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Presentation 

 

Tsukushi: I am Tsukushi, Representative Director, President and CEO of DIGITAL HEARTS HOLDINGS Co., Ltd. 
Thank you for taking time out of your busy schedule today to participate in the financial results briefing for 
Q2 FY2024. 

Today, I will first give an executive summary of the financial results. Then, Mr. Itami will give an overview of 
the financial results, and Mr. Ninomiya and I will explain the growth strategies of each business segment. We 
will receive questions after that. Thank you very much for your attendance. 
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I will now begin explaining the executive summary of the financial results. 

Sales for 1H were JPY19,906 million, which is 106.6% of the previous year's level, and operating income was 
JPY825 million, which is 113.1% of the previous year's level. Net income was JPY455 million, which has turned 
profitable from last year's loss. 

As you can see, we increased both sales and profit in 1H FY2024. The DH Group, which greatly increased sales 
of global services and foreign subsidiaries, led the business performance in terms of both sales and profit. The 
AGEST Group unfortunately ended in a loss in Q1, but it turned profitable in Q2, and achieved a YoY increase 
in both sales and profit in 1H. 

Meanwhile, based on the 1H results, we have revised our full-year consolidated financial forecast. The DH 
Group's sales and profit remained unchanged from the initial plan, but the AGEST Group's sales and profit fell 
short of the initial plan in 1H. Therefore, we have revised the full-year forecast. However, in 2H, it is expected 
to recover to the initial forecast profit levels. 

Thus, the revised plan calls for net sales of JPY42,020 million, which is 108.3% of the previous year's level, and 
operating income of JPY2,540 million, which is 124.5% of the previous year's level. 

Furthermore, regarding the Spin-Off Listing, which is one of our major management issues, AGEST completed 
the appointment of outside directors and the establishment of an internal control system in 1H. We are 
smoothly progressing with our preparations for the listing in 2025, after passing the examination by securities 
companies and the TSE. 
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In addition, since the Spin-Off Listing itself is not the goal, but only a means to an end, we are now steadily 
preparing to ensure that each of our businesses will be able to grow firmly after listing, by accelerating each 
of our unique initiatives. 

As one of the most notable initiatives, in terms of the use of AI, which is one of the current management 
issues, the DIGITAL HEARTS Group has developed and launched a game-specific AI translation engine. The 
AGEST Group is also developing an AI testing tool called TFACT, taking advantage of its technological 
capabilities and past knowledge as a testing specialist. This is scheduled to be introduced in January next year. 

 

 

Regarding the DH Group's business strategy, basically, the DH Group is conducting various preparations to 
become a global quality partner in the game and entertainment industry. 

As you know, product development in the game industry is becoming significantly complex, and competition 
is fierce on a global scale. In such circumstances, game companies face several challenges, including how to 
create good content and achieve high quality, speed up development and production, lower costs, and 
respond globally. 

As a global quality partner, we are committed to providing our customers with one-stop global solutions based 
on our long-standing commitment to quality, our proven track record, and the horizontal development and 
regional expansion of our services, including the provision of support for global expansion.  
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The use of AI, which is one of the strategies, will be explained in detail later in the strategy part, so I will skip 
this part. 
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Next is the growth strategy of the AGEST Group's business. 

As a software verification specialist, the AGEST Group aims to become an AI testing company that supports 
the quality of enterprise systems with leading-edge technologies. The market and the industry as a whole 
originally had a shortage of engineers, but as software has become more complex and sophisticated in recent 
years, the quality and speed required for testing, as well as costs, have become major issues. 

AGEST has been responding to this by strengthening next-generation QA engineers and expanding into new 
fields such as shift-left services. Furthermore, as I explained earlier, AGEST will also introduce a tool called 
TFACT for AI testing and will be developing such services starting next year, aiming for a significant productivity 
improvement. 
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This is a material explaining TFACT, the AI testing tool. Again, Mr. Ninomiya will explain the details later. 
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Here are the 1H business progress and full-year forecast for each group. 

As for the DH Group, sales grew steadily, especially in global services, and 1H progressed almost in line with 
the initial plan. Sales were JPY12,170 million, which is 107% of the previous year's level, and segment profit 
was JPY832 million, which is 111.2% of the previous year's level. 

In 2H, we will continue to strengthen our global services, such as the AI translation engine I mentioned earlier, 
and voice recording services. In order to firmly implement these growth strategies, we aim to achieve sales of 
JPY25,720 million, which is 109.5% of the previous year's level, and segment profit of JPY2,040 million, or 
117.6% of the previous year's level, as planned at the beginning of the fiscal year. 

The AGEST Group ended in deficit in Q1 due in part to the client's rescheduling of certain projects, but has 
turned profitable steadily in Q2. 

In 2H, these particular factors of Q1 will have been resolved, and we expect steady profit generation. The 
AGEST Group has acquired large-scale and continuous projects, such as a quality consulting project for a major 
automobile manufacturer, and a QA project for a major distribution company. As a result, we expect net sales 
of JPY16,490 million and segment income of JPY500 million for the full year, which are 103% and 163.7% of 
the previous year's level, respectively. 
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Meanwhile, we are now considering a Spin-Off Listing as an important management issue. 

As we reported last year, AGEST, our subsidiary, and its related businesses will be listed in a stock distribution 
spin-off, which will be one of the few examples of a spin-off listing. We will separately list these two businesses 
with clearly different business value creation strategies, to maximize the potential of each business through 
management focus and optimal capital policy. 

The DH Group Business targets game and entertainment companies and has an established and differentiated 
business model. We will aim to achieve stable growth by investing in new locations and expanding services. 

On the other hand, amid rapid technological evolution, the AGEST Group has a business model that aims to 
become successful through change and innovation, so the model will aim to achieve non-continuous growth 
by continuing to invest in technology and conduct M&A. 

By separately listing these two businesses with different business values, we believe there will be a positive 
impact on shareholders, including the improvement of medium- to long-term profitability with more focused 
management and optimal capitalization policies to attract new shareholders, and conversion of the stock price 
to each business's intrinsic value, and elimination of conglomerate discounts and development of simple and 
easy-to-understand stock prices. 

As I mentioned earlier, there are only a few examples of Spin-Off Listing schemes, and they are difficult to 
understand. Therefore, we have presented a simple illustration of the scheme at the bottom of the page. 
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Existing shareholders will distribute their shares of AGEST at the time of the spin-off in proportion to their 
shareholdings in the Company, and will receive a dividend in kind. After listing, each business will become 
much simpler, so we hope that people who are interested in the value of each business will become new 
shareholders, and that the market will be revitalized by the active trading of each stock. 

 

 

A few recent spin-off cases are also stated here. We have included this information for your reference to 
schedules and processes. We also hope it will help you imagine the impact on shareholders who have held a 
single share but will be holding two shares reflecting the value of the two businesses after the Spin-Off Listing. 

This concludes my explanation for the summary section. Next, Mr. Itami will give a detailed explanation of the 
business performance. 
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Itami: I, Itami, will now explain the financial results for 1H. 

Here are the results for 1H FY2024. 

Sales were JPY19,906 million, which is 106.6% of the previous year's level, operating income was JPY825 
million, which is 113.1% of the previous year's level, and ordinary income was JPY809 million, which is 102.1% 
of the previous year's level. Net income was JPY455 million, which has turned profitable from last year's deficit. 
As mentioned by Mr. Tsukushi earlier, the DH Group and the AGEST Group both improved their sales and 
profits compared to the previous year, and have achieved increased sales and profit on a consolidated basis. 
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I will continue with the explanation of dividends on page 15. 

As shown here, the interim dividend will be JPY10.5, which is in line with the forecast at the beginning of the 
fiscal year. The annual dividend is expected to be stable at JPY21, unchanged from the forecast at the 
beginning of the fiscal year. 
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I would like to continue with the results by segment. Please see page 18. 

This is 1H results by segment. As for the breakdown of consolidated sales of JPY19,906 million, the DH Group's 
sales were JPY12,170 million, 107% of the previous year's level, and the AGEST Group's sales were JPY7,925 
million, 103.7% of the previous year's level. 

As for the breakdown of operating income and consolidated operating income of JPY825 million, the DH Group 
accounted for JPY832 million, 111.2% of the total, while the AGEST Group had a negative JPY6 million in 1H 
as a whole. However, it turned profitable in Q2 from a loss in Q1. 
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Next, I will continue with an explanation of the DH Group's results. Here is the business summary of the DH 
Group. 

As I mentioned earlier, sales of the DH Group were JPY12.1 billion, which is 107% of the previous year's total. 
As the breakdown, Domestic debugging, our stable core business, secured JPY6.8 billion, which is 103% of the 
previous year's sales, while Global and others, our strategic growth area, totaled JPY5.37 billion, which is 
112.3% of the previous year's total, resulting in double-digit profit growth. 

With regard to Global and others, as mentioned by Mr. Tsukushi earlier, we have strengthened our services 
by launching a game-specific AI translation engine ELLA in 1H, resulting in an increasing number of new 
projects for translation and LQA, and marketing support. 

On the other hand, in the Domestic debugging business, as for the industry environment and external 
environment, there has been a severe external environment such as the cancellation and postponement of 
title development. However, we were able to secure higher sales than the previous year by strengthening 
sales, and raising the unit price per order by increasing the high-value-added services. 
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Next, we would like to look at quarterly trends. Please see page 21. 

First of all, the graph on the top shows a stable increase in quarterly sales from JPY5.6 billion a year ago to 
around JPY6 billion in Q1 and Q2 of 1H. 

Looking at the breakdown, as I mentioned earlier, Domestic debugging accounted for approximately JPY3.3 
billion to JPY3.4 billion. The graph on the lower left shows stable growth. On the other hand, global services 
shown on the right, which are global services centered on translation, LQA, and marketing support services, 
grew from less than JPY700 million a year ago to around JPY1 billion, which is about 1.4 times, or 1.3 times to 
around 1.4 times the level of the previous year. 
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I would like to continue by explaining the results of the AGEST Group. Please see page 24. 

Here is a summary of the AGEST Group. First, segment sales were JPY7,925 million, which is 103.7% of the 
previous year's level. As a breakdown, QA solutions accounted for JPY6,843 million, 108.7% of the previous 
year's level, and IT services and others accounted for JPY1,081 million, 80.4% of the previous year's level. 

In the QA solution business, foreign businesses had been somewhat weak, but considering the domestic QA 
solution business only, this achieved double-digit revenue growth, thanks to the booming market 
environment. Although the figures were a little weak due to irregular projects in Q1, double-digit growth was 
achieved in Japan for 1H as a whole. 

On the other hand, IT services and others, which showed a YoY decline, resulted in a decrease in revenue due 
to the impact of deliberate actions such as strategic contraction of unprofitable businesses. 

Although there was a temporary decline in profitability in Q1 due to the impact of the specific projects 
mentioned earlier, in Q2, the AGEST Group has returned profitable as a segment, and we are expecting a 
continuous generation of stable income from 2H onward.  
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Next, please see page 26 for the quarterly changes. 

First, here are the sales. Quarterly sales have moved from around JPY3.8 billion a year ago to around JPY4 
billion, and most recently to JPY4 billion in Q2. 

The gross profit margin was around 27% to 28% but typically dropped to 23% when the irregularity occurred 
in Q1, as explained earlier. However, since particular factors have been eliminated, the gross profit margin for 
Q2 has recovered to nearly 27%. We will continue to control the gross profit margin, aiming for close to 30%, 
at around 27% or 28%. 

Meanwhile, SG&A expenses for Q2 of the current fiscal year were less than JPY1 billion. The AGEST Group 
intends to improve profitability, including control of SG&A expenses. 

Next is the KPI. The number of clients with orders is 867 companies, which is an increase of 45 companies 
from a year ago. The annual sales per client was JPY15 million, an increase of JPY1 million over the previous 
year, and both the number of clients and the unit price per client improved compared to the previous year. 

On the other hand, the number of engineers at the end of September was 1,064, a decrease of 18 compared 
to a year ago. This was due to a decrease of 65 engineers overseas as the number of engineers in Vietnam 
was controlled according to the business scale. However, looking only at the number of engineers in Japan, 
which has been growing steadily, the number has increased by 47 compared to the previous year, which 
means that the number of engineers in Japan has been steadily expanding at a pace of about 100 engineers 
per year. 
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Finally, I would like to explain the consolidated financial forecast for the full year. Please see page 29. 

As mentioned by Mr. Tsukushi earlier, some revisions have been made this time based on the 1H results. As 
shown in the table, the DH Group is performing almost as planned in 1H, so we are maintaining our initial plan 
for sales and operating income unchanged. 

On the other hand, the AGEST Group's forecast has been revised downward because of some shortfalls in 1H. 

As a result, the revised sales forecast is JPY2 billion less than the initial plan, and operating income is JPY500 
million less than the initial plan, resulting in net sales of JPY42,020 million, 108% of the previous year's level. 
Operating income was revised to JPY2,540 million, 124% of the previous year's level, to increase plans for 
both sales and income on an operating income basis. 

In addition to the change in operating income, we have also revised the initial plan's forecast for non-
operating and extraordinary income and loss, including a revision to JPY2,470 million for ordinary income and 
JPY1,600 million for net income. 

This is the revised plan. Although it has been revised downward, the entire Company will work together in 2H 
to definitely achieve this plan. That is all from me. 

Next, Mr. Tsukushi will explain the growth strategy. Mr. Tsukushi, please go ahead. 
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Tsukushi: I will now explain again the growth strategy for the entire Group and the DIGITAL HEARTS Group. 

Once again, I would like to confirm this Spin-Off Listing that is now at the center of our business strategy. 

I briefly mentioned the capital policy and conglomerate discount in the executive summary section earlier. 
Also from a management perspective, the advantages of separating each business by a spin-off are that it 
allows us to concentrate on a certain specialized business, and as a result, respond to changes immediately in 
this rapidly changing market. 

In addition, in the areas of human resources and corporate culture, which are the foundation for business and 
growth, we can develop a culture and personnel system that match the characteristics of each business. Thus, 
from a management perspective, we believe that the spin-off listing is a very important action in our current 
status to grow our business. 
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This page explains the differences by classifying matters into several items. 

Originally, the AGEST Group started as a derivative of the entertainment debugging business of DIGITAL 
HEARTS, but once we started this business and reached a certain scale, the difference in the market, as well 
as the added value of the services we provide to this market, and the difference in the growth stage became 
quite apparent.  

In addition, when considering our future growth strategy, we realized in our practices that there is a significant 
difference in capital policy, as well as human resources, corporate culture, and culture, as I mentioned earlier. 
We have reached the management decision to conduct Spin-Off Listing because we considered that we can 
develop the potential of each business if we focus on each of them. 
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Next, I would explain the business model of the DIGITAL HEARTS Group in more detail. 

As I mentioned at the beginning, the DH Group's goal is to become a global quality partner in the gaming and 
entertainment industry. We provide services to game and entertainment companies and their customers 
mainly in Japan and also around the world to help them create and disseminate enjoyable and safe content. 

We have been providing debugging services to game developers and publishers in Japan, but we are now 
looking to expand our services horizontally to include game development, art production, voice recording, or 
translation, LQA, customer support, marketing, and more to meet the wide range of client's outsourcing needs. 

As you can see on the right side of this page, our group has about 8,000 testers, many base offices in Japan 
and overseas, and many test terminals to provide services. The most important point is that we not only 
provide support to domestic and foreign game makers but also develop our services with the ultimate goal of 
providing enjoyment to players. 

Fellow game enthusiasts who are actually players themselves and have a great deal of insight into games 
participate in our company and provide these kinds of services. This is a characteristic of our company, and 
the fact that all of us, including our programmers, engineers, testers, and translators, with a strong love for 
games, are providing services to game makers or players is one of the major strengths of our company. 
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These are the logos of our client companies. 

Although we have transactions with major game platformers and various global companies other than those 
stated here, unfortunately, we can only present a limited number of client logos due to permission restrictions. 
However, as you can see, we work with major game developers and publishers both domestically and 
internationally. 
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The DIGITAL HEARTSS Group's business growth strategy is very simple. As described here, with the Domestic 
debugging business that we have cultivated up to now as our core, we will develop our services horizontally, 
and in terms of regions, we will expand our services to Asia, Europe, the United States, and the rest of the 
world. As a means to achieve this, and by also actively pursuing M&A and alliances, we will firmly expand our 
services and business areas, aiming to achieve significant growth. 
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Here is the current sales growth compared to the previous year. 

While we are steadily growing our overall sales, we are striving to expand our global business in particular, so 
we are focusing on our global business to drive, even slightly, the overall growth. By the way, as stated below, 
the global business includes services such as translation, LQA, marketing, and audio voice recording. 
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What is stated here is the strength of the DH Group. 

First, the quality assurance, debugging, and QA that we do is not just quality assurance to find functional 
defects or things that differ from the specifications. As I mentioned earlier, our testers and debuggers, who 
have a user perspective, do not just check for functional problems, but assure quality by detecting defects by 
fully utilizing the user's perspective, including consideration of matters such as whether it is user-friendly, or 
whether the translation reflects the character's personality. This is one of our major characteristics. 

Another characteristic is that our team consists of diverse members with many experiences and knowledge, 
such as a group of part-timers who love games and have a user's perspective, as I mentioned above, or 
otherwise, a person who loves games and has experience with various places, such as a domestic hardware 
game maker, a major game publisher, and a professional translator. I believe that this is one of our unique 
points for providing our services. 

The third characteristic is the unique market position. I recognize the uniqueness of this is that it is generally 
very difficult for Japanese companies to expand their business globally, and that they are not good at it. I 
assume that it is difficult for Japanese companies to succeed overseas simply because there are differences 
in countries, regions, and work styles when bringing products and services that have been successful in Japan 
to other countries. 

The image of the global expansion that we are aiming for is, as I explained earlier, that the game content we 
are dealing with will expand globally even without our involvement. So, no matter where the game is made, 
not only in Japan but in any other country, the market is always the world, and we will always release our 
products for users and gamers around the world to play. The services we are currently creating together with 
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Japanese game companies, such as QA, debugging, translation, and voice recording, are all created according 
to global specifications. Thus, this solution itself is not just for Japanese companies but is a service that is 
needed by companies everywhere. 

A clear example is translation. We will provide services for simply converting Japanese to English, Chinese, 
Korean, and European languages, but translation needs also include Chinese companies' needs to prepare 
translations for multiple languages, including Japanese. Korean game companies must also go global. In the 
sense that American and European games need to be translated into Japanese, Chinese, and Korean, the 
services we develop will be necessary for all global clients. Our ability to provide services to our immediate 
customers will be directly converted into our ability to provide services to global clients, meaning that our 
services will naturally become globalized. We believe that this will lead to the global expansion of our business. 

 

 

And here is the business progress. We have really been expanding our services steadily, including developing 
an AI translation engine for translation, and partnering with G-angle Co., Ltd. for voice recording. Furthermore, 
we are steadily expanding our services, including the establishment of a joint venture company in India in 
order to debug English source programs. 

Moreover, as a matter of course, quality is important to us, so as part of our efforts to focus on quality, we 
are developing services using a quality method called Digital Hearts Quality, or DHQ for short. In this flow, we 
are also increasing the unit price of orders by properly assuring quality. 
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In addition, even if we can surely globalize our services, clients will not reach us if our brand recognition is 
weak. From that perspective, we have actively participated in worldwide game industry exhibitions this year, 
and promoted our global branding through events such as ChinaJoy in China, gamescom in Europe, and the 
recent TOKYO GAME SHOW. 

 

 

Finally, I will provide a few supplementary explanations about this game-specific AI translation engine. 

Although this contains a bit of an exaggeration, we have developed and launched ELLA, an AI translation 
engine that expresses emotions and properly reflects the worldview of games, which has been said to be 
difficult in machine translation. I believe that this will lead to a kind of revolution in the global expansion of 
game content. 

With the global spread of smartphones and gaming devices, as well as PC games now available on the Steam 
platform, content can be downloaded from anywhere in the world, and we are witnessing a truly rapid 
expansion of global demand. 

If the existing traditional machine translation could be used for this immediately, global expansion would be 
possible in terms of both speed and cost. However, unfortunately, the current machine translation system 
cannot cope with games and entertainment content that require a sense of immersion, a worldview, and a 
reflection of the character's personality. Machine translation can translate some tutorials and instruction 
manuals, but it is not ready yet for the content of the game. 
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So we teamed up with Rozetta Corp., a company that develops AI translation engines, to take a plunge and 
create an AI translation engine for games, and the result is ELLA. 

One point here is that it is important to bring out the individuality of the characters in the game, so we 
developed a separate AI for character data, which enabled us to achieve a translation that reflects the 
worldview and individuality of the characters. Of course, because we use AI translation, some final checks are 
done by native staff. But in terms of speed, it is overwhelmingly faster, and it will depend on the pair of 
languages, but even in English now, if we do a Japanese to English translation, the speed can be shortened by 
40% compared to conventional human translation. By doing this, we aim to strongly support the 
multilingualization and simultaneous worldwide release of any games. 

This concludes my explanation regarding the growth strategy of DH. 
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Ninomiya: I am Ninomiya from AGEST. First, I apologize for the downward revision following 1H results. Our 
apologies. Meanwhile, since the gross profit margin has been improving steadily since Q2, we strongly believe 
that we will be able to achieve the revised budget for the full year. 

 

Now I will explain about AGEST's growth strategy. 

First of all, as mentioned earlier, the needs for QA are becoming increasingly diverse. During this period, we 
have been working to acquire leading-edge quality technologies to meet these diversifying needs. 

In addition, we have been striving to develop next-generation QA engineers, a new type of engineer who can 
develop and also has knowledge of QA. This has allowed us to expand our unique service areas, such as 
upstream processes represented by QA for Development, shift-left services, DevOps services, and provision 
of post-release quality services. We have been expanding our business areas in these ways. 

We will introduce a new AI testing tool called TFACT in January. Our goal is to significantly improve productivity 
by accelerating AI testing. We hope to become a top runner in AI testing and make this a pillar of our growth 
strategy for the future. 



 
 

 

 
29 

 

 

I would like to talk about the technical background of why we can utilize AI. 

From the very beginning, we have had our own special method for shift-left, in the form of QA for 
Development. Furthermore, from the early stage, we had already been providing AI-related services in this 
area, such as AI technical code review and AI debugging. 

We also have TestArchitect, a test automation tool that has been used globally for 20 years. Furthermore, this 
TestArchitect is a special test automation tool that can be applied to various environments, not simply web 
or mobile, but also desktop applications. The fact that this know-how can be applied to AI-based testing is 
also one of our major strengths. 

With regard to the testing process, for the past several years, we have been dedicated to using a testing 
process that conforms to ISO 29119, an international standard. The introduction of AI testing this time will 
also require standardization, and we could also respond to this issue promptly. Based on this technological 
foundation, we would like to link this to the future evolution of AI. 
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As for the vision of AI that we are aiming for, step one will be realized through TFACT starting in January. This 
will automate the scenario creation, execution, testing, debugging, and reporting. This will result in reducing 
the testing number of man-hours by 30%. Therefore, a reduction in testing numbers means that the speed at 
which a client releases a product to the market will naturally increase by 30% or more. As such, we aim to 
dramatically improve the value provided. 

Furthermore, the use of this AI testing will naturally reduce the testing number of man-hours, resulting in 
improving order capacity. Therefore, we believe that it will contribute significantly to the increase in sales and 
improvement in gross profit margin. 

In addition, we believe that we will be able to establish a new revenue model of license-based billing by 
providing products, which we are aiming to achieve in 2H of the next year. First, next year, we will be working 
on step one. 

Then, in 2H of next year or the year after, we will add more functions for autonomous testing. With this, our 
goal for the year after next is to try to halve the testing number of man-hours. 

Furthermore, we believe that ultimately, the areas in which AI can work will expand considerably. However, 
we are also focusing on the consulting field using next-generation QA engineers. Therefore, we are assuming 
to develop a combination of these areas, and ultimately aim to enable full automation with AI to a certain 
extent.  
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This overview of TFACT clearly explains AI testing tools, but its basic function is also a test management tool. 
During this time, we assumed that test management tools that follow the ISO 29119 process are necessary to 
improve quality. Therefore, we have incorporated that process. 

Furthermore, since we are a latecomer to the market, we cared a lot about usability. Therefore, TFACT is a 
test management tool with high usability, that can follow processes compliant with international standards, 
and that also includes AI functionality. Thus, it is possible to use the test management tool alone, or to use 
this AI function together with our service. 

Specifically, for step one, AI will automatically generate this test step. Furthermore, as a result of the 
elemental analysis of this test, this test step will be executed automatically. The results will then be verified 
and analyzed to find where the problems lie. In addition, AI will also automate the identification of where the 
defect is in the code, rather than what is happening on the screen as an event. Moreover, the incident reports 
will also be automated, so by using this tool, approximately 30% of all testing number of man-hours can be 
automated. We would like to increase this percentage to 50% and 100% in the future. 
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By introducing TFACT, we hope to create a new growth cycle, a growth cycle that will allow us to continuously 
expand our business. 

First of all, by introducing TFACT, we will be able to accumulate know-how using AI, and this will be the know-
how that we can gain. Furthermore, of course, because it is AI, the more it is utilized, the more data will be 
accumulated. This will improve the accuracy of the AI and the quality of the QA we provide. We believe that 
as quality improves, the number of customers will naturally increase. Furthermore, as I mentioned earlier, the 
order capacity will be greatly expanded through the use of AI. In addition, we will be able to sell licenses and 
establish a revenue model in this area, which we believe will lead to a renewed expansion of our client base 
and business performance. 

We would also like to significantly increase AGEST's awareness by increasing the number of clients and by 
possessing leading-edge technology. We would like to improve our company's awareness overall, with the 
help of Spin-Off Listings as well. 

By this, we are hiring engineers, our next-generation QA engineers, in a special way. So, this will also lead to 
an expansion of this recruitment. Furthermore, as a benefit of AI, even personnel with few skills can 
supplement their skills by utilizing this AI. So, we can also achieve the number of personnel needed for general 
testing and recruiting capabilities for this area. 

Therefore, with TFACT at the center, we aim to firmly establish a cycle of improvement in technology and 
quality, expansion of customers and business performance, and growth and expansion of human resources. 
We will aim to become a company that continuously expands business and establishes a de facto standard in 
the QA industry. We thank you for your continuous support. 
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Tsukushi: Lastly, I would like to mention about our governance initiatives, diversity initiatives, and human 
capital management initiatives, which are the business foundation that supports our company's growth. As 
you can see, we have firmly and stably developed them. Please take a look at them later. 
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Also, this is just for reference, but after our spin-off, the DH Group and AGEST Group will be separated, so we 
have included our current financial statements and multiples as well as a comparison with our competitors 
for your reference. Please take a look at them later. 

As I have explained, we are now striving to take a big leap forward in both the DH Group and AGEST Group 
businesses, using the Spin-Off Listing as a stepping stone. We look forward to your continued strong support. 

Thank you very much for your time today. 

[END] 


