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1. Executive Summary 

Hello, everyone. I am Atsushi Akita, President and CEO of Tobila Systems Inc. 

I would like to walk you through FY2026 1Q financial results. 

 

Let me explain FY2026 1Q highlights first.  

 
 

This slide shows 1Q results.  

Net sales totaled JPY786 million, a record high. A YoY increase of 116.8%. Operating profit was JPY226 million, 

87.5% YoY. Although operating profit declined YoY, we position this fiscal year as a phase of investment, and we 

believe it was in line with our expectations. 

 

Results by segment. 

In the Security Business, net sales of mobile phone services were JPY412 million, 98% YoY and those of landline 

phone services were JPY80 million, 148.4% YoY. Net sales of the Solutions Business were JPY293 million, 163.2% 
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YoY. Solution Business growth was the driver of overall revenue growth. 

I would like to walk you through the sales results by segment later. 

 

I would like to introduce four major topics for 1Q and to date. 

 
 

The first topic is related to the Security Business. On the Cable Plus Phone provided by JCOM Co., Ltd., the monthly 

usage fee for automatic fraudulent call blocking, which uses our fraudulent call/message database, became zero in 

January 2026. This is intended to enhance fraudulent call countermeasures. The optional service, of which monthly 

fee was JPY330, is now free. This revision allows new subscribers to automatically enjoy this service. 

Also, this revision has reduced the burden at the start of use, and the number of users increased. We will continue to 

work with other telecommunication carriers to enhance scam call countermeasures so that such initiatives can be 

implemented with other carriers as well. 
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The second topic is related to the Security Business. 

Our fraudulent call/message database has been adopted for a National Police Agency-recommended and certified app. 

We jointly applied with NTT TownPage to the National Police Agency's recommendation system for special fraud 

countermeasure apps. This app received the National Police Agency's recommendation certification in recognition of 

the fraud countermeasures and operational system. 

 

NTT TownPage started providing this app for free on March 5, 2026. Through our fraud-related number data, the app 

warns the user and block calls. Also, the name is displayed on incoming and outgoing calls by utilizing NTT 

TownPage's database of businesses. 

Demand for countermeasures remains strong, as systems to tackle special frauds have been enhanced. As a database 

provider in the fraud countermeasure field, we will continue to promote this initiative in cooperation with NTT 

TownPage and the National Police Agency.  
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The third topic is related to the Solutions Business. In the product lineup of TobilaPhone Biz, call management 

solutions for business phones, the entry model TobilaPhone Biz Lite was launched in February 2026 for small 

business operators. TobilaPhone Biz has been used mainly by medium-sized and large companies with multiple 

locations and local governments. To increase our customers, we carefully selected functions and added TobilaPhone 

Biz Lite to the product lineup, which is priced and designed for use at a single location. 

 

Against the backdrop of mandatory customer harassment countermeasures, we believe that demand for TobilaPhone 

Biz with its call recording and other management features will remain strong. With this lineup expansion, we aim to 

expand our customer base and increase the number of companies using our services. 
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The last topic is about investment in human capital. One of our key initiatives to achieve our Medium-Term 

Management Plan 2028 is expansion and growth of personnel. We have positioned the strengthening of our 

organizational capabilities as an important theme. 

 

In 1Q, own share disposal was made. Restricted Stock units were distributed to directors, executive officers and 

employees. We introduced a restricted stock compensation plan for our employees in 2019. This time, from the 

perspective of strengthening our commitment to achieving our mid-term plan, we increased the number of shares 

granted and distributed RS of approximately JPY200 million in total. 

 

The transfer restriction period is three years, with a termination date of March 2029. At the same time, the incentive 

grant rate for the employee stock ownership plan increased from 10% to 50%. We will continue to develop a system 

that allows our employees to have a greater sense of ownership and to share in the medium- to long-term improvement 

of corporate value. 

 

In addition, office relocation is underway to accommodate the expansion of our employees. In the current fiscal year, 

we plan to increase the number of employees by approximately 41 from the end of the previous fiscal year. We are 

actively hiring. Our Tokyo office moved to a new office in the Toranomon Kotohira Tower in January. We will 

relocate our Nagoya office in September. The costs associated with these relocations have been factored into our 

earnings forecast, and no additional impact is expected at this time. 
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2. Corporate Profile / Strategy through FY2028 
From here, I would like to touch on our corporate profile and strategy through FY2028.  

 

 

 
 

Tobila Systems is a company that aims to solve social issues such as special fraud and phishing scams using 

technologies. We have offices in Tokyo and Nagoya, and this fiscal year marks the 20th anniversary. As of the end of 

January, the number of employees is 136, including part-timers, 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." The focus of our 

business policy is to use innovative technologies to solve social issues that someone has to do but no one has done. 

 

Currently, we are promoting our business from the perspective of protecting people. Our challenge is to realize a 

society where everyone can live in peace by reducing the number of victims of scams and gray area crimes. Our 

challenge is to tackle special fraud, phishing fraud, and gray area crimes. 
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In 2025, the total amount of damage for special fraud was JPY141.1 billion, the worst level on record. The number 

of cases identified for special fraud also reached the worst level on record. Particularly noticeable cases are fake 

police officer scams. The percentage of calls made to mobile phones as a means of contact from perpetrators was 

doubled from 2024. They pretend to be a police officer or a civil servant to swindle money under the pretext of an 

investigation. Victims are not only older people but also younger people in their 20s and 30s. The number of victims 

is increasing. 

 

In response to this situation, the government is promoting the strengthening of fraudulent call and SMS 

countermeasures under the Comprehensive Measures to Protect Citizens from Fraud 2.0. In particular, the 

government asks telecommunication carriers to consider measures to improve the effectiveness of their fraudulent 

call and SMS countermeasures, including making them free of charge. Widespread of reception blocking and warning 

functions across society is required. 
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To help solve these social issues, we offer services that use our strength, fraudulent call/message database, to block 

dangerous phone calls and SMS. 

 

Our database has three main features.  

The first is the size of the user base. The data accuracy is improved 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 

the first mover advantage. In addition, major telecommunication carriers have adopted our service, which contributes 

to increasing the number of users and strengthening barriers to entry. 

The second is our exclusive survey data. We sort more than 5 billion phone calls, SMSs, and URLs annually, and our 

survey team maintains a consistently high level of accuracy by actually making calls and accessing the URL in SMSs 

for verification. 

 

The third is information from the police. We receive data from the police on telephone numbers and URLs that were 

used for crimes and other malicious activities, enabling us to quickly update our database with highly reliable 

information. 

 

The fraudulent call/message database with these three features 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 

essential part of the social infrastructure. 
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We have been promoting business in two segments: Security Business and Solution Business. 

The Security Business, which provides special fraud and phishing prevention services to telecommunication carriers, 

financial institutions, and other organizations, is our stable revenue base, accounting for approximately three-quarters 

of sales in FY2025. Currently, based on revenues from this stable business, we are aggressively investing in the 

growth of Solutions Business, which facilitates DX for corporate clients. 
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In our already announced Medium-Term Management Plan 2028, the top priority is to achieve net sales of JPY6 

billion and operating profit of JPY1.7 billion in the final year FY2028. To achieve the target, we have set five key 

initiatives: 1. Accelerate sales of TobilaPhone Cloud, 2. Accelerate sales of TobilaPhone Biz, 3. Expansion of sales 

to telecommunication carriers, 4. Creation of new businesses, and 5. Expansion and growth of personnel. During the 

period of the medium-term management plan, we will invest our management resources mainly in these five 

initiatives. 
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Among the key initiatives, we expect TobilaPhone Biz and TobilaPhone Cloud in the Solution Business to drive sales. 

I would like to inform you of FY2026 business policy for these two services. 

 

First, TobilaPhone Biz business policy.  

TobilaPhone Biz has developed a business model centered on sales agents. In the previous fiscal year, we increased 

sales personnel to strengthen cooperation with our agents. We believe that these efforts have led to positive results 

and we will continue to strengthen relationships with our agents in Japan to expand sales in the current fiscal year. 

 

In addition, we will expand the product lineup. The main target for TobilaPhone Biz is currently companies with 30 

or more employees and local governments. We launched TobilaPhone Biz Lite in February 2026, which I mentioned 

earlier as a topic, to cater to customers that we were unable acquire with existing TobilaPhone Biz. 
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TobilaPhone Biz is a business call management solution which provides all-in-one functionality for telephone 

operations. Conventional business phones require the individual adoption of separate systems and additional 

investment to utilize add-on functions such as call recording, IVR, fraudulent call prevention measures, and call 

record management. 

 

TobilaPhone Biz solves these problems, and by providing all the necessary functions in one package, TobilaPhone 

Biz improves the efficiency of call handling, which has tended to be a black box or dependent on an individual 

employee and implements telephone security measures. 

 

Also, concerning TobilaPhone Biz potential market, we expect to capture new demand arising from customer 

harassment measures, in addition to replacing the existing function-specific markets. In line with the need for 

customer harassment countermeasures, the desire to introduce such solutions is increasing, and we believe that the 

need for telephone security measures will continue to grow with this tailwind. 
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Next, TobilaPhone Cloud business policy. We have the direct sales structure for TobilaPhone Cloud and are 

considering three major initiatives to expand sales in the future. 

 

The first one is to enhance promotions targeting customer segments with a large number of employees. The current 

direct sales structure focusing on customers coming from comparison sites cannot reach such customer segments. 

Therefore, we will create new touch points by expanding sales through agents for customer acquisition. We have 

already appointed sales members dedicated to engineering and planning and established a dedicated team for agent 

sales. We will continue to strengthen the structure, including conclusion of a sales contract with new agents. 

 

The second point is to serve a smaller customer segment. While many customers contact us about TobilaPhone Cloud 

at the time of launching a new business, relocating to a new office, or reviewing their telephone environment, and 

often end up signing a contract, the current direct sales structure is too small to provide adequate follow-up in some 

cases. 

 

Therefore, we are considering automation of the order process and other procedures to establish a system that will 

enable us to make a contract with smaller companies. 

 

The third point is to strengthen the direct sales structure itself. The increase in the number of sales members has led 

to an increase in the number of leads gained and the number of orders received. We will continue to strengthen our 

sales structure and expand marketing measures in parallel to further increase the number of billing IDs, including up-

selling. 
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Since TobilaPhone Cloud is a cloud PBX product, we consider the potential market to include the cloud PBX market 

as well as demand for replacement of landline business phones and PBX. 

The graph of this slide shows the projected market size. It is expected to be a total of JPY218 billion in 2030. At 

present, we believe that no product has a dominant share in the cloud PBX market and we will continue to develop 

and provide support functions to build a solid position in this market and work to expand our market share. 

 

 

3. 1Q FY2026 Financial Result 
I am Kanemachi, Director CFO of Tobila Systems. 

Now, I would like to talk about FY2026 1Q financial results. 
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Let me talk about the financial summary. 1Q net sales were JPY786 million, 116.8% YoY. We achieved record high 

quarterly sales. Operating profit was JPY226 million, 87.5% YoY. Profit was JPY156 million, 91.5% YoY. 

In the current fiscal year, operating profit, ordinary profit and profit are expected to decrease YoY due to an increase 

in labor cost and recruiting cost associated with expansion of personnel, in addition to the relocation of two offices 

in Tokyo and Nagoya and an increase in costs for information security assessments. 
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I would like to explain 1Q FY2026 net sales by segment. First, the Security Business. Net sales were JPY492 million, 

99.9% YoY. Net sales of mobile phone services were JPY412 million, 98% YoY, those of landline phone services 

were JPY80 million, 148.4% YoY, and other sales were less than JPY1 million, 1% YoY. 

 

The Security Business maintained a stable revenue base. In 1Q, sales of landline phone services increased 

significantly. The increase was owing to the impact of an increase in the number of users of landline telephone service 

Cable Plus Phone provided by JCOM Co., Ltd., after the service has been free.  The expansion of the user base has 

led to an increase in sales. 

 

Next, the Solution Business. Net sales were JPY293 million, 163.2% YoY. The Solution Business is positioned as 

our growth business and continues to grow steadily. Quarterly sales of TobilaPhone Biz and TobilaPhone Cloud are 

disclosed in this slide. 

 

TobilaPhone Biz sales were JPY200 million, 149.4% YoY. TobilaPhone Cloud sales were JPY92 million, 204.4% 

YoY. Sales went strong for both products. Growth in the Solution Business was our revenue driver. 

 

 
 

Next, I would like to explain progress versus FY2026 forecast. Sales progress made in 1Q is 23.4%. The progress 

rate of profit at each stage exceeds 25%. Overall, we believe that the results are generally in line with our expectations. 

 

The slightly higher profit progress rate is mainly because part of recruitment was postponed from 1Q to 2Q or later, 

and some expenses, such as advertising and outsourcing costs, were not incurred in 1Q and will be incurred later. We 
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expect a decrease in profit for the full year, and we have factored in increased expenses in 2Q, 3Q and 4Q for 

personnel expansion and the relocation of the Nagoya office. We do not plan to revise our earnings forecast at this 

time. 

 

 
 

This slide shows quarterly sales. You can see recurring revenue, which is our earnings base and non-recurring revenue, 

separately. 

First, recurring revenue. Recurring revenue steadily increased, 118.4% YoY. In addition to stable revenues from 

mobile phone services in the Security Business, an increase in product sales in the Solution Business contributed to 

the revenue increase. 

 

Let's look at non-recurring revenue. Non-recurring revenue included sales of 280blocker one-time purchase plan, as 

well as hardware for TobilaPhone and TobilaPhone Biz.   The increase in non-recurring revenue in 1Q was owing 

to an increase in the number of TobilaPhone Biz units sold. 
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Let's move on to cost of sales. Overall, cost of sales was largely in line with projections. We added device cost to the 

chart this time. Since the device cost includes TobilaPhone Biz hardware, you can see that the cost has increased 

along with business growth. "Other" also increased due to higher communication costs in TobilaPhone Cloud. 

 

 
 

Next, let's look at SG&A expenses. Overall, SG&A expenses were largely in line with projections. The main changes 
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were an increase in other expenses associated with the relocation of the Tokyo Office and a decrease in selling 

expenses from the previous quarter. This decrease is due to a rebound from product announcements, etc. for Sagitore 

and tested advertising measures and sales promotion campaigns to increase sales which were carried out in 4Q 

FY2025. 

 

 
 

This slide is for the number of full-time employees. In accordance with the growth strategy of the Medium-Term 

Management Plan 2028, we are strengthening our recruitment of sales and engineering personnel. We have a 

recruitment plan to increase our employees by 41 from FY2025.  The number of full-time employees increased by 

four in 1Q. New hires are usually fewer in 1Q, and the situation is in line with expectations We will continue proactive 

recruitment activities in the following quarters. 
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Let's look at operating profit. 1Q operating profit was JPY226 million, 87.5% YoY. Operating margin was 28.9%. 

We are systematically investing in human capital and strengthening our organizational infrastructure to achieve the 

goals of our medium-term management plan. Therefore, we expect a decrease in profit for the full year and also 

expect operating profit to decline YoY in each quarter. The results were generally in line with projections. There is 

no change in our forecast at this time. 
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I would like to explain quarterly net sales by contract format in the Security Business. The slide shows a bar chart 

for quarterly sales composition of three contract formats. On the right-hand side, you can find comparison of 4Q 

FY2025 sales and 1Q FY2026 sales. This data covers major telecommunications carriers’ main brands only and does 

not include sub-brands or MVNO contracts. 

 

Although each format showed a slight QoQ decrease, there were no major structural changes and sales remained 

stable. As the number of damages of special fraud is still on the rise, the Ministry of Internal Affairs and 

Communications and telecommunications carriers continue to enhance their countermeasures. In cooperation with 

telecommunications carriers, we will steadily promote prevention efforts. 
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Let's look at TobilaPhone Biz sales.We add a chart for cumulative unit sales in the slide. 

Sales continued to grow steadily, and the cumulative number of units sold reached 6,845 in 1Q. We could achieve 

this because the sales structure has been strengthened. We can work more closely with agents, and our sales channels 

become more stable. 

 

In addition, as customer harassment prevention gains more attention, we receive more inquiries and orders from local 

governments as well as businesses. Recurring revenue steadily increases. Non-recurring revenue also increased in 

line with the recent increase in hardware sales. 
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Let's see TobilaPhone Cloud sales.We added a chart for the number of billing IDs this time. The number of billing 

IDs was 12,897 in 1Q. 

The number of billing IDs steadily increased through cooperation with sales agents such as Crops, SKI, and No.1 

Co.,Ltd. as well as direct sales. The average monthly churn rate remains low at 1%. 

 

 
This slide shows our balance sheet. Please check this slide later for your reference. 
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4. Message from CEO 
For FY2026, the second year of our medium-term management plan, we plan to increase sales and decrease profits 

as we have positioned it as the year for investments for future growth. In 1Q, as a leading company in special fraud 

countermeasures, we made steady progress in our initiatives which utilize our fraudulent call/message database. 1Q 

results were in line with our full year forecast owing to an increase in product sales in the Solution Business. 

We will continue to carry out our plan in the following quarters for recruitment activity and organizational foundation 

enhancement. We would like to thank our investors for their continued support. 

 

We would like to conclude our financial results presentation. 

Thank you very much for listening. 
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