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Presentation

Moderator: Ladies and gentlemen, thank you for your patience. TIS Inc. will now hold a financial results
meeting for the Q2 of the FY2023.

To begin, we would like to introduce today's two presenters. On your left is Yasushi Okamoto, President and
Representative Director.

Okamoto: My name is Okamoto. Thank you for your cooperation.

Moderator: Next, we have Masakazu Kawamura, Executive Officer and Division Manager of the Corporate
Planning SBU.

Kawamura: My name is Kawamura. Thank you for your cooperation.

Moderator: Next, | would like to briefly inform you 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. This
briefing is scheduled to last one hour, including the 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 results for the Q2 of the FY2023, the outlook for the
FY2023, and shareholder returns. Please go ahead.
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Highlights

Fiscal 2023 First Two Quarters: Financial Highlights

-Sales and income on firm footing, up year on year and
surpassing estimates.

*Driven by improvement in gross profit margin, operating
margin moved into 11% range.

*Order volume and order backlog climbed to record highs.

Fiscal 2023: Performance Forecast

Given favorable first-half results, full-year performance
forecast revised upward.

Kawamura: My name is Kawamura from TIS. Thank you for your cooperation.

| will now explain the details of the financial results for the Q2 of the FY2023, which were announced at 3:00
PM today.

Please see page two for an introduction. Here are the highlights of the current financial results.
First, the H1 results for the FY2023, showed a strong YoY increase in both sales and profit, exceeding the plan.

As for profitability, the operating margin rose to the 11% level due to a further improvement in gross margin
while continuing to invest in growth. Orders and order backlogs also reached record highs.

Next, for the FY2023, we have upwardly revised our full-year forecasts based on strong H1 performance. The
goal is to exceed the numerical targets for the FY2024, the final year of the medium-term management plan.
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Fiscal 2023 First Two Quarters: Performance Highlights (YOY change)

-Highersales and income, reflecting business expansion fueled by accurate response to IT investment
needs, including demand among clients for digital transformation.

-Maintained consistently strong rate of growth, pushing operating margin for first two quartersinto
11% range for first time.

First two quarters | First two quarters

[Millione 8¢ ea) of fiscal 2022 | of fiscal 2023 ¥O¥ chimbae
Net Sales 234,332 245,305 +10,972 [+4.7%)]
Operating Income 23,866 27,709 +3,843 [+16.1%]
Operating Margin 10.2% 11.3% +1.1P =
Net Income Attributable to Owners of 15,521 18,834 +3313 (+21.3%]
the Parent Company
Net Income to Net Sales Ratio 6.6% 7.7% +1.1P -
- Non-operating income: ¥1,755 million - Extraordinary income: ¥378 million
(YOY change +¥383 million) (YOY change +¥372 million)
- Non-operating expenses: ¥239 million - Extraordinary loss: ¥1,066 million
(YOY change -¥899 million) (YOY change +¥532 million)
©2022TIS Inc H S

Now please see page five. Summary of results for the H1 of the FY2023.

The business environment remained favorable, and we were able to achieve solid revenue and profit growth
in this environment.

Sales increased JPY10.9 billion YoY to JPY245.3 billion, operating income increased JPY3.8 billion YoY to
JPY27.7 billion, and the operating margin continued to improve significantly, from 10.2% to 11.3%. The
operating profit margin will reach the 11% level for the first time in H1.

Quarterly net income attributable to owners of the parent increased JPY3.3 billion YoY to JPY18.8 billion,
mainly due to higher operating income.
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Fiscal 2023 First Two Quarters: E
Performance Highlights (Compared with estimate) T

- Exceeded estimates, driven by expanding IT investment, especially among core clients, as well as
progress on measures to boost productivity and improve quality.

First two quarters | First two quarters

[Millions of yen] of fiscal 2023 of fiscal 2023 Compared with estimate
estimate actual

Net Sales 240,000 245,305 +5,305 [+2.2%]
Operating Income 25,000 27,709 +2,709 [+10.8%]
Operating Margin 10.4% 11.3% +0.9P =
Net Income Attributable to Owners of 16,500 18,834 +2334 [+14.1%]
the Parent Company

Net Income to Net Sales Ratio 6.9% 7.7% +0.8P =

©2022TIS Inc. H 6

The next page, page six, shows the status of H1 results compared to the plan.

In addition to IT investment demand mainly from our core customers, we were able to make further progress
in our efforts to improve productivity and quality, resulting in a strong finish and overachievement of the plan.
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Fiscal 2023 First Two Quarters: E
Operating Income Analysis, Increase/Decrease Reasons (YOY change) i

-Operating income increased, enabling TIS to cover robust prior investment.
Gross profit margin rose to 27.3%.

Operating Income [Billions of yen]
Operating Margin

e 27.70 +3‘84
[11.3%]

23.86

Of which, effect of
change in status
ofl)cqgsolidated

= subsidiary, etc,
Gross profit margin was -¥0.52 billion

Actual 27.3%

[YOY change +1.6 points]

First two quarters Increased Improved Increased First two quarters
of fiscal 2022 sales profitability SG&A expenses of fiscal 2023
Prior investment costs for promoting structural transformation:
Up ¥0.51 billion (YOY change) .
(Cost of sales: +¥0.20 billion, SG&A expenses: +¥0.31 billion) Changes in SG&A Expenses
Software investment / Investment in human resources / Investment in R&D Effect of change in status of 0.16
i cor!solldated subsidiary, etc.
Cost of investment in human resources (additional): Offpce r?form o 02
Up ¥1.68 billion (YOY change) T
(Cost of sales: +¥0.76 billion, SG&A expenses : +¥0.91 billion) Lower operating costs, T
Cost of office reform to promote new workstyles: enhanced head office functions 2
Down ¥0.70 billion (YOY change) ST e T =
(Cost of sales : -¥0.17 billion, SG&A expenses : -¥0.53 billion) Total +2.97
©2022TIS Inc. " 7

Page seven shows changes in operating income by factor.

The increase in gross profit due to higher sales and improved profitability offset the increase in SG&A expenses,
resulting in a JPY3.84 billion increase in operating income over the same period last year.

The gross profit margin increased 1.6 percentage points YoY to 27.3%, thanks to the provision of high value-
added businesses and the promotion of productivity and quality improvement measures.

Unprofitable projects in H1 amounted to about JPY100 million, and we were able to firmly control them.
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Fiscal 2023 First Two Quarters: Sales by Client Sector

- Briskdemand from financial sector, especially credit card companies. By industry, demand from services a
driving force , while demand from manufacturing sector held steady although sales dipped year on year
due to exclusion of subsidiary from scope of consolidation.

68,079 [Millions of yen]
4421 First two quarters of fiscal 2022
48,285 ‘ . First two quarters of fiscal 2023
43,753
[+5
25,770
21,479 ‘
[+10. 18,593 15,657 26,481 16,750 15.731
17,136 15,566 7,365 2L i 16,336 i 4501
1136 , 7874 = == , 14,261 6,929
=2
o M T oMl T -
. . l o . , ol come
Credit card Banking Insurance Otherfinance Assembly-based Processing-based Distribution Service Publicinstitutions Others
manufacturing  manufacturing
B Credit card
First two quarters of fiscal 2022 i First two quarters of fiscal 2023
W Insurance
W Otherfinance
™ Assembly-based
Net Sales manufacturing Net Sales
Breakdown m Processing-based Breakdown
by Client manufactaig by Client
Sector m Distribution Sector
B Service
B Publicinstitutions
m Others
Financial sector: 36.0% Industrial sector: 55.0% Financial sector: 36.7% Industrial sector: 53.9%
Public sector: 6.1% Other sectors: 2.9% Public sector: 6.4% Other sectors: 3.0%
©20227TIS Inc. m 8

See page eight. Sales by client industry.

Financial IT performed well, driven mainly by cards, and industrial services and other services. As a whole, the
business environment was generally favorable.

The slight decrease in assembly and process manufacturing was due to the effect of deconsolidation from the
sale of a subsidiary in the previous fiscal year, and there was no significant change in IT investment trends by
customers on an actual basis.
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Fiscal 2023 First Two Quarters: ‘?' TIS
Sales and Income for Key Business Segments (YOY change) T,

[Millions of yen] F":'f: ;_rvsgaclglzl(a);tzers F":tf :‘:”s:a '2'8?;'5 YOY change

Net Sales 49,786 53,887 +4,101 [+8.2%)]
Offering Service 56 ating Income 2,158 2,494 +336 [+15.6%]
Business
Operating Margin 4.3% 4.6% +0.3P =
Net Sales 21,230 21,490 +260 [+1.2%]
Business Process 50 ating Income 2,225 2,405 +180 [+8.1%]
Management - -
Operating Margin 10.5% 11.2% +0.7P =
Net Sales 44,342 48,718 +4,375 [+9.9%)]
Financial IT Operating Income 5916 6,311 +394 [+6.7%]
Business - -
Operating Margin 13.3% 13.0% -0.3P -
Net Sales 51,959 55,219 +3,259 [+6.3%]
Industrial IT Operating Income 5,934 7,763 +1,828 [+30.8%]
Business — - : =
Operating Margin 11.4% 14.1% +2.7P =
Net Sales 77,529 76,304 -1,224 [-1.6%]
Regional IT Operating Income 7,144 8,352 +1,207 [+16.9%]
Solutions -
Operating Margin 9.2% 10.9% +1.7P -
Offering Service Business: Trend toward wider T investment for payment settlement and basic systems fueled higher sales and income. Overseas
operations also showed growth in sales, which contributed to segment performance.
Busi Process Manag t: Against backdrop of rising corporate outsourcing needs, segment saw stable shift in demand that fueled higher sales and
income.
Financial IT Business: Growing trend toward IT investment among core clients in the credit card sector spurred increase in sales and income.
Profitability declined, paralleling promotion of measures including steps to reinforce structure,
Industrial IT Business: Sales and income grew, reflecting improvementin profitability, complemented by growing trend toward IT investment,
especially among existing clientsin manufacturing and energy sectors.
Regional IT Solutions: Despite lower sales due to impact following exclusion of subsidiary from scope of consolidation, segment marked brisk sales
on actual basis. Operating income grew, reflecting progress on business activities emphasizing profitability.
© 2022TIS Inc u 2

Page nine shows the situation by major segment.

In the offering services segment, sales and profits increased, driven by an increase in settlement infrastructure
projects in line with the progress of digitization. Overseas operations also contribute to sales growth.

As for BPM, both sales and profits increased due to stable performance against a backdrop of growing
corporate outsourcing needs.

Financial IT reported higher revenues and earnings on the back of expanding IT investments by credit card-
affiliated fundamental customers. The operating profit margin declined slightly due to the promotion of
measures such as the reinforcement of the business structure.

In industrial IT, both sales and income increased due to the expansion of IT investments, mainly by
manufacturing and energy-related fundamental customers, as well as the improvement of profitability
through the promotion of productivity and quality improvement measures.

The decrease in revenue in regional IT solutions was due to the impact of deconsolidation of approximately
JPY4 billion. In actual terms, revenues increased and were firm. Operating income increased due to higher
occupancy rates and an emphasis on profitability, and the operating income margin exceeded 10%.
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Fiscal 2023 First Two Quarters:
Sales by Key Business Segment *For external clients

¢ TIs

TIS INTEC Group

[Millions of yen]

First two quarters
of fiscal 2022

First two quarters
of fiscal 2023

YOY change

Offering Service Business 44,241 47,880 +3,638 [+8.2%]
Software development 23,000 22,829 -170 [-0.7%)]
Operating/cloud services 12,234 14,351 +2,117 [+17.3%]
Product/software sales 9,006 10,698 +1,691 [+18.8%)]

Business Process Management 20,000 20,316 +316 [+1.6%)]
Software development 8331 8,736 +404 [+4.9%]
Operating/cloud services 11,668 11,580 -87 [-0.8%)]
Product/software sales - - - -

Financial IT Business 43,502 47,911 +4,408 [+10.1%]
Software development 22,492 25,710 +3,218 [+14.3%]
Operating/cloud services 17,548 18,520 +972 [+5.5%]
Product/software sales 3462 3,680 +217 [+6.3%)]

Industrial IT Business 51,077 54,845 +3,767 [+7.4%)]
Software development 32,591 37,043 +4,451 [+13.7%]
Operating/cloud services 11,776 11,858 +82 [+0.7%]
Product/software sales 6,709 5,943 -766 [-11.4%)]

Regional IT Solutions 74,353 73,175 -1,177 [-1.6%)]
Software development 39,686 37,994 -1,692 [-4.3%)]
Operating/cloud services 24,835 27,003 +2,167 [+8.7%]
Product/software sales 9,830 8,177 -1,652 [-16.8%]

©2022TIS Inc. m 10

In addition, sales by business segment are shown on page 10. While these are sales to external customers, |
hope you can use them as a reference.
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Fiscal 2023 First Two Quarters:

Sales and Income by Key Business Segment (Compared with estimate)

Wy

A

TIS

TIS INTEC Group

First two quarters

First two quarters

estimate actual
_ _ Net Sales 50,500 53,887 +3,387 [+6.7%]
gj’:g‘gg Service  erating Income 2200 2,494 +294 [+13.4%]
Operating margin 44% 4.6% +0.2P -
) Net Sales 21,900 21,490 -409 [-1.9%)]
&Uaséggsesnfggfess Operating Income 2,300 2,405 +105 [+4.6%)]
Operating margin 10.5% 11.2% +0.7P -
) ) Net Sales 47,000 48,718 +1,718 [+3.7%]
gll;]sai:glsasl ) Operating Income 6,300 ' 76,3;17 +11 [+0.2%]
Operating margin 13.4% 13.0% -04pP -
) Net Sales 54,000 55,219 +1,219 [+2.3%)]
g:;j;;terslsl U Operating Income 7,000 ' 7,763 +763 [+10.9%]
Operating margin 13.0% 14.1% +1.1P -
) Net Sales 76,000 76,304 +304 [+0.4%)]
ggﬁ:figf]'s” Operating Income 7400 8,352 +952 [+12.9%]
Operating margin 9.7% 10.9% +1:2P =

Busil Process M.

Offering Service Business:

Trend toward wider IT investment for payment settlement and basic systems spurred higher sales and income. Overseas

operations also showed growth in sales, which contributed to segment performance.

Financial IT Business:

Industrial IT Business:

Regional IT Solutions:

9

drop in sales. Emphasis on profitability led to higher income,

Wider IT investment among core clients involved in credit card operations buoyed sales. Operating margin dipped, paralleling

progress on measures to strengthen business structure,

Sales and income grew, reflecting improvement in profitability, complemented by growing trend toward [T investment,
especially among existing clientsin manufacturing and energy sectors,

Sales generally in line with estimate. Operating income up, mainly due to progress on business activities with profit emphasis.

t: Demand to support digital shift brisk, but demand for other services, such as existing data entry work, thinned, leading to

© 2022TIS Inc.

Next, page 11 shows the ratio of the H1 results to the plan.

m i1

Although we did not achieve BPM sales and the operating margin in financial IT, we believe that we were able
to produce solid results in general.
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Reference: Fiscal 2023 Second Quarter (July-September):

Sales and Income for Key Business Segments

¢ TIs

TIS INTEC Group

Second quarter | Second quarter
(Milliors ot yen! of fiscal 2022 of fiscal 2023 ¥OX clisnge

Net Sales 120,811 127,232 +6,421 [+5.3%]
Operating Income 13,607 15,207 +1,599 [+11.8%]
Operating Margin 11.3% 12.0% +0.7P -
Net Income Attributable to Owners of
the Parent Company 8518 10,071 +1,552 [+18.2%]
Net Income to Net Sales Ratio 7.1% 7.9% +0.8P -
Key Business Segments
Net Sales 25,083 27,695 +2,612 [+10.4%]
Offering Service 5,0 ating Income 1,259 1,026 232 [-18.5%]
Business
Operating margin 5.0% 3.7% -1.3P -
) Net Sales 10,818 10,909 +90 [+0.8%)]
EA"S'”GSS Process  perating Income 1,230 1,317 +86 [+7.0%]
anagement
Operating margin 11.4% 12.1% +0.7P -
) ) Net Sales 22,786 25,758 +2,971 [+13.0%]
Finandial IT Operating Income 3,267 3,515 +248 [+7.6%]
Business
Operating margin 14.3% 13.6% -0.7p -
Net Sales 27,641 28,518 +876 [+3.2%]
Industrial IT Operating Income 3,458 4218 +760 [+22.0%]
Business
Operating margin 12.5% 14.8% +2.3P -
Net Sales 40,022 39,906 -116 [-0.3%]
Regional IT Operating Income 4258 4,948 +689 [+16.2%]
Solutions &
Operating margin 10.6% 12.4% +1.8P =
©20227TIS Inc. m 12
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Reference: Fiscal 2023 Second Quarter (July-September):
Operating Income Analysis, Increase/Decrease Reasons (YOY change)

¢ TIs

TIS INTEC Group

Operating Income
(Operating Margin)

+1. 41

13.60

[11.3%]

Gross profit margin

Actual 28. 1 %

[YOY change +1.2 points]

15.20

Increased
sales

Improved

Second quarter
profitability

of fiscal 2022

Increased
SG&A Expenses

Prior investment costs for promoting structural transformation:
Up ¥0.07 billion (YOY change)
(Cost of sales: -¥0.05 billion, SG&A expenses: +¥0.13 billion)
Software investment / Investment in human resources / Investment in R&D
-
Cost of investment in human resources (additional amount):
Up ¥1.20 billion (YOY change)
(Cost of sales : +¥0.48 billion, SG&A expenses: +¥0.71 billion)

Cost of office reform to promote new workstyles:
Down ¥0.42 billion (YOY change)
(Cost of sales : -¥0.08 billion, SG&A expenses : -¥0.34 billion)

© 2022TIS Inc.

Second quarter
of fiscal 2023

Changes in SG&A Expenses

Of which, effect of
change in status
of consolidated
subsidiary, etc.
was -¥0.27 billion

[Billions of yen]

+1.59
12.0%) [+11.8%]

Effect of change in status of

consolidated subsidiary, etc. -0.07
Office reform -0.34
Prior investment (includes +0.84
enhanced employee benefits) g

Lower operating costs, -0.06
enhanced head office functions '

Others (Brand-related costs) +1.25
Total +1.62

m 13
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Reference: Fiscal 2023 Second Quarter (July-September): G TIS
Sales by Key Business Segment *For external clients TN i

. Second quarter | Second quarter

Offering Service Business 22,695 24,521 +1,826 [+8.0%]
Software development 11,497 11,652 +154 [+1.3%]
Operating/cloud services 6,722 7.367 +645 [+9.6%)]
Product/software sales 4474 5,501 +1,026 [+22.9%]

Business Process Management 10,205 10,319 +113 [+1.1%]
Software development 4,293 4,446 +152 [+3.6%)]
Operating/cloud services 5912 5,872 -39 [-0. 7%]7
Product/software sales - - - -

Financial IT Business 22,348 25,340 +2,992 [+13.4%]
Software development 12,011 13,594 +1,583 [+13.2%]
Operating/cloud services 9,048 9,417 +368 [+4.1%)]
Product/software sales 1,288 2,329 +1,040 [+80.8%]

Industrial IT Business 27,101 28,318 +1,216 [+4.5%]
Software development 17,494 19,285 +1,790 [+10.2%]
Operating/cloud services 5913 6,030 +117 [+2.0%)]
Product/software sales 3,694 3,002 -691 [-18.7%]

Regional IT Solutions 37,881 38,169 +287 [+0.8%)]
Software development 20,364 20,110 -253 [-1.2%]
Operating/cloud services 12,562 13,399 +836 [+6.7%]
Product/software sales 4,954 4,659 -294 [-5.9%)]

©2022TiS Inc. m 14

Pages 12 through 14 show results for the first three months of the Q2. Overall, we consider the Q1 to have
been a strong one.

With regard to the situation by segment, | would like to comment on offering services. While profits increased
in Q1, they decreased in Q2. If we were to venture a guess as to the cause, we would say that it was due to a
reactionary decline in digital marketing.
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Fiscal 2023 First Two Quarters: Order Status (Total)

¢ TIs

TIS INTEC Group

-Ordervolume and order backlog increased significantly year on year.
Drop for Business Process Management reflects profitability emphasis.

[Millions of yen]

First two quarters

of fiscal 2022
Orders received during first two quarters 243,909 265,993 +22,084 [+9.1%]
Offering Service Business 47,812 50,740 +2,928 [+6.1%)]
Business Process Management 21,538 20,016 -1,522 [-7.1%)]
Financial IT Business 42,656 59,256 +16,600 [+38.9%]
Industrial IT Business 52,642 [— "53,746 +1,104 [+2.1%]
Regional IT Solutions 79,259 82,232 +2,972 [+3.8%)]
Order backlog at end of second quarter 157,948 184,379 +26,430 [+16.7%)]
Offering Service Business 29,932 34,701 +4,769 [+15.9%]
Business Process Management 8,753 i 8,7263 -549 [-6.3%)]
Financial IT Business 37,889 50,735 +12,846 [+33.9%]
Industrial IT Business 32,096 36,766 +4,670 [+14.6%)]
Regional IT Solutions 49276 53,971 +4,695 [+9.5%)]
® 20227TIS Inc.

First two quarters
of fiscal 2023 O chemgn

m 15

Beginning on page 15 is an explanation of the status of orders. First, it shows the overall order situation,
including operations.

Orders received were JPY265.9 billion, up 9.1% YoY, and orders backlog was JPY184.3 billion, also up 16.7%

YoY.
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Fiscal 2023 First Two Quarters: Order Status (Software Development)

¢ TIs

TIS INTEC Group

peaked.

-Financial IT Business posted huge increase, thanks to expansion and capture of big projects. Primary
cause of decreases for Offering Service Business and Industrial IT Business was that project level

[Millions of yen] F";tf :.:'::a?:g;;rs

First two quarters
of fiscal 2023 D~ change

Orders received during first two quarters 131,156 143,489 +12,333 [+9.4%]
Offering Service Business 23,984 21,831 -2,152 [-9.0%]
Business Process Management 9,870 8,436 -1,434 [-14.5%)]
Financial IT Business 21,010 36,367 +15,357 [+73.19%]
Industrial IT Business 36,106 35,492 -614 [-1.7%]
Regional IT Solutions 40,184 41,361 +1,177 [+2.9%]

Order backlog at end of second quarter 88,850 105,707 +16,857 [+19.0%]
Offering Service Business 17,111 15,511 -1,600 [-9.4%)]
Business Process Management 8,753 8,203 -549 [-6.3%]7
Financial IT Business 18,590 32,535 +13,944 [+75.0%]7
Industrial IT Business 20,789 22,587 +1,798 [+8.6%]
Regional IT Solutions 23,605 26,869 +3,264 [+13.8%]

© 2022TIS Inc

Page 16 shows the status of software development orders.

m 16

The large increase was driven by financial IT, where customers, especially our core customers, have a strong

appetite for investment.

We have recently received an order for a large public sector project, of which the multi-year software
development is worth about JPY7 billion. This lump-sum appropriation is also a contributing factor.

The decrease in other, offering services, and industrial IT was mainly due to the peak-out of projects, while
the decrease in BPM was due to the curtailment of low-profit projects from the viewpoint of focusing on

profitability.

regional IT solutions orders received were approximately JPY4 billion, and the order backlog was affected by
the exclusion of JPY1.2 billion from the consolidated results.
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TIS INTEC Group

Fiscal 2023 Second Quarter (July-September): Order Status

Order Status (Total)

Orders received during second quarter 154,820 177,744 +22,923 [+14.8%]
Offering Service Business 31,846 35,007 +3,161 [+9.9%)]
a”asgggisr:;r‘:fess 10,168 9,779 389 [-3.8%]
Financial IT Business 32,301 44,841 +12,539 [+38.8%]
Industrial IT Business 30,169 33,918 +3,749 [+12.4%]
Regional IT Solutions 50,334 54,198 +3,863 [+7.7%]

Order Status (Software Development)

i Second quarter Second quarter

Orders received during second quarter 69,330 82,257 +12,427 [+17.8%]
Offering Service Business 14,784 12,269 -2,514 [-17.0%]
Business Process 4256 3,906 350 [-8.2%]
Management
Financial IT Business 12,778 24,494 +11,715 [+91.7%]
Industrial IT Business 16,840 18,652 +1,812 [+10.8%]
Regional IT Solutions 21,170 22,934 +1,763 [+8.3%)]

©2022TIS Inc. m 17

Page 17 shows the situation for the first three months of the Q2. This is generally duplicated in the explanation
of H1, so | will omit it.
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TIS INTEC Group

Fiscal 2023: Understanding the Business Environment

-Must keep eye on changesin economic environment caused by such factors as accelerating global
inflation and fears of recession. Meanwhile, view still holds for long-term expansionin IT investment.

Offering Service Business Todute e

v Cashless market growing. Support from government to embrace Fintech continues (for payroll systems. etc)

v Einance x non-finance efforts, foreign interests' entry into Japan's cashless market, active trend toward practical use
of digital currency ‘ E\/) ‘
v Watch for changes in environment globally, including lockdowns, asin China, and skyrocketing cost of labor. ‘ ! S

v Cloud (MEGA Cloud), security consulting / SOC markets continue to grow

Business Process Management

v No course correction on issues of labor shortage and workstyle reform. Expect BPO market to present continuous S
growth. L\//

v Labor-intensive, pure outsourcing operations, such as data entry, shrinking as businesses embrace digitization.
Conversely, demand expanding for digital business processes.

Financial IT Business

v As business supporting social infrastructure, segment enjoying firm demand as financial IT market moves in
favorable direction.

v Payment settlement market also growing, paralleling wider popularity of cashless transactions.

v Seeing DX demand from banks, but interest has also spurred fierce competition with Fintech and SaaS providers for
client attention.

Industrial IT Business

v Overall demand in industrial IT market solid, thanks to active DX interest especially from large corporations.

v Watching for consequences of high oil prices and other factors affecting energy-related businesses, but footing
appears firm.

Regional IT Solutions
v IT demand had been uneven, differing by sector and companies within each sector, but demand is on recovery path.
v Local governments getting fiscal support from nation, putting IT investment on recovery path as well.

Conditions referenced here include trends affecting clients of the TIS INTEC Group and may therefore differ from general
Tis inc. industry conditions. m 19

| would like to continue by explaining our full-year forecast for the FY2023. First, on page 19, we explain our
perception of the business environment.

Despite the need to closely monitor changes in the economic environment, such as accelerating global
inflation and concerns about economic recession, we expect the business environment to remain favorable
with respect to IT investment, which continues to expand over the long term.
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Revisions to Fiscal 2023 Performance Forecast (1)

¢ TIs

TIS INTEC Group

-Raised initial estimates, given fact that first-half results are significantly higher than previously forecast]
-Net income reversed from year-on-year decrease to year-on-year increase.

Flscal 2023 Flscal 2023
[Millions of yen] Compared with initial estimate

Net Sales 500,000 505,000 +5,000 [+1.0%]
Operating Income 57,000 59,000 +2,000 [+3.5%]
Operating Margin 11.4% 11.7% +0.3P =

Net Income Attributable to

Owners of the Parent Company 3500 SSEas +2,300 [+6.1%]

Net Income to Net Sales Ratio 7.5% 7.9% +04P -

Net Income per Share (Yen) 154.22 163.25 +9.03 [+5.9%]

ROE * 12.9% 13.7% +0.8P -

* ROE estimate for fiscal 2023 is a calculated value.
©2022TIS Inc m 20

On page 20, we explain the revision of the earnings forecast.

Based on strong H1 results, we have revised our full-year forecasts. The revised plan exceeds the target level
for the FY2024, the final year of the medium-term management plan.

Compared to the original plan, sales are JPY505 billion, up JPY5 billion, and operating income is JPY59 billion,
up JPY2 billion. Quarterly net income attributable to shareholders of the parent company increased by JPY2.3
billion to JPY39.8 billion, resulting in a YoY increase in income.

Operating income incorporates the strong H1 results and also takes into account higher energy costs at the

data center in response to the recent situation.

We will continue to invest aggressively in human resources in H2, as we did in H1, but we believe that this will
be covered by the increase in business earnings in H2.
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Revisions to Fiscal 2023 Performance Forecast (2)

TIS

TIS INTEC Group

&

ard Fiscal 2023 Fiscal 2023 Sl :
[Millions of yen] el |t el Compared with initial estimate
Net Sales 106,300 109,000 +2,700 [+2.5%]
gﬁ?“”g SeIVIce  operating Income 6,100 6,000 -100 [-1.6%]
usiness
Operating margin 57% 5.5% -0.2P -
Net Sales 44,900 44,000 -900 [-2.0%]
Business Process 0 rating Income 5,250 5,300 +50 [+1.0%]
Management 5
Operating margin 11.7% 12.0% +0.3P -
Net Sales 95,700 98,500 +2,800 [+2.9%)]
E‘\:‘;ggg I Operating Income 13,000 12,700 -300 [-2.3%]
Operating margin 13.6% 12.9% -0.7P =
Net Sales 110,700 111,900 +1,200 [+1.1%]
g‘i‘:ﬁgg' i Operating Income 15,900 16,700 +800 [+5.0%]
Operating margin 14.4% 14.9% +0.5P -
Net Sales 158,500 158,800 +300 [+0.2%]
Egﬁj‘ggi'sw Operating Income 17,200 18,200 +1,000 [+5.8%]
Operating margin 10.9% 11.5% +0.6P -
©20227TIS Inc. m 21

Page 21 shows the revised forecast by segment.

Along with the change in the overall full-year forecast, the new plan for each segment takes into account the

H1 results and variable factors in H2.
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TIS INTEC Group

Fiscal 2023: Performance Forecasts

-Againstbackdrop of solid IT investment demand, anticipate sales and income will surpass targets
presented in Medium-Term ManagementPlan.

-Upturnin net income likely, with ROE holding in target zone despite year-on-yeardip.

-To realize structural transformation, will reinforce investmentin human resources, who are the driving
force that fuels this effort.

Fiscal 2022 Flscal 2023
[Mllllons . yen] = Change

Net Sales 482,547 505,000 +22,452 [+4.7%]
Operating Income 54,739 59,000 +4,260 [+7.8%]
Operating Margin 11.3% 11.7% +0.4P =

Net Income Attributable to

Owners of the Parent Company a2 33,900 3R (9%
Net Income to Net Sales Ratio 8.2% 7.9% -0.3P -
Net Income per Share (Yen) 157.69 163.25 +5.56 [+3.5%]
ROE * 14.0% 13.7% -0.3P 5
* ROE estimate for fiscal 2023 is a calculated value.
©2022TIS Inc. m 22

Page 22 shows the revised plan | just mentioned in comparison with the previous year.

Sales are projected to increase 4.7% YoY and operating income 7.8% YoY. Operating income margin is
projected to be 0.4 percentage points higher than the previous year, amounting to 11.7%.
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Fiscal 2023: Operating Income Analysis, Increase/Decrease Reasons G TIS

TIS INTEC Group

[Forecast]

*Progress on high-value-added business and improved productivity will be key factors that absorb
rising costs paralleling robust prior investment, including costs incurred in better treatment of
employees, and increasing costs associated with skyrocketing electricity bills, and this will underpin
higher operating income.

Operating Income +3.94
(Operating Margin)

oo +4.26
11.7%] [+7.8%]

589 =

54.73
[11.3%]

Gross profit margin

Plan 27.5%

subsidiary, etc.

[YOY change +0.8 points]

Fiscal 2022 Increased Improved Increased Fiscal 2023
Actual sales profitability SG&A expenses Estimate

Anticipated prior investment costs for promoting structural transformation:
Up ¥2.27 billion (YOY change)

was -¥0.71 billion

[Billions of yen]

Of which, effect of
change in status
of consolidated

(Cost of sales: +¥1.35 billion, SG&A expenses: +¥0.91 billion) Changes in SG&A Expenses
Software investment / Investment in human resources / Investment in R&D Effect of change in status of +0.04
+ consolidated subsidiary, etc. ;
Cost of investment in human resources (additional): Office reform -0.57
Up ¥265 billion (YOY change) B by ot
(Cost of sales: +¥1.32 billion, SG&A expenses: +¥1.33 billion) Lower op e’fét'iri"")'cbs“té,'"" - _0.21-
Anticipated cost of office reform to promote new workstyles: gohensedibesciolhes funishan
Down ¥0.92 billion (YOY change) Others (Brand-related costs) +4.38
(Cost of sales : -¥0.34 billion, SG&A expenses : -¥0.57 billion) Total +5.89
©2022TIS Inc. m 23

Page 23 is an analysis of changes in operating income by factor based on the revised plan.

The gross profit margin has been raised to 27.5% from the initial plan of 27% and is expected to increase by

0.8 percentage points from the previous year.

As in the past, we will continue to make aggressive upfront investments that contribute to growth, but our
approach to further improving profitability will remain unchanged. We intend to manage the H2 well in order

to realize the revised plan.
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' TIS INTEC Group

Fiscal 2023: Return to Shareholders

-No change to dividend plan for fiscal 2023. Interim dividend will be ¥15 per share, up ¥2 year on year.

- Continued acquisition of treasury stock, ending with buybacks reaching ¥24.5 billion for total of ¥30
billion (upper limit).

Basic Policy on Return to Shareholders under Medium-Term Management Plan (2021-2023)
Balance efforts to promote growth investment with efforts to maintain financial health, while strengthening return to shareholders.

Total return ratio Dividends per share Upper limit on treasury stock holdings
o -
45% Constantly enrich the at 5%
(up from 40%) dividend (excess amount cancelled)
_ Fiscal 2022 actual Fiscal 2023 estimate
[Normal] [Capital optimized] [Total]
; : ¥15
Interim dividend per share ¥13 [YOY change +¥2]
Annual dividend per share ¥44 = - ¥47
[YOY change +¥3]
Total dividends ¥11.0 billion ¥11.4 billion - ¥11.4 billion
Payout ratio [After adjustment *1] 27.9% [30.7%] 28.8% - 28.8%
Acquired treasury shares ¥4.47 billion ¥5.5 billion ¥24.5 billion ¥30.0 billion =2
Total retumn ratio 39.3% [43.1%] 42.6% . 104.2%

[After adjustment *1]

*1 Based on profit (after income taxes and income attributable to non-controlling interests)
*2 Upper limit based on treasury stock buyback announced May 11, 2022.

B Acquisition of treasury stock: Acquired ¥24.5 billion as of September 30, 2022, for total of ¥30 billion.
B Cancellation of treasury stock: Plan to cancel optimized capital portion of acquired treasury stock upon completion of buyback.

©2022TIS Inc. m 26

Let me conclude my explanation with an explanation of shareholder returns. See page 26.

There is no change from the shareholder returns planned at the beginning of the fiscal year. The interim
dividend per share is JPY15, up JPY2 from the previous year, and the annual dividend per share is JPY47, up
JPY3 from the previous year. Regarding the repurchase of treasury stock totaling JPY30 billion, JPY24.5 billion
was repurchased by the end of September.

We will continue to return profits to shareholders in line with business growth, while maintaining a balance
between promoting investment in growth and ensuring financial soundness, in accordance with our basic
policy on shareholder returns.

This concludes my explanation.

Moderator: Thank you very much. Next, Okamoto will explain the progress of the medium-term management
plan. Thank you for your cooperation.
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Main Points of Medium-Term Management Plan (2021-2023) v =
|| Be a Digital Mover 2023 ‘I
Basic Policy Key Performance Indicators

Net Sales
¥500 billion

¥ ¢
inandial inclusion Blockchain ﬁ E Robotics y rural decline
= 56 LI

Data analytics Quantum decarbonized society Operating income/Operating margin

computer o & ¥58 billion/11.6%

EPS growth CAGR
Virtuous cycle of value created jointly by society and employees

Exceeding 10%

Solving social issues through joint creation with stakeholders - - -
Strategic domain ratio

Global 51% > 60%

Improve Imagination Expand

: Power i HTH HTh
value that investment g Deepen and W-TE LTS [¥228.5 billion-> ¥300 billion]
provided e to generate tha;::gzes et ) deployment
by DX society strengths operations JE=T-ERILY Sales of societal issue

solution service

¥38 billion = ¥50 billion -

Diverse employees active as professionals *
Growth investment

About ¥100 billion

By promoting enhanced frontline strengths based on IT configuration capabilities

P : - : - P : Py *1 Sales from services that provide solutions to
created jointly wnh society and .cllents, we will help solv'e so.c1al issues using digital social issues of concernto TIS INTEC Group.
technology and realize outstanding growth toward realization of Group Value 2026. Manage business growth as part of strategic

domain operations.

©2022TIS Inc. m 28

Okamoto: My name is Okamoto. Once again, thank you very much for attending our financial results
presentation today. | would like to report on the progress of the medium-term management plan.

Page 28. This is the outline of the medium-term management plan, its basic policies, and key management
indicators.

Since this is a reiteration, | would like to skip the explanation.
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Medium-Term Management Plan Activities: G TS
Fiscal 2023 Group Management Direction TS INTEC o

Fiscal 2023 Group Management Direction Progress as of Second Quarter

Leverage long-term growth strategy for ~Accelerate response to climate change and enrich information

through sustainability management

~Wider embrace of DX unfolding as planned

corporate value and value provided to society O disclosure in line with TCFD recommendations

»Gross profit margin continued to improve, reaching 27.3%, while
number of unprofitable projects controlled through activities,
Accelerate improvement of added value through such as continuous enhancement and innovation
enhanced DX organizational capacity and »Shift to strategic domains moving along as planned (strategic
investment domain ration hit 56% in first half; full-year outlook at 56%)
~Turned Fixel Inc. into subsidiary, and strengthened Ul/UX design
consulting capability

O

|

~Leverage co-creation activities with clients and business partners

Promote business restructuring and measures to to revitalize operations and achieve growth in social issue solution
improve medium- to long-term asset and capital || zenvices
efﬁciency »Investment to reinforce in-house capabilities, including R&D,

rolling out as planned
»Marked topline growth, driven primarily by MFEC, en route to

Leverage growth strategy designed to become becoming top-class IT group in ASEAN region

top-class IT group in ASEAN region, and O »Increased investment in Indonesian venture company AINO, with
strengthen governance position strength in public transportation payment solutions, and

promoted co-creation activities

»Decided to revamp human resources system, seeking to improve
@ Rachet up investment into human resources to O added value (planned implementation April 2023)

sharpen skills and promote diversity »Enhanced and encouraged participation in HR Business Partner
measures

S S —

Through robust engagement by the president, including activities to instill a deeper awareness of
OUR PHILOSOPHY—the Group's basic philosophy— as well as Group Vision 2026 and the medium-term management plan,
TIS is making progress toward unified Group management.

©2022TIS Inc. H 29

Next, page 29. | would like to explain the progress made in H1 of this fiscal year based on the Group's
management policy.

In Hlof this fiscal year, we believe that we were able to make good progress in general. We feel that we have
made steady progress in the Group's integrated management, which is the foundation for the implementation
of all measures. We achieved this through our group's basic philosophy and our ongoing activities to spread
the philosophy.

| have said that the most important theme is to strengthen the front line. We have also continued to hold
repeated discussions with our employees.

Although there is always room for further improvement, | feel that in the past six months, the penetration of
my own ideas, the promotion of understanding through the exchange of opinions, the change in employees'
awareness, and their proactive movements have been further strengthened.

The next five items are listed here, and | will explain the evaluation of these items. | would like to briefly
explain the four points that we have circled.

Point one: Steady progress has been made in environmental and human rights initiatives, which are high
priority themes for society.

Next, point two. Steady progress in productivity and quality improvement measures, including the curbing of
unprofitable projects, further exceeded the gross profit margin.
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Next, point four. We continue to face a difficult business environment overseas due to the pandemic, but we
recognize that we have been able to make steady progress in what we need to do and what we can do now,
even if we have not achieved major, tangible results.

Point five: Human resources are the most important management capital, and | believe that we have been
able to promote various studies and initiatives for this with a firm eye on the future.

On the other hand, the only one that we have designated as a triangle, point three, is the same as before, but
we are making efforts to address it. | am not satisfied with the current situation because | have high
expectations for the Company as a growth driver.

Medium-Term Management Plan Activities (Topics): ‘?' TIS
DX Business Strategy 11 INTE Grove

-Seek to grow DX business through virtual cycle of value driving social DX, business DX and internal DX.

-Work toward enhanced business creation capability, constantly striving to increase number of DX
consultants, who are vital to a stronger frontline.

48 Use digital technology to successfully address social issues Fixel Inc., involved in Ul/UX design consulting for
a . Shay
- o S Urban. business systems, ‘bec‘amea su-bS|d|ary -
6 inclusion || Heath concerns decsarpotr;zed ‘?Sfaenmﬁﬁ'ev > Enhance value provided in DX services by combining Fixel's
{olaly 2 s s -
>72 excellent design consulting capability and TIS' responsiveness to
client needs and system configuration capability.
Improve value provided in DX services il
= . ; .
Create newvalue by going beyond limitations of time and place, TIS and Miotsukushi launched data analysis and Al

connecting people, things and information, and reimagining business,

DlocEatsand Tt xue o personnel training services to meet client-side needs

= for in-house Al talent

g ~ >Business Bu;iness process‘.{ Iﬂhfrastmctlie’ \ i i
5 reform . reform” reform / ->Underpinned by extensive know-how and proven results to date,
— = 3= N = S~ S et 3 i < e
8 Eom— s —— create curriculum to turn people with no previous experience
—~ — g i F
@ |T o H — Hﬂ'beﬁvery into Al human resources aljd sgpporf devglopment of human
) { 2P0 resources who can solve clients' business issues overall.
X
| AsahiKasei and TIS built Akliteia®, an anti-counterfeit
—a digital platform
Promote co-creation SharpenDX Enh T deli i o . < .
with stakeholders consultingfunction nhancell-detvery ->Established digital platform to address the issue of counterfeit
N goods, which is a problem in all industries, by quantitatively
Enhancesystem || Enhancesystem ||Revamp business || Expandservice- visualizing conditions that give rise to counterfeit goods. Began
evelopment work | operationwork process 3 _style business providing solution to apparel industry.
2 N
— N
2 | Develop skills of employees who use digital technology I
o Deepen pool of DX consultant
— ‘ Promote data-driven decision-making in all aspects of work [ .
§3< Fiscal 2021 Fiscal 2022 Fiscal 2023
= = Create more active organization 250 le - 300 le " 380 le (estimate
Remove from in-house office work H s U lad peop peop! people ( )

© 2022TIS Inc m 30

Starting on page 30, we will present topics on the progress of the medium-term management plan. First is the
DX business strategy.

The Group aims to grow its DX business through a virtuous cycle of value generated by each of these three
perspectives: social DX, business DX, and internal DX.

This page introduces the topics of our business DX initiatives. However, we are also making steady progress
in social DX and internal DX, and | am very much looking forward to gradually seeing the results.

In addition, as one of the important keywords in this medium-term management plan, we have already
announced the expansion of human resources and strategic allocation of DX consultants, who can be regarded
as an important management resource to strengthen the front line.
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However, this is still not enough, and we will continue to focus our efforts on improving the value we provide
to our customers and society.

Medium-Term Management Plan Activities (Topics):

Offering Service Business Strategy—Societal issue solution services

¢TI

TIS INTEC Group

- Progress favorable toward goal of ¥50 billionin net sales by fiscal 2024.

Financial
inclusion

T

Image of Net Sales Growth [Billions of yen]

Financialinclusion m Health concerns
u Urban concentration, rural decline
® Low-carbon/decarbonized society

Relationship between social
issue solution services and
business segments

Aiming fo : e 2 &3 Estimate—— « Financial inclusion (payment) and
OW-EREDO health concerns are covered b
Health — FRRSIRURCITNTEN decarbonized 470 300 p . h y
concerns g - 445 L — Offering Service Business
synergistic ESEEY 3830 m B El
effects = i « Cities and rural districts are at
core of Regional IT Solutions
Business
Urban
concentration, 8 5 .
rural decline Fiscal Fiscal  Fiscal Fiscal Fiscal
2021 2022 2023 2024 2027
Key Offering Services

« CreditSaaS launched as planned
« Turned ULTRA Inc,, which provides international brand payment services, into consolidated subsidiary

« Integrated local digital currency service addressing community issues into Aizuwakamatsu social fabric

* Collaboration with CCC Marketing Group on Okinawa MaaS

Societal Issue * Expanded scope of collaboration on Healthcare Passport, a coordinated, medical care / health

Solution Service+

information service

+» Co-sponsoring Osaka Healthcare Pavilion at 2025 World Expo (Osaka, Kansai Expo)

*1 Services that directly provide solutions addressing financial inclusion, health concerns, low-carbon/decarbonized society, and urban concentration

and rural decline

© 2022TIS Inc.

m 31

Page 31 shows the service business strategy, especially the contents related to the service business that solves

social issues.

There will be no changes in that the payment business will be the driving force behind this. We are making
good progress. We are taking on a variety of challenges in other areas, and | hope that you will understand
that we are still in the preparation stage for future business expansion.
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Activities Under Medium-Term Management Plan (Topics): 4}, TIS
Offering Service Business Strategy —Payment Business-

- With payment settlement market continuing to expand, emphasis on broadening scale of business
utilizing composite capabilities. Also working to enrich service lineup and define flexible responses to
anticipated needs.

- Favorable status on progress toward fiscal 2024 target for PAYCIERGE solutions overall

B Key themesin fiscal 2023 -
Core areas With CreditSaaS service completed, maintain stable operation PAY( ] F ]) G F‘
Front areas Explore operating scheme aimed at launching embedded finance business /ILIN —
Beyond Payment  Accelerate digital currency activities Exoandir:z) omieEe
2 A < in the new society and beyond
B Fiscal 2023 first-half topics
Core areas
-CreditSaaS:  Stable operation since service launch. Continue to push marketing activities to attract
second user and more. Also started to explore optimum response policy matching
market environment and trends in client needs.

-DebitSaaS:  Secured fresh interest from big regional banks. Continued expansion in transactions { Payment-related business scale

among participating banks. | forservice-style operations
-PrepaidSaaS: Exploring various programs as core services in embedded finance business. [Billions of yen] |
i 235 34,0
33.0 ST

Front areas

-Steady progress on development toward spring 2023 launch of wallet services for newly secured orders.
Beyond Payment

-Turned Fixel Inc., involved in Ul/UX design consulting for business systems, into subsidiary, and
strengthened design area.

-Reinforced connection with DeCurret Inc, and established position in digital local currency area.

Marked steady progress on verification trials toward practical implementation in society

-With revised rules allowing digital payment of salaries in Japan, TIS accelerated access to payment

- Abcuté
I Jéfi:f 0% |

"Fiscal 2021  Fiscal 02

gateway service to pay wages to employees in digital money. Actual Actual F'Essilarlni%i‘i
< z : | S| sales
Will continue to promote PAYCIERGE across all solution areas as a g _Reifﬁng cales
medium- to long-term driver of growth for the TIS INTEC Group || se—cElDAmagi |
© 2022TIS Inc H 32

Page 32 focuses on the payment business that | just mentioned.

Overall, we are making progress in line with the plan by expanding our service lineup in addition to the
progress of the services we have already deployed.

Under these circumstances, we have already launched the credit SaaS service. The system is in stable
operation. Once again, | understand the importance of the development from here on, but | am relieved to
see that we have successfully reached a major milestone.

We will continue to promote sales activities aimed at acquiring second users and beyond. At the same time,
we will begin to consider the most appropriate policy depending on the market environment and the trend
of customer needs.

This is an area that is expected to grow in various ways as the cashless society progresses. We are not simply
expanding the scale of the business but are making rapid and significant changes in the content of the business.
We have to be responsive. For example, new themes such as BNPL, embedded finance, and the lifting of the
ban on digital payment of salaries, which was reported in the newspapers, are emerging rapidly.

| am sure there will be more to come. Naturally, our focus is on credit SaaS, but under such circumstances, we
need to be flexible in our business development as a whole.

There is no change in our belief that the payment area is the area in which the Group can demonstrate its
greatest strength.
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We will not flinch in the face of these changes in the market environment, but rather, we will take this as a
business opportunity and create our own market. With this attitude and spirit, we will continue to leverage
our comprehensive strengths and actively promote the development of the entire PAYCIERGE network.

TIS

TIS INTEC Group

Activities Under Medium-Term Management Plan (Topics):

&
Global Business Strategy ’

-Added consulting alliance to underpin effort to realize position as top-class IT group in ASEAN region.
Keen to cultivate another region to complement presence in ASEAN, seeking to accelerate expansionof

global business going forward.

H Priority themes in fiscal 2023

« Value chain expansion: Reinforce upstream consulting capabilities
« New market cultivation: Explore new markets, building on presence in China

and ASEAN region

« Acquire new technologies: Strengthen sourcing and promote localization

MFEC oy
System Integrator (Listed, Thailand) |——
ASEAN, China, USA

| AM Consulting

SAP Consulting (Thailand) (+a)
Anabatic
System grator (Listed, Ind
TinhVan
System Integrator (Vietnam)
Grab HD
Service Provider (Listed, Singapore)
Emerging Tech
Entropica R3 | SQREEM
Quantum Tech (Singapore) | Blockchain (USA) | Human Behavior Al (Singapore)
SpeQtral Hyperchain | TBWG
Quantum Tech (Singapore) in (China) | Blockchain Consortium (Thailand)

Top-class IT group in ASEAN region

Goal: ¥100 billion

in global consolidated sales in fiscal 2026

Despite pandemic challenges, MFEC
continued to post high growth, mainly on
demand from banks and
telecommunications providers

(Reference: 18.4% CAGR from 2019-2021)

Cardinfolink / EVONET
Cross-Border Payment Network (China)

PromptNow
FinTech (Thailand)

AINO

FinTech (Indonesia)

JVentures
DX (Thailand)

Contour
Trade Finance (Singapore)

Additional investment into Indonesian

venture company AINO, with strength in

transportation payment solutions

->Support for wider use of digital payment
systems by public transportation
operators in Southeast Asia. Additional
investment turned company into equity-
method affiliate.

Miaomi
Wireless Sensing AloT (China)

Sequent PIX Movingiii3Z
wtonomous EV (China)

Tokenization (USA)

Capital and business alliance with PIX

Moving, an autonomous EV startup in

China

->In China, where Maa$S and smart city needs
are expanding, planning to configure and
provide MaaS-related IT services.

Expand value chain in area of consulting,
and reinforce presence and capabilities on global stage as “consulting + IT” player

© 2022TIS Inc m33

Page 33. This is our global business strategy.

On the channel side, MFEC, which joined the Group in October 2020, has maintained a high growth rate
despite the COVID-19. This means that we are having them drive the expansion of the scale of our global
business.

On the technology side, we made AINO, an Indonesian company, an equity method affiliate in H1 of this fiscal
year. We have also entered into a capital and business alliance with PIX in China, and are continuing to
promote such strategic investments.

We are also seeing an increase in the number of projects in which Japan and other countries are collaborating
with each other. In this environment, the convergence of consulting and technology is progressing rapidly
around the world and is becoming a threat to traditional IT players such as ourselves as competitors.

In this situation, | believe that it is essential to strengthen the consulting function overseas as well. By
strengthening the consulting function, the value chain will expand, and we will strengthen our presence and
capability as a player in consulting plus IT. Based on the idea that we can do this, we have added consulting
as a new axis.
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We have already begun to develop our consulting business. We hope to be able to make visible progress in
the near future.

While we have established a solid basis through our partners in ASEAN, we will also focus on the development
of the Next ASEAN region and accelerate the expansion of our global business.

Activities Under Medium-Term Management Plan (Topics): G TIS
Human Resources Strategy TS NTEC Grve

-Seeking to realize improvementin added value through skill development of human resources, we are
taking a robust approach toward prior investment in our people.

B Priority themesin fiscal 2023 H Fiscal 2023 first-half topics

« Reinforce human resources investment to boost added value » Decided to revise human resources system in April 2023,

« Raise human resources business partner (HRBP) capabilities even higher = Investment focus on employee perks, growth, environment and hiring.
= Promote diverse individual activities using personnel DX = HRBP activities got into full-swing and structure was enhanced.

» Supported employees in career development through talent management
system, and promoted creation of collection and analysis platform for
personnel information.

Overall Picture of Ideal Human Resources Strategy Concept/Outline of New Human Resources System
il el oot oo G ey Encourage employees to act autonomously, and pro_mqtg a higher
- - . level of value exchange between company and individual
Increasingly competitive Improvement in added
hiring market and greater value necessary for
fluidity sustained growth Mission

Improved
value R ,Q\

Toward achievement, utilizing diverse individuals
(diversity management)

: s . Will

Virtuous cycle of value exchange Must / Wil / Can { i | Career paths of
between employees Strive to expand the Must-\_ X,/ employees

and company

Compensation Investment to boost

motivation (including

Investment office investment)

in education

rings and maximize Rolesandduties @ Can
overlap

expected by the ! Strengths and issues

Personnel Company - of employees
growth Seek to boost added value and further enhance prior
investment in human resources
- — - (Adopt treatment matched to performance, conditioned on needed
Operating income Motivation score personnel requirements and role)
on per-person basis
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Page 34. This is our important human resource strategy.

As | have always said, human resources are the most important management capital and the source of our
corporate value. The key to our past growth has been, of course, human resources, and there is no doubt that
the key to our future growth will also be human resources.

We recognize that it is our management responsibility to respond to the success of such human resources.
And there are three things that must happen in order for our group to attract the best people and for them
to perform to the best of their ability. One is the meaning of work, then the working environment, and then
compensation. | believe it is important to increase engagement with these three elements as a set.

We have been improving compensation, education, and job satisfaction. As part of our efforts to achieve this
goal, we are making efforts to invest in human resources. We are also improving the score for job satisfaction,
which is positioned as an engagement index.

In particular, we are continuously working to improve compensation, including during the current fiscal year.
The current level of compensation is not high compared to the industry average, and there is a growing trend
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to raise the level of compensation throughout the industry to secure excellent human resources. In light of
this, we are strongly aware of the need to address this issue more directly than ever before.

TIS will first revise its personnel system and will further strengthen engagement by setting goals from the
perspectives of Must, Will, and Can, which are aligned with the Company's expectations, employee
preferences, and strengths. We will encourage each employee to act autonomously based on these goals
through repeated dialogue. By doing that, we will further strengthen engagement.

More than ever, we intend to ensure that our individual growth leads to the growth of the Company. In
addition, we have a policy to consider and focus on achieving bold compensation improvements.

Meaning of work, working environment, and compensation. We believe that investment in human resources
from these three perspectives will be the driver of a full cycle of value exchange between employees and the
Company, which will lead to the growth of our human resources and through this, to an increase in added
value. We hope that you will understand this.

Activities Under Medium-Term Management Plan (Topics): & TIS
High-level management capabilities and greater efficiency (ESG initiatives)

- Expand collection and disclosure of non-financial information as part of efforts to enhance ESG
managementand promote data-driven management

- Strengthen response to latent human rights risk, including efforts in identifying human rights risk across
entire value chain and creating relief structure

-Strengthen initiatives to reduce greenhouse gas emissions, including efforts to promote use of renewable

energy
Environment Accelerate Response

Contribute to decarbonized society and recycling society to Carbon Neutral Declaration
~Explore further reduction of GHG emissions, and expand scope of As part of our approach to reach carbon neutral status in 2050,

environmental data assurance | we will raise the ratio of renewable energy used for electricity
~Begin looking into water and waste management ’ at our four primary data centers to 100% by April 2023 and
~Accelerate response to carbon neutral declaration cut GHG emissions by about 40% on a groupwide basis

2 \ (compared with fiscal 2022 level)
Social ; ¥

Sustainable improvement in stakeholder engagement GHG emissions*
» Disclose results of human rights risk evaluation and policy for Composition (ratio) ’ Use of renewable energy

addressing latent human rights risk | | : Down about 40%
~ Expand disclosure of employee-related data based on human i from fiscal 2022
resources strategy and obtain guarantees

» Emphasize social contribution programs, such as corporate version of 1 Data center
the furusato nozei system that gives tax breaks to people who donate %
to their hometowns or other municipalities. X ]
~ Promote internal DX
B Offices

Governance == Data centers

Emission control
Constantly pursue level of corporate governance that '
elicits greater trust from society
»Expand scope of non-financial information acquired, including overseas
data, and create database A Fiscal Fiscal  Fiscal
»Undertake stakeholder dialogue with investors and experts 2022 2024 2026 *Scopel+2
~Pursue measures to reduce cross-shareholdings
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Next, page 35. We will explain our ESG initiatives.

In H1 of this fiscal year, we are aware that we have been able to steadily promote management sophistication
in response to social needs in each of the E, S, and G areas.

As part of our efforts to declare ourselves carbon neutral, we have decided to strengthen our ability to
respond to data centers, which account for the majority of our group's GHG emissions. As a result, the four
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main data centers will increase the percentage of renewable energy used in all electricity consumption to
100% from April 2023.

As | have said in the past, it is not enough to deal with E, S, and G in the short term, but it is extremely
important to take a long-term viewpoint. We will continue to make steady progress one by one to strengthen
the foundation that supports the value creation of our group.

¢ TIS

TIS INTEC Group

Seeking to Raise Corporate Value
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ITHD orches!
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SCRUN Corporation
Joined the ITHD group

nder ‘cr 0l _stu'
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B
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©2022TiS Inc m 36

This is the slide on page 36, and this is my last explanation.

In H1 of this fiscal year, we have reached the halfway point of the medium-term management plan, and we
are on track to achieve the plan's numerical targets one year ahead of schedule. We believe that the Company
has done a good job so far, making steady progress in terms of measures.

On the other hand, as a matter of course, the external environment is changing rapidly, and there are many
issues that need to be addressed. These are not all easy issues that can be resolved overnight, but | believe
that many of them need to be addressed with a firm focus on the future.

| am convinced that we will be able to overcome the difficulties if we all work together as a group and deal
with the situation with sincerity and care, and that we have the power to do so. | would like to reaffirm our
commitment and carefully deal with each issue one by one.

We will continue to do our utmost to achieve sustainable growth and further enhance the corporate value of
the Group through front-line reinforcement and structural reforms. We are looking forward to achieving the
goal of the Group Vision 2026 as early as possible, as well as to create a vision for the future from now on.
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| would like to conclude my explanation. Thank you very much.
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Question & Answer

Moderator [M]: Thank you very much. We will now move on to the question and answer period.
First, let us explain how to ask the questions.

If you have been nominated, please ask your question after stating your name and company name. Please
note that each person may ask no more than two questions at a time. Please understand that we may not be
able to answer all of your questions due to the timing.

We will now begin the question and answer session.
Let us begin with Mr. Tanaka from Mitsubishi UFJ Morgan Stanley Securities. Please ask your questions.

Hideaki Tanaka [Q]: This is Tanaka from Mitsubishi UF) Morgan Stanley. Thank you for your cooperation. |
have two questions.

The plan has been revised upward. What specific cost increases have been factored in, and in what amounts?
What about the increase in energy costs you mentioned earlier?

As gross margins have been steadily improving, you have factored in a slight flattening of gross margins in H2
of the fiscal year. Can you talk more about that?

Kawamura [A]: Regarding your question, | am aware that the impact of electricity rates, especially in H2 of
this fiscal year, has reached a level that cannot be improved by self-help efforts.

We are planning to reduce costs by approximately JPY700 million. Although we are making efforts to reduce
costs through various measures, we have included this amount in the current plan because of the extremely
severe situation. The H1 of the fiscal year was about JPY300 million, but we are making some self-help efforts
to recover the amount, and we estimate that the total impact for the full fiscal year will be about JPY1 billion.

As for your question about the improvement in gross profit margin, there were no special factors. We were
able to improve productivity and quality as mentioned. In addition, the firm was able to firmly control
unprofitable projects, which contributed to the increase in H1.

Naturally, we will do our best to maintain and improve this level of performance. We will continue to do so in
H2 and will continue our efforts to curb unprofitable operations. That is all.

Hideaki Tanaka [Q]: Thank you. Next, | have a second point.

| understand that the credit SaaS is operating stably. However, is it profitable at this first-user stage? Is
recurring income expected in H2 of the fiscal year? Or will it be in the red at first? Can you give us an idea of
the P&L in this area? That is all.

Kawamura [A]: Thank you very much.

The operation is generally running stably. The P&L figures are the same as | have explained so far, and solid
sales will be recorded in H2.
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Naturally, there is the burden of amortization since depreciation will begin, but even so, the level will be
profitable. In addition, we are conducting a wide range of additional development for first users. Thus, | hope
that you will understand that we have incorporated into our current plan the content of our clients' businesses,
which should generate sufficient revenue in total. That is all.

Hideaki Tanaka [M]: | understand very well. Thank you, that's all.
Moderator [M]: Thank you very much. Next, Mr. Tanaka, Goldman Sachs Securities. Please ask your questions.
Chikai Tanaka [Q]: My name is Tanaka from Goldman Sachs. Please go ahead. | have two points.

First of all, regarding costs, you mentioned earlier that the increase in electricity rates was reflected in the
increase in operating expenses. However, in the industry as a whole, there is a tendency for a wide range of
operating expenses to increase, such as the impact of the weaker yen and wage increases.

| wonder if your company has included such outstanding items other than electricity charges in the results for
H1 orin the full-year plan. Could you first confirm this point?

Kawamura [A]: Regarding costs other than electricity charges, as explained in the SG&A cost increase in the
H1 results, we have responded to the rise in personnel costs with an increase in compensation.

We will be able to meet this plan by offsetting the increase in personnel expenses with business income.

The purchase price of our products has been affected by the weak yen, but we are committed to promoting
our high-value-added products to our customers in such a way that we will not be affected further.

In general, we have incorporated the necessary costs into our plan for the H2, and we intend to proceed with
this plan, firmly. That is all.

Chikai Tanaka [Q]: Thank you.

If that is the case, | don't think there is any particular trend that has changed and would cause a sudden
increase in costs.

If so, the revised plan looks like a plan that would result in a significant drop in the operating profit margin.
Or is this simply a conservative perspective? I'm sure there will be some costs which will be a bit harder to
absorb, as well as lower margins. What is your premise for this, in terms of operating income?

Kawamura [A]: As | mentioned earlier, we are going to factor in the necessary costs. As for energy, it is as |
mentioned before.

We are not particularly worried about any major concerns and are determined to build up our plans for each
quarter and will take firm measures to deal with the situation. We would like to continue to do this as we
have done in the past. That is all.

Chikai Tanaka [Q]: | understand. Thank you very much.

| wanted to ask you about the second point regarding the offering service. Regarding the Q2, | would like to
ask you about the background behind the increase in sales and decrease in profit.

| think credit SaaS will start in H2 of the fiscal year, and the plan is that the profit will increase significantly at
once. Please provide Q2 results and outlook for H2, in terms of offering services.
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Kawamura [A]: Let me explain the numerical aspect.
The situation in the offering services area for the Q2 is that the growth is indeed very strong in terms of sales.

In terms of profit, the digital marketing business, which performed very well in H1 of the previous fiscal year,
suffered a slight setback in H2, and this was the reason for the decrease in profit.

In addition, there are other businesses that have been affected by the upfront investment we have been
talking about. In terms of services, there is the impact of electricity rates in H1, so | think there was a slight
decrease in profit due to such accumulation.

As | mentioned earlier about digital marketing, this does not mean that a single major factor is responsible for
the large decrease in profit.

In H2, we are planning to make a solid return to profitability, mainly in the settlement of accounts, on a
planned basis, and we will work to offset the negative factors by achieving solid business growth.

As for credit SaaS, as you mentioned, we are not seeing a large increase from H1 to H2 of the fiscal year.
Inquiries from customers are quite strong, not just for credit SaaS, and conventional Sl is also steadily
accumulating, so we are working hard to generate profits in such areas and achieve this plan.

Okamoto [A]: This is Okamoto, and | would like to add a little bit about credit SaaS, or what we refer to as
cashless.

As Kawamura just mentioned, the market for settlement itself is very active, and we are receiving a lot of
business. We have not changed our policy in any way with regard to our goal of contributing to a cashless
society. We will continue to follow through.

We managed to successfully launch the first credit SaaS company. We are conducting sales activities with an
increasing number of companies, but recently we have been thinking that the renewal of the service backbone
system will require more timing.

In addition, as | mentioned in my presentation, various cashless services, such as debit and prepaid services,
are emerging all around us. We are also planning to make a profit in the cashless world. That’s it from me.

Chiaki Tanaka [Q]: Thank you.
| don't think that a second company has been selected yet for credit SaaS.

Since you mentioned previously that the inquiries are strong enough to take on a third or fourth company,
can you tell us qualitatively if there were any updates, which would facilitate further expansion?

Okamoto [A]: Regarding the strength of inquiries, there is no particular change from what | mentioned earlier.
We continue to receive inquiries as usual.

However, as | mentioned earlier, the renewal of the service backbone system is a major business for
customers, so we are taking some time to study the issue. That is all.

Chiaki Tanaka [M]: Thank you very much for your kind attention.
Moderator [M]: Thank you very much.

Next, Mr. Watanabe from Sumitomo Mitsui DS Asset Management Company. Please ask your questions.
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Watanabe [Q]: This is Watanabe from Sumitomo Mitsui DS Asset Management Company. Thank you very
much.

On slide 32, which is the credit SaaS section, you have talked about various business models such as deferred
payments and embedded finance.

What | was interested in was that you wrote in the credit SaaS section that you have begun to consider the
best policy for responding to the market environment and trends in customer needs. How will this affect the
business model of credit SaaS and how it will be provided? You commented earlier that customers are
cautious because it is a big business, but are you considering a partial provision of functions as well? That is
all.

Okamoto [A]: Thank you.

In this regard, credit Saa$S has just been completed, and we have not changed our approach of firmly marketing
and deploying it to our customers.

However, there are various services, such as credit SaaS peripheral services or prepaid services in combination
with credit SaaS, so we would like to offer various combinations depending on the market and the client's

requirements.

In that sense, | do not mean that the core of credit SaaS itself is changing in any way or has already changed,
so please do not misunderstand me on that. That is all.

Watanabe [M]: | understand very well. Thank you very much.

Moderator [M]: Thank you very much.

Next, Mr. lwafuchi from Okasan Securities. Please ask your questions.
Iwafuchi [Q]: My name is Iwafuchi, Okasan Securities. Thank you very much.
| wanted to ask the same question that Mr. Watanabe just asked.

| would like to confirm this, but am | correct in my understanding that the credit SaaS provision format will
remain the same as you have explained so far, and that you do not intend to increase the number of individual
customizations or anything like that?

Okamoto [A]: Yes. We have not changed our policy of providing services.
lwafuchi [Q]: Thank you very much.

One more thing on the impact of the amount of large projects you explained in the financial orders section of
the Q2: | think you mentioned it a little in your explanation, but | would like to confirm it again, and | would
also appreciate it if you could tell me the timing of the sales for the project in question, to the extent possible.
Thank you for your cooperation.

Kawamura [A]: | have informed you that we received an order for a large public sector project in Q2 of the
financial IT sector.

We receive orders not for one year but for a batch of long-term projects that span multiple years, so the figure
we have factored into the order this time is about JPY7 billion for development.
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The amount of sales that will increase in H2 of the fiscal year will around JPY2 billion, so we hope you will
understand the situation. Was that sufficient?

Iwafuchi [Q]: Thank you very much.

So, this means that this project does not end with this time, and that there will be some kind of additional
order somewhere in the future?

Kawamura [A]: As for development, we have received a lump-sum order up to the final process, so | hope you
understand that this order will be digested as a balance.

We receive orders not only for development, but also for operations, and we record orders at the semi-annual
timing for the scheduled sales for the following half year, so please understand that these orders will appear
later on the operations side.

Iwafuchi [M]: | understand very well. Thank you very much. That is all.
Moderator [M]: Thank you very much.
Next, Mr. Ueno from Daiwa Securities. Please ask your questions.

Ueno [Q]: My name is Ueno from Daiwa Securities. Thank you for your explanation. | think this was a great
financial statement.

The effect of the improvement in profitability seems to have declined somewhat in Q1 and Q2. However, the
improvement in profitability was strong from about the Q3 of last year. Are large-scale projects behind this
upward revision, implying that H2 will continue along this trend?

Or will there be a buffer in H2? Could you please just tell me what you feel?
Kawamura [A]: For H1, | believe that we were able to record very good gross profit in both the Q1 and Q2.

As | mentioned earlier, we have been continuously focusing on productivity improvement, quality
improvement, and control of unprofitable operations, and | feel that these efforts have been paying off in
each quarter.

As mentioned earlier, in H2 of the fiscal year, we will continue to implement what we planned at the beginning
of the fiscal year, but we will make further efforts to improve our performance while firmly controlling
unprofitable operations and other factors.

Ueno [Q]: Is it correct to say that there are no slowdown factors in H2 relative to H1? Are you simply leaving
the H2 as it was in the initial plan?

Kawamura [A]: Basically, we will work with the revised plan. However, there are some deteriorating factors
such as electricity, labor, and procurement prices, so | think it is necessary to control costs for each quarter.

Ueno [Q]: | understand. Then comes the last question.

Regarding credit SaaS: You said that the environment has not changed in terms of the double-digit pipeline
and customers. Is my understanding correct that you have roughly 10 to 20 potential large-scale customers
who would require special customization, unlike when using freee or MoneyForward SaaS?
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Okamoto [A]: To answer your question, the number of pipelines is as you say, and we are continuing to work
on it.

It is also true that these are rather large customers. While we would like them to avoid customization, it will
take some a certain amount of time and effort regardless due to their size.

Ueno [Q]: So, can | imagine it to be something like Nomura Research Institute's THE STAR or BIPROGY's
BankVision, which are SaaS$, but similar to large-scale enterprise systems?

Okamoto [A]: | think that is fine.

Ueno [M]: | understand. That’s it from my side. Thank you very much.
Okamoto [M]: Thank you very much.

Moderator [M]: Thank you very much.

Now let's continue with Mr. Watanabe from Sumitomo Mitsui DS Asset Management Company. Please ask
your questions.

Watanabe [Q]: | am sorry to keep coming back. | would like to ask a little more about credit SaaS. My
impression is that customer two is taking more time than expected.

Isn't the situation now that customers three and four come first? Or does it seem like everyone is taking a lot
of time?

Okamoto [A]: It is difficult to answer this question. There is no doubt that we are conducting sales activities
with a strong approach towards customers three and four.

Whether or not either of them will be quicker depends on the future sales situation, but we are making sure
that sales activities themselves are being conducted.

Watanabe [Q]: Also, is my understanding correct that these customers are expanding into the basic card
business and don’t have an existing system yet?

I'm sorry to sound like I'm digging into past wounds, but your company took an extraordinary loss by financing
the transitioning at the data center.

Is my understanding correct that there will be no such costs that you will bear for the customer this time as
credit Saa$ continues to grow?

Okamoto [A]: First of all, we are currently not doing business in a way that would enable costs burdens.
Therefore, we are considering the use of credit SaaS as a prerequisite.

Watanabe [Q]: Are these customers using your credit card business system for this first time? Can you let me
know?

Okamoto [A]: It will be mainly customers who have the system already.
Watanabe [Q]: However, it will not be like before, right?

Okamoto [A]: We are not conducting things differently now.
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Watanabe [Q]: Also, you will not consider this option of bearing costs even if you cannot get customer two
for another year, right?

Okamoto [A]: No, we don't. We would like to earn a good profit from this.

Watanabe [M]: Thank you. | am relieved.

Moderator [M]: Thank you very much.

Next, Mr. Segawa, Mitsubishi UFJ Morgan Stanley Securities. Please ask your questions.

Segawa [Q]: My name is Segawa from Mitsubishi UFJ Morgan Stanley Securities. Thank you for your assistance.
On page 17 of the document, | would like to confirm the status of orders received during July-September.
You mentioned earlier that in financial IT you received a large public sector order, but even excluding that,
the growth in financial IT is high, and in other segments, with the exception of BPM, the growth in orders is
very high. | would appreciate your explanation of what drove it.

Kawamura [A]: Yes, sir.

As we have explained each time we receive orders, there are slight fluctuations in each quarter, so we basically
believe that we should not be happy or sad, but rather accumulate a solid balance.

In Q2 of this fiscal year, in addition to the large-scale projects | mentioned earlier, our card-related clients
have invested heavily in financial IT, so | would like to ask you to consider the overall contribution from these
areas. | don't think this is any different than the trend we have seen in the past.

As for industrial IT, the Q2 was slightly bad due to a reactionary decline from the previous quarter. However,
as | explained at the time, there are quarterly fluctuations, so for these two quarters, we are now firmly in the

center of the fundamental destination. In total, we believe that orders were received well in H1.

For regional IT, we are also able to capture a wide range of customer IT investments, especially in addition to
our core customers.

We are confident that we are capturing IT investments from local governments and medical customers
through our sales activities, and we hope to receive more orders and link them to sales in H2 of the fiscal year.

The offering service also includes the positive contribution of the credit SaaS operation, which | mentioned
earlier, so | hope you can understand my point.

In general, orders received in H1 of the fiscal year were very good when averaged over the half-year period,
and with the balance firmly built up, we are determined to achieve the plan in H2 of the fiscal year.

Segawa [M]: | understand. Thank you very much.

Moderator [M]: Thank you very much. It is a little early, but since there seem to be no other questions, | will
now conclude the question and answer session.

Lastly, | would like to extend greetings from Okamoto.

Okamoto [M]: Thank you very much for joining us today at TIS Inc. for the presentation of the financial results
for Q2 of the FY2023.
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If you have any additional questions, please feel free to contact us for an individual interview or our IR
department.

We will also hold our annual business briefing on December 5. | would like to explain to you about our
consulting business, and | hope that you will join us.

Thank you for your continued support. Thank you very much for your time today.
Moderator [M]: With that, | would like to close today's briefing.

Thank you very much for taking time out of your busy schedule to join us today.

[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.

Support

Japan 050.5212.7790 North America 1.800.674.8375 _— SCRIPTS

Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

40



Disclaimer

SCRIPTS Asia 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 SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
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, SCRIPTS Asia
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 SCRIPTS Asia’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 SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA 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 SCRIPTS ASIA. 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. SCRIPTS ASIA 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 SCRIPTS Asia’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 SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or
unauthorized purposes.

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

Copyright © 2022 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.

Support
Japan 050.5212.7790 North America 1.800.674.8375 — SCRIPTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

41



