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Unite and Grow Inc. offers a time-sharing service of corporate IT engineers under 
the product name “SHARED SHAIN”(Shared IT Professionals).

The main features are as follows:

◼ Targeting medium and small enterprises in the Tokyo metropolitan area (growing companies with 
50 to 1,000 employees).

◼ The service is provided only by our internal full-time employees with long-term employment 
(without using partner companies).

◼ We do not sell hardware or software (completely neutral to IT vendors)

◼ Standardizing services and prices through our unique “membership-based quasi-delegation 
contract”.

◼ By not setting up sales or staffing departments and involving all employees in indirect operations, 
including recruitment and training, we increase organizational strength and nurture proactive 
individuals.

Through these initiatives, we have achieved differentiation that can be said to be the only one in the 
industry, and by aggregating knowledge and experience, we are increasing profitability.



1. Business Overview
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Company Profile
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Core Technology Basic Information

◼ Our Company was founded in February 2005 with the aim to "energize small and medium-sized companies from the inside to contribute to society“.

◼ We cultivate our proprietary know-how in "shared engineering," an open and secure way to share manpower and intellectual resources.

◼ We have accumulated a wealth of corporate IT knowledge and use it to develop our operations support business specializing in the corporate IT 

department.

With limited manpower and intellectual resources,
unique technologies that are shared openly and safely.

Net Sales by Segment

Shared Engineering Company 

name
Unite and Grow Inc.

Incorporation February 2005

Representative
Kiichiro Suda

President & CEO

Business Corporate IT Shared Services

(Corporate Engineer timeshare “Shared IT Professionals”)

*Shared Corporate IT Services*1

*Shared Corporate IT Development

Number of 

Employees
289 *2 (as of December 2024)

※2 The number of employees stated here is the total number of persons engaged in the business, 
including Our Company officers and employees and outsourcees.

※1 Following the merger by absorption of our subsidiary on June 1, 2024, the Company's reportable segments for 

FY2024 consist of two segments: 'Shared Corporate IT Services' and 'Shared Corporate IT Development'. The 

continuing operations of the merged subsidiary have been integrated into Corporate IT Solutions.

Sales

JPY 2,967 
million

(FY2024)

Shard Corporate IT Development

5.5%

Shared Corporate IT Services

94.5%



Our Business Model is “People and Knowledge Sharing"
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◼ Increase added value by circulating the latest knowledge and know-how through the provision of services to target clients.

◼ Shared IT professionals covering our core services have adopted a point-system billing model for member firms that focuses on the use of services in hour 

units.

Small and Medium-
sized Enterprises

Corporate
IT

Timeshare Services

Point-based billing

Human 

resources
Knowledge

Shared Corporate IT Services / Shard Corporate IT Development

Shared Engineering

Earnings

Shared IT Professionals
(Corporate Engineers)

Kikzo
Closed Knowledge



Shared Corporate IT Services
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◼ Provision of membership-based sharing services specializing in business support for corporate IT departments of small and medium-sized enterprises.

◼ By sharing the time and knowledge of shared IT professionals with different skills among corporate members, we aim to realize a “shared corporate IT 

department for all member firms”.

◼ Differentiate from general IT vendors who focus on contract development or product supply by providing comprehensive support services specialized in 

corporate IT.

Examples of Corporate IT Shared Services

 Information system planning

 Business process reconstruction

 External partner selection

 Cloud service introduction

 Individual system replacement

 Incident management and response

 Support for in-house development

 Experience-sharing study group

 Training by employees or external lecturers

 Team building training, conference facilitation, 

Our Company’s training held outside of the company

System Utilization
Consulting

System Operation 
Agent

System Personnel
Support for 

Development and 
Exchange

 System investment plan

 Consolidation and abolition of core               
systems

 Acquisition of ISMS certification

 Appropriate management of IT 
assets

 Network/server construction and 
operation

 Document creation

Shared IT Professionals

Kikzo

Q & A service

Company A

Company B

Company C

Company D

Company E

Company F

1 2 3

4 5 6

7 8 9



IT Consulting for Small and Medium-Sized Enterprises
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■ Our Company's business is sometimes compared to technical staffing services and SES services, but the similarities are minimal. Similar models can be 

found at IT consulting companies for large companies. Our Company has established a mechanism to optimize almost the same services for small and 

medium-sized growing companies.

■ While services for small and medium-sized companies are in high demand, monetization is difficult, which is why similar specialized services do not exist 

at present.

Our Company IT consulting firms
Technical staffing services
SES service companies

System integrators
(SI companies)

Target client
Small to medium-sized growing 

companies
Large and semi-large companies IT development sites Large to mid-sized companies

Contract type Semi-delegation agreement
Dispatch agreement

Semi-delegation agreement
Entrustment agreement

Semi-delegation agreement

Operation granularity Hourly Monthly Project unit

Position System client position Contractor position

Control role Site manager/ Consultant Sales

Emphasis on 
education

General IT/ Organization/ Management Technology and skills improvement

Reasons for success Communication Skill matching Deliverables

Our Distinctive Features



■ The IT needs of small and medium enterprises are very diverse and unique.

■ Our Company meets the IT needs of small and medium enterprises by establishing optimum systems and providing tailor-made services to all clients 

without packaging the contents of services.

9

Our Services

Organizational Consulting Companies Technology Centure Companies IT Growth Companies

Number of 
employees Approximately 250 Approximately 70 Approximately 340

Monthly usage fee 450,000 yen/month 700,000 yen/month 2.3 million yen/month

Number of Shared 
IT Professionals

1 ~ 2 2 ~ 3 4 ~ 5

Issues and 
objectives

• We need someone with strong information systems 
ability for a short time.

• We only have one person in charge of our information 
system, so there is a high risk (always busy dealing 
with daily incidents).

• We need to strengthen our Systems Division
• We need a professional who can turn our own 

employees into SoE IT professionals

Main effects

• Assist in the operation of the service desk

• Ask Kikzo (all UG employees) about multiple systems 
under consideration and select products in a short period 
of time

• Reduce time lost due to system failures through 
system maintenance and incident visualization

• Improve operational efficiency by consolidating old 
systems that are no longer in use

• Build a secure IT infrastructure by regularly replacing 
equipment and rebuilding backup systems

• The Own +UG employees hybrid system keeps the IT 
division in line with rapidly changing growth 
companies

• Reorganize complex subsystems and business flows 
into simple systems

• UG is in charge of SoR (System of Record) IT from 
design to operation
Own employees can focus on SoE (System of 
Engagement) IT
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Advance Payment for Stable Transactions & Point System to Carry Over 
Residual Services

Regularization of Volume Discount

M8 M30 M50 M75 M95 M120 M150 M190 M230 Added per M10

Amount
(ten thousand yen)

8 30 50 75 95 120 150 190 230 10

Points issued (pt) 90 348 590 900 1,148 1,453 1,820 2,312 2,810 125

Point unit price (JPY) 889 862 847 833 828 826 824 822 819 800

Volume discount

⚫Points are purchased in advance and consumed as services are used. Points must be consumed within the current month in principle, but are valid for five years from the month of 
issue (refunds allowed).

⚫10% of monthly usage points are accrued as management points. 50 points per month are added separately for regular members.

Example of skill level and job description

※ Job description and skill level in the corporate IT department (example)
L1 L2 L3 L4 L5 L6

Member level
PC kitting, migration, document update, user support,
account management, primary fault response, system operations, asset management

○ ○

Leader level
IT environment planning, design, construction, network investigation & improvement 
plan, equipment selection, change of office layout, improvement of system operation

○ ○

Manager level
Design and construction of servers for files, mail, DNS, groupware, and WEB;
troubleshooting, backup systems

○ ○

General Manager level
Establishment of information security and management system, access analysis, anti-
virus measures,
and other security solutions

○ ○

General Manager level System planning, RFP preparation, vendor selection, project promotion ○ ○ ○

Executive (CIO) level
Business analysis, visualization and vendor negotiation for the System Division; acting 
representative for the System Division, development of IT strategy, management of 
office relocation

○ ○ ○

Service
usage points
(Usage Fee)

Flex 8

Flex 40

Flex 80

Flex 140

Spot

× =
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Company History and Performance
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◼ Since our establishment in 2005, we have continuously developed services that meet the needs of small and medium-sized enterprises (50 to 1,000 

employees growing companies).

◼ We achieved profitability in 2010 after the Lehman Shock and have established the current form of service.

395 million yen

persons

August
Office 
relocation

December
Office 
expansion

Shift to a growth market by 
reclassifying the market

AprilStarted Shared IT Professionals 
service

August

Establishment

Early days of business Business establishment Business expansion period

Osaka office 
openedJuly

※Closed in July 2018

Singapore Branch
Opening

July

※Closed in August 2016

Membership Q & A service
Kikzo opens

June

fj Consulting

become a wholly-
owned subsidiary

November
December Listed on TSE Mothers MarketCommunity Website

"Sisuzo" (currently Syszo) opened
March

※1) Consolidated Financial Results for FY2017 to Q1 FY2024
※2) The number of employees stated here is the total number of persons engaged in the business, including Our Company‘s officers and employees and outsourcees.

※2

became 

profitable

June
fj Consulting was
merged

※1
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Cost Structure

■ Human resource-related expenses (personnel expenses, recruitment expenses, training expenses, etc.) accounted for approximately 74% of 
major costs as of December 2024.

■ While continuing to invest in human resources, over the long term, we aim to achieve an operating profit ratio of 20% or more by expanding 
the scale of our business.

Sales Human Resources Miscellaneous Operating Profit

（as of December 2024）

100.0% (74.4%)

(12.3%)

13.3%

Shared Corporate IT Services 94.5% 58.5% 3.9%

Shared Corporate IT 
Development

4.5% 3.1% 0.2%

Head office - 12.7% 8.2%

※ Reporting segments will be consolidated into a single segment from FY2025 onward due to a review of the reporting segment structure.

By Segment *



2. Market Environment
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Our Business Environment

31.1% 33%
40.8%

35.2%

49.6%

62.1%

54.3%
56%

47.4%

38.3%

33.9%

23.6%

0%

20%

40%

60%

80%

100%

FY 2018
(n=967)

FY 2019
(n=821)

FY 2020
(n=878)

FY 2021
(n=1046)

FY 2022
(n=375)

FY 2023
(n=745)

Excess and shortage of IT human resources at user companies

83.5%

73.5%

88.2%89.0%
85.6%

Substantial 
shortage

Slight 
shortage

No shortage or 
excess

Source: IPA "DX Trends 2024"/before 2021, IPA "DX White Paper"/before 2019, IT Human Resources White Paper

Don't know

■ Although companies have begun to make progress in digitization and digital transformation, an overall sense of shortage continued to exceed 80%.

85.7%



Growth Potential in Target Markets
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■ Our Company’s target market covers 98,000 companies with 50 to 1,000 employees, of which 20,000 are located in Tokyo.

■ We aim to achieve long-term growth while balancing sales growth, profit growth, and enhanced know-how by focusing on "growing companies."

Source: 2021 Economic Census, Ministry of Internal Affairs and Communications

Employee numbers Number of companies
(Number of companies in Tokyo)

Number of clients
Actual active members FY2024

(Number of clients in Tokyo)

Our Company sales ratio
FY 2024

Less than 10 1,335,000 companies 3 companies (2 companies) 0 %

10 to 50 340,000 companies 42 companies (42 companies) 14 %

50 to 300 87,000 companies
(17000 

companies) 159 companies (143 companies) 68 %

300 to 1,000 11,000 companies (3000 companies) 30 companies (27 companies) 17 %

1,000 to 2,000 2,000 companies 5 companies (4 companies) 2 %

2,000 to 5,000 1,000 companies 2 companies (2 companies) 0 %

5,000 or more 500 companies 3 companies (1 company) 0 %

Total 1,777,000 companies
(280,000 

companies) 244 companies (221 companies) 100 %

Our Target



Our Growth Model for Developing the Blue Ocean Market

■ The shared corporate IT services market for small and medium-sized growth companies is a blue ocean market with limited competition.

■ Our goal is to become the leading provider of shared corporate IT services by expanding the number of skilled Shared IT Professionals and growing our 

membership of growing companies nationwide.

*1) A term coined by our company.
*2) TAM is an abbreviation of Total Addressable Market.
*3) Estimated as of February 14, 2025.

Calculated based on the number of clients covered by Our Company service 2021 Economic Census conducted by the Ministry of Internal Affairs and Communications) x 
Sharing index x sales per Shared IT Professionals.   (98,000 companies x (3.52 people divided by 3.35 companies) x 12.2 million yen ≒1.2 trillion yen.)

Developing the Blue Ocean Market

Number of
Shared IT 

Professionals

Flat organization

Rewards /
Transfer of Authority

Corporate IT expertise

Training

Corporate Engineer Candidates

Recruitment on 
behalf of member 

companies

Number of 
sharing 

companies

Expansion Expansion

ExpansionExpansion

Expansion Expansion

ExpansionExpansion

Expansion of use

Expansion of suppliers

Fierce competition for 
employment

IT Services Market

Highly competitiveLess competitive

IT Engineer

Fierce competition for 
employment

Unable to determine the best 
recruitment policy

Human 

resources

Productivity 
improvement

Strengths in Recruitment 
and Training

SIer

SES

Web

TAM* 2 Approximately 

1.2 trillion yen* 3

Shared Corporate IT Services Market 
for SMEs ※1

Finding the best 
human resources

16



3. Sources of Competitiveness
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Main Features and Strengths
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01 Optimization for Clients 

02 Efficient and Leveraged Revenue Model 

03
High Employee Motivation Through Delegation 
and Focus on Site

04 Shared Engineering as Entry Barrier



Optimization for Clients (1/4) : Services and Skills Definition
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■ Our Company has established a service model with a strong focus on small to medium-sized growing companies.

■ By reviewing the skill level of our shared employees on a semiannual basis, we strive to provide the same quality at the same price and build a long-term 

relationship of trust with our clients.

Service Optimization

Professional 
Personnel

Vendor
Neutral

Sharing 
knowledge 
and people

Onsite

Service Features

Clients’ Benefits

Reduction of recruitment and training 
costs

Reduction of employment and 
retirement risk

Variable expenses

Optimized IT staffing

Indirect use of other companies' 
know-how

Skill Optimization

20 levels of shared IT Professional’s skills

Soft 
skills

⚫ Add value to the corporate IT department by 

quantifying essential business skills that can be utilized 

across industries and job types

5 
items

Hard 
skills

⚫ Quantify the skills and experience needed by 

the corporate IT departments of small and 

medium-sized enterprises

23 items



Optimization for Clients (2/4) : Skill Level Components Details
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Hard Skills: 23 items

Soft Skills: 5 items

Client Insight
skills

Problem-solving
skills

Communication 
skills

Self-management
skills

Collaboration 
skills

IT Strategy and Planning Control and Security OA Infrastructure

IT strategy App security technology Platform technology TEL technology

New business development Infrastructure security technology DB technology Cloud technology

Business system planning security operation design NW Technology Facility Management

Strategic System Planning IT Control Storage SAN Technology

OA system planning

Infrastructure planning

Management Programming Tests IT Service Desk Other Skills

Project Management Programming System operation Other skills

Test planner User support / Client support



Optimization for Clients (3/4) : Start with a Small-Scale Engagement in business

21

■ Our Company's timeshare service meets the clients’ needs with mobility and flexibility, making a ‘small start’ possible.

■ Our service model fosters client confidence and makes it easy to expand the scale of transactions.

July to October 2024
(Approximately 4 months)

November 2024 to January 2025
(Approximately 3 months)

From February 2025

Monthly usage fee 500,000 yen/month 1.9 million yen/month 3 million yen/month

Structure 2 persons 4 persons 6 persons

Work 
Contents

• Planning IT strategy based on the Medium-Term 
Management Plan

• Making proposals to the management

• Management of Information Systems Division
• IT infrastructure renewal project

• Strengthening information security
• Operation of IT infrastructure

• Consideration of replacement of core systems
• Organization of business flow

• Helpdesk
• IT Asset Management
• Documentation

Remarks
• The Company received the order in recognition of the 

recruitment difficulty in the corporate IT department 
and the ability to respond flexibly to operation.

• Earn the trust of the head of corporate IT and be 
asked to propose a company-wide IT strategy

• Promote operations based on the established IT 
strategy

• Share entire operations with clients on Our Company
• Exchange information on a regular basis with each 

level of client organization

L2-B 30h/month

L3-A 16h/month

L6-C 20h/month

L3-A 16h/month

L2-B 20h/month

L1-D 120h/month

L6-C 4h/month

L3-A 16h/month

L4-B 48h/month

L2-B 20h/month

L1-D 120h/month

L3-B 80h/month



Optimization for Clients (4/4) : High continuity and inbound orders
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■ Established a stable client base with an annual client continuity ratio of around 80%.

■ Our client acquisition channel is mainly inbound (word-of-mouth, referral, and online search) and requires very low client acquisition costs.

Annual client continuity ratio* Client acquisition channels

0%

20%

40%

60%

80%

100%

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

※ Annual client continuity ratio is the percentage of clients with continuous transactions after 13 months 
from the start of transactions. (Figures are based on the year end)

Stable client continuity ratio of around 80%

Word of 

mouth

44.6%
Attracting clients 

via the web

44.6%

Word of 

mouth

34% Attracting 

customers 

via the 

web

Top sales

Phone 

Appointment

s

[2008]

[2024]

Inbound is greatly 
expanded



Efficient and Leveraged Revenue Model (1/3)

23

■ The revenue model of Our business has a leverage factor as we offer a unique service model (timeshare).

■ The revenue per shared IT professional is based on a structure including the number of companies an IT professional works for, the number of IT 

professionals working for one company, and the skill level of the individual, where leverage is generated as each of these increase.

※ The leverage factor is as of the end of FY2024.

Revenue

××Number of companies per Shared IT Professional Number of Shared IT Professional per client Individual skill level

Individual unit price increases as experience and trust 

increases.

One Shared IT Professional is in charge of multiple 

clients.
Fluctuating number of Shared IT Professionals involved, 

driven by agile and flexible responses to client needs.

Per client

3.52 persons

L1

E〜A

L2

C〜A

L3

C〜A

L4

C〜A

L5

C〜A

L6

C〜A

0.7%

40.0% 31.8%

11.8% 3.6%

12.1%

Per person

3.35 clients

Leverage Elements× =Number of Shared IT Professionals

1 2 3



Efficient and Leveraged Revenue Model (2/3)
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◼ The Cost of Service/Hour, which is a shared IT professional's selling price, varies based on the hours served and skill level of the professional.

◼ The more we focus on providing high value work to our clients and demonstrate high skills in a short period of time, the better Our Company's bottom line 

will be.

Low ← Skill Level → High

L1

E|D|C|B|A

L2

C|B|A

L3

C|B|A

L4

C|B|A

L5

C|B|A

L6

C|B|A

Shor
t 

time

↑

Hours

per

month

↓

Long 

time

Less than 8H
Hourly Rate

× 3

Hourly Rate

× 16

9〜39H

40〜79H

80〜139H

140〜160H
Hourly Rate

× 11
Hourly Rate

1



Efficient and Leveraged Revenue Model (3/3)
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■ We established a service provision policy focus on an area within 50 minutes from Our Head Office (in Ochanomizu). In others words, we provide services 

focusing on efficiency (We are flexible in handling clients' regional offices, etc.)

Efficient Business Development

244 active member companies 

within a 50-minute door-to-door radius.

(FY2024)

54 
companies

21 companies

49 companies

19 companies

4 companies 3 companies

16 companies

27 companies

2 companies

6 companies

2 companies

5 companies

5 companies

2 companies



High Employee Motivation Through Delegation and Focus on Site
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■ We have established of a virtuous cycle by building an organization that values the independent judgment of employees.

■ Measures to improve employee motivation, including performance-based compensation, have a positive impact on Our Company's business performance.

Efforts by shared IT professionals

Increase in contract unit 
price

Increase in number of 
clients per person

Operational efficiency

Increase in profitability Increase in profitability Increase in profitability

Skill improvement
Cooperation with 

colleagues
Focus on high unit 

cost projects

Fixed Salary + Incentives

※Incentives are 10% of gross profit.

Performance-
Based 

Compensation

Increase in incentive pay/ Increase in employee motivation

A Virtuous Cycle Based on Site Focus

Delegation of 
Authority Authority to negotiate contracts with clients

Average Pay Levels and Employee Pay Weight

10 million yen or more

8.0%

8 to 10 million yen

9.1%

6 to 8 million yen

16.0%

3 to 6 million yen

52.0%

Less than 3 million yen

14.9%

Average salary of 
shared employees

JPY 6.27 million
(FY2024)



Shared Engineering as Entry Barrier
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◼ By building a flat organizational culture and human resources network, we can achieve mutual use of knowledge, rapid personnel turnover, natural and 

continuous improvement of skills, and respect and fulfillment of identity.

◼ To imitate Our Company's services, it is necessary to develop a Teal-style organizational culture.

Management Structure Organizational Culture

+ +

 Establish a network-type organization by implementing 
various initiatives and support to deepen mutual ties.

 There are few orders, and the work is found by oneself.

 More than half of the employees are in some kinds of 
internal jobs and maintain and develop connections.

 Manage and control with a pyramid chart.

 Budget control, labor management, compliance, 
information security management, etc.

Client-facing team
300 +

Service Operations

 Inverted Pyramid Organization with On-Site 
Leadership.

 Candidate System for Sales and Staffing.

 One person is responsible for multiple clients.

 Multiple staff are responsible for one company.



4. Business Plan
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Changes in Reportable Segments

29

■ Consolidation of reportable segments from two businesses into a single business segment -- the Corporate IT Division.

■ Revised reportable segments from the viewpoint of future business development and management system in conjunction with the launch of Our 

specialized "IT Infrastructure" service.

Before change

Shared Corporate IT Services

Shared Corporate IT Development

2 Segments

After change

Single Segment

Corporate IT Shared Services

Consulting and 
Operation

Shared IT Professionals of 
Information Systems, providing

comprehensive support for a wide 
range of IT-related 

needs, including system 
development and IT infrastructure.

Former Shared Corporate IT 
Services

System Development

Shared IT Professionals in In-house 
Development

Former Shared Corporate IT 
Development

IT Infrastructure

IT infrastructure Shared IT 
Professionals

< New >



FY2025 Full Year Forecast
■ Further strengthening of recruitment, launch of IT Infrastructure services, use of young employees, and increase in utilization rate are expected to lead to a 

16% increase in sales.

■ Profit growth expected to increase to exceed revenue rate for operating profit and ordinary profit by streamlining management and improving operational 

efficiency.

■ Due to the elimination of the extraordinary income of 96 million yen from the merger in the previous fiscal year, net income is expected to increase only slightly.

FY2024 Results FY2025 Forecast Comparison

Actual
(million JPY)

Sales ratio
(%)

Forecast
(million JPY)

Sales ratio
(%)

Year-on-year
(%)

Increase (decrease) in sales
(pt)

Net sales 2,967 100.0 3,449 100.0 +16.2 -

Consulting and 
Operation

2,804 94.5 3,083 89.4 +9.9 (5.1)

System Development 162 5.5 225 6.5 +38.9 +1.0

IT Infrastructure ー ー 140 4.1 ー ー

Cost of sales 1,588 53.5 1,777 51.5 +11.9 (2.0)

Gross profit 1,379 46.5 1,671 48.5 +21.2 +2.0

SG&A expenses 983 33.1 1,132 32.8 +15.1 (0.3)

Operating profit 395 13.3 539 15.6 +36.5 +2.3

Ordinary profit 411 13.9 503 14.6 +22.3 +0.7

Net income 384 13.0 392 11.4 +2.2 (1.6)

30



Forecast of Factors of Increase/Decrease in Operating Profit

31

■ Profits are expected to increase significantly due to the launch of IT Infrastructure and the use of young employees.

■ As we will continue to strengthen recruitment of new graduates and mid-career hires, expenses related to recruitment and education are expected to 

continue to increase.

FY2024

Operating profit

Change in sales Change in gross margin Increase in SG&A

expenses

FY2025

Operating profit

JPY 395 
million

+224

+68

▲148

JPY 539 
million

+ JPY 144 million

Increase in SG&A expenses

• Increase in Recruitment Expenses, 
Advertising Expenses, etc. Due to 
Strengthening Recruitment Activities

• Increase in Education and Training Expenses, 
etc. Due to Strengthening Human Resources 
Development

Factors for Improvement of Gross 
Margin

• Increase in occupancy rate due to retention of 
Shared IT Professionals, and increase in unit 
occupancy rate due to increase in skill level

Increase in Sales

• Increase in sales due to increase in Shared IT 
Professionals

• Increase in sales due to increase in in-house 
development projects

• Increase in sales due to launch of IT 
infrastructure



Growth Indicators (1)
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■ Growth rate of Shared IT Professionals set at 15% per annum. Promote reasonable expansion of growth base in both recruitment and development.

Target 15% annual 
growth

Growth of Shared IT Professionals※

134 

154 
162 

179 

215 

242 

160 

178 

196 

211

247

280

2019 2020 2021 2022 2023 2024 ･････>

Number of Shared IT Professionals

（Reference）Total number of employees

(End of period: Persons)

※ Number of shared IT professionals shows the number of active professionals only.

(Yen)

Hourly Revenue Per Shared IT Professional

7,056 

7,620 
7,745 

8,003 

8,574 
8,444 

2019 2020 2021 2022 2023 2024

YoY (1.5％)

Increase in the ratio 
of young employees 
(approximately 5%)



Growth Indicators (2)

33

■ Promote an increase in the number of new sharing companies, but also expand transactions by strengthening support for existing clients to enhance Our 

Company's competitiveness.

Sharing Metrics (FY2024)

One person is in charge of multiple clients.

Per person

3.35 clients

The number of Shared IT professionals

involved varies due to focus on meeting 

client needs with flexibility.

Per client

3.52 persons

Number of Sharing Companies

190 201 233 217 222 
244 

506 
555 

619 655 
701 

772 

329

395

0

50

100

150

200

250

300

350

400

450

0

200

400

600

800

1,000

1,200

2019 2020 2021 2022 2023 2024

Number of active members Total membership Real number of members※

(End of period: Companies)

※ Affiliates of supported companies (not included in the number of members or the number of 
active members)

Average Number of Shared IT Professionals 
per Client Company

Average Number of Client Companies 
per Shared IT Professional



Growth Strategy Highlights
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Focus on Growing Companies in the Greater Tokyo Area

Monetizing the Shared 

Corporate IT Services Market 

for SMEs

Scalable Growth While Maintaining Strengths

Leveraging Client Experience for Internal Training and Development

Developing Specialized Service Offerings

01

02

03

04



01. Focus on Growing Companies in the Greater Tokyo Area
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■ Target companies with 50-1,000 employees to accelerate growth.

■ The Greater Tokyo Area offers substantial client acquisition potential, and we will concentrate our efforts there for near-term growth.

Focus of Management Resources Number of SMEs in Greater Tokyo Area

2005

2010

2011

2014

2016 

2018

Topics Sales(FY)

2023

0 1000 2000 3000

46 million yen

317 million yen

368 million yen

582 million yen

1,175 million yen

JPY 1,338 million

JPY 2,667 million

JPY 2,967 million2024 

Started membership-based 
service

Achieved profitability

Osaka office opened

Singapore branch opened

Singapore branch closed

Osaka office closed

PCI DSS related business 
transfer

Subsidiary absorption 
merger

Source: Ministry of Internal Affairs and Communications, 2021 Economic 
Census - Activity Survey

Kanagawa
110,000 
companies

Saitama
85,000 
companies

Chiba
66,000 
companies

280,000 companies in Tokyo

Concentrated development

<10 Employees

10-49 Employees

50-299 Employees

300-999 Employee

1,000+ Employee

216000 companies

47000 companies

17000 companies

3000 companies
1000 companies



02. Scalable Growth While Maintaining Strengths
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■ Maintain and improve sharing density by having around 50 members as one division.

■ Expand business by employing flexible staffing while increasing individual strengths through a flat organizational structure.

FY2022〜2024 FY2025~

Client 
company

Approx. 80

Approx. 80
Approx. 80

Approx. 80

Approx. 50

Approx. 50

Approx. 50



03-1. Leveraging Client Experience for Internal Training and Development
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■ Deepen our expertise across diverse client needs, accumulating problem-solving experience to enhance individual and organizational know-how.

■ Promote both individual and corporate growth by sharing experiences through UG Academy and specialized services.

Skill Enhancement through Client Interaction

UG Academy
Specialized Services

Aiming to develop human resources 
at an early stage

Improvement of employee skills through 
in-house training programs

Evolving IT Needs

G
ro

w
in

g
 I

T
 n

e
e
d
s

IoTAI

BigdataRPA

SecurityCloud

Kitting

IT infrastructure equipment 
selection

In-house system study

System 
development

IT infrastructure 
development

IT system operation IT system division operation

Small and medium sized
growing Companies

Expanding Client Needs



03-2. Leveraging Client Experience for Internal Training and Development
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Skill Level Progression* 1 (FY2024) UG Academy Curriculum

■ Significant growth in skill level upgrades from L2 to L3 in FY2024 due to continuous in-house training.

■ UG Academy, a training institution for corporate engineers, has been systematized, accelerating the development of necessary know-how as a corporate 

engineer.

*1) Skill level of the employee enrolled as of January compared to the composition of the same 
employee's skill level as of December.

Significant Increase

※ Excerpted from our corporate website: UG Academy https://www.ug-inc.net/ug-academy

Systematically learn the skills required for a corporate engineer
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Course Details (Selected)

Network System Operation Logical Thinking Company Analysis

Provides programs by level, from 
lecture-style courses for basic 
knowledge to practical courses 
using simulation software

Learn the principles of operating 
an internal system and how to 
gather information to understand 
the client's environment.

Reinforces the ability to think 
logically about issues using 
frameworks such as logic trees 
and pyramid structures

Deepen understanding of Our 
Company through corporate 
research and other research 
activities on the theme of 
corporate activities in their own 
areas of interest.

IT Basic Business Basic

Corporate Basic

Skills
Level

Percentage of employees
Percentage 

change
As of January As of December

L1 (11.0)

L2 +4.8

L3 +4.8

L4 +1.3

L5 ―

L6 ―

17.1%

37.3%

28.5%

11.8%

4.4%

0.9%

6.1%

42.1%

33.3%

13.2%

4.4%

0.9%



04. Developing Specialized Service Offerings
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■ Promote higher added value through enhancement of service content by launching highly specialized services

■ Enhance overall business strength by developing and integrating individual expertise.

Shared Engineering

Knowledge

HR

Specialized Services

System Development

Consulting and Operation

General Service

Consideration of services provided within existing businesses due to 
high client demand

・
・
・

Online Knowledge

Accounting IT

×××××

IT Infrastructure



Specialized Services

IT Infrastructure

System Development

Consulting and Operation

Number of employees

2024 2033201520102005

1,000 employees
as of Dec. 2033

Consulting and Operation

Cashless security
Consulting ※

System development

IT infrastructure

Specialized services

Medium- to Long-term Growth Image of Net Sales
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Focusing on expanding Shared Corporate IT Services, while 

launching specialized services and new businesses to drive 

continuous growth in corporate value.

UG Vision 2033

※ The business of the subsidiary absorbed in June 2024 was integrated into Shared Corporate IT Services.

289 employees
as of  Dec. 2024



Approach to Shareholder Returns and Medium-Term Investment

Changes in Dividends Cash Allocation

12 

16 

22 
24

Ordinary

26 

Commemorative

30 
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■ Dividends for FY2025 are expected to be 56 yen per share. This includes an ordinary dividend of 26 yen (up 2 yen) and an interim dividend of 30 yen for the 

20-year anniversary of the company's founding.

■ Regarding returns to shareholders, we plan to continue to pay stable dividends. Upon overall consideration of Our Company's business performance, financial 

situation, and future business development, we aim is to achieve a dividend on equity (DOE) of 5% with a target dividend payout ratio of 30%.

■ The cash generated will be allocated to investments for system development and growth of human resources, and will be returned to shareholders in an 

expeditious manner.

※ The lower part of FY2025(forecast) includes dividend on equity (DOE) including commemorative 
dividend and dividend payout ratio figures.

(yen)

FY2021 FY2022 FY2023 FY2024
FY2025

(Forecast)

Dividend on 
Equity Ratio (DOE)

3.4% 4.1% 5.0% 5.0%
(5.4%)

※(11.7%)

Payout Ratio 22.3% 25.7% 28.2% 24.5%
(26.1%)

※(56.2%)

Operating CF

Growth Investments

System investments
human resources investments

LP investments/M&A

Source of Cash Use of Cash

Shareholder Returns

Internal Reserves



Status of Investment for Growth
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■ Started LP investment. In addition to investment returns, we expect service development, technological improvement, and experience in investment 

activities.

■ The core system of the corporate IT support business was completed in October 2023, and operations were streamlined by improving convenience for 

members and reducing work effort.

■ With regard to the timing of system investment for specialized services, we will continue to discuss the content and development methods of such services.

Recruitment, education and training, personnel expenses, and welfare benefits

Completed in October 2023 (18 million yen )

Development timing TBD (30 million yen)

Started in July 2024 (10 million yen)

Ongoing investment

System investment
Specialized services

Core system Operation

1st Japan Cybersecurity 
Fund

1st Rocket Star Search Fund

System 
investment

Human 
resources 
investment

LP investment

Started in January 2025 (50 million yen)



5. Risk Information
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Acknowledged Risks and Countermeasures

The following are the risks recognized as having the most significant impact on achieving growth and implementing business plans, and the 

countermeasures considered:

Important Risks Manifestation Countermeasures

Talent acquisition

For Our Group to further expand its 
business, it is essential to secure and 
develop talented human resources.
Our Company is actively recruiting and 
developing human resources. However, 
if it is not possible to secure the 
necessary human resources due to 
failure to recruit as planned, Our Group's 
business and financial results may be 
affected if a larger than forecast number 
of employees retire at the same time.

Likelihood Medium
*Active recruitment efforts such as direct 
recruiting and referral using the Internet

*Creating a company culture of stable 
recruitment and high retention of human 
resources

*A variety of work styles that enhance 
work-life balance

*Providing opportunities for learning and 
growth through UG Academy (in-house 
university)

Timing Always

Impact Large

In addition to the above "Talent acquisition" risks, we believe that other risks also need to be considered.

For details regarding such other risks, please refer to the 'Business and Other Risks' section of our Securities Report..



Our greatest strength lies in our "people" and "organization" cultivated through shared engineering practices.

Have achieved strong recruiting power due to our attractive "employees" and "organization".

Aim to acquire excellent human resources by taking advantage of our original strengths through population formation.
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Strengths in Recruiting

HR recruitment 
initiatives

● Focus on dialogue, not interview.

● Explain in detail until the candidate decides to join Our Company.

● Job seekers can request a certain interviewee.

● All employees can participate in any job interview at any time (recruitment as a group 
effort).

● Think about the value of Our Company (Purpose) with the job seekers.

● Rural residents are always required to tour the company before joining.

● Communicate thoroughly about the future of corporate IT, work-style reform and 
diversity.

● Focus on thinking and behavior that are difficult to judge based on a resume alone.

● Clarify the ‘reverse persona’ (the type of employee that we do not want).
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Media Promotion of Recruitment Efforts

Promote the enhancement of brand power in the recruitment market aiming to acquire talented staff. Promote and distribute employee interviews and 
internal events on SNS and via videos; print books and manga, all so that employees can learn more about Our corporate culture before joining Our 
Company.

Production of books and manga for new graduates 

and mid-career job seekers. Broadcasting videos on PIVOT.



Notes:
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This material contains forward-looking statements based on information available at 
the time of preparation and certain assumptions deemed to be reasonable. These 
statements involve risks and uncertainties, and actual future performance may differ 
from the descriptions contained herein. We undertake no obligation to update or 
revise any forward-looking statements to reflect future events or circumstances.

This material is scheduled to be updated and disclosed around February each 
year, coinciding with the annual earnings announcement. Additionally, progress 
on growth metrics for Corporate IT Shared Services will be published in the 
quarterly earnings presentation materials.
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