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Presentation 

 

Moderator: The time has arrived, so we will begin. Thank you for participating in the financial results briefing 
for Q3 of the fiscal year ending April 30, 2025 of Smaregi, Inc.  

Let me quickly explain today's agenda. First of all, we will explain our consolidated earnings forecast following 
our transition to consolidated financial reporting. It will be followed by an overview of our Q3 financial results, 
and then a Q&A session at the end of the briefing. We look forward to hearing your many questions. For 
inquiries other than questions, please also use the chat function. 

All right then, Mr. Miyazaki and Mr. Takamadate, you may have the floor. 

Miyazaki: Ladies and gentlemen, thank you very much for taking time out of your busy schedule today to 
participate in our financial results briefing for Q3 of the fiscal year ending April 30, 2025. I am Miyazaki, 
Representative Director. 

Takamadate: I am Takamadate, Director. 

Miyazaki: Today, I would like to provide an overview of our financial results forecast, business progress, and 
the progress of the PMI for the M&A announced last December. 

First of all, we would like to announce that we have started consolidated financial reporting from Q3 this fiscal 
year. 

In December 2024, Netshop Supporters Co., Ltd. became our wholly owned subsidiary, and we shifted to 
consolidated financial reporting that same month. The results for Q3 of FY2025 include its financial results as 
a subsidiary for the month of January 2025, and all comparisons with the past are made with the non-
consolidated results. 

With this in mind, I will now provide an overview of our financial results. 
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We disclosed our new full-year consolidated earnings forecast in conjunction with the start of consolidated 
financial reporting. With this slide, I will explain our earnings forecast for the fiscal year ending April 30, 2025.  

For the fiscal year ending April 30, 2025, we project net sales of approximately JPY10.8 billion, up 29.8% over 
the previous year's non-consolidated results. Operating profit is projected at JPY2.28 billion, up 31.6% over 
the previous year's non-consolidated results.  

In this forecast, four months of sales from Netshop Supporters, which became our wholly owned subsidiary 
in December 2024, are included. Improvement of the profit margin by streamlining SG&A expenses was also 
taken into consideration.  

Then, as indicated in the table on the right, this M&A generated approximately JPY900 million in goodwill. The 
allocation of acquisition costs is currently being calculated, and we have provisionally recorded equal 
amortization. In this way, we will achieve growth on a consolidated basis through both the growth of our 
existing businesses and the creation of synergies resulting from the M&A. 
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Continuing on, these are our performance highlights.  

On a consolidated basis, net sales stood at JPY7,876 million, up 30.3% YoY, and operating profit was JPY1,831 
million, up 42.7% YoY, indicating continued solid growth.  

In particular, the subscription model continues to grow, with ARR of JPY8,198 million, up 48.6% YoY. 

Takamadate: I would like to explain the details of our Q3 financial results for the fiscal year ending April 30, 
2025. 
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Page five shows our statement of income.  

From now on, the figures will be consolidated. Although there are no major special factors, we are making 
steady progress toward our full-year plan of JPY10.88 billion in net sales and JPY2.28 billion in operating profit. 

 

Page six shows our balance sheet.  

Cash and deposits decreased, and fixed assets increased slightly as a result of the M&A that was closed in 
December.  
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Meanwhile, current liabilities were on a slight upward trend, but this was mainly due to an increase in deposits 
received and income taxes payable as a result of the expansion of our payment business. 

 

Continuing on, page seven shows the changes in our business performance over five years.  

Net sales were 72% of the full-year forecast of JPY10.8 billion, and operating profit was 80% of the forecast. 
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Next, here are the quarterly changes.  

The operating profit margin was 23.4%, indicating gradual improvement.  

The financial results of Netshop Supporters, which we have acquired, were recorded for only one month, so 
there was no significant impact due to its somewhat small scale relative to the non-consolidated results. 
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Next, this is an analysis of the YoY changes in operating profit.  

The increase in net sales was JPY1,833 million, whereas the negative figures indicate that costs increased.  

Cost of sales surged with the increase in net sales, personnel expenses rose due to the increase in head count, 
and advertising expenses also went up slightly compared to the previous year. Other expenses did not change 
significantly from the previous year, but the acquisition of Netshop Supporters through M&A was recorded 
as an amortization expense, although only for one month. 

 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
9 

 

 

This shows the changes in quarterly net sales, and they are broken down into subscriptions, such as monthly 
usage fees, and initial sales, such as equipment sales related to installation, with subscriptions accounting for 
70.5% of total sales.  

With the growth of our payment business and Netshop Supporters, the ratio increased slightly compared to 
Q2, as the majority of sales were subscription sales. 
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Next, page 11 shows our SG&A expenses.  

SG&A expenses totaled JPY1,098 million in Q3. Although there was a slight increase from Q2, it was mainly 
due to business expansion, including higher personnel expenses.  

Advertising expenses will be discussed on the next page. 
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Here are the changes in advertising expenses.  

We continued our advertising activities from the previous fiscal year.  

S&M is shown on the right side. It stood at JPY520 million, or 19.1% of sales.  

In Q3, we spent JPY127 million on advertising to acquire direct leads and JPY129 million to boost our brand 
recognition through TV, radio, and so on. 

As for advertising expenses for lead generation, as we mentioned at the last briefing, the scope of advertising 
expenses will gradually expand, such as for sales training, and now, the amount is on an upward trend due to 
the increase in new advertising initiatives. As it is a busy season, we are actively taking on projects. 
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This shows the changes in the number of our employees.  

Up to the fourth column from the left, or up to FY2024, the figures are for the end of the fiscal year.  

The number of employees increased by exactly 100 from the end of the previous fiscal year and by 123 from 
the same period last year to 422 employees. Of this number, 63 employees were added through M&A, as 
indicated in red. 
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Miyazaki: In Q3, we took a variety of steps to grow our business and enhance the value of our brand.  

First, as a measure to expand our payment business, we launched the new PAYGATE plan for small- and 
medium-size businesses. It is now available. We entered the market with competitive pricing, with transaction 
fees starting at 1.98%, making it possible for more businesses to use our services. 

We also focused on increasing brand awareness and began airing a new TV commercial in December. During 
the year-end and New Year holidays, we actively aired it in the Tokyo metropolitan area and Osaka, providing 
an opportunity for many people to become familiar with Smaregi. The TV commercial focuses on 
communicating the value of Smaregi through the voices of actual users. If you have not seen it, we hope you 
will take a look.  

Furthermore, we are continuously working to enhance our corporate value through IR activities. As one of the 
results of these efforts, we won the best website award in the Growth Market Division for the fourth 
consecutive year in the 2024 All Listed Company Website Quality Ranking announced by Nikko IR.  

We are also working to strengthen community marketing and held the Akinai Lab Meet-up in Tokyo and Osaka 
to revitalize the user community. 

Thus, in Q3, we continued to pursue aggressive initiatives directly related to business expansion, brand 
recognition, and corporate value enhancement. 
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Let me now explain in detail our most important KPI, annual recurring revenue.  

First, as of Q3 of this fiscal year, ARR reached JPY8.19 billion, a significant growth of 48.6% YoY, and with a 
17.1% QoQ increase, our company maintained a continuous growth trend. 

This solid growth was largely attributable to the expansion of POS-based cashless payments. Cross-selling 
between POS and cashless payments was strong and was a major driver of ARR growth.  

As for the reason behind the robust performance, we believe that our strength in providing a one-stop shop 
for POS and cashless payments encouraged small- and medium-size stores to adopt our services, creating 
further growth potential.  

In addition, the expansion of EC-related sales through the M&A strategy showed signs of new growth. The 
ARR of Netshop Supporters, which became our wholly owned subsidiary in December 2024, has now been 
added to the EC-related item. The red area in the graph indicates its range, and it is emerging as a new revenue 
opportunity following the expansion of POS and cashless payments.  

We aim to further expand ARR by developing the EC domain as the next growth driver on top of the growth 
foundations of our existing businesses. 
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On the next slide, I will discuss the progress of ARR in our medium-term management plan. 

We will continue to accelerate ARR growth and aim to reach JPY9.46 billion in the fiscal year ending April 30, 
2026 ahead of schedule.  

In the future, we will keep on aggressively utilizing M&A to further expand our customer base and achieve 
sustainable growth. 

Takamadate: Now, I will explain the details. Up until now, we have been reporting our company-wide and 
consolidated results, but the slides from page 18 onward show the main KPIs only for Smaregi POS, which is 
our main business. 

The various KPI figures are as shown in the materials, but first, we are tracking the number of fee-paying 
stores and the number of active stores as key indicators related to the target ARR. 
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The number of stores subscribing to the paid plan exceeded 40,000 for the first time at 40,488 stores. The 
growth rate slowed down slightly due to seasonal factors, but the number of stores increased by 6,200 YoY, 
and the increase itself was not much different from the same quarter of the previous year. 

 

Here is the number of active stores.  

This is the number of stores that have actually used the service, and it includes stores that are using the service 
as free users, in addition to the paid plans mentioned earlier. This is also an important indicator to measure 
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whether or not the stores are really using our service, since it does not include stores that have only registered 
for the free plan but are not using it.  

In Q3, the number of stores totaled 48,392. 

 

Next, these are our ARPA and ARPU.  

Both have risen slightly since the beginning of the fiscal year, but as we mentioned at the last Q2 briefing, we 
expect that the trend in per-customer spend will continue to rise slightly in the future because of the 
continued increase in subscription plans for the equipment cost at the time of installation. 
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Next, here are the churn rates.  

The churn rate continued to improve gradually. It stood at 0.42% in Q3, and for the entire fiscal year, it was 
at 0.46%, which would be the lowest churn rate to date. 
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Continuing on, this shows our GMV, the distribution value and sales value of all users of POS registers. 

In Q3, it stood at JPY757.2 billion, representing a 26% increase YoY. The increase may be large, but in Q3, 
which is the end of the year and the beginning of the new year each year, it tends to go up a little, as you can 
see in the graph.  

The cashless ratio was at 59% and continued to climb, partly due to the cross-selling of the PAYGATE payment 
service to Smaregi POS users. 
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This slide shows the accumulation of MRR.  

These are POS-only figures, but MRR as of Q3 stood at JPY400 million.  

We hope to expand our business without slowing down the MRR buildup. 
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This is page 24, the last slide, and it is about Netshop Supporters, which we acquired through M&A last 
December.  

We are in the process of PMI, and we intend to go about it in major phases. Our strategy is to start with 
minimal linkage with Smaregi POS and eventually integrate it into Smaregi POS and engage in full-scale cross-
selling and upselling so that EC linkage becomes a further advantage for Smaregi POS. 

With regard to this matter, we would be happy to keep you updated on the status of PMI, if there is anything 
we can say.  

This concludes my explanation on our financial results for Q3 of the fiscal year ending April 30, 2025. 
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Question & Answer 

 

Moderator [M]: Now, I would like to start the Q&A session. We will try to answer as many questions as time 
permits.  

Now, Mr. Miyazaki and Mr. Takamadate, please go ahead. 

Miyazaki [M]: Thank you. 

Takamadate [M]: All right, I would like to quickly answer some of your questions. First, we would like to 
answer the questions we have received in advance. We have received these questions by e-mail, and we will 
now read the questions. 

Participant [Q]: There are sales from selling equipment and from subscription, but is the standard plan, free 
plan, also a standard plan after equipment is sold? The question is, in that case, is it correct to assume that 
you will receive only the price of the equipment? 

Takamadate [A]: I will answer this question.  

As I explained earlier, in terms of Smaregi POS, there is the paid plan, with which we obtain sales from monthly 
subscription fees, and the free plan that lets customers use it for free. However, I think the question is if the 
sale of equipment is also a part of such free plan, the standard plan.  

Even when customers sign up for the standard plan that is free of monthly fees, we may still sell to them upon 
their request. In this case, we record only the sales from selling equipment, not subscription sales or revenues 
such as monthly usage fees. If you use the equipment subscription plan, it will be posted in the net sales from 
subscription. 

Participant [Q]: I have a question about equipment ordering, and the question is, do you order the equipment 
after you receive an order from a customer?  

There is another question, and it is about the balance sheet. You have a lot of cash in assets and little inventory 
of goods, but do you order and sell equipment as soon as you receive an order, so there is little opportunity 
to hold inventory? 

Takamadate [A]: I would like to answer those two questions together.  

Regarding the purchase of equipment, we do not order it after receiving an order from a customer, but we 
procure it in advance from manufacturers based on demand forecasts to some extent. Of course, we do our 
best every day to properly manage our inventory to avoid excess stock. 

Participant [Q]: We have received a question that says, if you were to raise the medium-term management 
plan, when would that be?  

To answer this, Mr. Miyazaki, please go ahead. 

Miyazaki [A]: Since we are likely to exceed the current medium-term management plan as it stands, we are 
planning to announce the next medium-term management plan during the 21st fiscal year. Naturally, we 
intend to include quantitative indicators of ARR in that plan, too. 
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Takamadate [M]: Thank you very much. That would be all the questions we have received. There are less 
questions this time. I think we can take more questions. If you have any questions about anything, please send 
them to us. We will wait a little. 

In the meantime, I would like to talk a little more about the PMI of Netshop Supporters, which was on the last 
slide. We acquired the company through M&A in December, and we are now advancing the acquisition of 
appropriate figures and integration of infrastructure. These are also progressing gradually. We are managing 
tasks related to PMI by date and time, and are working very closely with the management and executive 
teams of both companies.  

As explained earlier, Royal Gate, which we had previously acquired, was placed in the business expansion 
phase and successfully monetized, but Netshop Supporters has always been a profitable company, as 
announced previously. Therefore, in terms of revenue, although its profit margin is still low, since majority of 
sales are from subscriptions, accounting for almost 90% of total sales, then if the policy is to generate PT and 
profits, I think we can generate profits.  

We are working on system integration and other things in the phases shown on the last slide, and progress in 
this regard has been steady. We are also making investments for expansion as needed, hoping to grow it 
quickly and bring it to a phase of rapid growth of 30% or so.  

I just wanted to add a few additional details. In the meantime, thank you all for your questions. 

Participant [Q]: We have received a question about the unusual increase in the GMV of POS registers in Q3. 
Is this really a seasonal factor? 

Takamadate [A]: Yes. It is in the materials, on page 22, I think. You are right. It has gone up in Q3. It was 
JPY757.2 billion in this quarter, and as you can see from the graph, there is a tendency for the amount to rise 
considerably in Q3 of each year. However, this year in particular, as you said, the increase in amount was 
rather unusual.  

There were a few special factors, but I think it is safe to assume that this is a part of the seasonal factors. 
Compared to the past fiscal years, the consumption demand during the year-end and New Year holidays 
seems to have increased considerably, and we are currently investigating this. However, I think the amount 
increased significantly given the growth in inbound tourism in some areas. 

Participant [Q]: There is a question about how we evaluate the effectiveness of the introduction of the 
equipment subscription plan.  

Mr. Miyazaki, would you mind answering this question? 

Miyazaki [A]: The effect has certainly lowered the hurdle for customers considering the introduction of high-
priced products such as automatic change machines, and at the same time, we believe it has contributed to 
our monthly revenue. 

Participant [Q]: Are you considering further M&A for EC? If you are considering it, when do you expect it to 
happen? For example, after some synergy with Netshop Supporters has been realized. That is the question. 

Takamadate [A]: As to the question on whether or not we are considering any additional M&A for EC or in 
the EC domain, we have a blank slate at the moment, and if there are plans, I can't talk about them. If there 
is a good prospect, we will consider M&A to expand our business domain or increase accounts in a way that 
will continue to generate synergy with Netshop Supporters. 
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Participant [Q]: Regarding the M&A of Netshop Supporters, we are aware that your company's POS registers 
and cashless payments are targeted at mid-size stores, but are there any synergies? That is the question. 

Takamadate [A]: I will also answer this one.  

The customer base may be slightly different, but the users of Netshop Supporters are players who intend to 
aggressively expand in the retail industry, where Smaregi POS is our strength, and who also want to make a 
foray into EC. That is the reason why we said we are now promoting cross-selling and upselling the products 
of Netshop Supporters, and based on our current research, we believe that out of all the Smaregi POS users, 
there are quite a few who will use the products of Netshop Supporters.  

We are currently making the necessary arrangements toward cross-selling between our two companies in the 
next fiscal year and the year after that. 

Participant [Q]: In the revised consolidated forecast, did you also revise your company's non-consolidated 
forecast? To what extent have your net sales and profit forecasts been revised? That is the question. 

Takamadate [A]: I will also answer this one.  

The M&A of Netshop Supporters led to the announcement of consolidated financial results and consolidated 
earnings forecasts, but as we announced at the previous briefing, the figures for Netshop Supporters are as 
you can see. 

As Mr. Miyazaki mentioned at the beginning of the presentation, the cost for the current fiscal year is one 
month for Q3 and four months for the full year, so the cost is not that large. Therefore, we decided to 
announce a new consolidated earnings forecast reflecting the results of Smaregi alone up to Q3.  

Although we have announced our consolidated earnings forecast, we have not revised our non-consolidated 
earnings forecast. Hence, from now on, we will basically announce our business results on a consolidated 
basis and hope to be able to provide you with our forecasts as well. 

Well, I think we have answered all the questions that were asked. If there is anything else, please feel free to 
add them.  

For now, though, that is all for the Q&A for the briefing. Thank you very much for your many questions. 

Miyazaki [M]: Thank you very much. 

Takamadate [M]: Now, Mr. Miyazaki, can you please give us the closing remarks? 

Miyazaki [M]: I know I am repeating myself, but we will continue to do our utmost to accelerate the growth 
of ARR and achieve the goal of JPY9.46 billion for the fiscal year ending April 30, 2026 ahead of schedule.  

In addition, we intend to utilize our M&A strategy to boost the value we provide and promote the expansion 
of our customer base to ensure sustainable growth.  

Financially, we have maintained healthy growth, with an equity ratio of 71.7% and a 29% YoY jump in net 
assets. We will continue to consider appropriate capital policies while also placing importance on returns to 
shareholders. 

We will continue to support the growth of more businesses through the further expansion of the Smaregi 
economic zone and aim to be a company that continues to provide value to society. 
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Thank you very much for taking time out of your busy schedule to join us today. 

Takamadate [M]: Thank you very much. 

Moderator [M]: Here is an announcement from IR. We also provide the latest IR information via our 
newsletter and LINE. We also send them out monthly, so please register. 

This concludes the presentation of our financial results for Q3 of the fiscal year ending April 30, 2025. 

Thank you very much for watching until the end. Thank you for your continued support. 

[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [inaudible]. 
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answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.  



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
26 

 

Disclaimer 

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this 
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide 
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia 
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not 
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia 
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the 
information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies 
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results 
may differ materially from those stated in any forward-looking statement based on a number of important 
factors and risks, which are more specifically identified in the applicable company’s most recent public 
securities filings. Although the companies may indicate and believe that the assumptions underlying the 
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or 
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY 
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT 
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE 
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER 
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND 
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE 
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. 

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified, 
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the 
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or 
unauthorized purposes. 

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice. 

Copyright © 2025 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights 
reserved.  

 


