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Presentation 
 

Nakatani: I am Nakatani, President of Funai Soken Holdings. Thank you for your continued support of our 
group. We would like to explain the details of our Q2 financial results for the fiscal year ending December 31, 
2025, which we announced today at 12:00 PM, using the materials in the financial summary report. 

 

I will begin with a summary of the financial results. Director Haruta will then present a detailed financial report. 
After that, I will again explain our earnings forecast and growth strategy for the current fiscal year. 
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First, we would like to report on the key points of the current financial results. 

In Q2 of FY2025, we achieved record results in both sales and operating income. Sales in both our core 
management consulting and logistics grew by double digits. Operating income for each segment also saw 
significant growth, increasing by over 20%. On the other hand, net income for the interim period decreased, 
but this was due to the recording of an extraordinary loss from the sale of the Gotanda office. 

Major KPIs have remained steady. The number of consultants increased by 5.4% and revenue per employee 
increased by 7.2% compared to the same period last year. In addition, the Management Study Group, the 
foundation of our stock income, has seen record highs in both the number of members and the monthly unit 
price, and sales have grown significantly, up 19.1% YoY. Monthly support increased 6.9% YoY due to growth 
in unit prices. 

As for the full year of 2025, we plan to achieve record-high sales of JPY33 billion and operating income of 
JPY8.9 billion, which will be the highest ever recorded in the current fiscal year, and ROE of over 25%, the 
highest ever recorded. In terms of shareholder returns, we plan to increase dividends by JPY10—rising for the 
15th consecutive year. 

As for topics, MI Consulting Co., Ltd. which excels in M&A consulting and due diligence, was newly added to 
the Group in July. Furthermore, the Board of Directors today decided to repurchase up to JPY2.5 billion of its 
own shares for the purpose of enhancing shareholder returns. 
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We will now report on the specifics. 

First, let me explain the revenue situation. 

Net sales were JPY16.043 billion, up 11.4% from the same period last year, operating income was JPY4.684 
billion, up 11% YoY, and ordinary income was JPY4.688 billion, up 10.7% YoY.  

Interim net income attributable to owners of the parent company was JPY1.651 billion, a decrease from the 
previous year, mainly due to the extraordinary loss of JPY2.155 billion associated with the sale of the Gotanda 
office in Q1, as I mentioned earlier.  
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I would like to continue by explaining our progress toward the full-year earnings forecast. 

For the current fiscal year, we plan a 7.7% increase in net sales to JPY33 billion and a 6.9% increase in operating 
income to JPY8.9 billion, and our current progress rate is 48.6% for net sales and 52.6% for operating income. 
Since our business model is one in which sales increase with each passing period, this rate of progress has 
been almost the same as in past years.  

Net income for the year was 25% due to extraordinary losses, but this was planned, and we expect to achieve 
the plan for the full year, since we expect to post extraordinary gains from the sale of the Yodoyabashi office 
in Q4. 
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Continuing on to the key KPI indicators, I would like to first explain the indicators related to human resources. 

The number of consultants, the source of our growth, increased by 57 to 1,111 compared to the same period 
last year. The number of employees has steadily increased to 1,670. 

The graph on the right shows sales and operating income from January to June of each fiscal year divided by 
the number of employees at the end of June. As seen here, sales per employee increased by 7.2% YoY and 
operating income per employee increased by 6.8% YoY, with productivity also steadily increasing. 
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Next are the results of our management seminars and management workshops, which are the starting point 
of our business model. 

The number of participants in management seminars decreased by 3.7% YoY, but this was due to the fact that 
Q2 of last year onward was just after the launch of seminar for the relocation of the Tokyo head office and 
other large customer-attracting events. 

In the Management Study Group, the number of members reached a record high of 7,922, up 7.9% from the 
same period last year. 
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Next, here is a graph of the monthly unit price of management workshops and monthly support. 

As a general rule, most of our contracts are renewed on a one year basis, so to better represent the actual 
situation, the graph here shows the moving average monthly unit price over a year. The price increase 
measures for the Management Study Group from last April and the monthly support consulting also gradually 
increased the unit price of contracts. This resulted in a 16.2% increase in the monthly unit price for the 
Management Study Group and a 7% increase in the monthly unit price for the monthly support consulting 
compared to the same period of the previous year. 

Now, Haruta will explain the details by segment from here on. 

Haruta: Thank you very much for all your help. I am Haruta of Funai Soken Holdings, Inc.  

I will now report on the details by segment. 
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Here are the results of the three segments. 

First, the mainstay management consulting business, which accounts for 72.4% of net sales, continued to 
drive overall growth, with net sales up 12.6% YoY and operating income up 24.8% YoY. 

The logistics business also continued to grow strongly, with net sales up 16.4% and operating income up 32.8% 
YoY. 

The digital solutions business saw a slight increase in sales, but struggled in terms of profit, but this was offset 
by the core business. 
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From here, I will look at each segment individually. I will begin with our management consulting business. 

Here is a graph showing sales by major business categories in the management consulting business. We have 
organized our business model in such a way that the stock income portion, which is our business model, and 
the cross-selling portion, which is generated additionally mainly from Management Study Group members 
and monthly support customers, are indicated. 

Our business model is based on stable growth driven by stock income from monthly support and management 
workshops, and cross-selling to these. The Management Study Group dues grew by 19.1% due to increases in 
both membership and unit costs. Monthly support also expanded steadily, up 6.9%, supported by higher unit 
prices.  

In terms of cross-selling revenues, there was a 35.4% increase in projects with strong subsidy consulting and 
a significant 55.7% increase in M&A-related revenues. 
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Next is the sales situation by major business category. 

Many of the industries here also showed a significant increase over the previous year.  

There was a trend of stable growth in growth support, while talent development support and value 
enhancement support also continued to increase their performance. 
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Here is the number of consulting companies by month. 

Every month, the situation has been consistently higher than the same month last year.  

As I mentioned earlier, the growth rate has slowed somewhat in reaction to the increase in orders received 
last year due to the opening event associated with the relocation of the Tokyo headquarters. 
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I will explain the trends in DX consulting, which is our current focus. 

This chart shows the transition of DX consulting sales as defined internally and the cumulative number of 
companies that have implemented Zoho—as part of the product we are developing under the service name 
of Growth Cloud. Both of these products are steadily growing, and we are aiming to have 1,000 companies 
install Growth Cloud Zoho by the end of 2025. 

These are the results for the management consulting business. 
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Next is the logistics business. 

As for the logistics business, both logistics consulting and logistics BPO performed well in the current fiscal 
year. In particular, the consulting services for logistics companies have greatly increased the number of 
members of the Management Study Group.  

Sales of logistics BPO also increased due to the expansion of transactions with existing customers. 
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Next is the digital solutions business. 

In HR solutions, sales of the AI recruiting cloud service were down by 7.3% YoY due in part to a decline in sales 
as a result of reduced advertising budgets by large clients. 

Looking at the breakdown of digital solutions, SPX saw an increase in web advertising management agency 
services, and IT consulting also saw a large increase in sales due to an increase in implementation support 
projects such as the introduction of Zoho. As for cloud solutions, sales decreased due to the shrinkage of 
subcontracting-type projects, but the number of first-tier contracting projects is expected to increase in the 
future. 
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Next, here is a summary of the balance sheet. 

One major movement was a decrease in tangible fixed assets due to the sale of the Gotanda office. 
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Next, here is the summary of cash flow. 

The major increase/decrease was mainly due to proceeds from the sale of the Gotanda office. 
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Next, I would like to report on some recent initiatives as topics. 

As Nakatani explained at the beginning of the meeting, in July we acquired shares of MI Consulting Co., Ltd., 
which excels in M&A consulting and due diligence, and made it a wholly owned subsidiary as of July 31.  

This acquisition will allow us to further expand our services in the M&A area in cooperation with Funai Soken 
Agata FAS, another subsidiary of the Group. 
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Subsequently, for the purpose of enhancing shareholder returns and improving capital efficiency, the Board 
of Directors today approved a resolution to repurchase up to 1.1 million shares, for a total repurchase amount 
of JPY2.5 billion.  

In addition, in order to increase the attractiveness of investment in the Company's shares, the Company has 
expanded the shareholder special benefit program from once a year to twice a year by introducing the 
program in the interim period as well. 
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On the business front, our subsidiary Funai Soken Logistics plans to form a business alliance with Oki Electric 
Industry and start building a new joint delivery platform using AI. 

In May, we held a symposium to present the results of joint research conducted with Kobe University on our 
key theme of becoming a JPY10-billion company. 
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Finally, we have resolved to reorganize the Group in order to strengthen our business structure from FY2026.  

As such, Funai Consulting's Human Capital Management Support Division  will be integrated with HR Force in 
order to consolidate HR-related businesses and strengthen the human capital management support system. 

In addition, Proseed, which has strengths in contact center consulting for major corporations, will be 
integrated into Funai Consulting to expand the consulting domain for major corporations. 

That's all for the report on the Q2 performance. 
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Nakatani: Okay, I will explain again from here. 

The current medium-term management plan is in its final year. We aim to maintain high profitability in the 
current fiscal year and achieve sales of JPY33 billion and operating income of JPY8.9 billion as soon as possible. 
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Next, I will explain the Group's growth strategy. 

In 2014, our group was approximately JPY12 billion in size, but since becoming a holding company in 2014, 
we have continued to grow over the past 10 years, surpassing JPY30 billion in 2024, and are planning JPY33 
billion in sales by the end of the current fiscal year. 

The most important basis for this growth is monthly support and management workshops, which we see as 
the basic organic growth part of our business. The average growth rate in this area has been plus 7% over the 
past decade, and we envision this growth continuing between 5% to 10% moving forward. 

In addition to this area, we are focusing on medium-sized company consulting, DX consulting, and M&A 
consulting, which are currently our priority areas. Overall, the consulting business has grown by approximately 
15% over the past 10 years.  

Since becoming a holding company, we have adopted a strategy of adding new members to the Group through 
M&A. Our major direction is to aim for sustained double-digit growth in these two areas, with an additional 
15% to 20% growth in total. The grouping of Apparel Web in April of this year and MI Consulting in July is also 
in line with this strategy. 

That’s all for my explanation. 

Moderator [M]: Thank you very much.  
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Question & Answer 

 

Moderator [M]: We will move on to the question-and-answer session. Since we have received two questions 
immediately, I would like to read them out in order. The first question. 

Participant [Q]: What is the reason for the decrease in the number of participants in the management 
seminars compared to last year? 

Nakatani [A]: Thank you very much. I will answer the question. 

Last April, we moved our Tokyo office to Midtown Yaesu, and with the opening event, we have focused on 
several fairly large seminars, especially for the past six months. This year's decrease is a reaction to that. We 
believe that this is within our expectations, and that we will probably be able to return to a normal pace from 
Q4 onward. Thank you. 

Moderator [M]: Thank you very much. I will move on to the next question. 

Participant [Q]: What is the reason for the slowing growth in the number of consulting companies per month? 

Nakatani[A]: Yes, thank you. I would like to offer a few explanations on this matter, too. 

One of the reasons for this is partly a reaction to the increase in orders received in conjunction with last year's 
opening event, and the other is the unit price list that you may have seen in the first half of the previous 
section. Since relocating in April last year, we have been working to raise monthly support consulting service 
unit prices across the entire company. This has had an impact on the number of consulting companies, and 
the growth in the number of consulting companies has been slightly slower than in a normal year. We believe 
that this will probably be another turnaround that will allow us to return to our normal pace of increase. 

We have posted the consulting order backlog and other items in the financial report, and we hope that you 
will be assured that these items have remained steady. 

Moderator [M]: Thank you very much. If you have any questions, please enter them into the Q&A section. 
We would like to wait for a while. 

That is all the questions we have received, so we will conclude the question-and-answer session. If you have 
individual questions, we are open to one-on-one requests. We would be happy to hear from you. 

This concludes the presentation of financial results for Q2 of the fiscal year ending December 31, 2025. Thank 
you very much for your participation. 

[END]   
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