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Corporate Profile

Corporate Profile

Note:  The number o f  employees means conso l idated  one and i t  exc ludes part  - t imers 2

Company itsumo. inc

Founded February 14, 2007

Location 1-12-1 Yurakucho Chiyoda-ku Tokyo, JAPAN

Capital 742.009 million yen

Employee 
(Consolidated) 273（Mar. 31, 2023）Note

Operation
Comprehensive E-Commerce support for domestic manufactures. 
Producing original brand products and its sales over the Net (D2C).
Live Commerce platform operation.

Subsidiary BLAN, itsumo commerce, itsumo capital, 
limited liability company Peace you

© 2023 itsumo. inc.
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FY2023 Consolidate Financial Results

FY2023 Performance Highlights

4

Downside

Upside
 Operating income and ordinary income exceeded the initial forecasts (announced in May 2022).

 Steady growth in EC Marketing Services with its sales of 2.7 billion (+23.8% YoY).

 BLAN, the largest Brand Value-Up business grew steadily.

 New entry into the live commerce platform business with the joining of Peace you.

 Impairment losses were recorded in Q2 for small brands in the Brand Value-Up business, which fell short of initial 
expectations. No M&A results were recorded due in part to a review of acquisition conditions for small brands.
→ Continue to aggressively pursue M&A opportunities

 For the HANRO Act over EC Operations, we set exit conditions and restructured some of the brands we deal with.

© 2023 itsumo. inc.



2,282 

4,404 
5,261 

8,797 

11,652 
12,310 

829 1,166 1,463 
2,120 

3,079 3,064 

FY2023 Consolidate Financial Results

Change in Gross Sales and Gross Margin

注1

Note. Due to  the change in  the f i scal  year  end ,  the f i scal  year  end ing  March 2019 wi l l  be the 15 months f rom January  2018 to  March 2019.

Gross Sales
CAGR

40.1%

Steady growth in gross sales at a CAGR of 40.1% over the past 5 years

Gross 
Margin
CAGR

29.9%

Note

5© 2023 itsumo. inc.



In Millions of Yen

FY2023 Consolidate Financial Results

FY2023 Consolidated Financial Results

Note 1. Adjusted  EBITDA＝Operat ing  Income＋Deprec iat ion＋Goodwi l l  amort i zat ion＋Stock-based compensat ion  expenses＋Acquis i t ion  fees .  
Adjusted  EBITDA is  not  subject  to  aud i t ing  f i rm,

Gross Sales

Gross Margin

SG&A

Operating
Income

Ordinary
Income

Net income 
attributable to the 
parent company

Adjusted EBITDA 
Note１

11,652

3,079

2,474

604

583

361

787

FY2022
（Apr.-Mar.）

12,310

3,064

2,749

314

293

△219

506

FY2023
（Apr.-Mar.）

＋657

△15

＋274

△290

△290

△580

△281

Change
FY2022 vs. FY2023

＋5.6 %

△0.5 %

＋11.1 %

△48.0 %

△49.7 %

－

△35.8 %

Change (%)
FY2022 vs. FY2023

Due partly to an increase in growth strategy costs, sales increased, and income decreased as 
planned at the beginning of the fiscal year.

6© 2023 itsumo. inc.



FY2023 Consolidate Financial Results

Balance Sheet

7

Inventories increased due to higher sales of EC Marketplace Service.

注

© 2023 itsumo. inc.

FY2022 FY2023 Change

Cash and Cash Equivalents 4,122 2,698 △1,423

Account Receivable 872 944 +72

Inventory  Note 1 861 1,695 +834

Account Receivable 6,060 5,556 △503

Fixed Asset 866 1,041 +175

Total Asset 6,926 6,598 △328

Total Current Liabilities 2,583 2,828 +244

Total Fixed Asset 1,935 1,570 △364
Total Liabilities and Net 
Assets 2,407 2,198 △209

Note 1 .  Inventor ies  are stated  as  the sum of  "Merchandise,"  "Work  in  process ,"  and "Stored  i tems/Suppl ies"  in  the conso l idated balance sheets .

In Millions of Yen



FY2023 Consolidate Financial Results

Cash Flow

z FY2022 FY2023

Cash and cash equivalents at beginning of year 2,757 4,122 

Cash flow from operating activities 399 △344

Cash flows from investment activities △925 △650

Cash flow from financial activities 1,890 △429  

Change in cash and cash equivalents 1,364 △1,423

Cash and cash equivalents at end of year 4,122 2,698

Decrease in operating cash flow due to increase in inventories.
Decrease in cash flow by investment and financing activities due to M&A investments and loan 
repayment.

注

8© 2023 itsumo. inc.
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7,476 
6,755 

1,959 
2,808 

1,441 1,170 

YoY 
＋22.3%

※Excluding 
closed brand

Gross margin ratio
15.3 % Gross margin ratio

12.2%

FY2023 Consolidate Financial Results

9

Highlights

• Since its initiation of business in Q3 2022, it keeps on 
contributing to earnings throughout the year. In this quarter, it 
increased 43.3% YoY.

• Snow wear, BLAN's core product, performed well in the 2H.
• Gross profit margin declined due to cost increases caused by 

yen depreciation and other factors
• Acquisition of exclusive overseas sales rights KohGenDo, a 

prestigious domestic cosmetic firm.
• No new brands acquired through M&A during the period due to 

focus on existing brands and review of acquisition terms

• Excluding the impact of brands that left the company in the 
previous fiscal year, sales grew 22.3% YoY, and the existing 
brands grew steadily.

• Liquidated some small unprofitable brands

Brand Value-Up|
Acquisition/Development of In-House Brand 

HANRO Act over EC Operations | Official Brand Site 

Note 1 .  F igures fo r  g ross sales  and gross marg in  by  serv ice are not  subject  to  rev iew by  the aud i to rs .

EC Marketplace Service

Steady growth of existing brands and increased contribution from Brand Value-Up businesses 
resulted in its sales of about 9.5 billion and YoY growth of 1.4%.

Impact of
closed brand

Gross Sales Gross Sales

© 2023 itsumo. inc.



FY2023 Consolidate Financial Results

10

Highlights
EC Marketing Serv ice

Steady growth in recurring revenue contracts, with its sales of approximately 2.7 billion, up 23.8% 
YoY, and its gross profit of approximately 1.9 billion, up 15.6% YoY, compared to the same period 
last year.

• Recurring revenue contracts steadily increased due to 
the continued higher motivation of companies to invest 
in EC, and revenue increased.

• Increase in AUP by service contributed to the increase.

• While the number of projects increased as a result of 
strengthening the workforce, and revenue from 
recurring revenue contracts increased, the profit margin 
temporarily declined during the period due to an 
increase in labor charges, such as for training.

Note 1 .  F igures fo r  g ross sales  and gross marg in  by  serv ice are not  subject  to  rev iew by  the aud i to rs .

2,217 

2,745 

1,638 
1,893 

In Millions of Yen

YoY 
＋23.8%

Gross margin ratio
69.0 %

Gross margin ratio
73.9 %

© 2023 itsumo. inc.
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FY2024 Guidance

FY2024 Guidance

（In Millions of Yen）

FY2023
Actual

➀

FY2024
Guidance 

②

Change
③=②－➀

YoY（%）
③/➀

Gross Sales 12,310 14,209 1,899 +15.4%

Gross Margin 2,837 3,566 729 +25.7%

SG&A 2,523 3,157 633 +25.1%

Operating Income 314 409 95 +30.3%

Ordinary Income 293 359 65 ＋22.4%
Net income attributable to the 
parent company △219 249 469 －

Adjusted EBITDA 506 533 27 ＋5.4％

Net Income Per Share (JPY) △38.20 43.00
Note 1.  Adjusted  EBITDA＝Operat ing  Income＋Deprec iat ion＋Goodwi l l  amort i zat ion＋Stock-based compensat ion  expenses＋Acquis i t ion  fees .  Adjusted  EBITDA is  not  subject  to  aud i t ing  f i rm
Note 2.  Cost  categor ies  have been rev ised f rom the f i scal  year  end ing  March 31,  2024,  and the resu l ts  fo r  the f i scal  year  ended March 31,  2023 have been   

rec lass i f ied  to  ref lec t  the new cost  categor ies . 12

Gross sales increased 15% YoY to approx. 14.2 billion yen, and operating income increased 30% 
YoY to approx. 400 million yen. 
Continue to invest aggressively to increase gross sales, gross margin, and adjusted EBITDA.

Note1.

Note2.

© 2023 itsumo. inc.



FY2024 Guidance

Change of Service Segment

For realizing our growth strategy, change business and service categories from fiscal year ending 
March 31, 2024.

13

Previous Segment Revised Segment

EC Marketplace Service
Brand Value-Up Business

EC Marketplace Service
Brand Value-Up Business

EC Marketplace Service

[Service] [Service]

Live Commerce, P2C
Global Expansion

Brand Value-Up 
Business:
Co-Creation/
Independent Creation

One Commerce

Collaborative 
Brand Partner

New 
Business

Growth 
Strategy

Core 
Business

© 2023 itsumo. inc.



FY2024 Guidance

FY2024 Guidance by Service

（In Millions of Yen）

【Gross Sales】

FY2023
Actual

➀

FY2024
Guidance

②

Change
③=②－➀

YoY（%）
③/➀

One Commerce 2,745 3,168 422 +15.4%

Collaborative Brand Partner 6,740 7,472 732 +10.9%
Brand Value-Up Business
Co-Creation/Independent Creation 2,786 3,242 456 +16.4 %

Live Commerce/P2C/
Global Expansion 37 325 287 +765.3%

【Gross Margin】
One Commerce 1,159 1,266 107 +9.3%

Collaborative Brand Partner 1,286 1,381 94 +7.4%
Brand Value-Up Business
Co-Creation/Independent Creation 369 682 313 +85.0 %

Live Commerce/P2C/
Global Expansion 22 235 212 +930.8 %

14Note.  Cost  categor ies  have been rev ised f rom the f i scal  year  end ing  March 31,  2024,  and the resu l ts  fo r  the f i scal  year  ended March 31,  2023 have been 
rec lass i f ied  to  ref lec t  the new cost  categor ies .

All services plan to grow sales by 10% or more year over year.

Note

© 2023 itsumo. inc.



FY2024 Guidance

FY2024 Guidance

（In Millions of Yen）

FY2024
1H Guidance

➀

FY2024
2H Guidance

②

FY2024
Guidance

➀＋②

Gross Sales 6,395 7,814 14,209

Gross Margin 1,495 2,071 3,566

SG&A 1,540 1,616 3,157

Operating Income △45 454 409

Ordinary Income △70 429 359
Net income attributable to the parent 
company △48 298 249

15

As in past years, gross sales and operating income are expected to be concentrated in the 2H, 
when e-commerce sales for B2C will increase.
In the 1H, operating income will be negative due to new investments, but significantly improved 
compared to the same period last year (Operating income for the 1H FY2023: minus 112 million 
yen).

Note 1. From the f i scal  year  end ing  March 31,  2024,  the c lass i f i cat ion  o f  pr ime cost  and SG&A expenses wi l l  be rev ised ,  and those o f  rec lass i f ied  expenses   
wi l l  be presented in  accordance wi th  the new c lass i f i cat ion .

Note1.

Note1.

© 2023 itsumo. inc.



FY2024 Guidance

FY2024 Guidance

Our earning power is steadily growing, as we expect operating income to more than double from 
the previous year, considering the increased costs associated with our aggressive investment 
strategy.

FY2023
Operating Income

314

ONE
Commerce

＋729

409
Increment of 

gross margin due 
to increase of 

gross sales

△106

Increase in 
goodwill/depreci
ation due to new 

investments

△251

Cost increase
due to new 

investments

△277
Portion of cost increase 

due to strategic investments

（In Millions of Yen）

Collaborative
Brand Partner

Brand Value-
Up Business:
Co-Creation/
Independent 

Creation

Live Commerce,
Global

Expansion, P2C

357

Increment of
SG&A

766

FY2024
Operating Income

16© 2023 itsumo. inc.
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Growth Strategy

18

Mission

Creating the Future of Japan with EC

This is our mission, and we provide small to large manufacturers with 
comprehensive supporting solutions dedicated to E-Commerce.  As a 

leader of EC business in Japan, we provide you with a throughout support 
such as building up strategy, construction website, warehousing and 

fulfillment. itsumo. inc. facilitates you to develop your brands to the world 
through a fusion of "people" and "technology“ with a seasoned EC sales 

know-hows.

© 2023 itsumo. inc.



Growth Strategy

Growth Strategy: Challenge to itsumo.５x Project

19

The medium-term management plan, "itsumo.5x," aims for five-fold growth over five years 
starting in 2022, and FY2024 is positioned as the 2nd year of expansion and further strategic 
investments will be exercised.

Growth As A Platformer

Growth As a D2C Brand Manufacturer

Growing As An EC Partner

C o r e  B u s i n e s s

G r o w t h  Bus ines s

New Business

2007 2020 2021 2022 2027

11.6 bill.

30.0 bill.

コア

成長

新規

itsumo.5x
1st Year

2023
Current

51.0 

Core 
Business

Growth
Business

New
Business

bill.
Maximize the experience and "power of selling" 
cultivated in the core business to date and 
develop a new next-generation model.

Accelerate the M&A business that began in 
FY2022 to expand the number of brands and 
strengthen functions of manufacturer at the 
same time.

Achieve high growth and continuous 
profitability. Stable growth of core 
businesses based on investment in human 
resources.

2.5bill.

10bill.*

17.5bill.9.6 bill.

1.9 bill.

0 bill.

Goal in 3 Years

Goal in 3 Years

Goal in 3 Years

FY2022
EC Platform Business

Brand Value-Up Business: Co-Creation/Independ Creation

FY2022

Collaborative Brand Partner One Commerce
FY2022

＊Of this amount, approximately 60% will be generated from new M&A.

© 2023 itsumo. inc.



Growth Strategy

History of Our Business

Initiated EC 
consulting service

Initiated web
design service
for e-commerce

Initiated services 
to open-up 
Rakuten store

Initiated services 
to open-up 
Yahoo store

Initiated full-
fledged  EC 
operating
service

Initiated services
to open-up Amazon
store

Initiated 
Fulfillment 
service

Initiated services
to embark on 
global EC sites

Initiated services to 
act over EC operation
“HANRO”

Brand Value-Up 
Business

Live 
Commerce

D2C Brand 
Manufacture

Core Business

Growth

New
Client

Clients

51.0
bill.

20© 2023 itsumo. inc.



成長戦略

21

いつも.のビジネスモデルの拡張

© 2023 itsumo. inc.

デザイン

Product 
Planning

Product 
Development

Manufacturing
Business
Strategy

Site Design
Management

Digital
Marketing

Customer
Service

Fulfillment

Platform End UserCompany

Expanding Business Model

Successful Total Ecommerce Business Support Cross-Channel Support                 

Product Planning and Manufacturing Support

In-House Brand Development and Its Sales 
As A D2C Brand Manufacturer

Sales Power 
via EC

Sales Support over 
Cross-Channel

Product Planning Support Service 
to be Selected by Consumers in EC

Return to B2B

Live CommerceIn-House ECRakuten

EC Platform  Platform owned by itsumo.

Industry-Leading 
Quality and Quantity 

of EC Professionals

Cumulative Total 
of over 

12,000 results

EC Bigdata Abundant 
Variety of Services

Growth Strategy

21© 2023 itsumo. inc.



成長戦略

© 2023 itsumo. inc. 22

いつも.の展開するサービスモデル

End UserNational Brand

Accumulated Deals: Over 12,000

Service Model

Rakuten In-House 
EC

Live Commerce

toC

toB Service

Collaborative Brand Partner

One Commerce

Brand Value-Up business: Co-Creation/Independent Creation

toC Service

toC Service

Product 
Planning

Product 
Development

Manufacturing
Procurement

Business
Strategy

Site Design
Management

Digital
Marketing

Customer
Service

Fulfillment

Platform

Growth Strategy

22© 2023 itsumo. inc.



Note:  toB:  to  Business (bus iness wi th  corporate customers)  /  toC:  to  Customer (bus iness wi th  ind iv idual  customers)

Growth Strategy

Service Segment View

Platform Fee    
Commissions/Advertising/Merchandise 
Purchasing Manufacturing and Sales

toB/toC

toC

toB

GMV
Manufacture/Sale of Merchandise

GMV
Purchase/Sale of Merchandise

Service Fee
Monthly Fixed Recurring Amount

Providing a new EC platform 
for corporations/individuals

Support for EC business sales 
execution, either individually or 
throughout the value chain

Change business and service categories from FY2024 to realize our growth strategy

New 
Business

Growth 
Business

Core 
Business

EC Platform
Business

Live Commerce,
P2C, Global 
Expansion

Brand EC 
Business

EC Support
Business One Commerce

Collaborative 
Brand Partner

Brand Value-Up 
Business: 
Co-Creation/
Independent 
Creation

HANRO Act over EC Operation as 
an official EC strategic partner for 
national brands

Private brand sales through M&A/
In-House development

Operation Service Target
Note

Profit Model Overview

23© 2023 itsumo. inc.
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Growth Strategy

Current Status of itsumo.5x Project (Mid-Term Plan)

(In Million JPY)
FY2023
Actual

FY2024
Guidance
(Announced)

FY2027
Plan

itsumo.5x Project 1st Year 2nd Year 5th Year

Gross Sales Breakdown 123 mill. 142 mill. 510 mill.

One Commerce 27 mill. 31 mill. 50～70 mill.

Collaborative Brand Partner 67 mill. 74 mill. 150～200 mill.

Brand Value-Up Business
Co-Creation/Independent Creation 27 mill. 32 mill. 200～250 mill.

Live Commerce/P2C/
Global Expansion 0 mill. 3 mill. 50～80 mill.

Operating Income 3 mill. 4 mill. 44 mill.
Adjusted EBITDA 5 mill. 5 mill. 60 mill.
Adjusted EBITDA Ratio 4.1% 3.8% 11.5%

Note:  Adjusted  EBITDA＝Operat ing  Income＋Deprec iat ion＋Goodwi l l  amort i zat ion＋Stock-based compensat ion  expenses＋Acquis i t ion  fees .  Adjusted  EBITDA 
i s  not  subject  to  aud i t ing  firm

Note

24© 2023 itsumo. inc.
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Growth Strategy

Business Model: One Commerce

One Commerce Service

Provide makers with EC value chain service in a full-fledged manner or a la carte

26© 2023 itsumo. inc.



Growth Strategy

Importance of Cross-Platform Development

itsumo. Marketing Chain Solves This Challenge

Necessity of Cross-Platform Development Complexity of Cross-Platform Deployment

Overseas Malls

In-House EC

SNSYahoo!PayPay

Crowd-funding
The hometown tax

RakutenAmazon

Distribution

Algorithm Design

Targeting                 Branding

Algorithm Design Algorithm Design

27

Although cross-platform development is important for e-commerce retailers due to consumer purchasing 
characteristics and market size, however, each platform has different targets and marketing methods, it 
makes thing highly complexed.

Consumers gather information and purchase over multiple platforms. 
Each channel has its own market.  Therefore, brands can increase its 
revenues by developing multiple e-commerce platforms.

Due to the different market practices and marketing methods of e-commerce platforms such as 
company websites, e-commerce malls, and social networking services, e-commerce strategies must be 
implemented in accordance with each of them. However, it is not easy for EC retailers to independently 
adapt to rapidly changing consumer behavior and new marketing methods.

Targeting                 Branding Targeting                 BrandingDistribution Distribution

EC Mall In-House EC

27© 2023 itsumo. inc.



Growth Strategy

Efforts to Increase the Number of Customers

28

SEO,       WEB Ads

SNS/Movie

Books

Original Large-Scale Events 

Participate Events …

Initial Leads Activate Leads

Inquiry via phone

Seminar Newsletter
Negotiations

Inside Sales to Active 
Leads

Large event Reports

Blog SNS/Movie

Company Interviews 
& Conversations

Inquiry via website

Information materials

Seminar application

Download reports

Retention ratio
For customers who have come in through various channels, take 
a tailored approach to generate business negotiations.

Influx Channel

Negotiations/Proposals

# of Clients AUP Recurring 
revenue

28© 2023 itsumo. inc.



Growth Strategy

Efforts to Improve AUP

Contracted New 
Development

Contracted

01

Contracted

03

06 07 08

11 12 13

01 02 03 04

Newly Added
05

06 07 08 09 10

11 12 13 14 15

In-House EC Amazon Rakuten SNSCross-Platform

Service 
Expansion

1

2 Brand 
Expansion

3

Initiatives to Im
p

rove A
U

P

C
om

pany A

AUP
UP

AUP
UP

AUP
UP

AUP
UP

Cross-selling and improving AUP by proposing and expanding 
services that match cross-platform development for all product 
categories

Retention ratio
# of 
Clients AUP Recurring 

revenue

Brand Brand Brand

Development EC Strategy Website
Management

Customer
Service

Brand
M&A

Regional 
Development/
Hometown Tax

Branding

Global 
Expansion

Warehouse/
WMS/

Fulfillment

Development EC Strategy
Website

Management

Customer
Service

Brand
M&A

Regional 
Development/
Hometown Tax

Branding

Global 
Expansion

Warehouse/
WMS/

Fulfillment

02

Digital
Marketing

SNS
Marketing

Overseas 
Wholesale
Real Shop

Influencer
Marketing Design

HR Training/
Placement for EC

29© 2023 itsumo. inc.



Growth Strategy

30

Initiatives to Improve Continuation Rates

Improve the retention rate by combining the results of cross-platform
customer support and EC big data, analyzing them, and circulating them
throughtheservice.

Nationwide online availability allows for speedy response to client needs.

Capitalize on Voice of  Customer

Customer Marketing
VoC × Knowledge Data Base

Nationwide Support

VOC

End  User

Retention ratio
Share feedback received from customers and multiply and 
analyze the information in our possession.

・Cross-Platform Customer 
Support Achievements

・EC Purchasing Data

Knowledge Data Base

# of 
Clients

AUP Recurring 
revenue

© 2023 itsumo. inc.



Growth Strategy

FY2023 Key Initiatives for One Commerce

• Developed a system to centralize, analyze, and manage 
sales information of multiple platforms for EC retailers

• Strengthen human resource development to support 
multiple platforms in a composite manner

• Efforts to increase sales per employee by linking EC 
purchase data and support results to a database of 
consulting know-how, developing analysis and reporting 
functions using AI.

Cross-Platform Development and Promotion of initiatives to 
Increase AUP

By combining our expertise in providing comprehensive support for EC sales 
and our know-how in supporting customers of various vendors and sizes, 
providing EC support for companies and expand our services to local 
governments.

31

5 7  bill.

FY2024 FY2025 FY2026 FY2027

Efforts to Improve AUP Expanding The Scope of EC Business Support

Sales
Clients

Small-Mid
Companies

Large 
Companies

Local
Government

Partial support Multiple/Entire Support

~ Mid size ~ Large size

3.1bill.

© 2023 itsumo. inc.



Collaborative Brand Partner
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Growth Strategy

33

Business Model with Collaborative Brand Partner

当社の保有するEC販売・運営力を活用しブランド直販事業を代行Brand

Target
・National brands to consider direct sales

・Target annual sales of several hundred million to one billion  yen    
after  2-3 years of operation.

1 Traits of Our Service
・GrossSales＝Purchase products from brands and sell them to 

consumers on official EC sites

・Increase the number of points of contact with consumers to  
communicate brand value in the e-commerce market

・Unique logistics quality that enhances the brand experience for 
consumers

・Cross-platform deployment

2 Business Environment
・Many brands have issues with core systems/improved logistics  

functions/business practices/marketing

3

Stock Purchase
Product 
Development
/Production

EC Strategy Sales Channel Website 
Management

Digital
Marketing

Order processing/
Shipping

End UserNational Brand

いつも

istumo. is EC strategic partner for national brand makers and we drive forward their official brand site 
business. The advantage to use our service is making it possible to embark on the marketplace in a low-
cost manner and expand a touch point with customers at the early stage.

© 2023 itsumo. inc.



Growth Strategy

34

Business Model with Collaborative Brand Partner

From the initiation of this business, itsumo. and brand makers collaborate to plan and drive 
strategies attaining significant profits in HANRO. Its monetization is limited for the first year, but it 
will in 2-3 years.

© 2023 itsumo. inc.



Growth Strategy

35

Business Model with Collaborative Brand Partner

In addition to existing platforms, utilize our expertise 
to expand them as a place to sell, such as wholesale.

Resource: FY2021 Market Research Report on Electronic Commerce, Ministry of Economy, Trade and 
Industry

HANRO Act over EC Operation as a strategic partner 
for national brands

EC Mall In-House
EC

Overseas
Mall

Live 
Commerce Wholesale

Existing Platforms Platforms to be expanded FY2023

SNS

Expanding Platforms

FY2024

Strengthening Efforts with National Brands

FY2025 FY2026 FY2027

15 20 bill.

National Brands

Brand A Brand B Brand C

7.4 bill.

© 2023 itsumo. inc.



Brand Value-Up Business :
Co-Creation and Independent Creation
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Growth Strategy

Brand Value-UP Business: Co-Creation/Independent Creation

②Co-Creation :
Participate in 
itsumo. group via  
M&Aor financing

Leveraging our expertise, seeking for achieving growth with three business models.

➀ Independent Creation

Develop the "D2C brand manufacturer 
business," which involves product planning, 
development, and manufacturing with proven 
results, in addition to our unique strengths in 
EC and D2C marketing and sales know-how.

② Co-Creation/M&A

Co-create with D2C brands with growth 
potential and makes Brand Value-Up 
business successful rapidly to realize a quick 
return on investment.

③ Partnership by Co-Creation/Sales

Partner with companies that harbor products 
with strong brand initiative, capitalize on our EC 
sales know-how, maximize our domestic and 
international sales network.  itsumo. always 
grows with its partner companies.

③Co-Creation:
Acquisition of distributorship

➀ IndependentCreation:
Launchits own brands

37© 2023 itsumo. inc.



Growth Strategy

Strategy for Co-Creation & M&A

38

Implement speedy sales expansion and cost improvement by an in-house team specializing in 
co-creation project post brand acquisition

© 2023 itsumo. inc.



Growth Strategy

Brand Value-Up Business: Co-Creation/Independent Creation - Clear Priority Measure

Develop a D2C Brand Business that plans, develops, and 
manufactures products in addition to our unique strengths 
in EC and D2C marketing and sales know-how.

Co-creation with D2C brands with growth potential and 
establish Band Value-Up business at an early stage to 
shorten payback period.

Partner with companies harboring strong brands and 
maximize our e-commerce sales know-how in addition to our 
domestic and international sales network in order to grow 
the brand together with the partner company.

Strive to grow each category to a scale of more than 1 
billion in annual sales in the first few years after launch.

FY2024 FY2025 FY2026 FY2027

20 25  bill.

Co-Creation/M&A

Independent Creation

Co-Creation/M&A
Co-Creation/M&A

Co-Creation/
Sales Partnership

Independent Creation Independent Creation

3.2 bill.  

Independent Creation Co-Creation/M&A
Co-Creation/Sales Partnership                 

D2C Brand Maker Sales ChannelSales Channel
In-House Brand
Development

Brand A

Brand B

Brand C

Brand A

Brand B

Brand C

Brand A

Brand B

Brand C

Brand A

Brand B

Brand C

Brand A

Brand B

Brand C

Brand A

Brand B

Brand C

End UserEnd User

Selling

Company A

Company B

Company C

Financing

Financing

Sales 
representation Selling

Offline

Global

EC Mall

In-House EC

Offline

Global

EC Mall

In-House EC

Independent Creation

Co-Creation/M&A

Co-Creation/Sales Partnership                 

Co-Creation/
Sales PartnershipCo-Creation/

Sales Partnership
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Growth Strategy

Case Study of Brand Value-Up Business: Independent Creation

40

• Launched a makeup brush brand in May 2023, which was planned and developed jointly with MimiTV, a 
beauty media company with over 5.6 million followers on SNS.

• In addition, several other product plans and sales plans are announced during FY2023, with plans to 
expand into a multi-billion scale company in a few years.

• Furthermore, plan to develop a "D2C Brand Business" which plans, develops, and manufactures products, 
by utilizing our unique strengths in e-commerce, D2C marketing and its sales know-how.

Photo: 
Mimish makeup brush kit 
(Available May 18, 2023 *online only)Deployment of D2C Brand Business

End User

Existing Business

Co-Development
Project
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Growth Strategy

Case Study of Brand Value-Up Business: Sales Partnership

• Acquired exclusive distribution rights for cosmetics brand KohGenDo in China and six other countries and regions from 
Koh Gen Do CO.,LTD.

• Took over and operated the flagship store of KohGenDo from China's largest cross-border EC platform Tmall GlobalNote²

and opened the overseas flagship store of DouyinNote³ in April 2023, contributing to the further business expansion of our 
EC business.

• Plan to develop a complex channel strategy and brand development, including local offline and online channels, utilizing 
not only cross-border EC but also our own network.

Note² :  Tmal l  i s  an  on l ine  shopping  mal l  fo r  Ch ina operated  by  the Al ibaba Group,  Ch ina ' s  l argest  company .  Tmal l  G lobal  i s  Tmal l ' s  "c ross-border  e-commerce p l at fo rm" and the l argest  in  China .
Note³ :  Douy in is  an  app fo r  post ing  and watch ing  short  v ideos o f  15-30 seconds that  i s  avai lab le  on ly  in  China,  wi th  more than 800 mi l l ion  dai l y  ac t i ve users  in  2022.

Note¹: KohGenDo was founded in 1986.  With the brand concept of "Your skin qual ity  
is  the prime matter,"  they in it iated its  main salon at Azabu, throughout Japan, and in 
seven countr ies around the world , including the United States and China.

Selling to overseas customers 
over China's cross-border EC 
platform (Tmall Global, Douyin
EC Global)

Channel 1

Channel 2

Channel 3

Sales at major retailers in 
China and ASEAN region

Wholesale to Chinese and 
ASEAN retail buyers

Business Model China+ 6 others

Koh Gen Do CO.,LTD.
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Growth Strategy

Social Commerce and Live Commerce: New Buying Experience

As one of our growth business fields, we position social commerce and live commerce as new purchasing 
experiences that will expand in the future.

Live CommerceSocial Commerce

S a l e s

S a l e s

Physical 
Store

EC Site

Live 
Communication

No need to visit real shop
Practical and handy via movie

B
efo

re
A

fter

Company

Company End UserInfluencer

End User

Trustworthy!

S a l e s

B
efo

re
A

fter

End User

End User

Sales

Recommendation

Sales

Recommendation

D2C marketing, where companies sell directly to customers, is more 
prevalent and pervasive, in addition P2C marketing, where  influencers 
on social media intervene to sell products, is also expanding.

Until now, customer service has been conducted in physical stores 
or over e-commerce sites, however it will be shifted to the one using a 
video chat, especially to listening to and responding to customers’ 
intentions in real time.
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Growth Strategy

EC Global Expansion through a Hybrid of Integrates Online and Offline Channels

OverseasDomestic

・Distributor of branded 
products

・In-house brand products 
1

Consolidation of products to 
affiliated domestic warehouses

Transporting products to overseas 
distribution centers

Sales at major overseas 
retailers
Monetizing: Wholesales

Matching manufacturers with 
international retail buyers
Monetizing:  Service fees

Sell via overseas EC malls
Shopee, Tiktok, shopping
Monetizing: Product sales

2

Provides for a global sales business that integrates online and offline channels. To widely spread the value of Japanese 
brands in China and the ASEAN region, and to generate revenue quickly. Integrated on/offline service of marketing and sales 
at e-commerce malls overseas, where we have expertise, and sales at overseas retail stores, where we are strengthening our 
wholesale network.  In addition to China and the ASEAN region, we also plan to gradually expand into the Middle East, the 
U.S., and other regions.

Channel 1

Channel 2

Channel 3
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Growth Strategy

P2C: Person to Consumer

Comprehensive support by leveraging our EC sales and 
management capabilities (other than SNS) 

Target
・Micro-influencers
・Creators seeking for creating a powerful

brand 
・Influencers seek for bulk EC sales 

operations

1 2 Background of Business Entry

・Aiming for business growth considering the future expansion of brands originating by 
influencers.

・Successfully launch EC store run by an influencer utilizing our 
accumulated know-how in EC sales and operation.

・For product procurement and development, leveraging our extensive 
customer base and product development capabilities through M&A.

Traits of Our Business
・Influencerscaneasilysetup their ownwebsites. Inaddition, itsumo.handlesall thework

associatedwithsales(CS,logistics,siterenewal).
・Influencers can easily order and purchase products (apparel, cosmetics, general

merchandise,foodstuffs)fromdomesticandforeignmanufacturers.
・Consumerscaneasilypurchasetheirfavoriteinfluencers'brands.

3 4 Monetizing

・Commission based on sales
・Advertisement

Influencers seeking for their 
own brand but struggling. Influencer Fans

Category 2Category 1 Providing systems for product 
purchasing and development

Providing systems and services from EC site 
construction to operation, customer service, 
order processing and shipping.

Product 
purchasing and 
Development

EC Site 
Construction/Up
date

Attracting 
Customers via SNS CRM Order Processing and 

Shipping

A business that provides consistent support from product development and storage to pre- and post-sales, 
necessary for influencers to collaborate with manufacturers and factories to launch and sell their brands in 
the expanding social commerce market. It operates a P2C mall that leverages influencers' influence to sell 
directly to fans.
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Growth Strategy

Live Commerce, P2C, Global Expansion

・In February 2023, acquire Peace 
you, LLC, one of Japan's leading 
live commerce application 
operators, as a group company.

・Strengthening system investment   
for global support, including
multilingual support and live-
streaming from overseas.

・Expand the current business to 
several billions of dollars in 
annual sales so that it can be a 
top-class GMV platform in Japan   
within a few years.

・M&As and new launches of 
platform services are contemplating in     
order to strengthen the overseas sales 
network. ・Facilitating a platform to 

connect influencers with our 
customers, and developing the 
products of domestic and 
overseas partner   
manufacturers.

FY2024 FY2025 FY2026 FY2027

8  bill.5 

・Strengthening overseas expansion 
support for One Commerce business by 
maximizing its sales network in 29 
countries and global expansion of 
products through Brand  Value-Up 
business of Co-Creation and 
Independent-Creation .

Platform BusinessGlobal ExpansionLive Commerce

0.3 bill.  
Live Commerce

Live Commerce
Live CommerceGlobal

Global

Global

Others

Others

Others
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Growth Strategy

Case Study of Brand Value-Up Business: Co-Creation/Independent Creation - Sales Partnership

47

• Peace you LLC, which operates "Peace you Live", Japan's leading live commerce application in terms of 
total annual circulation, has been incorporated into itsumo.group from February 2023.

• We expect further growth of the live commerce service by combining the strong community assets of 
talented performers of Peace you live and highly motivated users with the EC specialists and EC sales 
know-how of our company. itsumo. plans to scale up to several billion yen within a few years.

One of domestic leading 
Live Commerce application

Over 10,000 Track Records  
for D2C and EC
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Growth Strategy

Case Study of Brand Value-Up Business: Co-Creation/Independent Creation - Sales Partnership

48

New Development
① In the first month after being incorporated into itsumo. group, the amount of distribution grew by approximately 

120% month-on-month, and the average daily amount of distribution reached a record high. 
② Achieved a successful track record in "Peace Match," a matching service that provides for the exchange of 

attractive companies and products with livers with high selling power. In order to accelerate the volume of 
matching, com up with a much number of products. 

③ Global expansion has increased live distribution from overseas (Asia and the U.S.) for Japanese buyers, 
resulting in an increase in distribution value.

How to Work Pease You LiveChart: Domestic Live Commerce Market Forecast

Market Size 
Forecast

In 100 million Yen

2000 2001 2002 2003 2004 2005 2006 2007

OR

* In-house estimates based on data from iResearch "China's E-commerce Livestreaming Research Report 2021" and 
"Retail TouchPoints" issued by Coresight Research.

* The domest ic EC market size in 2025 is expected to be 17.1578 trillion according to the Ministry of Economy, 
Trade and Industry's e-commerce market research, and the domestic live commerce ratio is calculated as 
3.0% as of 2027, using the growth rate of live commerce in the U.S. as a reference value.

Client Liver User

Client User

Live Distribution

DistributionSales Order
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2,113 
2,222 

1,585 1,553 1,544 
1,879 1,746 1,585 

809 
1,149 

436 

414 816 1,141 

519 542 601 552 594 664 742 744

In Millions of Yen

FY2023 Consolidated Financial Results

Change in Gross Sales

50

Q4 gross sales increased 6.6% YoY mainly due to an increase in EC Marketing Service 
revenues resulting from an accumulation of continuing contracts.
In EC Marketplace Service (Brand Value-Up business, Act over EC Operations), unprofitable 
brands were liquidated, the number of existing brands decreased.

Q4
YoY

▲0.8%

+2.0％

+34.7％
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392 394
453 397 415 422

538 517

260 301
184 226 149

219

243
189

245 222

3

32

121
210In Millions of Yen

FY2023 Consolidated Financial Results

Change in Gross Margin

51

Q4 gross margin was the highest ever in a fiscal period
Stable profit contribution from EC Marketing Service, but profit from Brand Value-Up business 
and Act over Operations declined YoY due to cost increases mainly caused by yen depreciation.

▲5.2%

▲16.3％

+30.1％

Q4
YoY
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FY2023 Consolidated Financial Results

Change in SG&A (Account Period)

52

Labor charge are on an upward trend throughout the fiscal year due to an increase in personnel 
in existing businesses and the new hiring for the launch of new businesses.

Note 1 .  Labor  charge inc ludes bonus and h i r ing  re levant  costs .
Note 2 .  Commiss ion paid  means pr imary  set t lement  fees fo r  EC Market  Place serv ice .
Note 3 .  The above numbers  incurred  in  th is  f i scal  per iod .
Note 4 .  From Q3 2022 conso l idated  account ing  in i t iated .  Q1-Q2 2022 are non-conso l idated  ones .

220 228
289

357 340 323
372 349

46 44

79

69
62 57

58
49

13 12

73

84
66

59
19 46

93 97

87

79
73

78 73 92

114 116

165

202

143
148 156

175

Labor Charge Advertisement Depreciation, Goodwill, M&A Costs Commission Paid Others

In Millions of Yen

713

488 498

695

792

686 667 681

SG&A Note 1.-4. 
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Appendix

Cost Classification: Figures after Recombination

FY2023 
Cons.

Gross Sales
Ratio

Gross Sales 12,310 100.0%
One Commerce 2,745

Collaborative Brand Partner 6,740
Brand Value-Up Business
Co-Creation/
Independent Creation

2,786

Live Commerce/P2C/
Global Expansion 37

Gross Margin 2,837 23.1％
One Commerce 1,159

Collaborative Brand Partner 1,286
Brand Value-Up Business
Co-Creation/
Independent Creation 369

Live Commerce/P2C/
Global Expansion 22

SG&A 2,523 20.5%
Operating Income 314 －

In Millions of Yen

Note:  Operat ing  Income and below are the same as in  advance o f  the rec lass i f i cat ion ,  and 
therefore have been omi t ted .

FY2023 
Cons.

Gross Sales
Ratio

Gross Sales 12,310 100.0%

EC Marketing Service 2,745

EC Marketplace Service
Act over EC Operations 6,755

EC Marketplace Service
Brand Value-Up Business 2,808

Gross Margin 3,064 24.9％

EC Marketing Service 1,893

EC Marketplace Service
Act over EC Operations 801

EC Marketplace Service
Brand Value-Up Business 368

SG&A 2,749 22.3%

Operating Income 314 －

Previous Updated

In Millions of Yen
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54

SNS Marketing That Delivers Results

In addition to our accumulated experience in e-commerce marketing, we have newly integrated a 
comprehensive SNS marketing service.  This enables us to provide powerful support to our clients, from 
expanding awareness to sales growth.

Cognizance

Intriguing

Lead to EC Site

Purchase/
Share

Target
・Brand manufacturers seeking for increasing  

sales through D2C.
・Companies seeking for increasing their recognition. 
・Companies struggling with sales growth despite SNS  

implementation.

1 Traits

Casting

×Planning ×Creativity

×EC Know-How × Purchasing Data

Operating SNS Account

Ads over  SNS

SNS Media

EC Marketing Service
Operat ing EC s i te

・Provide for a comprehensive strategy and execution from SNS marketing 
to EC sales.

・Provide value with client companies by integrating our wealth of EC sales  
know-how with the planning and creative skills necessary for SNS 
marketing.

・Data visualization from awareness to purchase and sharing.

2 Monetizing 
・Service fees.

3

54
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Case Study Overseas 

55

PACKBLE

Patten

Spreetail

Revenue

HQs

Found

Employee

Over 51.8 bill. USD (Over 456 mill. USD)

USA

2010

Approx.1,000

BAOZUN

Revenue

HQs

Found

Employee

1,503 mill. (8,852 mill. RMB）

China

2007

6,076

Revenue

HQs

Found

Employee

Over 56.8 bill. (500 mill. USD ）
Over 1,000 mill. USD (2022 Guidance)

USA

2013

Approx. 900

Revenue

HQs

Found

Employee

Over 56.8 bill. (Over 500 mill. USD）

USA

2006

Approx. 1,000

250

200

150

100

50

0

133
152

185

231

2016 2017 2018 2019 2020

Brand Partner

35 newly added
231

9000

8000

7000

6000

5000

4000

3000

2000

0

2016

3,390

1,240

2,176

2017 2018 2019 2020

+27%
4 Yr CAGR:

4,149

1,891

2,258

5,393

2,876

2,517

7,278

3,856

3,422

8,852

4,945

3,907

Representative Overseas EC Companies

Change in 
Revenue

Change in 
Brand Partner

Product 
Sales

Service
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Brand Value-Up Business: Co-Creating/Independent Creating – Business Environment Overseas

56

Thrasio

Perch

Heyday

HQs

Found

Amount Raised

Current Valuation
※ Oct. 2021

US, EU, Japan

2018

Approx.385.4 bill. ($3,396 mill. USD)

Approx.851.0 bill.（$7.5 bill. USD）

HQs

Found

Amount Raised

Current Valuation
※ May 2021

US

2019

Approx.99.8 bill. ($909 mill. USD）

Approx.130.0 bill. ($1.1 bill. USD）

HQs

Found

Amount Raised

Current Valuation
※ Nov. 2021

US

2020

Approx.91.3 bill. ($800 mill. USD）

Approx.99.8 bill. ($875 mill. USD）

Acquired third-party own brand in Amazon FBA business. Develop D2C e-commerce business.

各社の資金調達額の推移

3,000

2,250

1,500

750

0

2019

27 2.3

2020

370

132.0
175

2021

2,350

775.0
625

In   Mi l l ion of  USD

Thrasio

Perch

Heyday

Change in Amount Raised

Representative Overseas EC Companies
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TAM in Social Commerce Market

57

3.17兆円

Japanese EC Market-Share Social Commerce Ratio 

* Calculated based on 2025 EC market size and global social commerce ratio excluding China.

*2025 Estimate
*2025 Estimate *2025 Estimate

trillion Yen trillion Yen
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TAM in Social Commerce Market

Appendix： Basis for calculating the market share of domestic social commerce 

58

86.30兆円

Japanese EC Market-Share Global EC Market-Share 

*Except for China
*Except for China

Calculated based on the ratio of the EC market size. Calculated excluding Chinese due to the enormous size of the SNS 
and social commerce market in China.

Global Social Commerce 
Market Size

trillion Yen trillion Yen trillion Yen
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TAM in Social Commerce Market

59

Appendix： Basis for calculating the market share of domestic social commerce 

① Global EC Market-Share 

② Chinese EC Market-Share 

③ EC Market-Share
Excluding China 

④ Global Social Commerce 
Market-Share 

⑤ Chinese Social Commerce 
Market-Share 

⑥ Social Commerce Market-
Share Excluding China 

Source: Japan's EC Market Size: METI, Trade and Industry E-Commerce Market Survey
Other: Statista

(In Trillion Yen) (In Trillion Yen)Source: Statista
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J a p a n e s e  W e b s i t e

h t t p s : / / i t s u m o 3 6 5 . c o . j p / i r /

Never hesitate to contact us with any questions. 
We look for hearing from you “i-tsu-mo” (anytime in Japanese)!

corporate@itsumo365.co.jp



61

Creating the Future of Japan with EC

Mission

This is our mission, and we provide small to large manufacturers with 
comprehensive supporting solutions dedicated to E-Commerce.  As a 

leader of EC business in Japan, we provide you with a throughout support 
such as building up strategy, construction website, warehousing and 

fulfillment. itsumo. inc. facilitates you to develop your brands to the world 
through a fusion of "people" and "technology“ with a seasoned EC sales 

know-hows.

© 2023 itsumo. inc.
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Forward Looking Statement

• This material includes forward-looking statements. These descriptions are only based on the information at the time this material was created. 
Moreover, these statements neither guarantee future financial results nor business status in the future, as well as they contain risks and uncertainties. 
Should you be sure that the actual results may differ significantly from the outlook due to changes in the environment and other factors. 

• Factors that affect the above actual results include, but are not limited to, domestic and international economic conditions and trends of relevant 
industry surrounding the Company. 

• From now on, in the event of new information or incident in the future, the Company is not obligated to update or revise any future information    
contained in this material. 

• Furthermore, the information aside from the company contained in this material and these are quoted from public information as well, we have not  
verified or guarantee the accuracy, appropriateness of such information.

© 2023 itsumo. inc.
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