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Presentation 

 

Itami: I am Itami, Executive Officer and CFO. Thank you for participating in the presentation of our financial 
results for the fiscal year ending March 2023. 
 

 

The first will be performance highlights. 

Net sales were JPY36.5 billion, a significant increase of 125% of the previous fiscal year's level. 

The Enterprise Business, our focusing business, contributed the entire consolidated sales growth. The sales in 
the Entertainment Business also achieved double-digit YoY growth, particularly in the debugging business. 
Operating income was JPY3 billion, 111% of the previous fiscal year's level. The Enterprise Business, while 
building business foundations and investing in growth, mainly in AGEST, Inc., secured segment income almost 
on a par with the previous year, and the Entertainment Business also recorded an increase in income due to 
higher sales, resulting in a double-digit increase in consolidated operating income. 

In the fiscal year ended March 31, 2023, the Company continued to make use of M&A and other measures to 
achieve growth. In addition to concluding a capital and business alliance with GameWith last June, the 
Company acquired approximately 130 test engineers from Sobal in August. In March of this year, the Company 
acquired the company shares for GPC K.K, a company with strengths in the ERP business, and made it a 
subsidiary. Going forward, we will continue to actively utilize M&A. 



 
 

 

The Spin-Off Listing of AGEST, which is mentioned here, was also announced yesterday, and Ninomiya will 
provide more details on this point later. 

 

Next, I will explain the performance of our focusing business, the Enterprise Business, for the fiscal year ended 
March 31, 2023. 

After forming AGEST as a core subsidiary in April last year, over the past year, we have implemented various 
initiatives to strengthen the foundation of our Enterprise Business, including recruiting and training personnel, 
establishing an office dedicated to engineers, and actively engaging in marketing activities. 

Due to the impact of the acceleration of these strategic investments, the segment profit margin of the 
Enterprise Business in H1 remained at a low level. But in H2, with AGEST leading the way, quarterly sales in 
the Enterprise Business increased steadily and SG&A expenses were properly controlled. This has allowed the 
segment profit margin to improve to 6.8% in Q4. 

Looking at AGEST's KPIs, the number of QA engineers has increased to about 500, the number of clients with 
orders has exceeded 500, and net sales have expanded to a level of nearly JPY10 billion. 



 
 

 

 

Next will be the consolidated statement of income. 

As we first reported, we had a 125% increase in sales, 111% in operating income, and 121% in EBITDA. On the 
other hand, an extraordinary loss of JPY1.2 billion was recorded due to an impairment loss on goodwill of an 
overseas subsidiary affected by the spread of coronavirus infections in China, resulting in profit attributable 
to owners of parent of approximately JPY0.8 billion, lower than the previous year. 



 
 

 

 

Next, here is the waterfall analysis of YoY changes in EBITDA. 

In the Enterprise Business, as shown in the graph, SG&A expenses increased significantly due to increased 
investment to strengthen a business basement, increased costs associated with business scale expansion, and 
increased SG&A expenses at overseas subsidiaries due to the weak yen. 

On the other hand, EBITDA of the Enterprise Business increased by JPY300 million over the previous fiscal year, 
126% of the year-before level, due to increased profits from higher revenues and the profit contribution of a 
newly consolidated subsidiary. 

In the Entertainment Business, EBITDA increased by double digits to 117% from the previous year, and EBITDA 
for the entire company was JPY4.1 billion, an increase of 121% from the previous year. 



 
 

 

 

Here are the trends in sales and operating income from the past. 

As you can see, both sales and operating income are increasing steadily, with sales reaching a record high of 
JPY36.5 billion and operating income surpassing JPY3 billion for the first time in three consecutive fiscal years. 



 
 

 

 

Next, here is the consolidated balance sheet. 

In terms of total assets, there was an increase of about JPY2 billion. Cash and deposits increased, partly 
because JPY1.1 billion was raised through equity finance, while short-term loans payable decreased. In 
addition, goodwill has decreased compared to the end of the previous fiscal year due to the impairment of 
goodwill as reported earlier. 



 
 

 

 

This is the consolidated statements of cash flow. 

Net cash provided by operating activities was JPY2.8 billion, net cash used in investing activities, including 
M&A, was JPY1.9 billion, and net cash provided by financing activities was JPY0.6 billion, as equity finance 
covered repayment of borrowings and dividend payments. As a result, cash and cash equivalents at the end 
of period was JPY6.4 billion, up JPY1.2 billion from the previous fiscal year. 



 
 

 

 

This is the progress toward the medium-term targets. 

In the fiscal year ended March 31, 2023, all of these results exceeded those of the previous fiscal year. 



 
 

 

 

Next, here are the main items of non-operating income/loss and extraordinary income/loss. 

A particularly significant impact was an extraordinary loss of JPY1.2 billion. In particular, the aftermath of the 
spread of the new coronavirus in China and changes in the environment of the Chinese game market led to 
an impairment loss of JPY1 billion on the goodwill of our subsidiary DIGITAL HEARTS CROSS Marketing and 
Solutions Limited. In China, despite the problems with gaming regulations and other issues, we continue to 
see signs of recovery from the impact of the coronavirus, and we believe that there is a great opportunity to 
expand our business globally, including in China. 

I will now explain the results by segment and the consolidated earnings forecast for the full year. 



 
 

 

 

Here is the summary of financial results by segment. 

Both the Enterprise and Entertainment segments recorded double-digit YoY revenue growth. To explain 
operating income by segment, the Enterprise segment secured almost the same level of profit as the previous 
fiscal year after aggressive investment, and the Entertainment segment recorded double-digit growth in 
segment income. 



 
 

 

 

First, the Enterprise Business, here is a summary. 

As explained earlier, we recorded double-digit revenue growth in existing businesses and also benefited from 
M&A, achieving high sales growth of approximately 1.5 times that of the previous fiscal year. In terms of profit, 
the profit trend has been recovering since H2 of the fiscal year, and segment profit for Q4 recorded JPY0.3 
billion, the highest quarterly profit ever recorded. 



 
 

 

 

Next, here are the key KPIs of the Enterprise Business. 

I think you can see that sales are growing on a quarterly basis. Gross margin, which fell below 25% in Q3, 
recovered to 27.9% in Q4. 

As for QA solution KPIs, the number of clients with orders, annual sales per clients, number of engineers, and 
sales ratio of advanced testing and next-generation QA, all exceeded those of the previous fiscal year. 



 
 

 

 

Here is the QA solution division of the Enterprise Business. 

As shown in the graph to the right, quarterly sales grew steadily, resulting in a 153% YoY increase in sales for 
the full year. Gross margin ratio has generally been in the range of 30% to 35% for each quarter, and we 
believe that this is a solid trend, albeit with quarterly fluctuations.  

Annual sales per clients have risen steadily as transactions per company have expanded due to strengthened 
cross-selling and an increase in the number of engineers, as well as the expansion of testing services that take 
advantage of specialized expertise, such as mutation testing. Even on an organic basis, excluding M&A effects, 
we were able to record strong sales growth of YoY 134% of the previous fiscal year level. 



 
 

 

 

Next is the IT services and others division of the enterprise business segment. 

IT services and others division was also able to record strong sales growth of 137% of the previous fiscal year 
level. The number of registered engineers at identity Inc., which dispatches engineers mainly on a freelance 
basis, has reached to 27,000, and the security monitoring service also continues to expand steadily. 



 
 

 

 

Next, I will explain our Entertainment business. 

In addition to the console game market being very strong, game companies have been aggressively promoting 
overseas expansion.  As a result, the business achieved double-digit growth in both domestic debugging 
business and global and others.  

The segment income margin also remained high at 21.3%, partly due to the effect of increased domestic 
debugging sales. 



 
 

 

 

Next will be the trend of sales and gross margin ratio on sales of domestic debugging. 

Sales, mainly for console games, increased significantly to JPY3.5 billion in Q2 and remained at a very high 
level exceeding JPY3.2 billion in H2. 

In line with this, the gross margin ratio remained at a high level of over 30% throughout all quarters of the 
previous fiscal year. 

In addition, in response to the recent sharp rise in the cost of living, we began raising the hourly wage of 

“full-time” type game testers by JPY100 in April of this year. In addition to supporting the livelihood of our 
employees, we aim to strengthen the quality of our services and increase the unit price per order. 



 
 

 

 

Sales in the global and other segment also increased steadily YoY to 116% of the year-before level. 

Although the outlook remains uncertain in China due to the spread of coronavirus infections and the impact 
of gaming regulations, we will continue to expand our global business by strengthening our marketing 
personnel in South Korea, localization in Europe and the United States, and other measures. 



 
 

 

 

This is the full-year consolidated financial forecast for FY2023. 

With the Enterprise Business leading the entire group, we plan consolidated net sales of JPY40.7 billion, 111% 
of the previous fiscal year's level. The Enterprise Business, which we have been strengthening since 2017, will 
generate JPY20.6 billion in sales, about half of JPY40.7 billion in consolidated sales, and we plan for sales to 
be comprised of two pillars, Enterprise and Entertainment businesses. 

Operating income is projected to be JPY3.1 billion, 104% of the previous fiscal year's level. The operating 
income plan includes about JPY250 million in preparation costs for the Spin-Off Listing of AGEST, which will 
be explained by Ninomiya later in this presentation. 

In addition, operating income excluding preparation costs for Spin-Off Listings is shown in the table as 
reference information. This figure will be JPY3.37 billion, 112% of the previous year's level, and if there were 
no spin-off listing expenses, the operating margin would be 8.2%, the same level as the previous year. From 
this amount, we deducted the JPY250 million I mentioned earlier to arrive at JPY3.1 billion, which is our 
operating income projection for the current fiscal year. 

In the fiscal year ending March 31, 2024, while starting preparations for the spin-off listing of AGEST, we aim 
to offset the increased costs related to these preparations by expanding sales and earnings in the Enterprise 
Business, thereby achieving a fourth consecutive year of sales and profit growth. 



 
 

 

 

Finally, I would like to explain about dividends forecast. 

For the current fiscal year, we are forecasting JPY21 per share, the same level as the previous fiscal year. The 
dividend payout ratio is expected to be 21.9%, which exceeds the basic policy of 20% for shareholder returns. 

I have explained above. 

Next, President Ninomiya will explain the Spin-Off Listing and the growth strategy of the Enterprise Business. 

Ninomiya: This is Yasumasa Ninomiya, President and CEO. Thank you for joining us today. 

I would like to explain the growth strategy of our Enterprise Business and the Spin-Off Listing we released 
yesterday. 



 
 

 

 

First, regarding the Spin-Off Listing. In 2017, under the title of Second Foundation, we began a full-fledged 
entry into the enterprise field to create a new earnings pillar by aggressively investing the business cash we 
have cultivated in Entertainment Business in the past into the Enterprise Business. 

As a result, in the fiscal year ended March 31, 2018, net sales were JPY17.3 billion and operating income was 
JPY1.7 billion, but in the previous fiscal year, net sales were JPY36.5 billion and operating income was JPY3 
billion. As I mentioned earlier, we have begun to generate about 50% of our sales from the Enterprise Business, 
and I believe we have achieved a certain level of success. 

On the other hand, the internal corporate culture and market environment have changed dramatically since 
the second foundation began. In response to these situations, we believe that it is necessary to once again 
clarify our business goals and strategies in order to determine what we should do to ensure the solid growth 
of each of these businesses. 

As a result, we would like to once again shift our Entertainment Business from a stable growth phase to a 
regrowth phase. In the Enterprise Business, we intend to further accelerate the pace of growth. 

From this perspective, we are considering clarifying our strategy by Spin-Off Listing of AGEST. 

Through such measures, for the fiscal year ending March 31, 2029, we aim to achieve sales of JPY80 billion 
with respect to the AGEST Group. As for the new DH Group, we are targeting sales of JPY35 billion. 



 
 

 

 

With respect to this scheme, we would like to start preparations for a Share-Distribution-Type Spin-Off 
scheme, basically from the standpoint of the independence of both businesses, economic rationality, and the 
benefit of existing shareholders. 

Currently, shareholders hold shares in DIGITAL HEARTS HOLDINGS Co., Ltd., a listed holding company. Under 
DIGITAL HEARTS HOLDINGS, the Enterprise Business of each business segment has companies centering on 
its subsidiary AGEST as subsidiaries. In the Entertainment Business, there are entertainment-related 
subsidiaries centered on DIGITAL HEARTS Co.,Ltd. 

In spinning off AGEST, DIGITAL HEARTS HOLDINGS will distribute AGEST shares to shareholders as a dividend 
in kind. Therefore, when the Spin-Off and Listing are completed, we would like existing shareholders who 
currently hold 3% of DIGITAL HEARTS HOLDINGS, for example, to hold 3% of AGEST at the same time. In 
addition, we will reorganize the group of subsidiaries in the Enterprise segment to make AGEST’s subsidiary. 

The result will be a Spin-Off and then a public listing. 

As a result, the capital relationship will be dissolved and each company will become an independent listed 
company, with shareholders holding their own shares. 



 
 

 

 

As for our expected effect in this Spin-Off Listing, we believe that this separation of management, capital, and 
human resources will maximize the growth potential of each. 

I believe that this corporate culture, management, and investment are particularly important. The AGEST 
Group, through its AGEST branding, specializes in leading-edge quality technology. We would like to secure 
excellent engineers through this branding and by designing equity-based incentives. In the area of 
management, we would like to shift to a management structure that has knowledge of cutting-edge 
technology, which is necessary from an engineering perspective in response to rapidly technological evolution 
in recent years. In terms of investment, we would like to make it possible to procure funds flexibly, and at the 
same time, we would like to execute large-scale investments with a greater sense of urgency than ever before. 

As for the DIGITAL HEARTS Group, I believe that our game brand is quite strong. By clearly separating the 
brands between AGEST and DEGITALHEARTS, we hope to further strengthen our brand power. Through this, 
we hope to secure excellent human resources who can expand our business globally, or the specialized human 
resources needed to enter new entertainment markets. Furthermore, we also need to change from a 
management perspective. Globalization is progressing rapidly with regard to the entertainment business 
market. Therefore, we would like to reaffirm our existing business and build a system that enables us to 
manage from a more global perspective. Regarding investments, we believe that this stable business cash 
flow will continue. In addition, we intend to use cash to invest in new businesses and to increase returns to 
shareholders. 



 
 

 

 

Now, we are once again redefining what the business group should be aiming for. 

First, the new AGEST Group aims to be the leading QA solution provider in the global market with the leading-
edge quality technology. As a particularly important measure, we will pursue leading-edge quality technology 
that can be used globally. We would also like to promote global expansion with regard to marketing. We will 
accelerate our investment in growth, which is also more than ever before. 

Furthermore, we are going to re-emphasize the branding of our AGEST brand while leveraging the name 
recognition of a publicly traded company. We hope that this will lead to recruitment and retention of human 
resources. 

Talking about the Entertainment Business, until now, I think our image as a domestic debugging company was 
quite strong. On the other hand, we would like to aim to be the global quality partner in the entertainment 
industry in the future.  

Therefore, in addition to existing debugging service, we would like to expand globally, not only in Asia but also 
in Europe and the United States, and take on the challenge of new business opportunities. 

As for priority measures, we will further evolve our existing businesses, which have been our core competence 
up to now. We will be adding high value and improving productivity. At the same time, we will expand our 
business globally and take on the challenge of entering new business areas. 

We will thoroughly brand the Company by making the most of our corporate culture as a gaming company, 
and we would like to strengthen our efforts to acquire and train more human resources than ever before. 



 
 

 

 

With regard to this schedule, we announced yesterday that we will begin preparations for a Spin-Off Listing. 
From this point, we will work to strengthen the management structure and governance, as well as the lead 
manager contract. 

As I mentioned earlier, we will also need to reorganize the group of companies, and we would like to move 
this toward the end of the year. Once we enter the base period, there will be the usual brokerage review, 
listing review, and finally an institutional decision on the Spin-Off. After that, there will be a distribution base 
date and a Spin-Off Listing, and this is the image plan of schedule we are currently planning. 



 
 

 

 

This is followed by the growth strategy for the Enterprise Business. 

We are aiming to be the leading QA solution provider in the global market with the leading-edge quality 
technology. 

In terms of what is needed to achieve this, the market needs are not the traditional services required by 
testing companies, but upstream testing, or shift-left testing, which is becoming extremely important. 

We have been making strategic and concentrated investments in shift-left type QA solution since last year. 
We would like to accelerate this part at once. In our company, we call it QA for development, and we focus 
on QA in the development build process. In the future, we intend to increase this QA for development service 
group and strengthen the expansion of our human resources. 



 
 

 

 

The methods or rather the points that need to be strengthened in providing QA for development are human 
resources, processes, and technology. We will further accelerate the strengthening of this area, including Spin-
Off. As in the past, we continue to conduct research on advanced technologies through industry-academia 
collaboration. This would be used for services or education. 

In addition, we possess expert knowledge on a global basis. This will lead to the development of human 
resources. Moreover, there are group companies that own the technology. We will continue to strengthen 
collaboration with group companies and also strengthen collaboration with alliance partners. 

In addition, we will actively utilize M&A to thoroughly strengthen our human resources, processes, and 
technologies. 



 
 

 

 

Our most important management resource is human resources. We are using a new term, the next generation 
of QA engineers that will be the group of engineers needed to make QA for development work. 

By definition, a next-generation QA engineer is a top-end QA engineer who can optimize the total quality 
control from development to post-release operations, using his/her knowledge of software development and 
QA. We would like to establish a new job title for the next generation of QA engineers. 

We would like to thoroughly promote the branding that this is the next career for conventional development 
engineers and that these engineers will be the next generation of QA engineers by using AGEST. 

Furthermore, for those who have changed jobs, we are strengthening our support system to help them grow 
as next-generation QA engineers. 

We have established the AGEST Academy as in the past, and we will continue to expand our next generation 
of QA engineers by utilizing the expertise of international software experts. 

As a result, in the fiscal year ending March 31, 2029, we aim to increase the number of employees to 500, 
including those at our overseas subsidiaries. 



 
 

 

 

This is our M&A policy. 

We have not changed our basic M&A policy, but we would like to expand the speed and scale of our M&A 
activities. Therefore, as part of our M&A promotion system, we will aim to acquire projects with higher 
synergy than before by strengthening the AGEST brand. 

In addition, we would like to consider M&A not only in the domestic market but also in overseas markets. 

We are also planning to build a solid internal promotion system that will enable us to make investments of 
JPY10 billion in human resources, technology, and M&A. 



 
 

 

 

This is the worldview we are striving for. 

We are considering the realization of the leading QA solution provider in the global market with the leading-
edge quality technology. In order to achieve this goal, we are aiming to build a smart software testing factory, 
which can be described as an overall structure. 

To be specific, we would like to develop an environment that enables to provide one-stop solutions utilizing 
our cutting-edge technologies on a global basis. 

First, it says below. The proprietary Integrated Testing Management System, which is an integrated test 
management tool. 

We are currently working on this integrated test management tool. This will be the point of contact for our 
customers, and through this platform, our personnel, the next generation of QA engineers and test engineers, 
will provide our solutions. In particular, QA for development, which we believe will be our best differentiation 
weapon, will be pursued and combined services will be provided. 

We will also provide a combination of globally leading tools and our own proprietary tools through this 
platform. In addition, we are building owned media that will help us to capture sales leads and to disseminate 
technical trends. 

We will also link this to the QA service, so we will create a platform that enables to provide one-stop QA 
solutions utilizing our cutting-edge technologies. As for our customers, we would like to promote the 
development of these products in the US, Japan, and Europe. 



 
 

 

 

AGEST's own integrated testing management tool, which will be the core of SSTF, is currently under 
development. By using this tool, it is possible to manage the progress of the entire project, visualize the quality, 
participate in test cases, and link with various test tools. 

In addition, we list four differentiators from our competitors below. 

First, we will work with external execution tools to manage test execution results in an integrated manner. At 
the same time, we will visualize the quality status and the progress of the project in real time. In order to 
make these benefits possible, for example, we have an offshore office in Vietnam, and we also have engineers 
in Japan. The concept is to make it possible to provide a delivery force of engineers in these countries to 
customers in the United States. 

In addition, the Company complies with the ISO 29119 process, which is an international standard for software, 
enabling it to provide services to a global standard. In addition, we are also working on the internationalization 
of I18N, so we would like to build a platform that can be used anywhere in Europe, the US, and Japan. 



 
 

 

 

Finally, there are sales targets and KPIs. 

The current figure is JPY16.8 billion, and we would like to achieve a CAGR of 30% or more. Therefore, in the 
fiscal year ending March 31, 2029, we are targeting sales of JPY80 billion. The KPIs for QA solutions are 3,000 
engineers, 3,100 clients, and an average annual sale per client of JPY19 million. We would like to grow our 
Enterprise Business toward this goal. 

Enterprise growth strategy, that's all from my side. 

Tsukushi: I will now continue with an explanation of our Entertainment Business. 

My name is Tsukushi, Director, Executive Vice President and COO of DIGITAL HEARTS HOLDINGS. Thank you 
for your cooperation. 

I have been in charge of the Entertainment Business since last year. For the past several years, we have 
focused on the Enterprise Business, which is our core business, and have explained our strategy and progress 
in our external briefings. During that time, our Entertainment Business has also been earning stable profits, 
centered on the debugging business, which is a highly profitable business. 

We are using the cash to better support our Enterprise Business, and we are also seeing growth potential in 
this Entertainment Business quite recently. Today, I would like to focus on that area. 



 
 

 

 

On this first page, we have summarized the management resources and strengths of our Entertainment 
Business in terms of soft power, hard power, and people power. 

First, we believe that our soft power, such as the know-how we have accumulated through our debugging 
business over the past 20 years and our strong relationships with major game companies, are recognized as 
soft power. 

Second, as for hard power, we have more than 20 business locations worldwide. We also work in a secure 
room that protects the client's very important and confidential information. At the same time, we also have 
a wide variety of testing equipment that is indispensable for testing, such as smartphone devices and game 
consoles. We are confident that we stand out from our competitors in this respect. 

Third, and I think this is probably our strongest point and most important management resource, is people 
power. We have many professionals from all over the world, including Japan, who love games and 
entertainment. 

In particular, we have more than 8,000 testers registered with us in Japan, and we have a truly multinational 
and diverse workforce from all over the world. I believe that we can provide our services thanks to the power 
of people who love the entertainment industry. 

We have been using these management resources to further strengthen our domestic debugging business. In 

addition, regarding global business, we believe that there is still much room for growth in this area. 
Furthermore, we would like to actively develop new businesses in response to recent market changes. 



 
 

 

 

Let me explain a little bit about each of these growth strategies. 

We have three major growth strategies. 

First, the quality of service will be strengthened. We provide what we call quality assurance services, centered 
on the debugging business that we are currently engaged in, and the quality aspect is very important in this 
business. 

As we expand our services and increase the number of locations and human resources, it is important for us 
to provide stable quality services. Especially from the customer's point of view, we need to provide services 
that balance the three aspects of QCD, i.e., quality, cost, and delivery. Therefore, we are thoroughly 
strengthening these three areas.  

By implementing such measures, I believe that we can develop this into a more profitable business in the 
context of higher added value for our customers and also higher productivity for our company. 

The second will be to expand the range of solutions. 

We have been focusing on debugging, but now it is time to further expand this service horizontally, and in this 
aspect, we have been expanding our bases in overseas and global regions, mainly in Asia and East Asia. China, 
Korea, Taiwan, etc. 

From now on, we would like to strengthen our service bases and expand the scope of our services in Southeast 
Asia, North America, and Europe. In terms of the type of service, in addition to debugging, we also provide 



 
 

 

localization, translation, LQA, customer service, marketing, and other functions that game companies need to 
expand their business globally. 

In addition, I believe that what is required is the ability to respond to change as we respond to and take on 
new business challenges. Web 3.0 and NFT games are slowly and steadily spreading in the game industry these 
days. Also, although it has become a bit of a buzzword, the world of the Metaverse is certainly not just a 
buzzword but is expanding as an actual business, and we are experiencing this on a daily basis. 

In addition, non-gaming applications and web services using these new technologies are spreading rapidly. 
We believe that the solutions and services we have developed in the past can be applied to these fields as 
well. We would like to strengthen this area as the third pillar of our efforts. 

 

 

As for the domestic debugging business, which I mentioned earlier, we have accumulated a great deal of 
expertise in this area as a leading company. The market has matured considerably, but I think it is difficult for 
newcomers to enter this field. We believe that it is quite extraordinary to create something comparable to 
the management resources we have, so in this respect, we would like to aim to further expand our market 
share and increase our profitability by adding more value to the market. 

In this context, as I will explain later, we would like to spread our quality control method, called DHQ, to a 
wider range of customers and aim for high-value-added products. In addition, we would like to further 
strengthen our bases and tools to increase productivity. 



 
 

 

 

This is the sales trend of the domestic debugging business for the past three years. 

As you can see, we have been able to maintain a very stable business, and although not shown here, we have 
been able to maintain a very high gross margin. 



 
 

 

 

This is the ratio of console and mobile games we have been involved in as debuggers and QA in the last year. 
The year before last, 2021, we were involved in 76% of the top titles in console games, and last year, 2022, 
that number increased to 84%. This means that we are involved in almost all of the games in the top 100. 

Similarly, in mobile games, the top 200 shows that the involvement rate was 60% in 2021, the year before 
last, and increased to 69% in the last fiscal year. We are also gaining the support of our clients and seeing an 
increase in the number of orders placed with us. 

I think this can still be further improved, and we would like to aim for even higher levels this year. 



 
 

 

 

As I explained during the briefing, this is the DHQ, Digital Hearts Quality, method that we are currently 
focusing on in terms of quality enhancement. 

We are trying to organize the know-how and experience that we have accumulated over the past 20 years. 
And we are also trying to utilize various tools, analytical methods, staff training, and technology 

implementation. As a result of these measures, we aim to establish a system and method to provide optimal 
QCD, quality, cost, and delivery, for our customers. We are thoroughly implementing this approach, including 
for our customers, and are proceeding with this approach with the biggest internal philosophy of contributing 
to the success of our customers' businesses. 



 
 

 

 

Next, I would like to explain our global business. 

As you all know, games are not only offered in Japan but are also developed and launched globally. 

We have recently seen a rapid increase in the number of so-called simultaneous releases around the world, 
and we would like to apply our services to this area. 

Our main services are translation, which is necessary for such overseas expansion, LQA (Linguistic Quality 
Assurance), and localization including other culturalization as well. 

Also, of course, each country has its own unique clientele. Therefore, we are providing services that include 
marketing support, customer support, voice recording, etc., tailored to each country. 

Our position and market share are still not as high in this field compared to the field of debugging, so I think 
there is a lot of room for growth in this business. 

To this end, we are steadily expanding our bases, and although we have completed the establishment of East 
Asia by last year, we would like to further expand our bases to Southeast Asia, North America, and Europe. 

The services I just described are still being brushed up, and we will further strengthen localization, customer 
support, marketing, and other services. Until now, we have not conducted M&A in the Entertainment Business, 
but from here on out, we would like to actively utilize M&A in the Entertainment Business as well. 



 
 

 

 

Here are the sales trends for the global business for the past three fiscal years. 

This too has been growing steadily. 



 
 

 

 

In this context, we have client relationships that we have cultivated through our games, so we would like to 
utilize these assets. In terms of strengthening and expanding services, we will carry out cross-selling of global 
services, customer support to our console and mobile game customers. 

As of last year, we were able to sell 100% of our non-debugging services to the top-10 console game clients, 
and the average number of services used is 2.7 services per company. 

In mobile games, we provide non-debugging services to about 80% of our top-10 mobile game clients, and 
the average number of services used is 2.0 services per company. 

We are also steadily expanding the number of languages that can be localized, and I believe that this will be 
further strengthened. 



 
 

 

 

Finally, I would like to explain our new business. 

New technologies are emerging rapidly, and even in the same game category, NFT games using blockchain 
and new services in the virtual space using the Metaverse are being created rapidly. 

I believe that the QA services we have cultivated and the global services I explained earlier can be fully applied 
in this field and contribute to the development of our clients' businesses. 

I believe that our services will be useful in this context so that we can properly deliver the quality that I have 
just described. We would like to develop debugging and QA services for such new content, and I think there 
are also considerable opportunities for other, global services. 

Therefore, we must first demonstrate our presence as a quality partner, and at the same time, I believe that 
we should make more and more use of new technologies to enhance our services. As I mentioned below, it's 
called AI-based services using something like ChatGPT. We may be a little behind our competitors in terms of 
resources, especially in terms of the field of AI utilization related to language services and so on. However, I 
believe that by utilizing this kind of AI, our positioning will change as a game changer in one fell swoop, and 
we would like to put a great deal of effort into this field. 



 
 

 

 

In that respect, like I said before, the Metaverse and NFT are no longer buzzwords. We are now seeing a 
steady increase in the number of this type of business. 

Last year, we worked on three projects in the Creative division for Metaverse and one for Web 3.0, and among 
so-called QA and customer support, we worked on seven projects for Metaverse and six for Web 3.0. We have 
been steadily increasing our achievements in these new fields that we are able to offer. 



 
 

 

 

This is the last slide, and it shows our medium-term sales targets for the future. 

Currently, the Entertainment Business portion of our sales is about JPY20 billion. We will make sure to grow 
this and come along with Enterprise Business until the full Spin-Off is complete, so about 8%. 

After the Spin-Off, we will continue to accelerate the growth of the Company and invest aggressively in the 
Entertainment Business, aiming for an annual growth rate of 12% plus. We would like to develop this business 
with the goal of eventually reaching JPY35 billion, and if possible, changing this goal midway and aiming for 
JPY40 billion to JPY50 billion if we can gain support from everyone. 

That concludes my explanation of the Entertainment Business. 

Thank you for your attention. 

[END] 

 

 
 


