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Financial Highlights for Q1 FY04/2026

◼ Revenue landed near the targets, but profit declined due to increase in advertising costs in Lending & 
Card industry.

■Revenue: Overall results were near the targets

(Within the plan) 
・Investment industry: YoY growth but QoQ decline due to advertising restraint following 

unauthorized access issues
・Human Talent industry: YoY growth but QoQ decline since Q4 is the peak season

(Outside the plan)
・Lending & Card industry fell short of the plan but covered by Medical industry

■Profit: Below the targets

(Within the plan) 

Increase in personnel expenses (due to hiring), advertising expenses, and M&A expenses

(Outside the plan) 

Profit decline due to rising advertising costs in Lending & Card Industry

■Progress on Mid-Term Business Plan:

・Creating vertical media and retail media: Discussions underway with multiple companies

・Initiated performance-based fee advertising initiatives utilizing influencers

・MOJA preparing to build a performance-based fee media platform that utilizes videos

■New clients: Newly acquired two clients with monthly sales of 10 million yen or more

■Loan: Refer to P.22

FY2025 Q1 FY2026 Q1 YoY Change

（Unit: Millions of yen）

11,560 12,780 +11 %

Revenue

1,281 754

Operating profit

(41) % 

Operating margin

11.1% 5.9% (5.1) pt

Q1 Financial Highlights

FY2025 Q1 FY2026 Q1 YoY Change

Financial results

Other
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Breakdown of Operating Profit Increase/Decrease

◼ Although advertising expenses and M&A were within the target, a greater-than-expected decrease in 
profit due to increasing advertising costs in Lending & Card industry.

(170)
(166) (120) (71)

FY04/2025 Q1

Operating profit

(J-GAAP)

Implementation 

of IFRS

FY2025 Q1 

Operating profit

(IFRS)

Decrease in 

advertising 

expenses

Decrease in

gross profit

Increase in

personnel

expenses

Others FY2026 Q1 

Operating profit

(IFRS)

754 

1,175 

（Unit: Millions of yen）

1) Increased advertising expenses

 Major initiatives implemented in Q1

 Advertised the book about us

Outlook

• Started from last year to enhance brand value over the 

medium to long term. Certain effects have been realized.

• For FY04/2026, we plan to invest 550 million yen, 

carefully selecting initiatives. PR initiatives are 

scheduled to continue in FY04/2027 and beyond 

2) Corporate hometown tax

Key initiatives implemented in Q1

Donated to Hokuto, Yamanashi

Outlook

• The impact on full-year profit will be minimal due to 

tax credits

• Explore opportunities for partnership with 

municipalities to address community challenges

3) Decrease in gross profit

Events occurred in Q1

Media companies not currently transacting with us in

Lending & Card industry increased their advertising 

spending, leading to higher advertising costs for us and 

deteriorated our acquisition efficiency

Outlook

• Regarding Lending & Card industry, even though 

recovery is expected due to acquisition of new media 

channels, it will not surpass those of previous fiscal year.

• As a whole, revenue growth is expected to lead to year-

on-year growth in gross profit from Q3 onward.

3)
1)

2)

M&A of MOJA,

a SNS marketing company

Personnel expansion,

RS implementation, and others

Includes ¥60 million of 

corporate hometown tax

1,281 +106

https://www.amazon.co.jp/dp/4295410861/


6

Quarterly Forecasts for Q2 and Beyond

◼ While the impact of Lending & Card industry is a negative factor not included in the plan, record-
high revenue and operating profit are expected in Q3 onward.

Q1 Q2 Q3 Q4

Approximately

13.5 billion

15.5 billion+ 16.5 billion+

0.75 billion

Approximately

0.95 billion

1.40 billion+ 1.60 billion+

(Unit: Yen)

Revenue

12.8 billion

Operating profit

Q1→Q2 Q2→Q3 Q3→Q4

• Recovery of Lending & Card 

industry due to new media 

development

• Expansion of Insurance clients

• Recovery of Investment industry 

from unauthorized access issue at 

securities firms

• Continued expansion of Insurance 

clients

• New clients in Finance industry and

new clients acquired jointly with 

alliance partners

• Contribution from newly acquired 

clients in addition to the left

• Growth of Human Talent industry 

during peak season
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Company Profile

History

Aug 2015 Established Macbee Planet

Mar 2020 Listed on Mothers section (current Growth section) of the Tokyo Stock Exchange

Aug 2021 Made Alpha a wholly-owned subsidiary

Mar 2023 Made Net Marketing (current All Ads) a wholly-owned subsidiary

Nov 2023 Macbee Planet became holding company (with MAVEL the operating company)

May 2024 Made PR Cloud Tech a wholly-owned subsidiary

July 2024 Listed on Prime section of the Tokyo Stock Exchange

May 2025 Made MOJA a wholly-owned subsidiary

Company overview

Company name Macbee Planet, Inc. (7095) (URL:https://macbee-planet.com/ir/en/)

Established August 25, 2015

Capital 2,635 million yen (as of end of April 2025)

Business description Performance-based fee marketing

Head office address 3-11-11 Shibuya, Shibuya-ku, Tokyo

No. of employees 182 (as of end of April 2025)

https://macbee-planet.com/ir/en/
https://macbee-planet.com/ir/en/
https://macbee-planet.com/ir/en/
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Change all marketing into

performance-based fee

Becoming the Dominant Market Leader
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Business Overview

◼ We provide performance-based fee marketing that minimizes client-side risk through a combination 
of Data, Technologies and Consulting.

Data accumulated 

since the establishment of the 

Company

Data

Consulting 
with a focus on ROI

Consulting

Technologies for integrated 

data utilization

Technologies

Clients

Provided under

performance-based fee 

model

Marketing strategy planning

Initiative review

Execution/Improvement

× ×
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6,466 

9,779 

14,425 

19,589 

39,405 

51,675 

374 785 1,237 2,162 
3,670 

4,639 

FY04/2020 FY04/2021 FY04/2022 FY04/2023 FY04/2024 FY04/2025

Business Growth

◼ After being listed on the stock exchange, the Company achieved overwhelming growth in net sales 
and OP through performance-based fee marketing.

Net sales

Operating profit CAGR

+52%
2020→2025

Net sales

CAGR

+65%
2020→2025

Operating profit

(Unit: Millions of yen, J-GAAP)
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Background of Business Growth

◼ High retention rate due to improved marketing efficiency from data accumulation.
◼ Enhanced unit price due to increased market share within clients and cross-selling.

Unit price enhancement

A stable performance-generating foundation 

established in the first year

Data accumulation

Expansion of share within clients’ 

advertising budgets

Time

Unit 

Price

Cross-selling

High retention rate

*Retention rate at the end of April 2025 among the top 20 clients for each fiscal year after being listed (FY2020 to FY2025)

Long-term retention rate of top clients*

88%

High cost-effectiveness ( LTV>Cost of advertisement )

Data accumulation

and analysis

Creation of 

new customer

touchpoints

Provision of 

ancillary services

such as PR
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Outlook for the Performance-Based Fee Market

◼ Currently, fixed-fees and commissions are major.
◼ Moving to performance-based fee era which is low-risk for clients.

2020s
The era of fixed-fee/

commission-based fee

2030s
Growth phase for

performance-based fee

2050s
 The era of 

performance-based fee

Expansion of performance-based fee

51.6 billion yen*
(Approx. 15% share)

140 billion yen
(If the share is 15%)

Total advertising 

expenses in Japan:

7.3 trillion yen

2023 2030 2050

Approx. 

300 billion yen

Approx. 

900 billion yen

3 trillion yen

Macbee Planet

net sales

600 billion yen
(If the share is 20%)

*FY04/2025 Sales

Performance-based 

fee market

Source: The 2023 data is calculated by our company based on Dentsu’s “Advertising Expenditures in Japan”.

Figures of the performance-based fee market for 2030 onwards are based on the Company's estimates.
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Reasons for Performance-Based Market Growth (A)

◼ Digital advertising budgets have been squandered on targets that will never become customers. 
“Performance-based fee” era will eliminate these wastes.

Source: Nielsen Digital Ad Ratings, U.S. Benchmarks 

Report – Q2 2019-Q1 2020

63%
(delivered to the 

correct audience)

37%
(delivered to the 

wrong audience)

Nearly 40% of digital ad budgets are wasted on the wrong 

audience, leaving ample scope for ROI improvement

Challenges in the internet ad industry

Trends toward reducing waste 

as much as possible will

lead to an era of 

“Performance-

based fee”
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Reasons for Performance-Based Market Growth (B)

◼ “Performance-based fee” is rapidly expanding in the marketing service industry.

Many marketing services turning to 

performance-based fee model

We will turn 

more services to 

performance-based fee 

model as the market leader

Affiliate Programmatic

RewardedPR

・・・

Digital 

communication
Influencer

“Performance-based fee model” 

with low risks and high efficiency

Direct contribution 

to sales & profits

Commissio

ns

Service 

usage

ContractConsiderFind 

out

Ad

clicks

Ad 

placed

Results

Advertiser’s risk =

sales/profit contribution unclear, 

optimization difficult

Performanc

e-based
ResultsResults

Our risk =

We ensure optimization
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Mid-Term Business Plan

◼ Break through marketing norms through three business strategies.

Shift to next-gen internet ad model
     （Transition to performance-based model）

Integration of PR and acquisition

(Transition/expansion to 

performance-based model)

Disruptive growth through 

stepping up M&A

Business strategies*

3

2

1

Numerical targets** (Billion yen)

FY04/2024 FY04/2027

(Plan)

70.0

7.5

Net sales

Operating profit

39.4

3.67

*For Details of the business strategies, please refer to “Medium-Term Business Plan (FY04/2025 to FY04/2027)”

** Assumptions for FY04/2027 numerical targets: 1. J-GAAP, 2. Excludes advertising expense, 3. Excludes large-scale M&A

https://macbee-planet.com/ir/en/upload_file/m005-m005_08/ENMediumTermPlanFY2025toFY2027.pdf
https://macbee-planet.com/ir/en/upload_file/m005-m005_08/ENMediumTermPlanFY2025toFY2027.pdf
https://macbee-planet.com/ir/en/upload_file/m005-m005_08/ENMediumTermPlanFY2025toFY2027.pdf
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Quarterly Sales Composition Ratio by Industry

FY04/2025 FY04/2026

Q1 Q2 Q3 Q4 Q1

Revenue Percentage Revenue Share Revenue Percentage Revenue Percentage Revenue Percentage

Revenue 11,560  100% 13,290 100% 13,530  100% 13,293 100% 12,780 100%

Finance 5,161  45% 5,630 42% 5,272  39% 5,546 42% 4,609 36%

Investment 3,016 26% 3,149 24% 3,373  25% 3,640 27% 3,249 25%

Lending & Card 1,276 11% 1,606 12% 1,332  10% 1,424 11% 867 7%

Other (Finance) 867 8% 873 7% 565  4% 481 4% 493 4%

Wellness 4,352 38% 5,015 38% 5,017  37% 4,073 31% 5,022 39%

Medical 3,393 29% 4,426 33% 4,384  32% 3,558 27% 4,558 36%

Bricks & Mortar 758 7% 376 3% 302  2% 386 3% 340 3%

Other (Wellness) 200 2% 212 2% 330  2% 129 1% 123 1%

Human Talent 1,003 9% 998 8% 1,299  10% 1,674 13% 1,311 10%

Other 1,043 9% 1,646 12% 1,941  14% 1,998 15% 1,836 14%

(Unit: Millions of yen)

Note: The category names have been changed from "Consumer Finance" to "Lending & Card" and from "EC" to "Other (Wellness)". The order has also been changed based on scale.
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Industry Classification

Note: To ensure consistency with included clients, the following name changes have been made:
・“Consumer Finance” ⇒ “Lending & Card” Reason for the change: Includes clients beyond consumer finance

・“EC” ⇒ "Other (Wellness)“ Reason for the change: Includes clients outside of EC

   Additionally, the order has been adjusted based on scale.

Finance

Wellness

Human Talent

Other

Investment

Lending & Card

Other (Financial)

Medical

Bricks & Mortar

Other (Wellness)

Human Talent

Other

Securities company, FX/cryptocurrency, 

Real estate investment

Card loans, Home loans, Credit cards

Insurance, E-Money, and others

Online medical consultations, 

Medical institutions (Beauty and others)

Esthetics/salons, Gyms

Food/beverages, Cosmetics, and others

Staffing/recruitment agencies, Online courses

Lawyer, Apps, Games, Telecommunications, 

Real estate, and others
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Quarterly Financial Results Trends

(Unit: Millions of yen)

FY04/2025 FY04/2026

Q1 Q2 Q3 Q4 Q1

J-GAAP IFRS J-GAAP J-GAAP J-GAAP IFRS

Net sales 11,560 11,560 13,290 13,530 13,293 12,780 

(YoY) +26.1% +26.1% +33.6% +36.3% +28.3% +10.6%

Gross profit 2,248 2,248 2,289 2,416 2,282 2,082 

(YoY) +15.3% ＋15.3% +24.7% +24.2% +2.8% (7.4)%

(Gross profit margin) 19.4% 19.4% 17.2% 17.9% 17.2% 16.3%

SG&A expenses 1,072 966 999 1,252 1,272 1,329 

Personnel expenses 390 396 421 448 422 516 

Advertising expenses 26 26 8 126 156 196 

Recruitment & training expenses 26 26 16 27 47 43 

R & D expenses 41 41 31 68 127 42 

Other expenses 588 477 521 580 518 530 

Other revenue/expenses ー 0 ー ー ー 1

Operating profit 1,175 1,281 1,289 1,164 1,009 754

(YoY) +17.6% ー +28.9% (2.1)% +109.6% (41.1)% 

(Operating profit margin) 10.2% 11.1% 9.7% 8.6% 7.6% 5.9%
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FAQ: Factors affecting Other Expenses

◼ There were fluctuations due to non-recurring factors such as taxation on trust-type stock options and 
loans to a client. However, expenses arising from ordinary business remain stable in line with business 
growth.

Impact of trust-type SO tax
Treatment changed from capital gains to 

employment income. Therefore, provision for 

doubtful accounts was recorded in Q1, which was 

reversed in Q3 after collection.

Adjusted 

figures
468 469 477 486 588 587 603 574

Accounting 

figures
575 469 370 1,226 588 521 580 518

Stable in line with business growth.

FY04/2024

Q1

FY04/2024

Q2

FY04/2024

Q3

FY04/2024

Q4

FY04/2025

Q1

FY04/2025

Q2

FY04/2025

Q3

FY04/2025

Q4

Impact of loans to a client
In Q4 FY04/2024, a full provision for doubtful accounts was recorded. 

Since then, we have been steadily collecting the amount

 (No loans to other companies at present).

Commissions, amortization of goodwill, system usage fees, office rent included.

(Unit: Millions of yen, J-GAAP)
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FAQ: Credit Management for Business Partners

◼ Improvements made to mitigate impact from credit management, following the allowances of 
doubtful accounts recorded in FY04/2024.

◼ Started installment payment service of advertising costs from FY04/2025 to keep up with competitors.

Overview
• Despite our efforts on loan collection, 

full collection became difficult.
Overview

• Started providing a client with installment 

payment service for advertising costs in a 

unique form, as it is increasingly being 

offered by other competitors.

Our response 

• We have restructured our client portfolio 

to focus on large corporations. As a result, 

credit risk has been mitigated.

Credit policy 

in the case

• The counterparty company continues to 

demonstrate remarkable growth as a group. 

Based on its financial statements and other 

qualitative information, its payment 

capacity is deemed sufficient. 

Impact on 

financial 

results

• No additional expenses will be recorded

since it was fully provisioned in FY04/2024.

(Reversal of amounts obtained through 

company liquidation is planned.)

Impact on 

financial 

results

• As we currently do not consider offering the 

service to other clients, operating cash flow 

for the period is expected to become positive.

• Fees for installment payments are recognized 

as revenue.

Allowance for doubtful accounts recorded in FY04/2024 Increase in “Accounts receivable – other” in FY04/2025
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FAQ: The Impact of Generative AI

◼ While the impact of generative AI on business is anticipated, it is not currently a major negative factor.

Will generative AI significantly negatively impact our business?

Impact (1)

Decrease in the search volume will lead to 

the shrink of searh advertising market?

Impact (2)

Will it make creative production and ad placement

easier, leading to shift to in-house production of ads?

• Significant impact on the search advertising market 

is expected.

• Even if the search advertising market shrinks, 

we can continue providing value as long as 
advertising platforms don’t converge

• In-house production reduces the urgency to learn new 

technologies and innovate. It also requires fixed costs 

without ensuring the latest functionality. Therefore, it 

is typically limited to a partial effort.

• We provide latest functions on a performance-based 

fee model, making it efficient and easy to use like XaaS.

Search

Influencer SNS
New

 Method

Comparison

 website
AI toolSearch

Shrink

  Optimize across

all methods and platforms
XaaS usage is practical

Practical

Non-practical

In-house servers Cloud Server
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M&A Track Record

◼ Significant growth through M&A of companies with a high potential for synergy.
◼ Plan to continue M&A of companies that enhance the corporate value.

2021 2023

Acquired group of engineers.

 Improved GPM by utilizing AI.

FY04/2021 FY04/2023

16.3%

20.8%

FY06/2022 FY04/2025

11.7billion
yen

More than
23.5 billion yen

Acquired client base and marketing 

human resources. 

Net sales doubled in 2 years.

2024

Acquired PR function. Increased attention 

from TV and Toyo Keizai through 

measures featuring the Company.

*After joining the group, Net Marketing changed its 

fiscal year end and changed its name to All Ads.

* Merged into MAVEL In 2023. FY2023 figures are used to exclude the impact 

of gross profit margin fluctuations resulting from M&A of Net Marketing.

グラフィカルユーザーインターフェイス  ,テキストAIによって生成されたコンテンツは間違っている可能性があります。

https://macbee-planet.com/news/detail/2136/
https://macbee-planet.com/news/detail/2091/
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34
47

68

87
94

80

34 34 39 47

84
107

FY2020 FY2021 FY2022 FY2023 FY2024 FY2025

Number of 

consultants
34 34 39 47 84 107

Gross profit per 

consultant
34 47 68 87 94 80

Gross profit per consultant 

(Millions of yen)

Number of consultants

100 

167 

241 

315 

523 

710 

Annual sales of top 20 clients

(Index)

FY2020 FY2021 FY2022 FY2023 FY2024 FY2025

Top 20

 Annual 

sales

100 167 241 315 523 710

Top 20

 share

Around 

70%

Around 

80%

Around 

80%

Around 

70%

Around 

70%

Around 

70%

Top 20 Clients

+610%
+135%

+215%

Productivity

*Annual sales of top 20 clients as of FY04/2020 are indexed and set at 100.

New clients are excluded, as some cases in group companies do not generate recurring revenue.

* From FY2024 onward, figures are aggregated based on LTV Marketing business indicators 

(the number of consultants and gross profit).
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Disclaimer

This document contains forward-looking statements based on information available to the Company at the time 

it was prepared and involves risks and uncertainties. As such, these statements do not guarantee future business 

results or outcomes. 

Actual results may differ materially from the forward-looking statements in this document due to changes in 

the business environment or other factors.

The above risks and uncertainties include, but are not limited to, factors such as economic conditions in Japan 

and overseas, and trends in the industries in which the Company operates.

The Company shall assume no obligation to update or revise any forward-looking statements contained in this 

document, even if new information or events occur in the future. The information contained herein, other than 

about the Company, is quoted from publicly available information, and the Company does not guarantee the 

accuracy or appropriateness of such information.

The document has been translated from the Japanese original for reference purposes only.

In the event of any discrepancy between this translated document and the Japanese original, the original shall 

prevail.

Contact Information: Macbee Planet, Inc. IR Group (MAIL:IR@macbee.co.jp)


	スライド 1: Q1 FY04/2026 Financial Results Presentation Material
	スライド 2
	スライド 3: Summary
	スライド 4: Financial Highlights for Q1 FY04/2026
	スライド 5: Breakdown of Operating Profit Increase/Decrease
	スライド 6: Quarterly Forecasts for Q2 and Beyond
	スライド 7: Company Profile
	スライド 8: Company Profile
	スライド 9
	スライド 10: Business Overview
	スライド 11: Business Growth
	スライド 12: Background of Business Growth
	スライド 13: Outlook for the Performance-Based Fee Market
	スライド 14: Reasons for Performance-Based Market Growth (A)
	スライド 15: Reasons for Performance-Based Market Growth (B)
	スライド 16: Mid-Term Business Plan
	スライド 17: Appendix
	スライド 18: Quarterly Sales Composition Ratio by Industry
	スライド 19: Industry Classification
	スライド 20: Quarterly Financial Results Trends
	スライド 21: FAQ: Factors affecting Other Expenses
	スライド 22: FAQ: Credit Management for Business Partners
	スライド 23: FAQ: The Impact of Generative AI
	スライド 24: M&A Track Record
	スライド 25: Productivity
	スライド 26: Disclaimer

