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Art Zeile - CEO  

Congratulations.  To become an agent-of-change for the 

DHI Group, Inc. (DHX) is a Great Opportunity!  

Technology remains the fastest growing segment of the 

market, experiencing an acute shortage of skilled labor, 

creating a very attractive Supply / Demand imbalance.       

 

To fully appreciate the potential of DHX, please 

approach the market from a realistic perspective by 

rigorously examining the competitive landscape.   

• Indeed – owned by Recruit Holdings Co., Ltd. 

(TSE: 6098) with a Mkt Cap of ~$43B.   

• Alphabet (GOOGL) – with a Mkt Cap of ~$752B.    

• LinkedIn – owned by Microsoft (MSFT) with a 

Mkt Cap of ~$746B.   

 

To really serve the target market of DHX, please analyze 

the history of the organization, especially as it relates to 

the creation of shareholder value.  Dice was formed in 

1991, whereas LinkedIn was formed in 2002.  In June 

2016, Microsoft (MSFT) bought the organization for 

$26.2 billion, whereas the current Mkt Cap of DHX is 

approximately $100 million?  Honestly, which approach 

to the market generates more value for the shareholder?   

 

For the current fiscal year, LinkedIn will generate more 

than $5 billion in annual revenue, primarily from Talent 

Solutions – but also from Marketing Solutions and 

Premium Subscriptions.  It’s growing revenue at more 

than 40% per annum.  And it serves more than 530 

million members on the platform – with more than 143 

million members in the United States alone. 

 

How did LinkedIn grow exponentially when DHX 

significantly declined in value?  If an organization 

develops an effective approach to market, the 

organization creates efficiency within the market, which 

generates “value” for the organization.  In this case, the 

organization provides a very efficient platform for the 

career development of the member.  And this altruistic 

approach to the market naturally attracts more members, 

which develops the efficiency within the organization. 

Unless DHX creates a sustainable position within the 

market, organic revenue will continue declining at an 

increasing rate – especially given the massive resources 

within the competitive landscape. 

 

To really develop the Software as a Service (SaaS) – and 

achieve self-sustainability – DHX must drive the 

following, intuitive approach to market. 

• Develop the Consumer / Monetize the Enterprise   

 

 

The driving force of DHX must be the Career 

Development of the skilled labor – which increases 

Supply, satisfies Demand and monetizes the SaaS.      

• Reorganize Sales / Marketing 

o With Market Research 

▪ Establish a deep, operating relationship with 

higher education, including universities, 

community colleges, trade-schools, coding 

schools – and even high-schools.  

• Identify the skilled labor for Technology  

o Cultivate the Career Development 

▪ Leveraging LinkedIn 

▪ Utilize the Government to help increase the 

Supply of skilled labor for Technology.    

 

To encourage shareholder activism, this Corporate 

Strategy will be published using the investment, 

research, distribution platforms of Bloomberg, Thomson 

Reuters, FactSet and S&P Global.  And this publishing 

will communicate directly with the capital markets, the 

organizational leadership and the ownership of DHX. 

No matter the materiality, all shareholders must accept 

the fiduciary responsibility to maximize the value of the 

organization – for the “greater good.”   

Let the Merits of the Argument Resonate! 

Respectfully, 

Ken Copley 

Capital Executive LLC 
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