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1. Executive Summary 

 
Hello, everyone. My name is Atsushi Akita, President and CEO of Tobila Systems Inc. We would like to 

present our financial results for the fiscal year ended October 2025 and our forecast for 2026. 

 

First is the executive summary. For our full fiscal year ended October 2025, which ran from November 2024 

through October 2025, we reported net sales of JPY2,805 million, 116.6% YoY, and operating profit of 

JPY898 million, 108.1% YoY. Both net sales and operating profit reached record highs. 

On December 10, 2024, we announced our Medium-Term Management Plan 2028, which will end in the 

fiscal year ending October 2028, and we have positioned the achievement of this plan as our most important 

task. 

The plan aims at net sales of JPY6 billion, but we have now added a new target of JPY1.7 billion in operating 

profit. 

 

In the fiscal year ended October 2025, which was the first year of our medium-term management plan, we 
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believe we have made a good start, with both sales and profits generally starting as expected, while focusing 

on hiring for future growth. 

 

In the next fiscal year ending October 2026, the second year of our medium-term management plan, we will 

continue to make investments in human resources focusing on hiring as well as strategic investments for new 

business development in order to further expand our business base. 

 

Based on that, for the fiscal year ending October 2026, we expect net sales of JPY3,366 million, up 20% YoY, 

while operating profit is expected to decline to JPY785 million. 

 

This is because we are going to invest to accelerate growth. We believe that these investments are essential for 

our medium- and long-term growth. We will explain the background of the forecasted decrease in profit and 

the details of these investments later in this presentation. 

 

 

2. FY2025 Highlights (Fiscal Year Ended October 31, 2025) 

 
Next is the financial highlights for the fiscal year ended October 2025. For the fiscal year ended October 

2025, net sales were JPY2,805 million, 116.6% YoY, and operating profit was JPY898 million, 108.1% YoY. 

Both sales and operating profit exceeded those of the previous fiscal year and were above the earnings 

forecast. 

 

In the first year of our medium-term management plan, we believe we have made a good start toward 
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accelerating growth while making the necessary upfront investments. 

 

 

 
Next is a breakdown of sales by segment. The security business continued to secure a stable revenue as our 

revenue base. On the other hand, the solution business drove the company-wide sales growth, with its sales 

reaching 160.1% YoY. It also exceeded the earnings forecast. 

 

In order to provide a clearer picture of our business, this time we are disclosing the sales breakdown of our 

solution business for the first time. The sales of both TobilaPhone Biz and TobilaPhone Cloud expanded, and 

the growth exceeded the set target. 
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Next, I’d like to talk about two main topics from Q4. First, on October 29, 2025, we released a new service 

Sagitore, an email and SMS scam prevention training service for businesses. 

 

To date, we have been providing a filtering service for fraudulent calls and SMSs that automatically filters 

them using a proprietary database that has been created through collection and analysis of information on 

fraudulent calls and SMSs in order to eliminate special frauds, phishing scams, and crimes in gray zone. 

 

Utilizing these insights and technology, we have begun offering a new service Sagitore. Sagitore is a corporate 

security training service that enhances employees’ ability to avoid getting deceived. We utilize AI and our own 

database of fraudulent calls and messages to provide optimized training on scam email and SMS for each 

individual. 

 

The number of phishing scams is increasing every year, and in recent years, the number of attacks targeting 

corporations has also skyrocketed. In many cases, e-mails and SMSs are abused as entry points for cyber-

attacks, and when affected, the impact on business management can be significant, including unauthorized 

money transfers, information leaks, and suspension of business. 

 

To prevent such risks, we believe that in addition to technical measures, continuous training to improve each 

employee’s judgment is important. 

 

Sagitore is positioned as one of the new businesses in Medium-Term Management Plan 2028. As a security 

service, future revenues will be reported as security business sales. We will continue to monetize the service 
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and develop it into a business that can contribute to the achievement of the medium-term management plan. 

The second topic I would like to discuss is the development of the headcount. Based on our future growth 

strategy, we have adopted a goal of strengthening the hiring of sales and technical personnel. 

 

 

 
For the fiscal year ended October 2025, our goal was to hire 30 or more people overall. As a result, we have 

now a total of 114 full-time employees, an increase of 31 from the end of the previous fiscal year. 

To further promote recruitment activities, we newly set up the human resource strategy division. Partly thanks 

to that, more than 30 new members have joined, making this the largest number of hiring in the Company’s 

history. 
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3. Overview of Full-Year Results for FY2025 

 
From here as CFO, I will provide an overview of our full-year financial results for the fiscal year ended 

October 2025. 

 

I will now brief on the financial summary. Net sales for Q4 totaled JPY730 million, 115.2% YoY, and reached 

a record high on a quarterly basis. Meanwhile, operating profit was JPY139 million, 85.7% YoY, and net 

profit was JPY109 million, 80.5% YoY. 

 

As we communicated at the time of the earnings announcement of Q3, we expected an increase in labor and 

personnel expenses due to the expansion of the workforce and an increase in recruiting expenses. In addition, 

inventories have increased due to higher shipments of TobilaPhone Biz including hardware, and we also 

allocated advertising expenses due to the release of the new product Sagitore. 

 

Because of these factors, each type of profits decreased QoQ and YoY, but we were expecting it. 

In Q4, extraordinary losses were recorded due to the booking of impairment for assets related to TobilaPhone 

Cloud. 

 



7 
 

 
Next, I will now talk about net sales by segment for Q4 of the fiscal year ended October 2025. First is the 

security business. Net sales totaled JPY466 million, 99.5% YoY. As for the breakdown, mobile phone services 

recorded net sales of JPY412 million, 99.6% YoY, landline phone services were JPY53 million, 100.4% YoY, 

and others recorded less than JPY1 million, 15% YoY. 

 

The security business continued to secure stable earnings. Although net sales of mobile phone services 

declined slightly YoY and QoQ, on average it was around 100% for the entire fiscal year. At this point, we 

believe that we should focus on future developments. 

 

The damage caused by special fraud has been on the rise in 2025 as well, and the Ministry of Internal Affairs 

and Communications has requested telecommunications carriers to strengthen measures against special frauds 

that abuse landline and mobile phones, SMSs, e-mails, and other means. We believe that we can make a 

significant contribution in these areas of countermeasures, and we will continue to make solid efforts in this 

area. 

 

Next is the solution business. Net sales totaled JPY263 million, 160.3% YoY. Although we do not disclose 

quarterly sales breakdowns for TobilaPhone Biz and TobilaPhone Cloud, sales of both products have been 

strong, and the non-consolidated net sales for Q4 reached a record high. 

The solution business continued to expand steadily in Q4 and throughout the year as a driver of our growth. 
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Now, I will explain the quarterly trends in net sales. On the slide, we have divided the revenues into recurring 

revenue, which forms the foundation, and transient non-recurring revenue. 

 

First is recurring revenue. Recurring revenues continued to grow steadily, achieving 113.5% YoY. The main 

factors of increase are stable revenues from mobile phone services in the security business, as well as the 

expansion of sales of each product in the solution business. 

 

Next is non-recurring revenue. 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 increase in 

non-recurring revenue during the quarter was due to an increase in the number of TobilaPhone Biz units sold. 
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Next, I’d like to touch upon the developments in cost of sales. In Q4, labor costs increased due to an increase 

in personnel for further expansion of existing services. The increase in other expenses was mainly due to an 

increase in inventories resulting from higher shipments of TobilaPhone Biz and a rise of depreciation expenses 

resulting from the release of new features in TobilaPhone Cloud. 
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Next, we will discuss trends of SG&A expenses. Personnel expenses increased due to the expansion of the 

workforce to achieve more sales in the solution business. At the same time, hiring expenses increased as well. 

Starting this time, we are disclosing the total of sales commissions, advertising and sales promotion expenses 

as selling expenses. 

 

Selling expenses increased due to the announcement event for the release of Sagitore, advertising measures 

experimentally carried out for growing sales moving forward, and the execution of promotional campaigns. 

The increase in R&D expenses was due to investments in R&D for the future. 
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Next is the cost trend for the full fiscal year. The Company was able to achieve earnings generally in line with 

projections. We will continue to make the necessary investments. 

 

 

 
Next, I will explain the development of operating profit. Operating profit for Q4 was JPY139 million, 85.7% 

YoY, and operating margin was 19.1%. 
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For Q4, we said we would make sure to allocate costs to make investments, and we have duly executed it. 

As explained earlier, Q4 itself experienced lower operating profit due to the impact of a larger headcount and 

upfront investments including the release of Sagitore. On the other hand, operating profit for the full fiscal 

year exceeded the Company’s forecast.  

 

 

 
Next, I will talk about quarterly developments of mobile phone services in security business, focusing on 

different main contract models. 

 

The graph on the left side of the slide shows the quarterly change in sales composition for the three contract 

models, and the right side shows the QoQ developments in sales for each model. Please note that this slide 

covers only main brands of major telecommunication carriers and does not include sub-brands or MVNOs. 

Although sales of each contract model declined slightly QoQ, we believe that overall sales have remained 

stable. 

 

In addition, the amount of damage caused by special fraud continues to rise, and the importance of 

counteractions is growing at Ministry of Internal Affairs and Communications as well as telecommunications 

carriers. We will work closely and have necessary discussions with telecommunications carriers to promote 

initiatives to prevent harm. 
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I would like to explain now the sales trend of TobilaPhone Biz. Sales grew steadily throughout the fiscal year, 

reaching a cumulative total of 6,273 units sold. We believe that the strengthening of our sales structure has 

allowed us to build relationships with distributors, leading to an increase in the number of units sold. 

 

As for the external environment, demand for customer harassment countermeasures is growing, and we are 

receiving more inquiries and orders from not only corporations but also municipalities. In addition to building 

up recurring revenue, non-recurring revenue from hardware sales also grew steadily. 
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Now I’d brief on TobilaPhone Cloud. By concluding sales agent contracts with CROPS CORPORATION, 

SKI Corporation, and No. 1 Co., Ltd., while focusing on direct sales, the number of billing IDs has gone up 

smoothly. 

 

In addition, we are strengthening our sales structure even more by increasing the number of staff to respond 

quickly to leads and follow up with existing customers, as well as by establishing a new team dedicated to 

distributor sales. 

 

The average monthly churn rate also remained low. 
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Finally, I would like to talk about dividends. 

 

The year-end dividend for the fiscal year ended October 2025 will be JPY21.3 per share, an increase from the 

previous fiscal year. During the period of the medium-term management plan, our basic policy is to maintain a 

dividend payout ratio of 35%, with a minimum dividend of JPY20 per share. 

 

Based on the results for the fiscal year ended October 2025, we have decided to increase the dividend as a way 

to return the daily support we get from our shareholders. 
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4. FY2026 Earnings Forecast (Fiscal Year Ending October 31, 2026) 

 
I will now explain our earnings forecast for the fiscal year ending October 2026. 

 

Before explaining our earnings forecast for the fiscal year ending October 2026, I would like to reiterate our 

vision and goals since we consider the achievement of Medium-Term Management Plan 2028 our top priority. 

This plan’s final year is the fiscal year ending October 2028. Under this plan, we aim to achieve net sales of 

JPY6 billion and operating profit of JPY1.7 billion in the fiscal year ending October 2028.  

 

To achieve this, we have set forth five key initiatives, and during the period of the medium-term management 

plan, we will focus our management resources in them. They consist of, first, accelerating sales of 

TobilaPhone Cloud, second, accelerating sales of TobilaPhone Biz, third, expanding sales to 

telecommunication carriers, fourth, creating new businesses, and fifth, expanding and developing human 

resources. 
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I am going to review the first year of the medium-term management plan, which the previous fiscal year 

ended October 2025, and our direction for the current fiscal year. 

 

Although I will not touch upon the details of individual measures, we worked on the foundation and 

preparation for five key initiatives during the fiscal year ended October 2025 as the first year of the medium-

term management plan. 

 

We consider the second year of the plan, the fiscal year ending October 2026, as a stage to further accelerate 

growth. In addition to human resource investment centered on recruitment, we will continue to make strategic 

investments in new business development to further expand our business base. 
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For the current fiscal year, the Company projects net sales of JPY3,367 million, 120% YoY, and operating 

profit of JPY785 million, 87.3% YoY, with a projected decrease in profit. I will explain later why we are 

forecasting lower profits. 

 

 
I would like to explain now our sales forecasts by segment.  

In the security business, we are expecting net sales to be generally on a par with the previous year. 
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The security business is our revenue base, but it is not something that we can complete on our own. In some 

aspects, the progress depends on collaboration with telecommunications carriers. Therefore, factors that are 

highly uncertain at this point are not incorporated into the forecast figures, and the outlook is based on prudent 

assumptions. 

 

The solution business is forecasting the net sales of JPY1,397 million, a growth to 155.3% YoY. Forecast for 

TobilaPhone Biz is 145.9% YoY, and for TobilaPhone Cloud is 179.9% YoY. 

 

 

 
Next is the outlook on costs. 

 

We are expecting an increase in cost of sales due to the expansion of TobilaPhone Biz sales, an increase in 

labor and personnel expenses due to investments in human capital, and expenses related to relocation. 
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I would like to explain main factors behind the expected decrease in profit. 

 

First, in addition to the continued focus on recruitment to expand organizational foundation, we plan to 

relocate our Tokyo office in January 2026 and our Nagoya office in September of the same year. This is a part 

of our efforts to create a more comfortable working environment for the expected growth of headcount. As a 

result, the Company expects to incur JPY45 million as one-time expense related to the relocation. 

 

In addition, amortization of goodwill of JPY60 million associated with the acquisition of 280blocker LLC will 

be completed in the current fiscal year ending October 2026. 

 

Furthermore, we anticipate other expenses of JPY20 million for conducting assessments and implementing 

countermeasures to strengthen our information security system, as well as tests for the creation of new 

businesses following Sagitore. 

 

The total of these expenses is JPY125 million. If these are excluded from expenses, operating profit will be 

JPY910 million, an increase compared to operating profit for the fiscal year ended October 2025. 

 

The decrease in profit this fiscal year is for making the upfront investments necessary for medium- and long-

term growth, and we are carrying it out on our own will and with determination. We greatly appreciate your 

understanding. 
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Among the priority measures, TobilaPhone Biz and TobilaPhone Cloud in the solution business are 

particularly expected to drive sales. Therefore, first, we would like to communicate our business policy for 

these two products for the current fiscal year. 

 

First is TobilaPhone Biz. TobilaPhone Biz operates under a business model centered on distributor sales, and 

in the previous fiscal year, we increased the number of sales personnel to strengthen cooperation with 

distributors. Based on the gained effect, we will continue to further strengthen our relationships with 

distributors nationwide in the current fiscal year to expand sales. 

 

In addition, we will continue to expand our product lineup. The current TobilaPhone Biz mainly targets 

companies and municipalities with 30 or more staff, but we plan to launch TobilaPhone Biz Lite with limited 

features from February 2026 onward to cater to a customer base not fully captured by the Biz so far. 

In addition, we will consider developing new products for smaller offices, stores and sole proprietors. 
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TobilaPhone Biz is a call management solution for the business segment, providing all-in-one functionality 

required for telephone operations. 

 

Conventional corporate telephones required separate system installation and additional investments for each 

function when using additional features such as call recording, IVR, spam call countermeasures, and history 

management. 

 

TobilaPhone Biz solves these conventional problems, and by providing all the necessary features in one 

package, it simultaneously improves the efficiency of call handling, which has tended to be non-transparent 

and dependent on specific staff, and implements security measures revolving around phones. 

 

Also, the potential market for TobilaPhone Biz not only replaces the existing function-specific market but also 

is capable of capturing new demands regarding countermeasures against customer harassment among others. 

In line with the need for measures against customer harassment, the eagerness to introduce such services is 

increasing, and we believe that this favorable wind will continue to help expand the need for security 

measures regarding phones. 
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Next is TobilaPhone Cloud. Tobilaphone Cloud is sold mainly through direct sales, and as a measure to 

expand sales in the future, we are considering strengthening the direct sales system itself first. The increase in 

the number of sales staff has led to an increase in the number of leads acquired and also an increase in the 

number of received orders. 

 

We will continue to strengthen our sales structure while expanding marketing efforts in order to further 

increase the number of billing IDs, including up-selling. 

In addition to these activities, we are considering two major initiatives for the future. 

The first is strengthening our sales efforts targeting the customer base with a large number of employees. 

Currently, direct sales are mainly through comparison websites, and we are not sufficiently reaching out to 

these customer segments. Therefore, we will create new touch-points by expanding distributor sales for 

acquisition. 

 

We have already assigned sales staff dedicated to enterprises and established a team dedicated to distributor 

sales. We will continue to strengthen our system including signing sales contracts with new distributors. 

The second point is serving a smaller clientele. There are many cases where we receive inquiries about 

TobilaPhone Cloud when customers are launching new businesses, relocating their offices, or reviewing 

situations regarding phones and these lead to contracts. However, there are instances where we cannot provide 

sufficient follow-up because the current direct-sale system is too small in scale. 

 

Therefore, we are considering automating the order process among others to put in place a system that will 

enable us to continuously build up contracts also with a small customer base. 
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We aim to further increase the number of orders by strengthening the development of new functions such as 

AI-related ones and improving the efficiency of sales marketing. 

 

 

Since TobilaPhone Cloud is a cloud PBX product, we consider the potential market to be not only the cloud 

PBX market but also the area including demands for replacing installed business phone PBXs. 

The graph on the slide shows the projected market size, which is expected to expand to approximately JPY218 

billion in total in 2030. 

 

At this point, we believe that there are no particular products that have the dominant market share in the cloud 

PBX market, and we will work toward expanding our share by continuing to develop and provide new 

functions to gain a solid position in this market. 
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Next, I would like to explain our recruitment plan. We plan to increase the total number of employees by 41 in 

the current fiscal year. To achieve the goals of the medium-term management plan, we will continue to 

strengthen recruitment of sales members. In addition, we will expand recruitment of technical staff to 

accelerate development of new features. At the same time, we plan to strengthen hiring of personnel who will 

be responsible for planning and promoting new projects. 
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Finally, I would like to explain our shareholder return policy. To reiterate, during the period of the medium-

term management plan through 2028, our policy is to target on a dividend payout ratio of 35%, with a 

minimum dividend of JPY20 per share. Even if profits fall below FY2024 during this period, we intend to 

maintain a stable dividend of JPY20 per share. 

 

At the same time, the Company intends to buy back its own shares in an agile manner, taking into account 

capital efficiency and stock price levels. 

 

In addition, we expect to continue the shareholder benefit that allows one year of free use of TobilaPhone 

Mobile, a fraudulent call and SMS blocking app we provide. 

We will continue to appropriately return profits to our shareholders who support our company. 

 

 

5. Message from CEO 

We believe that the fiscal year ended October 2025 started smoothly as the first year of our medium-term 
management plan. 
 
Our most important goal is to achieve Medium-Term Management Plan 2028. In the fiscal year ending October 
2026, the second year of the medium-term management plan, we forecast lower profits in order to achieve the 
plan, but this is the result of incorporating the upfront investments necessary to ensure future growth. 
 
With the understanding that we now have to invest, we will continue to work on initiatives to accelerate growth. 
We also plan to proceed with hiring on a larger scale than in the previous fiscal year, and by further strengthening 
our organizational foundation, we will work to steadily achieve the goals we have promised you as investors 
and to draw a growth curve different from the one in the past. 
We will also continue to develop new businesses so that we can release them on an ongoing basis, not just 
Sagitore. 
 
We would like to thank our investors for your continued warm support. 
 
This concludes the presentation of our financial results.  
Thank you very much for your kind attention to the end. 
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