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Corporate Strategy 

Approach the market from a realistic perspective by 

rigorously examining the competitive landscape.  

Recruit Holdings Co., Ltd. (TSE: 6098) with a Mkt Cap 

of ~$43B owns Indeed.  Microsoft (MSFT) with a Mkt 

Cap of ~$695B owns LinkedIn.  And Google has a Mkt 

Cap of ~$701B, whereas the DHI Group, Inc. (DHX) 

has a Mkt Cap of ~$86M.  So, who really has the 

“resources” to serve the DHX target market?   

 

On a year-over-year basis, 2017 annual revenue for 

DHX declined by 8% – and Dice (Tech) revenue 

declined by 11%.  Declining revenue in a growing 

economic sector is never a good sign, especially when 

you examine the revenue growth of Indeed, which grew 

approximately 50% y-o-y.  If you need more evidence, 

then analyze LinkedIn.  It generates more than $4.0B in 

annual revenue, primarily from Talent Solutions – but 

also from Marketing Solutions and Premium 

Subscriptions.  LinkedIn serves more than 530 million 

members on the platform, with more than 143 million 

members in the United States alone. 

 

One of the greatest strengths of LinkedIn is that it 

provides the member an efficient platform to maximize 

the career development of the member.  In other words, 

LinkedIn values the member more than anything else, 

because at the end of the day – if there is no member – 

there is no organization.  

 

In general, building a market for any Software as a 

Service (SaaS) requires an intuitive, self-sustainable 

approach to the target market. 

• Develop the Consumer / Monetize the Enterprise   

In the DHX case, the Consumer represents the Job 

Seeker and the Enterprise represents the Employer.   

As an employable skill-set, the technology field will face 

the most acute, labor shortages in the market.  And this 

supply / demand imbalance creates a very attractive 

position in the market.  So, how can DHX attack the 

target market – and create self-sustainability?  

Unfortunately, for the last seventeen years, the CEO 

leadership of DHX has attacked the market by chasing 

the glitzy acquisition or the pretty interface.  But from 

9/30/2013 through 4/8/2018, the strategy of the CEO has 

destroyed 83% of the market capitalization of DHX – 

and the CEO has destroyed the DHX shareholder value 

when its peer group appreciated in value by 133%.   

There are many reasons why this happened, but the 

primary reason is that the CEO never really addressed 

the “life blood” of the DHX organization, i.e., Develop 

the Consumer and Monetize the Enterprise!  In other 

words, DHX failed to assess the value of the Consumer.   

Given the limited resources of DHX, why directly 

compete against Indeed, LinkedIn and Google?  DHX 

has rationalized its business portfolio (Dice, eFinancial 

and Clearance Jobs) – calling it a “tech first” strategy.   

The actual performance of the CEO Leadership at DHX.   

 

The CEO Leadership produced an annual decline in 

revenue but an increase in every expense line item, 

despite acquiring ~$46M in annual revenue for ~$79M, 

representing the Rigzone and onTargetJobs acquisitions.   

 

Why did annual revenue decline by 8.4% when selling & 

marketing increased by 3.9%?  The answer perfectly 

illustrates the misguided strategy of DHX.  If you 

position an organization correctly, selling & marketing 

expense should decline as a percent of revenue, because 

carving out an effective position in the market creates an 

efficient environment to sell the SaaS to the market.  

DHI Group, Inc. (DHX) 12/31/2013 12/31/2017 % Change

Sales (Revenue) 213,482$   207,950$  -2.6%

Cost of Sales 23,429$     29,974$    27.9%

Product Development 22,437$     24,984$    11.4%

Selling & Marketing 68,799$     80,508$    17.0%

General & Administrative 36,129$     40,749$    12.8%

DHI Group, Inc. (DHX) 12/31/2016 12/31/2017 % Change

Sales (Revenue) 226,970$   207,950$  -8.4%

Cost of Sales 32,126$     29,974$    -6.7%

Product Development 25,714$     24,984$    -2.8%

Selling & Marketing 77,451$     80,508$    3.9%

General & Administrative 43,684$     40,749$    -6.7%
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As a % of Sales (Revenue), why has Deferred Revenue 

increased by 730 bps since 2013?  DHX has faced an 

increasingly difficult selling environment, which forced 

the organization to underwrite longer term contracts 

generously discounted in the market, creating an 

inherent inefficiency within the organization.     

 

To really achieve self-sustainability, DHX needs to flip 

the focus of the organization towards the career 

development of the consumer (job seeker).  DHX has 

already built a database of job seekers.  The issue 

involves the quality of the data.  In fact, the lower the 

quality of the data, the harder the sell to the market – 

which explains the relative increase in deferred revenue 

and selling expense.  In short, DHX has not provided a 

compelling reason to stay connected to the platform. 

 

The primary reason is that the CEO has never really 

addressed the “life blood” of the DHX organization! 

Every ounce of the organization needs to be geared 

toward the career development of the job seeker.   

 

The following represents a brief outline of my Corporate 

Strategy for the DHX organization. 

• Create a Vision 

o Unify the Organization 

▪ Establish a sustainable position in the market 

which offers an attractive growth opportunity  

• Simplify the Mission 

o Carve out a Niche in the Market    

▪ Tech – Only 

• Acute, Long-Term, Labor Shortage 

o Very Attractive Market Position 

• Reorganize Sales / Marketing 

o Market Research 

▪ Establish a relationship with higher education in 

the U.S., including universities, community 

colleges, trade-schools and high-schools.  

• Identify the Tech, Job Seeker  

o Cultivate the Career Development 

• Change the Culture  

o DHX was built through horizontal acquisitions.  But 

the CEO failed to integrate the organizations, so too 

many managers and directors have developed vested, 

self-serving agendas – and these often destroy the 

creation of shareholder value for DHX.     

o Provide an Ownership opportunity to every employee 

of the DHX organization. (ESOP) - 20% of Mkt Cap. 

According to §240.14a-8 of the Securities Exchange Act 

of 1934, long-term shareholders have the right to 

propose a strategic direction for an organization, 

especially when the leadership of an organization 

destroys 83% of its market capitalization – at the same 

time its competition appreciates in value by 133%.   

 

As a long-term shareholder, fully consider my Corporate 

Strategy for the DHX organization – and just let the 

merits of the argument resonate within you.   

 

The Corporate Strategy repositions the organization, 

carves out a niche in the market, provides a software 

service that creates extreme value for a targeted segment 

of the market – resulting in a larger technology 

organization (like MSFT LinkedIn) acquiring DHX – 

and maximizing the shareholder value of DHX. 

 

To encourage shareholder activism, I’m publishing this 

communication using the investment-research, 

distribution platforms of Bloomberg, Thomson Reuters, 

FactSet and S&P Global.  By doing so, I’m 

communicating directly with the capital markets, the 

organizational leadership and the ownership of DHX. 

 

Thesis: if the CEO Leadership doesn’t nail this next 

phase (reboot) of the organization, DHX will fail as a 

going concern!  And as a long-term shareholder, we all 

lose on a great opportunity to create significant value for 

the DHX organization! 

 

No matter the materiality, all shareholders must accept 

the fiduciary responsibility to maximize the value of the 

organization – for the “greater good” of the shareholder. 

 

Destruction / Creation – Shareholder Value. 

 

The Corporate Strategy of DHX. 

 

Respectfully, 

Ken Copley 

Capital Executive LLC 

 

DHI Group, Inc. (DHX) 12/31/2013 12/31/2016 12/31/2017

Sales (Revenue) 262,615$   226,970$  207,950$  

Deferred Revenue 86,444$     84,615$    83,646$    

% of Sales (Revenue) 32.9% 37.3% 40.2%
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