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Presentation 

 

Moderator: Ladies and gentlemen, thank you for your patience. As the time has come, Money Forward, Inc. 
will hold a web-based financial results briefing for Q1 of the fiscal year ending November 2022. 

Thank you very much for watching today. This briefing will last approximately 90 minutes, including Q&A. 

First, I would like to introduce our attendees: Yosuke Tsuji, President and CEO; and Naoya Kanesaka, Director 
and CFO. 

Next, I would like to inform you about the materials. The financial results and presentation materials were 
disclosed on the Company's website today. This presentation will proceed in accordance with the financial 
results presentation materials. The materials will be shown on the screen of this video streaming, but if you 
would like to have a copy for yourself, please download it from our website. 

Next, I would like to explain the agenda of today's financial results briefing. First, Mr. Tsuji, President and CEO, 
will deliver his remarks and explain the financial results for Q1 of the fiscal year ending November 30, 2022, 
in about 40 minutes. This will be followed by a question-and-answer session. 

If you have any questions, please use the Q&A function in Zoom. Please ask your questions, along with your 
name and affiliation, from the Q&A tab on your Zoom screen. We will be reading out your names along with 
the questions. Only send in your question if you agree with this. Also, due to time constraints, we will limit 
your questions to three per person. Any questions that could not be answered in the time available will be 
answered individually after the briefing. We ask you for your understanding in advance. 

We will first answer questions from analysts and investors for about 20 minutes. After that, we will answer 
questions from the media. This meeting is scheduled to end around 6:30 PM. 

Now, Mr. Yosuke Tsuji, President and CEO, will give an explanation. Please go ahead. 
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Tsuji: Good evening, everyone. Thank you all for joining us. I am Tsuji from Money Forward. 

Now, I would like to explain the financial results for Q1 of the fiscal year ending November 2022. 

This is the agenda. 

The agenda includes a description of our business, highlights in Q1, followed by an explanation of the financial 
performance of each business domain, other initiatives, and the guidance for the fiscal year ending November 
2022 on and later. 

  



 
 

 

3 
 

 

 

First, let me describe our business. 

This has not changed since the last time. We are a company with a very strong mission, vision, values, and 
culture. Our mission is “Money Forward. Move your life forward.” And we operate our business based on the 
vision of “Becoming the financial platform for all.” 
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In addition, while keeping in mind the three priority themes, or Three Forwards of "User Forward," "Society 
Forward," and "Talent Forward" to achieve the SDGs targets, we will contribute to resolving financial issues 
for all and create society that drives challenge. We are developing our business under this theme. 

 

As you can see, we are also expanding our business field through new business development and M&A. 



 
 

 

5 
 

 

We are providing one of Japan’s largest user bases and product lineups in the field of SaaS x Fintech. 

 

Also, due to changes in the external environment, such as the revised Electronic Books Maintenance Act, the 
introduction of invoice, or the introduction of remote work, business opportunities are expanding rapidly. 
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We are developing a variety of businesses, but what makes us unique is that we are developing a variety of 
products based on common core technologies. 

 

I will now move on to an explanation of the highlights in Q1. 

We have listed six highlights in Q1. 

We believe we got off to a very good start in Q1. This was well above our initial forecast and was the largest 
quarterly SaaS ARR growth in our history. 
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As I mentioned last time, the ARR of SaaS is a major focus of ours. I think we are off to a good start by growing 
the largest SaaS ARR in our history. 

Consolidated Q1 sales increased 37% YoY to JPY4.76 billion. SaaS ARR increased 40% YoY to JPY12.9 billion. 

In particular, looking at the Business domain, the ARR for corporate customers grew by 47%, driving growth, 
and even excluding the impact of HiTTO, which joined the Group in the previous quarter, the growth was a 
strong 40%. 

EBITDA was a loss of JPY1.16 billion. Excluding advertising expenses, the figure was a positive JPY550 million. 
Gross profit was also the largest in the quarter at JPY3.14 billion. 

The number of consolidated employees increased by 130 to 1,389 due to steady progress in hiring. 

In the Home domain, Next Solution, a provider of FP consultation services, has also decided to join the Group. 
We will provide more details later. 

These are the explanations one by one. 

 

As you can see, looking at each domain, the Business domain increased 46% YoY. Home domain increased 
24%. X increased 2%. Finance increased 35%. 

X has stalled a bit, in part because the previous fiscal year was good, but other domains are growing steadily. 
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In addition, regarding the SaaS ARR, the corporate ARR portion is growing strongly, as you can see. It is also 
the tax filing season for sole proprietors, so I think we can say that growth is accelerating here as well, with a 
35% YoY increase. 

 

Gross profit margin was 66%. Gross profit margin after adjustment was 70%. 

There is a group company called ADXL, which is a part of the advertising operation of the Group, and the 
relevant advertising expenses in the advertising section are included in the cost of sales. Therefore, the gross 
profit margin after adjustment was 70% excluding this. 
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EBITDA excluding advertising expenses was JPY550 million, and overall EBITDA including advertising expenses 
was a loss of JPY1.16 billion. We stepped up our investments significantly in Q1. 

 

Here is a detailed breakdown of expenses. 

The major increase was JPY1.7 billion in advertising expenses, including TV commercials to gain recognition 
and online marketing investments. 

Personnel expenses are also increasing, especially in the Business domain. 
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This is a comparison with the initial forecast. 

We had expected sales of JPY4.3 billion at the maximum, but as a result, we were able to increase our sales 
to JPY4.7 billion. 

The two main factors were that the Finance domain performed better than expected, and the Business 
domain saw a strong increase in the adoption of Money Forward Cloud for corporate customers and an 
increase in the acquisition of sole proprietor users during the tax return period. 

Also, the SaaS ARR was estimated to be up to JPY12,729 million, but it has also been raised to JPY12,900 
million. 
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This is EBITDA compared to the initial forecast. 

We had anticipated a figure of negative JPY1.9 billion to negative JPY2.4 billion, but it has been raised to 
JPY1.159 billion. 

Personnel expenses were slightly lower, mainly because we had drawn up a fairly large and aggressive hiring 
plan for personnel expenses. In the mid- to long-term investment, we have added 130 employees with 
sufficient growth potential, and we would like to step up our hiring so that we can hire more aggressively and 
firmly for the full year. 
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This is the number of employees. 

With 1,389 employees, I believe that we are getting better at recruiting. A good group of people have joined 
us, and now the theme is onboarding and instilling a culture. I and other members of the management team 
are devoting a lot of time to cultivating this culture. 

An organization usually collapses when it includes this many recruits, so we are very careful about this. 

  



 
 

 

13 
 

 

 

Balance sheet items. 

Cash and deposits decreased mainly due to the payment of JPY1,999 million in consideration for the M&A of 
HiTTO. We believe that we will continue to execute aggressive growth investments. 

The above is an overview of the entire company. 
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Following are the highlights of Money Forward Business. These are highlights of the Business segment. 

An important number to watch is the number of paying customers and ARPA. 

The number of paying customers exceeded 200,000, an increase of 30.7% YoY. The number of corporate 
paying customers has also been growing very rapidly, with an increase of 93,000 users or 27.1%. 

The overall ARPA was also JPY49,561, an increase of 11%. In particular, corporate ARPA is growing to 
JPY93,031, an increase of 15.4%. 

HiTTO is a service with a high unit price and high ARPA, so the ARPA has increased with the addition of HiTTO. 
Excluding HiTTO, corporate ARPA was JPY88,727, an increase of 10% YoY. Currently, cross-selling and large-
scale projects are on the increase. 

Ratio of ARR of medium-sized companies to total corporate ARR is 30%, steadily increasing. 

Also, gross margin rate of SaaS applications for back-office operations is 80.9%. Since we are engaged in a 
variety of projects, we estimated the figures by cutting out that part only. 

In addition, the customer churn rate is 1.5%. The three-month average is 1.3%, which is within the expected 
range, although it is inevitably larger in the tax filing period. 

These are the key points. 
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The following pages will explain the details of each. 

Recurring revenue for corporates and sole proprietors is growing strongly. 

 

This is the number of paying customers. 

On the left is the number of paying customers. As I explained earlier, we are now in the process of accelerating 
growth, with positive 34% and 27% respectively. 
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ARPA for corporates was JPY93,031, or JPY88,727 excluding HiTTO. We are currently seeing a 10.1% growth 
due to price revisions for some medium-sized companies and the strong performance of STREAMED. 

 

These are our customers. 

The number of Cloud Accounting Plus users has been steadily increasing, and as you can see, we have some 
great companies using it. 
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In addition to accounting, these are examples of corporates using cloud payroll, attendance, expense, social 
insurance, V-ONE Cloud, HiTTO, et cetera. 

I believe that our products have grown to be used by a wide range of customers, from companies listed on 
the First Section of the Tokyo Stock Exchange to mid-sized companies preparing for an IPO. 

These are the topics for the Business domain. 
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Next, I would like to explain the domain of Money Forward Home. 

This is growing steadily, and net sales grew by 24% YoY to hit a quarterly record high. 

 

This is the number of Money Forward ME users. 
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This positive 26% is for JPY460 million out of JPY681 million. It has been growing steadily, not greatly, but 
growing in a straight line without dropping significantly. The number of users has increased continuously to 
12.8 million, with 363,000 paying users. 

 

We have continued to make considerable UX improvements. 

Money Forward ME currently receives user data, including asset data totaling JPY18 trillion and household 
income/expense data, for asset management function, PFM function, budget management and financial 
services. Based on such data, we are now working to send customers to finance-related services in a way that 
will benefit users. 
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Just recently, we have updated the asset management function for our premium members. 

For individual stocks, users can see the amount purchased and the current valuation. With a clear view of 
valuation gains and losses, we think that the update has received a good reputation from users immediately. 

The above is the explanation of Money Forward Home. 

 

Next, I would like to explain Money Forward X. 
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The X domain struggled slightly, as expected, with 2% of sales YoY. The previous year saw very strong non-
recurring revenue growth, and the recurring revenue itself has grown by 16%. However, we expect the 
recurring revenue to grow more in H2, and H1 is currently in the process of planting the seeds. 

 

As for what we are working on, we continue to promote DX for financial institutions and their users through 
the Money Forward Fintech platform. 

 

The number of services offered are currently 74. 
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Our services are steadily expanding in response to the growing DX needs of financial institutions. 

 

In particular, we expect growth in H2 in DX solutions for corporate customers of financial institutions. 

As I mentioned last time, we are currently engaged in product review and development in order to raise the 
share of services for corporates among total net sales to over 30%, and the ratio of recurring revenue to total 
sales to over 60% in the fiscal year ending November 2024. 

 

Finally, this is the Finance domain. 
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The invoicing and settlement BPO business has grown by 53% YoY. Last year, we had made a lot of revisions 
to the screening structures and other things to give it another look. Now that the structures are finally 
established, we are starting to step on the accelerator. 

This quarter, Biz Forward, a joint venture with MUFG, has started to contribute to sales. 

 

As a topic, we have started an initiative to provide billing and settlement agent service platform of Money 
Forward Kessai for Toppan Inc.'s customers. 
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Likewise, for Sagawa Express Co., Ltd., we have started providing SG deferred payment services to customers 
of the SG Holdings Group using our MF Kessai platform. 

The above is the explanation for each domain. 

 

I would like to continue by reporting on the progress of our growth strategy. 
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These four growth strategies have been in the same form since we raised the funds last year, but I will explain 
them one by one. 

First, superior back-office SaaS platform with differentiated Go-to-Market strategy. 

 

Our product lineup has been expanding considerably, and we are now able to offer a product lineup for 
various customers from sole proprietors to listed companies. 
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In particular, the development of products for medium-sized and listed companies is making considerable 
progress. 

The blue color you see is for accounting, yellow for HR, purple for legal, and orange for IT, centered on Cloud 
Accounting Plus. 
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The most important thing is the development and improvement of products. We are making a lot of 
improvements, and I would like to introduce a few of the most representative ones. 

The first is STREAMED's function for sharing evidence. Attached files can now be easily retrieved with Money 
Forward Cloud Accounting or Cloud BOX, and we are now firmly compliant with the revised Electronic Books 
Preservation Act. 

In addition, transfer slips often appear in accounting procedures. We have improved the accuracy of error 
identification of transfer slip entry by automatically displaying a message if there is an error. 
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Also, with regard to Cloud Contract, it is assumed that many cloud contract services are used, or users receive 
contracts from such services, so if a contract is sent as an attachment by e-mail, it will be imported and stored 
on the service automatically. Based on the user's consent, it is now possible to store the data, making it 
possible and easy to centrally manage digitized contracts even if you use various services. 

Moreover, Cloud Receivable Billing for Salesforce. Many of our customers are using Salesforce's system, and 
by importing such customer and negotiation information through the API, sales and receivables management 
can now be done all at once, making this service and update very popular. 
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Our product strategy is characterized by the fact that we have been introducing cloud ERP, which is more 
flexible than One ERP, in stages and in parts, while maintaining scalability. So far, I think this strategy is 
progressing well. 

On the other hand, there is a challenge: master management is becoming more difficult for various services, 
and we are currently working to centralize the master management. 
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Next, regarding Go-to-Market. 

As before, we have four target segments of users: accounting firms & their clients, SMEs, medium to large-
sized companies, and sole proprietors, and we are expanding our product sales in each of these segments in 
an appropriate manner. 
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In addition, we have spent a great deal of money on advertising this time, and I believe that the results have 
been good. 

For example, as you may have seen in the TV commercial, there has been a 1.4-fold increase in keyword 
searches, and we believe that this has led to the acquisition of users. 

 

We also have strong partnerships with accounting firms. This has not changed since our founding. 
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Currently, 71% of the top 100 accounting firms have adopted our cloud accounting system, and we feel that 
Cloud Accounting is becoming the first choice for accounting firms. 

 

We are also working to further strengthen our information dissemination for accounting firms. 

We ranked number one in important keyword searches, and we are creating a variety of contents that will be 
useful to the tax accountants who visit our site, such as attracting customers, tax system revisions, and 
support for tax accountants who have been in practice for less than three years. 
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In addition, we are strengthening our product development and marketing efforts to respond to the revised 
Electronic Books Preservation Act and the digital invoice system, which are expected to attract a great deal of 
attention in the future. 

In terms of products, we are strengthening our Cloud Tax Return, Cloud Accounting, Cloud Accounting Plus, 
and Cloud Box products, as well as our marketing efforts. 

The above is an explanation of the first growth strategy. 
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As our second growth strategy, I would like to explain our multiple avenues for future growth with significant 
synergies. 

This is about SaaS management hassle. In the US, in particular, there are a great number of SaaS services that 
have emerged, and there is a growing need to manage these services. 

We are releasing Money Forward IT Management Cloud. 

We have begun offering an employee off-boarding flow that allows SaaS accounts of resignees to be detected 
and deleted in one step. This is because it is not a very good security practice to bill them as is or have accounts 
remain in place even if they leave the company. I believe that this is a very much needed service. 
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Then, this is BOXIL. We held the SaaS AWARD 2022 and have been holding the AWARD every year. The 
recognition of the contest has been growing considerably, and we have received 289 applications for this 
year's contest. 

 

Our unique strategy is to provide unique value through synergies between domains. I would like to share with 
you three things about the synergy between each of Home domain, Business domain, Finance domain, and X 
domain. 
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The first is the referral of sole proprietor customers to tax return. The second is OEM provision to financial 
institutions. The third is the connection and provision of functions of services for corporates. 

 

This is the number of users who also use Money Forward ME. 

As you can see, we have grown from 25,058 users to 37,000 this quarter, a 1.5-fold increase. 

This service is very popular because it can be automatically linked to Cloud Tax Return from the 
deposit/withdrawal data entered in Money Forward ME, making tax returns much easier if ME is used 
properly. 
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This is the second of the synergies. 

This is an application that Sumitomo Mitsui Trust Bank is working on, called Smart Life Designer, which we 
developed jointly with IBM Japan. Money Forward X has developed this by taking advantage of our expertise 
in developing services for individual users. 

 

Finally, this is the third service. 
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I mentioned earlier that Money Forward X is currently putting a lot of effort into this project, and 19 regional 
financial institutions will be using it this time. This can be used from this summer. 

This is an initiative to promote DX for financial institution clients, and to provide a portal site for DX services 
that can be easily introduced even by those who are not familiar with IT, since rich SaaS services are difficult 
for those who are not familiar with IT to get started. 

First of all, this initiative is to support the first step in the digitalization of small and medium-sized businesses 
in the region. If they grow from here, we would like them to use our Cloud Accounting and other services. This 
is a service we provide to users in the step before that. 

 

Next, the third point is M&A. 

The three strategies that we have set forth have not changed. As a track record this time, we have added 
Nexsol, and SUSTEN, to which we invested. 
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In particular, we have always said that we would like to provide a variety of services and added value to the 
12.8 million users of Money Forward ME, especially in the Home domain. 

The first is the consultation effort with FP and IFA. The second is asset management. This is a collaboration 
with SUSTEN. The third and final point is real estate, where we are strengthening our cooperation with 
TSUKURUBA. 

 

The first point is FP consultation. 
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Nexsol, a provider of FP consultation services, has decided to join our group. The company, led by President 
Kokatsu, was originally engaged in financial consulting using Money Forward ME. The company has 51 
employees, including highly experienced financial planners who provide consultation and insurance proposals. 

We are working together to create know-how in areas where the real and the internet are connected and 
where we do not have the know-how, and we will apply it to online services as well. 

 

By combining our user data with Nexsol's accumulated know-how through consulting, first of all, we would 
like to provide consultation on what kind of service to create in our online Money Forward Financial Planning, 
as well as life insurance proposals, and to gain new channels of recognition for our services. 

Our next step and what we would like to do is to propose solutions to financial issues for many users by using 
AI and other means based on this kind of know-how. 
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The second item is the additional investment in SUSTEN, a provider of an automated asset management 
service. 

WealthNavi is leading the way in the robo-advisor industry, but SUSTEN is characterized by its strategy of 
pursuing absolute profitability, regardless of the market conditions. 

The company was originally founded by two former Goldman Sachs employees, so it offers the world’s top-
class diversified investments. 
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They have adopted low-cost schemes, based on financial engineering theories and machine learning. What is 
also interesting is that the scheme is completely performance-based, meaning that if they do not make a 
profit, they do not receive any compensation. I think it is quite a challenging, regional policy. The company 
manages the fund with such a policy. 

While sending customers to these companies and sustenance funds, we would like to create a world in which 
users can absolutely make a return. 
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The third point is HiTTO’s PMI. 

This is a sales marketing product, and we are strengthening our collaboration despite various challenges. 

In terms of product development, the person responsible for development in the HR department of Money 
Forward Cloud has joined HiTTO as a PMI officer, and six engineers have already been hired, which I believe 
will be very significant for future promotion. 

We are also working with Money Forward's own AI Promotion Department to develop a common AI model 
for HiTTO's services. 

In addition, on the sales and marketing side, we would like to achieve more growth than ever before through 
M&A by conducting new proposal activities or holding seminars to existing Money Forward customers. 
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Finally, I would like to explain the fourth point. This is the development of a new business/product that 
leverages existing assets. 

This is the partnership with TSUKURUBA that I mentioned earlier. We have launched a new service called 
Money Forward Housing. 

If you fill out the mortgage information form and use certain information, we provide realistic data on how 
much your property is currently worth and how much profit you can make by selling it now, by conducting an 
appraisal that also takes into account the interior value of the property to help you buy and sell. 
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Also, as for the fixed cost review series, we have been working on electricity and insurance costs. 

A big one is the optimal review of smartphone rates. It is complicated because there are many different plans, 
but we have also added a smartphone rate review service that shows the most economical plan from more 
than 100 plans. 

The above is an explanation of our strategic initiatives. 
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As for other initiatives, we have released our integrated report and ESG data today. We have updated many 
points this time. The key point is that we have disclosed a lot of specific figures, especially with regard to 
personnel and governance. 

There has been a great deal of attention paid to human capital. We would like to provide a clear explanation 
of how we will utilize our human capital to grow the Company and contribute to society. 
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We have also established a Sustainability Committee, chaired by myself, which regularly discusses with 
external directors and reports to the Board of Directors on what needs to be done to promote sustainability. 

 

Also, this is the second point in governance. 
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We have newly started an initiative to improve the quality of monitoring of our executive divisions through 
regular exchanges of opinions at the Council of External Officers, namely Outside Directors and Corporate 
Auditors, in which no internal personnel are involved. 

 

Finally, I would like to discuss the outlook for our future performance. 

The major policy remains unchanged from the previous announcement. The goal is to achieve a continuous 
sales growth rate of 30% to 40%. 

Q2 sales are expected to be JPY4.75 billion to JPY5.07 billion, or 19% to 27% YoY. We expect SaaS ARR to be 
34% to 38% YoY. 

The price increases announced last year for X and Cloud SME will take effect in Q3 and Q4, so we expect total 
growth to be 30% to 40%. 

In Q2, we expect EBITDA to be negative JPY1.9 billion to negative JPY1.4 billion, as we would like to spend 
about JPY1.6 billion to JPY1.8 billion on advertising, as the effect of advertising is still very good. 

As for the profit and loss forecast, we will disclose the forecast for the next quarter again on an ongoing basis. 
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This is SaaS ARR. 

We will continue to accelerate upfront investment, especially in the Business domain, and hope to achieve an 
ARR of JPY20 billion as early as 2023. 

As for CAC, investment efficiency, the payback period is targeted to be within 24 months to 36 months. 

 

This is the lower end projections of sales by business domain. 
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As you can see, we expect to achieve a solid 30% or more YoY growth, and the lower end of the growth range 
of 39% for the back-office business in Business, 24% for SaaS marketing, 23% for Home, 6% for X, and 24% for 
Finance. 

 

This is no different than before. We are still developing our business in a very large market, and we are 
determined to achieve further growth by aiming to be number one in each domain. 

That is all I have to say. 

Thank you for your attention. 


