
DXPromotionBusiness

Market Environment Analysis

TheDXmarketisestimatedtohaveaTAMof¥720billion
andaSAMofover¥40billion.Thenumberofcompanies
promotingDXisexpectedtocontinuetoincrease,andthe
marketwillcontinuetoexpand.Ontheotherhand,major
SIersandothercompaniesthathavedeployedERPinthe
pastareincreasinglyenteringthemarketascompetitors.

WithintheDXmarket,theareaofdatautilizationinfrastruc-
ture is seeing rapid growth, as companies understand the 
importance of data essential for the functioning of genera-
tive AI, following the rapid rise in prominence of interactive 
generativeAItoolssuchasChatGPT.Thishasbeenourmain
businessfocusformanyyears,andweshallstrivetocon-
tinueoureffortstocapturefuturemarketgrowth.

Growth Drivers and Competitive Advantages

Wewillexpandthescaleofourbusinessinlinewithmarketgrowth,aimingforaverageannualsalesgrowthof17.8%duringthe
periodofthenewmedium-termmanagementplan.TheoperatingprofitmarginisalreadyhighcomparedtoSlerfirms,butwe
intendtotryandraisethisonparwiththeconsultingfirmsinfuture.

  In addition to further promoting the provision of data platforms, we will extend our range of services to incorporate high-value-
addedservicessuchasconsultingforDXconceptformulationthroughdatautilization,supportforadvanceddatausecenteredon
AI,andsupportforaccompanyingcompaniesfortheirin-houseproductionefforts,inordertofurtherourcontributiontoeachand
everyclient.Wealsoaimtoincreasesalesandimproveprofitmarginsexpansionofourhigh-value-addedservices.

OuroperatingcompanyZealwasearlyinrecognizingthepotentialofBIandhasbecomeanindustryleaderasaspecialistvendorin
BIandDWH(datawarehousing)solutionsforabout30yearssinceBIfirstemergedinJapan.Ourgreatestadvantageisouraccumu-
latedknow-howindatautilization.

Wehavepartneragreementswithmanyvendors,andwehaveformulatedaparticularlystrongrelationshipwithMicrosoftthat
beganevenpriortotheshifttocloudcomputing.Today,asthenumberonepartnerinthedataplatformfieldandatechnology
leader,wearesupportingmanycustomers’DXwithourMicrosoftAzurecloudservice.

WeWillFocusonExpandingourHumanResources,while
KeepinginMindOurSalesStrategies,andMaintainaHigh
GrowthRatebySteadilyCapturingtheExpansionoftheMarket.

In recent years, market growth in our spe-
cialistareaofDXdatautilizationinfrastruc-
turehasrisensignificantly.Ourbasicstrategy
istogainafirmunderstandingoftheneeds
ofourcustomerstoachievegrowth.
 Sinceincreasedhumanresourcesisessen-
tialforourbusinessmodel,weplantomore
thandoublethenumberofemployeesover
thefiveyearsofthenewmedium-termman-
agementplan.Webelievethatthemost
important thing for employee retention, espe-
cially for engineers, is to provide an environ-
mentinwhichstaffcangrowthroughlearning
newtechnology,andberewardedaccord-
ingly.Tothisend,inadditiontoimprovingour
trainingsystem,wealsobelieveitisimportant
tostrategicallyacquirequalityprojectswhere
wecanacquirenewskillsandexperiences,
and we intend to focus more on service 

provisiontolargescaleclients(enterprisecli-
ents).Byprovidingbroadanddeepsupportfor
ourclients’DXactivitiesinamutuallybeneficial
manner, through processes such as consulta-
tion on data utilization and providing educa-
tionalcontenttodevelopDXhumanresources,
we will increase sales per company which 
shouldraisecustomercontributionvalue,as
well as provide a wide range of growth oppor-
tunities for employees, and encourage ever 
higherretentionlevels.Wewillalsoactively
engage in advanced data use through AI, utiliz-
ing our own product, StoryAI, which can ana-
lyzeemotionsfromtextandimages.
 Infuture,wewouldalsoliketostrengthen
collaborationwithinthegroup.Oneexample
maybeimplementationsupportfromZeal
foradataplatform,withAvantabletomodel
companyvaluethroughestablishingKPIs.
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CSFs and Focus Points

  Expansion in number of employees and customer contribution value are 
critical success factors (CSFs).

Webelievesecuringhumanresourcesisakeyfactorbehindachievingsales
expansion,andweaimtoincreasethenumberofemployeesbyapproximately
2.2xduringthenewmedium-termmanagementplanperiod.Inpursuitofthis
objective,ourgreatestemphasisisoncreatinganenvironmentinwhichemploy-
eescancontinuetogrow.Webelievethiswillstrengthenthedevelopmentand
retentionofhumanresourcesandalsocontributetoimprovingourabilityto
recruit.Specifically,wearesupportingthecareerdevelopmentofemployees
throughexpansionofourtalentdevelopmentsystems,includingtheformulationofskillmapsthatenableemployeestogainan
understandingoftheskillsnecessaryfortheircareers,andbyincreasingthenumberofassignmentstohigh-qualityprojectsthat
leadtogrowth.

Wewillfocusoncontinuingtransactionswithcustomerswithhighpotential,increasingthecontributionlevelofthisbusiness,
expandingthescopeofprojects,andbroadeningthescaleofeachproject.Weplantoreformoursalesstructureandprocessesso
thatweareabletomakeeffectiveapproachestoourcustomerbaseinlinewiththispolicy.

Through consulting and system development, 

wesupportdigitization(DX)bymaximizingtheuseofdatatocontributeto

thegrowthofourclients’businessesandenhancingtheircorporatevalue.

NumberofEmployees

CustomerContributionValue

CSF

ServiceAvailableMarket(SAM)

¥43.4 billion

TotalAddressableMarket(TAM)

¥720.0 billion
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M2

Share of Market

Year ending June 30, 2028:  

¥16.3 billion
CAGR 17.8%

Share of Market
Year ended June 30, 2023:  

¥7.2 billion
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