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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.
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1. Business Overview
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What is Unite and Grow?
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(*1) Our proprietary technology for openly and securely sharing limited human 
and intellectual resources.

✓ Addressing the social issue of IT talent 
shortage head-on.

✓ A third option beyond staffing, 
contracting, or SES.

✓ Accumulating and sharing knowledge 
together with clients.

Japan’s only "Shared Engineering*¹" 

company that supports the overall 

corporate IT needs of small and 

medium-sized enterprises by sharing 

people and knowledge.

◼ We provide a high-profit, recurring-revenue service model called "Shared IT Professionals®" that addresses the critical social challenge of "DX and IT talent 

shortage" faced by small and medium-sized enterprises (SMEs), which account for 99.7% of companies in Japan.

Shared IT Professionals

Kikzo

Q&A service

1 2 3

4 5 6

7 8 9

Company D

CompanyＥ

Company F

Company A

Company B

CompanyＣ



Why We Have No Competition and Continue to Grow?
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◼ Unique Positioning: We specialize in serving small and medium-sized enterprises (SMEs) from the standpoint of the client (system requester).

◼ Low Entry Incentive for Competitors: Large IT consulting firms focus primarily on large-scale projects; the budget scale of SMEs offers low profit potential , 

resulting in extremely low entry benefits.

◼ Flexible Alternative: Technical staffing and SES (System Engineering Services) are limited by defined project scopes and tasks, making it difficult for them 

to replace our flexible services that cover comprehensive IT management.

Strategy & Consulting 
(Client Standpoint)

Development & Practical 
Operations (Contractor 

Standpoint)

Large IT Consulting Firms

Conventional solutions for large-scale 

projects, resulting in high-cost 

burdens.

Technical Staffing / SES

Project-based staffing focused on specific 

tasks with no involvement outside of the 

assigned area.

System Integrators
(SIer)

Primarily package sales and large 

projects; focus on standardization 

and efficiency.

Established a competitive position in 

a "Blue Ocean" market where others 

cannot easily enter.

For Mid-
sized and 

Small 
Growing 

Enterprises

For Large 
Enterprises

Custom-made support with a "small start" 

approach and high scalability.

(*1) A term coined by our company.

A Collective Body of Know-how 
through On-site Focus

Engineers × Clients = Collective 
Intelligence of the Network

Our Competitive Advantages

Corporate IT Management 
Support Market*1

Customer-specific business and IT insights are 
accumulated within our company.

Non-scalable Nature due to Custom 
Support

Pricing competition and mass expansion are not 
established because of the tailor-made nature of 

the service.



Growth Strategy Targeting at JPY 10 Billion Market Capitalization
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◼ Challenge: While EPS (Earnings Per Share) has been growing alongside business expansion, PER (Price-to-Earnings Ratio) has declined since December 

2021. Our key challenge is to increase the expected growth rate.

◼ Solution: We aim to improve the expected growth rate by increasing the EPS growth rate. This will be achieved by further deepening the service quality of 

Shared IT Professionals, promoting the high-value-added transformation of existing services, and launching new services, including through M&A.
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Market Capitalization PER(Company Forecast)

EPS (Company Forecast)

(JPY million) （x, JPY）

Accelerating growth with a target

EPS growth rate of 20%

Enhancing expected growth rate

■Structural Drivers for EPS Growth

Factors driving the growth:

✓ Continuous improvement of engineer utilization rates

✓ Productivity improvement through knowledge 

accumulation

✓ Expansion of support into high-value-added domains

✓ Revenue growth model that exceeds the increase in 

fixed costs

■Conditions for PER Re-evaluation

Basis for the re-evaluation:

✓ Proven track record of 10 consecutive years of 

increased sales and profit

✓ High reproducibility of results and high client retention

✓ Clear barriers to entry (People, Knowledge, Network)

✓ Compliance with Growth Market listing maintenance 

standards

Market Capitalization = EPS × PER
Market 

Capitalization

JPY 10
Billion 

時価総額 56.2億円※

予想PER 14.17倍※ 

予想EPS 49.80円※ 

実績EPS 52.05円※ 

* Market Cap, Forecast PER, and Forecast EPS are as of December 30, 2025. Actual EPS is the FY2025 result.

Market Cap JPY 5.62 Billion*

Forecast PER 14.17x*

Forecast EPS JPY 49.08*

Actual EPS JPY 52.05*



Company Profile
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◼ Our Company was founded in February 2005 with the mission of "revitalizing small and medium-sized companies from the inside and contributing to society“

◼ We have developed a unique expertise called "Shared Engineering," which involves openly and securely sharing human and intellectual resources. 

◼ We provide "SHARED SHAIN®" (Shared IT Professionals) services for the overall IT management of corporate IT.

IT Infrastructure

3.9%

Consulting and Operation

90.2%

System Development

5.9%

System 
Development

Support for in-house development of 

various internal systems utilizing low-code 

development tools.

[Specialized service based on Consulting and Operation]

IT Infrastructure
Support for the construction, maintenance, 

and operation of IT infrastructure, 

including servers and networks.

Accounting IT Support for core business systems 

(Finance, Sales, Labor, etc.).

IT Risk Management

Sales

JPY 3,514
million

(FY2025)

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

Company name Unite and Grow Inc.

Incorporation February 2005

Representative Kiichiro Suda, President & CEO

Business Corporate IT Shared Services

(Timeshare of Corporate Engineers "Shared IT 

Professionals")

Number of 

Employees
327 ※1 (as of December 2025)

Service Breakdown

Basic Information Services

Consulting and Operation

Comprehensive support for corporate IT

[Core Service]



Our Business Model is “People and Knowledge Sharing"
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◼ We enhance value by circulating the latest knowledge and know-how through service provision to target companies.

◼ Our business adopts a point-based billing model focused on time-based service usage for member companies.

Small and Medium-
sized Enterprises

Corporate
IT

Timeshare Services

Point-based billing

Human 

resources
Knowledge

Corporate IT Shared Services
(Consulting and Operation, System Development,

IT Infrastructure, Accounting IT)

Shared Engineering

Earnings

Shared IT Professionals
(Corporate Engineers)

Kikzo
Closed Knowledge



What is a Corporate Engineer?
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◼ New Profession: A Corporate Engineer is a new type of professional who solves business management challenges by leveraging IT within the corporate IT 

department.

◼ Specialized Management: Unlike traditional IT engineers (SEs) who have a strong technical focus, Corporate Engineers are specialists who manage IT to 

enhance the value of the company and organization.

User Enterprise

IT Vendor

SIer SES Cloud Services

IT Engineer IT EngineerIT Engineer

Corporate IT 
Department

Corporate Engineer IT Engineer

Business 
Units

Identifying management issues, 
proposing solutions, and execution

Providing IT 
infrastructure

Ordering and implementation 
coordination

ClientInternal 
IT Users

Support



Main Responsibilities of a Corporate Engineer
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◼ Corporate Engineers are individuals who support company growth through the overall management of IT related to a company's corporate IT department.

◼ They engage more deeply in a company's growth strategy than traditional internal IT or system engineers. They play a vital role in supporting transformation 

from within by balancing technical skills with business understanding.

Formulating IT-related plans based on the 

company’s management and business 

strategies. Collaboration and communication 

with management and other departments is 

essential.

Ensuring the smooth operation of various 

systems used in business activities. 

Performing daily operations and 

maintenance to ensure long-term stability.

Handling IT inquiries and troubleshooting for 

internal users (employees). Supporting 

smooth work execution through PC/system 

settings and account management.

Building and managing the overall IT 

infrastructure that supports business, such 

as PCs, servers, and networks, to ensure 

operational efficiency and business 

continuity.

IT Strategy and Planning

Implementation, Operation, 
and Maintenance of Business 

Systems

System Infrastructure 
Maintenance

User Support IT Investment 
& Budget

Information 
Security

IT Controls

Project 
Management

ERP/CRM

Business 
Management 

Systems

In-house 
Development

IT Asset 
Management

Internal 
Networks

Helpdesk

AI Utilization

Knowledge 
Sharing

Corporate Engineer

IT Management



July - Oct 2024 
(Approx. 4 months)

Nov 2024 - Jan 2025 
(Approx. 3 months)

From Feb 2025

• The start of our business relationship in 
recognition of the difficulty in recruiting for 
corporate IT departments and our 
capabilities to provide flexible operational 
support.

• Earned the trust of  the corporate IT 
department leaders, leading to requests for 
to proposal on their company-wide IT 
strategy. 

• Implementation of business operations  
based on the established IT strategy.

• The entire operation is shared between the 
client and our company.

• Regular information exchange with each 
level of the client's organization.

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

Structure 2 persons 4 persons 6 persons

Work 
Contents

• Helpdesk

• IT Asset Management

• Strengthening information security

• Operation of IT infrastructure

• Planning IT strategy

• Making proposals to the 
management

• Management of Information 
Systems Division

• IT infrastructure renewal project

• Consideration of replacement of 
core systems

• Organization of business flow

Case Study

12

◼ Our time-sharing service enables agile and flexible responses to client needs, making it possible to start small.

◼ This service model that fosters client confidence while facilitating the expansion of the scale of transactions.



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, while we have optimized nearly the same services for small and medium-sized growing companies and 

established a robust system.

■ While services for small and medium-sized companies are in high demand but is difficult monetize, and no similar specialized services currently exist.

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
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Advance Payment for Stable Transactions & Point System Allowing Carryover of 
Residual Services

Standardized Volume Discounts

Category M0 M20  M600 Over M600

+

Additional Course

Amount JPY 0  JPY 200k JPY 6.0M

1,121 pt are 
added per JPY 
1.0M (Fixed at 

JPY 892)

JPY 50k     JPY 1.0M

Points Issued If points are 
not purchased 

at a fixed 
amounts

200   pt    6,726  pt 42 pt     952 pt

Point Unit Price JPY 1,000  JPY 892 JPY 1,190    JPY 1,050

Volume Discount

 Prepayment-based system: Purchase points in advance and consume only the amount used. Points are generally to be consumed within the current month 
but remain valid for 5 years from the month of issuance (Refunds are possible upon termination of the basic contract).

 Management points: 10% of monthly points used are incurred as management points. For Regular Members, 50 pt are added separately each month.

Examples of Skill Levels and Work Contents

Image of work contents and skill levels for Corporate IT (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

○ ○ ○

Number of Hours

Flex
-----------

Kikzo

Spot

× ＝

Net Sales

Service 
Usage 
Points
(Usage 

Fee)
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Cost Structure
◼ As of the end of FY2025, human resource-related expenses (personnel, recruitment, training, etc.) accounted for approximately 87% of major costs.

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

Net Sales Human Resource Related Others Operating Profit

(FY2025 Actual)

100.0％ ▲86.9％

▲13.1％

15.9％

Business Division 
(Shared IT Professionals)

100.0％ 72.9％ 3.3％

Administrative Division 
(Headquarters)

0.0％ 14.0％ 9.8％

Shared IT 
Professionals

×

Skill Level

×

Number of 
Hours

Personnel 
Expenses / 
Recruitment 
Expenses / 

Training 
Expenses / 
Employee 

Benefit 
Expenses, 

etc.



Net Sales Operating Profit

Company History and Performance
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◼ Since our establishment in 2005, we have continuously developed services that meet the needs of mid-sized and small enterprises (growing companies with 

50 to 1,000 employees).

◼ We achieved profitability in 2010 and have maintained steady continuous growth while establishing a solid business foundation.

*

Net Sales

JPY 3,514million

FY2025 Results

Operating Profit

JPY 560million

2005 2007 2015 2017 202420222010 2019

Business Model Construction 
Phase

Business Foundation 
Establishment Phase

Profit 
Growth 
Phase

Human Capital-Intensive 
Investment Phase

Profit Growth 
Re-acceleration 

Phase

Establishment

Became 

profitable

Listed on 

TSE Mothers 

Market

Shifted to 

TSE Growth 

Market

Started Shared 
IT Professionals service

Community Website 
"Syszo" opened

fj Consulting became 
a wholly-owned subsidiary.

Absorbed fj Consulting 
through merger

"Kikzo" a membership 
Q&A service, opened

* Consolidated Financial Results from FY2017 to Q1 FY2024.



2. Market Environment
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Market Environment

33%
40.8%

35.2%

49.6%

62.1%
58.5%

56%
47.4%

38.3%

33.9%

23.6%
26.6%

0%

20%

40%

60%

80%

100%

FY2019

(n=821)

FY2020

（n=878）

FY2021

（n=1046）

FY2022

（n=375）

FY2023

（n=745）

FY2024

（n=1191）

Perceived shortage regarding the "quantity" of IT talent at user enterprises

85.7%
83.5%

73.5%

88.2%89.0%

Source: IPA "DX Survey 2025" / FY2021-2020: IPA "DX White Paper" / FY2019: "IT Talent White Paper"

◼ The overall sense of shortage continues to exceed 80%, indicating a persistent and chronic talent shortage.

85.1%

Substantial shortage

Slight shortage

No shortage or excess

Unknown

Slight excess



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 FY2025

(Number of clients in Tokyo)

Our Company sales ratio
FY 2025

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

10 to 50 340,000 companies 39 companies (39 companies) 10 %

50 to 300 87,000 companies
(17000 

companies) 158 companies (141 companies) 62 %

300 to 1,000 11,000 companies (3000 companies) 33 companies (30 companies) 19 %

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

2,000 to 5,000 1,000 companies 4 companies (4 companies) 3 %

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

Total 1,777,000 companies
(280,000 

companies) 243 companies (220 companies) 100 %

Our Target



Our Growth Model for Developing the Blue Ocean Market
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◼ The comprehensive support market for corporate IT management of mid-sized and small growing enterprises is a "Blue Ocean" market with limited 

competition.

◼ We aim to become the only one of its kind as a "Corporate IT Sharing Company" by expanding the number of capable Shared IT Professionals and growing 

our membership of growing companies with a nationwide perspective.

Finding the best 
human resources

Recruitment on behalf of
member companies

Mid-sized and small 
enterprises nationwide*1

Approx.98,000companies

Market Size*2

Approx.1.5trillion

Expanding 
suppliers

Expanding 
use

Human Resources 
& Knowledge

Know-how

Corporate IT Management 
Support Market

Candidate Pool for 
Shared IT Professionals

（*1）Enterprises with 50 to less than 1,000 employees (Source: Ministry of Internal Affairs and Communications "2021 Economic Census").
（*2）Estimated as of February 13, 2026. 

Calculated as: (Number of target clients for our services) × (Sharing index) × (Net sales per Shared IT Professional). 
(98,000 companies × (3.75 persons ÷ 3.25 companies) × JPY 12.5 million ≒ JPY 1.5 trillion).



3. Sources of Competitiveness
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Main Features and Strengths
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01
A Business Model Optimized for Mid-sized and 
Small Growing Clients 

02 Efficient and Leveraged Revenue Model 

03
High Employee Motivation Through Delegation 
and Focus on Site

04 Shared Engineering as an Entry Barrier



Optimization for Clients (1/4) : Services and Skills Definition
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■ Our Company has established a service model by focusing exclusively 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

Cost conversion to 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

24

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
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■ Our Company's timeshare service meets the clients’ needs with agile and flexible responses, making it possible to start small.

■ 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 JPY 500,000 month JPY 1.9 million month JPY 3 million month

Structure 2 persons 4 persons 6 persons

Work 
Contents

• Helpdesk
• IT Asset Management

• Strengthening information security
• Operation of IT infrastructure

• IT strategy planning
• Proposals to management

• Management of Information Systems 
Division

• IT infrastructure renewal project

• Consideration of replacement of core 
systems

• Organization of business flow

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



Word of 

mouth

34% Attracting 

customers 

via the 

web

Top sales

Phone 

Appointments

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 searches) and requires minimal 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 2025

Word of 

mouth

46.3%

Attracting 

customers 

via the web

53.7%

【2008年】

[2025]

Inbound ratio 
reached 100%

Stable client continuity ratio of around 80%

* 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)



Efficient and Leveraged Revenue Model (1/3)
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■ 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 FY2025.

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

3.75 persons

Per person

3.25 clients

Leverage Elements× =Number of Shared IT Professionals

1 2 3

L1

E〜A

L2

C〜A

L3

C〜A

L4

C〜A

L5

C〜A

L6

C〜A

0.9%

33.7% 34.3%

14.7% 3.9%

12.5%



Efficient and Leveraged Revenue Model (2/3) 
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◼ The hourly service billing rate, which is the selling price of our Shared IT Professionals, varies depending on the total hours assigned to a project and the 

assigned professional's skill level.

◼ The more our professionals focus on tasks with high client demand and value, and _ they leverage levels of skill, the more our revenue _ improves.

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

Short 
time

↑

Hours 
per 

month

↓
Long 
time

Less than10H
Hourly Rate

× 1.3
Hourly Rate

× 14

10〜50H

50〜100H

100〜150H
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 a 50-minute radius of Our Head Office (in Ochanomizu). In others words, we provide 

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

Efficient Business Development

243 active member companies 

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

(FY2025)

43 
companies

28 companies

50 companies

20 companies

3 companies 2 companies

17 companies

32 companies

1 companies

5 companies

2 companies

3 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 enhance 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

JPY 10 million or more

8.1%

8 to 10 million yen

9.5%

6 to 8 million yen

18.2%

3 to 6 million yen

50.2%

Less than JPY 3 million

14.0%

Average salary of 
shared employees

JPY 6.40 million
(FY2025)



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 rotation”, “natural and 

continuous improvement of skills”, and “respect and promotion of autonomy.

◼ To emulate Our Company's services, it is essential to begin by establishing 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 is little micromanagement; employees find their 
own work.

 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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FY2026 Full Year Forecast
◼ Net sales are projected to increase by 17% due to the full-year contribution of price revisions, the launch of "Accounting IT," the increased productivity of 

younger staff, and a higher utilization rate.

◼ SG&A expenses are expected to increase by 27% due to plans for recruitment and training, branding costs, and enhanced employee benefits.

◼ By planning for an increase in SG&A expenses, we aim to solidify our growth foundation and achieve a compound annual growth rate (CAGR) of 15% for 

business performance.

FY2025 FY2026 Comparison

Actual
(JPY million)

Sales ratio
(%)

Forecast
(JPY million)

Sales ratio
(%)

YoY Change
（%）

Change in Sales 
Ratio (pt)

Net sales 3,514 100.0 4,114 100.0 +17.1 －

Consulting and 
Operation 3,171 90.2 3,461 84.1 +9.2 ▲6.1

System Development 207 5.9 252 6.1 +21.8 +0.2

IT Infrastructure 135 3.9 208 5.1 +53.9 +1.2

Accounting IT － － 190 4.6 － +4.6

Cost of sales 1,872 53.3 2,080 50.6 +11.1 ▲2.7 

Gross profit 1,641 46.7 2,033 49.4 +23.9 +2.7 

SG&A expenses 1,081 30.8 1,381 33.6 +27.7 +2.8 

Operating profit 560 15.9 652 15.9 +16.4 ±0.0 

Ordinary profit 561 16.0 659 16.0 +17.4 ±0.0 

Net profit 410 11.7 485 11.8 +18.2 +0.1 
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Forecast of Factors of Increase/Decrease in Operating Profit

34

◼ We expect a profit increase of JPY 92 million due to an increase in Shared IT Professionals, growth in System Development and IT Infrastructure projects, 

and the launch of Accounting IT, as well as an improvement in the utilization rate following the completion of working hour adjustments associated with price 

revisions.

◼ We anticipate an increase in SG&A expenses aimed at strengthening our growth foundation, including human resource-related costs (recruitment and 

training), branding costs, and enhanced employee benefits.

FY2025

Operating Profit

Change in sales Change in

gross profit margin

Increase/Decrease in

SG&A expenses

FY2026

Operating Profit

560

＋280

+111

▲299

652

＋92

Increase in SG&A Expenses

• Increase in recruitment-related expenses and 
branding expenses due to intensified 
recruitment activities

• Increase in education and training expenses due 
to strengthened talent development

• Increase in costs for enhanced employee 
benefits

Factors for improvement of gross margin

• Rise in utilization rate due to the end of working 
hour adjustments from price revisions

• Increase in hourly billing rate due to rise in skill 
levels

Increase in Sales

• Increase in sales due to more Shared IT 
Professionals

• Increase in sales due to more System 
Development and IT Infrastructure projects

• Increase in sales due to launch of Accounting IT

• Rise in hourly billing rate from the full-year 
contribution of price revisions

(Units: JPY million)



Growth Indicators (1)
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◼ Aiming for a 15% compound annual growth rate (CAGR) for business performance, we have set an annual growth target of 12% for the number of Shared IT 

Professionals. We will promote steady expansion of our growth foundation through both recruitment and training.

Target 12% annual increase

Growth of Shared IT Professionals*

134 

154 
162 

179 

215 

242 

274 

160 

178 

196 

211

247

280

318

2019 2020 2021 2022 2023 2024 2025 ･････>

Shared IT Professionals

(Reference) Total Employees

* The number of Shared IT Professionals represents the number of professionals actively working.

Hourly Revenue per Shared IT Professional

7,056 

7,620 
7,745 

8,003 

8,574 
8,444 

9,403 

2019 2020 2021 2022 2023 2024 2025

YoY +11.4％

(Units: Persons at end of period) (Units: JPY)
Gradual 

implementati
on of revised 
prices started.



(Units: Companies at end of period)

Growth Indicators (2)
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◼ While promoting an increase in the number of client companies using our sharing services, we will expand transactions by strengthening support for existing 

clients, enhancing our competitiveness.

Sharing Metrics (FY2025)

Number of Client Companies 
per Shared IT Professional

One professional is in charge of 

multiple companies.

Average

3.25companies 

per person

Number of Shared IT 
Professionals per Client 

Company

The number of staff involved fluctuates to 

meet client needs with agility and flexibility.

Average

3.75persons 

per client

Trend in Number of Sharing Companies

190 201 233 217 222 
244 243 

506 
555 

619 655 
701 

772 
814 

329

395

433

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 2025

Active Client Companies Total Client Companies

Actual Support Companies*²

* Represents affiliated/group companies of Active Client Companies 
(not included in the count of Total/Active Client Companies).



5. Growth Strategies
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Growth Strategy Highlights

38

Basic Growth Strategy
◼ Aiming for a 15% compound annual growth rate (CAGR) for business performance, we have set an annual growth target of 12% for the number of 

Shared IT Professionals. We will promote steady expansion of our growth foundation through both recruitment and training.
◼ Promote an increase in the number of client companies using our sharing services, while expanding transactions by strengthening support for 

existing clients to improve our competitiveness.

Focus on Growing Companies in the Greater Tokyo Area

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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■ We target growing companies with 50-1,000 employees to achieve the expansion of our business foundation

■ 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

1,338 million yen

2,667 million yen

2,967 million yen2024

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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◼ Accelerate  communication flow and maintain and improve sharing density by making about 50 employees a division

◼ Drive continuous business growth through flexible staffing while increasing individual strengths through a flat organizational structure

FY2022〜2024 FY2025~

Approx. 80 

Approx. 80 

Approx. 80 

Approx. 80 

Approx. 50 

Approx. 50 

Approx. 50 

Client 
company



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

Accelerating talent development

Enhancing employee capabilities 
through structured internal training

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 Control

Small and medium sized
growing Companies

Expanding Client Needs

Strengthening 
information security



03-1. Leveraging Client Experience for Internal Training and Development
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Skill Level Composition Trends*1 (FY2025) UG Academy Curriculum*2

◼ In FY2025, the productivity of younger staff improved through continuous in-house training, leading to an increase in skill level advancement from L1/L2 to 

L3/L4.

◼ Early development of Corporate Engineers has become well-established through the initiatives of "UG Academy," our specialized training institution for 

Corporate Engineers.

Skill 
Level

Percentage of employees
Change (pt)

As of January As of December

L1 ▲7.8

L2 ▲1.6

L3 +4.5

L4 +4.5

L5 ＋0.4

L6 ―

9.0%

40.0%

33.5%

12.7%

4.1%

0.8%

1.2%

38.4%

38.0%

17.1%

4.5%

0.8%

*1  Comparison of the skill level composition of employees who were enrolled as of January with their skill levels as of 
December of the same year.

Significant 
Increase

Systematically learning the skills required for Corporate Engineers.
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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

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



04. Developing Specialized Service Offerings
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■ Enhance value creation through the development of highly specialized services that expand our service offerings

■ Strengthen our business capabilities by developing individual expertise in different areas and creating synergies across our service portfolio

Shared Engineering

Knowledge

HR

Specialized Services

System Development

Consulting and Operation

General Service

Exploring high-demand services within our existing business areas

・
・
・

Online Knowledge

IT Risk Management 

×××××

IT Infrastructure

Accounting IT



20352023 20252019

System 
development

44

327人
(2025/12)

Launch of new specialized services

Expansion of business domain 
through M&A

2005

Consulting and Operation

Accounting IT

IT infrastructure

2026

Medium- to Long-term Growth Image

Centered on achieving 15% average annual growth in our business, we will work to continuously

enhance corporate value by launching specialized services based on our core "Consulting and

Operation" service and developing new businesses through M&A and other initiatives.

UG Vision 30th

Employees

1,000

Sales

10 billion yen

Operating
Profit

2 billion yen

Market
Capitalization

30 billion yen

To be achieved sequentially

Sales

Employees

(Specialized services・M&A)

IT infrastructure

System development

Consulting and Operation

Accounting IT



Approach to Shareholder Returns and Medium-Term Investment

Changes in Dividends*1 Cash Allocation

8 

11 
12 

15 
16 

13 

0

2

4

6

8

10

12

14

16

18
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◼ For FY2026, based on our dividend policy and earnings forecast, we initially project an ordinary dividend of JPY 16, an increase of JPY 3.

◼ Regarding shareholder returns, while comprehensively considering our business performance, financial condition, and future business development, we plan to 

continue stable dividends aiming for a payout ratio of 30% or a dividend on equity (DOE) of 5% as a guideline. Generated cash will be primarily allocated to 

growth investments such as system and human resource investments. We will flexibly consider further enhancement of shareholder returns based on future 

business progress and financial status.

(Units: JPY)

FY2022 FY2023 FY2024 FY2025
FY2026

(Forecast)

Dividend on 
Equity Ratio (DOE) 4.1％ 5.0％ 5.0％

4.8％
*2  10.3％

（5.2％）

Payout Ratio 25.7% 28.2% 24.5％
25.0％

*2 53.8％
(26.0%)

(Commemorative)

Operating CF

Growth Investments

System investments
human resources investments

LP investments/M&A

Source of Cash Use of Cash

Shareholder Returns

Target payout ratio of 30% or DOE 
of 5%

Internal Reserves

*1 Past year-end dividend amounts have been retroactively adjusted to reflect the 2-for-1 stock split effective July 1, 2025.
*2 The lower figures for FY2025 represent Dividend on Equity (DOE) and Payout Ratio including the commemorative dividend.



Progress of Investment for Growth
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◼ Started LP investment, expecting service development, technological improvement, and experience in investment activities in addition to investment returns.

◼ The core system for the Shared IT Professionals service was completed in October 2023, streamlining operations by improving convenience for members and 

reducing workload.

◼ We continue to discuss the content and development methodologies for system investments in specialized services.

  Recruitment, Education & Training, Personnel Expenses, Employee Benefits, Advertising …

Completed Oct. 2023 (18)

TBD (30)

Started July 2024 (10)

Ongoing investment as a growth foundation

System Investment for 
Specialized Services

Core System Operation

(Unit: JPY million)

Japan Cybersecurity 
Fund No. 1

Rocketstar Search 
Fund No. 1

System 
Investment

Human 
Resources 
Related 
Investment

LP Investment

Started January 2025 (50)



6. 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:

Key Risk Manifestation Countermeasures

Talent Acquisition

Securing and developing talented 
human resources is essential for 
further business expansion.
If recruitment does not proceed as 
planned, and if a large number of 
employees retire simultaneously 
beyond our expectations, it may 
impact our business and financial 
results.

Likelihood: Medium
・Active recruitment through direct 
recruiting via the web and referral 
hiring.

・Creating a corporate culture for 
stable recruitment and high 
retention.

・Offering flexible work styles that 
enhance work-life balance.

・Enhancing compensation and 
welfare benefits.

・Providing learning and growth 
opportunities through UG Academy 
(in-house university).

Timing: Always

Impact: Large

In addition to "Talent Acquisition," other risks must also be considered. 

For details on other risks, please refer to the "Business and Other Risks" section of our Securities Report.



Our greatest strength lies in the attractive "People" and "Organization" cultivated through Shared Engineering practices. 

This has achieved strong recruiting capabilities through the appeal of “our people and organization.”

Aiming to acquire outstanding talent by leveraging our inherent strengths through talent pool formation.

.
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Strengths in Recruitment

✓ Focus on dialogue rather than formal interview_ examinations.

✓ Thorough discussions until the candidate makes their own decision to join.

✓ Job seekers can request their preferred interviewer.

✓ All employees can participate in any interview at any time ("Recruitment by Everyone").

✓ Define our Purpose together with candidates.

✓ Mandatory company tour for candidates residing outside Tokyo before joining.

✓ Deep discussions on the future of Corporate IT, work-style innovation, and diversity.

✓ Focus on "Way of Thinking and Behavioral Characteristics" that are difficult to judge by resume 
alone.

✓ Clear definition of a "Reverse Persona" (types of individuals who do not fit our culture).
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Examples of Recruitment Initiatives

We redesigned our "General Recruitment Website" for job seekers, featuring employee interviews, books, and manga to provide a deeper understanding of 
the work experience and our corporate culture.

"General Recruitment Website" Renewal

September 30, 2025: News Release
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(Reference) Measures to Mitigate Key Risks

Enhancing compensation and training programs to attract and retain top-tier talent.

Enhancing Human Resource DevelopmentEnhancing Compensation and Benefits

 Increase in salary levels

 Enhancement of office facilities and work environment

 Increase in employee stock ownership plan incentives

 Introduction of a company housing system

Trend in Average Salary of Shared IT 
Professionals

 In-house training through UG Academy

 Sharing expertise through specialized services

 Initiatives for career diversification

 Providing experience opportunities through new ventures

532.4

560.6

587.6

625.2 629.4 627.0
640.8

450.0

510.0

570.0

630.0

690.0

2019 2020 2021 2022 2023 2024 2025

(JPY 10,000)

Retention Rate Gender Ratio

91.3％

(Q4 FY2025) (Q4 FY2025)

62.2%

Male

37.8%

Female



Glossary
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Term Definition

Corporate IT

• Professional role of internal IT that supports business activities through IT. 
• Notably also handles "Strategic IT" with an eye toward enhancing management and overall 

corporate value.

Corporate Engineer
• Engineers who handle all aspects of internal IT. 
• As an internal IT specialist, they support operational efficiency and a secure IT environment.

IT Consultant

• Proposes IT strategy planning and system implementation to solve management and 
operational challenges. 

• Provides broad support from strategy formulation to execution from both technical and 
business perspectives.

SIer

(System Integrator)

• Consistently undertakes projects from information system planning to operation and 
maintenance. 

• Typically operates as a prime contractor or under contract development to implement systems 
according to client requirements.

SES

(System Engineering Service)

• Dispatches engineers to client companies to handle on-site development and operational 
support. 

• A dispatch-type contract primarily focused on technical support such as programming and 
testing.

Cloud Services

• Provides IT infrastructure, such as servers and software, over the internet. 
• Cloud providers handle operation and maintenance, typically through subscription or pay -as-

you-go models.
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Notes:

This document has been translated from the Japanese original for reference purposes 

only. In the event of any discrepancy between this translated document and the 

Japanese original, the Japanese original shall prevail.

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 various 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 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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