COMTURE CORPORATION
Financial Results Briefing Session for
The Fiscal Year Ended March 31, 2026 (Held on May 25, 2026)
Key Questions and Answers

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

Q: What are the year-on-year sales growth rates for major SaaS vendors?

A: Sales in the fiscal year that ended in March 2026 for major SaaS vendors compared with the previous
fiscal year are as follows.

Cloud Solutions
*These figures do not include the sales contribution of Human Interactive Technology inc. (HIT), which became a consolidated

subsidiary on June 30, 2025.

Microsoft: +15%
Salesforce: +5%
ServiceNow: +10%
Cybozu: (7)%

Digital Solutions
Data science: +15%
AWS (Amazon Web Services): +39%

Business Solutions
SAP: 0%

In the Cloud Solutions Business, Microsoft and Salesforce are performing well and ServiceNow has
started to recover. However, Cybozu was down due to problems encountered in certain projects in
the first half. We restarted sales activities in the third quarter and there are signs of a recovery.

In the Digital Solutions Business, growth is rapid for data science, which includes data analysis and
data management, and for AWS. Growth of AWS projects, including the construction and
development of Al platforms, made a significant contribution to growth.

In the Business Solutions Business, while SAP sales remained flat YoY, sales of ERP projects other
than SAP increased. Sales of the entire ERP business are growing.



Q: What is your outlook for individual business units in the fiscal year ending in March 2027?

A: Our goal is to achieve growth in all five business categories in this fiscal year. In the Platform,
Operation Services, we believe that more time will be needed to start operations due to the effects of
business structural reforms. We expect that Cloud Solutions, Digital Solutions and Business Solutions
will be the main sources of growth.

In prior years, we have focused on Cloud Solutions and Digital Solutions as the primary drivers of
growth and allocated resources accordingly.

In this fiscal year, our priorities are our conventional technology businesses and making customer-
centric businesses stronger. Recently, we have been increasing direct assistance for solving problems
and developing IT systems by working closely with customers, such as by using forward deployed
engineers. We are making this business category more powerful, too. Our customer-centric business
is a category where we have been building up strengths and accomplishments. In recent years,
customers’ needs concerning this business have become even greater.

Q: In the fiscal year that ended in March 2026, how much were sales of projects directly with customers
and sales of projects received through system integrators as percentages of total sales? If you shift to
a customer-centric model, will that raise the percentage of direct transactions with customers?

A: Business with system integrators and consulting companies is about 50% to 60% of our sales. Orders
received directly from end users are 40% to 50% of sales. Shifting to a customer-centric model will
probably raise the percentage of sales from orders received directly from end users.

Until now, most of our business was individual projects. Therefore, new sales activities were needed
every time we finished a project. This created problems involving the continuity of business activities
and the efficiency of sales activities. To deal with these problems, we established a sales organization
encompassing all of our operations. The goals are the growth of continuous transactions with
customers and the use of cross-selling. We will select targeted customers, mainly end users, listen to
their problems and requests, and determine if submitting a proposal is possible. For projects we
receive through Saa$S vendors and system integrators, we will continue to operate as a technology-
based business. Our goal is more growth backed by both our customer-centric business and
technology-based business.



