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Presentation 

 

Moderator: Thank you very much for taking time out of your busy schedule to join us today for the Financial 
Results Briefing of Chatwork Co., Ltd., for the First Quarter of the Fiscal Year Ending December 2021. We have 
just disclosed our financial results for the first quarter of the fiscal year ending December 2021 at 15:00. Today, 
Mr. Yamamoto, CEO, and Mr. Inoue, Director, CFO & VP of Corporate Division, would like to explain the details 
of the financial results disclosed earlier. 

The following is an explanation of the flow of today’s briefing. First of all, CEO Yamamoto would like to talk 
about the contents of this disclosure. After that, we will answer your questions. We will answer your questions 
as they arise. 

CEO Yamamoto will now explain the financial results for the first quarter of FY2021. 

Yamamoto: I’m Yamamoto, CEO of Chatwork. Thank you very much for taking time out of your busy schedule 
to participate in our financial results briefing today. 

As the moderator mentioned earlier, we have disclosed our financial results for the first quarter of the fiscal 
year ending December 31, 2021, and I would like to explain them to you. 

I would like to start by explaining the materials. 

The agenda for the financial results presentation includes a corporate overview, business results for the first 
quarter of the fiscal year ending December 31, 2021, and the main topics for the quarter. From there, the 
progress of the medium-term management plan, which was disclosed in the previous financial results 
announcement in February this year, and the earnings forecast for the fiscal year ending December 31, 2021. 
We have omitted the business description this time, and the same medium-term management plan which 
was used in the previous report is also used here. 

Since our time is limited, I would like to focus on the quarterly business results and major topics, and then I 
would like to talk about the medium-term management plan in brief, followed by the progress of the plan, 
and finally the business forecast. 
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This is an overview of the company. Chatwork Co., Ltd. has grown to the company with 176 employees as of 
the end of March 2021. The company continues to operate from 4 locations: Tokyo, Osaka, Vietnam, and 
Taiwan. 

 

Our corporate mission is to “Making work more fun and creative,” and we are a company that places great 
importance on this mission. We are a company that promotes the realization of this mission in society through 
our business as well as embodying it in ourselves. 
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Our mission is to create a society in which people can spend the majority of their lives working, not just for 
money, not just to earn a living, but also to have more fun, and be free to express their creativity to the fullest. 
To this end, we are running a business called Chatwork. 

 

Business segment. Our main business is Chatwork, the business chat tool that gives our company its name, 
and it accounts for about 90% of our sales. 

We also have a security business with ESET for anti-virus software. We are a sales agent for software that can 
be installed on PCs to detect and remove viruses. This is a business that we have been developing since before 
the Chatwork business, and it is a business that contributes to stable earnings for the entire company. 
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I would now like to explain the business results for the first quarter. 

Here are the performance highlights. Sales for the first quarter were JPY688 million, up 27.1% from the same 
period last year. Sales in the Chatwork business, which is the most important main business, totaled JPY624 
million, up 33. 6% from the same period last year. Gross profit was JPY508 million, up 27.3% from the same 
period last year. Operating profit is negative, coming in at a negative JPY9 million. 

In the area of continued increase in demand for telework, the corona infection is intensifying again, but at the 
same time, there is a trend toward digital transformation, and due to such demand, both net sales and gross 
profit have continued to grow significantly YoY.  

In terms of profits, we have posted a negative amount this time, but as stated in the medium-term 
management plan, we consider the period of the medium-term management plan to be the investment phase 
and the maximum investment phase for the 4 years. We are actively investing in advertising and marketing. 
With the activation of this, profits at each stage below operating profit have been negative in this quarter, but 
they are controllable, and we are making systematic prior investments. 

In terms of paid IDs and KPIs, the number of paid IDs grew steadily to 471,000, up 14.4% from the same period 
last year. ARPU increased significantly by 19.8% YoY, largely due to the price revision implemented last year. 

Here are the highlights. 
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The summary of financial results overlaps with the previous highlight, so I will skip this part, but the details 
are as follows. 

 

Change in revenue. Company-wide sales increased by 27.1% YoY. The Chatwork business is the most 
important management target, and sales here have increased by 33.6% compared to last year, which is a high 
growth rate. 
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It is a KPI, registered IDs and DAUs. The total number of registered IDs, including free and paid IDs, is 4.167 
million. The increase continued to be strong, with a YoY increase of 27.1%. 

DAU, Daily Active Users. The number of users per day was 891,000, a significant YoY increase. 

 

The number of paid IDs and ARPU. The number of paid IDs of Chatwork exceeded 471,000 IDs, up 14.4% from 
the same period of the previous year, which is also a very steady growth. 
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As for ARPU, as I mentioned in the highlights section, it increased by 19.8% YoY, and I think you can see from 
this graph that it has risen significantly due to changes such as price revisions and the discontinuation of old 
plans. This is a factor that is pushing up our performance. 

 

Next, gross profit and gross profit margin. In terms of gross profit, as the scale of the business expands, 
economies of scale come into play, and the profit margin and gross profit margin improve. 

On the other hand, as I mentioned earlier, we are accelerating investments as per the mid-term management 
plan, and we are hiring a lot of engineers sequentially, so some of them are recorded in the cost of sales 
section of the gross profit, and this is offset. As you can see from this most recent profit margin, it has been 
hovering around 73.8%, but we believe that improvement is progressing in the situation where we are making 
investments. 
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Next, change in operating profit. To reiterate, personnel expenses and advertising expenses as prior 
investments towards the mid-term management plan have increased, resulting in a negative operating profit 
on a non-consolidated basis for the quarter. 

We will continue to invest aggressively as we see this as the most important phase in expanding our market 
share. 

 

Cost breakdown. I mentioned that hiring is progressing well here, but mainly for engineers. Engineers who 
create products. Customer Success, facilitating customer utilization. In addition, the inside sales department, 
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which is responsible for recommending paid accounts to customers, has been hiring staff steadily, resulting 
in an increase in personnel costs. This is the blue part of the cost breakdown. The green area shows advertising 
expenses, which have also increased due to the establishment of marketing staff. 

 

This is the number of employees. As you can see, the number of employees has been increasing rapidly since 
FY2020. 

In this quarter, there was a net increase of 14 employees. There is very little retirement, so we are almost at 
the point of a net increase, but we are working through such a phase. 

In the current fiscal year, CMO. We have made significant progress in strengthening our organizational 
structure with the participation of high-level senior managers in addition to the CMO as Chief Marketing 
Officer. 

The biography of the new CMO is introduced here for your reference. 

Under the direction of this CMO, we will be aggressively developing our marketing strategies. 
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Let me move onto the main topic. 

First of all, we are revising the plan, also in this quarter. We have a personal plan for individuals, which is 
designed for freelancers or sole proprietors who use the software alone, but we have integrated this plan into 
a business plan, where users can be managed by an administrator. 

Personal plan for individuals is shown in the figure below, and until now, there was one for a single user for 
JPY400 per month. There is also a business plan for those who want to introduce the software to their 
organization. This plan is designed for use by 5 or more people, and can be used by 3 or 4 people, but it 
requires a license for 5 people. There is a plan that can be used by 5 or more people, but is offered at JPY500 
per user. 

New applications for personal plans were closed at the end of January 2021. Existing users of the personal 
plan can continue to use the personal plan, while new users of the personal plan can start using the business 
plan, which has no minimum number of users and is designed for organizations with as few as one person. 

Until now, organizations with less than 5 people, such as 3 or 4 people, used to combine the personal plan 
and the free plan, or sign up for each personal plan, but now the business plan is available for those with less 
than 5 people. We believe that the convenience has been improved. 

In addition, we have simplified our pricing plans from free, personal, business, and enterprise to free, 
business, and enterprise, which I think makes it easier for customers to understand. 

In addition, the cost of development and support will be reduced if there are not as many plans as before, 
and if a single user can use the JPY500 business plan, the plan revision will lead to an increase in the price per 
customer. This program started in February. 
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The second point. In the context of expanding the number of large conferences, I mentioned that we will be 
spending a lot of money on marketing and advertising, and I would like to give you an example of what we 
will be doing. 

In the current fiscal year, we plan to hold more than 10 large online conferences per year, which can be viewed 
by thousands of people. This has been implemented since last year, but the scale was much smaller, and it 
was only implemented 4 times, but in this fiscal year, the marketing system has been greatly improved, so it 
has become possible to carry out continuously. 

In addition, by soliciting sponsorship from other companies, we are able to receive fees and use those fees to 
invite famous people to speak at our conferences, and we are creating a virtuous cycle where more people 
can see it where it costs to attract customers. Thus, we have been able to introduce conferences that grow 
larger and larger. 

There is also talk that the vaccine for coronavirus will be delayed. I believe that the online will continue to be 
the mainstream, but we would like to actively promote these marketing methods that suite the current times. 
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We have also started offering an online learning content service called Chatwork School, which is free to use. 

This service has been available since March 2021. You can think of it as a kind of e-learning. For existing users 
of Chatwork, you can register for free and take the course on its screen to easily learn the basic usage of 
Chatwork, such as how to create groups, how to chat, and how to manage tasks. In the past, you had to 
contact the support center, ask someone who is familiar with the system, or go through trial and error, but 
now you can learn in a way that is much easier to understand through video. 

The response has been very positive, with users taking more courses than we had expected. We hope that 
the customer success team will take the lead in activating customers more active and promoting a shift to 
paid services through these measures as the use of the service progresses. It’s free to use, so if you check it 
out, you will see what it's all about. 
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We have also started the Chatwork DX Consultation Desk to support DX promotion. This one started in April 
and is a big one, so we are introducing it here. 

As I will explain later, the launch of this service is a part of the DX Solution Strategy, which is one of the major 
strategies in our mid-term management plan. As the name implies, our full-time staff will conduct a free 
diagnosis to promote DX. This is a consulting service in which we ask our customers what problems they are 
facing and what problems and difficulties they are facing in DX, and then we propose the most suitable service 
for each individual company. 

We are currently increasing the number of partners that we work with, and we will propose the introduction 
of services with the cooperation of these partners. We will create a business model that will allow us to receive 
a fee if we decide to introduce the service, so this is the start of an opportunity to improve ARPU and revenue 
without account charges. We are starting to make such a start in April. 
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Last but not least, I would like to report that Mr. Tomohiro Miyasaka has been appointed as a new outside 
director. This was resolved at the general meeting of shareholders held in March 2021, and he has joined our 
company as an outside director. As mentioned in the section on strengthening corporate governance, Mr. 
Miyasaka has invested in many excellent start-ups as a venture capitalist, and he has a great deal of knowledge 
about SaaS companies like us. 

I believe that we will be able to share a wide range of knowledge, including future business strategies, M&A, 
alliances, and so on. We also expect him to provide us with neutral opinions from the perspective of corporate 
governance. We have included his profile here, if you would like to see it. 
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Next, I would like to explain the progress of the medium-term management plan. I would like to review the 
medium-term management plan and then return to the progress. I’m going to skip a page, and this is the mid-
term management plan. 

This was announced in the financial results presentation in February of this year. I would like to talk about this 
again briefly. 

In our mid-term management plan, we have set out our medium-to-long-term policies. Our mid-term 
management plan covers the 4 years from 2021 to 2024, and we see this 4-year phase as a period of market 
share expansion, and we hope to establish a position as the number one business chat service for small and 
medium-sized companies by the end of 2024. 

What to do after 2025 is to aim for a business version super app, which has been included in a long-term 
vision, and will be the starting point of any business, against the background of our overwhelming share in 
the small and medium-sized enterprise market. We will proceed with the development of a platform for this 
purpose. 

As I mentioned earlier, the mid-term period from 2021 to 2024 is a period of market share expansion, and we 
consider this to be the most important phase. If we don’t have market share, super apps and platforms will 
not be viable in the first place, so this is the most important phase for us. I would like to accelerate our 
investment speed to the maximum in order to win this market. 
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Regarding why this period from 2021 to 2024 is the most important phase. Let me give you some background 
on why these 4 years, not before or after that. 

I’m sure you are all aware of the major trends in digital transformation, but there has also been a rapid 
acceleration in the spread of telework and work from home due to the effects of the new coronavirus 
infection. 

We were told that the way we work has fundamentally changed. This is also called the new normal, and even 
if the vaccine comes in and the coronavirus is contained, we will not be able to get on crowded trains anymore. 
I believe that a fundamental change in the way we work has occurred since the world has discovered the 
convenience of online. 

In our business, chat business, the current penetration rate is 14.2% of the total Japanese market, according 
to the most recent data, which has been updated since the last time. 80% of the Japanese market is still not 
using business chat, so the market is still very blank. 

In 3 or 4 years, the chasm, which is a concept of barrier to popularization, will be about 16%. It is said that 
once the percentage exceeds that level, it will spread rapidly, but with the trend of Corona and DX, it will 
exceed this figure, so there is a large possibility that it will largely exceed the chasm. 

Business chat has a low churn rate. It is not easy to quit because it keeps a log of your conversations and builds 
relationships with other companies. The cost of switching to another tool is also high, so it is very important 
to be the first business chat for customers. This will be the first business chat where 80% of the space is still 
white. In particular, it is important to become the first business chat for small and medium-sized companies, 
and we believe that the next 4 years will be crucial. 
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In the mid-term management plan, we have committed to the figures of how much we will achieve. From 
2021 to 2024, it will be the Chatwork business. We are committed to achieving a CAGR 40% or more in the 
mainstay Chatwork business on a stand-alone basis. 

In the final year of the 2024 Mid-term Management Plan, we have a variety of measures, including the 
Chatwork business and other M&A, but we would like to commit to a quantitative target of JPY10 billion in 
company-wide sales. 

In addition, regarding what kind of figures will prove that we have become the number one business chat 
service for small and medium-sized companies, to be honest, we can’t really read what the penetration rate 
of business chat will be in 4 years. The target was set on the assumption that the current 14% will become 
50%, but the number of workers in small and medium-sized enterprises in Japan is roughly over 46 million. 
From there, the penetration rate is 50%, which means that there are more than 23 million business chat users. 
Take 40% of that. If we get about 10 million users, or 40% of the users, we will be the number one. As the 
penetration rate increases, the actual number of users and the number of people will also increase, so we 
would like to establish the number one position for small and medium-sized companies. 
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This mid-term plan has very high numerical targets, but how we will achieve them is through 3 major 
strategies. I would like to explain each of them. 

The first is our Product-Led Growth strategy. If you’re unfamiliar with the term, it’s not a term that we coined, 
but in the SaaS industry, especially in the US, there’s a strategy called Product-Led Growth is said to be very 
good, if you want to refer to it. 

What I mean by this is that until now, BtoB IT products have been driven by sales growth. The fundamental 
strategy of marketing was to acquire potential customers, and sales was to create business opportunities and 
win orders, which would lead to corporate growth and sales. In this online era, it is said that a strategy in 
which the product drives growth and the product itself expands the product is a capital-efficient and leverage-
effective strategy. 

This is a strategy to make sales by maximizing the network effect of so-called referrals. This is a more advanced 
strategy for Product-Led Growth, although the power of the product alone will continue to drive referrals. For 
more details, please refer to the document, but I will not go into that today. 

Secondly, we have a Horizontal x Vertical strategy. Our business chat service, Chatwork, is a SaaS that can be 
deployed in all industries, regardless of the industry, and is called a horizontal service. If that is all we do, we 
will not be able to solve the issues of how to use it in each industry, so our strategy is to create industry-
specific communication. 

Specifically, there are many users of Chatwork in the nursing care industry, construction industry, and 
professional industry. From those people who use it well, we learn how they use Chatwork and what kind of 
business issues they have, and based on that, we will be able to firmly present the best way to use Chatwork 
in the industry. 

Until now, the marketing and appeal method has been to say that business chat is more convenient than e-
mail, but now we can say that if we use business chat for this kind of industry problem in the nursing care 
industry, you can solve this problem by creating this kind of group and managing it in this way. This strategy 
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is where we can solve this problem and solve the overwhelming challenges. We are one of the largest players 
in Japan in terms of domestically produced business chats, and we would like to make the most of our 
strengths to deeply penetrate the very individual circumstances of small and medium-sized companies, so 
that we can differentiate ourselves from overseas companies and deliver our products to customers and make 
them use them. We would like to promote this. 

Thirdly, there is the DX Solution Strategy. As I mentioned earlier at the DX Consultation Desk, we are 
developing a DX solution business using our business chat as a platform. We have a very powerful touchpoint 
in the form of chat, and we will use it to the maximum extent possible to provide DX solutions to small and 
medium-sized companies. 

This is the peripheral business. We will be working on partnerships and development of products other than 
Chatwork, as well as developing the ability to propose such products. We will proceed with these 3. For more 
details, please refer to the pages with in-depth information on each topic, as well as the transcript and video 
of the previous financial results presentation. I’ll skip this part. 

 

In terms of the roadmap for the long-term vision, I would like to reiterate that we will take the number one 
position for small and medium-sized companies and from there, become a business version of the Super App, 
an application that will become the starting point for all businesses. We think of it as the fundamental 
foundation of SaaS. 

And the reason why this is the case is that there is no other SaaS that is open all the time, from morning to 
night, for all kinds of people in all kinds of jobs, whether they are in sales, engineering, general affairs, or 
whatever. Other SaaS is something that people in a particular industry or occupation touch when there’s some 
action, like talking about a particular business, like ordering. I think business chat is the only place where they 
have been using it for a long time. Therefore, it’s extremely valuable. So I think of it like an OS and an 
application, and we are the foundation of the OS, and we are the application working with other SaaS. 
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These are the 3 strategies. I believe that by implementing the 3 strategies set forth in the mid-term 
management plan I mentioned earlier, we will be guided to our long-term vision of a business version of Super 
App. Until now, it has been the number of paying users, the number of paid IDs, and ARPU, the average 
revenue per user. We used to suggest KPI, but as we are now developing our platform business, not only that, 
but free users will also contribute, so the number of free and paying users combined will be shown. In addition 
to that, there is the active indicator, which is how active the users are. We would like to shift KPIs to create a 
platform business by multiplying the unit price per active user, ARPU, and these 3 factors. 

This will correspond to the 3 strategies mentioned earlier. The first is the Product-Led Growth strategy. Up 
until now, marketing teams have been working hard to acquire potential customers to supply to sales, and 
have not spent much money on acquiring free users. The marketing team will be responsible for getting free 
users to become users, and then the sales team will be responsible for on-boarding and converting them to 
paying users, which will dramatically increase the number of users. I think this will change to a dramatic 
increase in the number of users. This Product-Led Growth strategy will work on the number of users. 

The second is the Horizontal x Vertical strategy. Establishing an industry-specific communication process will 
have an effect on the degree of utilization by users, which is the DAU. The same is true for daily active users 
and monthly active users, but it’s more about how deeply they use the Chatwork functions, how widely they 
use it, and how much they use it together with other companies. Based on such active indicators, we would 
like to promote the area of activation. Multiply the number of users by this active indicator, and you get the 
number of active users. 

Finally, the DX Solution strategy is to develop a variety of solution businesses for those active users. By 
developing many other services besides Chatwork, we would like to create a revenue base that does not 
depend on Chatwork. ARPU, the number of users is high, and they are active, and the unit price per active 
user is high. The goal of the strategy is to move closer to the state of high platform value, or the business 
version of a super app, by promoting these 3 strategies. 
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The above is the strategy, but in TAM, the potential market size of business chat is said to be about JPY600 
billion. As I mentioned earlier, the DX solution business includes the development of businesses that go 
beyond the scope of business chat, so I believe that TAM will be able to expand the IT spending of small and 
medium-sized enterprises in Japan, which is currently JPY4.1 trillion. 

 

That’s enough about the medium-term management plan, and I would like to talk about the progress. 
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In terms of the progress of this mid-term management plan, we have 4 years of mid-term management plan, 
and to be honest, we have not made any dramatic progress yet in terms of quarterly progress, and we are 
mainly preparing for the start of measures. 

The first strategy, Product-Led Growth, is to get people and make them become users first. The CRM platform 
is very important, because it is used to communicate with users by monitoring their data and active status. 
This system is called Customer Relationship Management, and it is a data base where customer information 
is gathered. We need to make this CRM based on Product-Led Growth, rather than the sales model that we 
have used up to now. Therefore, we have started to fundamentally rethink the design of the CRM, and we are 
conducting verification, and we are designing the CRM while conducting verification. I think we need to do 
this as soon as possible. 

From there, we are examining how to increase the value of the service in terms of essential customer success 
and user expansion, and how to communicate with online users. In addition, by holding large conferences, we 
will continue to implement marketing measures to expand the number of users. 

As for the second strategy, Horizontal x Vertical, we have a dedicated R&D team that is interviewing users and 
conducting industry research. In order to broaden the scope of the industry, we are taking the approach of 
breaking down the structure and concentrating our research on industries that have a similar structure. 
Through this, we are accumulating more and more reports in the form of reports on how these industries are 
doing business with this kind of structure, what issues they are facing, how Chatwork is being used, and what 
is working well. The marketing team would look at the information and come up with a new approach, and 
the sales team would ask the customer if they had any problems in the nursing care field. Then, they are 
impressed with how well we understand their problems. We have been working to achieve these results, and 
we are actually starting to see results. I have heard that it is very easy for the sales team to do this kind of 
thing, and we are working on developing such things as well. 

Third, in the DX Solution strategy, I have added the DX Consultation Desk that I mentioned earlier. For now, 
we have started the service with the idea of hearing from a wide range of users, but we have received quite 
a few inquiries, and the consultation service has become quite active. The first step is to listen to the voices 
of our customers and try to solve their needs. 
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The main topics I mentioned earlier are basically related to these 3 strategies. The implementation of large 
conferences is linked to the Product-Led Growth strategy, as it will lead to the expansion of users. As for 
Chatwork School, it is related to the second strategy, Horizontal x Vertical, as it is about increasing the level 
of utilization by users. The third, the DX Consultation Desk, is connected to the DX Solution, and is divided into 
separate teams that will work together to develop measures tailored to each of these strategies. The above 
is the progress of our mid-term management plan. 

 

Lastly, I would like to talk about our business forecast for December 2021. As for this forecast, we have 
maintained our previous forecast. We are moving forward with major measures in our mid-term management 
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plan, and costs are becoming more and more significant, but we are also working to improve efficiency, so we 
have decided to continue with our earnings forecast. As for the current forecast for Chatwork, the most 
important management goal is to achieve sales growth in the Chatwork business. Subscriptions lead to a 
platform with a very low churn rate and a long lifetime value, and I think the most important thing is to 
maximize the growth of this platform. 

In this area, we are aiming to achieve a growth of more than 35% compared to the previous fiscal year. We 
have also disclosed the sales figures for the entire company, with the goal of increasing sales by at least 30%. 
We have not disclosed the earnings forecast for the profit portion, but we would like to present it as an 
earnings forecast after some time has passed and it has been finalized. 

That’s all for the financial forecast, and that’s all for my explanation of the financial results. 
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Question & Answer 

 

Moderator: I will read out the questions from the participants and answer them one by one. Please note that 
similar questions may be grouped together, and that due to time constraints, we are unable to answer all 
questions. 

Now for the first question. 

Since the end of April, a state of emergency has been declared again, but have you seen any impact from this, 
such as a re-acceleration of the number of registered users or an increase in the number of paying users? 
Thank you. 

Yamamoto: Yes, thank you very much. Yes, the third wave has come and gone, and just when we think it’s 
over, the mutant strains came again, and another declaration of a state of emergency was issued, so I think 
the world situation is unpredictable. 

We have explained in our disclosures that the first state of emergency last year, the numbers increased 
significantly. Basically, the more situations that require work at home, the more systems like ours are needed. 
In terms of the actual numbers, it’s not that big of a deal, and the world is finally getting used to it, as it’s been 
flowing like a wave. I think that the companies that are working on this kind of project are currently in a 
situation where they worked hard last year, and although the base has risen, they were surprised when the 
coronavirus wave rose and fell, and rushed to make inquiries. 

Moderator: The next question. 

What is the outlook for ARPU in the future? How long will the effects of the price revision last? 

Yamamoto: Well. In the area of price revisions, there was still the migration of users who had paid annually, 
and ARPU had been rising, but that has now come to a close, and we have come full circle after one year. The 
pace of ARPU growth may slow down a little, but as I explained earlier in the main topics section, we will 
integrate personal plans, and I think this will gain momentum. As a result, I hope you can imagine that the 
ARPU will be closer to the ARPU of the business plan. 

Moderator: The next question. 

I think the target of 40% market share for FY2024 includes free users. What is the percentage of paying users? 

Yamamoto: Thank you very much. You are right, and that includes free users. Up until now, we have used the 
number of paying users x ARPU, where free users are a precursor to paying users, and paying users are what’s 
important. As we become a platform, we will not necessarily have to focus on maximizing the number of paid 
IDs if the structure is such that revenue from free users will increase. 

With a 40% market share, the number of users has grown to about 10 million, but how many paying users we 
should have to maximize our revenue. If, for example, a significant number of sales can be made even with 
free users, then the rate of growth of users will be faster with free users. If we find that it is more difficult to 
get revenue from the free service than we expected, we will try to strike a balance between the 2 by increasing 
the number of paid services. Basically, our policy is to use a CAGR 40% as a guideline, and we will consider 
how to limit the number of paying users, although we will make some adjustments, but we will not 
aggressively pursue the number of paying users alone. That is all. 
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Moderator: The next question. 

What is your marketing cost investment policy for the second quarter and beyond? How much is the amount? 

Yamamoto: To be honest, I can’t tell you exactly how much we will spend, but I can tell you that we will 
continue our policy of investing aggressively. Is there anything from the CFO? 

Inoue: Well. I think it’s a cost-benefit approach here. In the case of a business chat and SaaS company like 
ours, we have to look at lifetime value and new acquisition cost. Of course, if the acquisition of the top line is 
going well, the plan is to spend as much as possible. 

Moderator: The next question. 

Has there been any change in the competitive environment of LINE WORKS or the winning rate of 
competitions after the LINE personal information issue? 

Yamamoto: Thank you very much. It has been widely reported in the news and we have received many 
inquiries. I think there has been some impact, but we have not seen such a strong change in the numbers. 
That is all. 

Moderator: The next question. 

The company posted a loss in the first quarter for the first time since it was listed, but I would like to know 
about the profit outlook for this fiscal year. 

Yamamoto: I’ll repeat what I said earlier. If there seems to be a prospect of investing less than the cost 
effectiveness and lifetime value, we will aggressively gain market share as soon as possible. As an investment 
principle, our marketing cost is a short-term cost, but since we are in the subscription business, the revenue 
will continue to increase over the years. Even if we lose money in the short term, we will be able to recoup it 
in terms of revenue as long as we are able to acquire it. As much as possible, in that sense, the lifetime value 
will increase every day as long as the cost is well earned, so I think we should use it as much as possible. 

In addition, by expanding our market share, we will be able to add value to our platform, so if we invest as 
much as possible, we will be able to grow faster and create higher corporate value. 

Moderator: The next question. 

When do you think the results of the upfront investment will start to show up in the number of IDs and KPIs? 
You have set a 35% increase in revenue for the Chatwork business, but since the second quarter of the 
previous year saw significant growth due to the declaration of an emergency, so the hurdle to achieving this 
goal seems somewhat high. If the upfront investment pays off, will it be possible to expand to 35%, despite 
the hurdle of the previous year? Do you have any thoughts? 

Yamamoto: As you said, I think it is obvious that we should produce results quickly because we have invested 
so much. However, there is a time lag when a plan comes out in terms of sales figures because it will involve 
free users, activation and charging under our business. If you are wondering if the angle will change drastically 
in the short term, you can think of it as taking a move where it will go up quickly. 

Also, if you take a look at the ratio of expenses for the current fiscal year, you will see that even though 
advertising expenses are increasing, the reality is that they are not increasing that much, and we really want 
to spend more. I mentioned that the number of employees has increased significantly over the past year, and 
the labor cost has also increased significantly. 
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This is because sales do not increase because of the increase in the number of people, but because of the 
activities of the people hired. First of all, we created a system last year that allows us to use costs properly, 
and now we are going to increase the number of people while using those costs. 

As the organization expands and grows, advertising expenses will increase, and the numbers will rise steadily, 
so we can create a structure in which sales will grow in conjunction with advertising expenses. We have not 
been able to spend a lot of money on advertising yet, so I think we can create a structure that will allow us to 
grow if we start spending more. 

Inoue: I think it is as the president just said. Basically, there is a little time lag, but I’m sure we will be able to 
make it here. This time, we continue to disclose more than 35% in the Chatwork business and more than 30% 
in total sales, and we are confident in our disclosure. 

Moderator: The next question. 

What is the background to the dramatic increase in other costs? 

Inoue: This is a bit repetitive, but on page 16, the number of employees has increased significantly, and most 
of the costs associated with this increase are included in this other expense, so you can think of it as a result 
of the increase in employees. 

Moderator: The next question. 

To what extent do you expect the number of employees to increase when you realize your mid-term 
management plan of JPY10 billion? 

Yamamoto: Well. We have a certain sense of perspective in terms of the pace of hiring, but there is a 
possibility that the shape of business will change in the future in areas such as new businesses, so I think that 
Chatwork alone will increase at the current pace. But of course, if sales grow even faster than that, the pace 
will probably increase if other businesses, including M&As, increase as well. 

Moderator: Do you have any other questions? If there are no more questions, we will end the question and 
answer session now. If you have any additional questions, please contact us individually and we will be happy 
to answer them. 

This concludes the Financial Results Briefing of Chatwork Co., Ltd. for the First Quarter of the Fiscal Year Ending 
December 2021. We would like to conclude with a few words from Mr. Yamamoto. 

Yamamoto: The situation in Corona is still continuing, but I believe that the expansion of business chat services 
such as ours will make working easier for society. We will do our best to grow our business and contribute to 
society, including our investors. We appreciate your continued support. Thank you. 

Thank you very much for taking time out of your busy schedule to join us today. 

[END] 

______________ 
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