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Presentation 

Yabuta: My name is Yabuta, and I am the President. Thank you very much for taking 
time out of your busy schedules to attend our financial presentation today. 

 

I would like to explain the financial results for 1H of the fiscal year ending September 2023 
and the direction of the next medium-term management plan. 

The fiscal year ending September 2023 is the third and final year of Medium-Term 
Management Plan 2023, and as in the first and second years, the Company has continued 
to perform well, with record sales in 1H and steady progress, although profits declined 
slightly. 

First, consolidated net sales were JPY73.3 billion, up JPY5 billion YoY. Both segments posted 
record-high 1H revenue growth, with Think Tank & Consulting Services, or TTC, seeing 
large public-sector 5G projects, and IT Services, or ITS, driven by the financial and credit 
card sectors. 

Ordinary profit decreased JPY176 million YoY to JPY9.8 billion. Although TTC is on track to 
meet its full-year forecast, it saw a YoY decrease due to outsourcing expenses and human 
resource investments for future growth. This was offset by growth in ITS finance and credit 
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cards, resulting in a slight decrease in consolidated income. ITS recorded its highest ever 
ordinary profit in 1H and achieved an ordinary profit margin in the 10% range for the first 
time. 

Profit attributable to owners of parent declined to JPY6.5 billion, down JPY1.2 billion YoY in 
the absence of the extraordinary income recorded in previous fiscal year (gain on sales of 
investment securities of 1.4 billion yen). 

 

Page four is a consolidated profit statement of what I just said. 
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Please see page five. The graph shows the factors behind the YoY change in ordinary profit. 

Ordinary profit for 1H for the fiscal year ended September 30, 2022, was JPY10 billion.  

First of all, there is (a), the increase in revenue led to an increase in profit of JPY1 billion.  

On the other hand, there is (b), an increase in expenses of about JPY820 million due to an 
increase in outsourcing expenses for large projects and an increase in personnel costs for 
growth. Furthermore, there is (c), non-operating income, which was mainly due to a 
decrease in equity in earnings of affiliates and an increase in other expenses.  

As a result of (a), (b) and (c), ordinary profit was reduced by JPY176 million to JPY9.8 
billion.  
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I would like to explain our business performance by segment. 

First is Think Tank & Consulting Services, or TTC. This generally corresponds to the 
performance of MRI itself.  

Net sales were JPY36.2 billion, an increase of JPY2.0 billion YoY. Ordinary profit was JPY6.1 
billion, down JPY799 million YoY. 

While net sales increased due to government projects, especially large-scale 5G-related 
demonstration projects, profit decreased due to higher outsourcing expenses and increased 
human resources investment for future growth. 

Orders received and order backlogs fell off JPY1.9 billion and JPY2.6 billion, respectively, 
YoY. Orders fell off on account of large projects in the previous fiscal year, and the order 
backlog is due to progress in posting sales, but orders carried over to the next fiscal year 
are expected to shift into high gear after this. 

While firm progress was made toward targets for the full fiscal year, sales activities will be 
further strengthened with an eye toward next fiscal year. 
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Next is IT services, or ITS. Generally, this is the performance of the Mitsubishi Research 
Institute DCS Group.  

Net sales increased JPY3billion to JPY37 billion and ordinary profit increased JPY615 million 
to JPY3.7 billion. 

 Both sales and income increased, driven mainly by the financial and credit card sectors. 
The ordinary profit margin improved to 10% in 1H of the year. 

Orders received and order backlogs decreased by JPY2.1 billion and JPY2.2 billion, 
respectively, YoY. 

Orders received fell as some were brought forward last year, and the order backlog declined 
as sales were recorded.  

Progress toward the full-year forecast is on track. We will continue to strengthen sales 
activities. 
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Page eight shows sales by segment and industry of customer. 

Net sales to the financial/credit card and government sectors increased 9.4% and 7.6%, 
respectively. 
General industry also increased by 3.4%, showing growth in all three client industries.  

The growth in the general industrial sector was mainly due to an increase in customers in 
ICT and education industries while new SI projects grew. 
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Page nine shows segment sales broken down by customer industry category. 
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Please see page 10. The chart compares sales in 1H with last year's, supplemented with 
the order backlog for the planned sales during the period. 

Progress was around 91% of JPY118 billion, target for the full fiscal year, about the same 
as that for 1H of the previous fiscal year. 

You can see the structure of the order backlog decreasing in line with the increase in sales. 

We will continue to strengthen our sales activities for the next fiscal year. 
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Next is the forecasts for the fiscal year ending September 2023. 

The 1H results are progressing steadily along the forecast, and the progress rate is on par 
YoY. Considering this, we are keeping our full-year forecasts unchanged. 
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Regarding dividends, the basic policy remains unchanged. 

As the earnings forecast is unchanged, there is no change to the annual dividend forecast 
of JPY150 per share, consisting of an interim dividend of JPY75 and a year-end dividend of 
JPY75 per share, as forecasted at the beginning of the fiscal year. The dividend payout ratio 
is expected to be 37.5%. 

Next, I would like to explain the direction of the next medium-term management plan. 

With six months remaining in Medium-Term Management Plan 2023 (MP2023), the next 
medium-term management plan will be launched in October. In the past, when we 
switched to a new medium-term plan, we announced it at the financial results briefing for 
the previous fiscal year. However, in many dialogues with investors and other stakeholders, 
we have come to realize that it is necessary to explain more specifically the future growth 
of our group and our business strategy. 

Therefore, we have decided to present the direction of the next mid-term plan, which is 
currently under consideration at this stage, six months earlier than usual. 
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We are still in the process of considering this matter, and we would like to receive your 
feedback and refer to it as much as possible in the process of formulation of our next mid-
term plan. 

. 

 

Before we begin the next medium-term management plan, I will first summarize the 
progress of the MP2023. 

In the current medium-term plan, we have aimed for a virtuous cycle of three values; 
financial, non-financial, and social. We achieved our targets of financial value for ordinary 
income and ROE ahead of schedule in the previous fiscal year, and we are now working to 
further increase them in the current fiscal year. 

Regarding non-financial value, we have formulated and published our sustainability policy 
and diversity and inclusion policy and have also made disclosures in accordance with TCFD. 

On the other hand, with regard to social value goals, it may take some time for the results 
to become apparent, and we believe that there is still much room for improvement in how 
we measure the contribution of our group. 
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And moreover, MP2023 sets forth three basic policies. 

The first is VCP management, which takes social issues as its starting point and aims to 
solve them through business, and to be involved in the implementation process.  

Second is consolidated management that expands and deepens cooperation with various 
IT-centered companies revolving around the two core group companies of the Mitsubishi 
Research Institute and DCS. 

 Third is the new normal management focused on conditions post-COVID-19. We believe 
that we are making steady progress in our efforts along these lines. 

With regard to the VCP management, in terms of fostering and accelerating growth 
businesses, a comparison of sales from the fiscal year ended September 2020, the year 
before the start of the medium-term management plan, to the fiscal year ended September 
2022 shows that DX business increased from JPY27 billion to JPY32 billion, subscription-
based business from JPY6.8 billion to JPY8.1 billion, and overseas sales from JPY1.7 billion 
to JPY2 billion, all of which represent an increase of approximately 20%. 
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In consolidated management, the Mitsubishi Research Institute and DCS worked together 
to grow the DX business and reform the business portfolio. ITS's ordinary profit margin 
increased from 5.4% to 7.8% from the fiscal year 2020 to 2022 and is expected to exceed 
its target of 8% this year. 

Under the new normal management, we have been working to strengthen recruitment, the 
new normal way of working, etc. However, the net increase in recruitment over the past 
two years has been slightly more than 100 people, and we expect the net increase to be in 
the mid-200s with the addition of the current term. Since the goal of the mid-term plan 
was to increase the number of employees by 310, we recognize the need for further 
strengthening. 

On the other hand, the new normal working style is making significant progress, with the 
current attendance rate at our office at around 40% to 50%, and 16 people using the 
regional migration system at the end of the previous fiscal year. 
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Based on this summary, the senior management of the Mitsubishi Research Institute and 
DCS are currently working together to formulate the next medium-term management plan. 

First, we set our sights on the year 2030 as a guidepost and positioned the next medium-
term plan as a step toward that goal. 

By 2030, we aim to become a corporate group that provides unique value by combining 
the strengths of the two segments, and we hope to raise the scale of our business to a 
higher stage. 

In the next mid-term plan, which sets FY2026 as the target year toward our vision for 2030,  

1) we will build a one-stop model that integrates digital, consulting, and think-tank services  

2) upgrading our management and business foundations  

3) strive to expand the virtuous cycle of financial, non-financial, and social value and to 
become a corporate group where each employee can feel the growth and play an active 
role. 
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The next medium-term business plan is being considered in three key businesses shown in 
the table. 

(a) Businesses for public and private sector that leverage knowledge of government policies.   

(b) Private-sector DX businesses that originate from the business issues of the customers.  

(c) Businesses for the financial sector that leverage the knowledge of the financial system.  

The specifics of the businesses are listed in the table. The current scale of their respective 
businesses is approximately JPY45 billion, JPY20 billion, and JPY50 billion. 

(a) and (c) are the current strengths of our group and constitute the core of our financial 
base. We aim to grow by leveraging our strengths, while also improving profitability and 
profit margins.  

On the other hand, we view the private-sector DX business in (b), as the business with the 
most potential for growth, and we are considering further business growth in this area. 
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We will further examine the situation, including items that we have not been able to present 
today, take your feedback into consideration as much as possible, and plan to announce 
the results along with the announcement of this fiscal year's financial results. 

. 

 

Lastly, we will introduce some topics in 1H of the fiscal year. 

First, I would like to talk about engagement with the market. 

As you know, in March, the Tokyo Stock Exchange issued a document calling for 
management to be aware of the cost of capital and to promote and disclose dialogue with 
shareholders. Today, we would like to present some of our IR activities, including the status 
of engagement. 

We are currently meeting with buy-side/sell-side clients approximately 100 times per year. 
Although it is still not enough, the number of interviews has increased by 50% compared 
to the fiscal year ended September 2018, with a particularly large increase in the number 
of interviews with buy-side clients. 
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Our management team, including myself, has also actively participated in the dialogue with 
shareholders. Furthermore, the number of shares held by non-Japanese companies has 
also increased during the same period. 

We currently have approximately 200 institutional shareholders, trust banks, life and non-
life insurance companies, financial services providers, and foreign corporations holding our 
shares. Among them is Schroder Investment Management (Japan), which recently 
submitted a large shareholding report. In February of this year, the same company 
disclosed a holding of 6.68%, or approximately 1.05 million shares, in a change report. 

We will continue to be proactive in our efforts to engage with our shareholders. 

 

 

Page 21 is our recently released service.  

Since last year, ChatGPT, so-called generative AI or interactive AI, has been attracting 
worldwide attention, and we have begun to provide a service utilizing it.  

One of the issues with ChatGPT is that at times incorrect information is included. 
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Our web survey AI, “Roborisa”, can collect, organize, and compile reports on the web and 
has a function that detects and deletes incorrect information. This service reduces the 
possibility of incorrect information slipping in and increases the reliability of reports. We 
would like to introduce the contact person in charge to all interested parties and look 
forward to hearing from you. 
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On pages 22 and 23, we introduce examples of DX-related activities that our group has 
released during the past few months.  

That’s all for my explanation. Thank you very much for your attention. 
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Question & Answer 

 

A: Could you be more specific about the reasons for the decrease in profit despite the 
JPY5 billion increase in sales YoY?  

Answer: Pages six and seven shows a breakdown of sales and profits for Think Tank 
and Consulting Services (TTC) and IT Services (ITS), respectively. 

ITS on page seven reported an increase in net sales of approximately JPY3 billion, 
an increase in operating profit of JPY601 million, and an increase in ordinary profit 
of JPY615 million, with the increase in sales directly translating into an increase in 
income, resulting in higher sales and income. 

On the other hand, TTC on page six reported that while net sales increased by JPY2 
billion, operating profit decreased by JPY632 million, and ordinary profit decreased 
by about JPY799 million. 

The main reason for the decrease in profit amid the increase in revenue is that TTC 
has decreased in profit regardless of the increase in sales. 

Regarding TTC, although net sales increased, there was a large contribution from 
large-scale projects that require large outsourcing costs, and the increase in 
outsourcing costs and personnel costs associated with the increase in personnel 
required for upfront investment and the development of new business areas in the 
future were the two main reasons for the YoY decline in both operating profit and 
ordinary profit. 

However, the increase in personnel expenses due to the increase in personnel is a 
factor that we had anticipated from the beginning of the fiscal year. As for the 
progress against the earnings forecast, TTC is slightly behind in terms of profit, but 
we expect to make up for this in 2H of the fiscal year. 

In addition, ITS is performing well, and we believe that overall sales and earnings 
will be in line with our forecast. 

 

B: Please tell us about the progress of profits through 1H against the full-year forecast, 
whether it is in line with the plan or not, and your perspective about it. Also, please 
comment if there are any on the same matter with TTC or ITS respectively. 
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Answer: Overall, we believe that sales and profits are almost in line with our plans and 
projections. 

However, if we look at the breakdown of TTC and ITS, we see that TTC is slightly 
behind in profit progress. On the other hand, we believe that ITS is steadily 
increasing profits, and although there are some weaknesses when viewed by 
segment, we believe that we will be able to achieve our earnings forecast almost 
in line with our plan, taking into consideration the overall results and trends in 
orders in 2H. 

B: I understand that the company is strengthening the hiring of human resources this 
fiscal year. Please tell us about the situation in 1H. 

Answer: we believe that the lack of human resources is the biggest bottleneck in 
business performance and growth. Although we have been recruiting human 
resources and strengthening training since the start of the medium-term business 
plan, the consulting and IT industries are also the most competitive in terms of 
human resources, so we were not necessarily able to increase our workforce as 
planned in the first and second years. 

We had planned to increase the number of employees by more than 300 during 
the period of the mid-term plan, but in the first and second years, there were 
special factors such as the sale of some subsidiaries. Even when including these 
factors, the number of employees has increased by only a little more than 100. 

In this final year of our three-year plan, the entire Mitsubishi Research Institute 
Group including DCS is working to further strengthen the recruitment of human 
resources and the retention of those who are already active in the Company. 

I feel that the results of these actions have had quite a response and believe that 
a net increase of more than 100 members is possible this year. 

We still do not have enough human resources to realize our future vision, so we 
will continue to focus on recruitment, retention, and education of employees.  

Answer 2: As for the situation in 1H, we have committed ourselves to mid-career hires. 

As well as the actual number, if we compare it with the previous period, the 
Mitsubishi Research Institute has been promoting mid-career recruitment at a pace 
slightly more than 1.5 times faster than in the previous period. We just accepted 
slightly under 50 people. 
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At DCS, for mid-career hires for the full-year last year, more than 70% were hired 
in 1H. In addition, although not in 1H, we managed to increase the number of new 
graduates hired in April.  

We are not increasing the number of employees by a percentage or suddenly 
increasing the number of employees like other companies. We are steadily hiring 
people who can contribute to our business. 

Moreover, both the Mitsubishi Research Institute and DCS will continue to put effort 
into this area while striving to make the Company more attractive to join. 

 

C: I believe the order backlog at the end of the last fiscal year was positive YoY. 
Currently, compared to the same term last year, both TTC and ITS segments are 
down about JPY2 billion. Has there been a significant change in the environment? 

Answer: Please have a look at the order backlog for sales planned for this fiscal year 
on page 10. Here are the total sales for the previous term and 1H of the current 
period, as well as the order backlog for both. 

The order backlog was JPY37.7 billion in the previous fiscal year ended September 
30, and JPY33.8 billion in the current fiscal year, a decrease of almost JPY4 billion. 

On the other hand, if you look at the cumulative sales, it has increased by more 
than JPY5 billion from JPY68.2 billion to JPY73.3 billion, and the total of the order 
backlog for expected sales for this fiscal year and the cumulative sales to date is the 
sum of solid sales forecasts. The current sales forecast for the current fiscal year 
shows an almost certain increase YoY, from JPY106 billion to JPY107.1 billion. 

In terms of the percentage of progress toward the earnings forecast, we are at 91%, 
almost the same level as last year, and in this sense, our progress has not changed 
from last year, and we are feeling quite confident about achieving our sales target 
this year. 

We believe that this phenomenon is occurring because the speed at which orders 
received are being booked as sales is much faster than before, and we do not believe 
that there has been a particularly large change in the environment for orders in the 
recent past. 
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Orders received to date that will be counted as sales in the next fiscal year and 
thereafter, which we refer to as carry-over orders, are almost on par with those of 
the previous year. The orders that will be recorded as sales in the next fiscal year 
are those that will be received in earnest from this point onward, so we would like 
to focus on sales activities to improve our performance in the next fiscal year and 
beyond.  

D: Can you decide not to take on projects in TTC that increase sales but do not increase 
profits due to increased outsourcing costs? The term such as strategic orders is 
often used in these cases, but from the perspective of human resources and 
shareholder value management, orders that are not profitable appear meaningless. 
What do you think? 

Answer: Regarding orders that do not lead to profits nor contribute enough to society in 
terms of providing value to society, since we are committed to providing social value 
as well as financial value, we will be selective, or rather strategic, in shifting orders 
to those with higher value. We have been pursuing a policy of qualitative reform. 

In TTC, as for the ones where outsourcing expenses are increasing same as sales 
increasing, there are quite a few cases where we are taking up the entire portion of 
the sales and subcontracting that portion to other vendors. In determining the profit 
margin, or rather, whether the contribution to profit is significant, we measure the 
contribution to profit in terms of the actual value added after subtracting 
outsourcing expenses. 

Although it is somewhat difficult to see from the announced figures, we are 
selectively and strategically responding to those that can secure sufficient profit in 
terms of a real profit margin, or in terms of the measure of the amount of profit 
that we can make by providing people to work there.  

B:  Regarding the next mid-term plan, what should we expect in terms of sales growth 
potential for each of the three areas (a), (b), and (C) on page 18? At this time, I 
would appreciate it if you could suggest the order in which the three areas are 
expected to grow. 

Answer:  Considering the current scale of sales and the size of this market, we believe 
that the private DX business has the highest potential and growth expectations. 

However, in terms of our strengths as a group, the Mitsubishi Research Institute 
has great strength in the business based on policy knowledge (a), and DCS has 
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great strength in the business for finance based on knowledge of the financial 
system (c), but (b), the private-sector DX business, which is based on management 
issues, is not an area in which the Group has sufficient strength compared to (a) 
and (c).  

In addition, competing companies are also making great efforts in this area, and 
many of them are very competitive. To expand our business in (b) market, we 
believe it is necessary to concentrate and invest resources in areas where we can 
demonstrate our strength and to promote alliances and collaborations with a wide 
range of companies, not only Mitsubishi Research Institute and DCS, and some of 
these may include non-organic strategies using capital. 

We are in the process of finalizing the specific business areas and the level of growth 
we will aim for in those areas in the next Medium-term Management Plan. 

 

B: I was very interested to learn more about “Roborisa” in terms of compensating for 
the shortcomings of generative AI. I would like to ask about your expectation for its 
revenue contribution. First, the potential as a service for government and private 
customers. Second, regarding the potential for productivity improvement through 
use within the Mitsubishi Research Institute. 

Answer: This has been a hot topic since the end of last year, and we have been pursuing 
and researching the possibilities of AI for a long time. In this case, we were the first 
to announce the results of our research into various possibilities using ChatGPT. This 
is called “Roborisa”. 

Generative AI creates natural prose automatically, but the issue is that at times 
incorrect information is included. But we will make sure that the information is as 
accurate as possible. “Roborisa” also includes a function to detect if the information 
is incorrect. 

We have received interest and consultation from various organizations since the 
announcement. At present, the function is to collect various information and report 
it, but I believe it has many possibilities. 

As for services for customers, we would like to consider offering exactly that type of 
service to a single organization or even a platform, but we are currently receiving 
inquiries at a very high pace, although we cannot give you a figure of how much we 
expect as a revenue contribution, since there are various possibilities. 
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We are also looking into the possibility of practical use within the Groupe. We have 
been working during the current mid-term plan period to see if we can improve the 
business efficiency of the think tank business as much as possible, not just with this 
ChatGPT. 

This case also emerged from the extension of such research in the form of the use 
of new tools. It is important for us to compile information as quickly as possible. In 
such a situation, we believe that compiling this kind of information with more correct 
information will contribute greatly to efficiency. 

On the other hand, if information is used in a general way, there are opportunities 
and concerns that it may be leaked outside the Company, so I think it is necessary 
to maintain such usage methods and adjust rules as well. 

I believe that companies like ours that handle information are likely to undergo 
drastic changes in the future, and we will continue to make efforts to improve 
productivity by taking preemptive measures in such areas. 

 

E: In the explanation of the next medium-term management plan, you refer to a “higher 
stage”. Can you be more specific about this image? 

Answer: I hope you will understand that the expression, a “higher stage”, expresses our 
determination for the sustainable growth of our group. 

Although we are not able to present a specific level at this time, we are considering 
making it concrete when the mid-term plan is announced, along with the FY2026 
attainment goals for the next mid-term plan. 

Looking back, when the structure of Mitsubishi Research Institute and Diamond 
Computer Service was formed in 2005, we had sales of about JPY70 billion. It took 
us about 15 years to reach the JPY100 billion mark, which occurred for the first time 
in this medium-term plan period. 

We have been operating our business not necessarily by expanding our scale, but by 
focusing management and operation on improving the quality of value we provide to 
society and our customers. Although we will not change our focus, we believe that 
we must achieve further growth to continue to be selected by our customers, 
employees, and shareholders, and to secure the resources for future investments, in 
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the midst of major changes in the social structure and the environment surrounding 
our industry. 

In order to somehow accelerate and shorten a term to reach the next stage, we have 
classified our businesses into (a), (b), and (c) by combining the Group's strengths 
centered on the Mitsubishi Research Institute and DCS. We hope you will understand 
that we are formulating our next medium-term management plan with the aim of 
increasing profitability while expanding the range of our businesses.  

 

F: Why are you not making as much progress as expected in increasing your workforce? 
Is it because you have not yet achieved the number of hires, or is it because of an 
increase in the number of retirements? Is there any risk that the slow growth in 
headcount will affect the next mid-term plan? 

Also, please tell us about your specific retention measures and efforts to increase the 
number of recruits. 

Answer: We recognize that this is also a very important management issue. We recognize 
that the most important factor in achieving sustainable growth in the future is how 
to expand and strengthen the quality as well as the quantity of our personnel. 

Currently, the number of hires is in the mid-200s, while in this mid-term plan it is 
proposed to be a little more than 300. Of course, we still have six months to go from 
here, so we will continue to strengthen our efforts. There are many reasons for this, 
but the number of retirees is high. The number of recruits is insufficient to cover this. 

The market for the Mitsubishi Research Institute and DCS, the consulting industry 
and the IT industry, are extremely tight in terms of human resources, and I 
understand that there are more retirements than expected in this situation, and that 
the increase in the number of hires is not growing as expected. 

As for the increase in the number of recruits, we are increasing the number of new 
graduates hired each year for both the Mitsubishi Research Institute and DCS. 

In addition, we are also working on mid-career recruitment, and although it is an 
extremely competitive market, we are building close relationships with recruitment 
agencies, holding various types of information sessions 
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DCS is opening new offices in Tohoku (Sendai City) and now in Kitakyushu City, 
Kyushu. We are also focusing on increasing near-shore recruitment in these areas 
and using all means to increase recruitment.  

We are putting a great effort into retention as well as strengthening recruitment. 
Specifically, there are various career paths and ways of thinking, especially among 
young and mid-career workers, and we will carefully respond to and provide guidance 
to each individual to minimize the risk of retirement before it happens. 

We are also taking measures to prepare such a path while carefully listening to the 
desired job types and career paths. We are also focusing on creating a work 
environment where people with various possibilities can play an active role by 
multiplying down on functions in human resources. 

The effect of these efforts has come out gradually, and I believe that the pace of 
retirements has slowed considerably since the beginning of this fiscal year. 

Answer2: I would like to make some additions  

We have been exchanging information with recruitment agencies on a frequent basis, 
monthly, about what kind of human resources we are looking for, and we have 
recently succeeded in recruiting people who are quite responsive to what we want to 
do. We are working to strengthen not only the quantity, but also the quality. This 
was additional information. 

[END] 


