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◆Acquisition of shares of Denso Co., Ltd. to make it a wholly owned subsidiary
     *The date of transfer of shares of Denso is August 1.

     *Its balance sheet will be included in the scope of consolidation in Q3, and its profit and loss statement will be included in the 

scope of consolidation in Q4.

◆Start of consolidated accounting
 *Regarding P. G. System Co., Ltd., which became a subsidiary, its balance sheet will be included in the scope of 

consolidation in Q2 and its profit and loss statement will be included in the scope of consolidation in Q3.

 *Regarding DT Dynamics Corporation, which is an affiliated company, we applied the equity method to consolidated results, 

to include profit attributable to the owners of parent (January to June) in non-operating revenue.

      *The consolidated earnings forecast disclosed today includes the forecasts for the performance of P. G. System and Denso.

Executive Summary Executive summary

Results for Q2 of FY 12/2023

Sales and profit grew year on year.

Net sales                   5,734 7,486 million yen              +30.6 % year on year

Operating profit 690          796 million yen  +15.3 % year on year

Operating profit margin   12.0         10.6 %  -1.4 points year on year

Topics in Q2

Q2 of FY 12/2022 
(non-consolidated)

Q2 of FY 12/2023
(consolidated)

Takeshi Kaneko (hereafter “Kaneko”): I will discuss the executive summary.
As shown at the top of the slide, sales and profit grew year on year in Q2 of
the term ending December 2023. As a side note, since we started consolidated
accounting in Q2 of the current fiscal year, we are comparing them with non-
consolidated financial results for Q2 of the term ended December 2022.

Net sales were 7,486 million yen, operating profit was 796 million yen, and
operating profit margin was 10.6%. Figures for the same period of the
previous fiscal year are shown on the left. There are two topics for the second
quarter.

The first topic is the start of consolidated accounting from Q2 of the current
fiscal year. The balance sheet of P. G. System, which became a subsidiary, will
be included in the scope of consolidated accounting in Q2 of the current fiscal
year, and its profit and loss statement is scheduled to be included in the scope
of consolidation in Q3. In regard to DT Dynamics Corporation, which is an
affiliated company, we applied the equity method to consolidated results, so
we include profit attributable to the owners of parent in non-operating
revenue.



The second topic is the acquisition of shares of Denso Co., Ltd. on August 1,
2023 to make it a wholly owned subsidiary. Denso’s balance sheet is
scheduled to be included in the scope of consolidation in Q3, and its profit
and loss statement is scheduled to be included in the scope of consolidation
in Q4 of the current fiscal year, respectively. It is not included in the results
for the first half of the current fiscal year.
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◆ Sales and profit grew year on year. (The following change and % change are comparison between Q2 
of FY 12/2022 (non-consolidated) and Q2 of FY 12/2023 (consolidated).) 

◆ The profit and loss of P. G. System will be taken into account from Q3.

2022

Q2

2023

Q2

Net sales 5,734 7,486 7,486

Outsourcing expenses 3,384 4,613 4,613

Personnel expenses 693 842 842

Other costs*1 142 117 117

Gross profit*1 1,514 1,913 1,913

Selling, general and 

administrative expenses*1, 2
823 1,086 1,116

Operating profit 690 826 796

Ordinary profit*3 714 836 811

Profit 524 605 580

Unit: million yen

Gross profit margin 26.4% 25.6% 25.6%

Operating profit margin 12.0% 11.0% 10.6%

Outsourcing expense rate 59.0% 61.6% 61.6%

Change % Change

+1,752 +30.6%

+1,229 +36.3%

+149 +21.6%

-25 -18.0%

+398 +26.3%

+292 +35.5%

+105 +15.3%

+96 ＋13.5%

+55 +10.6%

-0.9P -

-1.4P -

+2.6P -

Consolidated 

earnings forecast

Progress

rate

16,093 46.5%

- -

- -

- -

- -

- -

1,608 49.5%

1,626 49.9%

1,133 51.2%

- -

10.0% -

- -

6

*1. Q2 of FY 12/2022: Recalculated while including an allocated cost of 106 million yen, which was included in other costs, in selling, general and administrative expenses (included in selling, 

general and administrative expenses from FY 12/2023).

*2. Q2 of FY 12/2023: Difference between consolidated and non-consolidated results: +29 million yen. (Details) Commissions paid (brokerage fees for M&A and remuneration for experts)

*3. Q2 of FY 12/2023: Difference between consolidated and non-consolidated results: +4 million yen. (Details) Non-operating revenue accounted for using the equity method

Non-consolidated ConsolidatedNon-consolidated

Earnings Report Consolidated profit and loss statement

This is the consolidated profit and loss statement. Sales and profit grew year
on year. For reference, non-consolidated figures for Q2 are shown in grey.
The year-on-year change compares non-consolidated figures for the previous
fiscal year and consolidated figures for the current fiscal year.

Net sales are progressing well and are in line with the earnings forecast. In Q1,
operating profit decreased year on year. However, in Q2, results for operating
profit were quite good. For the first half, operating profit increased year on
year.

The column on the right shows the progress rate for the consolidated earnings 
forecast. The progress rate for net sales is 46.5%. The progress rate for profit 
is around 50%. As shown, profit is slightly ahead of pace for the plan.
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◆ Operating profit rose thanks to growth in net sales.
(+105 million yen, or up 15.3%, year on year)

[Million yen]

Consolidated
Non-

consolidated

*Out of this amount, -29 million yen is the consolidated adjustment of commissions paid in Q2 of FY 12/2023.

*

Earnings Report Factors in increase/decrease of operating profit

Increase                Decrease               Total 

This slide shows a summary of factors in increase or decrease of operating 
profit. Operating profit increased by 105 million yen year on year, which is an 
increase of 15.3%.
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Backlog of orders

(as of the end of term)
1,960 2,790

Support for DX 1,027 1,482

Support for staffing of IT personnel*2 933 1,307

2022

Q2

2023

Q2

Net sales 5,734 7,486

Support for DX 2,823 3,578

Support for staffing of IT personnel 2,911 3,908

Gross profit*1 1,514 1,913

Support for DX*1 1,058 1,264

Support for staffing of IT personnel*1 456 648

Gross profit margin*1 26.4% 25.6%

Support for DX*1 37.5% 35.3%

Support for staffing of IT personnel*1 15.7% 16.6%

Unit: million yen

Change % Change

+1,752 +30.6%

+754 +26.7%

+997 +34.3%

+398 +26.3%

＋206 +19.5%

＋192 +42.1%

-0.9P -

-2.1P -

+0.9P -

+829 +42.3%

+455 +44.4%

+374 +40.1%

*1. Q2 of FY 12/2022: Recalculated while including an allocated cost (support for DX: 96 million yen; support for staffing of IT personnel: 9 million yen), which was 

included in other costs, in selling, general and administrative expenses (posted in selling, general and administrative expenses from FY 12/2023).

*2. Q2 of FY 12/2023: Including 51 million yen for P. G. System.

Non-consolidated Consolidated

Earnings Report Results by segment

◆ Both support for DX and support for staffing of IT personnel saw growth of sales and profit.

◆ Backlog of orders is healthy.

This slide shows a summary of results by segment. Both support for DX and 
support for staffing of IT personnel saw growth of sales and profit. The 
backlog of orders is healthy, and the segments are proceeding smoothly at the 
current time.
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895 1,000 
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2021 2023

[Million yen]

2022

Non-consolidated Consolidated

Earnings Report Variation in quarterly net sales

◆ An upward trend continues in terms of net sales for both support for DX 
and support for staffing of IT personnel.

⚫ Since many client companies settle accounts in March, net sales tend to increase from April (the second quarter of our fiscal year) to March of 
the following year (the first quarter of our fiscal year).

⚫ The sales of P. G. System will be taken into account from Q3 of FY 12/2023.

This slide shows variation in quarterly net sales. As you can see from the bar
graph, net sales are growing well.

Net sales continue to trend upward for both support for DX and support for
staffing of IT personnel. Each of the segments composes about 50% of net
sales. However, support for staffing of IT personnel is slightly larger.



©2023 Core Concept Technologies Inc. 10

152 

70 

209 

113 

406 

283 
252 

177 

341 

455 

9.0%

4.0%

10.6%

4.8%

14.8%

9.5%
8.3%

5.3%

9.5%

11.7%

0%

2%

4%

6%

8%

10%

12%

14%

16%

18%

20%

0

50

100

150

200

250

300

350

400

450

500

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2

Operating profit margin

2021 2023

Operating profit margin dropped due to recruitment of new 

graduates & experienced personnel.

[Million yen]

1

1

1
Operating profit margin dropped due to a provision for year-end bonus.

(155 million yen and 120 million yen were posted in selling, general and 

administrative expenses in FY 12/2021 and FY 12/2022, respectively.)
2

2
2

Operating profit margin increased mainly due to the recording of 

sales from highly profitable large projects.3

3

Operating profit margin dropped due to an increase in outsourcing 

expenses to deal with strong demand. 4

4 4

2022

Non-consolidated Consolidated

*Difference between consolidated and non-consolidated results: -29 million yen. (Details) Commissions paid (brokerage fees for M&A and remuneration for experts)

※

Operating profit margin increased due to the improvement in gross profit margin of support for DX . 5

1

5

Earnings Report Variation in quarterly operating profit

◆ Profit dropped year on year in Q1 but rose year on year in Q2 of FY 12/2023.
⚫ Usually, operating profit margin is high in Q1 and Q3, while that in Q2 and Q4 is low due to the effects of personnel expenses, recruitment 

expenses and a provision for year-end bonus. 

This slide shows variation in quarterly operating profit. In the current fiscal 
year, the operating profit margin was 9.5% in Q1, but rose to 11.7% in Q2.
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*A portion of personnel expenses (remuneration for executives) was posted as cost of sales in FY 12/2021.

*Recalculated while including the allocated amount that was included in the cost until FY 12/2022 in selling, general and administrative expenses. (Others)

The impact is shown in parentheses (recorded in selling, general and administrative expenses from FY 12/2023).

*Personnel expenses include remuneration for executives. 

Personnel expenses rose due to the posting 

of a provision for year-end bonus.

(155 million yen and 120 million yen were 

posted in FY 12/2021 and FY 12/2022, 

respectively.)

Decrease due to subleasing of a 

part of the office2

2

2021 20232022

2

3

3

Marketing expenses, such as 

costs for webinars and content 

creation, increased.

[Million yen]

Non-consolidated Consolidated

Brokerage fees for M&A and 

remuneration for experts 

increased. (Difference between 

consolidated and non-

consolidated results)

Earnings Report Variation in quarterly selling, general and administrative expenses

◆ Personnel expenses increased as we enhanced recruitment activities.

1

1 1

4

This slide shows variation in quarterly selling, general and administrative
expenses. Our enhancement of recruitment activities is proceeding smoothly,
so recruitment expenses and personnel expenses are increasing as a result.

M&A expenses of 29 million yen incurred for the acquisition of P. G. System
were recorded as commissions paid in Q2.
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2022

Q1

2022

Q2

2022

Q3

2022

Q4

Net sales 2,754 2,979 3,038 3,339

Outsourcing expenses 1,579 1,805 1,990 2,105

Personnel expenses 349 343 375 392

Other costs*1 56 86 -2 84

Gross profit*1 768 745 676 756

Selling, general and 

administrative expenses*1, 2
362 461 423 579

Operating profit 406 283 252 177

Ordinary profit*3 430 284 250 174

Profit 314 209 184 127

Unit: million yen

Gross profit margin 27.9% 25.0% 22.2% 22.7%

Operating profit margin 14.8% 9.5% 8.3% 5.3%

Outsourcing expense rate 57.3% 60.6% 65.5% 63.0%

2023

Q1

2023

Q2

3,592 3,894

2,241 2,372

426 416

85 31

840 1,072

499 617

341 455

356 455

261 318

23.4% 27.5%

9.5% 11.7%

62.4% 60.9%

12

*1. FY 12/2022: Recalculated while including an allocated cost, which was included in other costs, in selling, general and administrative expenses (included in selling, general and administrative expenses from FY 12/2023). 
Impact: Q1: 51 million yen; Q2: 54 million yen; Q3: 57 million yen; Q4: 52 million yen

*2. FY 12/2023: Difference between consolidated and non-consolidated results: Q2: +29 million yen. (Details) Commissions paid (brokerage fees for M&A and remuneration for experts)

*3. FY 12/2023: Difference between consolidated and non-consolidated results: Q1: +10 million yen; Q2: -5 million yen. (Details) Non-operating revenue accounted for using the equity method

Non-consolidated Consolidated

Earnings Report Consolidated profit and loss statement (quarterly basis)

◆ Net sales have been increasing steadily.

◆ As the outsourcing expense rate was rationalized, gross profit margin and operating 
profit margin improved. 

This slide shows the consolidated profit and loss statement on a quarterly
basis. Net sales have been increasing steadily. Also, as the outsourcing
expense rate was rationalized, gross profit margin and operating profit margin
improved. All of these can be evaluated in a quite positive manner.

In the fiscal year ended December 2022, we were able to increase net sales 
even while slightly increasing the outsourcing expense rate in order to capture 
robust demand. However, in the fiscal year ending December 2023, we are 
focusing on optimizing the outsourcing expense rate. The effect was visible in 
Q2, with significant improvements in gross profit margin and operating profit 
margin.
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Backlog of order

(as of the end of term)
2,226 1,960 2,405 2,824

Support for DX 1,296 1,027 1,273 1,593

Support for staffing of IT 

personnel*2 929 933 1,131 1,230

2022

Q1

2022

Q2

2022

Q3

2022

Q4

Net sales 2,754 2,979 3,038 3,339

Support for DX １,364 1,458 1,463 1,651

Support for staffing of IT 

personnel 1,389 1,521 1,574 1,687

Gross profit*1 768 745 676 756

Support for DX*1 553 504 429 476

Support for staffing of IT 

personnel*1 215 240 246 279

Gross profit margin*1 27.9% 25.0% 22.2% 22.7%

Support for DX*1 40.5% 34.6% 29.3% 28.9%

Support for staffing of IT 

personnel*1 15.5% 15.8% 15.7% 16.6%

Unit: million yen

2023

Q1

2023

Q2

3,592 3,894

1,742 1,835

1,849 2,058

840 1,072

549 715

291 357

23.4% 27.5%

31.5% 39.0%

15.7% 17.4%

2,644 2,790

1,443 1,482

1,201 1,307

*1. Recalculated while including an allocated cost, which was included in other costs, in selling, general and administrative
expenses in FY 12/2022 (included in selling, general and administrative expenses from FY 12/2023). 

Impact: (Support for DX) Q1: 47 million yen; Q2: 49 million yen; Q3: 52 million yen; Q4: 47 million yen

(Support for staffing of IT personnel) Q1: 4 million yen; Q2: 5 million yen; Q3: 5 million yen; Q4: 4 million yen

Non-consolidated Consolidated

*2. Q2 of FY 12/2023: Including 51 million yen for 

P. G. System.

◆ The gross profit margin of support for DX has improved significantly. 

Earnings Report Results by segment (quarterly basis)

This slide shows results by segment on a quarterly basis. It is noteworthy that
the gross profit margin of support for DX has improved significantly, reaching
39%.

The gross profit margin of support for DX in Q4 of the fiscal year ended
December 2022 was 28.9%. In contrast, it grew to 31.5% in Q1 and to 39.0%
in Q2 of the current fiscal year, respectively. This contributed significantly to
an increase in the overall profit margin.
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Sales growth Variations in operating profit and its margin
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Consolidated

We prioritized investment for 

growth (recruitment and office 

relocation).

◆ We achieved sales growth at an annual rate of more than 30%, and expect 
sales to grow, backed by strong demand.

◆ Operating profit margin improved thanks to the rise in the unit price and a 
decrease in SG&A ratio.

CAGR of net sales : 37.7%* *

Financial highlight

14

Non-consolidatedConsolidated

[Million yen]

*From FY 12/2018 to FY 12/2022

Earnings Report

This slide shows financial highlight. Generally speaking, we have focused 
every year on two points: continuing our top-line growth and gradually 
improving our operating profit margin. The results of these efforts are 
apparent in current results.
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◆ We increased transactions with large companies thanks to the improvement in the ability to give 
proposals, which was achieved through the accumulation of projects, listing and popularization of 
our company name through the release of a case using meviy, which contributed to the rise in unit 
price of our service.

Earnings Report Our sales composition by client company’s scale: KPI

3

17 17
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26 23
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6 9
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26 26
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10 billion yen or larger 5 billion yen or larger Less than 5 billion yen

40%
49% 49%

I will now explain KPIs. The bar graph on this slide shows the sales
composition by scale of clients of our company. As shown, the ratio of large
companies with annual sales of 50 billion yen or larger accounts for
approximately 50% of our sales composition ratio.

This trend has continued since last year and we increased transactions with
clients who are large companies. In particular, interest from clients who are
large companies increased and orders were received due to factors such as the
listing of our company in September 2021 and the release of a case using
“meviy,” which is a representative service of the MISUMI Group.
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0

Earnings Report Number of clients in each sales range: KPI

◆ Our growth driver lies in the ability to continue to expand transactions with 
existing clients through the improvement in customer satisfaction and to 
increase in the number of clients with high spend on our services.

(Number of companies)

Number of clients in 

each sales range
*Total quarterly net sales are aggregated 

and categorized for each business partner.

Non-consolidated Non-consolidated Consolidated

50-100 million yen 10-50 million yen Less than 10 million yen Total100-500 million yenMore than 500 million yen

Focus

This slide shows the number of clients in each sales range. We engage in 
transactions with a total of 269 client companies. Our policy is to increase the 
number of clients with an annual transaction amount of 100 million yen or 
larger.
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*The parenthesis represents the number of employees of CCT only.

(358)

2022

Earnings Report Variation in the number of employees

◆ We concentrate on recruitment activities, and the number of employees is steadily 
increasing.

◆ Including the employees of P. G. System from the end of June 2023.

This slide shows variation in the number of employees. In Q2 of the current
fiscal year, there were 358 employees on a non-consolidated basis. From this
quarter, we are showing the number of employees on a consolidated basis,
which is 421 when including the employees of P. G. System. This does not
include Denso, which became a subsidiary on August 1.

We hired 31 new graduates in Q1. We expect these 31 employees to gradually
contribute to earnings, as they will be trained through Q2 and will start
working from Q3. We mainly hire people who have promising abilities, which
is steadily increasing the strength of our company.
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◆ From Q2 of FY 12/2023, the balance sheet of P. G. System (PGS) will be 
included in the scope of consolidation. 

Unit: million yen

End of

FY 12/2022

Q2 of

FY 12/2023

Current assets 4,351 4,781

Cash and deposits 2,199 2,030

Non-current assets 762 1,113

Total assets 5,114 5,895

Current liabilities 2,133 2,273

Non-current liabilities 134 141

Net assets 2,846 3,480

Total liabilities and 

net assets
5,114 5,895

Equity capital ratio 55.6% 59.0%

Change

+429

-168

+351

+781

+139

+7

+634

+781

+3.4P

Major factors in increase/decrease

Decrease in cash and deposits: -168

Increase in accounts receivable - trade due to sales growth: +580 

(CCT: +525; PGS: +54)

Expenditure for acquiring PGS: -278
Increase through the inclusion of PGS in the scope of 
consolidation: +109

Costs for fixtures and fittings due to the layout change of offices: 

+57

Current costs for replacing mission-critical systems (temporary 

account for software): +64

Goodwill through the acquisition of PGS: +202

Increase in accounts payable - trade due to increased 

outsourcing expenses: +122 (CCT: +102; PGS +20)

Retained earnings: +581

Increases in capital and capital reserve used for exercising stock 

option:+52

Non-consolidated Consolidated

Earnings Report Consolidated balance sheet

This slide shows the consolidated balance sheet. There have been no special 
trends. We are increasing our equity capital ratio in a stable and disciplined 
manner. Taking advantage of this financial strength, our policy is to 
incorporate capital policies, including M&A, into our business strategy and 
move forward toward future growth.



Business Model3
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Business Model Business description

◆ We acquire multiple kinds of projects with support for DX (1st-tier contractor) focusing on specific 
industries and support for staffing of IT personnel (2nd-tier contractor) covering a wide range of 
industries. In addition, we increase top line by leveraging “Ohgi.”

Support for DX

Support for staffing of IT personnel 

*We utilize the “Ohgi” network in projects we received 

in support for DX, and work on projects in 

collaboration with them.

Manufacturing, construction and 

logistics industries
Multiple industries

Support
Sub-

contracting

Support
Sub-

contracting

Major system integrators, etc.

Support
Sub-

contracting

Standard function module

Development base

Employee Partner Employee Partner

Support
Sub-

contracting
Support

Sub-

contracting

A database of approximately 4,800 

companies (about 100,000 IT personnel)
(as of March 31, 2023)

✓ Undertaking part of projects as a subcontractor 

to meet temporary needs for IT personnel from 

major system integrators, etc.

✓ Leverage by actively utilizing business 

partners (BPs).

✓ Strength of “Ohgi,” a database with which we 

can approach “about 100,000 IT personnel” 

from among “about 4,800 small and medium-

sized IT enterprises”

✓ We reform clients’ business process and value 

chain, increase sales and improve profit margin. 

Furthermore, we support in-house DX.

✓ Utilizing the standard function module + 

customizable “Orizuru” and the DX support 

methodology “CCT DX-Method.”

✓ Our strengths are the technical capability 

centered on AI and profound knowledge on 

manufacturing.

Support for DX
Support for staffing of IT 

personnel

I will now describe our business and explain our business model. Our
company operates two main business; that is, support for DX and support for
staffing of IT personnel.

In the support for DX business, we conduct sales based on Orizuru, our
proprietary product for promoting DX by industry. Fundamentally, we
acquire high revenue from 1st-tier contracting. By committing to creating a
system that improves the competitiveness of our clients, we directly obtain
projects with high gross profit margin.

In order to take advantage of our strengths, we have narrowed down our
target industries to the manufacturing, construction, and logistics industries,
and we receive orders by introducing our products directly to clients. As for
the execution system at the time of receiving an order, while our employees
play a central role, we will use our company’s strength of Ohgi to invite
people with useful skills to our project and proceed as a team. Currently, the
gross profit margin is around 39%.

The support for staffing of IT personnel business provides background
support for major system integrators who may become competitors in some



cases. In this industry, our company does not have a policy of becoming
independent and growing our business on our own. Instead, we seek to work
on a collaborative business so that other parties who are competing in the
same industry will grow together as colleagues that will boost the IT industry.

There is an extremely high demand for spot procurement of excellent human
resources appropriate for the job for major system integrators. Therefore,
support for staffing of IT personnel is a business that supports major system
integrators with a focus on such human resource support. Therefore,
structurally speaking, second-tier contracting is the main focus of the
business.
In our system, we perform management as a team by having our employees
serve as leaders and assigning partner companies who possess the necessary
skills in a support role. We have maintained the gross profit margin at around
15%. However, at the current point in time, it is slightly over 17%.

Through these two businesses, we will aggressively grow our strengths in the
manufacturing, construction, and logistics industries as a first-tier contractor.
We also provide support for other industries such as finance and distribution
under system integrators. In this way, we are developing our business to
generate revenue from our entire portfolio.

These two business are supported by the IT personnel network Ohgi. We
network with approximately 4,800 partner companies, the majority of which
are located in Tokyo. It is growing into one of the largest IT personnel
networks in Japan, and is capable of directly managing approximately
100,000 engineers.
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The blue loop represents the flow from order receipt to delivery; namely “a structure to generate profit.”

◆ We realize sustainable growth through synergy based on two loops, which enhances
our competitive advantage.

The grey loop represents a process to improve the value of each product; namely “a structure to evolve 

products.”
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Ecosystem of Our Business Growth

Value experience of our client improves 

by enriching the functions of “Orizuru” and 

“Ohgi.”

By engaging in the grey loop, the pace of 

the blue loop speeds up, leading to 

enhanced profitability.

Guarantee high quality by having personnel of 

increased partner companies engage in the 

development in “Orizuru” and “CCT-DX Method” and 

making them immediate workforce.

The number of order 

increases as our products 

evolve.

The number of partner companies will 

naturally increase by proposing multiple 

kinds of projects combining our projects 

(support for DX) and projects from leading 

system integrators (support for staffing of IT 

personnel) by Ohgi.

Starting point and goal. These 

two loops lead to “customer 

satisfaction” and “continued 

transactions.”

Business Model

This slide shows the ecosystem of our business growth. This chart organizes
the cause-and-effect relationship of our business model. The more the blue
loop shown on the left is operated, the more our business will grow.

We gather personnel by introducing projects for which we received orders to
partner companies. Ohgi automatically matches projects and human
resources to build a delivery system that assigns the right human resources to
the right project.
We have developed our own DX method for use in standardizing and
promoting projects. This makes it possible to quickly promote projects by
applying high-speed agile development.

As a result, we have achieved a high rate of continuing transactions. The blue
loop illustrates how we will grow our own earnings. By repeating this process,
we will continue to increase profitability.

The outer loop on the right represents the mechanism for further improving
the speed of our business earnings. While running our business in the blue
loop on the left, we identify actual customer demand and required functions,
thereby improving and evolving Orizuru and Ohgi, and further strengthening



the blue loop.
As a result, we are able to grow through a mechanism that enhances business
profitability more quickly.
Our top priority is customer satisfaction. We focus on whether or not we have
a business model that allows us to continue doing business with our clients in
response to their expectations. Fundamentally, we believe that we will be able
to sustainably grow our business if we proceed carefully so as not to
undermine this policy.
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Manufacturing
(since the establishment of our company)

Construction
(since 2015)

Logistics
(since 2023)

Main areas of 

support

Design, procurement 

and manufacturing

✓ Order receipt and procurement 

(Orizuru)

✓ Smart factory (Orizuru)

✓ PLM (ArasInnovataor)

✓ ERP (mcFrame/infor)

Design and 

construction

✓ BIM linkage system/common data 

infrastructure

✓ Design efficiency (AI utilization)

✓ PLM (ArasInnovataor)

Warehousing and 

transportation

✓ WMS (Warehouse Management 

System)

✓ TMS (Transport Management 

System)

Strengths ✓ 3D shape data processing technology 

(CAD, numerical algorithms of 

geometry and image processing by 

AI)

✓ Manufacturing expertise in the 

manufacturing industry

✓ Achievements in the manufacturing 

industry by support for DX

✓ Experience in the development of BIM 

common data infrastructure and BIM 

data (IFC) handling technology

✓ Extensive business knowledge in the 

construction industry

✓ Achievements in the 

manufacturing industry by 

support for DX
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Business Model Characteristics of support for DX

◆ Focus on the manufacturing, construction, and logistics industries 
where we can leverage our strengths.

◆ The use of Orizuru enables speedy realization of DX for customers.
See slide 35 for the description of Orizuru.

The next few slides show the characteristics of each business.

For the support for DX business, we will narrow down the target industries,
strengthen the standard functions of our products, and use the enhanced
functions as appealing product points. Since the product is software, it has the
weakness of not being visible until the mechanism has been completed. By
standardizing the product, we are striving to appeal to clients by
demonstrating usage cases utilizing demos and actual data from the sales
stage prior to receiving an order, thereby making it possible to show clients
the completed product as soon as possible.
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Support for staffing of IT personnel

[Case study] Development of “meviy” for MISUMI Corporation

Support for DX: CCT was commissioned by MISUMI to develop meviy.

Support for staffing of IT personnel: As a result of in-house DX by DTD (a joint venture 

between MISUMI and CCT), DTD procured BPs from Ohgi.
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◆ Building a unique business model that ensures profitability even 
after “in-house DX” by supporting both DX and IT personnel 
staffing.

Support for DX

After in-house DX, sales will shift 

from those from support for DX to 

those from support for staffing of 

IT personnel.

BP procurement by our 

company

(Outsourcing expenses)

BP procurement by 

business companies

(Commission sales)A
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Support for staffing of IT personnel

Planning
System 

development

Operation and 

maintenance

Ideal post-DX 

envisioning

Technical 

verification
System 

development

Maintenance/in-

house DX support
After in-house DX 

Technical 

verification

BP procurement by our company

(Outsourcing expenses)

Client 

companies

Mainly for major system integrators

Business Model Uniqueness

Process of support for DX (targeted at business companies)

This slide shows the uniqueness of our business. The first important point is
the synergy between the support for DX business and the support for staffing
of IT personnel business. The second is that even during the in-house
operation and maintenance phases after support for DX, we can continue
supporting transactions over an even longer term without stopping receiving
orders by switching to support for staffing of IT personnel.

Our business model takes into consideration not only the appeal at the
beginning of a transaction, but also the continuity of the transaction. As a
result, we believe that we will be able to continue transactions in a stable
manner.
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Sales Support system Personnel staffing

✓ Responding to the needs from 

business companies, mainly 

major system integrators

✓ Strong relationships with both 

clients and BPs, more reliable 

than competitors (mostly small 

and medium-sized companies)

✓ Responding to all needs from 

upstream to downstream

✓ Capable of forming teams 

ranging from one person to 

dozens of people

✓ Quickly procure the right 

personnel

✓ Ohgi mainly consists of 

employees belonging to small 

and medium-sized IT 

enterprises, rather than 

freelancers, so we have won 

the significant trust of end-users.

Business Model Characteristics of support for staffing of IT personnel

◆ Ability to give proposals (speed × quality × quantity) 
utilizing Ohgi, an extensive BP network 

*See slide 37 for the description of Ohgi

This slide shows characteristics of support for staffing of IT personnel. As is
the case with any industry, the IT industry is competing for excellent human
resources. Therefore, if there are any excellent human resources, hiring or
assignment will be decided immediately. In such a situation where speed is
required, our company uses a business partner network “Ohgi,”  which
responds with both quality and quantity.

Ohgi can be used not only in support for DX projects for which we received
orders, but also in projects ordered by major system integrators to find the
right human resources for the right positions. We aim to mature Ohgi as a
driver for the smooth growth of the overall IT industry.



Growth Strategy4
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Our Growth Strategy and Concrete Measures

Increase in the number of clients and the 

scale of transactions

Increase in human resources

Logistics

O
rg
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s
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M
&

A

Existing 

areas

New areas

Manufacturing 

Construction

Horizontal expansion based 

on the standard functions of 

Orizuru and introduction of 

actual cases

Already received orders

Aiming to acquire large 

projects

Targets

Investment in REVA Investment Limited 

Partnership No. 1

Business alliance with REVA Corporation 

(March 2023)

Mainly the local small and medium-sized IT 

enterprises

Purposes

To acquire knowledge and clients in other 

industries

To shorten the time to expand the functions of 

Orizuru

Tokyo 

metropolitan area

Local areas

Share expansion of 

Ohgi network (currently 

about 50%)

Nationwide 

expansion of Ohgi

network

Securing of human resources

Results

Made two companies wholly-owned 

subsidiaries.

P. G. System Co., Ltd. (May 2023)

Denso Co., Ltd. (August 2023)

IT enterprises with forte in areas that match our 

policy to expand the support for DX areas

Leading system 

integrators 

Expansion through an 

increase in personnel

Support 

for DX

Support for staffing 

of IT personnel 
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Growth Strategy

I will now explain our growth strategy and concrete measures. While
continuing organic growth, we increase our speed and dynamism through
M&A, and will push forward toward future growth.

As shown in the table, organic growth is divided into existing areas and new
areas. A flow is being operated for existing areas, so this slide shows measures
for further expanding those areas.

In the support for DX business, we are targeting manufacturing, construction,
and logistics. A large number of standard functions and actual cases have
already been established for existing areas. Specific themes are expanding the
number of transactions with clients and someday increasing our share of
transactions in the industry based on horizontal expansion.

For expanding scale, based on the standard functions of Orizuru and powerful
DX cases such as the MISUMI Group’s meviy, we will also strengthen our
company’s sales to clients and actively acquire market share. This is our
growth strategy.

Furthermore, our company does not act independently; rather, we have a



policy of steadily promoting collaboration with major system integrators.
Ideally, we envision industry-wide project support for all major system
integrators by leveraging our Ohgi human resources network.

To achieve this goal, our growth strategy is to increase transactions with
major system integrators; specifically, strengthening relationships with each
department and project manager, increase our personnel, and to expand our
business based on these efforts.
In regard to DX for new areas, our policy is to proceed with horizontal
expansion one-by-one by industry. We have prepared to expand into logistics
as the next industry after construction.

In 2023, we received an order for support for DX from a major logistics
company. We are currently working to guide this project toward success.
Based on this example, we will proceed to the phase of horizontal
development in the logistics industry, one company at a time.

In regard to the increase in human resources in organic new areas, we will
start activities from 2023 to expand our Ohgi network throughout Japan. As
part of these efforts, we acquired a company called P. G. System in Ube City,
Yamaguchi Prefecture. Since there are small to medium-sized IT companies
in the Ube area, we plan to involve these SMEs as partners in the Ohgi
network while expanding our model to regional areas.

In this way, for organic growth, we will steadily promote horizontal
development of DX by industry, horizontal deployment to each department
of major system integrators, and the nationwide expansion of the Ohgi
network. We aim for continued growth at an annual rate of 30% or more.

We also plan to accelerate growth through M&A as a supplementary strategy.
We will use financial strength and an improved reputation through M&A as
advantages to speed up our growth.
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◆We acquired the shares of Denso Co., Ltd., making it a wholly owned 
subsidiary on August 1. 

Name Denso Co., Ltd.

Address 15-1 Omiya-cho, Saiwai-ku, Kawasaki-shi,  Kanagawa

Outline of business
Commissioned development of software, operation 

and maintenance of systems

Date of establishment May 22, 1990

Date of conclusion February 1, 2023

Date of share transfer
August 1, 2023 (To be included in the scope of consolidation from 

Q3 of FY 12/2023)

Transfer amount
About 38 million yen 
*Shares amounting to 10 million yen + brokerage fees, etc. amounting 

to about 28 million yen

Net assets 196 million yen (FY 3/2023)

Operating profit 11 million yen (FY 3/2023)

No. of employees 32 (as of the end of July 2023) *Includes 2 officers.

✔By acquiring Denso as a subsidiary, we 

aim to secure resources and expand our 

business. 

✔By having Denso join our projects, 

improving their capability of receiving orders, 

and providing them with the know-how to 

recruit and train personnel, we will contribute 

to the growth of Denso and our company.  

Growth Strategy M&A measures: Topic 

This slide shows the topics of M&A measures. On August 1, 2023, we 
acquired the shares of Denso, which has 32 employees and net sales of slightly 
less than 200 million yen.
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◆ The investment in DX is expected to grow considerably

◆ We will expand our DX support business domain in the fields of traffic/transportation,, 
which have a high affinity for the manufacturing and construction fields.

Industries/business

fields
FY 2021 [100 million yen] 

Forecast for FY 2030

[100 million yen]
CAGR 30/21 (%)

Traffic/ transportation 3,215 11,795 15.5

Finance 2,465 8,880 15.3

Manufacturing 2,590 8,130 13.6

Distribution/retail 516 1,852 15.2

Medical care/nursing 

care
896 2,052 9.6

Real estate 435 1,514 14.9

Municipalities 520 1,760 14.5

Sales and marketing 1,630 3,240 7.9

Customer services 231 462 8.0

Others 10,675 25,509 -

Total 23,173 65,194 12.2

Growth Strategy
Market scale: Scale of the DX market and the business 
domain of our company

Future priority field

Current priority field

*Source: Future Outlook for the Digital Transformation Market in 2023 produced 

by Fuji Chimera Research Institute, Inc. on January 30, 2023

This slide shows a summary of the macro environment. As expected, there are 
large amounts of DX investment in each industry. Our policy is to continue 
responding to demand in the macro environment.
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◆ We are entering the age in which business competitiveness is 
determined by the capability of staffing IT personnel.

994 1,005 1,018 1,032 1,046 1,060 1,071 1,081 1,091 1,101 1,110 1,114 1,118 1,122 1,127 1,133 

220 

261 
304 

314 326 338 351 364 381 398 415 
432 

449 

600

800

1,000

1,200

1,400

1,600

2015 2020 2025 2030

Number of engineers supplied Deficiency

(thousand)

Shortage of about 

450,000 IT engineers

Growth Strategy Market scale: Aggravated shortage of IT personnel

Estimated number of IT engineers demanded and supplied

*Source: Survey on IT Engineers Demanded and Supplied produced by 

Mizuho Information & Research Institute, Inc. in March 2019

This slide shows information on demand for IT personnel. Although demand 
is strong in the IT industry, there continues to be a shortage of personnel. 
Statistics clearly show that these trends will grow even stronger. Therefore, 
companies which are able to gather appropriate IT personnel will have a 
competitive advantage. Our policy is to respond to demand together with our 
partner companies through the Ohgi network.
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APPENDIX Corporate profile

Corporate 
name Core Concept Technologies Inc. (CCT)

Business 
description To support client companies in DX and staffing of IT personnel

Location
11th floor of DaiyaGate Ikebukuro, 1-16-15 Minami-ikebukuro, 
Toshima-ku, Tokyo

Representative Takeshi Kaneko, Representative Director, President, CEO

Date of 
establishment September 17, 2009

Capital stock 559,848,000 yen (as of June 30, 2023)

Account closing 
month December

Number of 
employees

Consolidated: 421; non-consolidated: 358

(as of June 30, 2023)

Office locations Tokyo (headquarters), Osaka, and Fukuoka

31

Group companies

Corporate 
name

P. G. System Co., Ltd. 
(wholly owned subsidiary)

Corporate 
name

Denso Co., Ltd.
(wholly owned subsidiary)

2nd floor of Taiyo Seimei Ube Bldg., 18-10 

Matsushima-cho, Ube-shi, Yamaguchi 

6th floor of Komoriyama Bldg., 15-1 Omiya-

cho, Saiwai-ku, Kawasaki-shi, Kanagawa

Tokyo Headquarters
11th floor of DaiyaGate Ikebukuro, 1-16-15

Minami-ikebukuro, Toshima-ku, Tokyo

Fukuoka Office
11th floor of Hakataeki-mae City Bldg., 1-9-3 

Hakataeki-mae, Hakata-ku, Fukuoka-shi, Fukuoka

Osaka Office
3rd floor of Dai-san Nakajima Bldg., 5-11-10 

Nishi-Nakajima, Yodogawa-ku, Osaka-shi, Osaka

This and subsequent slides are the appendices, so I will introduce only the
important points.

This slide shows our corporate profile. We have added two group companies;
that is, P. G. System and Denso.
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APPENDIX
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Purpose

Our Purpose
Driving sustainable industrial development through the power 

of our technology and people

What We Do Create the Next-Gen of the IT Industry

Our Values Think Big, Act Together.

Think Big

Act Together

✓ We envision a future in which each industry develops sustainably and will make this vision real to create a 

sustainable society through the evolution of our products and people.

✓ We contribute to the sustainable development of industry by reforming our clients’ business processes and 

value chains through Digital Transformation (DX). Along with growing sales and improving profitability, we 

solve issues such as reducing environmental impact through the improvement of asset and energy 

efficiency, eliminating labor shortages through improved labor productivity, and passing on know-how from 

veteran employees. 

✓ By utilizing “Ohgi,” an extensive business partner network made mainly of small and medium-sized 

companies, we contribute to the reduction of the adverse effects of the multiple contracting structure in the 

Japanese system integration industry, such as the uneconomical middle margins as well as the regional 

income disparity of IT human resources.

Exchange ideas freely and move away from conventional wisdom and fixed concepts.

With firm determination, we shall find the new value the world is searching for.

We are supported by many stakeholders, including our customers and employees.

Act Together to respond to their understanding and trust.

We defined our “Purpose” when creating our integrated report. This slogan
summarizes the content discussed thus far.

Although our company was established as a startup in the IT industry, we are
growing with the vision of improving the industry itself.
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Appendix
What We Do: Create the Next-Gen of the IT Industry -
Industrial Issues and Our Ideal State-

Outsourcees

Leading 

system integrators 

and consulting firms

Second-tier/

mid-sized IT vendors

Many intermediary agencies

3rd-tier or lower-tier small and medium-sized IT enterprises

Freelance engineers

Problem-solving by our company

• To provide “reproducible DX methods 

and a DX development base,” so that 

clients can conduct DX by themselves

• To procure temporary IT personnel 

by using “Ohgi”

Problem-solving by our company

Solve the problem of the involvement of 

many intermediary agencies 

by expanding “Ohgi”

Problems business companies are facing

⚫ Shortage of personnel who can proceed with DX

⚫ They rely on leading system integrators and consulting 

firms for IT strategies and development.

Problems small and medium-sized IT enterprises are 

facing

⚫ The system is uneconomical, due to the involvement of 

intermediary agencies.

⚫ Inefficiency of staffing of IT personnel (spending labor 

and time)

⚫ Income inequality between engineers of leading system 

integrators and of small and medium-sized IT enterprises

◆ We solve the problem of the involvement of many intermediary agencies in the 
IT industry and make the world change, so that companies can conduct DX 
autonomously.

Outsourcer（Business companies）
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Involvement of many 

intermediary 

agencies

In regard to our problem awareness and vision, this slide lists the structural
issues of the IT industry itself.

As the scale of today’s IT industry grows, the gap between the upper layer and
lower layer is becoming a major strain. In a structure with many intermediary
agencies, even if an engineer performs the same duties, there is a significant
difference in monetary compensation obtained depending on that engineer’s
company and position.

Although it is difficult to completely prevent problems like this as the industry
develops, the main issue is that these problems have been left unaddressed.

In order to contribute to eliminating the negative aspects of the IT industry,
our company will increase value through support for DX. Expanding or
building upon the hierarchical structure are bad when trying to break away
from the structure with many intermediary agencies.

We believe that it is desirable for talented individuals at SMEs to have the
opportunity to work on projects that are attractive and offer significant
financial compensation.



We are building the Ohgi network with the aim of breaking away from this
hierarchical structure with many intermediary agencies. We believe that the
ideal future for the IT industry is to produce results that contribute to the
development of operating companies while reducing the intermediary
structure. We are conducting business with the aim of creating a virtuous
cycle of growth through the process of making proposals to customers and
following through on our promises, thereby leading to the provision of further
value.
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◆ Support for DX has supported clients mainly in the manufacturing and
construction fields.

◆ Support for staffing of IT personnel has assisted a wide range of industries
through leading system integrators.

Appendix Major clients

Support for DX

Support for 

staffing of IT 

personnel

*Existing clients account for about 90% of sales. Repeat orders from existing clients shore up steady growth. 

This slide shows a summary of major clients. Our clients are mainly in the 
manufacturing and construction fields and require support for DX, as well as 
system integrators in the same industry who require support for staffing of IT 
personnel.
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Appendix Support for DX product “Orizuru”

◆ To actualize the functions demanded by customers swiftly at low cost by utilizing a DX 
development base “Orizuru”

◆ Working on various development projects evolves the standard functions of Orizuru (basically, no 
need for investment in development)

We realized that many clients had common needs as we supported DX. In 2016, we commercialized “Orizuru” equipped with the functions to respond to the needs.

The product was named “Orizuru” as we hope that “we want to vitalize the Japanese manufacturing industry which possesses fine and delicate technical capabilities like paper crane.“

This slide shows the features of Orizuru. By narrowing down the target 
industries, our strategy is to have the standard functions demanded by 
customers from the beginning. This gives us the power to appeal to customers 
from the sales stage by stating what we are ultimately able to achieve.
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Sharing

of

visions

UI / UX

Business Process

Device / IoT

◆ Original method to accompany and support our clients to realize DX in-house by utilizing 
Orizuru and Ohgi.

◆ Aim to continue maintaining quality and customer satisfaction even as the number of 
projects and employees increases.

Appendix Support for DX: Project promotion method “CCT-DX Method”

Clients

1. Ideal Post-DX 

Envisioning

We will visually express the 

expected state of each client’s 

business after DX, how on-site 

business operations will change, 

how much DX will produce effects, 

etc. with “DX-ToBe Digest.”

2. Technical 

Verification

We will build an actual system 

and check whether business 

operations can be completed fully 

and smoothly after DX. 

3. System

Development

With “Agile Joint Development” 

with client companies, we will 

repeat the development cycle 

stepwise in a short period of time.

4. Maintenance/

In-house DX Support

We will train DX engineers in 

client companies through a series 

of processes shown left, so that 

client companies can carry out 

DX independently and 

continuously.

Recognition of

issues

Investment

decision

Agile

development

Agile Joint Development
Discussion

on specs
Design

Test Installation

Evaluate 

technologies and 

develop 

prototypes

Grasp the current

situation and set

visions

Train personnel 

and support in-

house DX

API linkage

Development of 

architecture for DX

DX-ToBe DigestOutcomes Technological backup Initial IT system
Development of a 

system for in-house DX

This shows the project promotion method after receiving orders for support
for DX. When a business grows, it requires a large number of project
managers. However, if the quality of projects varies due to differences in the
quality of individual project managers, there will be differences in the value
that our company can provide to customers.

In order to expand business, it is important to standardize quality after
receiving an order. Basically, we have established a system that can provide
integrated support even after mechanisms have been completed. We plan to
continue maintaining such systems as a capability required for customer
satisfaction.
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Appendix BP network “Ohgi”

◆ Ohgi considerably reduces the time required for matching projects and 
personnel.

◆ We have formed a wide network of small and medium-sized IT enterprises.

Workflow in the conventional multi-outsourcing system (3 days to 1 week required for sending requests and proposals)

Matching 

with 

“Ohgi”

1st-tier

contractor

Ohgi

Partners

10 min.

Reduce the “matching” time,

which takes 3 days to 1 week 

with the conventional method,

by 99%

Proceed to “meeting coordination”

✓ A network of approximately 4,800 companies 

(about 100,000 IT personnel) centered in Tokyo

✓ Targets mainly at small and medium-sized IT 

enterprises (not freelancers) 

✓ We will expand the network to include local IT 

enterprises.

We made a database of human resource network which includes many BPs we have cultivated since our founding and information on employees who belong to the companies.

The product was named “Ohgi” as we hope that “we want to expand our business to every corner of Japan.”

Matching process with “Ohgi”

Features of Ohgi

One feature of our company’s Ohgi is that it can semi-automatically find IT
personnel for projects. We have a network of approximately 4,800 small to
medium-sized companies with about 100,000 IT personnel, and our matching
function allows us to match candidates to demand in a short period of time.
This makes it possible to hold meetings immediately upon receiving
consultations. As such, Ohgi is characterized by its speed and matching
accuracy.

Our policy is to expand this system nationwide and create a system in which
IT engineers throughout Japan can work on projects efficiently.
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Appendix
Example of support for DX: We supported MISUMI Corporation in 
developing a platform for receiving and placing orders for components.

Development of a platform for receiving and placing orders for components

We supported MISUMI in developing a smooth transaction from enabling their clients to upload design data,

automatic price estimation and immediate product shipment. 

We will utilize the shape data processing technology nurtured through the development of “Orizuru” for AI-based automatic price 

estimation and digital technology-based manufacturing.

About 330,000 

client companies

To upload 3D data

To indicate prices and 

delivery dates immediately

To ship products in one 

day at the earliest

1. Request for a quote

2. Automatic price 

estimation

4. To deliver products in a 

short period of time without 

fail

Client side

AI-based automatic price estimation

A manufacturing 

program

will be automatically

produced.

3. Data linkage

Manufacturer side

Digital technology-based 

manufacturing

✓ To jointly develop a 3D user interface and technologies for AI-based automatic price estimation and 

digital technology-based manufacturing by utilizing the shape data processing technology 

nurtured through the development of Orizuru.

✓ To organize a large-scale development team utilizing Ohgi

*MISUMI Group Inc. received the Prime Minister Award at the 9th Japanese Manufacturing Awards for meviy.

Our company’s roles

The next few slides summarize examples of support. This is an example for 
MISUMI Corporation.
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✓ A visualization of the overall concept of a smart factory

✓ Reforming the manufacturing line: Designed DX for production control, quality control, and production planning

✓ Resolving technical issues with a demonstration line

✓ Verifying reform policies, improvement effects, and ROI in each process

Appendix
Example of support for DX: Support for building a Mirai-
Factory for Fine Sinter Co., Ltd.

Support for construction of a smart factory

Production plan optimization for 

each facility
Developing an hourly production plan that is standardized and designed for 

each production facility

Expected effect: Reduction of work dependent on individual skills

Instructions to start construction 

for technicians
Issuing a work instruction list that directs each technician to perform high-

priority work

Expected effect: Increased work efficiency

Preparatory work instructions for 

technicians
Instructions for preparing necessary items, such as cutting tools required for 

processing, and individual identification by 2D barcode

Expected effects: Increased work efficiency and error prevention

Automatic processing condition 

adjustment
Test processing, processing condition adjustment, and manufacturing are 

executed based on automatic measurement results and various sensor data.

Expected effects: Productivity improvement and quality improvement

Understanding real-time production 

status
Real-time monitoring and understanding of production from anywhere, 

instead of traditional local monitoring and monthly tabulation

Expected effects: Remote work and real-time monitoring

This is an example of a smart factory operated by Fine Sinter, a listed 
company which is part of the Toyota Group.
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✓ Design management system development support for realizing open BIM

✓ Utilizing Orizuru 3D to process and display various BIM models (IFC data)

✓ Supporting the improvement and stabilization of design quality

✓ Incorporating the needs and knowledge of design users into the Orizuru 3D development roadmap

Appendix
Example of support for DX: Support for design support 
system construction for Takenaka Corporation

Design and BIM management system development

Cooperation with external systems

By expanding the scope of common data utilization by linking it 

with external systems, we will strengthen data linkage in general 

design work and improve architectural design quality by utilizing 

that data.

Expected effect: Improvement of design quality

Systematization of design know-

how

It improves and stabilizes design quality by promoting and 

executing the systematization of designers’ advanced know-how. It 

also helps improve the productivity of design work in response to 

social demand such as work style reform. 

Expected effects: Improvement of design quality and 

productivity

Joint development

By incorporating the needs and knowledge of design users into the 

Orizuru 3D development roadmap, it has grown as a DX 

development base optimized for the construction industry. 

Expected effect: Enhancing the value of Orizuru 3D

BIM/CIM: A technology that recreates the 3D model of a real building on a computer, collects various technical information generated over the entire architecture and construction life cycle, connects the 

engineering chain, realizes efficiency and sophistication of architectural and construction work, and strengthens corporate competitiveness. BIM targets the construction field, and CIM targets the civil 

engineering and construction field. The three-dimensional model management, such as buildings and topography, is collectively called “BIM/CIM.”

This is an example of DX for a major construction company, Takenaka
Corporation, in the construction industry.
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Appendix
Example of support for DX: DX of on-site work for a 
major construction company 

Remote management center establishment support

Dissemination of knowledge of veteran staff and tackling the issue of developing young human resources

Improving productivity and achieving workstyle reform for on-site employees through centralized management 

of information

Remote communication

In response to the problem of difficulty in maintaining on-site 

capabilities due to the mass retirement of veteran employees, by 

synchronizing on-site information such as images in real time at 

the remote management center, it is possible to obtain information 

equivalent to or better than the construction site even from remote 

locations, which makes it possible to provide support as if veteran 

employees were on the site.

Expected effects: Improvement of productivity, knowledge 

transfer and remote work

Consolidation of on-site operations

There was a concern that the number of mid-level workers 

responsible for on-site work would decrease, and the number of 

work sites that could be handled would decline, making it 

challenging to secure profits. In response to this, simple tasks 

common to each site, such as document preparation and photo 

sorting, which had been performed on-site until now, were 

consolidated at the remote management center to reduce the on-

site workload. 

Expected effects: Workstyle reforms and securing profits

Next-generation human resources 

development

There was a chronic lack of opportunities for young people to be 

trained due to the small number of mid-career workers, resulting in 

knowledge not being passed to the next generations. In response 

to this, we created case method (simulation) type educational 

content using VR generated from the site information accumulated 

in the remote management center. In addition, we have 

established a system in which past knowledge is managed in a 

manner allowing it to be referred to at any time, providing 

opportunities for voluntary knowledge acquisition during operations. 

Expected effects: Knowledge transfer and speeding up 

personnel training 

Although the name of the company is not mentioned, this is an example of 
on-site operations DX for a major construction company.
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◆ We will enhance corporate value through our materiality initiatives.

*Please also refer to the Integrated Report 2023, which was 
issued on July 19.

Appendix Sustainability

Environmental Impact Reductions through Support for 
Smart Factory Construction

We provide smart factory solutions using “Orizuru” as support for DX in the
manufacturing industry. From 2021, we started to support Fine Sinter Co., 
Ltd.’s production line reforms, including production control, quality control, and 
production planning. We have optimized the production planning for each 
production equipment and built a system that can advance manufacturing 
production based on various sensor data and automatic measurement results.
Implementing smart factory technology not only improves productivity but also
contributes to reducing environmental impact.

CCT WAY Training Aiming for Professionalism

This training is designed to help us grow from a venture
business to the next stage. We hold a total of five
semi-annual training sessions for young and mid-level
employees with different themes, such as business
logical thinking, and writing and presentation skills.
Through this training, we aim to improve the basic skills
necessary to embody the “CCT WAY” and to improve 
the perspective of employees as members of society.

We released our integrated report in July 2023. The report stated our stance
on tackling future social issues, with a focus on sustainability. We will
continue to improve our efforts every year, and continue to develop our
company based on both business growth and contribution to sustainability.
That concludes my explanation of the financial results. Thank you very much
for your attention.
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Appendix Regarding the handling of this material

• This material was produced by our company for the sole purpose of providing information, and 
not intended for soliciting the purchase or sale of securities of our company.

• The descriptions related to forecasts included in this material are based on our judgments and 
assumptions as well as currently available information, and include information on our business 
plans, market scale, competitors’ situations, industries, and growth potential. Accordingly, there 
is a possibility that actual results may differ significantly from explicit and implicit forecasts due to 
various risks and uncertainties.

• Unless otherwise specified, this document indicates financial data in accordance with the 
generally accepted accounting principles in Japan.

• Information on companies other than our company is based on publicly available information.



Q&A: Factors for improved gross profit margin in Q2

Kazuaki Nakajima (hereafter “Nakajima”): This question is as follows: “The 
gross profit margin for support for DX in Q2 improved considerably to reach 
39%, from 31.5% in Q1. What were the factors behind this increase?”

Kaneko: There was strong demand in 2022. We had been aggressively 
growing our top line, and had been working hard to acquire as many orders as 
possible by making full use of our company’s network of partner companies, 
which is our strength. However, it is not acceptable to compromise the quality 
of our clients’ projects. Since it costs money to attract talented people, we had 
been ignoring outsourcing expenses in order to win orders. As a result, the 
proportion of outsourcing expenses increased and our gross profit margin 
declined.

The net sales growth rate in 2023 is 30%. Although this is not a low rate by 
any means, it is lower than the 50% growth rate in the previous fiscal year. 
Amidst these circumstances, we have made progress in optimizing 
outsourcing expense rate and unit costs for procurement. As a result, our cost 
structure has returned to a fairly natural position at the current time.



The gross profit margin for DX is currently 39%. However, we expect it to 
naturally reach 40% to 44%.

Q&A: Regarding the outlook for future gross profit margin

Nakajima: This question is as follows: “Is there any room to further increase 
the gross profit margin of support for DX, which is currently 39%?”

Kaneko: We believe we can further increase the gross profit margin. We are 
currently making considerable progress in improving the unit price of our 
proposals to clients, and we predict further growth.

One reason for this is that Orizuru’s standard functions have increased its 
appeal. Currently, the unit price for proposal is often between 1.5 million yen 
and 2 million yen per person/month, but there are cases where we can 
propose a unit price higher than that. We believe that we will be able to 
further increase the unit price by further improving Orizuru’s standard 
functions.

Another reason is that by expanding the Ohgi network nationwide and 
utilizing local human resources, we are likely to be able to lower the unit costs 
for procurement. This is expected to reduce the proportion of outsourcing 
expenses.

Based on these two points, we believe that we can continue to increase our 
gross profit margin.

Q&A: Degree of contribution by Orizuru to support for DX business

Nakajima: This question is as follows: “What is the degree of contribution by 
Orizuru to the support for DX business?”

Kaneko: Regarding the degree of contribution by Orizuru, in the 
manufacturing and construction industries, we are now able to use actual data 
to show clients’ use cases after DX from the sales stage. Particularly when 
asking major companies to make a significant investment, it is important to 
demonstrate and appeal what can be achieved from the initial stage.

Orizuru’s standard functions have contributed to our sales capabilities and 
ability to receive more orders. This will be essential for further expanding our 
sales to major companies. We believe that Orizuru will not only contribute to 
current growth, but also to future growth.



Q&A: Industry characteristics and orders for the support for DX business

Nakajima: This question is as follows: “The support for DX business 
specializes in the manufacturing, construction, and logistics industries: 
However, do the DX needs of each company overlap in the first place? Isn’t 
each company developing completely different systems? Also, when 
obtaining orders, what factors do you consider, for example the profitability 
of the projects, etc.?”

Kaneko: In terms of demand for each company, each company is growing 
with a differentiated strategy, so ultimately it comes down to individual 
demand.

However, although the products handled by industry may differ, the business 
flow and value chain are similar. We develop our products by industry, and 
there are many commonalities in the demands and required functions of 
clients in those industries. Focusing on this point, we have been developing 
standard functions when implementing DX for each industry.

For example, in the manufacturing industry, in order to achieve top-line 
growth and improved gross profit, the three main investment targets are 
often sales DX, procurement DX, and factory operation DX. These three 
themes can be said to be common demands that will fuel growth, so the 
extent to which they are covered in standard functions is a key factor in 
appeal when obtaining orders. Our company has developed standard 
functions based on this concept.

However, even if we engage in sales with a certain level of functionality 
already established, clients often raise individual requests; for example, they 
will indicate functions which are important to their own company and ask 
whether or not we have such standard functions. In this way, there are many 
individual requests and a wide range of functions are required. We are 
working to address this issue and expand our standard functions.

As a result, we are developing more and more standard functions. In the 
manufacturing industry, the percentage of clients for whom we can satisfy 
expectations through only standard functions has grown quite large. 
Accordingly, we are in a position to engage in even more aggressive sales.

Although we have yet to reach the same level of development as the 
manufacturing industry in terms of the construction industry, our services are 
being used by major companies such as Takenaka Corporation and we are 
developing standard functions. This will grow into an advantage for our 



company.

Considering the results of these initiatives in the manufacturing and 
construction industries, we believe that the logistics industry, in which we are 
now embarking on development, and the food and medical industries, which 
will be developed in the future, will also need more standardized functions. 
Of course, there may be industries with high individual demands, but our 
current view is that there will be commonality in the functions required by 
each industry.

Q&A: Concept of project profitability

Nakajima: This question is as follows: “How do you consider the profitability 
of a project when obtaining orders?”

Kaneko: Internally, we have meetings to decide upon order acceptance before 
making a proposal. In terms of internal controls, we make proposals after 
conducting a thorough internal review to ensure that the proposal can 
guarantee an appropriate gross profit margin, so that our profitability does 
not decrease due to low-margin, high-volume sales at the time of obtaining 
orders.

Regarding the support for DX business, we conduct reviews and make 
proposals from the perspective of whether the proposal can secure a gross 
profit margin of approximately 40% or more. On the other hand, even after 
presenting the unit price, we believe that it is important to see whether or not
we can produce an economic effect for the client that exceeds the investment, 
so we review the content of the proposal to confirm the economic effect.

Specifically, our reviews focus on points such as the following: Do the themes 
of the proposal clearly include whether or not the client’s top line will grow 
and the extent to which the gross profit margin can be improved? What kind 
of mechanisms will be used to realize these themes? Will the proposal be 
implemented in a way that enables the efficient use of the standard functions 
of our product Orizuru?

In the support for DX business, we check these things before making 
proposals. As a result, there are some cases in which we are unable to make a 
proposal that meets the client’s wishes, and we may incorporate a different 
perspective into our proposal. By considering the benefits for the client and 
the profitability for our company, we will create appropriate proposals to 
generate profits.



Q&A: Background behind the company’s mission of breaking away from the 
structure with many intermediary agencies

Nakajima: This question is as follows: “Please explain the background behind 
your mission to break away from the hierarchical structure with many 
intermediary agencies. Also, are there any other companies that operate with 
a similar philosophy to yours?”

Kaneko: Our company was founded in 2009 by seven people. Thus, we are a 
start-up IT venture. When we started our company, we obviously weren’t in a 
position to obtain work as a first-tier contractor, so we started out as a 
subcontractor. However, there were cases when we actually worked as a 
seventh- or eighth-tier contractor.

The SMEs around us were in the same situation, and we were operating our 
business while regarding the problem experienced by other companies as our 
own. There were many cases in which the ordering company worked on the 
project as a subcontractor for a large company. However, the unit price of the 
order was low in the case of a seventh-tier contractor, and that price could 
not be considered as fair value.

Of course, it is appropriate for the first- and second-tier contracting 
companies to charge somewhat high unit prices in consideration for their 
sales power to relation to an economic potential. However, while working on 
the front lines at the time of our founding, we realized that the excessively 
deep commercial channel was the result of structural issues. This was the 
start of our mission. We believe the problem is that SMEs don’t receive many 
sales opportunities when working on projects for major companies. 

If we were able to use our Ohgi network to transfer orders from large 
companies to SMEs, any SME would be able to engage in the work, at least in 
the position of a second- or third-tier contractor. This would be a major 
change in the IT industry. Our company’s Ohgi network has been developed 
based on such experiences during our founding period.

Of course, we believe that there are other companies in this industry that are 
working with similar awareness. However, we do not see any other companies 
that possess small to medium-sized IT company networks like us.

We believe that properly developing networks for small to medium-sized IT 
companies will contribute to the development of the IT industry. As such, our 
company has a strong responsibility. With a sense of responsibility to 
properly connect such IT companies to industry development, we will 
continue to strive to improve overall aspects such as the value provided to 
clients, the job satisfaction of employees at each vendor, and the 



compensation received by those employees. We believe that it is very 
important to execute this vision.

Q&A: Competitors for Orizuru and Ohgi, and TAM

Nakajima: This question is as follows: “Are there any competitors for Orizuru
and Ohgi? Also, what is the approximate TAM for each product?”

Kaneko: There are not so many direct competitors for Orizuru and Ohgi. 
However, there are cases where there is a slight competition; for example, 
with Hitachi’s Lumada in the manufacturing industry and with overseas 
packages in the field of MES for factories.

However, these products are quite different from each other in terms of 
functionality. In particular, we take advantage of our strengths in the 
knowledge of manufacturing in the Japanese manufacturing industry, and 
also apply our operational knowledge in the manufacturing industry and 
understanding of clients’ challenges in product development.

We believe that our company is unique in how we have developed our 
products with practical strength. For example, Orizuru’s fully automatic price 
estimation for custom-made products has reached the point where it is almost 
impossible to develop a similar product with standard functions without 
knowledge of manufacturing design and expertise in manufacturing.

In terms of Ohgi, as a subcontractor in the IT industry, we have grown by 
accumulating more experience than any other companies in scenes where 
human resources are needed. We believe that our strength lies in the 
development of systems from the user’s perspective. However, since we have 
not developed our functions while comparing them with products made by 
other companies, we cannot provide a clear answer regarding our competition.

Q&A: Aims and intentions of M&A with P. G. System and Denso

Nakajima: This question is related to M&A: “Please discuss the intentions 
behind the M&A with P. G. System and Denso.”

Kaneko: P. G. System is a small to medium-sized IT company located near 
Ube Airport in Yamaguchi Prefecture. We had been doing business in the 
Tokyo metropolitan area. However, in the past, it was difficult for us to 
obtain good projects, and we were often forced to work at the lower levels of a 
hierarchical system with many intermediary agencies in order to survive.



Obtaining projects is more difficult in regional areas. Even though the IT 
industry is booming in rural areas, there are not enough economic zones to 
secure new business partners. After having been in business for several years, 
regional small to medium-sized IT companies face a reality in which 
management is stable, but it is not possible to envision a bright future in 
which net sales increase by 1.5, 2, or 3 times.

Since our company’s founding, we have been aware of the existence of such 
economic disparities, and we have engaged in our business with the desire to 
eventually enter regional areas. Our company went public in 2021 and gained 
a significant share of the IT network in the Tokyo metropolitan area, so we 
thought we had finally reached a phase where we could start working with 
business partners in regional areas as well.

The reason we invited P. G. System to join our group is that we do not intend 
to limit our small to medium-sized IT company network to Tokyo and the 
surrounding metropolitan area. By having P. G. System work as part of our 
group, we hope to break away from the economic disparity of the industrial 
pyramid by working together to properly grow as engineers and receive high 
compensation even if they work in rural areas.

The acquisition of P. G. System is the first step in expanding our Ohgi
network to regional areas and building a future that will bring smiles to 
regional managers and employees. Similarly, the reason we had Denso join 
our company is because Denso resonated with our vision of building a future 
of growth and further growing small to medium-sized IT companies 
throughout Japan, based on their long experience as a subcontractor.

Moving forward, we would like to continue to invite companies to our group 
by presenting our values, so that we can foster relationships for carving out a 
future together. By having our group companies succeed in this way, we hope 
that we can realize a vision together in which even SME subcontractors in the 
IT industry can invigorate the industry.

In order to achieve our vision, we want to realize the proper improvement of 
the profitability of the companies which we invited to join our group in the 
business growth model, and coexist and prosper together. The recent M&As 
are an expression of such a message.

Q&A: Future impact of acquiring P. G. System

Nakajima: This question is as follows: “In conjunction with the acquisition of 
P. G. System, your company incurred 202 million yen in goodwill. Could you 
please discuss the future impact on operating profit after taking into account



goodwill amortization expenses?” I will answer this question.

We are currently discussing the amortization period for goodwill with the 
auditing firm. A decision will be finalized at the end of the third quarter. I 
cannot state the exact details. However, if the amortization period were to be 
10 years, I believe that the annual depreciation burden and P. G. System’s 
operating profit will offset each other and be zero. Therefore, we believe 
there will be almost no immediate impact.

As Kaneko explained earlier about the background of M&A, we will aim to 
increase the value and grow the business of not only P. G. System, but also of 
all companies which are acquired through M&A. Naturally, we expect a 
positive impact in the medium to long term.

Q&A: PMI status of P. G. System

Nakajima: This question is about M&A: “Could you please discuss the PMI 
status of P. G. System?” I will also answer this question myself.

Administrative PMI is progressing smoothly. This includes accurately 
ascertaining monthly financial results and aligning governance standards with 
those of listed companies like us.

As I mentioned earlier, what is essentially important is how we can create 
synergies with P. G. System and grow by increasing value.

Specifically, once a month, P. G. System’s management team and our 
company’s management team hold a management meeting to discuss matters 
such as management policies, sales strategies, and recruitment efforts. We are 
also making steady progress with such close support and backup.

Similarly, in order to create essential value, we plan to carry out PMI for 
Denso and other companies that we will acquire in the future.

Q&A: How to absorb the high cost of IT personnel

Nakajima: This question is as follows: “I believe that the situation in which 
the supply of IT personnel is insufficient to meet demand will continue to 
worsen. How will you absorb the higher costs?” 

Kaneko: Overall, we will absorb the higher costs by increasing the output per 
employee and the results produced. Meanwhile, we believe that even if we 
further raise each employee’s salary or increase outsourcing expenses, the fact 



that our profits increase is a sign of healthy growth.

For example, CCT alone has approximately 350 employees and is planning 
net sales of slightly less than 16 billion yen this year. This means that each 
employee generates earnings of more than 40 million yen per year. P. G. 
System and Denso have net sales per employee of less than 10 million yen. 
This is the difference between our company’s productivity and that of small 
to medium-sized IT companies.

SMEs at the bottom of the hierarchy have low economic value created by 
human resources, so we want to reliably increase that value. To achieve this 
goal, it is necessary to grow abilities at the same time.

Although it is true that there is a shortage of human resources to meet the 
strong demand for IT, we believe that it is important to create value as a 
company in the IT industry so that we can respond to the economic growth of 
Japan, which is one of the developed countries, even with a limited number of 
human resources.

We will continue to engage in our business so that each employee can grow to 
provide even higher value and absorb higher costs. We will increase the net 
sales per employee of Denso and P. G. System, which have recently joined 
our group, to 10 million yen, 20 million yen, 30 million yen, and 40 million 
yen, and further increase the annual salary of their employees. At the same 
time, we will realize a structure that is still profitable.
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