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2Q FY2022 Consolidated Results

Posted all-time high sales and record-high 2Q profits. 

Maintain a high growth rate while investing in human resources and new businesses.

※From the beginning of the first quarter of FY2022, due to the application of the new revenue recognition standard, part of the sales of the digital marketing business has been changed from Gross to Net. 

The change has no impact on profits. Refer page6 for the details.

※

（Millions of yen） 1H/FY2022 1H/FY2021 % Change 2Q/FY2022 2Q/FY2021

Net Sales(Net) 4,935 - - 2,470 -

Gross Profit 2,481 1,794 38.3% 1,183 905

SG&A expenses 1,629 1,112 46.4% 856 588

Operating Profit 851 681 24.9% 326 316

EBITDA 950 735 29.3% 380 343

EBITDA margin 19.3% - - 15.4% -

Ordinary Profit 879 692 27.1% 349 316

Profit attributable to owners parent 489 436 11.9% 198 191

Reference: Before applying the new revenue recognition standard

Net Sales(Gross) 9,920 7,577 30.9% 5,022 3,798

% Change

-

30.7%

45.5%

3.2%

10.7%

-

10.6%

3.7%

32.2%
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Segment

（Millions of yen）

Digital Transformation(DX) business

Net sales 2,434 1,941 25.4% 1,230 990 24.3%

Segment profit 272 223 22.2% 67 64 4.6%

Digital Marketing business

Net sales(Net) 2,057 - - 995 - -

Segment profit 1,055 820 28.6% 483 410 17.8%

Other businesses

Net sales 514 317 61.9% 274 165 65.9%

Segment profit △ 23 22 - 1 16 △89.9%

Reference: Before applying the new revenue recognition standard

Digital Marketing business

Net sales（Gross） 7,042 5,349 31.6% 3,547 2,658 33.4%

1H/FY2022 1H/FY2021 % Change 2Q/FY2022 2Q/FY2021 % Change

※

Posted record-high 2Q profits.

Orders from current and new 

customers increased steadily. 

Posted all-time high sales and 

record-high 2Q profits while 

investment in human resources to 

enhance sales and development 

team

Earnings increased due to sales 

from R-Stone (acquired last 

November). On the other hand, 

profits decreased due to upfront 

investments in new businesses, 

such as “Skill Navi”. 

※From the beginning of the first quarter of FY2022, due to the application of the new revenue recognition standard, part of the sales of the digital marketing business 

has been changed from Gross to Net. The change has no impact on profits. Refer page6 for the details.

Strong growth continued in all businesses. 

Posted all-time high sales in DX and record-high 2Q profits in DX and Digital Marketing business.

2Q FY2022 Segment Results
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Impact of applying the new revenue recognition standard

“Accounting Standard for Revenue Recognition” (ASBJ Statement No. 29),etc. has been adopted from 

the beginning of  FY2022

Until the previous year, we recognized revenue on a gross basis from the programmatic advertising service 

etc. in the digital marketing business, as it was considered we were acting as a principal in the transactions.

However, after the application of this standard, it is considered we are acting as an agent in the same 

transactions, and we recognize revenue on a net basis.

Both sales and cost of sales decreased 4,984 million yen in the digital marketing business segment for 2Q 

FY2022, compared to the conventional revenue recognition method.

There is no impact on profits and the balance at the beginning of retained earnings.



107

53 61
80

105

69
78

111
123

104

144

101

156

63

149157

222

78

164

220

365

352
355

525

316
326

224

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q

（Millions of yen）

7

5,022
4,897

3,798 

2,470

1,204 
1,065 

1,288 1,361 
1,522 

1,352 
1,468 1,553 

1,714 
1,791 

1,695 

2,053 

2,349 

2,066 

2,303 

2,619 
2,860 2,690 

2,942 

3,331 

3,778 

4,309 

4,753 

2,464

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q

（Millions of yen）

2016 2017 2018 2019 2020 2021 2016 2017 2018 2019 2020 20212022 2022

Quarterly Consolidated Results

Operating 

profit

Up 3.2% YoY

Posted record-high 2Q profits, despite of 

upfront investments in new businesses.

Net sales
Up 32.2% YoY

Posted all-time high sales
※ Before the application of the new revenue recognition standard

Impact of recording stock 

compensation expenses of 127 

million yen

※ From the beginning of FY2022, due to the 

application of the new revenue recognition 

standard, part of the sales of the digital 

marketing business has been changed from 

Gross to Net. The change has no impact on 

profits. Refer page6 for the details.

Sales before the application of the 

new revenue recognition standard
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DX Business: Quarterly Results

Up 24.3% YoY

Posted all-time high sales

Up 4.6% YoY

Posted record-high 2Q profits
Net sales

Segment 

profit

[About seasonal factors]

Personnel expenses increased due to the hiring of new 

graduates in this April.

Profit margin tends to decrease in 2Q due to training 

period including OJT.

In April 2022, 72 new graduates joined the group
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Segment  

profit
Net sales

Up 17.8% YoY

Posted record-high 2Q profits

Up 33.4% YoY

Posted all-time high sales
※ Before the application of the new revenue recognition standard

Digital Marketing Business: Quarterly Results

※ From the beginning of FY2022, due to the 

application of the new revenue recognition 

standard, part of the sales of the digital 

marketing business has been changed from 

Gross to Net. The change has no impact on 

profits. Refer page6 for the details.

Sales before the application 

of the new revenue 

recognition standard
Website production sales increased due to the impact of 

acquiring Pam Inc. last year. Profit margin is inclined to be 

relatively high for website production sales, and due to some 

seasonal factors, sales tend to increased, especially in March. 
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Professional fees/outsourcing expenses

Depreciation

Expenses for offices

Personnel expenses

SG&A expense-to-sales ratio

SG&A expense-to-sales ratio

2017 2018 2019 2020

※2

2021 2022

2Q FY2022 Changes in SG&A Expenses

-before the application of the new revenue recognition standard

-after the application of the new revenue recognition standard

(Millions of yen)

※1 SG&A ratio before the application of the new revenue recognition standard.

From the beginning of FY2022, due to the application of the new revenue recognition standard, part 

of the sales of the digital marketing business has been changed from Gross to Net. The change has no 

impact on profits. Refer page6 for the details. 

※2  Non-cash expenses recorded based on the change in the probability of reaching the requirements 

for the exercise of performance-linked stock options with charge.

SG & A expenses increased due to active investment in human resources, and the SG & A ratio was 17.1% ※1.
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316 326
+8

+192

+77

△171

△96

Increase in profit 

in DM business*1

Increase in profit

in other 

businesses*1

Increase in profit 

in DX business*1

Increase in investments in 

human resources 

and new businesses

その他

Mainly personnel expenses, 

recruitment expenses for 

strengthening the structure of DX 

and DM business, also advertising 

expenses for “Skill Navi”

2Q 2021

Operating profit

2Q 2022

Operating profit

Others

2Q FY2022 Changes in Operating profit

Continued profit growth by absorbing the increase in SG & A expenses due to investment in human

resources. 2Q operating profit increased to 326 million yen.

(Millions of yen)

*1. Changes in gross profit of each segment

Earnings growth rate

+3% YoY



Performance-linked stock options (4th SO)
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New Performance-linked stock options (4th SO) were issued under the following conditions for the purpose 

of incentives for officers and employees, as the exercise conditions for the 3rd SO have been achieved.

817

1,515

3,500

FY2020 FY2021 Exercise Condition

266

700

2/14/22 Exercise Condition

（EBITDA） （Market Capitalization）

Millions of yen 100 millions of yen

Condition 2

Market capitalization– over 70billion yen

at any point until the expiration of the exercise period

Market capitalization should be calculated based on the number of 
shares issued at the time of stock option issuance.

➡ 100％ of stock options can be exercised when both 

condition 1 and 2 are met

Condition 1

Consolidated EBITDA – over 3.5billion yen

in any fiscal year from FY2022 to FY2025

➡ 50％ of stock options can be exercised

SO issuance resolution date
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2Q FY2022 Consolidated Balance Sheet

Equity ratio was 45.7%; maintain financial soundness while continuing to make investments for growth

Cash and deposits decreased due to the 

payment of approximately 1.1 billion yen 

in income taxes payable in the previous 

fiscal year.

Of that amount, about 700 million yen is 

mainly related to the gain on the sale of 

Sharing Innovations shares in the previous 

year.

Impact of paying income taxes payable at 

the end of the previous fiscal year.

Goodwill increased by approximately 500 

million yen mainly due to the acquisition 

of shares of Mint’z Planning and Inter

Move

（Millions of yen）
Jun.30, 2022 Dec.31, 2021 Change

Current assets 6,826 7,856 △ 1,029

Non-current assets 3,420 2,704 716
Property, plant and

equipment
632 619 13

Intangible assets 1,661 1,148 512
Investments and other

assets
1,126 936 190

Total assets 10,247 10,560 △ 313

Current liabilities 3,594 4,260 △ 666

Non-current liabilities 1,390 1,354 35

Total liabilities 4,984 5,615 △ 630

Total net assets 5,263 4,945 317

10,247 10,560 △ 313
Total liabilities and net

assets



02 Earnings Forecast: 2022



FY2021 FY2022

（Millions of yen） Amount Progress ratio Results Forecasts Amount %

Net sales(Net) 4,935 49.4% - 10,000 - -

Operating profit 851 51.0% 1,262 1,670 407 32.3%

Ordinaly profit 879 52.4% 1,286 1,680 393 30.6%

Profit attributable to

owners of parent

Reference: Before applying the new revenue recognition standard

Net sales(Gross) 9,920 47.2% 16,640 21,000 4,359 26.2%

1H/FY2022

489 51.5% 757 950 192

YoY Change

25.5%

15

※

※

Good performance progress compared to the earning forecasts.

Sustaining high growth, both sales and profits are expected to increase by 20% to 30%.

Continue to invest in new businesses (HR SaaS "Skill Navi", etc.) and aim for early profitability.

※ The Company adopts "Accounting Standard for Revenue Recognition" (ASBJ Statement No. 29), etc. from the beginning of the first quarter of FY2022

Net Sales(Gross)＝Net sales based on the previous standard

Net Sales(Net)   ＝Net sales based on Accounting Standard for Revenue Recognition.

FY2022 Consolidated Forecast



2022 Shareholder Distributions
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Forecast a 2022 ordinary dividend of 9 yen per share, 1 yen higher than for 2021

Policy for shareholder distributions

Our goal is the constant growth of shareholder value by making investments for growth by using M&A and starting businesses in new 

market sectors.

Shareholder distributions are an important means of increasing shareholder value. Our policy is to distribute earnings to shareholders 

while maintaining the balance between these distributions and investments for growth.

In 2022, based on our forecast for sales and earnings, our financial position, and other considerations, we plan to raise the ordinary 

dividend from 8 yen to 9 yen.

2021 2022

Dividend per share
8.0 yen

(Ordinary dividend: 

8.0 yen)

9.0 yen
(Ordinary dividend: 

9.0 yen)



03 Business Summary/Growth Strategy



Growth Strategy : Marketing DX

18

To be a leading company in the marketing DX domain

Support for AI/BI use

Cloud integration

System development/

IT engineer services

Digital Transformation 

(DX) Business
Digital Marketing 

(DM) Business

Digital marketing supportMarketing DX

by combining DX business and DM business

SYNERGY



Growth Strategy : New Business

Continue to grow the next core business

SYNERGY

Digital Marketing

（DM）Business

Core Business I

Businesses being developed within 

Other business segments

Marketing DX

HR business for 

IT professionals

SaaS business

19

Core Business II

Digital Transformation

（DX）Business



Business Overview: DX Business
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Our Strength: One-stop DX support

Before Orchestra Holdings

WEB systems
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iPhone/Android

Core systems
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WEB systems Smartphones
iPhone/Android

Core systems

MA CRM AI・BI
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Opportunities 

for cross-selling 

increase as deals 

arise from both 

cloud integration 

and system 

solutions



DX >>Cloud>>Salesforce

Market Selection

MARKETIN

G DX

HR

DEVELOP

ONE STOP Faster growth

These strengths have been 

generating rapid growth over 

a short time

Business Overview: DX Business

21

Source of competitiveness



Business Overview: DX Business
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Visualization

Acquisition

Analysis

Accumulation

MA

CRM

Artificial 

Intelligence

Business

Intelligence

CI

AI

BI

Acquisition, 

development, selection 

of prospective 

customers

Integration of 
customer data

Constantly build sound 
relationships with 
customers

Analyze data assets

Discovery of KPI and 
other items for 
improving sales and 
earnings

Centralized 
visualization of data 
assets

Improve the efficiency 
of management

Pardot

Marketing Cloud

Sales Cloud

Service Cloud

Einstein series

Tableau CRM

Tableau series

A
reas w

e are fo
cu

sin
g
 o

n
F

o
cu

sed
 areas in

 p
rio

r y
ears

Data 
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Data 

analysis

Data 

visualization

Growth Strategy: AI×BI×CLOUD INTEGRATION

Aiming for growth as an integrator 

encompassing AI x BI x CI for the 

digital transformation of our client 

companies



Business Overview: DX Business
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Sharing Innovations ranked as first “Tableau Premier Service Partner” in Japan



Business Overview: Digital Marketing Business
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End-to-end services for digital marketing, from the creation of strategies, proposal and execution to 

the analysis of data

Data analysis

DX (Business intelligence)

Digital marketing strategy

Cognition/Attraction Lead generation Lead nurturing

Digital advertisement

SEO

SNS

WEB design

Content marketing

DX
(Marketing automation)



Business Overview: Other Businesses
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Raising the next core businesses

Major businesses within other business segments:

TALENT

MANAGEMENT
PLATFORM

✔ An iPhone/Android app for 

fortune telling chat consultations 

by more than 1000 fortune tellers 

throughout Japan

✔ Cumulative number of 

consultations exceeded 1.3 

million.

Recruit Train Evaluate

Utilize
ISO

9001

✔An SaaS talent management system

✔ Visualize HR related activities  for 

more effective and efficient talent 

management

✔ The number of customers continue 

to increase as a result of the 

expansion of marketing investment 

×

Skill Navi Urala

HR biz

for IT professionals

✔ Launched "TechReach", a job 

information site for freelance 

engineers

✔ Acquired "R-stone", a recruiting 

firm specializing in IT engineers 

and creators in 2021.



Business Overview: Other Businesses / Skill Navi
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As a result of the expansion of marketing investment, 

the number of customers and the number of leads 

acquired continue to increase.
※導入企業の一部を例示
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※導入企業の一部を例示

JFEシステムズ 三井住友トラスト・システム&サービス 日産トレーディング株式会社 横河ソリューションサービス

Business Overview: Other Businesses / Skill Navi

Major customers of Skill Navi The number of companies using Skill Navi and 

prospective companies are steadily increasing



Business Overview: Other Businesses /HR biz -IT professionals

28

Launched "TechReach", a job information site for freelance engineers. Acquired "R-stone“, a recruiting firm 

specializing in IT professionals. Utilizing the experience in digital marketing, DX and HR business, our 

group provide total support for the success of IT professionals.

Job information site

for IT professionals

DX & Digital Marketing Business

Education/Training
DX business

WEB media creation

Digital Marketing 
WEB media creation

Digital marketing 

Adoption in-house to 

strengthen DX support

IT professionals



Business Overview: Corporate Venture Capital Investments

29

Five investees achieved IPO on the Tokyo Stock Exchange

Major investment results:

Real estate Payments HR Fraudulent 

order detection

Smart homes

Marketing

Health care BtoB matching Cosplay HR AI

Store DX

IPO July 2020 IPO Dec. 2020 IPO Nov. 2020IPO Sept. 2021

IPO Mar. 2022

HR Health care HR



Japan’s IT professional shortage will become even worse

Forecast a shortage of as much as 790,000 in 2030*1

*1 Source: “IT Personnel Supply and Demand Survey” conducted for  Ministry of Economy, Trade and Industry

Japan’s market for public cloud services is expected to expand 

at an average annual rate of 18.8％ between 2021 and 2026.

In 2026, this market is expected to be 3,758 billion yen, 140% higher than in 2021*2

*2 Source: International Data Corporation Japan “Japan Public IT Cloud Services Forecast, 2022 - 2026” 

The increasing speed of the digitalization of society is fueling growth of the internet 

advertising market. The programmatic advertising market, a key strength of Orchestra 

Holdings, recorded growth of 26.3% in 2021*3

*3 Source: Dentsu Inc. “2021 Advertising Expenditures in Japan”

Growth Strategy: Market Selection

30

Focusing on growth market

DX business

Digital Marketing 

business
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Growth Strategy:  Active Utilization of M&A

Two acquisitions in 1Q FY2022

In January 2022, consolidated subsidiary Sharing Innovations purchased all shares 

of Inter Move to make it a subsidiary. 

Since its founding in 2006, the company has been engaged in Salesforce integration 

business based in Nagoya, as well as application business such as "AppMove

Workflow" which can be linked with Salesforce.

We plan to use Inter Move as the main base for the growth of our DX business in 

the Chubu region. 

In May 2022, consolidated subsidiary Digital Identity purchased 90% of shares of 

Mint’z Planning to make it a subsidiary. 

The company is engaged in the SNS marketing business, where the market is 

growing rapidly.  It has strengths in planning and promotion that utilize women's 

perspectives and sensibilities as consumers, and handles everything from brand 

communication support to creative production and casting. With Mint’z joining our 

group, we will be able to provide a wider range of digital marketing support to our 

clients.



2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

Growth Strategy:  Active Utilization of M&A

32

Continuing the strategic use of M&A for 

accelerating business growth

⚫ Acquired the SEM consulting business from a 

company specializing in programmatic advertising

⚫ Acquired the creative services business from a social media 

production company

⚫ Acquired all shares of Ayuta Co., Ltd

⚫ Acquired the system development business from Sarette Co.,Ltd

⚫ Acquired all shares of Funstage Co. Ltd

⚫ Acquired all shares of Craftridge Co., Ltd

⚫ Acquired all shares of 101 Co., Ltd

⚫ Acquired all shares of Mulodo Vietnam Co., Ltd

⚫ Acquired all shares of MediaFox Inc.

⚫ Acquired all shares of App on demand Co.,Ltd

⚫ Acquired all shares of Pam Inc. 

⚫ Acquired the SNS marketing tool from tete marche Co.,Ltd

⚫ Acquired the IT solutions business from GLOBAL RESEARCH INC. 

⚫ Acquired all shares of SS-Avenue Co., Ltd

⚫ Acquired all shares of InterMove Inc. 

⚫ Acquired 90% of shares of Mint’z Planning Co.,Ltd



Growth Strategy:  Active Utilization of M&A

33

Targeting companies that have IT professionals with expertise with leading-edge technologies for M&A 

Source:  Ministry of Economy, Trade and Industry “Findings of METI’s Study of Recent Trends and 

Future Estimates Concerning IT Human Resources”

Forecast for Shortages of Advanced IT 

Professionals

Cloud computing
Data security

Mobile devices
Digital business

Wearable devices

Big dataArtificial 
intelligence

Expected shortages regarding 

both quantity and quality

Expected significant shortages 

regarding both quantity and quality

Robots
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Group Growth Strategy

34

⚫ A driver of overall growth by targeting the steady growth of this market

⚫ Quickly establish DX as the second core profit center by expanding the 

presence of this business in rapidly growing market sectors

⚫ Aim for rapid growth by adding new services

⚫ Using M&A for the faster growth of existing businesses and 

making investments in new business domains with rapid 

growth and high profitability 

Digital Marketing business

DX business

New businesses/M&A

Digital Marketing business

DX business

New businesses/M&A
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Market Data: Projected Shortage of IT Professionals in Japan

36

Forecast a shortage of up to 790,000 in 2030

Demand for IT professionals is expected to increase steadily
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Market Data: Growth of the Cloud Market in Japan
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Forecast annual average growth rate of 18.8% between 2021 and 2026

Forecast value of 3,758 billion yen in 2026, 140% higher than in 2021

Growth of Cloud Market in 

Japan (Billions of yen)
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Market Data: Growth of the Internet Advertising Market
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The increasing speed of the digitalization of society is fueling growth of the internet 

advertising market. The programmatic advertising market, a key strength of Orchestra 

Holdings, recorded growth of 26.3% in 2021

Source: Publicly announced advertising data since 2012 using “Advertising Expenditures in Japan” by Dentsu Inc.

Advertising in Japan (Billions of yen)
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Disclaimer

Precautions concerning forward-looking statements

⚫ This presentation includes forward-looking statements that are based on current outlooks, forecasts and 

assumptions concerning risk factors. Actual results of operations may be different because these 

statements incorporate uncertainties. These risk factors and uncertainties include, but are not limited to, 

changes involving industries and markets and the Japanese and global economies, such as interest rate 

and foreign exchange rate movements.

⚫ Orchestra Holdings is not obligated to update or revise forward-looking statements in this presentation 

even if there is new information or events that affect these statements.

⚫ Irrespective of the occurrence of future events or any other reason, Orchestra Holdings may not revise 

statements about the outlook that have already been announced except in cases where a revision is 

required by the disclosure rules.

⚫ Information about companies other than Orchestra Holdings is based on information available to the 

public.
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Thank You!


