




OpportunitiesBusiness A

Energize employees by providing opportunit ies 
to get involved and visualize future prospects

● ● ● ● ● ● ● ● ● ●

Clarify individual future prospects with numerous growth opportunities and f  lexible choices.  
Design a system that promotes the activation of internal human resources by visualizing
current options, experience gained, and future growth.

08

System where dist inct ive 
career paths are vis ible.

Eliminate resource shortages,  improve productivity,  
and develop future active human resources

System where ski l ls  that 
can be acquired are vis ible

System that can involve 
people who have empathy
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Business E
(Co-CreationPartners)

Future Opportunities

Future Opportunities

Business D
(Overseas)

OpportunitiesBusiness C

Opportunities
Business B

Future Opportunities

Current Options Future Options

Individual

Able to take on the challenge of career 
(skill development) with a sense of security.

Able to choose the area/occupation that
best fits life events and career stage.

Able to set up new divisions/businesses
for value creation.

Able to come back if it doesn't fit.

For example. . .

St re n g t h e n  B u s i n e s s  Ma n a g e m e nt  I n f r a s t r u c t u re  〉3 .  S y st e m s  t h a t  E n e r g i z e  a  D i v e r s e  W o r k f o r ce



Contr ibuting to 
enhancement 

of corporate value

Of fensive Move

External 
environmental 
monitor ing for

 forecast ing

Internal 
ef fect iveness 

monitor ing

Defensive Move

Improve accuracy in determining the r ight t ime 

through repeated ef fectiveness forecasting/verification

Preventing damage 
to corporate value

Creat ing new 
businesses/services by 
ut i l iz ing information 
network of businesses with 
high or iginal value

Downsiz ing or withdrawing 
from businesses/services 
with low prof i tabi l i ty/growth 
potent ial as mentioned above

Timely Monitoring

opportunity

● ● ● ● ● ● ● ● ● ●
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Deepen monitoring to avoid missing opportunit ies to enhance corporate value.  
Take t imely moves through a high-speed rotation of cycles with more precise 
decision-making criteria and denser content.

08 St re n g t h e n  B u s i n e s s  Ma n a g e m e nt  I n f r a s t r u c t u re  〉4 .  D e e p e n i n g  M o n i t o r i n g



● ● ● ● ● ● ● ● ● ●

Prof  i t  Model and Growth Image09
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¥760 trillion

The market size 
of the SDGs 

business,  
related to 

growth 
opportunit ies

F Y 2 0 2 6 .  6

Revenue ¥15.5 billion
Operating

 prof it ¥2.0 billion

Expanding 
Possibilities

¥ 190 trillion

Quality education

Decent work and 
economic growth

Mental and 
Physical Health

¥ 123 trillion

Good health 
and well-being

Environmental 
Suf f iciency

¥ 447 trillion

Gender equal ity

Reduced 
inequal it ies

● ● ● ● ● ● ● ● ● ●
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09
The market size of the SDGs business, related to growth opportunities, is estimated at 760 trillion yen*.

※Source: Deloitte Tohmatsu, "Market Size of SDG Businesses. "　  https://www2.deloitte.com/jp/ja/pages/about-deloitte/articles/dtc/sdgs-market-size.html

P rofi t  Mo d e l a n d  G row t h  I m a g e  〉 S D G s  B u s i n e s s  Ma r ket  S i ze  Re l a te d  to  G row t h  Op p o r t u n i t y



Partners

Society

Clients
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● ● ● ● ● ● ● ● ● ●

Scala Group Platform has four main revenue models.  
High prof itabil ity through value creation in response to issues and needs.

09

S c a l a  G r o u p ’ s  P F

Meta P F Making a deal

Foundation PF
In-house 

Development Outsource

Co-creation PF Forming PFs　 Joint Service

Creating Value Creating Value Creating Value Creating Value

Creating 
Value

1

2

4

3

Details of Revenue Model

A series of value creation from 
social issues to implementation

1

Co-creation projects to develop
and expand business jointly 
with partners

2

In-house developed services that 
create value in the core business

3

Projects that create value
through our clients

4

Small monetizing point Medium monetizing point Large monetizing point

Social 
Issue

P rofi t  Mo d e l a n d  G row t h  I m a g e  〉 P l at fo r m  P rofi t  St r u c t u re
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● ● ● ● ● ● ● ● ● ●

Achieve sales revenue of 15.5  bil l ion in the fiscal  year ending June 30 ,  2026 .  
In the mid-to long-term, aim to expand the share of  overseas sales and 
revenue within each PF and co-creation platform.

09

FY2024. 6 FY2025. 6 FY2026. 6 FY2027. 6 - FY2030. 6

Meta PF

MEDIUM TERM BUSINESS PLAN “2024-2026”

5 %

5%

20%

15%

55%

¥15.5 billion
¥14.0 billion

¥12.8 billion

Co-creation 
PF

35 %

Foundation 
PF

60 %

Overseas 
Sales

Domestic 
Sales

Domestic 
Sales

Overseas 
Sales

P rofi t  Mo d e l a n d  G row t h  I m a g e  〉 P l at fo r m  G row t h  I m a g e



● ● ● ● ● ● ● ● ● ●

Scala Group's Value Cycle10
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S c a l a  G ro u p's  Va l u e  C yc l e

● ● ● ● ● ● ● ● ● ●

Create a place for interaction and continuous social contribution through the unique and 
high-value Scala Group (SCAG) platform, and create a society that is overf lowing with value.

10

Scala 
Group’s
PF

Return to Society

PFs attract people 
and issues

Issues

Polished diverse
workforce

Created businesses 

Solved problems 

Unknown 
Co-Creation Partners

The success of SCAG 
attracts people
who have not been 
involved with SCAG before

New issues surface as a
result  of issues and 
projects that have been 
resolved.
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D i s c l a i m e r11

This mater ial includes forward-looking matters such as forecasts,  prospects,  targets,  and plans related to Scala Inc.  

(hereinafter referred to as “Scala” ) .  These are based on the predict ions made at  the t ime based on information obtained by 

Scala at  the t ime of preparat ion of this document.  Certain precondit ions and assumptions are adopted in this document,  

including subject ive project ions and those which are not judgments of Scala’s  executives.  

Also,  var ious r isks and uncertaint ies may prove to be inaccurate in the future or may not be real ized in the future.  Therefore,  

the actual results ,  business results ,  f inancial condit ion,  etc .  of the Scala Group may dif fer from its forecasts,  outlooks,  targets 

and plans.  For this reason,  Scala has no obl igat ion or pol icy to update such information to the latest  information from t ime to 

t ime regarding the forecasts,  prospects,  targets,  plans,  etc .  posted in this document.  

The information contained in this document is  for informational purposes only and is  not intended for appl icat ion,  investment 

sol ic i tat ion,  or sales recommendation in any securit ies,  f inancial products,  or transact ions.  At the same t ime, the accuracy,  

completeness,  fa irness,  and certainty of the content are not guaranteed.  Therefore,  Scala is  not responsible for any damage 

caused as a result  of using this document.  

The copyright of this document and al l other r ights related to this document belong to Scala .



MEDIUM TERM BUSINESS PLAN 2024-2026

August 14, 2023

To ideal company the world need


