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Provide a platform to empower individuals by making 
their knowledge, skills and experience visible and 
connecting them to those who need them

Mission

Create a world where each 
person lives their “own story”

Vision
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FY2026.8 1st Quarter Financial Highlights

Achieved an ideal profit structure for medium- to long-term growth through record-
high profits in Marketplace and a full-scale turnaround in Agent

l Sales of 2,460 million yen, gross profit of 1,580 million yen, and EBITDA*1 of 170 million yen
l Agent achieved a V-shaped recovery to the level of the same period last year, entering a phase of 

profit contribution as the second pillar of the business

Company-Wide 
Summary

Sales reached record highs, continuing steady growth
l Sales of 1,490 million yen and gross profit of 1,380 million yen
l Number of Service Listings exceeded 1 million and Skill Registrants surpassed 1.3 million. 

Capturing supply and demand in the skills market, further strengthening presence as a service 
platform

Marketplace

Signs of full-scale growth are becoming clear. Gross profit reached record-high levels
l Sales of 970 million yen and gross profit of 200 million yen
l Turnaround of coconala Tech and signs of further growth for coconala Assist
l Released team-based BPO packages one after another to address corporate challenges

Agent

*1: EBITDA (non-GAAP) = operating profit + depreciation + amortization of goodwill + share-based payment expenses. Referred to as EBITDA hereinafter.

Consolidated
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FY2026.8 First Quarter Financial Results

Item

(Unit: MM JPY)

FY2026.8
Q1

Comparison with Past Results

FY2025.8
Q1 YoY FY2025.8

Q4
vs. Q4 Prev. 

Year

Sales 2,467 2,373 +3.9% 2,349 +5.0%

Marketplace*1 1,492 1,393 +7.1% 1,471 +1.4%

Agent 974 981 ▲0.7% 878 +10.9%

Gross profit 1,586 1,513 +4.9% 1,556 +1.9%

Marketplace 1,383 1,317 +5.0% 1,374 +0.7%

Agent 203 196 +3.6% 181 +12.2%

EBITDA 178 207 ▲14.0% 70 +154.3%

Operating profit 79 108 ▲26.9% ▲40 -

Ordinary profit 81 79 +2.5% ▲40 -

Profit attributable to owners of parent 70 105 ▲33.3% ▲1 -

6

*1: A portion of the results for coconala Job Request (recurring transactions) was previously recorded under the Agent segment, but has been changed to the Marketplace segment starting from FY2025.8 Q3. Results prior to FY2025.8 Q3 are disclosed by retroactively applying this segment change.

Consolidated

Q1 gross profit, EBITDA, and profit are all progressing at a pace exceeding initial forecasts. The Agent segment grew significantly from the 
previous quarter. Further growth is expected in the second half, and the plan from the beginning of the period is for EBITDA and profit 
growth to be weighted toward the second half.



Quarterly Sales

1,089 1,106

1,156 1,184 1,205 1,211 1,293 1,348 1,393 1,384 1,471 1,471 1,492

138 193 168 157

1,013 981 957 874 878 974

Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1Q1 Q2

6

Q3

1,162
1,322

1,398 1,379
1,450

2,361 2,374 2,341 2,345 2,349
2,467

+3.9%

Agent
Marketplace
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Sales reached a new all-time high, with a YoY increase of 3.9%. In addition to the revenue growth in the Marketplace, the Agent segment 
recovered to the level of the same period of the previous year.

FY2023 FY2024 FY2025 FY2026

Consolidated

(Unit: MM JPY)



Gross profit reached record highs, increasing by 4.9% YoY. For the Agent segment, both coconala Tech's turnaround and 
the growth of coconala Assist contributed to reaching record highs.

Quarterly Gross Profit

1,030 1,060 1,112 1,133 1,151 1,159 1,237 1,289 1,325 1,309 1,387 1,374 1,383

183 187 187
169 174 203

Q4

26

Q1

24

Q2

25

Q3 Q4 Q1 Q2 Q3 Q4Q1 Q1

22

Q3Q2

1,155 1178 1,183
1,262

1,472 1,512 1,496
1,556 1,548 1,586

+4.9%

Agent
Marketplace
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FY2023 FY2024 FY2025 FY2026

Consolidated

(Unit: MM JPY)



EBITDA recovered to normal levels, overcoming the impact of the one-time investment burden such as advertising at 
the end of Q4 of the previous year. There was a slight impact from increased costs due to recruitment progressing 
smoothly compared to the same period of the previous year.

Quarterly EBITDA

-193

116

-19

158 158 147
170

106

207
185 184

70

178

Q2 Q3 Q4 Q1 Q2 Q3Q1 Q1 Q2 Q3 Q4 Q1Q4

EBITDA

9

FY2023 FY2024 FY2025 FY2026

Consolidated

(Unit: MM JPY)



Aiming for sustainable growth through a balanced approach to strategic business investment and appropriate cost 
control. Cost of sales is on an upward trend due to agent growth.

Cost of sales + Operating expenses

100%

361 376 384 396 397 398 406 507 485 493 506 533 513

86 70 86 85 97 89 95

159 134 108 123 161 117256 248 263 266 216 219 224

243 247 246 259
264

26582 90
123 95 111 134 126

165 177 184 188
192

204493

200

317
199 184 195 225

283 273 291
308

346
318

116 220 195 187

889
860 844 788

793 881

Q2 Q3 Q4 Q1 Q2 Q3Q1 Q1 Q2 Q3 Q4 Q1Q4

Cost of sales

Others

Outsourcing

Advertising

Personnel / recruitment

Commission / system

33% 34% 33% 30% 28% 29% 28% 22% 20% 21% 22% 23% 21%

8% 6% 7% 6% 7% 6% 7%
7% 6% 5% 5% 7% 5%

24% 23% 23%
20% 15% 16% 15%

10% 10% 11% 11% 11%
11%

8% 8% 11%
7%

8% 10% 9%

7% 7% 8% 8% 8%
8%

45%

18%
27%

15%
13% 14% 16%

12% 12% 12% 13%
15%

13%

9% 16% 14% 13%
38%

36% 36% 34%
34%

36%

Q2 Q3 Q4 Q1 Q2 Q3Q1 Q1 Q2 Q3 Q4 Q1Q4

Cost of sales

Others

Outsourcing

Advertising

Personnel / recruitment

Commission / system

Cost of sales + Operating expenses*1

(Unit: MM JPY)

Relative to Sales

(Unit: %)
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FY2023 FY2024 FY2025 FY2026 FY2023 FY2024 FY2025 FY2026

Consolidated
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*1: Take rate = Sales ÷ GMV
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Marketplace: Quarterly GMV Trend

3,560 3,545
3,756 3,799 3,808 3,808

4,055 4,173 4,271 4,175
4,414 4,366 4,313

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q4Q3Q2

+1.0%

Take Rate*1 (%)

27.2 27.6 27.1 27.3 27.6 27.6 27.8 28.2 28.5 28.8 29.1 29.2
29.9

GMV grew steadily by +1.0% YoY

FY2023 FY2024 FY2025 FY2026

Marketplace

GMV
(Unit: MM JPY)
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Sales reached record highs, continuing to grow at +7.2% YoY. Sales increased due to a rise in the number of coconala 
Job Request projects driven by sales activities.

Marketplace: Sales and Segment Profit

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1

259

Q4Q3Q2

1,088

255

1,105

249

1,155

Q1

1,183

320

1,204

353

1,210

350

1,293

387

1,346

390

1,392

436

1,384

376

1,471

401

1,470

360

1,492

385

+7.2%

(Unit: MM JPY)

*1: Segment profit = segment operating profit + depreciation + depreciation (cost of sales) + amortization of goodwill + amortization of customer-related assets + corporate expenses. The allocation criteria for corporate expenses were changed from the fiscal year ending August 2026. Figures for the fiscal year ended 
August 2025 and earlier have been retroactively adjusted to the new criteria and differ from previously disclosed figures.

FY2023 FY2024 FY2025 FY2026

Sales: coconala Skill Market / Others

Sales: coconala Legal Consultation

Profit: coconala Skill Market / Others

Profit: coconala Legal Consultation

Marketplace
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The number of registered users has surpassed 5.7 million. The number of service listings has exceeded 1 million, and 
skill registrants have also surpassed 1.3 million, showing steady growth. Further strengthening our presence as a service 
platform

Marketplace (excluding legal consultations) : KPIs

592
646

733

876

1,006

1,158

1,315

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q4Q3Q2

+31%

706
763

815
861

904
959

1,018

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q4Q3Q2

+13%

3,683
4,053

4,402
4,756

5,096
5,426

5,720

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q4Q3Q2

+12%

Registered Users

(Unit: Thousands of People)

Number of Service Listings

(Unit: Thousands)

Skill Registrants

(Unit: Thousands of People)

FY2023 FY2024 FY2025 FY2026 FY2023 FY2024 FY2025 FY2026 FY2023 FY2024 FY2025 FY2026

Marketplace



*1: In FY2025.8 Q1, temporary large transactions by some sellers led to discrepancies in the data. Therefore, these impacts have been excluded

Purchase amount per buyer continued to grow at +7%. While unique buyers were negatively impacted by SEO changes affecting 
new unique buyers, they have shown a significant recovery trend recently as a result of countermeasures. Existing unique buyers 
are progressing smoothly

Marketplace (excluding legal consultations) : KPIs

162
156 161 158 157 156 159 160 163 157 161 156 151

Q1 Q2 Q3 Q4 Q1*1Q1 Q3 Q4 Q1Q2Q4Q3Q2

-7%

22,023
23,385 24,283

25,448 26,279
27,461 28,009

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q4Q3Q2

+7%

Unique Buyers

(Unit: Thousands of People)

Purchase Amount Per Buyer

(Unit: Yen)

15

FY2023 FY2024 FY2025 FY2026 FY2023 FY2024 FY2025 FY2026

Marketplace
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The number of registered lawyers and ARPU both reached record highs. The number of registered lawyers grew by 9% 
YoY, and ARPU*1 also improved by 5% YoY

Marketplace (legal consultations) : KPIs

Number of Registered Lawyers

(Unit: People)

1,150

1,296
1,397

1,493
1,553

1,639 1,690

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q4Q3Q2

+9%

106 108 109 110 111 111 112 113 114 114 115 118 119

Q1 Q2 Q3 Q4 Q1Q1 Q3 Q４ Q1Q2Q4Q3Q2

+5%

ARPU

(Unit: Thousand yen)

*1: ARPU: Average Revenue Per User (Revenue per registered lawyer)

FY2023 FY2024 FY2025 FY2026 FY2023 FY2024 FY2025 FY2026

Marketplace
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Aiming for further increase in GMV by gaining new user segments through diversification of payment methods and 
supporting sellers through data utilization (Seller Success)

coconala Skill Market: Topics

Introduction of "PayPay" as a payment method to lower the 
purchase hurdle

Released "Seller Success" to support sellers

Grown with the tailwind of changing times, such as the promotion of side jobs by the 
Ministry of Health, Labour and Welfare and the spread of COVID-19. coconala Inc. 
continues to aim for a "comprehensive service platform" by expanding categories 
and service delivery methods.

Trend in Number of Services on 
Offer

Attracting new customer segments 
and expanding the platform's reach

Gaining segments with resistance to entering 
card information,
as well as younger generations and mobile 
users

Supporting seller sales growth 
through features such as data 
analysis
Released an all-in-one service to solve 
the income instability and difficulty in 
receiving continuous project orders 
faced by freelancers

Number of services on offer exceeded 1 million

Grown into one of Japan's largest skill markets in approximately 
13 years

Marketplace

(Unit: 10,000s)
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*1: Segment disclosure began in Q4 of the fiscal year ending August 2023. Agent segment results include coconala Tech, coconala Assist, coconala Pro, and coconala Consulting.
*2: Segment Profit = Segment Sales - Cost of sales - selling, general, and administrative expenses (excluding corporate expenses) + depreciation + amortization of goodwill. The allocation criteria for corporate expenses will be changed from the fiscal year ending August 2026. Figures for the fiscal year ending August 2025 
and earlier have been retroactively adjusted to the new criteria and differ from previously disclosed figures. 19

Sales recovered significantly by +10.9% from the same quarter of the previous year. Gross profit reached record highs. In 
addition to the turnaround of coconala Tech, coconala Assist continued to grow. Agent is becoming the "second pillar of 
growth."

Agent: Quarterly Financial Results *1

138
193 168 156

1,013 981 956
873 878

974

22 26 24 24

185 188 188 170 174 204

-27 -58 -58 -75 -108
-45 -42 -51 -73 -43

Q3 Q4Q4 Q1Q2Q1Q4Q1 Q3Q2

10.9%

-0.7%

Sales

Gross Profit
Segment Profit*2

(Unit: MM JPY)

FY2024 FY2026FY2023 FY2025

Agent
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The number of clients increased significantly due to strong project acquisition by the sales organization. The worker 
referral rate for projects also remains at a high level.

Agent: KPIs

Clients*1

(Unit: Companies)

66 72 67
87

325
347

374
404

444

516

Q1 Q2 Q3Q4 Q1Q4Q4Q3Q2Q1

+49%

Active Workers*2

(Unit: People)

101 93 89 106

560
599

666
718

783

879

Q4 Q1 Q2Q4 Q4 Q1Q3Q3Q2Q1

+47%

*1: The total number of contracted companies in each agent business as of the end of each quarter
*2: The total number of active workers in each agent business as of the end of each quarter

FY2024FY2023 FY2025 FY2026 FY2024FY2023 FY2025 FY2026

Agent
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The Agent segment expects overwhelming growth through the dual pillars of coconala Tech and coconala Assist.

Agent: Changes by Business

• Revenue was on a temporary downward trend in the previous fiscal year due to the impact of the sales model transformation 

following PMI.
• The transition to an efficient, dedicated sales structure has been completed through the aforementioned sales model 

transformation, achieving a V-shaped recovery.

• Building on the results of structural reform, growth will be accelerated by launching matching services for full-time engineers.
• The share of performance within the Agent segment remains the largest.

Changes from the Previous Fiscal Year to the Current Fiscal Year and Beyond

coconala 
Tech

coconala 
Assist

• Continuing to grow significantly from the previous fiscal year.
• The construction of a highly reproducible business model has been completed, entering the profit contribution phase from 

the current fiscal year.

• High-unit-price BPO services are being released one after another, and the order backlog is also accumulating.
• From the current fiscal year onward, the contribution to the overall growth rate will accelerate as the share of performance 

within the Agent segment expands.

Agent



Evolution into an efficient sales structure led to the number of business meetings reaching record highs
22

Overhauled sales and KPI models to establish a scalable, system-driven structure. Eliminated individual skill 
dependence to achieve high reproducibility and efficiency. Record-high business meetings realized following strategic 
headcount optimization.

coconala Tech: Topics

Future

Specialized Sales Model
Dedicated personnel assigned to "Client Relations" and 
"Talent Relations" respectively

KPI-based Management
Leveraging coconala Inc.'s strengths to make KPIs visible 
and standardize knowledge for achievement

Past

Management Based on Individual Knowledge
High dependence on individual experience, making it 
difficult to ensure horizontal expansion and 
reproducibility

Sales
Model 

Transfor
mation

KPI
Manage

ment
Strengt
hening

Dual-role Sales Model

A single salesperson handles both "Clients" and "Talent"

Clients TalentPersonnel Clients TalentClient Relations Talent Relations

Agent



23

Exceeded 450 cumulative workers in two years since launch, achieving 379% year-on-year growth. Transitioning to a 
high unit price and recurring use model through the rollout of team-based BPO packages.

coconala Assist: Topics

Cumulative number of workers exceeded 450 (379% YoY)

Overwhelming expansion of the supply (worker) side
Rapidly building a network of high-quality professional talent. Capturing 
a wide range of demand from startups to large companies, with both 
business and organization growing steadily.

Successive releases of team-based BPO packages

Cumulative number of client 
companies

260 Reached
companies

Launched "SNS Operation Agency Service"

A team of experts provides one-stop support from 
business plan formulation to subsidy selection, 
addressing complex application processes and 
lack of specialized knowledge.

Launched "Subsidy Application Support"

Organizational 
structure

40 Expanded to
people

*1: Small and Medium Enterprise Agency "2020 White Paper on Small Enterprises" *2: Prepared by coconala Inc. based on Itsmo Inc. "Survey on the Actual Status of SNS Use by E-commerce Operators" (October 2024)

Reasons hindering the 
use of public support (subsidies, etc.)

*1

Two years since launch

Challenges in corporate SNS operation

Launched "Sales Agency Service"

A dedicated team provides end-to-end agency 
services, from nationwide on-site photography to 
Request Proposals and analysis, addressing the 
shortage of skilled talent and expertise.

10/30

12/19

9/24

Objectives of package rollout

Increase
unit price

through comprehensive
 order intake

Capturing a wide range 
of needs
Increase number
of client companies

Maximize
revenue

Agent

Number of workers
Complex 

procedures

*2

Low 
strategic 
impact 

Cluttered 
information

Others

Lack of 
operators 

Content 
scarcity

Hard to 
measure 
impact

Stagnant 
follower 
growth 

Assist
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Progress Rate Against the Full-Year Earnings Forecast

The progress rate against the full-year consolidated earnings forecast is tracking steadily as expected. There are no 
changes to the full-year consolidated earnings forecast from the initial announcement.

(Unit: MM JPY)
FY2025.8 FY2026.8

YoY
Result Forecast

Sales 9,410 11,000 +16.9%

EBITDA (non-GAAP) 649 800 +23.2%

Operating profit (J-GAAP) 256 450 +75.7%

Profit attributable to
owners of parent 306 360 +17.3%

Full-Year Earnings Forecast Status of Progress for FY2026.8
(Unit: MM JPY)

EBITDA（non-GAAP）

Operating profit（J-GAAP）

70
 (19%)

Profit attributable to
owners of parent

2,467 
(22%)

178 
(22%)

Sales 11,000

800

450

360

100%

*1: Operating profit (non-GAAP) = Operating profit + Amortization of goodwill + Share-based payment expenses

79
(18%)

Consolidated



2. Growth Policies
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Summary of Future Growth Policies

Until now, coconala Inc. has actively invested in new businesses and promoted diversification to maximize corporate 
value in the medium to long term. From FY2026 onward, our second and third business pillars will being contributing to 
profits. coconala Inc. aims for further growth by utilizing generated cash and M&As

~ FY2025

~ FY2022

~ FY2030

New businesses and M&As 

cultivated to date are 
becoming the second and 

third pillars of profitcoconala’s Ecosyste-

mz concept announ-

ced Promoting dive-
rsification

Business expansion 
centered on the Skill 

Market

Realization of an all-
in-one
service platform
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Environmental Changes Surrounding coconala Inc

Amid rapid environmental changes, coconala Inc. will leverage its unique database to sustainably provide value by 
matching optimal talent and skills. While using AI to streamline existing operations, coconala Inc. will further strengthen 
the provision of skilled talent for high-value-added domains

*1: Cabinet Office, "2025 White Paper on Aging Society" (June 2025) *2: Created by coconala Inc. based on Mitsubishi Research Institute's "Monthly Review June 2021 Issue, Special Feature 1: Human Capital Strategy to Enhance Human 
Capital."

Threats

Opportunities

As it becomes more difficult for companies to 
secure a workforce, possessing a rich talent 
database itself becomes a competitive advantage.

2010 2030 2050

8,103 7,076 5,540

Total population（10K）
Working population （10K）

On the other hand, in areas where creativity, 
expertise, and interpersonal skills are required,
the demand for talent is relatively increasing.

Deepening labor shortage due to declining working 
population

With the spread of generative AI, simple, routine 
tasks and one-time engagements are being rapidly 
replaced.

Japan's labor supply-demand balance *2

Administrative talent
Skilled talent

2015 2020 2030

Sur
plu

s
Sh
ort
age

1.2 million 
people Surplus

1.7 million
people Shortage

Trends in Japan's working population *1
Leveraging the talent database, 
coconala Inc. will provide a wide 
range of services, from one-time 
to ongoing projects, to all 
customers facing labor 
shortages.

By utilizing AI to enhance the 
product experience, coconala Inc. 
will further strengthen the 
provision of skilled talent 
capable of handling high-value-
added domains that should be 
handled by humans.



Image of the Size of the Market Targeted by coconala (TAM)

In addition to the one-time engagement areas that coconala Inc. has targeted so far, coconala Inc. aims to accelerate 
growth by adding the long-term engagement area to its targets, leveraging its existing databases and product assets

*1: The total revenue for industries classified as capable of providing services through online matching, calculated from the Economic Census. This was commissioned by us to the Japan Research Institute, which prepared the market size for 
online matching services in August 2024.

■ Size of Market for Online Matching Between Individuals and Businesses*1

One-time + long-term engagement 
between individuals, SMEs, and 

large enterprises

One-time engagement area 
between individuals and SMEs

Approx. 18 trillion yen

29

Approx. 37 trillion yen
Long-term

One-time 

Between Individuals and 
Small Businesses

Between Individuals, Small 
Businesses, and Large Enterprises



Private Customer

Corporate Client

l Number of Corporate Users 
exceeds 540,000

l Approximately 30% of the 
roughly 1,600 companies listed 

on the TSE Prime Market use 
coconala

Marketplace

Agent

30

coconala's Strengths / Assets

Over 1.3 million
skill database

l A high-quality database with 
detailed skill information

l The matching rate*1 for 
customer needs is 

approximately 90%

l Many report finding talent they 
couldn't find elsewhere

l Common account infrastructure
l Talent profile infrastructure
l Matching infrastructure
l Payment infrastructure

l Management (sales and messages) 
infrastructure

*1: Matching rate: The percentage of cases where coconala Inc. was able to introduce talent that met the client's needs in the agent business.

Skill Market

Content Market

Legal Consultant

Job Request

Scout

Tech

Consult

Assist

Pro

①Talent database 
infrastructure

②Client database 
infrastructure

③Product Infrastructure



Asset ①: Talent Database

The number of skill registrants is steadily increasing, exceeding 1.3 million. By leveraging this abundant talent pool, 
coconala Inc. can propose the right talent for any customer need with a high probability of success. Due to high 
recognition, talent flows in, resulting in almost no acquisition costs

Number of Skill Registrants
(Unit: Thousands of People)

Listing-related data

31

Number of service 
categories

types
or 
more740

Number of registered 
qualifications

types762

Number of Skill 
Registrants

million1.3
Number of services 

listed

10K100
*As of October 
2025

592
646

733

876

1,006

1,158

1,315

Q2 Q3 Q4 Q1Q1 Q3 Q4 Q1Q2Q1Q4Q3Q2

YoY
+31%

FY2026FY2023 FY2024 FY2025



Asset ②: Client database

coconala Inc. has abundant contact points with companies by acquiring corporate members through inflows into the 
Skill Market and leveraging Mizuho Bank's corporate network. With the launch of sales approaches to the corporate list, 
coconala Inc. will achieve an overwhelming number of project acquisitions

• Over 5 million registered users
• Over 540,000 corporate users
• Approximately 30% of the 

approximately 1,600 companies 
listed on the TSE Prime Market 
use coconala Inc.

Existing registered pool in 
Marketplace

• Reach extending to Mizuho Bank's 
hundreds of thousands of 
corporate accounts

Mizuho coconala

• High awareness rate (general: 
50%; business: 75%) driving 
traffic from branded keywords

• New acquisition team centered 
on Agent

Marketing and Sales Infrastructure

32



Asset ③: Product Infrastructure

By making most of the functions common, heavy functional development can be simplified when developing new 
products. It is possible to release products speedily by individually refining the parts related to the user interface

Management

Skill
Marketplace

coconala
Job Request

coconala
Scout

New
products

Agent

Common 
development

Individual 
developme

nt

33

PaymentMatchingVarious static pagesListingUser info
registration

Membership 
registration

Management 
infrastructure
‧ Transactions
‧ Reviews
‧ Sales/Points
‧ Messages
‧ Other

Payment 
infrastructure

Profile
infrastructure

Verification 
infrastructure

Scout Quote 
Proposal

• Home page
• Listing page
• Detail page

Search

New listing 
format

Request 
Proposal

Search‧Quote

Service listing
‧ Text
‧ Phone calls
‧ Video
Chat



coconala's Growth Policies

Achieving discontinuous evolution through the development and introduction of AI
agents

l In-house development of a wide range of functional AI agents

l Connecting developed AI agents to internal products and external platforms
l Optimizing and advancing internal job-specific workflows with AI

③ Utilization of AI

Growth Policies: Establish a comprehensive service platform covering all customer needs

34

Steady growth through new feature expansion and the launch of new matching methods
l Skill Market/Legal Consultation: Strengthening matching functions with AI, bolstering customer 

acquisition measures
l Job Request/Scout: Further automation of the matching process, increasing the number of projects 

through sales activities

l Content Market: Increasing SKUs, developing new features to create matching opportunities

① Marketplace

Making Agent the "second pillar of growth" centered on coconala Assist
l coconala Tech: Improving quality and expanding project size by utilizing full-time engineers

l coconala Assist: Significant expansion of sales personnel to expand the success model, full-scale entry 
into the BPO business

l coconala Consulting: Vertically launching an in-house consulting organization that addresses 

management issues

② Agent



Progress of Growth Policies

35

l Skill Market:Enhancement of AI-based matching functions and 
leveraging of customer attraction measures

l Job Requests and Scout:Further automation of the matching process 
and increasing the number of projects through sales activities

Marketplace

l coconala Assist : Significant expansion of sales personnel to scale 
successful models and full-scale launch of BPO business

l coconala Tech : Enhancement of the quality and larger project sizes 
through the utilization of full-time engineers

l coconala Consult : In-house vertical launch of a consulting organization to 
drive solutions for management issues

Agent

l In-house development of various functional AI agents
l Connecting developed AI agents to internal products and external 

platforms
l Optimizing and advancing internal job-specific workflows with AI

Utilization of AI

Growth Policies Progress in FY2026.8 Q1

*1: Units of each service on offer sold on coconala (1 SKU = 1 listing)

l coconala Assist : Expanded new services and strengthened the 
service delivery system in high-demand, high-unit-price areas

l coconala Tech : Promoting the launch of full-time SES under an 
emerging high-return model

l coconala Consult : Steady progress in organization building. 
Recruitment of experienced talent is underway

l Beta version of the Skill Suggestion AI Agent completed
l Preparation stage for deploying the above AI Agent to internal 

products and external platforms
l Corporate-wide AX Task Force is underway.

Implementation of AI and workflow construction in each job 
category are progressing smoothly

l Skill Market : Steadily promoting the implementation of AI 
utilization measures for the Skill Market

l Job Requests and Scout : Reviewed the matching flow and 
established a system expected to drive the number of projects 
through sales activities



Job RequestEC (vertical)EC (horizontal)

New

Development

Consulting

Business 
Agency

Creative

Consultation

Learning

Existing

Marketplace Agent

Entertainment
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Vertical e-commerce

Vertical e-commerce

Skill Market

Content Market

Legal Consultant

Job Request

Scout

Tech

Consult

Assist

Pro



Growth Policy ①: Marketplace Matching Expansion

By rapidly expanding Marketplace functions while utilizing the Product Infrastructure, we will respond to the needs of a 
diverse range of individual/corporate customers and achieve matching

Enabling matching for work that 
occurs continuously over the long 
term

IT development, accounting, HR, marketing, 
administrative support, consulting, etc

Improving LTV through higher retention 
rates and unit prices

one-time engagement

long-term engagement (outsourcing)

For customers with various IT 
literacy levels, more
Expanding methods for optimal 
matching

‧Verbalize needs and post as a job opening
‧Scout talent with the necessary skills

Increase in matching count and corporate 
customer usage

E-commerce

Job Request

Scout

Provide an optimized product for
specific customer needs

Targeting categories with large 
growth potential and high customer 
specificity, such as fortune-telling

Boosting GMV through individual category 
growth

Horizontal e-commerce ‒ services

Horizontal e-commerce ‒ content

Vertical e-commerce

Service provision fields Matching method Deepening by category
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Growth Policy ②: Launch and expansion of Agent businesses

By expanding our lineup to include management consulting, team-based development support, and BPO, we will 
provide value across the board, from operational to management levels, to address corporate challenges

Operational
level

Business unit
level

Management
level

Corporate challenges coconala's service lineup

Tech Assist/Pro Consulting

Management
Consulting

Team-based development
 support

Full-time PM × freelancer
hybrid

Corporate direction & growth 
strategy challenges

Business competitiveness & 
profitability challenges

Operational efficiency & process 
optimization challenges Freelance engineer 

matching
Freelance assistant 

and creator matching

production contracting
BPO

Starting from solving 
individual challenges,

Existing

From individual solutions to 
team-wide support

Growth Policy 3: Thorough implementation of AI

New
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Growth Driver: coconala Assist

Client acquisition Talent recruitmentDatabase of over 540,000 corporations
+ Sales capabilities based on client 

understanding

Talent Database of 
over 1.3 million people

Leveraging the database derived from the Marketplace, the number of matches increases as more projects are created. 
Going forward, coconala Inc. will rapidly scale by increasing sales personnel and strengthening the accelerator for 
revenue expansion.

Utilizing assets to create
Overwhelming matching generation

Expanding the scope and
possibilities of talent acquisition

Talent can be secured without 
location constraints, including online 
and in regional areas.

Accessibility

Capable of responding to
"I need it right now"

Can respond in as little as 3 days to 
sudden vacancies or urgent project 
starts.

Speed

Talent costs can be converted into 
variable costs

Reduces hidden recruitment costs 
such as referral fees and social 
insurance premiums, allowing for 
Ordering only as much as needed.

Cost

Always able to secure
necessary expertise

Necessary expert knowledge can be 
quickly incorporated in response to 
environmental changes.

Quality

Assist



Case Studies of coconala Assist Services
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Providing flexible services tailored to needs, from specialized areas with high recruitment difficulty to sudden busy periods

Examples of 
Client Companies

Speed

Responding to "I need it right now"

Cost

Talent costs can be converted into 
variable costs

Quality

Ensuring necessary expertise is always 
available

Client 
Company

Company A, a long-established regional 
food manufacturer

Company B, a major entertainment 
company

Company C, a major telecommunications 
and IT company

Company D, a major precision equipment 
manufacturer

Challenges

Service 
Provided

Aiming for nationwide expansion of in-
house E-commerce, but unable to recruit 
E-commerce consultants or Web 
marketers with a track record within the 
prefecture

Assigned a professional with E-
commerce launch experience living in the 
Tokyo metropolitan area on a full remote 
basis. Secured the optimal professional 
regardless of residence

The response on YouTube was larger 
than expected, and the planning, filming, 
and editing cycle could not keep up

Selected talent with practical experience 
in a few days. Started the creative team's 
operations in less than a week

Temporary shortage of accounting 
resources due to the fiscal year-end and 
new system implementation, but costs 
for temporary staffing or recruitment 
agencies were not justifiable

Formed an accounting team only for the 
necessary period with zero recruitment 
cost. Achieved conversion to variable 
costs aligned with fluctuations in 
workload

Unable to find talent with specialized 
knowledge of chemicals, etc., who can 
create Safety Data Sheets

Proposed an individual conducting 
chemical research at a university. The 
required skills and experience matched, 
leading to immediate hiring

Expanding the scope and
possibilities of talent acquisition

Accessibility
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Skill Proposal AI Agent achieves "automation of requirements definition." Breaking through the chasm to achieve 
overwhelming growth by gaining the majority segment.

Utilization of AI: Evolution of Products (for Customers)

Issues to be Solved Specific Initiatives

Enter 
requests and 

issues into 
chat

User Barriers to verbalization Appropriate services and 
talent

Vague sense of issues must be verbalized
as "requirements," which is a high hurdle

High hurdle of verbalization unique to intangible goods Beta version of Skill Proposal AI Agent completed

Limited to high-literacy segment, leaving the massive majority segment = 
potential market untapped

Capture the majority segment in addition to the high-literacy segment to 
achieve overwhelming growth

Want to borrow 
professional 
expertise for a new 
business

User Propose optimal 
services and 

talent
Skill Proposal AI
Agent

Talent DB

Generative AI Platform
Form

High-literacy segment

Chasm

Majority segment
(Potential market)

Chasm

Majority segment
(Potential market)

High-literacy segment
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Improving operational efficiency through AX, strengthening the management foundation, and creating new value

Utilization of AI: Improving productivity (Internal)

Issues to be Solved Specific Initiatives

Strengthening the management foundation and creating new value
through Corporate-Wide AX (AI Transformation)

AI

▼ Progress in each area

Area Content Progress

CS AI-driven primary response for inquiries Completed

Sales AI-driven Sales Activities such as calling and meeting preparation In progress

Development Introduction of AI tools for implementation (coding) In progress

Planning and Design Introduction of AI tools for product specification formulation In progress

Accounting Introduction of AI tools for Accounting tasks such as monthly closing In progress

Room for efficiency in labor-intensive tasks as the organization 
expands

Improving productivity per person by eliminating structural inefficiencies

Potential for efficiency in non-core tasks

Shifting resources to higher value-added tasks by 
streamlining routine work such as inquiry response and 
minute-taking

Improving organizational strength through 
knowledge sharing

Raising the overall skill level of the organization by using 
AI to formalize and share individual expertise



43

Overall M&A Strategy

Overall Picture of 
M&A Strategy

• Premised on operating profit after amortization 
of goodwill being in the black

• Conduct disciplined valuations that do not rely 
on assumed PMI effects

Valuation Discipline

Expansion into New 
Areas

(TAM Expansion)
 A service platform that 

has everything
platform

Expansion into 
necessary areas

Deepening of 
Existing Areas

(SAM Expansion)
Vertical startup and 

lineup expansion from 
existing product 

infrastructure
• Utilize coconala's talent and client databases 

to achieve early collaboration

• Foster a sense of unity as coconala's Ecosystem

PMI Policy

With the deepening of existing areas and expansion into new areas as two wheels, in addition to organic growth, we will 
execute a disciplined M&A strategy as a means to accelerate growth speed. We will promote the expansion of the 
ecosystem in a non-continuous manner



3. Appendix



Post a request and select from the 
collected proposals and 
talent to place an order

Buy and sell articles, images, 
and illustrations without
intermediaries

Matching consultants with lawyers
through our legal media platform

Directly approach professional talent
registered on coconala
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Service Introduction

Introducing engineers and PMs
who support corporate IT/DX

Marketplace

A skill marketplace where services can be bought and 
sold online

Agent

Introducing top-class creators
by their real names

Introducing assistant talent who can 
work for just the required hours

Introducing high-class consultant
talent

Skill Market Job Request

Content Market Scout

Tech Assist

Pro Consult

Regal Consultant

A group of professionals addressing business challenges
Results-oriented business support



Main Business: Features of coconala Skill Market

A matching platform where knowledge, skills, and experience are commercialized and can be bought and sold like e-commerce
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Purchase/Listing via E-
commerce Model

Point 1

Completed Entirely Online
Point 2

Wide Range of 
Categories

Point 3



Main Business: Features of coconala Tech

One of the industry's largest business outsourcing type agent services for freelance engineers. Leveraging coconala's skill 
databases, it creates a growth cycle where matching opportunities and contracts increase as the pool of talent and projects grows.
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Business Model Solving corporate IT talent recruitment challenges

Membership registration

Project information

Recruitment and 
contract

Outsourcing fees
Freelancers
Engineers

Partners
Clients

Resource provision

Outsourcing fees

Resource provision

Job information

Outsourcing fees

End
Clients

Three features to solve these challenges

Over 500,000 talent 
referrals from DB

Optimal talent 
proposed for free

I don't want to spend 
on initial costs...

Start working in 
as little as 3 days

coconala DB
• Talent DB

• Customer DB

I want to increase 
development talent 

urgently...

I can't find IT talent 
ready for immediate 

work...

SIer

Tech



Main Business: Features of coconala Assist
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An online assistant/outsourcing service for corporate clients, available from 80,000 yen per month for 40 hours. It features the 
ability to utilize highly specialized talent for only the necessary amount of time without incurring recruitment costs. It is 
growing rapidly with an overwhelming matching rate that leverages coconala Inc.'s talent and client databases.

Aiming for efficient talent utilization that replaces traditional 
hiring Future growth image

Organizational structure

Expanded 
to people2→40

Cumulative number of active 
users

YoY
%379

Scaling sales personnel and the number of 
projects at once

‧Routine tasks
‧Highly specialized tasks

• Short-term and flexible work 
design

• According to busy and slow 
periods Pinpoint utilization

In-house 
hiring

‧Core and strategic
operations

• Accumulation of expertise
• Fast implementation speed

Time

Revenue

In 2 years since launch

Recruitment 
type Suitability and features of each recruitment type

‧Routine tasks
• Excellent compatibility with 

highly repetitive tasks
Temporary 

staffing
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Number of Employees by Business

Continue to invest in new businesses while making appropriate investments in talent based on the market environment

103 110 112 117 123 121 136 135 132 130 133 134 135 142 144 145 143

8 8 10 11
15 15

18 23 24 24 35

86 71 66 63 76 83

12 13 14 15
14 16

18 18 14 13
14

12
11 11 14

14 12

27
30 33 36 33 31

32 30 29 29
30

32
36 34 32

31 29

Q1 Q2Q4 Q3Q3Q1 Q2 Q1Q1 Q2Q4 Q3Q3 Q4Q2 Q1

150
161 169

179 185 183

204 206 199 196
212

264
253 253 253

266 267

Q4

Corporate

Marketing

Marketplace

Agent

(Unit: People)

FY2022 FY2023 FY2024 FY2025 FY2026
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Balance Sheet

Nov. 2025 (Consolidated)
(Unit: MM JPY)

Aug. 2025 (Consolidated)
(Unit: MM JPY)

Other assets
3,389

Advanses received 722

Deposits received
882Cash and deposits

2,936

Other net assets 406

Shareholders’ equity
2,011

Other liabilities
2,304

Other assets
3,413

Advanses received 712

Deposits received
849Cash and deposits

2,941

Other net assets 445

Shareholders’ equity
2,082

Other liabilities
2,266

Shareholders' equity ratio increased from 31.7% to 32.7%, maintaining a highly sound financial base



Disclaimer

This material includes forward-looking statements.
Such statements do not guarantee the realization of such outlook and includes risks and uncertainties.
Please note that the actual performance may differ from the future outlook due to environmental 
changes, etc.

In addition, the information on companies other than coconala in this material are cited from the 
disclosed information, etc., and coconala does not verify nor guarantee the accuracy and adequacy of 
such information.
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Create a world where each person lives their “own story”


