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Presentation 

 

Inami: Thank you for taking the time out of your busy schedule to join us today. We will now begin the 
presentation of financial results for the fiscal year ended March 31, 2026, which was recently announced on 
May 15. 

I, Inami, who has been in charge of IR since this term, will serve as the moderator. Thank you. 

Now, Kamei, Managing Executive Officer, will explain the financial results for the fiscal year ended March 31, 
2026, and the outlook for the fiscal year ending March 31, 2027. 

Kamei, please begin the presentation. 

Kamei: Hello, everyone. My name is Kamei, and I have just been introduced to you. Thank you. I have had 
many opportunities to talk with investors at the one-on-one meetings for each quarterly financial results, but 
this is the first time for me to explain the results at a financial results briefing, so I would like to ask for your 
cooperation. 

 

First, I will explain the financial results for the fiscal year ended March 31, 2026. Net sales were JPY38.1 billion, 
up 4.9% YoY. Operating profit was JPY4.66 billion, up 0.6% YoY. We were able to secure a 16th consecutive 
year of sales growth and a 15th consecutive year of profit growth. In particular, looking only at the three 
months of Q4, sales were 6.2%, gross profit was 3.7%, and operating income was 7.2% YoY, indicating that we 
are back on a recovery track. 

However, concerning this evaluation, despite the continued growth of sales and profit, the growth rate has 
been slower than in the past, and the operating margin declined by 0.5 percentage point to 12.2% YoY. Of 
course, there is also the impact of prior investments, and the amount of amortization of goodwill has 
increased here, but the current situation is that some structural issues are becoming apparent. 
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The main reason for the increase in sales was the continued growth of the cloud platform business, especially 
with Microsoft and Salesforce returning to a recovery trend. At the same time, the expansion of financial and 
ERP projects, as well as an increase in projects in the western Japan area, boosted sales.  

On the other hand, a lack of resources, particularly project managers, is constraining growth. This has resulted 
in opportunity losses, and measures to address this are planned for the fiscal year ending March 31, 2027 and 
beyond. 

The increase in income was due to the contribution of Human Interactive Technology (HIT) to the Group, as 
well as to the improvement of operational efficiency in the indirect divisions. Although an increase in labor 
costs linked to salary increases and higher office expenses put pressure on profits, we were able to secure a 
positive result for the previous year. 
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Here is the waterfall chart. While business expansion and operational efficiency contributed a total of JPY1.17 
billion in positive factors, a particularly large investment in human resources and expansion of business costs 
resulted in a total of JPY1.14 billion in negative factors, with an increase of JPY29 million. 

As I mentioned earlier, this reflects the fact that we are in a phase of intentional upfront investment, and we 
will follow up from this fiscal year onward to ensure that these investments produce results. 

 

Next, I would like to explain the five business segments.  
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Of the five businesses, the digital solutions business grew particularly strongly, increasing by 11.9% YoY. This 
reflects the increased demand for data, such as AWS or Databricks, or AI areas. The business solutions 
business also performed well with a 6% increase. In addition, as I mentioned earlier, Salesforce and Microsoft 
are back on a recovery track, resulting in increased sales. 

On the other hand, gross profit in the platform and operation services business was down 9.5% YoY. In this 
regard, there is an urgent need to restructure the business model. 

 

In the case of our company, securing these resources contributes greatly to our business performance.  

Specifically, in this fiscal year ended March 31, 2026, we began by hiring 192 new graduates. In April 2026, we 
were a little more selective in our hiring and hired 158 employees. Overall, in the fiscal year just ended, we 
hired a total of 58 career employees, including those with job offers, and although we have not reached our 
target, we have been able to secure a certain level of human resources. 

Going forward, we will shift our focus to improving quality more than increasing the number of employees. 
We are in an era of AI-driven development, and we are continuing to discuss in our meetings how to evolve 
to a recruitment process that emphasizes immediate results and expertise. 
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With regard to wage increases, we have raised wages above the industry average, as shown here. This has 
also led to an improvement in the retirement rate. Although the retirement rate for the fiscal year ended 
March 31, 2026 was slightly higher than the previous fiscal year, the situation is improving in the long run.  

We will not change our stance of hiring good personnel, training them, and retaining them, and we will 
continue to believe that investments in people are the source of our competitiveness, as they always have 
been.  
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I would like to continue with a brief summary of the business policy disclosed on May 22. This business policy 
was prepared by the current members of the Board of Directors and executive officers. 

In 2011, we launched our cloud solutions business, and in 2016, we launched our data analytics business. We 
have grown around cloud and big data, especially around vendor collaboration. We continued to grow with 
Sawada leading the so-called top relationships with vendors, but now that we have changed to the age of AI, 
we have created this business policy by drawing up a new growth scenario for our company. 

As you can see here, COMTURE's future goal is to realize high-value-added management as a business partner 
that accompanies our customers in solving their critical issues, and the keyword for realizing this goal is to 
transform the transformation of AI into a growth opportunity together with our customers. 

Specifically, there are three key themes. The sales organization, which serves as the point of contact for 
customers, will play a central role in solving their critical issues. This will be backed up by human capital 
management enhancement centered on human resource development and AI reskilling, as well as business 
model reform. Also, in addition to organic growth, we will actively utilize M&A. This is to be steadily 
implemented one at a time. 
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This is the external environment perception. The data on the left, which is used at various places, is from IDC 
Japan. Domestic investment in AI infrastructure is estimated to be approximately JPY100 billion in 2022, and 
is expected to reach JPY1 trillion by 2030. It is said to increase tenfold in just eight years. What is important, 
however, is that this market is not just getting bigger, but that this change represents four structural shifts. 

One is the shift in the leading role of the market, with AI-related investments becoming the most important 
area of IT investment. The second is the shift to implementation. Up to now, this has been a demonstration 
experiment, but other companies and we are now moving into the implementation phase. 

And the third is the sophistication of the operational level. It should not end with the implementation process. 
Instead, a continuous improvement operation is required. And based on this, the fourth is to concentrate 
investment in priority areas, which means that we will make selective investments in order to build our 
competitive advantage in these areas. 

In this environment, we, the so-called system integrators, are not just vendors who create systems—as we 
have done in the past—but we recognize that we are required to be a partner who accompanies customers 
in a total process from conception to implementation and operation. This is not something new, but 
something that we have been striving for a long time, and at the same time, something that must be 
strengthened. 
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Now, we have organized our changes in this slide by what exactly we are going to change. 

In the past, the COMTURE Group was mainly engaged in project-based transactions centered on development 
and SI services for individual projects. Our growth driver has been the utilization ratio multiplied by the 
number of personnel, and our model to increase sales has been to increase the number of talented people 
and accumulate more operating hours. 

We do not necessarily consider this model to be bad, and we recognize that our 16 consecutive terms of sales 
growth have been based on this model. However, there is a ceiling to this model. There is a physical limit to 
man-months, and as you all know, this model will rapidly decline as AI becomes involved in the development 
work as well. 

From now on, we will be taking steps in a new direction. As was originally stated in the current medium-term 
plan, we will convert our know-how into assets or templates, and then shift to multi SaaS or integrated 
services. 

We will work together with our clients to achieve continuous customer success, not on a project-by-project 
basis, with keywords such as operation and maintenance, support with a companion approach, and data 
utilization. We are committed to transforming our growth drivers into this use of AI and its accompanying 
capabilities. 

It is easier said than done, since it will change everything, including organizational awareness, skills, and work 
procedures. We have been finalizing these discussions with the understanding that if we do not make this 
shift now, there will be no system integrators in 5 or 10 years. 

On the other hand, the Board of Directors believes that if we accomplish this transformation, COMTURE will 
have even greater potential for growth than before. 
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It is asserted loudly that SaaS is dead, and I believe that the introduction of simple SaaS will decrease sooner 
or later, but AI is being installed in various SaaS. For example, connecting SaaS with agent AI, or integrating 
data contained in SaaS and utilizing it with AI. I believe that this is the way things will change. 

We have strong capabilities in supporting major global SaaS platforms, which we believe places us in a 
favorable position. At the same time, we recognize the importance of evolving our business model in line with 
changes in the market environment. 

 

Finally, I would like to inform you about future disclosures.  

What we are presenting today is the framework of our business policy. We would like to present specific 
numerical targets, KPIs, and details of measures in our plan in conjunction with the announcement of the Q1 
financial results, which is scheduled for early August. 
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I will now explain the current outlook for the fiscal year ending March 2027 and the measures for this fiscal 
year.  

Here is the earnings forecast. Net sales are JPY42 billion, up 10.2% YoY. Operating profit is JPY4.7 billion, up 
0.8% YoY. We expect to maintain increases in both sales and profit. 

Some people may think that the growth in profits is very low. However, as I will explain later, in addition to 
investments in the establishment of a new cross-sectional sales organization, the training of project managers, 
and the establishment of a specialized AI organization, there will also be significant amortization of goodwill 
associated with M&A and depreciation associated with the renewal of the system. We are in a position where 
even if we absorb these, we can still increase our sales and profits. 

                                                          

  

                       

                                                             

          

                           

    
         

      
    
               

                            

                                       

                                      

                                                             

                   
          
               

                               

                           

                                     

                 



 
 

 

 
       

    
12 

 

 

I will continue by explaining the specific approaches. The first measure is the establishment of a cross-
sectional sales organization. Our company was originally structured by technology, where each business 
department faced each customer independently. 

There were many such opportunities for cross-selling, but we were not able to make proposals that crossed 
divisional boundaries sufficiently. To be honest, we were in a situation where we had lost opportunities. By 
establishing a company-wide sales organization, we will create a structure to maximize comprehensive 
transactions with customers, or what we call lifetime value. 

Another thing is that we will accelerate our collaboration with the ITOCHU Group, mainly through this new 
organization. 
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Next is the development of project managers (PMs). This is also a major theme in the medium-term plan.  

Currently, we have three levels of training, which are beginner, intermediate, and advanced. The number of 
beginner PMs is 437, which is broadening the range. However, for the intermediate and advanced PMs, there 
is still a gap between the plan. 

We will continue to implement various measures, such as case-study type practical education as described 
here, and career paths for advanced PMs and improvement of their compensation. We will also appoint a 
PMO (Project Management Office, a function that manages and supports multiple projects across the 
organization) for each division and improve the onsite guidance system, thereby continuing the training of 
PMs through the dual pillars of structural frameworks and personnel development. As stated in the current 
mid-term plan, we aim to have 600 employees by the fiscal year ending March 31, 2028. 

The keyword in strengthening PM resources is not only to receive orders for large projects and to operate 
them, but also to position them as the foundation for changing the business model by providing support in an 
accompanying manner. We will proceed to achieve this plan by eliminating deficiencies in the intermediate 
and advanced tiers. 
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Next, we established the AI CoC, or Center of Competence, which is a specialized organization for AI. We view 
AI as both something we use internally and something we provide to our customers. 

As an internal application, we will apply AI to our company-wide development process to significantly improve 
productivity and quality. On the other hand, as a business development, we will create a service that supports 
the implementation and operation of AI and data utilization in line with customers' business issues, with AI 
CoC at the core. 

We ourselves will be at the forefront of the use of AI while creating value for our customers' offerings. We 
will proceed on both of these pillars. 
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Lastly, I will explain about the dividends.  

For the fiscal year ending March 31, 2027, we plan to pay a dividend of JPY52 per share. This is an increase of 
JPY2 YoY and the 22nd consecutive fiscal year of dividend increases. The dividend payout ratio will be 51.3%, 
and the current shareholder benefits will continue to be offered at the end of September and March. 

We consider it an important initiative to maintain and increase dividends as a sign of our gratitude to our 
shareholders for their long-term support of our company. I would like to explain the balance between 
investment in growth and shareholder returns as part of our cash allocation policy in our medium-term 
management plan. 

These are all the details we will explain today. That is all from me.  
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Inami : Thank you. 

Finally, Kamei would like to conclude by saying a few words to the participants 

Kamei : In this age of AI, we will not change our position in terms of vendor collaboration, which we have 
cultivated, but we believe that the way we fight and monetize revenue will change, and that is what we are 
working on now. 

Rather than building our AI business from scratch, we aim to transform our business model by leveraging the 
strengths of our existing businesses. By proactively implementing and expanding AI ahead of our competitors, 
we believe this will translate into improved business. 

However, our figures for this fiscal year may be a little conservative. Still, we have positioned our investment 
for growth with a view to the next two or three years. 

Inami: Thank you.  

We will now conclude the briefing. Thank you very much for joining us today.  

[END] 

______________ 
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Disclaimer 

JPX Market Innovation & Research, Inc. (“JPXI”) reserves the right to edit or modify, at its sole discretion and 
at any time, the contents of this document and any related materials, and in such case JPXI shall have no 
obligation to provide notification of such edits or modifications to any party. This event transcript is based on 
sources JPXI believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this 
transcript does not purport to be a complete or error-free statement or summary of the available data. 
Accordingly, JPXI does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness 
of the information contained in this event transcript. This event transcript is published solely for information 
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an 
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. 

In the public meetings and conference calls upon which JPXI’s event transcripts are based, companies may 
make projections or other forward-looking statements regarding a variety of matters. Such forward-looking 
statements are based upon current expectations and involve risks and uncertainties. Actual results may differ 
materially from those stated in any forward-looking statement based on a number of important factors and 
risks, which are more specifically identified in the applicable company’s most recent public securities filings. 
Although the companies may indicate and believe that the assumptions underlying the forward-looking 
statements are accurate and reasonable, any of the assumptions could prove inaccurate or incorrect and, 
therefore, there can be no assurance that the anticipated outcome described in any forward-looking 
statements will be realized. 

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE 
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH JPXI ENDEAVORS TO PROVIDE ACCURATE 
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE 
TRANSCRIPTIONS. IN NO WAY DOES JPXI OR THE APPLICABLE COMPANY ASSUME ANY RESPONSIBILITY FOR 
ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT TRANSCRIPT OR 
OTHER CONTENT PROVIDED BY JPXI. USERS ARE ADVISED TO REVIEW THE APPLICABLE COMPANY'S PUBLIC 
SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS. THIS EVENT TRANSCRIPT IS 
PROVIDED ON AN "AS IS" BASIS. JPXI DISCLAIMS ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, 
BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR 
USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-
INFRINGEMENT. 

None of JPXI’s content (including event transcript content) or any part thereof may be modified, reproduced 
or distributed in any form by any means, or stored in a database or retrieval system, without the prior written 
permission of JPXI. JPXI’s content may not be used for any unlawful or unauthorized purposes. 

The content of this document may be edited or revised by JPXI at any time without notice. 

Copyright © 2026 JPX Market Innovation & Research, Inc. (“JPXI”), except where explicitly indicated otherwise. 
All rights reserved.  

 


