
 
 

 

 
 

 
May 29, 2026   

 

Company Name: CTS Co., Ltd. 

Name of representative: 
Ren,Yokoshima 

President and CEO  

(Code number: 4345, TSE Prime Market) 

Inquiries: 
Makio, Kitahara 
Senior Executive Officer 
Head of the Management Division 

(Telephone: +81-268-26-3700) 

 

 

Notice of Release of Transcript of Financial Results Briefing 
 for the Fiscal Year Ending March 31, 2026 

 

 

We are pleased to announce that we have published a transcript of the "Fiscal Year Ending March 2026 Financial Results Briefing" 

for institutional investors and analysts held on May 15, 2026. 
We hope that this information will help investors deepen their understanding of our Group and our business. 

 

 

Transcript of financial results presentation (including Q&A) 

Please refer to the attached document. 

 

 

 

End 

Note: This document has been translated from the Japanese original for reference purposes only. In the event of 
any discrepancy between this translated document and the Japanese original, the original shall prevail. 



 

 

 

 

 

 

  

 

  

CTS Co., Ltd. 
Financial Results Briefing for the Fiscal Year Ended March 2026 
 
May 15, 2026 



 
 

 
 
       
    

1 
 

Event Summary 

 
[Company Name]  CTS Co., Ltd. 
 
[Company ID]   4345-QCODE 
 
[Event Language]  JPN 
 
[Event Type]   Earnings Announcement 
 
[Event Name] Financial Results Briefing for the Fiscal Year Ended March 2026 
 
[Fiscal Period]   FY2026 Annual 
 
[Date]    May 15, 2026 
 
[Number of Pages]  49 
  
[Time]    11:00 – 12:03 

(Total: 63 minutes, Presentation: 57 minutes, Q&A: 6 minutes) 
 

[Venue]   Webcast 
  
[Venue Size]    

 
[Participants]    
 
[Number of Speakers]  5 

Ren Yokoshima   President and CEO 
Hideki Akiyama Senior Managing Executive Officer, Head of 

the Sales Division 
Kazutoshi Kanai Senior Executive Officer, DDS Sales 

Promotion General Manager 
Makio Kitahara Senior Executive Officer, Head of the 

Management Division 
Takuya Kitamura Management Division, Accounting 

Department General Manager 

  



 
 

 
 
       
    

2 
 

Presentation 
 

Nagai: It is now 11:00 AM, and we will begin the FY2026 financial results briefing of CTS Co., Ltd. Thank you 
very much for joining our financial results briefing today despite your busy schedules.  

My name is Nagai from the Accounting Department, and I will serve as moderator today. Thank you in advance 
for your participation. 

First, I would like to explain today’s agenda and the Q&A session. To begin, President and CEO Ren Yokoshima 
will deliver opening remarks. Next, Senior Executive Officer, General Manager, Management Planning Division, 
Makio Kitahara will explain the business overview and the FY2026 financial results. Following that, President 
and CEO Ren Yokoshima will explain the medium-term management plan; then Senior Executive Officer, DDS 
Sales Promotion Manager Kazutoshi Kanai will explain our main products and services, and Senior Managing 
Executive Officer and General Manager of the Sales Division Hideki Akiyama will explain the business activity 
policy. Finally, President and CEO Ren Yokoshima will explain the FY2027 earnings forecast.  

After all presentations are completed, we will open the floor for questions and answers. 

Please note that we are unable to accept questions via the chat function. Please use the Zoom Webinar Q&A 
function and submit your questions at any time. We will answer as many submitted questions as time permits. 
Please also note that your questions will be displayed under the name entered when registering for the 
webinar. Lastly, today’s briefing is scheduled to conclude at 12:00 PM.  

Now, we would like to begin the FY2026 financial results briefing. President and Executive Officer Ren 
Yokoshima will deliver the opening remarks. 

Yokoshima: My name is Ren Yokoshima, and I assumed the position of president and CEO on April 1, 2026. I 
look forward to working with you all. 

At the outset, I would like to explain the organizational changes implemented in April 2026. The background 
to these changes is the rapidly advancing environment surrounding information technology, digitalization, 
and AI utilization. Within the construction industry as well, the Ministry of Land, Infrastructure, Transport and 
Tourism is promoting i-Construction 2.0, while companies across the industry are undertaking various 
initiatives amid labor shortages and other challenges. 

Looking back at our company, we have also been pursuing a transformation centered on data and 
information-related services and SAP under our medium-term management plan. As both the external and 
internal environments continue to change dramatically and rapidly, we recognize that we are approaching a 
turning point. 

Under these circumstances, we determined that CTS needed to rejuvenate the organization and transition to 
a more flexible and agile management structure, which led to these organizational changes. We have 
restructured both the management structure and the execution structure. 
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First, regarding the management structure, as shown at the top of this slide, it is centered around three 
individuals. Following shareholder approval in June 2025, we transitioned from a company with an Audit and 
Supervisory Board to a company with an Audit and Supervisory Committee. Along with strengthening 
governance functions, substantial authority was delegated from the Board of Directors to executive directors.  

As a result, the importance of organizational structure has significantly increased. Leveraging this framework, 
we established a management structure centered on three individuals: Taizo Yokoshima, Representative 
Director and Chairman as well as Executive Director; myself, Ren Yokoshima, President and CEO; and Hideki 
Akiyama, Senior Managing Executive Officer. 

At the same time, as shown here, the execution structure has been organized into five major divisions by 
function: sales division, quality and logistics management division, business process management division, 
corporate management division, and corporate strategy division, each with designated executives responsible 
for execution.  

By establishing a management and operational execution structure in which the core management functions 
are positioned close to the execution structure, including [inaudible], we believe we can achieve more flexible 
and agile operations. Under this new structure, we will strive to achieve our new medium-term management 
plan, and we sincerely appreciate your continued guidance and support. This concludes my opening remarks. 

Nagai: Next, Senior Executive Officer, General Manager, Management Planning Division, Makio Kitahara will 
explain section 2, business overview, followed by section 3, FY2026 financial results overview. 
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Kitahara: I am Makio Kitahara, Senior Executive Officer, General Manager, Management Planning Division. 
Thank you very much. First, I will explain our business overview. 

Our company operates the digital data service business, hereafter referred to as the DDS business, nationwide, 
with the construction industry and construction sites as our primary customers. Traditionally, the DDS 
business has focused on supporting productivity improvements at construction sites through ICT utilization. 
Under the current medium-term management plan, we are primarily promoting SAP proposals. Details will be 
explained later in the medium-term management plan section. 

The surveying and measurement system business, hereafter referred to as the SMS business, mainly provides 
rental services for surveying and measurement systems used at construction sites.  

Other businesses include unit house rentals for construction sites, smart house solutions, and specialized 
construction work such as installation of road signs and markings, though these are operated only in limited 
areas. 
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Next, I would like to explain the role and strengths of CTS. Our mission is to support construction companies 
and construction sites throughout Japan. We view the construction industry and construction sites as local 
industries that support Japan and are integral to the maintenance and development of social infrastructure, 
such as roads. 

As described in the middle section of the slide, the construction industry currently faces serious challenges, 
including labor shortages caused by the declining birthrate and aging population, as well as the so-called 
“2024 problem,” including regulations imposing caps on overtime work with penalties effective April 1, 2024. 
In addition, due to the unique nature of the industry, where work environments differ from project to project 
and contracts are temporary, it is difficult to establish work environments that improve productivity. 

We contribute to solving these challenges at construction sites through ICT. Our strengths are the three points 
listed at the bottom of the slide. First, we provide ICT support specialized for the construction industry and 
construction sites. Second, we are able to offer rental-based proposals. Third, we possess a nationwide 
network that enables us to provide stable-quality support to construction sites across Japan on an individual 
basis. Leveraging these strengths, we will contribute to building sustainable social infrastructure through 
support for the construction industry. 



 
 

 
 
       
    

6 
 

 

Next is the status of our nationwide network.  

We currently operate 32 branches, covering areas from Hokkaido in the north to Okinawa in the south.  

In addition, near our headquarters, we have established management centers for digital equipment and 
surveying equipment, where rental equipment provided through these nationwide locations is centrally 
managed. 



 
 

 
 
       
    

7 
 

 

Now I will explain the FY2026 financial results overview.  

Net sales were JPY12.747 billion, up 107.8% YoY. Gross profit was JPY6.548 billion, up 107.8% YoY. Gross profit 
margin was unchanged at 51.4%. This increase in net sales and gross profit was mainly due to increased orders 
for products and services in our core DDS business from existing customers. 

Meanwhile, SG&A expenses were JPY3.179 billion, up 106% YoY. This was primarily due to increased 
personnel expenses from improved employee benefits and higher sales activity expenses, including marketing 
activities. As a result, operating profit was JPY3.369 billion, up 109.5% YoY. Operating margin improved 0.4 
point to 26.4%. 

At the ordinary profit level, increases in dividend income from pure investments and equity-method 
investment gains associated with improved performance at Fileforce Co., Ltd., a strategic investee, resulted 
in ordinary profit of JPY3.734 billion, up 118.1% YoY. Consequently, profit attributable to owners of parent 
increased to JPY2.686 billion, up 122.7% YoY.  

All major profit items exceeded the previous fiscal year. 
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Next, consolidated profit and loss. 

In terms of net sales and operating profit, this marks the 17th consecutive year of sales growth and the 15th 
consecutive year of operating profit growth, both record highs. 
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This graph analyzes the factors behind changes in operating profit.  

As shown here, the largest factor was increased sales, which contributed JPY472 million.  

On the other hand, SG&A expenses increased by JPY109 million in personnel expenses and JPY71 million in 
other expenses, but the increase in gross profit more than offset these increases. 
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The next graph breaks down results by segment.  

Operating profit increased by JPY291 million in total. Of this, approximately 90%, or JPY259 million, came from 
the DDS business.  

The SMS business increased by JPY95 million, while the “other” business decreased by JPY62 million. 
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Next, I will explain the segment overview. This slide compares our three business segments on the same scale.  

The DDS business is the largest, while the SMS business sales are approximately half that size, and the other 
business is roughly half the size of SMS.  

While DDS continues to steadily increase both sales and operating profit, SMS and other businesses remain 
mostly flat. This aligns with our medium-term management policy, under which the DDS business serves as 
the growth driver. 
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Now I will explain the status of each business individually.  

In the DDS business, net sales were JPY7.510 billion, up 108.9% YoY, and operating profit was JPY2.403 billion, 
up 112.1% YoY. Operating margin improved 0.9 point to 32%.  

Sales increased for the 17th consecutive year, and operating profit increased for the 12th consecutive year, 
both record highs. 
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Regarding factors affecting operating profit in the DDS business, increased sales contributed JPY351 million 
and accounted for the majority of the improvement.  

SG&A expenses increased due to higher sales activity expenses and increased personnel costs associated with 
the strengthening of the digital equipment management center, but we successfully absorbed these costs and 
achieved higher sales and profits. 
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In the SMS business, net sales were JPY3.870 billion, up 110.4% YoY, and operating profit was JPY751 million, 
up 114.5% YoY. Operating margin improved 0.7 point to 19.4%.  

Both net sales and operating profit reached record highs. 
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This page indicates that higher sales was the primary factor behind the increase in operating profit in the SMS 
business. 
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Next, I will explain the financial statements.  

First, the balance sheet overview. Total assets amounted to JPY20.607 billion, an increase of JPY3.527 billion 
YoY. This was primarily due to a JPY3.421 billion increase in investment securities resulting from acquisitions 
and valuation gains. 

Total liabilities and net assets are shown on the slide. Although net assets decreased due to dividend payments, 
they increased significantly due to the recording of net income and valuation gains on investment securities. 
As a result, the equity ratio rose 0.8 point to 76.2%. 
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Next is the cash flow statement overview.  

Cash and cash equivalents at the end of the fiscal year totaled JPY4.171 billion, representing a decrease of 
approximately JPY358 million over the year. Factors related to operating, investing, and financing activities 
are shown on the slide. 

Cash flow from operating activities totaled JPY3.339 billion, demonstrating our ability to steadily generate 
cash.  

Cash flow used in investing activities totaled JPY1.771 billion, primarily due to the acquisition of shares in 
affiliates amounting to JPY1.007 billion. Cash flow used in financing activities totaled JPY1.926 billion, mainly 
due to dividend payments. 
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Next are other management indicators. I will explain the important management indicators ROA and ROE.  

ROA was 19.8%, and ROE was 18.8%, both improvements over the previous fiscal year.  

In addition to profit growth from core operations, improved performance at Fileforce Co., Ltd., our strategic 
investee, also contributed to these increases. 
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Next is the repeat rate.  

The FY2026 result was 70%, down 0.1 point YoY. This was mainly due to sluggish trends in the number of 
public works projects, which did not lead to repeat usage. 
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Next is the trend in the number of active project sites. The number of project sites is shown as an index, with 
FY2020 Q1-end results set at 100%.  

By the end of FY2026, the figure had increased to 170%, representing a 70% increase. While fluctuations can 
be seen in the graph, these reflect seasonal trends characteristic of both the industry and our business model. 
Accordingly, comparisons should be made at the same time, with the red dots representing Q4 and the orange 
dots representing Q3. 

As shown here, we view the decline in Q4 as temporary compared with normal years, while the orange Q3 
data shows that the number of active project sites has remained steady.  

This concludes my presentation. Thank you very much. 

Nagai: Next, President and CEO Ren Yokoshima will explain section 4, the medium-term management plan. 
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Yokoshima: I would like to explain the medium-term management plan.  

First, I would like to begin with a review of the previous medium-term management plan. In the previous mid-
term plan, we aimed to transform ourselves into a business centered on data and information-related services, 
namely SAP, and pursued the five goals listed here. 

As a result, the achievement status for each target was as stated. Net sales, repeat rate, and ROE fell short of 
targets. On the other hand, we achieved our targets for operating profit and operating profit margin. Taking 
into account both the achievement of our policies and the overall results, we must conclude that we were 
unable to transform into a business entity centered on SAP.  

Therefore, the plan as a whole was ultimately not achieved. However, our focus on SAP led to results such as 
the expansion of BtoB transactions, which gave us confidence that the direction itself was correct. We believe 
this was one significant achievement. 

Now, I would like to revisit the achievement status of the individual targets. First, net sales fell short of target, 
and we believe the biggest issue was that sales in the DDS business, including SAP, did not reach target levels. 

We believe there were two major internal factors behind this. The first was that it took time to establish SAP 
as a product and service. Although SAP was positioned as a key policy in the previous medium-term 
management plan, we were not able to begin with a completed product from the outset. Through repeated 
trial and error, it was only around the midpoint of the plan period that the current, more refined form finally 
took shape. 
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The second point was that it also took time to firmly establish the appropriate approach to sales activities. 
SAP differs from our conventional BtoC rental-centered business conducted on a site-by-site basis. It requires 
BtoB transactions focused on improving productivity across the customer’s entire organization, along with 
proposals tailored to that objective. Naturally, this meant that not only the content of our proposals but also 
the customer contacts we needed to approach should have changed. However, our understanding of this shift, 
the corresponding sales activities, and the necessary training did not progress quickly enough.  

As a result, it was only around the midpoint of the previous medium-term management plan that we were 
able to establish a sufficient framework to fully provide SAP services. We recognize this as a major cause and 
issue. 

On the other hand, we achieved our targets for operating profit and operating profit margin. From the latter 
half of the plan period onward, integrated SAP proposals gradually gained recognition, and BtoB transactions 
expanded, leading to improved productivity. In fact, during the previous medium-term management plan 
period, we intended to strengthen our organizational structure, including securing sales personnel, but we 
were unable to fully meet staffing requirements. Even so, with the expansion of BtoB transactions, net sales 
per salesperson steadily increased.  

As a result, although we did not achieve the overall net sales target under the medium-term management 
plan, we were able to achieve our operating profit and profit margin targets. We succeeded in significantly 
improving productivity. We believe this was evidence that the direction we pursued in the previous medium-
term management plan was the right one. 

Regarding the repeat rate, transactions with new distributors increased as SAP deployment progressed. In 
addition, although BtoB transactions strengthened our relationships with customers, ordering trends varied 
from customer to customer each fiscal year, and we were unable to consistently improve the repeat rate. 

As for ROE, despite a strengthened financial base due to accumulated profits and rising valuations of 
marketable securities held, we ultimately failed to achieve the target. Based on this review of the previous 
medium-term management plan, I would now like to explain the new medium-term management plan. 
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In this new plan, we will continue the policy of the previous plan and pursue our overall direction of 
transforming from an IT infrastructure rental company centered on hardware into a specialized construction 
ICT company that integrally provides data and information-related services to support operations at 
construction sites. 

As I mentioned in the review, although we were unable to achieve the targets under the previous medium-
term management plan, we are convinced that the direction itself was correct. Therefore, we will continue 
along the same path and aim to finally achieve this transformation during the current medium-term 
management plan period. 

In doing so, we have established both business activity policies and financial activity policies within the overall 
strategy. The business activity policies are also generally in line with those of the previous medium-term 
management plan. 
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First, regarding the development of the construction market, we will focus all our efforts on promoting SAP. 
As a newly added item, we have included AI implementation for FFC. In today’s world, where AI is becoming 
commonplace, we also want to provide customers with AI functions and AI-driven value. 

Specifically, Fileforce, the provider of the cloud storage service we offer to customers under FFC, is currently 
developing and implementing AI functions. We intend to further deepen our business collaboration and 
alliance with Fileforce and develop AI functions and AI tools specifically tailored to the construction industry, 
which we aim to provide during this medium-term management plan period. 

While this is a policy for the full three years of the plan, we intend to release these functions beginning in the 
first year, this fiscal year, and gradually enhance and expand their capabilities. 

As for where we approach this, in terms of target markets, we will focus on approximately 2,600 regional 
general contractors nationwide and around 100 nationwide general contractors. 

As for how we will approach this, sales managers will promote the development of customer foundations 
through regular visits to key customer personnel as part of efforts to expand BtoB transactions, while branch 
sales staff will efficiently develop customers through horizontal deployment to key personnel at construction 
sites as part of BtoC activities. Each role will have clearly defined responsibilities.  

In particular, regarding the expansion of BtoB transactions, this is not simply about changing transaction 
formats to improve productivity. At the same time, we also want to build new types of customer relationships 
that allow us to provide new value to customers.  
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In addition, we will continue strengthening our marketing, inside sales, and customer success functions. We 
are already reinforcing functions such as the sales promotion team and SAP promotion team, which provide 
sales support and follow-up specifically for SAP. We will continue expanding these capabilities and work 
company-wide to promote SAP adoption. 

 

Regarding the development of new markets, we will also continue the policies of the previous medium-term 
management plan by working to develop the government sector market. 

Through our cloud video service package, beginning with simplified river monitoring cameras, we intend to 
continue broadening the scope of applications. 
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We have also newly established financial activity policies, consisting of three items.  

First, we will secure a strong financial base that supports stable business operations and agile investment. As 
we continue transforming into a business centered on SAP and data and information-related services, our 
transactions still fundamentally revolve around construction sites, which are the most important area for our 
customers. It is impossible to operate solely through data and information. Hardware will always move 
together with these services, and in that sense, hardware will become even more important going forward. 

Under these circumstances, the hardware we provide, particularly network cameras and communication 
devices, is increasing, while technological innovation is rapidly accelerating obsolescence. To steadily and 
continuously expand SAP and strengthen these services, we believe it is essential to have a strong financial 
foundation that supports continued operations, including the hardware aspect. That is why we positioned this 
as our top priority. 

Second, we will promote strategic investments to accelerate the evolution of SAP, particularly its content. Our 
SAP service is broadly composed of three elements: dashboards, content, and multifunction displays and 
mobile devices, including the hardware used to operate them. Among these, the content portion has 
particularly significant potential for future functional enhancement and expansion in response to customer 
demand and needs. Naturally, we will continue expanding and developing this content during the medium-
term management plan period. However, rather than doing everything independently, we intend to actively 
collaborate with companies that already provide excellent services or possess expertise and know-how in 
relevant fields in order to accelerate development. Based on this approach, we plan to make bold and strategic 
investments. 
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Third, we will continue progressive dividends aligned with sustainable profit growth. As I mentioned earlier, 
by steadily providing services centered on SAP, we aim to expand our business steadily and continuously. 
Furthermore, by accelerating the evolution of SAP content, we will further accelerate business growth. 
Together with this business growth, we will enhance corporate value and achieve sustained profit growth.  

In line with this profit growth, we intend to steadily return value through dividends every fiscal year. 
Accordingly, we will continue our policy of progressive dividends. 

 

These are the main policies of the medium-term management plan. Based on them, we have established six 
targets to be achieved by FY2029.  

First is net sales. Company-wide, based on FY2026, we aim to reach JPY16 billion over the next three years, 
representing growth of 25%. At the same time, DDS business net sales are targeted at JPY10.6 billion, up 41% 
versus the base year, while SAP is targeted at JPY5.5 billion, up 96%, nearly doubling from the base year level.  

We also aim for an operating profit of JPY4.4 billion company-wide, representing growth of 30% versus the 
base year. We are targeting an operating profit margin exceeding 25% and ROE exceeding 20%. 
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The figures I just mentioned are also presented in tables and graphs here.  

If the medium-term management plan targets are achieved, the operating profit margin is expected to reach 
27.5%. We are planning not only the medium-term management plan growth, but also continuous and steady 
growth every fiscal year.  

While both net sales and operating profit are expected to exceed the growth achieved under the previous 
medium-term management plan, the overall growth rate may still appear somewhat insufficient. 
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However, when viewed by segment, the plan calls for JPY10.6 billion in the DDS business, JPY4 billion in SMS, 
and JPY1.4 billion in others, totaling JPY16 billion.  

As you can see, the DDS business is expected to grow by 40%, while SMS and others are expected to grow by 
less than 5% over the three years. Furthermore, within DDS itself, SAP is expected to double to JPY5.5 billion, 
while the other DDS category is expected to grow only 8.2% to JPY5.1 billion, remaining below 10% growth.  

In other words, overall company sales growth is planned through DDS, and DDS growth itself is planned 
through SAP. These are the management targets in line with the policy of this medium-term management 
plan. 
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As shown in the graph, while DDS will grow, SAP is expected to expand much more rapidly than before, with 
a substantial increase in scale. The background behind this is our view that the overall construction market is 
unlikely to experience dramatic increases or decreases over the medium to long term. Within that 
environment, however, we believe the market associated with SAP will expand significantly going forward. 

In fact, the construction industry is currently facing technological innovation and labor shortages, making 
productivity improvements essential. Companies are implementing various initiatives to address this issue, 
but fundamentally, they must significantly change the way work is performed. To change work methods, they 
must also change their environments, tools, and services. As a result, the range of services supporting the 
construction industry is diversifying rapidly. 

At the same time, customers themselves are still engaged in trial and error. They know they must change the 
way they work, but many are still unsure how to do so. Our own three years under the previous medium-term 
management plan were also a period of trial and error. However, during that process, we began to identify a 
certain direction. In this new medium-term management plan, we believe that a new market within the 
construction industry will expand significantly going forward. As work methods evolve, the tools and services 
used will also change dramatically, leading to a major restructuring of the market itself. 

At that time, productivity-enhancing tools such as SAP will hold substantial potential. In particular, SAP is not 
simply designed to improve productivity for a single task or even a single construction site. Rather, it improves 
operational productivity across all construction sites of a construction company by functioning as a versatile, 
shared information infrastructure. As customers’ work processes evolve, this market will expand significantly, 
and the SAP business will grow together with that market expansion. Within this evolving environment, we 
also intend to establish a unique position. 
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Accordingly, while we are aiming for transformation through SAP during this three-year medium-term 
management plan period, by the time we achieve this goal, SAP is expected to account for more than half of 
DDS composition. Until now, and during these three years, CTS’s growth has been driven by SAP. Beyond this 
medium-term management plan, however, we believe the Company will ultimately grow together with the 
expansion of this entirely new market. SAP growth and CTS growth will effectively become one and the same, 
opening the door to a new stage of growth. 

For that reason, this initial three-year medium-term management plan is extremely important and reflects a 
scale and level of significance appropriate to that role. We are fully committed to achieving these targets. 

This concludes my overview of the medium-term management plan. 

Nagai: Next, Senior Executive Officer, DDS Sales Promotion Manager, Kazutoshi Kanai will explain our main 
products and services. 

 

Kanai: I am Kazutoshi Kanai, Senior Executive Officer, DDS Sales Promotion Manager. Thank you for joining us.  

I would like to explain our main product and service, the Site Assist Package, or SAP. SAP provides an 
environment that enables efficient implementation of remote operational support and task sharing by 
integrating and rapidly sharing multiple types of data and information handled at construction sites. 
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The growing potential and demand for SAP stem from the challenges currently facing the construction 
industry. At the company level, the industry faces issues such as work style reform, overtime labor regulations, 
and labor shortages requiring labor-saving solutions. As a result, there is a need to establish environments 
that enable remote support for construction sites and operational task sharing through back offices.  

At construction sites themselves, there is also a need to respond to the ICT Construction Stage II promoted by 
the Ministry of Land, Infrastructure, Transport and Tourism, as well as to site management and visualization 
through data utilization. 

In addition, new concurrent assignment systems for construction engineers are being introduced. Previously, 
one site manager could only oversee a single site exclusively, but legal reforms are now allowing the 
management of multiple sites simultaneously. This means, for example, that personnel located at Site A must 
also support operations at Site B remotely. What these two challenges have in common is the utilization of 
data from remote locations. We believe DX demand in the construction industry will continue expanding over 
the medium to long term, and through SAP, we aim to solve these site-level challenges. 
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In addition, regarding the ICT Construction Stage II, a policy initiative by the Ministry of Land, Infrastructure, 
Transport, and Tourism mentioned earlier, partial revisions were made in March 2026. The disclosures have 
become more concrete and detailed. Previously, ICT utilization was limited mainly to the construction phase 
itself. However, as indicated in the red-framed section, the next stage now focuses on utilizing data and using 
that data to enable more advanced decision-making.  

By utilizing the SAP, customers can create the type of environment illustrated here. Against this backdrop as 
well, SAP utilization at construction sites is expected to expand. 
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Now I would like to explain the overview of the SAP. The SAP consists of three major elements. 

The first is the Site Assist Dashboard, which functions as a dashboard for integrating site information. The 
second is information-related content specialized for the construction industry. The third is the user interface 
for sharing and utilizing the dashboard and information, including multifunction displays and multifunction 
mobile devices.  

We provide these software and hardware components together as a one-stop solution. 
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Regarding the first dashboard function, in addition to integrating and visualizing data, dashboard files can also 
be shared with others. By sharing this information with personnel providing operational support from remote 
locations, site information can be communicated quickly, enabling accurate remote support and task sharing. 
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Next is the information-related content.  

We offer a lineup of various content specialized for the construction industry. Along with enhancing the 
functionality of each service, we will also strengthen integration among individual content offerings. 



 
 

 
 
       
    

37 
 

 

In addition to private content, we will also increase construction-industry-specific content through 
collaborations with manufacturers possessing new technologies and systems. 
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Regarding integration among content services, by linking data across multiple content services, we are able 
to build and provide higher value-added services. In addition, by enabling integrated use of multiple content 
services at a single site, we are increasing revenue per site. 

One example is improving site safety management. Since June of last year, automated heatstroke 
countermeasure decision-making has become mandatory. Through data integration from SoratenaPro, a 
service that collects site weather information, IoTSmartHub collects and analyzes the data and adds threshold 
information, enabling automatic visual and audio warnings regarding rest breaks and work stoppages at 
construction sites.  

In addition, automatic mass notifications can be sent through direct chats on the business chat tool DIRECT, 
allowing related personnel and even remote workers to detect site hazards immediately and respond quickly. 
Previously, safety measures often relied on the experience and intuition of engineers, which sometimes 
resulted in delayed responses. There were also issues with inconsistent responses across companies due to 
reliance on individual judgment. However, by utilizing SAP, safety management decisions can be automated, 
and heatstroke risks can be prevented in advance through data-based planned rest instructions and work-
hour adjustments. 
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Going forward, we intend to further expand these kinds of automation systems through data utilization in 
order to address labor-saving and productivity improvement initiatives. This is just one example, but moving 
forward, SAP will evolve beyond being merely a construction site support tool. By centering on data 
integration between our proprietary cloud platform and external construction tech tools, we aim to 
continuously provide higher value-added services. Through this, we will continue evolving into a service that 
improves productivity across the construction industry. 

This concludes the explanation of our main products and services. Thank you very much. 

Nagai: Next, Senior Managing Executive Officer and Head of Sales Division Hideki Akiyama will explain our 
business activity policies. 
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Akiyama: I am Hideki Akiyama, Senior Managing Executive Officer and Head of Sales Division. Thank you. I will 
explain our business activity policies. 

First, regarding “what,” as discussed earlier, the answer is SAP. I would like to explain in greater detail “where” 
and “how.” First are approximately 2,600 regional general contractors nationwide. These are companies 
expected to handle at least 10 prime contractor construction sites annually. Therefore, they represent targets 
where continuous and stable transactions can be expected. Second is a newly established category of 
approximately 100 nationwide general contractors. These are broad-area general contractors operating 
across multiple locations. To achieve cross-regional transactions, we have established a dedicated supervisory 
department, enabling organized expansion and deployment. Both the regional and nationwide general 
contractors are prime contractors. 

As is often said, there are four essential management tasks performed by site managers at construction sites: 
schedule management, quality management, safety management, and budget management. These are 
indispensable operational tasks. However, these same companies are also facing major industry challenges, 
including labor shortages and stricter overtime labor regulations. 

SAP is precisely the solution capable of addressing these issues. That is why these regional and nationwide 
general contractors are clear and important targets for us. 

Now, I would like to report on the current status of customer development. Previously, we explained that we 
had developed approximately half of the roughly 2,600 regional general contractors as customers. Since then, 
however, we ourselves have also faced manpower shortages. Under these circumstances, rather than 
prioritizing new customer acquisition, which requires substantial sales resources, we shifted toward a strategy 
of deepening relationships with existing customers.  
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As a result, SAP achieved 35% YoY growth in the previous fiscal year. Please understand that this growth was 
generated within the approximately 2,600-company customer base. In addition, whereas the annual 
transaction amount for our main products per site had previously averaged JPY500,000, the amount exceeded 
JPY1 million in the previous fiscal year among leading customers. We strongly recognize that this is not merely 
temporary growth, but rather evidence that SAP has truly entered a full-scale expansion phase as the core 
driver of the DDS business. 

 

Now, let me explain why we have been able to achieve this level of growth. Certainly, initiatives such as 
strengthening BtoC operations, marketing, and inside sales have contributed. However, the greatest driver 
has been the promotion of BtoB transactions. BtoB transactions do not simply improve our own productivity. 
They also provide customers with four major benefits. 

First is pricing benefits. Individual pricing adjustments are no longer necessary. Regardless of whether a 
project duration is long or short, we can always provide special pricing.  

Second is time-related benefits. From quotations to scheduling implementation, there is no longer a need to 
respond separately for each project. This significantly reduces management costs prior to implementation.  

Third is operational benefits. Since the necessary systems and environments are delivered simultaneously to 
construction sites, operations can begin immediately. In addition, operating environments are standardized, 
minimizing the need for additional learning. This is a major benefit for construction sites.  

Fourth is quality and reliability benefits. Customers can confidently entrust operational management 
throughout the project period to us, and even in the event of problems, inquiries are centralized through a 
single point of contact, eliminating the need for complicated issue sorting. 
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Through this BtoB transformation, our business model itself is changing dramatically. We are no longer merely 
a supplier. Instead, we are becoming an indispensable partner for customers, in other words, an irreplaceable 
partner. We are convinced that this partner relationship represents the ideal position we seek and will form 
the foundation supporting further growth of the SAP-centered DDS business. Furthermore, SAP represents a 
new and rapidly expanding market.As mentioned earlier, DX adoption, productivity improvement, and 
efficiency enhancement in the construction industry will continue accelerating, and the SAP market itself will 
expand substantially going forward. Together with this market expansion, we are strongly convinced that CTS 
itself will achieve even greater growth. 

This concludes the detailed explanation regarding “where” and “how.” 

Nagai: Next, President and CEO Ren Yokoshima will explain the earnings forecast for FY2027. 

 

Yokoshima: I would now like to explain the earnings forecast for FY2027 as an extension of the medium-term 
management plan we have discussed.  

For FY2027, we are forecasting company-wide net sales of JPY13.5 billion, or 105.9% YoY. Operating profit is 
forecast at JPY3.53 billion, or 104.8% YoY, with an operating profit margin of 26.1%, down 0.3 percentage 
point. 

As with the medium-term management plan discussed earlier, we aim to achieve our 18th consecutive year 
of revenue growth and 16th consecutive year of profit growth through SAP expansion. Although operating 
profit growth may appear relatively weak compared with net sales growth, this reflects our view that 
expanding SAP going forward will require further strengthening of personnel, systems, and related 
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infrastructure. Accordingly, we are proactively incorporating these expenses into SG&A costs. As a result, 
operating profit growth appears relatively moderate. 

 

Looking at net sales by segment, we are planning JPY8.37 billion for the DDS business, or 111.5% YoY; JPY3.75 
billion for the SMS business, or 96.9% YoY; and JPY1.38 billion for others, or 100.9% YoY. 

As with the medium-term management plan, overall growth is expected to come primarily from the DDS 
business, particularly SAP. Meanwhile, the SMS business is projected to decline YoY. However, within this 
segment, we intend to continue focusing primarily on rentals while pursuing efficient sales expansion.  

Regarding product sales, we also plan to narrow our focus by region and product category, while strategically 
prioritizing selected products for growth. 
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As for the breakdown of DDS business sales, we are planning JPY3.47 billion for SAP, or 124.1% YoY, and JPY4.9 
billion for others, or 103.9% YoY. Again, consistent with the medium-term management plan, we intend to 
firmly expand SAP in the first year of the plan. 

These are the forecast figures and targets for FY2027. 
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Regarding dividends, we plan to increase the annual dividend per share by JPY1 YoY to JPY30, marking the 
15th consecutive annual dividend increase. As indicated in the earnings forecast, together with earnings 
growth and in line with our financial activity policies, we are planning our 15th consecutive annual dividend 
increase. 

This concludes my explanation regarding the earnings forecast. 
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Question & Answer 

 

Nagai [M]: We will now move on to the Q&A session. Mr. Kitamura, General Manager of the Accounting 
Department, Business Administration Division, will moderate the session. 

Kitamura [M]: I am Kitamura, General Manager of the Accounting Department. We will now begin the Q&A 
session.  

As explained at the beginning, please enter your questions in the Q&A section. We will answer as many 
submitted questions as time permits. Please note that your questions will be posted under the name entered 
when registering for the webinar. We have already received questions, so I would like to begin reading them. 

Participant [Q]: I understand that labor shortages at construction sites are a major issue. Regarding SAP, which 
can address this issue, are there any competing services from other companies that are expected to provide 
similar benefits? 

Kitamura [M]: President Yokoshima, could you please address this question? 

Yokoshima [A]: I would like to answer the question we received. First, regarding the current landscape of 
products and services similar to SAP, as explained earlier, SAP consists of various products configured and 
provided according to customer needs. Naturally, there are competing or similar products for each individual 
component. However, when viewed comprehensively, there are currently very few comparable services 
overall. 

In addition, there may appear to be services similar to our dashboard tools that improve efficiency at 
construction sites or for construction companies. However, we believe there are still very few services or 
companies that, like us, can provide comprehensive support for construction sites nationwide, deliver all 
necessary equipment and services for those sites, and support operations in an integrated manner, including 
the organizational structure required to do so. 

That concludes my response. 

Participant [Q]: Please tell us about the targets in the medium-term management plan. I believe you are 
forecasting substantial sales growth in DDS, particularly in SAP. On the other hand, the improvement in 
operating profit margin appears limited. Is SAP’s marginal profit ratio lower than the company average? 

Kitamura [M]: President Yokoshima, please address this question as well.  

Yokoshima [A]: I would like to respond to the question. Broadly speaking, our company’s business model 
consists of rental and subscription-type services, as well as sales-related services, across both DDS and SMS 
segments. Overall, profitability is higher for rental and subscription-type services, including SAP. Among these, 
the components that make up SAP currently have the highest profitability. Therefore, we believe that the 
company-wide profit margin will continue to improve as SAP expands and its composition ratio increases. 

At the same time, as mentioned earlier regarding SG&A expenses in the single-year plan, our personnel 
structure remains insufficient to fully promote SAP. Accordingly, we will need to continue strengthening our 
workforce throughout the medium-term management plan period. In light of the current environment, 
although future conditions remain uncertain, we also believe it is necessary to continue improving employee 
compensation. 
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In addition, to expand the activities of our SAP business and establish a stable operational framework for 
providing these services, we need to strengthen not only our human resources but also our systems 
infrastructure. For these various reasons, we are incorporating a corresponding increase in SG&A expenses 
into the plan, and we believe these factors are making the improvement in profit margin appear somewhat 
moderate overall.  

That concludes my response. 

Kitamura [M]: As we have now reached the allotted time, we will conclude the Q&A session. Please note that 
we continue to accept questions at any time through the inquiry form on our corporate website. 

Nagai [M]: This concludes today’s presentation. Finally, a transcript of today’s presentation, including the 
Q&A session, will be sent to the email address you registered for the webinar. We kindly ask for your patience 
while we prepare and distribute the materials. 

This concludes the FY2026 financial results briefing of CTS Co., Ltd. Thank you very much for taking the time 
out of your busy schedules to participate today. Goodbye. 

[END] 

______________ 

Document Notes 
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3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 
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Disclaimer 

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

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

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

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

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