will 
foster DX human resources, which is one of our original strengths.  We started a program called "SINCA" to 
further develop human resources not only by entrusting the growth of these specialized companies, but also 
by developing human resources company-wide in advance. The program started in the second half of last year, 
and as of last year, the number of participants was nearly 1,000, and the program is well accepted. 

On the other hand, we are now working to further sophisticate the SINCA program as well as to increase the 
job categories. Since its introduction in the second half of last year, we have achieved a big result. We are now 
making further efforts in this area this fiscal year, and I believe that we will be able to make even greater 
progress on reskilling our human resources for the DX domain in this fiscal year. 

There are many large companies that offer a wide choice of courses. As to our strengths, we have work 
environments. As I mentioned earlier, there are 20 specialized companies, each of which has a wide range of 
DX service lineups in a wide range of areas, and these are all in place to play an active role in the field. I think 
there are some cases in DX human resource development where people feel that their learning does not bring 
any results. But this is not the case with our company, and there are many companies where they can play an 
active role. Our company allows our employees after their learning to change their job through the job posting 
system. I think it is very important to have such an environment that allows our employees to choose their 
career from a wide range of options. 

In addition, we have employees with a strong desire to grow, especially in the digital domain, and they are 
also strongly peer-oriented. In fact, our evaluation system includes not only one's own growth, but also the 
training of colleagues and junior employees. So, our company values human resource development, which is 

Members Co.,Ltd.

DX現場支援ポジションへの転換加速ー人材育成
• サービス戦略・営業戦略と合わせ、DX領域への転換を大胆に加速させるため、PMO人材の育成に加え、UX

デザイナー、マーケDX人材など顧客に伴走するDX人材の育成を更に加速させる。
• DX人材比率目標は今期65％。2027年3月期90％以上を目指し、SINCA90プロジェクトを強力に推進。
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SINCA
(Skill Innovation and Career Advance)
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our strength.   There are many job opportunities internally in the DX domain. We believe that we can further 
accelerate the development of human resources in this area by establishing a company-wide program 
including this SHINKA initiative, whereas in the past we have left it up to the growth of each company.  

 Participant [Q]: have three questions. First, as to the DX domain and the conventional domain,  may I 
understand that the profit margin in the DX area is already higher? Or is it going to get higher? Could you tell 
me the current situation? 

 

Takano [A]: Thank you very much. Basically, we believe that the DX domain has higher unit prices and higher 
profit margins. As shown here, the increase in the unit prices is partly due to the shift to the DX domain, which 
is one of the major factors. It brings such a result. 

 Participant [Q]: The level required is very high, but the profitability is also high, is that your understanding? 

Takano [A]: That is correct. 

Participant [Q]: Secondly, in your plan for 1H of FY2026, sales are JPY11.3 billion, and operating profit is 
negative JPY50 million which was reported in the summary, and you assume a significant improvement 
especially in terms of profit. Is this a very firm estimate, or is it a target? 

 Takano [A]: This number is not a challenge target, and we believe it is achievable. Basically, the biggest factor 
is that, as shown here, the number of new graduates who joined us in FY2026 is 87, a significant reduction 
compared to 411 who joined us in the previous fiscal year. As I mentioned on the previous page, the operating 
rate for the 400 new employees in the previous fiscal year was still about 30%, which means it is improvable 
up to 70%. We hired 580 and 510 new graduates who were not operable in the first six months in the past. 
We made a significant reduction, which we believe will result in a higher overall operating rate and 
profitability improvement in 1H of FY2026. 

Members Co.,Ltd.

3)Establish high-growth business - Acquire a position to support customers' in-house DX production
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• PMO staff numbers were 358, far exceeding the initial plan of 120, and value -added sales of the PMO specialized company grew
steadily, +56.0% year-to-period.

• Unit price of existing DCs increased (+7.2 pt), resulting in a full -year cumulative unit price increase of +3.5 pt. Unit price improved
steadily due to the shift to the DX domain.

So far, specializing in execution operations

Accompanying clients from the strategy and planning phases
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*PMO (Project Management Office): A department or system that oversees project management across the board, beyond the bounda ries of departments, in order to facilitate the smooth execution of projects in a company or
organization. While the PM (Project Manager) is in charge of overseeing the project and making various decisions, the PMO supports the PM's project management by collecting information a nd coordinating with related parties
to enable the PM to make decisions smoothly.
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 Participant [Q]: Thank you. Now that you mention new employees, I am wondering what kind of approach 
you would take to recruiting new graduates for April next year. 

 Takano [A]: Thank you very much. Basically, the current growth rate is about 10% or 11%, and our medium-
term three-year strategy is to keep recruitment within that growth rate. In the future, we will aim for over 
15% growth. We believe that we must eventually raise the number of recruits required to achieve it. 

We significantly reduced the number of new recruits to 87 in FY2026. We expect to reach a human resource 
shortage situation for growth in this fiscal year or next fiscal year. We curbed significantly our recruitment in 
the current fiscal year, but we believe that it will be necessary to increase the number again later. We will not 
suddenly increase the number of new recruits to 400, but in any case, we will increase the number of 
employees again as we see a recovery in growth potential. 

We have now 3,000 employees. If we were to increase the number of employees by 15%, we would have to 
hire 450 people. On the other hand, if the turnover rate is 10%, or if we lose 300 employees, we need to hire 
750 people. Of course, this includes mid-career recruitment, but it is not so simple. We need to consider also 
improving our unit prices. Anyway, our business model is based on the human resource business, and our 
advantages include our ability to hire people. We are considering a recovery in the number of new recruits as 
well, while watching the pace of recovery in growth. 
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FY2026 Policy/Performance Goals
• Although the shift to DX areas with high growth potential is progressing, growth in the traditional large web operations area is

expected to slow down. Continue to boldly accelerate the shift to DX areas and establish high -growth businesses.
• As per the strategy for medium -term growth, the operating margin target for FY2026 is 5%. Significant profit growth is expected

to be achieved, with a YoY increase of 720 million yen .

FY2026 ForecastFY2025 Result
(Unit: million yen) YoY

Percentage
change

Full-year
YoY

Percentage
change

2Q
cumulative

total

YoY
Percentage

change
Full-year

YoY
Percentage

change

2Q
cumulative

total

8.9%24,3189.5%11,3669.1%22,3298.0%10,384Revenue

11.0%23,62011.0%11,05710.8%21,27710.3%9,961Value-added sales

146.2%1,214-(50)1082.0%493-(479)Operating profit

-5.0%-(0.4%)-2.2%-(4.6%)Operating profit
margin
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Participant [Q]: May I understand that the mix of new graduates and mid-career hires is more or less the same 
as in the past? 

Takano [A] : The basic idea is that, considering what we want to do, we need someone to develop digital 
human resources, as there is a huge shortage of digital human resources in the world. I think that it is no good 
if we are competing with each other for mid-career hires. 

However, of course, it is not a business domain in which we can only hire new graduates, so we will continue 
our mid-career recruitment as well, and we believe that the boundary between new graduates and mid-career 
workers will continue to narrow in the future. This is a global trend, including our company, but there are 
more and more young people changing jobs, and more people from other industries moving into the digital 
industry. In any case, considering recruitment from the perspective of human development, we need to focus 
on both new graduates and mid-career workers, as the barriers between the two types of workers are 
somewhat fading. Therefore, while our main focus is on new graduates, we will expand our mid-career 
recruitment activity in light of recruitment considering human development. 

Takano [M]: Thank you very much for attending the financial results briefing of Members Co. Ltd. today. As I 
mentioned at the beginning, this year marks our 30th anniversary. We have been recognized as a web 
production company or a web marketing company for 30 years. We would like to make a major shift in our 
position to a DX support company and achieve the major transformation for our growth over the next decades. 

In addition, two years ago, I took over the president position from Kenmochi, the founder of Members. During 
the past two years, we focused on the recovery of business performance, rebuilding, and changing strategies 
in response to the sluggish business performance. Again, I would like to establish a company independent 
from the leadership of the owner and management and ideal participatory management in which the power 
of the employees, our highly engaged and highly motivated employees, will enable us to achieve even greater 
growth. We will continue to communicate with you about these initiatives to achieve our growth, and we look 
forward to your continued support in the future. Thank you very much for your time today. 

 

Members Co.,Ltd.

1,623

2,012

2,482
2,627

364
484

585
411

87

142

172

215

89

0

200

400

600

800

1,000

1,200

1,400

0

500

1,000

1,500

2,000

2,500

3,000

22/3 23/3 24/3 25/3 26/3
Forecasts

Number of DCs
New graduates
Mid-career

13

Number of DCs/new graduates and mid -career recruits

• Profitability has recovered steadilyas a result ofcurbing recruitment until utilization rates are at the right level;87 new graduates joined the
company in Apr 25; although the number of DCs is declining,profitability is expected to recover significantly in FY2026due to improved unit
costs and utilization rates.

• Gross profit margin in 4Q alone was at the same level as in the previous year, but before the payment of financial bonuses, it was 27.4%, up 0.7
pt YoY. The cumulative SG&A ratio was-2.1 pt due to thorough cost control. The transition to a more muscular organizational structure is
progressing well.
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1)Restore/establish a highly profitable structure - focus on increasing occupancy rates and shift to profit-
oriented management

Due to the merger of subsidiaries in November 2024, the company was deconsolidated from the third quarter of the fiscal year ended March 31, 2025, so consolidated results before the transition are presented as comparative information.
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3. 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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