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COMTURE CORPORATION 
Financial Results Briefing Session for  

The Fiscal Year Ended March 31, 2025 (Held on May 22, 2025) 
Key Questions and Answers 

 

Some sections of these questions and answers have been revised to make this information easier to understand. 

 

Q:  What is your sales growth for individual vendors? 

A:  Sales in the fiscal year that ended in March 2025 for major vendors compared with the previous fiscal year are as 

follows. 

Cloud Solutions 

• Microsoft:  +23.7% 

• Salesforce:  +8.4% 

• Cybozu:  +6.2% 

• ServiceNow:  -7.0% 

Digital Solutions 

• Data science:  +13.4% 

• AWS:  +18.1% 

Microsoft and data analysis sales are increasing steadily and Salesforce sales are recovering. ServiceNow sales 

decreased but are expected to start recovering due to collaboration with a large system integrator. 

 

Q:  You said you expect wages to increase about 5% during the fiscal year ending in March 2026 just as in the 

previous fiscal year. As your competitors raise wages at the same pace, will there be any change in your 

competitive position concerning recruiting activities? 

A:  We have continuously increased wages at a rapid pace during the past three years. Our wage increases were 

10.6%, 8.1%, 8.1% and 5.0%. The cumulative increase is having a big positive impact on our ability to hire people. 

Until three years ago, our wages were about average for our industry. Now, I believe that we are the leader in 

terms of salaries. The 5% increase in a single year may appear to be a common rate for the year in many sectors. 

However, our cumulative increase puts us well ahead of other companies and enables us to offer people a very 

competitive salaries and starting wages. For these reasons, I believe we have a big advantage for recruiting 

people. Furthermore, our high wages are holding down the attrition rate. I believe that our employees are 

satisfied with their salaries. 

Activities are under way for recruiting new graduates to join in April 2026. We are receiving preliminary 

acceptances at a faster pace than we did for the new graduates who joined in April 2025. In April 2024, 196 new 

graduates started working at COMTURE. One year later, not even one of them has left. I think this clearly 

demonstrates the improvement in our ability to hire people. 

 

Q:  You talked about increasing the use of partner companies. How have you been using these companies and what 

are you doing to use these companies even more? 

A:  Partner companies play a key role in our business operations by supplying engineers and helping us reinforce our 

framework for these operations. We started the core partner system a few years ago. As a result, there are now 

about 30 partner companies that have a close relationship with us at the management level. We ask these 

companies to supply a certain number of engineers every year and there are incentives for companies to reach 

the designated number. In addition, we give core partners assistance for training younger employees. 



- 2 - 

 

Development engineers are not the only category of cooperation with partners. We also ask partner companies 

for cooperation concerning our project management office, project managers and people who can perform 

upstream tasks. People from partner companies are involved with consulting too. The ability of partner companies 

to recruit people covering a broad spectrum of skills is one of our most valuable strengths. We plan to continue 

our collaboration with these companies. 

Q:  Please provide information about your current project manager training activities and your plan for these 

activities. 

A:  To continue growing, we must have a sufficient number of engineers. Project managers are particularly important. 

Our medium-term plan has the goal of raising sales to 51 billion yen during the next three years. Accomplishing 

this goal will require a large number of projects that we estimate will need about 600 project managers. We 

currently have 439 project managers. That means we need to complete the training of 160 project managers 

within the next three years. Training people internally is the first step and we also plan to recruit people from 

outside our group who can be project managers. We are building a project manager community as we upgrade 

and expand career paths and our training programs. Our goal is to complete the training of 160 new project 

managers, mainly young people already at COMTURE, within the next three years. 

 

Q:  Sales in the Cloud Solutions Business, which you designate as a growing market sector, increased during the first 

three quarters. However, the gross profit was down. In the fourth quarter, this business achieved both sales and 

earnings growth. How is this business performing now and what is your outlook? 

A:  There were some difficulties in the Cloud Solutions Business during the first half of the fiscal year ended in March 

2025. One problem was the smaller number of projects at Salesforce and ServiceNow in the markets of these 

companies. Another issue was the higher cost of training and reskilling programs in the first half due to the 

priority on training new employees and on reskilling activities. A large number of people were assigned to Cloud 

Solutions and Digital Solutions and the cost of training and reskilling programs in the first half increased as a 

result. In addition, there was a shortage of project managers. Our business activities with Microsoft and Cybozu 

have been strong. Activities with Salesforce were down for a while due to the completion of the installation of this 

company’s products at large companies. However, Salesforce has added new themes and the number of orders 

from midsize companies and financial institutions is climbing. Orders are increasing in the data cloud too, which is 

a new business sector for us. Consequently, the outlook for our Salesforce business is improving. Sales involving 

ServiceNow decreased but are starting to recover in part because of stronger relationships with large system 

integrators. We expect sales to increase in the fiscal year ending in March 2026. 

For these reasons, the Cloud Solutions Business is recovering and we expect this recovery to continue throughout 

fiscal year ending in March 2026. 


