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Presentation 

Moderator: Ladies and gentlemen, thank you for your patience. It’s time now, so we’ll begin the online 
earnings presentation for Q3 of the fiscal year ending November 2020 of Money Forward, Inc. Thank you for 
watching today. This briefing will last up to 90 minutes, including questions and answers. 

First, let me introduce the two speakers. First, Yosuke Tsuji, President and CEO. 

Tsuji: Thank you. 

Moderator: And Naoya Kanesaka, Director and CFO. 

Next, I’ll explain the materials. We disclosed our financial results summary and briefing material on our 
website today. We’ll proceed with the presentation in today’s briefing meeting following the briefing material. 
This material can be viewed on the screen, but if you would like to see it on your own, please access it from 
our website. 

Next, I will introduce the agenda for today’s briefing meeting. First, Mr. Tsuji will give his greetings followed 
by an explanation of the results for Q3 of the fiscal year ending November 2020 for about 40 minutes. After 
that, we’ll have a Q&A session. Questions that could not be answered in time will be answered individually 
after the briefing. 

First, we’ll answer the questions from analysts and investors for about 20 minutes. After that, we’ll answer 
the questions from the media. This meeting is scheduled to end around 6:30 PM. I will now turn the 
conference over to Yosuke Tsuji, President and CEO. Please go ahead. 

Tsuji: Good evening, everyone. This is Tsuji of Money Forward. Thank you for participating in our briefing 
meeting for Q3 of the fiscal year. This briefing is held online due to COVID-19. Let me begin. 



 

 

 

Today, I would like to explain our business, our Q3 results, and other strategic initiatives. At Money Forward, 
our mission is “Money Forward. Move your life forward.” We are doing business intending to solve problems 
related to money by using the power of technology. 



 

 

 

We cherish mission, vision, value, and culture, or MVVC. Our business is operated with a focus on the MVVC 
shown here. 



 

 

 

Currently, our business is divided into four major domains. Money Forward Business, which offers services 
mainly for SMEs in the cloud. As I will explain later, we added V-ONE Cloud, a clearing service, to our service 
lineup. 

We also have Money Forward Home for individuals, and Money Forward X for financial institutions. And based 
on our new mission, “Circulate money towards the right direction,” we’re working to create novel financial 
services in Money Forward Finance.  In the first quarter, V-ONE Cloud and HIRAC FUND were newly added to 
the service lineup. 



 

 

 

The business model is designed to realize our vision. We have a lineup of various integrated services, and we 
leverage these services, along with one of the largest data integration platforms and customer base in Japan, 
to offer services to various users, as shown on the right. These users include professionals, corporations, sole 
proprietors, individuals, and financial institutions. 



 

 

 

As we offer services that span multiple domains, we believe the Group’s competitive advantages are as 
follows: 

The first advantage is the four domains explained earlier. We create synergies by managing multiple domains. 
By increasingly broadening our domains and services, our reachable market is continuing to expand. 

Awareness of Money Forward is growing, both in enhancing the value offered to users and brand awareness. 
Also, by managing multiple domains, we can reduce customer acquisition costs and increase lifetime value. 

Second, we wrote superior service development and design capabilities. As you saw, we have developed a 
multitude of services in the eight years since our founding, and we have accumulated a significant amount of 
service development know-how. Our design capabilities have also improved. We are creating new services 
while leveraging our data infrastructure and technology to aggregate common accounts between multiple 
services. We have really improved our design capabilities, allowing us to create good services for users. 

For the third advantage, we wrote a strong corporate culture and diverse talent. We are a company that 
cherishes mission, vision, value, and culture. And we have very talented engineers and designers, with high 
aspirations, who are putting their skills to work. 

In addition, sales and marketing, back office, the infrastructure supporting operations, and corporate 
functions have become increasingly important as we manage various businesses. We are working together 
with reliable members of each department. The greatest value of Money Forward is its people. 

Since going public, we have acquired five companies that have joined our group. Although we were not 
experts, we quickly developed know-how in post-merger integration, or PMI. From the beginning, the 



 

 

management team or entrepreneurs of the companies that joined the Group have participated in the entire 
Group’s management. This has helped boost our management capabilities.  

These four points are the main competitive advantages. 

 

Our partnerships are spread across the country, including over 4,300 members, comprising accounting firms 
and certified social insurance labor consultant offices, as well as over 100 Chambers of Commerce and 
Industry and 37 financial institutions. We hope to provide services that solve problems related to money and 
society together with excellent partners throughout Japan.  

That was a brief explanation of our business. 



 

 

 

I will now move on to the main topic. Let me explain the results for Q3. In the cumulative Q3, net sales 
increased 61% YoY to JPY7.97 billion, and gross profit expanded 79% YoY to JPY5.34 billion. We maintained 
strong growth on both metrics. We made steady progress against initial guidance, and no change has been 
made to forecasts. 

We continued to post positive EBITDA, excluding advertising expenses. In the Business domain, acquisition of 
corporate users saw acceleration. In cumulative Q3, net sales grew 74% YoY. The latest results’ key point is 
the sharp growth in recurring revenue in Q3, up 110% compared to Q2. The addition of R&AC to the Group 
lifted recurring revenue, but even excluding this boost, the growth rate was 63%, indicating an accelerated 
acquisition of corporate users. 

In addition, we aim to accelerate the acquisition of corporate users, which is already brisk, even further 
through large marketing investments in the Business domain in the fourth quarter, September to November, 
which has already gotten off to a start. We plan to make these investments within the range of our initial plan. 
Accordingly, investments in Q4 will be of a significant amount. 

The next point is about the cloud-based clearing service. We added R&AC to the group, which is the dominant 
player for this service in Japan. We plan to implement a stock split aimed at improving liquidity and increasing 
individual shareholders. Those were the highlights for Q3. 



 

 

 

Next, I’ll go over net sales. Net sales are based on recurring revenue, so we have seen a steady ongoing 
increase, with a 47% YoY growth. We saw a slight decrease in the total amount in Q3 compared to Q2, but 
this was largely due to a decrease in initial fees in the X and finance domains and the dropout of OEM 
development fees.  

In other words, we experienced a slight decline in non-recurring revenue, but growth has accelerated in 
recurring revenue, which is what we consider to be most important. We realized robust growth in the business 
domain, up 61% YoY. Home grew 21%, and X fell 2%. These are due to the decline in non-recurring revenue. 
Finance also saw a drop in non-recurring revenue, which was as planned. 



 

 

 

Please turn to page 12.  

We place great importance on the group’s annual recurring revenue, or ARR, and the growth of ARR has 
accelerated. Performance from Q2 to Q3 was steady, with a further acceleration in growth, up 45% YoY. 



 

 

 

Looking at each domain, B2B sales expanded 74% YoY, realizing a robust growth rate. This is for cumulative 
Q3. Finance was up 164%, X up 44%, and Business up 74%. Growth in Home is slightly weak, at 20%, so we’ll 
need to take measures. 



 

 

 

This page shows the gross profit and EBITDA trends, both of which have improved. Although it is a slight 
improvement, the gross margin increased to 67% from 65%. EBITDA, excluding advertising expenses, was 
JPY305 million. Including advertising expenses, it was negative JPY200 million. 



 

 

 

As for expenses, the amount of expenses fell in Q3 compared to Q2. This was due to a considerable amount 
of campaign expenses recorded in Q2, which has subsequently dropped out of Q3. In terms of personnel and 
outsourcing expenses, as I mentioned earlier, we had a group of development projects in Q2 that lifted non-
recurring revenue, which has dropped out in Q3. Thus, outsourcing expenses have fallen in like manner. 



 

 

 

Note that a major part of the cost comes from the number of full-time employees. The addition of R&AC has 
led to an increase of 44 full-time employees. That is the most important point. 



 

 

 

As for the balance sheet, we have cash and deposits exceeding JPY9 billion, and net assets over JPY10 billion. 
We continue to see no issues in our financial position. Also, note that we recorded a gain on the sale of some 
investment securities in Q4. That concludes the overall summary. 



 

 

 

Next, I will move on to an explanation for each domain. First is Money Forward Business. 

As I stated earlier, net sales grew 74% YoY. Acquisition of corporate users was favorable through all channels, 
including accounting firms, web, and direct sales. The increase in recurring sales accelerated rapidly, up 110% 
from Q2. 



 

 

 

Average revenue per account, or ARPA, was JPY68,446, up about 10% from Q2. Excluding the contribution 
from R&AC, ARPA was up 5.8%, a steady increase. 

As for the churn rate, we typically see a boost in personal customers during the tax return season, so the 
churn rate inevitably increases. Now that the tax return season is over, the impact has run its course, and the 
churn rate improved to 1.1%. 

The churn rate based on monthly recurring revenue, or MRR, was negative 1.2%. We continued to maintain 
negative churn. We understand the churn rate is at healthy levels for MRR and ARR. 

This list indicates the KPIs explained earlier. 



 

 

 

This is the net sales trend. We saw a steady acceleration in recurring revenue growth. Also, the addition of 
R&AC to the Group contributed to revenue growth, starting from Q3. 



 

 

 

As stated earlier, ARPA grew about 10% from Q2 to JPY68,446. Even when the contribution from the addition 
of R&AC is excluded, ARPA was JPY65,907. 



 

 

 

Given that we offer products tailored to each customer segment and have established separate approach 
structures, I’d like to take this opportunity to organize these various services. First, the top row shows the 
customer classification. We have accounting firms and their clients. We offer the Money Forward cloud service, 
STREAMED, which is an automated bookkeeping service, and Manageboard, which is a cloud-based financial 
analysis software.  

Most contracts are acquired through field sales and via the web. Recently, we have seen a significant increase 
in the number of clients per accounting firm adopting our services, reflecting that our services are highly 
convenient for accounting firms. 

The box in the middle represents our services for sole proprietors and SMEs. We have a personal plan and a 
business plan. This is offered as a package under Money Forward Cloud that allows users to use all kinds of 
services. We are offering a plan where all the services shown here can be used in one package, and we 
approach our customers entirely through web contracts. 

The number of subscriptions from sole proprietors increases the most during tax return season, and now that 
the season is over, the number has settled down. In terms of SMEs, we have seen an increase in the ratio of 
customers subscribing to the annual plan. We are promoting this plan, given that it significantly reduces the 
churn rate, and the ratio of the annual plan is increasing. Also, we recently see a sharp increase in the number 
of applications. 

We have newly devoted energy to acquiring mid-sized corporate users. In addition to Accounting Plus, Payroll, 
Attendance, Expense, Invoice, and Social Insurance service lineup, we offer the newly joined V-ONE Cloud 
service. The main sales approach in this category is field sales and inside sales, i.e., personal sales activities. 
We also announced an enhancement of the lineup, which I will speak of later. 



 

 

 

As for these services, we are glad to report that a third-party survey has found that we are the number one 
recommended cloud accounting software with the highest customer satisfaction. The most important will 
continue to be improvements in product quality. Services that match customer needs, customer success, and 
developing services that truly solve customer problems will be crucial. 



 

 

 

In addition, all kinds of regulatory changes are slated to take place, spurred by policy amendments and looser 
regulations, in part due to the start of the Suga administration and the establishment of a Digital Agency, 
which will likely push for Japan’s digital transformation. We have many services that are related to these 
regulatory changes, and we believe the tailwind will help accelerate our growth. 

First, an amendment of the Electronic Bookkeeping Act will make it possible for cloud-based expense and 
accounting services to easily import digital statements, making it more convenient for users.  

Second, an invoice policy will be applied. This policy is closely related to services such as accounting, invoicing, 
and cloud storage box. It will spur companies to switch accounting software or increase the usage of electronic 
invoices.  

Third, electronic tax returns. This is related to the tax return service.  

Fourth, electronic year-end adjustments are related to our payroll service.  

Fifth, mandatory electronic application for social insurance is closely related to our social insurance service. 
The entire country’s DX will likely be accelerated through the adoption of our services. 



 

 

 

Next, I would like to talk about our product strategy. We have made very steady progress in product 
development. We are now able to provide services that meet the needs of various user categories, including 
sole proprietors, SMEs, companies preparing to IPO, and mid-sized companies. 



 

 

 

With that in mind, we launched a service called Money Forward Cloud ERP. We aim to realize a drastic 
improvement in back-office productivity with a cloud-based ERP. The league of services described on the right 
will be offered, ranging from financial accounting to HR management and labor procedures. 



 

 

 

Next, I have described five characteristics of Money Forward Cloud ERP. First, it will be offered as a 
subscription model, meaning that cost will be reduced compared to the existing package or software. 
Although this depends on various courses or combinations, there are many cases where the price is one-half, 
and the cost is less than a half. 

A second characteristic is the reduction of installation time and a flexible installation process. It doesn’t 
require users to purchase hardware or conduct setup. They can easily start using the service, free of initial 
costs, making it possible to realize full-fledged implementation in two to three months. 

Third, tax and legal amendments. Recently, there have been numerous updates according to regulatory 
amendments. Our software makes these updates automatically.  

Fourth, our software connects with other SaaS services via API. Thus, these services are being used very 
conveniently.  

Fifth, security and internal control. Security is the most important, and we are properly taking measures on 
this front. 



 

 

 

As for adapting to new ways of work, when using our services, the data is stored in the cloud, such as for Cloud 
Expense and Accounting Plus. In terms of Cloud Accounting Plus, auditing firms can access the data to audit 
even from the outside. In terms of expenses, we provide an expense check function to make sure that expense 
applications comply with regulations, so our services are a great fit for teleworking needs, and the demand 
for our services is likely expanding. 



 

 

 

In fact, we are seeing a growing number of mid-sized companies introducing our services, including Dole, 
Kellogg, Sekai no Yamachan, Kagome, JAFCO, BizReach, WingArc, and Japan Digital Design, a 100% subsidiary 
of MUFG. 



 

 

 

This slide shows the product lineup designed for mid-sized companies. We added four new products on our 
own, along with V-ONE Cloud, which joined our group, totaling five new services.  Services like Cloud Billing 
and V-ONE Cloud are fully integrated with the cloud, connecting data without manual entry. We are realizing 
a world where back-office productivity improves drastically. 



 

 

 

I will go over each one briefly. R&AC, which joined our group, is headed by President Takayama, and possesses 
a product with a dominant market share of 90%. 



 

 

 

Over 500 mid-sized to large companies have introduced the service. As shown in the logos here, prominent 
Japanese companies are using the service, including CASIO, JAL, and Bengo.com. 

This is a clearing service that has a very good affinity with our existing services. We hope to strengthen cross-
selling with Accounting Plus and other services. 



 

 

 

In terms of these services, when thinking about the user story, the user would first create an invoice and 
manage sales in Money Forward Cloud Invoice. The user would then use V-ONE Cloud for automatic clearing 
of deposits, management of receivables and reminders, and journal entries. Finally, Cloud Accounting Plus 
would be used for accounting management that comprehensively manages all necessary processes, with the 
goal of significantly increasing productivity. 



 

 

 

Another service that we plan on releasing in December this year is Cloud Debt Payment. This service turns the 
numerous steps involved in debt management paperless, and debt payments can be made while 
automatically linking data with the accounting software. 



 

 

 

The next service is billing. We expect to release this around the spring, and it will be a one-stop management 
solution for the troublesome processes from ordering to deposit management. Those who use Salesforce can 
create bills based on that data, and operations will be significantly easier when using this service for booking 
sales, clearing, and checking receivables. 



 

 

 

Another service is Cloud Fixed Assets. Many companies manage their fixed assets with separate software or 
use Excel. This service will be unique to the cloud, and it will make fixed asset management easier. In addition, 
it can connect automatically with accounting software. 



 

 

 

Another service is HR management. HR management and personnel database are becoming increasingly 
important. The master platform of the various SaaS services we offer, such as Payroll, Attendance, Expense, 
and Social Insurance, is the personnel database. When updating the Cloud HR Management database, each 
service’s master data will also be updated automatically via an API connection. This will help companies 
significantly reduce the number of procedures, so we plan to release an HR management service. 

This concludes my explanation of the additional services. 



 

 

 

At the outset, I talked about a large-scale marketing initiative. We plan to execute a large marketing 
investment in Q4, including a TV commercial. We plan to start airing a commercial on Money Forward Cloud 
ERP, with the slogan, “Back-office work at mid-sized companies. Done well when it’s in the cloud.”   It’s also 
available on YouTube, so please check it out if you’re interested. That’s all for my explanation of the business 
domain. 



 

 

 

Next, I will go over the home domain. A large part of revenue in this domain comes from premium charges. 
Premium charges increased steadily, up 26% YoY. The number of billed users has exceeded 265,000 people. 



 

 

 

Another source of revenue is media advertising revenue. It’s difficult to make any definitive statements given 
the impact of COVID-19. That said, net sales grew 8% YoY. In addition, we typically hold a real-life event called 
Money Expo in November. This year, we plan to hold it online. 



 

 

 

The number of Money Forward ME users increased by 500,000 people in three months, perhaps in part due 
to COVID-19, as it continued to deliver steady growth. The number of users exceeded 1.1 million people. 



 

 

 

In connection with Money Expo mentioned earlier, we will hold Money Forward Week, a special online 
seminar conducted by money professionals for five consecutive days. This seminar is aligned with our vision 
of solving personal money problems. Through such seminars, we hope to help many people gain knowledge 
and useful information. Speakers at the event will include Mr. Hashimoto, former governor of Osaka, Mr. 
Fujino of Rheos Capital, Mr. Matsumoto of Monex, Mr. Shibata, and Mr. Yokoyama (FP). 



 

 

 

Much news of fraudulent bank app withdrawals has been reported. On Money Forward ME, users will be 
notified on the app when there is a large amount of withdrawal, and this amount can be customized by the 
user. We received feedback that this function to respond quickly to fraudulent withdrawals is convenient, and 
a growing number of people are using the app considering recent needs. That’s all for Money Forward Home. 



 

 

 

Next, I’ll talk about Money Forward X. We mainly develop services tailored to financial institutions. As I stated 
earlier, large-scale projects were concentrated in Q2, and some of that dropped out in Q3. There was a 
decrease of roughly JPY200 million compared to Q2. However, recurring revenue has increased steadily, up 
40% YoY. 



 

 

 

Fortunately, we see a significant increase in inquiries from financial institutions interested in digitalization or 
DX, and we feel there is a huge demand. One of the major products that cater to this demand is our passbook 
app. We started offering this passbook app to Saikyo Bank. 



 

 

 

In fact, the passbook app allows confirmation of transactions without face-to-face contact, so the monthly 
active users, or MAU, have increased by about 1.8 times in “with coronavirus” compared to “before 
coronavirus.” We feel the demand is growing robustly. 



 

 

 

The service I just explained is for individual users, and this one here is a service for corporate users. We jointly 
developed a service called Hokugin Business Portal, which we offer to Hokuriku Bank. 



 

 

 

Through these activities, we have expanded our partnership with financial institutions to 43 firms in terms of 
personal services. 



 

 

 

This slide is on corporate services offered to financial institutions. We have been broadening our service lineup 
for corporate services, and we have seen an increase in financial institution users adopting our member portal 
sites or Business Financial Management, such as Yokohama Bank, Hokuriku Bank, and Okazaki Shinkin Bank. 
That’s all for the explanation on Money Forward X. 



 

 

 

Lastly, I will go over Money Forward Finance. In Finance, net sales decreased slightly compared to Q2, but this 
was due to a sharp increase in Q2 due to non-recurring revenue received for OEM development projects. 
Despite the dropout of this non-recurring revenue, net sales grew 108% YoY, maintaining steady growth. 



 

 

 

Also, we are providing an increasing number of services in partnership with The Bank of Fukuoka. We are 
providing MF KESSAI Early Payment together with The Bank of Fukuoka designed to support SMEs’ growth. 
We are currently conducting demonstration experiments. If they go well, we aim to offer the service to The 
Bank of Fukuoka customers. 



 

 

 

Another company we are partnering with is Mitsubishi UFJ Factors. We are advancing initiatives to circulate 
new money to SMEs by offering MF KESSAI in OEM format to Mitsubishi UFJ Factors. I’ve just covered our 
initiatives regarding MF KESSA in the Finance Business. 



 

 

 

The other new initiative is the launch of HIRAC FUND, a venture capital fund. The name HIRAC is derived from 
the Japanese word “hiraku,” which means “open” in the sense of opening new possibilities. Although Money 
Forward is still a startup, we were helped by the advice of all kinds of business managers, especially in the 
early days. 

We launched this fund to be of even a small support to next-generation ventures by sharing our experience 
in management, recruitment, sales, and PR. We intend to provide not just capital but hands-on support. 



 

 

 

It’s very important for Japan to foster many ventures that not only aim to go public but aim even further to 
achieve a market cap of JPY100 billion or even JPY1 trillion after they go public. Experienced entrepreneurs 
who share our aspirations have joined the community as LPs. Most of them manage their own companies, 
but they also participate as LPs to shore up the entire startup industry while also growing their own businesses. 

We have a spate of wonderful partners, including Mr. Kawano of TKP Corporation, Mr. Koizumi of Mercari, 
and President Tange of SHIFT, just to name a few. We hope to foster wonderful startups together while 
creating a truly effective community and sharing know-how. 

JAFCO has also joined as an LP. JAFCO was the very first capital to invest in us, so we are deeply indebted to 
them. I’m very happy to work with them in this way. 



 

 

 

We have already made investments through HIRAC FUND. As you see here, we have invested in three 
companies. We hope to provide support to them, not just in terms of capital but also in many other ways to 
help them grow. 

WRAY released a D2C brand specializing in women’s healthcare, TENTIAL released an insole and mask, both 
of which are superb products. Please check out their websites if you are interested. Also, Mr. Akiyama is 
developing a SaaS product that supports employee onboarding against the backdrop of onboarding difficulties 
due to COVID. That’s all for our HIRAC FUND initiatives. 



 

 

 

Another company we manage in the finance domain is Money Forward Synca, which is headed by CFO 
Kanesaka. This company provides support to various startups, including consulting support to a diverse group 
of companies. This time, the company has supported the execution of large-scale financing. We have 
supported beBit, led by President Endo, in financing JPY2.5 billion ever since its founding, and we believe we 
have been of certain help. That’s all for my explanation of the finance domain. 



 

 

 

Lastly, I will go over our strategic initiatives. As stated at the outset, about 10% of the Company’s shares are 
owned by retail investors. We hope to increase such investors through a stock split, briefing meeting for retail 
investors, and the distribution of IR emails. 



 

 

 

We plan on a two-for-one stock split. The average investment price was JPY764,000 over the last three months, 
so we hope to split that into two to bring the level down to below JPY500,000. This will take effect on 
December 1. 



 

 

 

In addition, at Money Forward, we look to help solve issues faced in society. Towards this end, we have 
aggregated helpful information related to COVID-19, made proposals about going paperless or hanko stamp-
less, and participated in the founding of the electronic invoice promotion council. Through these activities, 
we can be in close contact with users. We hope to be of as much help as possible in improving usability and 
realizing regulatory amendments. 



 

 

 

This slide is about our API contracts with banks and financial institutions. We have entered an agreement with 
all 125 partnering banks. I would like to express my deep appreciation to everyone involved. As a result of 
these API agreements, we have now constructed Japan’s largest account aggregation platform. I believe we 
have laid a solid foundation. 



 

 

 

Lastly, I would like to go over our growth investments and policy towards turning profitable. We haven’t 
changed this slide’s content for some time, so I apologize for sharing the same slide with you again. Our 
business is based on a subscription model, so we are focused on maximizing our longer-term cash flows, rather 
than the short-term cash flows. We intend to make growth investments in the business domain. We will make 
growth investments, but at the same time, we will maintain the soundness of management indicators. We 
intend to carry out M&As deals with strategic and financial discipline. 

In the next fiscal year, we aim to achieve positive EBITDA. We look to work towards enhancing our corporate 
value even further, with the goal of being listed on the prime market, TSE:1, at an early stage.  



 

 

 

As I stated in the beginning, we do business in the domains of Business, Home, X, and Finance, each of which 
has a large potential market. The potential is huge, so we hope to offer value through our services in these 
domains steadily and drive the company’s growth. By doing so, we hope to reward our shareholders. 

That’s all for my explanation on the Q3 financial results. 

Thank you for listening. 


