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Final Year of the Mid-Term Business Plan - Strategic Overview

■ Accelerate internal DX and build a highly productive organizational structure
■ Achieve double-digit ROE by achieving segment profitability in the digital marketing business and improving operating profit ratio 
under the portfolio strategy
■Achieve the above two goals and aim to increase corporate value

Operating Profit Ratio of 
10% or More

IT infrastructure business
Stable revenue base

Achieving segment profit in the digital 
marketing business

Improved operating profit ratio

ROE of 10% or More
Accelerate internal DX

In a highly productive organizational 
structure

Strive to achieve stable ROE of 10% or 
more

Market Capitalization:
 \50 billion

Increase corporate value
Aim for a market capitalization of 50 

billion yen

Operating Profit Ratio: 

11.7%
Achieved

ROE

24.8%
Achieved

Market Capitalization: 

\15.9 billion
Not achieved yet

As of the end of March 2024

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Sales and Operating Income Trends

12,778 13,324 
16,011 

20,004 19,571 
21,200 

732 21 
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0

500
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FY March 2020 FY March 2021 FY March 2022 FY March 2023 FY March 2024 FY March 2025

(売上計画)

(利益計画)

Medium- to long-term plan NEXT'S 2025

Through consolidation of 
subsidiaries

Cloud Circus established

Established Chatwork 
Storage Technologies, a 

joint venture with 
Chatwork

SD21/Yoshida Store
Acquisition of Business,
Startier Reed Co., Ltd.

Sales (Left axis: rod)
operating profit (Right axis: curl)

IT infrastructure business
(new and newly established)

Digital
Marketing

IT Infrastructure Business
(M&A)

(Unit: 1 million yen)

Current 
year 
plan

Previous 
year 

results

4/1 Fujifilm BI Nara
Commencement of operations

(Joint venture with Fujifilm 
Business Innovation Japan)Business Services

Becoming a wholly-
owned subsidiary

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Group Consolidation Strategy

13,324
16,011

20,004 19,571 21,200

0.2%
2.2%

8.6%
11.7% 11.8%

0.0%

5.0%

10.0%

15.0%

20.0%

0

10,000

20,000

FY ending March 2021
(actual)

FY ending March 2022
(actual)

FY ending March 2023
(actual)

FY ending March 2024
(actual)

FY ending March 2025
(planned)

Sales

2,282
2,500

21 344
1,724

(計画)

(計画)

(計画)

(Unit: 1 million yen)

In the previous fiscal year, we achieved a record high operating profit. In the final year of 
the mid-term plan (FY March 2025), we aim to set a new profit record.

傚㌟➳ 13,324 16,011 20,004 19,571 21,200

⊂▼去⊕ 21 344 1,724 2,282 2,500

⊂▼去⊕ 叒 0.2% 2.2% 8.6% 11.7% 11.8%

E B IT D A 238 662 2,258 2,712 ―

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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IT Infrastructure Business Strategic Plan

10,641 
13,135 

16,807 16,057 17,330 

950 1,401 2,630 2,913 2,920 

FY ending March 2021
(actual)

FY ending March 2022
(actual)

FY ending March 2023
(actual)

FY ending March 2024
(actual)

FY ending March 2025
(planned)

Sales

Before head office expenses
Segment profit （計画）

(Unit: 1 million yen)
(Plan)

Strengthen recurring services essential for stable growth and build a stronger customer 
base.

傚㌟➳ 10,641 13,135 16,807 16,057 17,330

功ㇾ☶儱冤丱㓛

℗ ℌ ⅗ Ⅹℤ 去⊕
950 1,401 2,630 2,913 2,920

功ㇾ☶儱冤丱㓛

℗ ℌ ⅗ Ⅹℤ 去⊕ 叒
8.9% 10.7% 15.7% 18.1% 16.8%

℗ ℌ ⅗ Ⅹℤ 去⊕ 285 757 1,835 1,891 1,749

℗ ℌ ⅗ Ⅹℤ 去⊕ 叒 2.7% 5.8% 10.9% 11.8% 10.1%

E B IT D A 378 872 1,986 2,031 ―

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Digital Marketing Business Strategic Plan

2,580 2,804 3,195 3,510 
3,870 

73 △ 89 197 652 1,014

FY ending March 2021
(actual)

FY ending March 2022
(actual)

FY ending March 2023
(actual)

FY ending March 2024
(actual)

FY ending March 2025
(planned)

Sales

（計画）

（計画）(Unit: JPY 1 million)

Segment profit turned positive, entering a full-scale monetization 
phase.

傚㌟➳ 2,580 2,804 3,195 3,510 3,870

功ㇾ☶儱冤丱㓛

℗ ℌ ⅗ Ⅹℤ 去⊕
73 △89 197 652 1,014

功ㇾ☶儱冤丱㓛

℗ ℌ ⅗ Ⅹℤ 去⊕ 叒
2.9% ― 6.2% 18.6% 26.2%

℗ ℌ ⅗ Ⅹℤ 去⊕ △121 △274 △157 292 690

℗ ℌ ⅗ Ⅹℤ 去⊕ 叒 ― ― ― 8.3% 17.8%

E B IT D A △88 △124 177 510 ―

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Digital Marketing Business: ARR Strategy

1,650 
2,159 

2,428 
2,834 

3,186 

FY ending March 2021 (actual)FY ending March 2022 (actual)FY ending March 2023 (actual)FY ending March 2024 (actual) FY ending March 2025
(planned)

前期⽐
+30.8％

前期⽐
+12.5％

前期⽐
+16.7％

前期⽐
+12.4％

(Unit: \1 million)
(Plan)

Enhanced support and customer success initiatives for existing and multi-contract customers.
By providing these services, ARPU (Average Revenue Per User) improved, and churn rate decreased.
→ Increased focus on cross-selling to boost ARPU.

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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3393TSE Prime
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Addressing Key Social Issues

Surrounding 
Circumstances

the current situation of declining 
productivity in Japan

*Productivity of large companies is rising.
*Since 2000, the growth of small businesses 
has been minimal, widening the gap with large 
companies.

Key Statistics

-3.1%-2.8%
-5.7%

-1.8%-0.7%-1.7%-2.0%-1.1%
-5.0%

-8.1%

-3.6%
-0.7%-0.2%-1.2%

2.4%1.5%1.3%
4.3%4.6%

4.1%3.3%3.2%4.1%
6.0%7.4%6.2%7.0%

3.7%3.0%
5.2%6.3%7.5%8.8%10.0%

9.9%

11.8%

12.9%
11.4%

18.6%
14.8%

18.7%
21.0%

24.7%

25.2%

28.7%
27.4%

15.0% 14.3%
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25.4%
28.6%

30.1%
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Corporate Labor Productivity in Japan
Changes in the Ratio of Operating Net Income to Value Added

Midsize 
companies

Large companies

(Note) Value added = operating net profit (operating profit - interest expense, etc.) + personnel expenses (executive salaries + executive bonuses + employee salaries + employee bonuses + welfare expenses) + interest expense, etc. + rent on movables and 
Source: Ministry of Finance, Annual Report of the Corporate Statistics Survey

Small and 
Medium 
Enterprises

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Addressing Key Social Issues

High level scenario

Approx. 79 millionExternal Environment

Source: Survey on the Latest Trends and Future Estimates of IT Human Resources, Ministry of Economy, Trade and Industry 
(Mizuho Information & Research Institute)

※Number of employees
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■⼈材不⾜数

590,000 IT talent shortage in 2030

Addressing the IT Talent Shortage

Middle scenario

Approx. 59 million

low scenario

Approx. 41 million

*Recruitment shortage in 2015: Approx. 170,000
*Recruitment shortage in 2030: Approx. 590,000 (medium scenario)  
⇒ The IT recruitment shortage will become more serious in the 
future

Number of recruitment shortages in 2030

*Number of supply personnel Market size will continue to expand due to expanding IT needs

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Startier Group Growth Strategy

Growth via Relationship Building and Solution Expansion

Relationship Building Cycle Closely with SMEs Solution Expansion Half a Step Ahead of the Times

Focus on Stock Type Solutions.A business model that can grow through cross-selling by staying close 
to managers who have problems and concerns about IT utilization as 
the last mile. IT infrastructure business Digital

MarketingDefend Attack

(in collaboration with 
ChatGPT)

(Blockchain)
Utilizing Technology)

IT Infrastructure 
Development

Cost Reduction
Efficiency

Security 
equipment

Network 
construction

Cloud
Utilization

Line

Power

RPA
LED

Network 
maintenance

MFP
Web

Const
ructio

n

MA

Customer
success

Chat

AR

eBook
NFT

Generated AI

Blockchain

M&A

Success 
Experienc

e
by Person

support and 
running

Employee 
Training
Follow

Improvement 
of labor and 

profit 
environment

Relationshi
p /

Deepening

Cross-sell-up 
cell

UP

Business inviteeEmployees

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Growth through M&A and New Product 
Development
Cross-selling to meet customer 
challenges
Growth through New Customer Acquisition
Cross-selling to Customers With Successful 
Experiences

IT Infrastructure 
Business

Digital Marketing 
Business

IT Infrastructure 
Business

Digital
Marketing
Business

Sales

Cross
Synergy

Startier Group Growth Strategy

Cross
Cell

Cross
Cell

Generated 
AI

MA

Web

Customer 
SuccessUp

Cell

Up
Cell

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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(2)IT Infrastructure 
Business
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Current Fiscal Year: IT Infrastructure Business Initiatives

*Full-scale operation of business services (consolidated subsidiary since October 2023)
*Fujifilm BI Nara commenced operations on April 1, 2024

 Commencement of Operations at Fujifilm BI Nara on April 1, 2024\nJoint venture with Fujifilm Business 
Innovation Japan Co., Ltd.
*Strengthening recurring revenue products

*Continuing active M&A activities

*Developing a system to increase sales personnel
Aggressively strengthening mid-career recruitment and raising salaries for young talent (up to the third year)

Increasing wages and developing human resources for future 
growth

Continuing focus on strengthening customer base through M&A

Key Topics for the Year

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Growth Drivers in IT Infrastructure Business

Strategy to Increase Customer Base through Cross-Selling and M&A

Sales Reforms

Sales Customer Unit Price

Number of 
Customers

Existing
Stock trading

Additional trading

Flow trading

New
Stock trading

Cross-selling Per capita
Value added

Number of sales 
personnel

M&A

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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IT Infrastructure Business Marketing Reforms - Part 1

Value Added per Sales Representative: A Key Performance Indicator for the IT Infrastructure Business
Previously, all processes were handled by a single salesperson, leading to issues with total business meeting 
time and productivity

Value added Per Salesperson Previous Sales Process

Per capita
Value added

Total business 
hours

Productivity

l Productivity = Number of Business Opportunities * Contract Rate * 
LTV/Total Business Hours.

l LTV increased both contract price and transaction duration 
(reciprocal of cancellation rate)
by increasing the contract price.

customer management
l New (mainly teleapo)
l Existing
l Dormant

Approach l Needs Drawdown
l Prospect Follow-up

After - sales
Follow

l Respond to inquiries
l Respond to trouble

Delivery
l Schedule adjustment
l Site visit
l Implementation Support

Appointment l Schedule Adjustment

Negotiation
l preparation of materials
l Access
l Compact

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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IT Infrastructure Business Marketing Reforms - Part 2

Since April 2022, full-scale implementation of a new sales process based on division of labor following the completion of new IT infrastructure 
implementation
Achieved improvements in both total business hours and productivity. Increased per capita value added, driving profit growth since last year

Customer 
Management

l New
l Existing
l Dormant

Approach

l Needs Drawdown
l prospective customer

follow

appointment

l scheduling

Negotiation

l Documentation
l Access
l Compact

Delivery

l Schedule Adjustment
l site visit
l Implementation Support

After - sales
Follow

l Respond to inquiries
l Respond to trouble

Marketing & Inside Sales Field Engineer

Customer Success

Business

New tele apo is customer/employee
Canceled due to heavy burden.

Current sales process

©2024 Startia Holdings, Inc. ALL Rights Reserved.



20

Aiming for a Virtuous Cycle of Human Capital Investment and Customer Satisfaction Examples of Specific Measures

Investment in improvement of treatment, education, and training to further enhance customer satisfaction
Achieve a virtuous cycle by increasing added value per employee and increasing personnel

Improve customer satisfaction through sales reform
l Enable division of labor to provide services that are more 

responsive to customer needs

l Expect a decrease in the churn rate and an increase in 
additional transactions

Increase motivation of young employees
l Plan to raise salaries for the current fiscal year and next fiscal 

year

l Mission penetration

Enhancement of education and training
l Acquisition of knowledge through a wide range of WEB 

training programs, and training programs for different levels

l New graduates are assigned to specialized education 
departments, and the educational curriculum is 
implemented for six months.

l Develop IT specialists, such as generative AI

 Launch of Digital 30 curriculum

IT Infrastructure Business: 
Realizing a Virtuous Cycle Through Increased Human Capital Investment and Customer Satisfaction

Profit 
Growth

Churn Rate 
↓

Customer 
Satisfaction 

↑

Human 
Capital

Investment 
↑

Additional 
Transactions 

↑

Fixture 
Rate ↑

Recruitm
ent Power 

↑

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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IT Infrastructure Business Environment (Demand Side)

Potential customers are huge compared to Our Company's cumulative customer base
It is necessary to cater to managers who want to promote IT utilization but are hesitant or anxious in order to 
develop demand

Market size * 1 Conflicts among small business owners

*1 Source: 2021 Economic Census

No more than 300 
corporations
2.04 million 
companies
Our IT Infrastructure

Cumulative Customers
Approximately 

40,000 companies

l Lack of manpower ...
l Need to increase productivity ...
l Want to expand sales channels
 ...

IT utilization is essential

l Change the way we used to do things
I'm worried ...

l IT talent shortage ...

hesitation and anxiety

©2024 Startia Holdings, Inc. ALL Rights Reserved.



22

IT Infrastructure Business Environment (Supply Side)

Numerous Small, Unlisted Peer Companies Nationwide.
Increased M&A Opportunities Expected Due to Recruitment Difficulties and Business Succession Challenges.

Large number of small businesses Facing business succession Existence of economy of scale

*1 Source: Economic Census 2021. The number of enterprises is the sum of the number of sole proprietorships 
and head offices.
*Source: Teikoku Databank

Office equipment wholesale * 1

number of 
enterprises 766 enterprises

Number of offices 2,522

Number of 
employees 67,067

Annual 
merchandise sales 275.3 billion yen

(per place of business) 110 million yen

Average age of managers * 2

54.0歳

56.6歳
58.4歳

60.3歳

50歳

55歳

60歳

65歳

1990年 2000年 2010年 2021年 2023年

60.5 years old

There are more companies than above (more than 
3,000 companies) including companies that operate 
as employees.

Rebate payments by manufacturers

l Rebates are available for purchases of 
multifunction devices and certain 
telecommunications equipment.

l Rebates are calculated based on the number of 
units sold and other conditions, making it easy 
for a company expanding its size to increase 
profitability.

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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IT Infrastructure Business: Key Characteristics and Competitive Advantages

Our Company's Greatest Strength: Direct Customer Contact Through Wide-Area Store Development
Due to Our Focus on Customer Relationships and Recurring Revenue, Our Customer Base Size and Stock 
Revenue Ratio Exceed Those of Competitors

Mainly expand operations in government-designated cities Customer base and ratio of stock earnings * 1

Number of customers in stock (left axis)
Ratio of sales in stock (right axis)

*1. Company A, Company B, and Company C are listed similar companies. Data are based on financial results for 
fiscal 2022 of each company.
As the ratio of stock sales and the number of customers are not disclosed for Company A, the disclosed stock 
type
Calculated based on sales of products and number of customers.

9 State Area
Central Area

Kansai Area
Kanto Area

Tohoku Area

Hokkaido Area

Direct visits and support are provided to 
customers within one and a half hours of 
the sales office.
SME DX

Last Mile
in charge of.

0%

10%

20%

30%

40%

50%

©2024 Startia Holdings, Inc. ALL Rights Reserved.



March 2008 March 2014 March 2016 March 2017 March 2020 March 2022 March 2023 March 2024 March 2025

500 1,100 1,000 600 

5,150 

100 

5,000 

3,440 3,000 1,600 2,600 3,200 

8,350 8,450 

13,450 

16,890 

M&A
number of customers

24

IT Infrastructure M&A Results

We Have Executed Business Succession and M&A in the IT Infrastructure Sector. 
As of March 2024, IT Infrastructure Customers Acquired Through Business Succession and M&A 
Constitute Over 30% of Our Total IT Infrastructure Customers, Significantly Contributing to Sales and 
Revenue.

Cumulative IT 
infrastructure customers

Approximately 

43,000 companies

Accumulated number of customers through M & A and business acquisition

*Number of companies through M & A and business acquisition 
(cumulative)

*・ Number of trading companies through M & A and business 
acquisition

Start of Medium-Term Management Plan
©2024 Startia Holdings, Inc. ALL Rights Reserved.

※Digima customers are not included.

(Unit: Company)
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IT Infrastructure: Growth Potential Through Strategic M&A

Our Company is Approaching a List of Potential M&A Targets\nOur Past M&As Have Consistently 
Contributed to Business Growth

Potential M & A Targets as Recognized by Our Company Value Enhancement through M & A

Wholesale of Office Machinery and Equipment
More than 3,000 companies

M & A target 
companies

Approximatel
y 700 

companies

Condition 1: Number of customers held
Condition 2: Number of Employees
Condition 3: Age of the Owner

The investment returns of the four previous M & A deals are as follows:
More than 20% on average * 1 (Excluding the effects of item 3 below)

Improvement of profitability by business improvement
Introduction of Our Company management know-how to reduce costs
and improve productivity

1

Increase customer unit price through cross-selling
M & A customers are mainly in the single item business, and increase 
customer unit price by handling multiple products

2

Benefit from scale across the group
Improving transaction conditions across the group by using Startier as 
the purchasing window (recognized in the PL of Startier alone)

3

*(1) Acquisition of shares of NOS Inc., (2) Acquisition of shares of BSC Media Corporation, (3) Acquisition of a part of business of Sagas Co., 
Ltd., and (4) Acquisition of a part of business of Sharp Document 21yoshida Co., Ltd. and Yoshida Store Co., Ltd.
The return on investment is calculated by dividing operating profit amount before goodwill for the third year by the acquisition amount, taking 
the fiscal year in which the Company became consolidated for the full year as the first year in (1) to (4). ④ The return on investment is 
calculated by dividing operating profit amount before goodwill for the fiscal year ended March 2023 by the acquisition amount.©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Improve Up-Sell and Cross-Sell, and Prevent Cancellations Through Synergistic Effects

*Streamline new sales resources and invest resources in customer sales
 Maintain new acquisitions by increasing productivity while investing available resources in existing acquisitions
 Aiming to improve up-sell cross-sell and prevent cancellations through synergistic effects

*partner sales to be mainstay sales channel from FY 25 onward
 To the phase of maximizing results by strengthening support from major distributors

*Visualize earned gross margin and link it with evaluation and targets to pursue more profit.

Expand Sales Network and Improve Productivity
Key Initiatives to Drive Operating Income Growth and Margin 
Expansion

Topics for the Current Period

©2024 Startia Holdings, Inc. ALL Rights Reserved.



change in sales policy

reinforcement of partner 
relationship

28

Growth Drivers for the Digital Marketing Business

Direct Sales: Aim for High Growth with New Organizational Structure and Sales Policy
Indirect Sales: Build Strong Partner Relationships to Develop Potential Customers Nationwide

Organizational Change

ARR Direct Sales

Indirect Sales

Number of 
Customers

ARPU

Number of new subscriptions

Number of existing customers x 
(1- churn rate)

Usage per company

Unit License Price

Number of partner

Customers per company

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Transition of Digital Marketing Growth Strategy

Our Efforts to Achieve Both Profitability and Growth under SLG Led to Steady Performance from 
the Previous Fiscal Year

Grow
th 

Policy

2023/3 2024/3 and 2025/3 (current fiscal year)

SLG
Sales lead

PLG
Product lead

SLG
sales lead

l Decided to focus on improving profitability as 
the external environment changes and the view 
of upfront investment becomes stricter

l Introduced PLG as a path for growth that is 
not proportional to marketing expenses and 
manpower input

l Achievements that lead to the future such as 
establishing low-cost lead acquisition methods

l We could not achieve sufficient results due to 
issues such as distribution of internal 
resources and affinity with the customer base, 
and growth has reached a plateau.

l Change to the SLG-centered structure

l Implementation of the following measures to 
improve profitability and continue/accelerate 
growth under SLG
① Changes in Organizational Structure
② Modification of Sales Strategy
③ Focus on partner Sales

l Describe on the following pages

M
atter

Effect

l Gross margin increased due to review of web 
production flow

l Strengthened cross-selling of CMS products 
with low churn to existing customers

l Strengthened cross-selling between products

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Digital Marketing Business Organizational Structure

Previous: Customer-Focused Cross-Selling Current: Reorganized into Product-Focused Divisions

Previous Fiscal Year Initiatives Contributed to Improvements in the Number of New and Multi-
Product Customers and Customer Acquisition Costs

l Each division handles all products
l It is difficult to master sales, and it is difficult to increase contract rate 

and unit price.
l There are a variety of people involved in the product, and decision 

making speed is an issue.

l (1) Focus on selling the product firmly.
l Increase support and aim to improve the continuity rate.
l Customers who use the product to achieve results are more likely to 

cross-sell.

P business B business C business

partner Corporation
printing company

business-to-business 
company

business-to-business 
company

MCC
Busines

s
WP business

FT 
Busines

s

CS 
Busines

s

FS 
Busines

s

MA and
Partner

For MA Center

Web 
Production
and CMS
Center

AR Center electronic book
Sales Support
Tool Center

Customer
Success

Management 
Tool Center

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Digital Marketing Business Environment

The Adoption Rate of Digital Marketing Tools is Still Low, with Double-Digit Growth Expected\nCloud Circus 
Has a Unique Position with an Integrated Product for Small Businesses

Market size * 1 Competitive Landscape

For Large 
Com

panies

For Sm
all and 

M
edium

 
Com

panies

Integrated

Single Item

l The development 
burden is heavy, 
and the number of 
companies is small

l to compete with 
large companies, 
including foreign 
investors

l The market is relatively easy to enter from the viewpoint of development 
burden and customer unit price, and competition is fierce

Pros
l Low penetration and high elongation
Difficulty
l 1 The upper limit of product unit price is low.
l The development burden is greater than a single product.

The difficulty of the project is high.
Competitors are limited.

*1 Source: Yano Research Institute, Inc. (2023) Survey on the digital marketing market. Market for CRM, MA, DMP, 
CDP, ABM and video production tools.

*2 Source: Our Company Survey (March 2023).

Annualized growth 
rate

10.1%

Billions of yen Cloud marketing tool adoption 
rate * 2

15.1%

©2024 Startia Holdings, Inc. ALL Rights Reserved.



32

Digital Marketing Business: Characteristics and Competitive Advantages

User-Friendly Products, Generous Support, and Pricing Structure Enable Users to Implement Digital Marketing for the 
First Time Without Anxiety

Easy-to-use products and support 
systems Easy-to-use pricing

l Simple setup and easy operation 
products that anyone can easily 
understand

l Providing customer success based on 
know-how and examples

l Providing full functionality at a 
significantly lower price than other 
products
(See "3. Digital Marketing Business Sales Strategy" for 
details.)

l Providing freemium plans to meet the 
needs of full-scale introduction after 
gaining experience

Continuous use

l When you start using it and get results, 
it becomes part of your work and is 
used continuously.

l When multiple products are used, 
customer unit price and continuity are 
further increased.
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Sales Strategy for the Digital Marketing Business

Initiatives from the Previous Fiscal Year Contributed to Increases in the Number of New and 
Multi-Product Customers, Customer Unit Price, and Reduction in Acquisition Costs
There is Still Significant Room to Adjust Pricing to Match the Value Provided

Sales Strategy Price comparison of each MA tool (annual amount) * 1

*1 Source: Our Company research. Regarding the ratio of prices to Our Company, if there is an interim plan, the 
interim plan is compared with the other interim plan, and if there is only a minimum plan, the interim plan and 
the minimum plan of Our Company are compared.

Minimum Plan
Interim Plan

(Unit: ten thousand 
yen)

Our 
Company 

ratio
4.5x 2.5x 4.2x 6.2x

Conventional: Focus on ease of starting
l First, focus on getting people to use it, and actively sell low-cost plans

Current: Focus more on achieving customer results and 
improving customer unit prices
l Stop selling low-cost plans.
l Focus on selling with premium support

(Contributing to Realization and Consolidation of Customer Results and 
Improvement of Unit Price)

l Began to sell packages of related products appropriate to customer 
attributes

Increased unit prices for new and multi-product 
contracts
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Partner Sales in Digital Marketing Business

partner Sales Strategy partnership performance

l SMEs across the country use digital marketing to boost 
productivity and make work easier

l While many SMEs have a potential need for digital marketing, 
some psychological factors such as difficulty and hassle are 
still emerging

l realizing latent demand, which is difficult to achieve through 
direct sales, together with partner

l Products that are designed to be easy to use for small and 
medium-sized enterprises

l Obtained through IT infrastructure business
• Understanding of companies operating locally
• Relationship with major distributors

Surrounding 
circum

stances
Strengths

2023/9/20
a general trading company based in 
Kagoshima Prefecture,
concluded a customer referral agency 
contract with Nankoku Shokusan

2023/2/17
SB C & S and Distributors
Agreed

Reference: Example of leading partner sales of SaaS for SMEs
l Cybords

Cloud sales: 18.6 billion yen (including 61.6% in partner) * 1

l Work Mobile Japan (LINE WORKS (business chat service) operation)
ARR JPY 10 billion + (2022/9) * 2

*1 Source: Financial Results and Business Briefing Materials for the Fiscal Year Ended December 2022
*2 Source: Official Note

Establish strong relationships with major distributors while incorporating local kings nationwide
Leverage the potential needs of local communities and develop them into new growth engines for the digital 
marketing business

Examples of major distributors Examples of local kings
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Performance Highlights of Key Digital Marketing Services

Achievements: 18,000 or more

Achievements: 2,300 or more

CMS that enables the acquisition of business 
opportunities from the website
Not only "Easy to use," but also strategy, construction and tool support 
for B-to-B companies to create business opportunities from the 
website
Domestic CMS provided.※ CMS is a system that operates a website and its 

contents.

From e-books to videos,
a tool that makes it  easy to make electronic 
content .

i t  c a n  b e  c r e a t e d  a n d  d e l i v e r e d  i n  t h r e e  s t e p s
E l e c t r o n i c  b o o k  c r e a t i o n  t o o l

※ Data Source: Survey conducted by DataSign
(Source) Tell us URL: 2024.4 https://oshiete-url.jp/report/docodoco/2024_4/#marketing_automation

Share in MA category

As of April 2024
Market share of domestic MA

No.1

BowNow is required for the first MA
feature, simple design MA tool.

More than 14,000
easy-to-use marketing automation

Number of 
deploymen

ts

BowNow
22.0%

Account Engagement
15.8%

HubSpot
15.2%

Adobe Marketo 
Engage
8.6%

SATORI
5.9%

List Finder
5.5%

Kairos3 MA
3.8%

KASIKA

B-dash

SHANON 

Oracle Eloqua
Demandbase

HotProfile
Customer Rings

Klaviyo

Other 26 companies
3.3%

I n t r o d uc t i o n  
r e s u l t s
8,200 cases

f r o m  y o u r  p h o n e ' s  c a m e r a  w i t h o u t  a n  a p p . I t ' s  e a s y  

a n d  i n t u i t i v e  t o  e x p e r i e n c e  A R . A f t e r  t h e  m e a s u r e s ,  

l o g  a n a l y s i s  a n d  i m p r o v e m e n t  a c t i v i t i e s  a r e  p o s s i b l e .

P r o m o t i o n s  t h a t  a t t r a c t  c u s t o m e r s  a r e  r e a l i z e d .

A R  a p p d o w n l o a d s t o p p e d 4 4 0  m i l l i o n .

V P S ,  r i c h  3 D ,  e t c .  c r e a t e  h i g h  c u s t o m e r  

e x p e r i e n c e , r e a l i z e  t h e  p r o m o t i o n  o f  e d u c a t i n g  f a n s  

b y  t e l l i n g  t h e  a t t r a c t i o n  a n d  s t o r y  o f  p r o d u c t s  a n d  

s e r v i c e s .
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Highlight of Key Service in Digital Marketing: Fullstar

What is Fullstar?

※ Source: ITR "ITR Market View: Communication and Collaboration Market 2023" Digital Adaptation Platform Market - Less than 
100~300 Employees: Revenue Share by Vendor (FY 2023 Forecast)

In the Digital Adaptation Platform Market - Less than 100~300 
Employees: Revenue Trend and Share by Vendor (FY 2023 
Forecast), we ranked first in market share.

1,500 or more
No. 1 in market share in FY 2023 sales forecast *

Number of 
installed
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20
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/3Q

20
23

/4Q

Fullstar

Fullstar makes it easier for users to use cloud services
by displaying the "User's Guide" or by "visualizing the places where the service 
stumbles"
This is a customer success tool that leads to resolution.

Feature 1

Feature 2

Feature 3

Configure guides for all websites with no code
Reduce creation time to 1/10 of conventional ones!

Visualize user usage and cancel service
Pick up more likely customers.

Cancellation Prevention!!

Productivity Improvement!!

No Development Burden!!

Analyze the user's stumbling points and causes of departure.
Improve UX of Web services

Improve UX

(number of 
cases)
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Growth Trajectory of Cloud CIRCUS in the Digital Marketing Business

“ As of March 24, a total of 55 thousand products * were introduced.

※Including freemium
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LP Builder

CMP

Fullstar

IZANAI

Plusdb

BowNow

BlueMonkey

LESSAR

COCOAR

ActiBook
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Our Management Philosophy and Vision

Recognizing the needs and markets of society and creating the future of people and 
companies

Aiming to be a leading company that produces outstanding businesses and human resources

Creating Future Opportunities
We will continue to provide opportunities for 
many people and companies to achieve a 
positive future, creating a world full of 
challenges.

Management 
Philosophy

Vision

"A world where everyone can challenge and 
perpetuate evolution"
A group that supports changes that many 
people and companies take for granted while 
transforming themselves

Mission

©2024 Startia Holdings, Inc. ALL Rights Reserved.
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Corporate Profile

Company Name Startier Holdings Co., Ltd.

Place of abode Shinjuku Monolith 19th Floor, 2-3-1 Nishi-Shinjuku, Shinjuku-ku, Tokyo

Incorporation February 1996

Listing
TSE Prime (April 4, 2022)
TSE First Section (February 28, 2014)
TSE Mothers (December 20, 2005)

Representative Director Hideyuki Hongo

Group Companies Consolidated subsidiaries: 11, equity method affiliates: 2

Employees Consolidated: 908 (as of March 31, 2024)
※Excluding directors, auditors, temporary and part-time employees

Financial results March 31

Amount of Capital 824.31 million yen (as of March 31, 2024)
Number of issued and 
outstanding shares 10,240,400 shares (as of March 31, 2024)

Number of shareholders 4,189 (as of March 31, 2024)

President and Chief Executive Officer

May 1966
1996: Our Company established to the 
present day
(29.28% shareholding in Our Company)

Hideyuki Hongo

73.24%

11.78%
9.81% 3.73% 1.44%

Shareholders as of March 31, 2024

Individuals and
othersForeign Juridical
Persons, etc.Financial
institutionsFinance commodity
trader
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key member

Hideyuki Hongo, President and CEO of Startier HD

*1996 Established Our Company, appointed as President and CEO (to present)
*2018 as an organization providing non-repayable scholarships

Established the public interest incorporated foundation Hoshinowa and assumed the position of Representative Director (current position)
*2018 General Incorporated Association Kumamoto Innovation Base

(formerly Kumamoto Sosei Entrepreneurs Network) and assumed the position of Representative Director (to present).
He worked on the reconstruction of his hometown Kumamoto, which was hit by the earthquake in 2016, and also worked on the regional revitalization.

Director of Startier HD/Mitsuru Kasai

President of Startier Reyes/Yukio Furukawa

Director of Startier HD/Takao Uematsu Representative Director and CEO of Cloud Circus/Kenichi Kitamura

*2002 Joined Our Company
*2007 Established Multi-function Machinery Business

Subsequently, focused on expansion of agency and M & A
Continue to expand Our Group's customer base

*2018 Appointed President and Representative Director of STARTHIA, the axis of IT infrastructure business (to present)
*2021 Appointed President and Representative Director of STARTHIA LEAD

*2004 Joined Our Company
Since joining Our Company, I have mainly been engaged in finance and accounting.
I have been in charge of various corporate divisions, including finance and accounting.

*Appointed to the Board of Directors in 2018 (to present).
Also engaged in public relations and IR as CFO of Our Group

*2001 Joined Our Company
2004 Launched web and e-book business

*2009: STARTIALABO as an in-house venture
Established (currently Crowdcircus) and assumed the position of Representative Director (to present)

*Integrated digital marketing for sales of various tools since 2020
Rebranded as SaaS tool CloudCIRCUS

*1996 Joined Our Company as a founding member and became a director
*1998 Launched Network Cloud Business
*2018 Launched Back Office DX Business

Appointed President and Representative Director of Star Tier Reyes (to present)
*Joined Chatwork Corporation in 2021

Appointed Director of Chatwork Storage Technologies (to present)

©2024 Startia Holdings, Inc. ALL Rights Reserved.



C-Desgin Co., Ltd.
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Group Companies

About Our Group (11 consolidated subsidiaries and 2 equity-method affiliates)

Startier Co., Ltd.

IT infrastructure-related business * 1 Equity method affiliatesDigital Marketing * 1

Cloud Circus Co., Ltd.
Provision of marketing and sales 

support tool Cloud CIRCUS

Others * 1

Startia Asia Pte.Ltd.
Singapore Business Planning and 

Investment Business in Asia 
Region

Star Tiwill Co., Ltd.
Consulting for work contracts and 

employment of people with 
disabilities in the Star Tiwill Group

Group sites

Himeji

Okinawa

Startier Reed Co., Ltd. BC Media Co., Ltd.

NOS Inc.

Business Services Co., Ltd.

Star Tier Reyes Co., Ltd.
Business Efficiency Solutions
Provision of RPA and AI-OCR

Back Office DX Business * 1

MAC Office, Inc.
Office Facilities

Office Relocation/Design

※1. Consolidated Subsidiaries

System Integration, Security Measures,
Communications Systems, OA Equipment Sales

Chatwork Storage
Technologies Co., Ltd.

Cloud Storage

Nara

Fujifilm BI Nara Co., Ltd.
(66.6% of Our Company G)
※Joint venture with Fujifilm Business 

Innovation Japan Co., Ltd.
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IT infrastructure business Digital marketing businessOffensive DX

Solving IT issues and providing one-stop DX solutions, especially for SMEs

Cost reduction, operational efficiency and productivity improvement

Cloud CIRCUS tool to change marketing and sales outcomes

Customer acquisition and sales growth

Office environment Risk 
manageme

nt
Business 
improvement

cost reduction

Major product services

RPA services

IP phones VPN

Offices with cost savings
  OA equipment that makes infrastructure comfortable

Environmentally friendly clean
LEDs that control energy and power

Increase productivity by 
creating a comfortable 
network environment

Protect the company's information assets
Network security

For the cloud of core systems

Robotics to fill the talent gap
RPA services

Protective DX
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Trends in Sales and operating profit

0
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1,000
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05/3 06/3 07/3 08/3 09/3 10/3 11/3 12/3 13/3 14/3 15/3 16/3 17/3 18/3 19/3 20/3 21/3 22/3 23/3 24/3 25/324/3 25/3

Medium- to long-term plan NEXT'S 2025

Provision of digital tools
Establishment of IMC 

Division

Startier Lab
Company Split

Through consolidation of 
subsidiaries

Cloud Circus established

Established Chatwork 
Storage Technologies, a 

joint venture with 
Chatwork

MAC Office
equity method subsidiary

BC Media, Inc.
NOS, Inc.

Becoming a wholly-
owned subsidiary

SD21/Yoshida Store 
Business

Startier Reed Co., Ltd., 
established

Sales (Left axis: rod)
operating profit (Right axis: curl)

IT infrastructure business
(new and newly established)

Digital
Marketing

IT Infrastructure Business
(M&A)

Growth since IPO (CAGR): compound annual growth rate

Sales 12.6%
Operating Profit12.6%

15/3 19/3

(Unit: 1 million yen)

current 
year 
plan

Previo
us 
ye
ar

Becoming a holding company

4/1 Fujifilm BI Nara
Start of business

(Joint venture with Fujifilm 
Business Innovation Japan)

Business Services
Becoming a wholly-

owned subsidiary

©2024 Startia Holdings, Inc. ALL Rights Reserved.

06/3

Listed on Mothers of the Tokyo 
Stock Exchange

Changes in the First Section of the 
Tokyo Stock Exchange



Investor Relations Office, STARTER HOLDINGS Co., 
Ltd.

Shinjuku monolith 19th floor, 2-3-1 Nishi-Shinjuku, Shinjuku-ku, 
Tokyo 163 – 0919
TEL: 03-5339-2109 (Weekdays 9:00 - 18:00)
MAIL:ir@startiaholdings.com
IR website: https://www.startiaholdings.com/ir.html

This document was created by Our Company to help readers understand the current situation of Our Company. The information contained in this document is taken from our 
internal knowledge and public information available to Our Company, and Our Company does not guarantee the accuracy of such information. Our Company's actual results 
may differ due to a variety of factors in the future.
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※QR code for IR mail delivery registration
For those who registered, news releases, financial 
information, etc.
We will send you new information about IR by e-mail.
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