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Presentation 

 

Moderator: It is time to commence the telephone conference of the financial Result Briefing for the Fiscal 
Year Ending March 2026 of TIS Inc. First, let me introduce today's two presenters. The first one is Yasushi 
Okamoto, President and Representative Director, on your left as you face us. Next, Masakazu Kawamura, 
Managing Executive Officer, Division Manager of Corporate Planning SBU. 

Let me give you a brief overview of today's proceedings. First, Kawamura and Okamoto from our company 
will give an explanation in that order, followed by a question-and-answer session with everyone. This briefing 
is scheduled to last one hour, including question-and-answer session. Please refer to our website for the 
documents as appropriate. A video of the briefing will be available on our website at a later date. 

Kawamura will now give an overview of our business performance for the fiscal year ending March 31, 2026, 
the outlook for the fiscal year ending March 31, 2027, and shareholder returns. Thank you. 

Kawamura: This is Kawamura from TIS. Thank you. 

I will now begin by explaining the summary of financial results for the fiscal year ending March 31, 2026, which 
was announced at 15:30 today, the outlook for the fiscal year ending March 31, 2027, and shareholder returns. 

 

See page two. Here are the highlights of the current financial results. 

First, for the fiscal year ending March 31, 2026, the Company's sales and operating income increased from 
the previous fiscal year, exceeding the plan revised in H1 of the fiscal year. The operating margin increased 
0.7 percentage points to 12.8%. In addition, both orders received and backlogs of orders received 
accumulated steadily. 
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Next, for the fiscal year ending March 31, 2027, we plan to increase sales and operating income even as we 
strengthen compensation investments in addition to ongoing growth investments. Based on the policy of 
selling investment securities, the expected extraordinary gains are also factored in. 

Finally, shareholder Returns. For the fiscal year ending March 31, 2026, we increased the year-end dividend 
by JPY4, bringing the annual dividend per share to JPY80. The annual dividend per share for the fiscal year 
ending March 31, 2027 is planned to increase by JPY10 to JPY90. In addition, the Company is in the process of 
repurchasing a total of JPY50 billion of its own shares, including for the purpose of ordinary shareholder 
returns. 

These are the main highlights of this year's event. Now I would like to go on to explain what I have just said. 

 

Page five is a summary of our financial results for the fiscal year ending March 31, 2026. 

Business expansion continued against the backdrop of a favorable business environment, resulting in 
increased sales and operating income. Sales increased 4.3% YoY to JPY596.4 billion. Operating income 
increased 10.4% from the previous year to JPY76.2 billion, and the operating margin rose 0.7 percentage 
points to 12.8%. 

Meanwhile, net income attributable to owners of the parent declined 6.8% to JPY46.6 billion. The main reason 
for this was that a provision for litigation loss was recorded as an extraordinary loss due to the settlement of 
a lawsuit pending at a subsidiary. Due in part to this effect, ROE declined 1.3 percentage points from the 
previous year to 14%. 
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Page six shows the comparison to the plan. 

Both net sales and operating income exceeded the plan on the back of rising IT investment demand from a 
wide range of customers. Operating margin was 12.8% as planned. The decrease in net income and ROE are 
explained earlier. 
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Page seven shows changes in operating income by factor. 

In addition to ongoing investments in growth, the Company achieved an increase in operating income due to 
increased revenues and a decrease in unprofitable projects while investing in compensation. The gross profit 
margin rose 0.2 percentage points from the previous year to 28.2%. Unprofitable projects amounted to 
JPY440 million in Q4 and JPY1.44 billion for the full year. 
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Page eight shows the comparison to the forecast. 

Although the gross profit margin fell short of the plan, operating income exceeded the plan. We had planned 
at the beginning of the fiscal year with the intention of improving the gross profit margin by one percentage 
point each fiscal year, but progress in the service business, which is expected to be highly profitable, is still on 
its way, and a certain number of unprofitable and low-profit projects have occurred. Although SG&A expenses 
were within plan, investments in human resources, the most important management capital, such as 
compensation investments and training, are proceeding according to plan. 

As for growth investments, we are flexibly reviewing our investment themes, including the expanded use of 
AI, and we hope you will understand that we have by no means relaxed our approach. 
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Page nine shows sales by client sector. 

Finance performed well, especially other finance and insurance. In the industrial, service and assembly-based 
manufacturing led the way. The public institutions also showed strong growth, and as a whole, the Company 
was able to capture robust demand across a wide range of industries. 
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Page 10 shows the situation by key segment. 

offering services posted higher revenues and profits due to the acquisition of projects in the payment, 
infrastructure, and enterprise areas, as well as a decrease in unprofitable projects. BPM sales and profits are 
up due to the acquisition of DX projects and ongoing cost control. In financial IT, sales declined due to the 
peak-out of large development projects and the termination of operation services for some customers, but 
earnings increased due to high value-added business related to modernization. Industrial IT and regional IT 
solutions also posted increases in both sales and profit, thanks to the capture of IT investment demand from 
a wide range of customers. 
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Page 11 shows the comparison by major segment. 

In most segments, sales and profits were generally in line with or above projections. In regional IT solutions, 
sales exceeded the plan, but profits fell short of the plan. This was mainly due to the deterioration in 
profitability resulting from the change in conditions in public sector projects as explained in Q3. 

Pages 12 through 13 show the results for the three months of Q4, but we will skip them. 
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From page 14, I will explain the status of orders. 

Orders received in the fiscal year under review grew steadily, up 5% from the previous fiscal year, driven by 
software development. We apologize for the concern in Q3 due to the decrease from the previous quarter, 
but this is due to the fact that quarterly sales are sometimes prone to fluctuations. We hope you have seen 
that we have built up a solid base if you look at it on a half-year or full-year basis. 

By segment, offering services, BPM, and financial IT saw double-digit growth in software development, while 
industrial IT saw a slight decline, but overall sales remained strong. 
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Page 15 shows orders received for the three months of Q4. 

In all segments, software development showed double-digit YoY growth rates, confirming a strong buildup of 
orders. 

 

Page 16 shows the order backlog at the end of the fiscal year. 

Driven by software development, the order backlog increased 6.7% from the previous fiscal year. In particular, 
software development for regional IT solutions and offering services has been building steadily. 
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Page 17 shows the balance sheet and cash flows. 

Through share repurchases, the Company ensures a sound financial base while promoting the optimization of 
its capital structure. Free cash flow also increased due to higher operating cash flow. 

I would like to continue by explaining our full-year forecast for the fiscal year ending March 31, 2027. 
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Page 19 is the understanding of the business environment. 

We expect IT investment to continue to expand over the long term, including the spread of AI utilization. We 
expect the business environment to remain favorable, although we will continue to monitor changes in the 
business environment in each segment. 
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Page 20 is the forecast for the fiscal year ending March 31, 2027. 

Sales is projected to increase 3.9% YoY to JPY620 billion. Operating income is forecast to be JPY81 billion, up 
6.3% from the previous year, after factoring in approximately JPY1.6 billion in merger-related expenses. All of 
these figures are targets of the medium-term management plan. Net income is expected to increase 22.3% 
from the previous year to JPY57 billion, which exceeds the target of the medium-term management plan, 
after factoring in an expected extraordinary gain of JPY5 billion based on the policy of selling investment 
securities. 

As a result, we expect to achieve EPS CAGR of 10% and ROE of over 16%, which are key indicators in our 
medium-term management plan. The target for unprofitable projects is planned to be controlled within JPY1 
billion. 
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Page 21 shows changes in operating income by factor. 

In addition to continued investment in growth, we expect to increase operating income by providing high 
value-added business and promoting productivity improvement measures, even as we step up investment in 
compensation. The gross profit margin is once again targeted at 29%. 

 

 

 



 
 

 

 
      

    
16 

 

 

Page 22 is a description of the forecast by segment. 

We plan to increase sales and profits in offering services, financial IT, industrial IT, and regional IT solutions. 
BPM, on the other hand, plans a slight decrease in profit due to strengthened investment in growth areas. 

To wrap up my presentation, I would like to explain our shareholder return policy. 
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We will skip page 24, which is a restatement of the basic policy, and turn to page 25. 

For the fiscal year ending March 31, 2026, in response to business growth that exceeded our plan, we 
increased the year-end dividend by JPY4 to JPY80 per share for the full year, based on our shareholder return 
policy, with a 50% total return ratio in mind. For the fiscal year ending March 31, 2027, we plan to pay an 
annual dividend of JPY90 per share, an increase of JPY10 from the previous year. 

Regarding the repurchase of treasury stock, of the total amount of JPY50 billion decided on March 10, 2026, 
JPY13.9 billion has already been repurchased by the end of the fiscal year ending March 31, 2026. The 
remaining JPY36.1 billion is currently being acquired. Of this amount, JPY8.2 billion is equivalent to the 
acquisition cost based on the shareholder return policy. In the fiscal year ending March 31, 2027, we intend 
to steadily implement such shareholder returns and enhance our corporate value through improved capital 
efficiency. 

This concludes my explanation. 

Moderator: Thank you. Next, Okamoto will explain the progress of the medium-term management plan and 
the direction of strategies for future growth. Thank you. 

Okamoto: This is TIS Okamoto. Once again, thank you very much for attending our earnings presentation 
today. 

I would like to begin by explaining two points: the progress of our medium-term management plan and the 
direction of our strategy for future growth. 

First, as a premise for our efforts to sustainably enhance the corporate value of our group, our basic 
philosophy of "OUR PHILOSOPHY" remains unchanged as the foundation of our sustainability management. 
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Page 28 is an analysis and evaluation of our efforts to date. 

Over the years, we believe that we have been able to sustainably generate returns in excess of our cost of 
capital in terms of both business growth and financial measures. However, most recently, we recognize that 
the market view of IT services as a whole driven by the speculation surrounding AI improvement has affected 
the market evaluation of our company.  

We believe that sustainable growth is possible in the future, and we recognize that the market does not fully 
reflect the intrinsic value based on this premise. In order to close the perception gap with the market, we will 
continue to present a clearer story that raises growth expectations from a medium- to long-term perspective. 
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As you can see on page 29, we have been working toward the sustainable enhancement of corporate value 
based on the implementation of the medium-term management plan, and in light of recent changes in 
circumstances, we have also set forth the direction of our strategy for future growth, which I will explain later.  

From page 30, I would like to focus on the progress of the medium-term management plan and explain its key 
points. 

 

I will skip the summary of the medium-term management plan on page 30 and talk about the progress of key 
management indicators on page 31. 
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We are on track to achieve all of these goals through business expansion and the promotion of various 
measures over the past two years. In terms of operating income per capita, we achieved our target one year 
ahead of schedule, but naturally we will not be satisfied with this, but will strive to further improve it. 

 

Page 32 is a summary of our efforts toward the medium-term management plan for the fiscal year ending 
March 31, 2026. 

In the second year of our medium-term management plan, while we have steadily achieved results, we 
recognize the need to promote each strategy in light of changes in the external environment, such as segment-
specific issues in our market strategy and technological innovation through AI. 
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We will incorporate them into the Group management policies for the fiscal year ending March 31, 2027, 
which are shown on page 33 below, and make progress on them. 

 

Starting on page 34, we will discuss the progress of each of the initiatives in the medium-term management 
plan. 

First is the payments business. With the business environment remaining favorable, we are actively working 
to create new value as we continue to evolve PAYCIERGE, focusing on processing services that function as 
social infrastructure, while also incorporating AI. We are stepping up investments for the future, and although 
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profitability declined slightly in the fiscal year ended March 31, 2026, we continue to recognize that the 
business has a large room for growth. 

 

Page 35 is the modernization business. 

The modernization business is expanding in line with plans, including the acquisition of a large project for a 
new client in the financial IT, driven by brisk business conditions. We will continue to aim to expand our 
business as a strategic partner that contributes to our clients' business growth and corporate transformation, 
while building a strong relationship of trust. 
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Page 36 is the global business. 

In the short term, there are issues such as the impact of the local situation. In spite of this, we continue to 
expand our global partner base and strengthen our competitiveness through our investment strategy in order 
to achieve our goal of forming a top-class ASEAN IT consortium. 
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These are technology strategies. 

We aim to improve development productivity by 50% by the fiscal year ending March 31, 2030, and the 
deployment of AI-driven development processes is progressing as planned. In the fiscal year ending March 31, 
2026, we incorporated AI tools into the company-wide development infrastructure, and we are proceeding 
with this and confirming the effect of productivity improvement. We will continue to actively utilize AI with a 
sense of speed. 

I used to use the term AI-centered development, but I would like to change it to AI-driven development from 
now on. 
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These are the intellectual property strategies. 

We will continue our efforts to provide sophisticated proposals and high value-added services by 
consolidating and centrally managing customer contact information, project results, and other intellectual 
assets, and actively utilizing them. 
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Page 39 is the human resources strategies. 

As I mentioned earlier, we believe that our achievement of operating income per employee one year ahead 
of the Mid-term Management Plan target is the result of our continued investment in human resources based 
on the human capital scenario. However, we naturally cannot be satisfied that this is sufficient, and we will 
continue to promote initiatives for human resources, our most important management capital, without 
slackening in our efforts to further evolve our value-creating capabilities. 
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Page 40 is the financial investment strategies. 

In the fiscal year ending March 31, 2026, we have decided to repurchase a total of more than JPY90 billion of 
our own shares to increase shareholder returns and improve capital efficiency as quickly as possible. However, 
there is no change in the original plan of JPY100 billion frame for growth investment. We will continue to 
actively consider and implement mergers and acquisitions and investments for investment purposes, and we 
will also incorporate the use of AI into our overall business operations. 
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Page 41 is our effort on the enhancing management capabilities.  

In light of the rapidly changing business and social environment, we have restructured our systems and 
processes to manage and utilize risks and opportunities in an integrated manner. In the fiscal year ending 
March 31, 2027, the Company began phased-in operations. Through formal operation starting in April 2027, 
we will strengthen the reflection of the results in management decisions and measures for the next fiscal year. 
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Page 42 shows progress on non-financial management indicators. 

Many of the indicators are generally on track toward the mid-term goals. We will continue to make steady 
progress to enhance corporate value from non-financial aspects as well. 

Next, I would like to explain the direction of our strategy for future growth, which we have clarified in order 
to look beyond the current medium-term management plan. 
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First, page 44 shows our vision through business growth. 

We hope to increase the growth rate by strengthening the value chain of the entire group, centered on TISI, 
and by promoting a growth strategy in the age of AI. This will result in sales of JPY1 trillion scale and operating 
income of more than JPY150 billion by the fiscal year ending March 2033, the target of the current group 
vision. We would like to grow the Group toward this goal to achieve our vision. 
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Page 45 is a review of materiality. 

The business environment surrounding our group is changing drastically on a daily basis, and in light of these 
changes in the environment and the characteristics of our group, we have positioned materiality as a source 
of competitive advantage to realize sustainable improvement of corporate value, and have reviewed it. The 
new materiality clarifies the capital and capabilities that will support future growth, and will be formally 
operationalized in April 2027, coinciding with the start of the next mid-term management plan. 
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Page 46 is the basis for the direction of our strategy for future growth, and is actually a restatement of the 
information we announced in our timely disclosure on March 10, so I will skip the explanation this time. 

 

On page 47 is the business environment in the AI era and the Group's approach. 

The focus of our clients' DX investments has already shifted to business structure transformation, and we 
recognize that the execution speed and quality of this transformation will be further enhanced by the use of 
AI. Against this backdrop, the Group will further strengthen its client base in the mission-critical domains for 
the next medium-term management plan. 
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Specifically, we will support our clients' AI transformation from the perspective of both transforming their 
business operations and improving our own development speed by providing consulting, modernization, 
business-specific agentic AI, and AI-driven development across layers, starting with the mission-critical 
domains. By doing so, we hope to establish a trusted position across layers by leveraging industry expertise 
and strengths in mission-critical domains. 

 

Page 48 presents the Group's approach to establishing a competitive advantage. 

In order for agentic AI to demonstrate its value, it is essential to link it with business data and mission-critical 
domains. 

The mission-critical domains are the heart of AI-Ready. The Group will establish a unique position by providing 
AI application support in combination with its customer base and technological assets built up through SI as 
a source of competitive advantage. Leveraging our strength in card business operations, we launched the 
service to offer fraud detection AI. In addition, we have launched a new brand, IntegriA, which provides 
comprehensive support for AI applications from strategic planning to implementation and effect generation, 
and we have signed a reseller agreement with Anthropic. In this way, we are working to build the foundation 
for the next medium-term management plan.  

In our own AI-driven development, we have achieved a 47% productivity improvement in external design and 
manufacturing, and a 57% improvement in manufacturing unit testing. Going forward, with TISI at the core, 
we will continue to expand the value we provide at all layers. 
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Page 49 is about strengthening the human capital to drive value creation. 

In the age of AI, it is necessary to improve productivity through the use of AI and upgrade the roles played by 
human resources in an integrated manner. It is now a matter of course for all employees to utilize AI, but we 
will achieve a shortening of the construction period per project and a dramatic increase in productivity per 
person. This will help to increase the turnover rate of projects and expand the top line, as well as address the 
structural issue of a shortage of IT personnel. 

At the same time, we will strengthen the human resources who lead the front line in resolving customer issues 
and those who are responsible for business creation. In addition, IT professionals will enhance their integrated 
IT skills and shift to more upstream areas. 

We believe that utilizing AI as a means of expanding human potential and organically linking diverse human 
resources to create value will enhance the Group's strength and lead to competitive advantage, and we will 
accelerate strategic investments to this end. 
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Page 50 is the key strategies defined for the next medium-term management plan. 

Again, AI has the potential to significantly change the way society and our clients do business. We see this 
change as an opportunity for growth, and we intend to dramatically increase the value we provide to our 
customers while transforming our own business model. 

To this end, as a solution to both the opportunities and threats faced by its customers, the Group will pursue 
three market strategies, starting with the mission-critical domains and business knowledge. 

The first is a qualitative transformation in earnings through AI-driven development to raise project turnover 
and unit costs. Second, expansion of recurring revenue through outcome-based vertical AI Services. Third, 
diversification of revenue models through revenue-sharing business driven by strategic investment in priority 
areas such as payment and healthcare. We will be working on the details of the medium-term plan over the 
next year, but I hope you will understand that we aim to achieve sustainable improvement in corporate value 
through these structural reforms. 

In closing my explanation, I would like to reiterate my message for the future. 
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With regard to the current medium-term management plan, we are beginning to see the achievement of the 
goals that we described as challenging at the start of the plan. This is the result of steady efforts to strengthen 
the front line and structural transformation, and we are determined to achieve the goals of the medium-term 
management plan. 

On the other hand, for us, that is not the goal. We will continue to transform ourselves to further increase our 
corporate value, viewing changes in the AI era as an opportunity for growth. 

The merger of TIS and INTEC is one of our efforts to achieve this goal. I am not going to cover this today, but 
preparations are progressing very well toward July 1, which is two months away, . We also continue to review 
our group portfolio. 

In addition to the integration of some of INTEC's back-office operations into the Group's shared company in 
April, the basic merger policy of TIS Solution Link and INTEC Solution Power, which was decided today, is also 
aimed at strengthening the value chain of the entire Group. 

The Group has faced changes in the business environment in the past, and we are proud that we have evolved, 
grown, and overcome these changes by promoting structural reforms. With "OUR PHILOSOPHY" as our firm 
axis, we will continue to mobilize the Group's management resources and knowledge to achieve sustainable 
growth through evolution and transformation. We are convinced that we have capabilities to achieve that. 
We hope you will continue to look forward to the progress of the TIS INTEC Group. 

This concludes my explanation. Thank you. 
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Question & Answer 

 

Moderator [M]: Thank you. We will now move on to the question-and-answer period. 

Due to time constraints, each person will be limited to two questions at a time. Please understand that we 
may not be able to answer all of your questions depending on the progress of the session. 

If you have a question about a particular slide, please specify the slide number with which you would like to 
ask a question, so that we can put up the slide. 

We will now begin the question-and-answer session. First, Daiwa Securities, Mr. Ueno. Please go ahead. 

Ueno [Q]: I would like to start with page 21. On page 21, there is a forecast for SG&A expenses. As for this 
JPY6.39 billion increase in the SG&A expenses, while we heard about it every quarter in the previous fiscal 
year, the increase for the fiscal year ended March 31, 2026 ended up by JPY940 million, or JPY1.39 billion less 
than the plan. 

Looking at the orders received for this fiscal year, I think that the people in the field will be very busy, and will 
not be able to devote their time and energy to the promotion of the measures. What do you think, since you 
already have AI and such, you will make the use of cost mandatory for this fiscal year, is it correct?  

Or, even so, since there is a demand on the side of the customer, is there a possibility that the budget for the 
SG&A expenses may not be fully digested as it was the previous year? Could you answer this question first? 

Kawamura [A]: Yes, I will answer then. As you pointed out, we were not able to fully digest the budget for 
SG&A expenses in the previous fiscal year, but we intend to further strengthen our investment in human 
resource development and education, including AI, and we will continue to promote these efforts. In addition, 
as I mentioned earlier, there are merger-related costs of about JPY1.5 billion or so, and we would like to digest 
these as necessary expenses. 

We have incorporated such necessary growth investments into our plans with a high degree of certainty. On 
the other hand, we will also control SG&A expenses well in response to changes in the environment. We are 
investing in growth while replacing the contents of the plan according to the situation, so first of all, we would 
like to use up this plan and make a solid investment in growth for the next move, as Okamoto explained earlier. 
That is all. 

Ueno [Q]: In terms of being able to judge from the figures, are you able to foresee to certain extent if you can 
use up the budget by looking at the amount spent for SG&A in Q1? Or, as you just said, considering the buffer 
for the full year, is it not a very good reference value since the digestion at the beginning of the period does 
not go that far? 

Kawamura [A]: As for human resource investment and merger-related costs, which I mentioned in the 
previous section, I think we will be able to proceed with the spending about a 50-50 split between the H1 and 
H2 plan. Since growth investment will depend on the progress, we will explain it in every quarter.  

Ueno [Q]: Understood. Next point is on page 50. The response to AI and such came up in detail this time 
despite it is in the middle of the medium-term management plan. The stock price adjustment in the sector as 
a whole is due to the destructive impact of AI on the industry. I'm afraid this is the case of other company, but 
even if they set a target in their mid-term business plan, the next day the share price plummets, and I have 
the feeling that the market does not trust the target very much even if the Company sets a target. 
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So, regarding this part, it is a KPI that is necessary. For example, there are three initiatives here, and in the 
case of qualitative transformation of earnings through AI-driven development, KPI would be something like 
you can increase turnover by this initiative and development plan would be shorten by this much and turnover 
ratio will increase 1.1 times per year. In the case of the application rate of AI development and Vertical AI 
services, everyone says it is a performance-based system, but it is not so easy to do so. For this part, I hope 
you would disclose the specific example in the future.  

For the next part, a revenue-sharing business, you said that you would explain it later, but I would like to ask 
you to include as many figures as possible in these areas and disclose them every quarter or every three 
months. You may think it would be difficult to disclose these qualitative initiatives. However, looking at the 
current overall adjustment in the stock price for the sector as a whole, I think it would be difficult to disprove 
the statement without disclosing these figures. This is the request, rather than a question. That is all. 

Okamoto [A]: Yes, I fully understood your request. We will be studying the mid-term plan over the next year 
or six months, and we will set targets in the process. We will disclose what we can clearly. That is all. 

Ueno [M]: Please do so. Thank you. That is all. 

Moderator [M]: Thank you. Next, BofA Securities, Mr. Tanaka. Please go ahead. 

Tanaka [Q]: BofA Securities, Tanaka. Please put up slide 15 which is about the order.  

Orders for software development this time have been very strong, a complete change from Q3, haven't they? 
I would like some more comments from Mr. Kawamura, because I would feel it would be insufficient if he says 
that is due to a fluctuation  of quarters. Please comment first on each segment regarding what kind of products 
grew well during the quarter, and what kind of slightly larger products were added, including future prospect. 

Kawamura [A]: Yes, sir. Although we caused some concern in Q3, as I mentioned at that time, we were able 
to make a strong comeback in Q4, and I am pleased to report that we were able to make a solid accumulation 
during the second half of the fiscal year. 

By segment, in the offering services, the business management field is one of our strong areas, and we have 
received a large order in this segment. In the payment area, we also received orders from customers, but 
since there was a reactionary decline from the previous fiscal year, the business is generally flat. Therefore, 
please consider that the business management area made a significant contribution. 

In the area of financial IT, orders from the customers in the mission-critical domains have been increasing 
steadily, and this figure of plus 25 is the result of orders from such customers in the credit card industry and 
megabanks. 

Industrial IT, which was weak in Q3, has turned positive, thanks to an increase in orders from customers in 
the energy field, our area of expertise, and positive demand from service-related customers for mission-
critical system renewals. 

One point to note is that while orders in the energy field were strong, there was a slight shift in the period, 
and orders of about JPY2 billion for Q1 of the current fiscal year ending March 31, 2027 were received ahead 
of schedule in Q4. Therefore, please note that this will affect Q1. 

In the area of regional IT, overall orders of both financial and industrial IT were strong, especially from 
megabanks and migration projects for our major customers, which are being carried out in cooperation 
between Intec and TIS. Due to these strong orders, we believe that orders have been steadily accumulated 
for Q4. That is all. 
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Tanaka [Q]: Thank you. By the way, in the business management of offering services, is large order as large 
as JPY1 billion or so?  

Kawamura [A]: Yes. Some of the orders are worth about JPY1 billion, but there are also several other projects 
worth several hundred million yen that we have received orders for, and we believe that finishing them well 
will lead to good results in H1. 

Tanaka [Q]: Thank you. If that is the case, if we look at Q1 of the fiscal year, although there is some impact 
from the JPY2 billion shifted advance for energy as mentioned earlier, the outlook for the rest of the year is 
quite solid. 

Kawamura [A]: Yes. We believe that the environment remains favorable, and we will continue to take orders 
in Q1 firmly. In addition, since there are fluctuations on a quarterly basis, we will accumulate orders by looking 
them throughout H1.  

Tanaka [Q]: Thank you. The second one is the same as before, page 21. This is the plan for this fiscal year. As 
for the merger-related expenses, we originally thought that they would be JPY2 billion to JPY3 billion. However, 
they were almost negligible in the fiscal year just ended and it is an increase of only bit less than JPY1.6 billion 
in the plan. Does this mean that you estimated the plan conservatively and that became obvious in the 
figures? 

Also, 29% gross profit margin, while not an impossible level, seems like a high target considering that the gross 
profit margin has been in the low 28% range for the past three years or so, even after adding back unprofitable 
operations. I imagine that even if this becomes short of the target, you may be able to control it by curbing 
SG&A expenses. Is the gross profit margin quite foreseeable? 

Kawamura [A]: Let me explain step by step. First, regarding merger-related expenses in SG&A expenses, since 
the merger is within the Group, the expenses are mostly personnel expenses, and we are now proceeding 
with the integration process by firmly promoting measures. We are generally making good progress, so we 
are proceeding within the scope of that plan, which means that there was not much of an impact as a merger-
related expense in the previous fiscal year. 

On the other hand, we will change the Company name this fiscal year, and we will also change various signs 
and increase outflow costs, so we are planning to spend over JPY1.5 billion mainly in H1 of the fiscal year. This 
is generally in line with our plan, and we would like to use it up.  

As I mentioned earlier, our first priority is to fully digest SG&A expenses and invest in growth. 

As for the gross profit margin, we expect an increase of about JPY400 million on the premise that we will 
firmly curb unprofitable projects. Other than that, we would like to raise the gross profit margin by steadily 
promoting productivity reforms using AI, which I have just explained in the growth investment section. 

We are still in the middle of the road in some of the areas where we have been working to achieve highly 
profitable services. First of all, we will steadily achieve a gross profit margin of 29% by firmly implementing 
productivity reforms in the field of system integration, and then aim for 30% or more. This approach has not 
been changed, and we would like to generate solid outcome in H1. That is all. 

Tanaka [M]: Thank you. That is all. 

Moderator [M]: Thank you. Next, Mr. Koketsu, Citigroup Securities Inc. Please go ahead. 
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Koketsu [Q]: Thank you for your support. This is Koketsu of Citi Group Securities. Thank you for the 
opportunity to ask a question. 

First, I would like to ask you about the JPY1 trillion and the 15% operating income plan for the fiscal year 
ending March 31, 2033 that you announced this time. I am sure you will take into account the use of AI, but 
from the management's point of view, at least 8% is a must, and taking into account the revenue growth rate 
of the previous fiscal year and the current fiscal year, I think it is well below that level. 

Therefore, I think that the next mid-term plan will be used to create a base for accelerating revenue growth. 
Again, can you first tell us how management creates the growth rate? 

Okamoto [A]: First of all, I would like to say that this figure of JPY1 trillion, or over JPY150 billion, is the vision 
we are aiming for.  

As I explained earlier in my strategy, we will increase sales and profits at an accelerated pace by improving 
efficiency and turnover through the use of AI. 

However, unless we set specific goals and strategies, we will not be able to make them a reality, so we have 
set the figures. Specifically, this is for two mid-term plans, so we will finalize the figures and strategies in due 
course. We will be creating a medium-term plan over the next year, and I hope to be able to make a firm 
announcement at that time. That is all. 

Koketsu [Q]: Thank you. Second point is the meaning of doing Xenlon~Shenron, which I just heard from 
President Okamoto. I thought it was a good initiative to expand and develop areas that are difficult to be 
replaced by AI, from front-end systems to mission-critical system development. I was wondering if you can 
see any business prospects in the acquisition of mission-critical systems through Xenlon~ Shenron and the 
subsequent introduction of AI. Can you please tell us about it? 

Okamoto [A]: Regarding Xenlon~ Shenron, Xenlon~ Shenron itself is evolving day by day. We have completed 
25 projects in the past, including ongoing ones, and we have a large pipeline of nearly JPY10 billion, so we are 
determined to reap the rewards. We are also making proposals for the parts that became AI-Ready or shifted 
to Java.  

We will realize them with customers more and more going forward. In this cycle, we will convert mission-
critical systems to Java by Xenlon~Shenron with our customers. We would like to rotate this flow more and 
more. 

Koketsu [Q]: Thank you. I would like to follow up on this. I know that your company is vendor-free when it 
comes to introducing AI beyond that. I think it would be better to form a partnership with Anthropic when 
introducing Claude, for example. What do you think about a partnership? 

Okamoto [A]: We have already announced the partnership with Anthropic on April 24. We, as well as 
Anthropic are intended to provide the best solution to meet customers' requirement. Such SIer's approach 
has not changed and that is what we are going to do. 

Koketsu [M]: Thank you. Please continue to do so.  

Moderator [M]: Thank you. Next, Mizuho Securities, Mr. Hori. Please go ahead. 

Hori [Q]: My name is Hori from Mizuho Securities. Thank you. I would like to make one point, and I would like 
to know your thoughts on the use of money. 
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President Okamoto mentioned that the market perception is not correct, but that is exactly where the market 
concerns for the mid- to long-term. Although the KPI per-head operating income is steadily improving, 
productivity levels are inferior when compared to the major players. 

I am aware that measures will be taken to address this issue, but since human proficiency does not suddenly 
double or triple, and since everyone around us is also working at a certain speed, I don't think the relative 
positions will change that easily. I am aware of the fact that you still have to do this for five or 10 years. 

When we think about strengthening the upstream here, in the diagram on page 40, although this includes my 
personal opinion, but rather than doing this much share buybacks, I think there is also an approach to do M&A 
more aggressively, even if you ignore this rules, to acquire an excellent consulting company or particular 
software. What do you think?  

It says "actively consider and execute M&A", but could tell us whether you are leaning toward it more eagerly 
than in the past?  

Okamoto [A]: To be frank about my thoughts, one is, as you said, investment in human resources. Naturally, 
it is a matter of course to educate existing personnel, but as you mentioned, we would like to be very proactive 
in acquiring sharp personnel, including AI architects, and consultants. We would like to promote it very 
actively. That is one thing. 

The other thing is, as you mentioned, in promoting three pillars of strategy I talked about, although we have 
so far been focusing on M&A, mainly with regard to IT companies, I would like to broaden our perspective a 
little more, and do M&A with companies that we can revenue-share with. I believe it is essential to expand 
M&A from various perspectives, and I am quite eager to do it. That is all. 

Hori [M]: Yes, okay. Thank you. 

Moderator [M]: Thank you. Since there appears to be no one else with questions, I will now conclude the 
question-and-answer session. Lastly, Okamoto would like to say a few words. 

Okamoto [M]: Thank you very much for joining us today for the financial Results Briefing for the Fiscal Year 
Ended March 31, 2026 of TIS Inc. If you have any questions after this, please call us for an individual interview 
or contact our IR department by phone and we will be happy to answer your questions and look forward to 
working with you in the future. 

Moderator [M]: With that, I would like to close today's briefing. 

Thank you very much for taking time out of your busy schedules to participate in this event. 

[END] 

______________ 

Document Notes 

1. Portions of the document where the audio is unclear are marked with [inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   



 
 

 

 
      

    
42 

 

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 
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