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1. 3Q FY2025 Financial Highlights 

Hello, everyone. I am Atsushi Akita, President and CEO of Tobila Systems Inc. I will now present the 3Q 
financial results for the fiscal year ending October 2025. 
 
 

 
 
I will begin first with the highlights from 3Q of the fiscal year ending October 2025. Net sales for 3Q of the 
fiscal year ending October 2025 were JPY702 million, which was 113.7% of the same period last year. The 
operating profit was JPY233 million, which was 100.8% of the same period last year. 
 
By segment, net sales of mobile phone services in the security business were JPY413 million, which was 100.4% 
of the same period last year, and those of landline phone services were JPY54 million, which was 101.9% of 
the same period last year. The solution business recorded net sales of JPY234 million, which was 154.5% of the 
same period last year. Net sales reached a record high on a quarter basis and have grown steadily YoY. 
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Next is some topics from 3Q. I would like to start from our security business. 
 
I’ll move on to the first topic. It’s been decided that KDDI’s anti-spam call services for au Hikari Phone called 
Incoming and Outgoing Fraudulent Call Blocking Services will be provided free of charge for six months from 
August 2025 to people who meet the requirements. This service utilizes Tobila Systems’ fraudulent call database. 
 
In response to the serious situation surrounding the damage caused by special fraud, the Ministry of Internal 
Affairs and Communications has requested telecommunications carriers to strengthen measures against special 
frauds that abuse landline and mobile phones, SMS, and emails. It is therefore required for the whole society to 
take actions to prevent frauds through information and communications infrastructure. 
 
Although the number of landline phones themselves is decreasing each year, the scale of damages through 
fraudulent cases triggered by incoming calls to landline phones continues to grow. We hope that by providing 
this service free of charge, the anti-fraud efforts using our database will spread to more households. 



3 
 

 
 
Next is a topic from the solution business. 
Currently, we are strengthening cooperation with sales agents to further expand the provision of TobilaPhone 
Biz and TobilaPhone Cloud. 
 
First, let's talk about TobilaPhone Biz. Against the backdrop of the recent growth in demand for customer 
harassment countermeasures, our service has been adopted for Ricoh Japan Corporation’s Telephone Customer 
Harassment Countermeasure Solution Package. We believe that this will make it easier for Ricoh Japan's sales 
staff to propose our products. 
 
Next is about TobilaPhone Cloud. We signed new sales agency agreements with SKI Corporation and CROPS 
CORPORATION. They operate mobile-phone sales business, with the former mainly in Aichi, Shizuoka, and 
Kanagawa prefectures and the latter mainly in the Tokai and Kanto areas. 
 
Through collaboration with both companies and taking advantage of their sales channels, we aim to further 
increase the number of contracts. 
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Next, I’m going to talk about two topics related to the entire company.  
 
The first is the establishment of a new shareholder benefit program. In our new medium-term management plan, 
we have formulated a capital policy to maintain financial health while aggressively investing in growth and, on 
top of that, strengthening shareholder returns through the fiscal year ending October 2028. 
 
Our dividend policy is to aim for a dividend payout ratio of 35%, with a minimum dividend of JPY20 per share. 
The Company is also acquiring treasury shares as appropriate. 
 
In addition to these initiatives, we have established a new shareholder benefit program so that you, as 
shareholders that have provided us with warm support, can feel closer to our business. The program allows 
shareholders holding at least one unit to use TobilaPhone Mobile free of charge for one year. It is our anti-spam 
call and SMS application and normally costs JPY2,400 per year. 
 
Details of the shareholder benefit program including how to use it will be enclosed together with the invitation 
of annual general shareholder’s meeting that we will send out in January next year. Recently, there has been an 
increase in the number of fraudulent cases triggered by mobile phones. We hope you will take advantage of this 
opportunity so that you won’t be affected. 
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The second thing I would like to cover is the relocation of the Tokyo and Nagoya offices. Expansion and growth 
of our personnel is one of the prioritized measures from our medium-term management plan. Therefore, this 
fiscal year, we are actively recruiting to increase the number of staff by 30 from the previous fiscal year. In order 
to create a more comfortable working environment, we have decided to relocate both our Tokyo and Nagoya 
offices. 
 
The Tokyo office is scheduled to relocate in January next year, and the Nagoya office in September next year. 
Although expenses are expected to be incurred in connection with this relocation, the impact on the financial 
results of the fiscal year ending October 2025 is to be minimal. The impact on the earnings forecast for the fiscal 
year ending October 2026 is currently under review and will be disclosed after being incorporated into the 
earnings forecast for the next fiscal year. 
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For your reference, here is the development of the number of employees. As of the end of 3Q, the number of 
staff increased by 23 from the end of the previous year. We expect to hire at least 10 new employees in 4Q and 
will continue to be active in recruitment activities. 
 
 

 
 
Next, I would like to discuss recruitment for the next fiscal year and beyond. In the current fiscal year, we have 
been hiring personnel to expand our security and solution businesses. As a result of these efforts, the solution 
business is growing steadily. For the next fiscal year, in addition to the activities of the current fiscal year, we 
would like to hire talents that will work on product planning. 
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In our medium-term management plan 2028, we have set an aim of creating new businesses. We plan to release 
a new product in October 2025, but in order to increase the speed of new business creation, it is essential to hire 
people that will take charge of product planning. Although the specific number of employees to be hired is under 
review based on the progress of hiring in the current fiscal year, we will hire at a comparable level as in the 
current fiscal year and drive our business forward to achieve the medium-term management plan. 
 
 
2. Corporate Profile / Strategy through FY2028 

 
 
From this point, I would like to once again touch upon our company profile and explain our strategies through 
the fiscal year ending October 2028. 
 
Our company, Tobila Systems, aims to solve social issues such as special fraud and phishing scams through 
technology. We are currently in our 19th year since the establishment of the business and have offices in Tokyo 
and Nagoya. As of the end of July, the Company had 126 employees including part-timers, around the half of 
whom are engineers. 
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Our corporate philosophy is “we open the door to a better future for our lives and the world,” and the axis of 
our business policy is to use innovative technology to solve social issues that someone has to solve, but no one 
has been able to so far. 
 
Currently, we are promoting our business from the viewpoint of protecting people. We are taking on a challenge 
to bring about a society where everyone can live in peace without anyone suffering from harassment such as 
crimes in gray zone or fraud. 
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The problem we are striving to solve is special fraud, phishing scams, and crimes in gray zone. The amount of 
damage from special fraud reached JPY59.7 billion from January to June 2025, increasing at a faster pace than 
in 2024, which was the worst year on record. 
 
Particularly prominent is fraud involving fake police officers. The scheme is to pretend to be the public offices 
such as the police or the Ministry of Internal Affairs and Communications to swindle cash under the guise of an 
investigation. Many times, the contact from the criminals is made through phone calls, and 70% of them are 
made to mobile phones. In terms of age, the number of victims among young people in their 20s and 30s is 
increasing, making special fraud not only a problem for the elderly but also a social issue anyone could be 
dragged in. Therefore, the most important countermeasure is to reduce the chances of having a contact with the 
culprits. 
 

 
 
To help solve these social issues, we offer a service that blocks risky phone calls and SMSs by utilizing our 
fraudulent call/message database, which is our strength. 
 
Our database has three main characteristics.  
The first is the size of the user base. We are enhancing the accuracy of data by statistically reflecting information 
gathered from approximately 15 million monthly users. It is not easy to acquire a new user base of this size, 
which gives us an advantage as a first mover. In addition, the fact that major telecommunications carriers have 
adopted our service has contributed to the expansion of the number of users as well as the strengthening of entry 
barriers. 
 
The second is our exclusive research data. We review more than five billion calls, SMSs, and URLs annually, 
and we always maintain high accuracy by having our research team actually making calls and access URLs 
written in the SMSs for validation. 
 
The third is the provision of data from the police. The National Police Agency provides us with data on phone 
numbers and URLs actually used in crimes and attacks, enabling us to quickly reflect highly reliable information. 
The fraudulent call/message database with these three characteristics is our business foundation and strength. 
We will continue to utilize this database to promote our business, aiming for a future in which our services are 
an integral part of the social infrastructure. 
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As for business segments, we are operating our business with two different segments from the fiscal year ending 
October 2025: security and solution businesses. First, let me talk about the security business. This business 
provides services preventing special fraud and phishing to telecommunications carriers and financial institutions.  
 
This is our stable revenue base, accounting for approximately three-quarters of our sales in the fiscal year ended 
October 2024. Based on revenues from this stable business, we are currently investing actively in the growth of 
our solution business, which promotes DX for corporations. 
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In more concrete terms, the Company announced its medium-term management plan through the fiscal year 
ending October 2028 in December last year. We are aiming for net sales of JPY6 billion and a market 
capitalization of at least JPY25 billion in the fiscal year ending October 2028. To achieve this, we have set forth 
five key initiatives, and over the next four years, we plan to invest management resources in them. They consist 
of accelerating sales of TobilaPhone Cloud, accelerating sales of TobilaPhone Biz, expanding sales to 
telecommunication carriers, creating new businesses, and expanding and developing personnel. 
 
 

 
 
We have positioned the current fiscal year 2025 as a period of preparation for the next leap forward in our 
business. We consider that the solution business, which we aim to make grow, corresponds to the PBX, business 
phone, and cloud PBX markets. This market is estimated to be worth approximately JPY80.5 billion and is 
expected to continue to grow, partly due to the trend of migration from on-premise to cloud PBX. 
 
Our actual sales for business phones in the fiscal year ended October 2024 were approximately JPY500 million, 
and when we consider this to be 1% of the market size, we believe there is ample potential for growth in the 
future. 
 
With a target of approximately JPY3 billion by 2028, we aim to expand our market share for both products in 
the solution business: TobilaPhone Biz and TobilaPhone Cloud.  
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There are three main reasons why we are expecting a growth of our solution business. 
 
 The first is our technical capabilities. We own a wide variety of technologies in-house, and we provide all-
round services from development to operation. By optimally combining functions without relying on external 
parties, we have created products that are intuitive and easy to use. In addition, the system can be introduced 
without affecting existing telephone lines or equipment, and it is equipped with proprietary technologies 
including patents, establishing a superiority that is difficult for other companies to imitate. 
 
The second is the sales channels. Currently, TobilaPhone Biz is sold mainly through sales agents, while 
TobilaPhone Cloud is mainly sold to direct customers, but we will expand our agent network for TobilaPhone 
Cloud as well moving forward. TobilaPhone Biz can be deployed to a wide range of customer segments through 
leading sales partners nationwide, and by adding sales through agents, we aim to further strengthen our sales 
structure for TobilaPhone Cloud as well. 
 
Third is the external environment. Customer harassment, commonly referred to as “kasuhara” in Japanese, has 
become a social problem, and the government plans to amend the Act on Comprehensively Advancing Labor 
Measures, and Stabilizing the Employment of Workers, and Enriching Workers’ Vocational Lives to require 
companies to take measures against harassment from customers. Municipalities across Japan, including Tokyo 
and Aichi Prefecture, are enacting ordinances to address this issue. Our products are equipped by default with 
such features as fully automatic call recording, automatic voice guidance, IVR, and text conversion of call 
content, all of which are effective in preventing customer harassment over the phone. Therefore, we are 
expecting there will be a sales demand for them as a product to combat customer harassment. 
 
Sales are increasing steadily even at the moment, and we will focus on achieving greater growth more quickly 
while continuing to strengthen our sales structure. 
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3. 3Q FY2025 Financial Results 

 
I am Kanemachi, CFO of Tobila Systems. From this point on, I will be discussing our financial performance for 
3Q of the fiscal year ending October 2025. Thank you for joining us. 
 

 
 
First, I will brief on the financial summary. Net sales of 3Q reached JPY702 million, which was 113.7% of the 
same period of the previous year. We achieved a record high on a quarterly basis. Operating profit was JPY233 
million, which was 100.8% YoY, and net profit was JPY162 million, which was 105.9% YoY. 
 
As we reported in 2Q, we are expecting an increase in labor and personnel costs from 3Q onward due to the 
expansion of our workforce, and together with it, we also expected a corresponding increase in recruiting costs. 
For that reason, each type of profit declined compared to the previous quarter but remained flat YoY, which was 
in line with what we anticipated. 
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I will now explain net sales by segment. First is the security business.  
 
Net sales totaled JPY468 million, which was 100.5% of the same period last year. The breakdown was JPY413 
million for mobile phone services, which was 100.4% YoY. Landline phone services recorded JPY54 million, 
which was 101.9% YoY, and the other was less than JPY1 million, which was 20.8% of the same period last 
year. 
 
The security business continues to secure stable earnings, but they are down from the previous quarter. This was 
due to the impact of the QoQ decline of mobile phone services. The decrease was mainly due to lower earnings 
from major telecommunications carriers. As a countermeasure, we would like to have more occasion than ever 
to have, for example, discussions with telecommunications carriers. 
 
As for the macro environment, in response to the serious situation revolving around special fraud cases, the 
Ministry of Internal Affairs and Communications has requested telecommunication companies to strengthen 
measures against special fraud that abuses landline, mobile phones, SMSs, emails, etc. We believe that we can 
make a significant contribution to these countermeasure, and we will proceed with them properly. 
 
Next is the solution business. Net sales totaled JPY234 million, which was 154.5% of the same period last year. 
Although we don’t disclose the sales breakdown of TobilaPhone Biz and TobilaPhone Cloud, both the number 
of sold units of TobilaPhone Biz and the number of billing IDs of TobilaPhone Cloud continue to trend upward, 
with the solution business driving our growth. 
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I will next explain our current results in comparison with the full-year forecast of FY2025. 
 
Net sales and all kinds of profits are accumulating steadily, and as of the end of 3Q, the percentage of the 
cumulative results against the full-year earnings forecast exceeded 78.3% for net sales and 90% for each type 
of profit. The main reason for the higher pace of accumulating profits was the fact that hiring was pushed back 
in 1Q and 2Q, in addition to certain expenses such as advertising and outsourcing fees having been lower than 
the expected level. 
 
In 4Q, we plan to expand our workforce and release new products. Therefore, we are anticipating an increase 
in related costs. We will not revise our full-year forecasts, but we expect higher numbers compared to the 
projection. 
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Now, I am going to explain the quarterly trends in net sales.  
 
The graph on the slide shows a breakdown of underlying recurring revenue and transient non-recurring revenue. 
First, let us discuss recurring revenue. This experienced a steady growth, reaching 112% YoY. The background 
to it is the expansion of sales of each product in the solution business, in addition to stable revenue from services 
for mobile phones in the security business. 
 
On the other hand, non-recurring revenue includes sales from the ad-blocking application 280blocker's outright 
purchase, as well as hardware fees for TobilaPhone and TobilaPhone Biz. 
 
The decrease in non-recurring revenue was due to a QoQ decline in the number of sold units of TobilaPhone 
Biz. According to our analysis, the sales went up in 2Q due to some factors including account settlement at 
agents, and we consider this was in line with our projection. 
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Now, I’m going to explain changes in cost of sales.  
 
In 3Q, labor costs increased due to a growth of personnel that was intended for expanding existing services. 
Expenses categorized as other have increased mainly due to an increase in depreciation associated with the 
release of new features of TobilaPhone Biz and TobilaPhone Cloud, as well as an increase in training expenses 
intended for boosting engineers’ skills. The number of employees is expected to go up in 4Q as well, and the 
cost of sales is projected to grow accordingly. 
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Now, I am going to cover the changes in SG&A expenses.  
 
Personnel expenses were up due to the expansion of the headcount for sales expansion in the solution business. 
In addition, the recruitment expenses also rose due to personnel expansion. We are planning to add more staff 
in H2 and considering advertising measures to accelerate sales of TobilaPhone Biz and TobilaPhone Cloud. 
Therefore, SG&A expenses are expected to rise. 
 
 

 
 
Next is the development of operating profit.  
 
Operating profit in 3Q was JPY233 million, which was 100.8% of the same period last year, and operating 
margin was 33.2%. In 1Q and 2Q, operating profit was higher than the forecast, mainly due to the postponement 
of the onboarding of personnel that were to be hired. 
 
In 3Q, personnel expenses increased due to progress in hiring, resulting in a QoQ decrease of profit. In 4Q, we 
plan to release a new product in addition to expanding the headcount, due to which we expect a decrease in 
profit QoQ. However, for the full fiscal year, we expect to settle at a slightly higher level than forecast. 
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Now, I am going to explain the quarterly trends of mobile phone services in the security business by each 
contract model. The graph on the left side of the slide shows the quarterly development of sales composition for 
the three contract models, while the right side shows the QoQ comparison of net sales for each model. Please 
note that this slide only covers contracts at three major telecommunications carriers and does not include sub-
brands or MVNOs. 
 
Net sales of each contract model remained flat or declined QoQ. In response to the current situation where the 
cases of special fraud are on the rise, the Ministry of Internal Affairs and Communications and 
telecommunications carriers are placing even greater significance on countermeasures. We will continue to work 
closely with telecommunications carriers and hold necessary discussions to promote efforts to reduce the 
damage. 
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I am going to now brief on the development surrounding TobilaPhone Biz. Our analysis shows that in 2Q, the 
number of units sold went up due to account settlement at sales agents. In 3Q, partly due to a rebound from that, 
the number of sold units decreased QoQ. 
 
However, demand for it as a product to combat customer harassment continues to rise, and we are having more 
new inquiries. We are also working to strengthen our cooperation with sales agents by increasing the number of 
sales staff. Most recently, our product has been adopted by Ricoh Japan's Telephone Customer Harassment 
Countermeasure Solution Package, and we believe that our growth potential is increasing further through new 
sales channels. We will continue to steadily increase the number of sold units of TobilaPhone Biz while 
strengthening cooperation with agents.  
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Next is about TobilaPhone Cloud. Although sales are mainly through direct sales, we concluded sales agency 
agreements with CROPS CORPORATION and SKI Corporation, and the number of leads through commission 
sale has been increasing currently. The number of IDs grew steadily throughout the quarter as a result of more 
prompt response to leads and stronger customer follow-up realized through increased staffing. 
 
Although the average monthly churn rate has increased slightly, it was primarily due to business terminations 
and closures, and it remains to be at a low level. There are many strong players in the cloud PBX market, but 
we intend to steadily increase our market share by adding new features and improving quality on an ongoing 
basis. 
 

 

4. Message from CEO 

In 3Q of the fiscal year ending October 2025, we continued to fare well toward achieving our full-year forecasts. 
Recruitment activities are progressing smoothly in order to achieve net sales of JPY6 billion in the fiscal year 
ending October 2028, which was set forth in the medium-term management plan. We have added 23 employees 
from the end of the previous fiscal year, We are actively hiring since the enhancement of sales structure is 
essential for the expansion of the solution business, which drives a growth. 
 
We plan to continue recruiting in 4Q and next fiscal year, and we believe this is a necessary investment in order 
to achieve a significant future growth. At this moment, we are not revising our earnings forecast, and we expect 
the full-year results to be in line with or above the forecast. 
 
Development and preparation are also underway for the release of new products at the end of this fiscal year. 
We will continue to steadily implement investments for growth and work to ensure that we achieve the goals 
set forth in our medium-term management plan. 
This concludes our 3Q financial results briefing for the fiscal year ending October 2025. Thank you for your 
kind attention to the end. 
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