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Presentation 

 

Moderator: Thank you for your patience. Nareru Group Inc. will now hold a financial results meeting for Q1 
of the fiscal year ending October 31, 2026. Thank you all very much for taking time out of your busy schedule 
to join us. 

Today's presentation will be followed by a question-and-answer session. Please note that due to time 
constraints, we may not be able to answer all of your questions. We would appreciate your understanding. 
The briefing is scheduled to end at 2:00 PM. 

We would like to introduce our attendees today. This is Naoki Shibata, Representative Director. This is Director 
Noriaki Mitsui. 

Now, we would like to begin the presentation. President Shibata, please begin. 

Shibata: I am Shibata, Representative Director of Nareru Group. Thank you very much for taking time out of 
your busy schedule today to participate in Nareru Group's financial results briefing for Q1 of the fiscal year 
ending October 31, 2026. 

 

I would like to explain today's presentation in accordance with the table of contents shown here.  

There are three main points.  

The first is that sales progressed slightly weaker than planned due to the impact of supply-demand 
adjustments, while profit exceeded the plan.  

Second, continue to invest in recruitment and expand the foundation for medium- and long-term growth.  

Third, we have fully launched the implementation model for construction DX.  
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I would like to explain in detail. 

 

First, let me discuss the positioning of Q1 of the fiscal year ending October 31, 2026.  

This fiscal year marks the first year of implementation of our medium-term management plan, Change and 
Growth 2030. This Q1 is positioned as the Q1 in which we have moved into the implementation phase of the 
growth strategy set forth in our medium-term management plan. 

We have grown our business model to date, with a focus on construction staffing services. In the future, we 
intend to evolve into a business model with higher added value by combining the areas of construction DX, 
BPO, and craftsman placement while maintaining our foundation in construction staffing services. 

In the short term, investment will precede returns. However, we position this as a phase to build the 
foundation for future profit growth.  
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Next, I would like to discuss the management structure.  

Mr. Kobayashi, the Founder of the Company, will be responsible for medium- to long-term strategies and 
external relations as Chairman of the Board, and I, Shibata, will lead the management as the person in charge 
of execution.  

Under this structure, we will promote the medium-term management plan by balancing medium- to long-
term strategies and the speed of implementation. 
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Then, comes the market environment.  

The construction market continues to experience a firm demand environment, backed by a recovery in 
construction investment.  

Construction investment is expected to recover to around JPY80 trillion in FY2026.  

On the other hand, the construction industry faces structural challenges, such as a serious shortage of 
manpower and a delay in the introduction of DX tools. It is estimated that there is a shortage of up to 870,000 
skilled construction workers. It is also said that only about 10% of companies are promoting DX on a company-
wide basis.  

In other words, the market is simultaneously experiencing a shortage of human resources and delays in the 
introduction and operation of DX tools. We are in a position to provide solutions to this challenge in the form 
of human resources and DX. 
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Next is our position within the industry.  

Compared to companies providing engineer staffing services, we remain among the best in the industry in 
terms of both revenue growth and operating margin.  

Over the last three years, we have achieved a sales growth rate of 15.9% and an operating margin of 13.3%.  

This is because our recruiting and sales capabilities are the foundation of our growth. 
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Based on the market environment I have just described, as well as growth opportunities and our position in 
the industry, we have established four priority areas in our medium-term management plan.  

The first is to strengthen the competitiveness of the core construction solutions business, the second is to 
promote construction DX, the third is to expand the craftsman recruitment agency business, and the fourth is 
to improve productivity. 

We aim to create a structure in which SG&A expenses do not increase in proportion to the expansion of scale 
and a profit structure by promoting operational efficiency in parallel with top-line growth.  

In the future, we would like to integrate staffing services, the recruitment agency business, and construction 
DX, and then evolve into a construction-focused human resources platform company. 
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The medium-term management plan targets sales of JPY50 billion and an operating profit of JPY5 billion by 
2030, five years from now.  

To achieve this, we will strengthen our core businesses and expand the new businesses I mentioned earlier. 
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The two-year period from 2026 to 2027 is positioned as an investment phase.  

In the short term, there is a possibility of a temporary decline in the operating profit margin due to 
investments in recruitment and DX, but after 2028, we plan to move into a profit growth phase by improving 
unit prices, construction DX earnings, and BPO earnings and by creating new businesses. 
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The next page describes our evolution as the value-added solutions company that we aim for.  

Our business model has traditionally been labor-intensive. In the future, we will evolve into a value-added 
solutions company by combining construction DX human resources services with ongoing support and 
outsourcing functions. 

This means that we are aiming for a growth model that does not rely solely on expanding the number of 
employees but rather on increasing the added value of our engineers.  

In other words, we are not pursuing growth in terms of scale but rather a change in the way we compete by 
evolving our business structure itself to increase our competitiveness. 
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I will now explain one of the pillars of our growth strategy, construction DX.  

Although DX tools are beginning to be introduced in the construction industry, there is a challenge of not 
being able to use them in the field.  

Our goal is not to become a company providing construction DX products. Our goal is to be a human resources 
company that can implement DX in the field.  

This model supports the introduction, operation, and establishment of DX tools through engineers assigned 
to the site. 
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The revenue model will start with staffing services and expand to DX staffing services, talent and DX 
accompanying support, BPO, and others.  

In other words, the plan is to increase the quality of the profit structure by building up added value from 
staffing to DX and from DX to BPO. 
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On the other hand, although construction DX tools are beginning to be introduced at construction sites, in 
many cases they are not fully utilized on site.  

Therefore, we are building a model that combines construction management personnel, a construction DX 
team, and solution sales dedicated to DX, enabling us to undertake entire business processes.  
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Next, I would like to discuss shareholder returns.  

The Company's basic policy is to pay stable dividends, and the annual dividend forecast for the fiscal year 
ending October 31, 2026 is JPY115 per share.  

It is our policy not to reduce dividends during the period of the medium-term management plan. 
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I would now like to move on to an explanation of the Q1 consolidated results. 

First, these are the consolidated financial highlights for Q1.  

Sales revenue increased to JPY6,276 million, up 6.5% from the same period last year.  

On the other hand, operating profit was JPY724 million, down 19.6% from the same period last year. This was 
mainly due to investment in recruitment and the strengthening of the sales structure. This is positioned as an 
investment for future sales growth. 
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Next is the relationship with the full-year plan.  

In the core business of the construction solutions business, sales weakened slightly due to the current supply-
demand adjustment process.  

On the other hand, in light of the progress of the demand-supply adjustments, the optimization of the 
utilization ratio and the control of costs and SG&A expenses have been effective, and profit exceeded the 
current plan. 
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This page shows the consolidated financial results by quarter.  

Revenue generally maintained a growth trend.  

Operating profit fluctuated from quarter to quarter, depending on the timing of investments. 
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Then, by segment.  

The construction solutions business grew by 7.2% in revenue. The number of enrolled engineers also 
increased to 3,650.  

The IT solution business continued to create group synergies.  

The construction solutions business accounted for 90% and IT solutions accounted for 10% of the total. 
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On the next page, we will explain the reasons for the decrease in operating profit compared to the previous 
Q1 results.  

One of the main factors is the investment in recruitment I mentioned earlier, and the other is the 
strengthening of the sales structure. This is an investment for future sales growth. This is a strategic 
investment with a view to improving the unit price, strengthening the DX business, and expanding into the 
BPO business in the future.  

Therefore, this does not represent a structural decline in profitability. Rather, it reflects the establishment of 
a medium- to long-term foundation for revenue growth, and we expect the benefits of these investments to 
become apparent in the future.  
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This is a comparison with Q1 and the plan.  

The Company controlled costs and SG&A expenses while adjusting supply and demand with an eye to 
optimizing utilization rates.  

As a result, profit increased significantly compared with the plan. 
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Next, we would like you to look at the key KPIs.  

First, in the construction solutions business, the number of employees enrolled in Q1 was 3,650, while the 
number of active employees was 3,334, with a utilization ratio of 91.3%. We are working to control the 
operating conditions while adjusting supply and demand, and the situation has been improving as of now. 

In the IT solutions business, the number of enrolled employees was 426, while the number of active 
employees was 376, with a utilization ratio of 90%. 
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This is followed by the next KPI.  

Although this was affected by supply and demand adjustments, the construction solutions business hired 429 
employees and 428 employees left the Company in Q1, resulting in a turnover rate of 32.8%.  

In the IT solutions business, 21 employees were hired and 28 employees left, resulting in a turnover rate of 
22.2%. 

In our temporary staffing business model, our top priority is to improve high utilization and retention rates. 
We will explain our specific efforts in this regard later. 
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Next KPI. This page explains the changes in the unit price per contract.  

Both businesses were generally in the JPY510,000 to JPY520,000 range from FY2024 to Q1 of the current 
FY2026. 
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I would like to continue by explaining our priority measures to accelerate growth. This page is an area of focus 
for future enhancement. 

First, we intend to achieve business growth by steadily implementing the four areas listed in the growth 
strategy of the medium-term management plan, focusing on the measures described for each of them. 
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Next, I will explain our efforts to improve the utilization ratio.  

The utilization ratio has been on a downward trend since Q3 of the previous fiscal year.  

However, in Q1 of the current fiscal year, it began to gradually improve as a result of strengthened sales 
activities and measures, as well as supply and demand adjustments. 
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Next, this page explains the initiatives to improve the retention rate.  

We position improving the retention rate of engineers as an important management issue, along with 
stabilizing the utilization ratio.  

Currently, the turnover rate is temporarily at a slightly higher level, as we adjust supply and demand in line 
with the strengthening of our sales structure.  

Since our business model is based on the number of engineers in operation as the foundation for sales growth, 
we recognize improving the retention rate as a very important KPI that will support our growth over the 
medium to long term.  

For this reason, we are working to improve our retention rate by providing opportunities for our engineers to 
grow and by strengthening our on-site support system.  

By stabilizing the utilization ratio and improving the retention rate, we intend to sustainably expand the 
number of engineers and strengthen our earnings base. 
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I will then explain the measures to strengthen retention and engagement.  

We regard the retention of human resources as a prerequisite for profitable growth. We are in the process of 
improving the retention rate by increasing employee engagement through measures such as the introduction 
of the giftee benefit program and the revitalization of internal communities. 

For example, one specific initiative is the dissemination of management information from us. This could be 
done by having our senior management make a strong appearance and explain the Company's vision and the 
future career paths to the skilled employees. 

In addition, since January, we have been conducting in-house club activities, with nearly 400 people 
participating in these activities.  

We have begun to establish a company structure that provides opportunities for interaction regardless of the 
organization, technical department, sales department, or any other department. 
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I would like to continue by explaining our road map for the monetization of construction DX.  

Construction DX is currently still in the initial implementation phase for the industry as a whole. We believe 
that this is an area with significant room for growth in the future. 

We have already begun to assign construction DX personnel and provide implementation support. From now 
on, through on-site implementation, operation, and support, we will steadily promote commercialization and 
reinforcement of this area.  

Our goal is to expand DX and BPO related sales. By 2030, we aim for them to account for more than 20% of 
our consolidated sales target of JPY50 billion.  

Since this is a new area for us, it is very difficult to forecast at this point, so we have set conservative targets, 
but we intend to flexibly revise our strategy in accordance with future business development and changes in 
market conditions. 
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Next, I would like to explain the implementation model.  

Through our efforts with SkymatiX, with which we entered into a strategic business alliance last September, 
we would like to introduce specific developments in the construction DX area that we are pursuing. 

SkymatiX provides Kumiki, a spatial data integration platform used at more than 50,000 sites, and we support 
its implementation.  

We are building an implementation-oriented DX model that leverages our two strengths, our human 
resources base and customer base, to support the introduction of Kumiki, as well as its operation, adoption, 
and horizontal rollout. 

Specifically, we are promoting proposals for the introduction of Kumiki across Japan through a dedicated sales 
team that leverages the strong customer base we have built with construction companies. The number of 
cases with good prospects is steadily increasing. We will then dispatch construction DX personnel from our 
core subsidiary World Corporation to sites and provide integrated support from the implementation of DX 
tools through to their operation and establishment. 

By providing services in both sales and human resources in this way, we will implement and establish 
construction DX at construction sites beyond the traditional staffing model. We would like to do this by 
establishing this newly implemented construction DX model. 
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Next, I would like to explain our initiative with Arent, with which we recently announced a strategic business 
alliance.  

In the partnership with Arent, accompanying construction DX personnel from our core subsidiary World 
Corporation will provide on-site support for the implementation and adoption of PROCOLLA, the AI-based 
process management system provided by Arent. 

Specifically, in addition to conventional construction management personnel, accompanying construction DX 
personnel dedicated to onboarding will be dispatched to construction sites to provide consultations on DX 
utilization to improve productivity at construction sites. This will enable us to provide new value to our 
customers, and we hope to generate it. 

Furthermore, by feeding back the knowledge and insights gained at implementation sites to Arent's 
development team, we aim to build a cycle in which the product continues to evolve based on site feedback. 

In addition to this business alliance, we plan to steadily pursue the strategic expansion of our implementation-
oriented construction DX model, including other initiatives that are currently under consideration. 
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Next, as part of our construction DX initiative, we recently established an IT unit specializing in the 
construction field at our group company ATJC.  

We will support the DX promotion of construction companies by providing IT personnel, leveraging our 
construction customer base and business expertise.  

We would like to expand our services while improving sales efficiency, focusing on proposals to existing 
customers. 
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Finally, this is another important management and business strategy point. I would like to explain our initiative 
to strengthen our craftsman recruitment agency services. 

In our group, our group company National Construction Personnel Association (NCPA), which we used to call 
Zenken, holds a license for fee charging employment placement services for construction work, which is 
granted to only three organizations in Japan.  

This business mainly targets specialty construction companies, which are the largest volume zone in the 
pyramid structure of the construction industry. The number of craftsmen, or so-called skilled workers, is said 
to be close to 3.4 million nationwide, but the population is aging, with an average age of 47.8 years old. Here, 
too, the industry as a whole is facing a serious labor shortage in the field of craftsmanship. 

In addition, the number of member companies of NCPA has already exceeded 1,800 since its establishment 
and is now solidifying as a customer base. Naturally, the need for recruiting personnel from these member 
companies is very strong. We strongly believe that there is room for further growth in this market in terms of 
scale. 

In light of this environment, we launched a direct recruiting business specializing in the construction industry 
and a staffing business for specialized construction companies in November last year, in addition to our 
existing placement services. We are committed to developing new markets in order to meet the diverse hiring 
needs of our customers. 

Our long-term goal is to organically link the strengths we have built in these businesses, including our human 
resources base and customer base, and our ability to cover the entire pyramid of the construction industry, 
not as isolated points but as a broad network, and build a comprehensive human resources platform for the 
construction industry. 

That concludes my explanation for today. Thank you very much for your attention. 

Moderator: Thank you.  
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Question & Answer 

 

Moderator [M]: We will now move on to the question-and-answer session.  

As for the question-and-answer session, we received many questions in advance, so I will start by addressing 
some of the main ones. First question. 

Participant [Q]: Your company's growth strategy shows expansion into new business areas, such as the 
construction DX and craftmanship areas. Please tell us how these businesses will become profitable models 
in the future. In particular, I would like to ask your thoughts on how to increase the ratio of the recurring 
revenue model.  

This is the first question. Please answer. 

Shibata [A]: Thank you for your question. I think you are asking about the ratio of the recurring revenue model 
in the future and about the development and expectations for new business areas. 

To answer your question, as I explained earlier, we believe it is important for us to firmly expand our new 
business areas of construction DX, BPO, and craftsman fields over the medium to long term. 

By doing so, our goal is to become an extremely profitable, niche company in the construction industry. We 
believe that there is an aspect of staffing services, which is our core business, that sales expand in proportion 
to the number of enrolled engineers. In other words, we believe it is important to further develop and utilize 
our human resources base in these labor-intensive businesses, and that we are now entering an important 
phase in which we expand higher value-added services in these areas. 

Specifically, in areas such as construction DX and BPO, rather than simply providing more human resources, 
we plan to expand into services that support our clients' business processes in an integrated manner. By doing 
so, we believe we can build a higher value-added profit model and set targets that allow higher service value 
to be properly reflected in labor unit prices. This is only a goal that will form the foundation for future earnings.  

However, as I mentioned at the end of the previous section, we launched direct recruiting and craftsman 
scouting services for craftsmen in November last year. This kind of thing can be one of the recurring revenue 
models. 

Another key element will be a platform for craftsmen. These include JobKenWork, our owned media, and 
JobMatch. We believe it is important to integrate these systems that we have with the outsourced contracting 
market. 

Another example would be the revenue from commissions generated from collaborations with construction 
DX companies and SaaS revenue. We would like to gradually expand these recurring revenue models so that 
we can steadily accumulate this recurring revenue. We believe that increasing in recurring revenue will not 
only expand existing sales, but also improve the efficiency of SG&A expenses and profitability from the 
perspective of aiming for an ROE of 20%. 

Therefore, we intend to build a growth model that evolves not in terms of business scale, but in terms of the 
structure itself by combining construction DX and craftsmanship while firmly strengthening and building on 
our strengths in staffing services, as I have said many times.  

That is all. 
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Moderator [M]: Thank you very much. Next question. 

Participant [Q]: Can you provide more details about the DX-supported value-added model for the 
construction industry? I read last week's release and have a better understanding of what your company is 
aiming for with construction DX, one of the growth strategies in your mid-term management plan. On the 
other hand, what makes your company different from the traditional labor-intensive model and what gives 
your company an advantage?  

This is a question. Please answer. 

Shibata [A]: Thank you for your question.  

The model of construction DX that we are aiming for, as I mentioned earlier and I repeat myself, is never to 
be what we call a construction DX product development company. We believe a key feature is that we start 
with a human resources service model that deploys construction DX at worksites through personnel and helps 
it take root in operations. 

In the construction industry, the introduction of various DX tools has been progressing, but we often hear 
from our clients that they are not being fully utilized in the field. We feel that there is a huge gap between the 
implementation of tools and actual business operations. 

In addition, through the dispatch of construction supervisory engineers and the introduction of craftsmen, as 
I explained earlier, we provide services from upstream to downstream, serving general contractors and 
subcontractors, and, if necessary, local general contractors and specialized construction companies. More 
specifically, there are heads of construction projects, experienced craftsmen, and then self-employed 
craftsmen.  

We believe that our strength lies in the fact that we have the ability to hold down the entire pyramid structure, 
and that we will be able to take advantage of this by providing people who understand the work processes at 
construction sites. 

As for support for the introduction of DX tools, we would like you to think of the accompanying construction 
DX personnel we mentioned earlier as an implementation-based DX model that supports subsequent 
operations and improvements in business processes. We are working to properly expand this DX model.  

We would like to change the way we compete by expanding into higher value-added service areas, such as 
BPO services and DX support services, in addition to the conventional staffing model.  

That is all. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: To the extent possible, please tell us what kind of business type and size of company you are 
considering as a candidate for M&A. Would this complement human resources within the same construction 
industry? Or would you consider companies from different industries? Also, do your mid-term goals include 
M&A figures?  

This is a question. Please answer. 

Mitsui [A]: Thank you very much. I will answer this question.  

Basically, our basic approach and policy on M&A is to focus on the construction industry and also to consider 
areas where we can expect synergies with our existing businesses. In our core business of construction staffing, 
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we do not necessarily deny the possibility of expanding the scale of our operations through organic growth, 
and we will consider M&A as an option to strengthen our human resources base, depending on the nature of 
the project. 

On the other hand, rather than pursuing M&A simply aimed at expanding the scale of our staffing business, 
we will prioritize projects that expand our service areas, such as construction DX, BPO, and specialized 
craftsman fields, and that lead to higher value added. 

As for the scale, it will depend on individual projects, but we will work on the scale of the project in stages, 
taking into consideration our financial scale and ease of integration. 

Finally, as for the numerical targets of the medium-term management plan, at this point we have set the 
figures based on organic growth, so the addition of M&A is not a prerequisite for the numerical targets. 
Therefore, if there are good projects in the future and we are able to bring them into our group, I think this 
will be seen as an upside factor. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: While your target for the operating margin in FY2030 is about 10%, the same level as today, 
you have set a target for an ROE of more than 20%. As you will likely continue to reduce interest bearing debt, 
in order to achieve this goal while covering the decline in profit due to prior investments, I think it is necessary 
to slim down equity capital to a certain extent. 

Is it correct to say that you are looking to buy back shares and increase dividends in order to optimize the 
capital structure, even if the timing is not clear? I would like to ask you again about your priorities for capital 
allocation.  

This is a question. Please answer. 

Mitsui [A]:: Thank you. I will answer your question.  

First, we expect the operating margin to grow over the medium term while maintaining the current level of 
10%. As mentioned earlier in our medium-term management plan, our medium-term goals are to expand our 
business scale to JPY50 billion in revenue and JPY5 billion in operating profit by 2030. As for ROE, we have set 
a target of an ROE of 20%, or more as a message that we will manage the Company with an awareness of 
improving capital efficiency in addition to business growth. 

I believe that there is more than enough room to improve capital efficiency, including future profit growth, 
dividends, and capital policies such as share buybacks. Therefore, the ROE of 20% is not simply a figure 
calculated by accumulating operating profit to reach our target of JPY5 billion in operating profit under the 
medium-term management plan for 2030, which we have mentioned earlier, but a level that we should aim 
for as a result of combining business growth and capital policies. 

Furthermore, as for the priority of cash allocation, I believe that the first priority is to make solid investments 
for growth, as we have made clear in our growth strategy in this medium-term management plan. In addition, 
we will consider M&A as an opportunity for growth, and we will continue to pursue such opportunities while 
maintaining a sound financial position. We will consider share repurchases and dividend increases in a flexible 
manner, taking into account the balance between business growth and shareholder returns. 

Lastly, I would like to add that regarding dividends, since expenses may precede large growth investments, 
particularly in the first half of the medium-term management plan through 2030, we have set a lower limit 
for the five-year period.  



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
36 

 

We would like to consider investing further in growth, as I have just mentioned, while maintaining financial 
soundness and providing an additional return to shareholders.  

That is all. 

Moderator [M]: Thank you very much. Next question. 

Participant [Q]: What is the background behind the significant increase in the turnover rate in Q1 and what 
measures are being taken to improve it? Also, how do you think this level compares to other companies in 
the industry?  

This is a question. Thank you. 

Shibata [A]: Thank you for your question.  

The turnover rate is considered to have temporarily increased in Q1. We recognize that this was mainly due 
to the impact of the supply-demand adjustment process as a result of the strengthening of the sales structure. 
In our staffing business, utilization and turnover rates are very important KPIs. We believe it is important to 
improve the balance between the two in order to achieve stable operation of engineers. 

Based on our analysis of the structure of employee turnover, a certain percentage of resignations occur in the 
early stages after joining the Company. Since many employees start their careers in construction management 
without prior experience, often coming from liberal arts backgrounds or different industries, some cases arise 
where, after actually starting work, a gap with on-site duties or concerns about whether they can continue 
this career become major factors behind resignations. 

On the other hand, the retention rate tends to improve for engineers who have gained a certain level of 
experience, so we believe that the most important thing is to strengthen the support system in the initial 
stages.  

To address this, we are working to provide growth opportunities, such as support for obtaining qualifications, 
and to strengthen and establish a system of on-site support through a mentor program within the Company. 
The other very simple and most important thing we are doing is to reduce mismatches in assignments. I 
believe that the only way to improve the retention rate is to steadily continue these measures. 

As mentioned in your question, the level of the turnover rate is also greatly affected by the ratio of 
experienced and inexperienced employees in the workforce. However, since our founding, our business 
model has been characterized by actively hiring inexperienced personnel from an early stage. This is not 
meant as an excuse, but there are situations where it is difficult to make a simple comparison with the industry 
average. Therefore, we believe the only way forward is to steadily work together as a company to continue 
improving this, and we will make every effort to reduce the rate.  

That is all. 

Moderator [M]: Then, I would like to continue and take questions from the venue audience. Please ask your 
question. 

Participant [Q]: Thank you for your detailed explanation.  

I had thought the Company would continue under President Kobayashi, but the baton was passed to President 
Shibata. I was listening and thinking about the chairman and president structure, "Oh, I see, so that is how it 
is now." 
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I have one question. It is said that the construction industry, including these general contractors, is 
understaffed, but the number of people is increasing. While thinking that other industries have already started 
being understaffed, I have been listening to the discussion about the construction industry.  

In light of the changes in your company's management structure as well, I would like to ask whether your 
assumptions about the overall business environment scenario have changed. I assume the labor force will 
decrease at some point, but I would like to ask whether your assumptions about when the industry will begin 
to decline have changed, and whether there have been any changes in your view of the industry, including 
the decision to move forward under the two-person leadership structure. 

I have the impression that this industry ultimately operates through collaboration with subcontractors and 
partner companies. In that sense, DX, in your case, may involve connecting craftsmen and similar initiatives, 
but with the emergence of AI and other technologies, has the role or positioning of DX begun to differ from 
what you had previously envisioned, or to be used in somewhat different ways?  

So, in that sense, has the area your company is targeting changed? Or is it rather that the areas you have been 
targeting remain unchanged and that you will continue to deepen those efforts, and that the two-person 
leadership will move forward under that approach? 

I would like to ask about the current assumptions about the changes in the environment and whether there 
have been any changes in this scenario or not.  

Thank you for taking my questions. 

Shibata [A]: Thank you for your question.  

I have been with Mr. Kobayashi, the former president, for almost 15 years since I joined World Corporation in 
2011. We have worked together to support the growth of the Company and have shared a lot of time together.  

When we talk about our commitment to the Company, what we would like to achieve in the future, and the 
structural challenges in the industry, we have been discussing how we should overcome them while sharing 
time together on a daily basis. 

When the Company was still small, we naturally faced resource constraints, and there was a period when the 
growth of our people could not keep pace with the growth of the Company, we did not have enough personnel, 
and we were not able to allocate sufficient investment.  

However, around 2013, when the hiring of inexperienced personnel began to gain traction, we were able to 
achieve a stock listing, and since then, talented members have joined the Company, and the personnel we 
hired as our core have also grown. As a result, our internal organization has become much stronger.  

On the other hand, if I may also share my own view when looking at the external environment, as was pointed 
earlier, although the industry faces a labor shortage, people are still entering it, and I believe the number of 
supervisors is probably increasing.  

However, there are still not enough craftsmen who actually do the work on site, so even if companies want 
to take on projects, they are unable to do so. The structure used to be that the client was strong, then the 
general contractor, then the subcontractor, and then the craftsman was the weakest, but perhaps the 
situation is now reversed. 
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Since there are not enough people who actually do the work, orders cannot be placed, and if general 
contractors accept projects without having enough workers, it naturally leads to delays in the construction 
schedule and makes projects more likely to result in losses.  

As for us, the shortage of craftsmen in the industry, which has developed over the past 20 years to 30 years, 
is not something that our company alone can fully address. However, in terms of contributing to society and 
to the construction industry, we aim to place as many skilled craftsmen as possible as new participants in the 
workforce. 

On the other hand, since the population is decreasing, it may be easier to introduce DX or AI for jobs such as 
site supervision and construction management than for craftsmen, but I think that craftsmen are professionals 
that take 5 years to 10 years to become full-fledged or even half-fledged. We would like to firmly expand this 
area. 

In that sense, focusing only on the construction staffing business may limit how much further we can grow. 
While we believe it is still possible to organically reach a workforce of 5,000 people or 6,000 people, 
recruitment costs have been rising year by year, and labor costs have also had to increase. In that case, in 
terms of passing on costs through pricing, how much of those increases can be reflected in dispatch fees is 
likely becoming a common challenge not only for our company, but also for our competitors in the same 
industry. 

In that sense, what is important to change the quality and structure of the industry, rather than to compete 
on the basis of numbers, is to accurately understand the current wave in the industry and to ride the wave 
firmly. In that sense, DX is very consistent with the goal of improving productivity at the national level. 

On the other hand, there is still a shortage of craftsmen. If we can firmly cover the entire pyramid structure 
from general contractors and site supervisors down to craftsmen, it would be interesting to build a structure 
that enables job matching and personnel matching across that structure. I was also talking with Kobayashi 
about how it would be great if the employees of our company could have dreams and goals for the Company's 
growth with a sense of excitement. 

I was also thinking that it would be good if I could take on the responsibility that Kobayashi left for me, and if 
I could make a solid contribution to the industry.  

I apologize for not being very coherent, but I hope you will take that as my answer. That is all. 

Moderator [M]: Does anyone have further questions?  

Since it appears that all questions have been answered, we will now conclude the question-and-answer 
session. 

President Shibata will give his closing remarks. President Shibata, please. 

Shibata [M]: Thank you very much for taking time out of your busy schedule to be here today and for your 
attention for an hour, including the participants via online. 

Last December, we formulated a medium-term management plan, and now that we have a new management 
structure, we are starting the first phase of our new growth now. 

Naturally, this is a new area, and there are still many things that need to be done in order to meet the 
challenge.  
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We appreciate your continued support, as we aim to grow into a company with momentum and a strong 
sense of unity among our employees while maintaining a venture spirit even as a listed company. 

Thank you very much for joining us today. We would appreciate your continued support. 

Moderator [M]: Thank you very much. 

[END] 

______________ 
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