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I’m communicating with you about the Strategic Direction of DHX.  TCS Capital Management filed a 

Schedule 13D with the SEC on May 25, 2018, declaring the intent behind its DHX equity investment: 

change the corporate governance and possibly acquire a controlling interest.  The TCS activist, equity 

investment sparked an interest in DHX, increasing the equity price by almost 70%, clearly illustrating an 

interest in the DHX, investment opportunity.  However, after briefly communicating with its largest 

shareholder, Blackrock divested most of its equity position, driving down the equity price of DHX, 

considerably.  But this price action created a fundamental, investor question: “Where is the Value?”        

Undoubtedly, the Value lies in the market served by the DHX organization.  Technology remains the fastest 

growing segment of the market (globally).  It has (and will have) an acute shortage of skilled labor.  And this 

market opportunity creates a very attractive Supply / Demand imbalance for skilled labor in Technology, 

which is a strength of DHX.  For now, I’ll limit my argument to the United States and Technology, because 

I’ll ultimately define a methodology that can be applied globally across all segments of the economy. 

Under the current, strategic direction of DHX, the Chairman has destroyed significant value for not only the 

shareholder but also the stakeholder!  Please examine the following table: 

 

The current CEO leadership (Art Zeile) appears to be a strong leader, but he needs better strategic, direction 

from not only the DHX ownership but also the Board of Directors – specifically, the Chairman.  Since April 

2007, the leadership has tried to “grow” the organization through a glitzy interface – or an attractive 

acquisition.  Unfortunately, the leadership has never really identified the life blood of the organization, 

which explains the destruction of shareholder value.  Essentially, DHX has failed to offer the market a 

compelling reason to use its platform to satisfy the long-term needs of the skilled labor marketplace, both 

Supply and Demand.  So, the question for DHX: “How do you Satisfy the Needs of the Market?” 

No doubt the interface remains critical to creating user satisfaction.  But you must effectively define the 

market to correctly assess the needs of the market.  And if you misread the market, no amount of software 

update will overcome the misdirection within the organization.  After reviewing the recent performance of 

DHX, it sure looks like the organization is betting the “farm” on the DICE, software update. 

On the one hand, you have the argument developed by the Chairman of the Board, John Barter.  On the other 

hand, you have the argument developed by Capital Executive LLC, Ken Copley.  As a shareholder of DHX, 

you’ll ultimately decide the Strategic Direction for the organization through the annual proxy vote! 

Destruction of Shareholder Value Performance - CEO Leadership

DHX Leadership

9/30/2013 - 7/26/2018 DHI Group, Inc. (DHX) Peer Group

Mkt Cap Share Price Industry

Beginning Value 502.47$      8.50$            9,459.19         

Current Value 108.58$      2.10$            26,427.34       

Rate of Return (78%) (75%) 179%
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Unfortunately, I don’t possess the financial resources to effectively take over (change the direction of) DHX, which 

explains why I’m reaching out to the Capital Markets.  Having said that, I firmly believe in the Capital Markets, 

whereby “the best argument eventually rises to the top.”  I’m willing to commit a significant percentage of my wealth 

to buy a lot more of the DHX common equity – if the Capital Markets agree with my argument regarding the Strategic 

Direction for the DHX organization.  

• Change the Culture  
o DHX was built through acquisitions – a roll up strategy.  However, the leadership failed to integrate the organizations, so 

too many managers and directors developed vested, self-serving agendas – which destroyed the creation of shareholder 

value for DHX, partially explaining the significant under-performance of the organization.     

▪ Provide an Ownership opportunity to every employee of the DHX organization.  

• Utilize ESOP financing to purchase 20% of the current market capitalization of DHX, treasury shares. 

• Simplify the Mission 
o Technology – DICE 

• Acute, Long-term, Labor Shortage  

o Very Attractive Market Position 

▪ Requiring Laser Focus 

o Divest / Spin Out 

▪ ClearanceJobs 

▪ eFinancialCareers 

• Reorganize Sales / Marketing 
o Emphasize Market Research 

▪ Establish a deep, operating relationship with higher education, including universities, community colleges, trade-

schools, coding schools and even high-schools.  

• Identify the Student Potential 

o Sell the Career Opportunity 

▪ Cultivate the Career Development 

• Leveraging the LinkedIn Platform 

▪ Understand the Employment “needs” of Labor 

▪ Analyze the Labor “needs” of Capital 

• Leverage Microsoft (MSFT) 
o Form a Private – Public Partnership  

▪ Department of Education  

▪ Department of Labor  

o Utilize LinkedIn  

▪ Career Development Network  

• Satisfy the “needs” 

o Education (training) 

o Labor (job seeker) 

o Capital (employer)    

• Solve the Acute, Long-term, Labor Shortage 

In February 2014, I recognized the market value of the service provided by Angie’s List (ANGI), but I questioned the 

market position as well as the consumer pricing strategy of the organization by publishing my arguments through the 

investment-research, distribution platforms of Bloomberg, Thomson Reuters, FactSet and S&P Global.  In September 

2014, I presented a shareholder value argument to the market: “unless ANGI modifies its consumer pricing strategy, 

ANGI would fail as an independent organization and ultimately get acquired by HomeAdvisor (IAC).”  In July 2015, 

TCS Capital Management filed a Schedule 13D on ANGI, seeking not only a change in the Board of Directors but also 

a strategic combination with Home Advisor (IAC).  In October 2017, Home Advisor (IAC) acquired ANGI, turning 

into a very attractive combination – due to the execution of IAC.  

If you agree with my argument (even partially), then reach out and take a position in the Strategic Direction of DHX. 

Respectfully, 

Ken Copley 

Capital Executive LLC 

Market Equilibrium 

Trump Administration  
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