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Presentation 

 

Moderator: Thank you for your patience. We will now hold TIS Inc.’s financial results briefing. 

Today's briefing will focus on the consulting business of the TIS INTEC Group. We hope that this will provide 
you with an opportunity to gain a deeper understanding of our group's initiatives and activities. 

This briefing is scheduled to last 40 minutes for presentation and 30 minutes for Q&A. However, the entire 
session may last up to 1.5 hours depending on the situation. Please refer to our website for the documents as 
appropriate. 

Let me briefly introduce today's speakers. First, Mr. Masahiro Ueda, Senior Managing Executive Officer, 
Business Innovation Unit Division Director, TIS Inc., who is on your left. 

Ueda: I’m Ueda. 

Moderator: Next, Mr. Wataru Ihara, Representative Director, President, Miotsukushi Analytics Co., Ltd. 

Ihara: I’m Ihara. 

Moderator: Now, Mr. Ueda of TIS will explain the business strategy of the consulting business. Please go 
ahead. 
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Ueda: Once again, I’m Ueda, and I will be giving an explanation today. 

First, I would like to briefly introduce myself. 

As you can see on this slide, I originally joined an auditing firm, then I have been in the consulting business for 
about 30 years. I was in the field for about 10 years, but for the remaining 20 years or so, I basically managed 
the consulting business. 

I joined TIS in 2017 and have consistently focused on strengthening the consulting business of the TIS INTEC 
Group, and I am the Division Director of the Business Innovation Unit, which primarily promotes the consulting 
business. 

We will have time at the end of this presentation for another speaker, Mr. Ihara, Representative Director, 
President of Miotsukushi Analytics, and I would like to introduce him to you again at that time. 

Now I would like to get down to business. 
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Before I begin my presentation, I would like to talk about the position of the consulting organization within 
our group. 

The business innovation unit, which I am in charge of, is a part of the TIS business organization and is 
responsible for planning and promoting the consulting business strategy for the entire TIS INTEC Group in 
cooperation with Miotsukushi Analytics, which belongs to the same offering service segment. 

Of course, as a business organization, we are responsible for our own performance, but we are not solely 
engaged in the consulting business. Beyond the segments, we are also working with each company in the 
Group to enhance the value we provide in SI, system integration, and other businesses by jointly strengthening 
the front line and advancing the sophistication of the value chain. 
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Now, this is today's agenda. 

As described here, I would like to talk about three parts: first, our basic philosophy and medium-term 
management plan; second, our consulting business strategy; and third, topics including examples of what kind 
of business we are doing. 
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The first is our basic philosophy and medium-term management plan. 

First, I would like to introduce our group's basic philosophy and medium-term management plan, and in the 
process, I would like to touch on the transition of our consulting business. 

The mission of the TIS INTEC Group is to solve the world's problems by using advanced digital technology and 
know-how to come up with new ideas and methods that have never been seen before. The basic philosophy 
of the TIS INTEC Group, OUR PHILOSOPHY, expresses this concept. OUR PHILOSOPHY is the very core value of 
our group, and we are guided by it in our corporate activities. 

To realize our mission statement, To brightly color the future as a mover, we believe it is necessary to promote 
business activities in unison with the Group. In this context, the consulting business, which I will talk about 
today, is also a part of these activities, and we are making various efforts. 
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This next slide shows the transition of the consulting business of the TIS INTEC Group. 

The Group has defined its corporate vision as Create Exciting Future as its Group Vision 2026. As mentioned 
earlier, we have established the four strategic domains shown on the right in order to realize business 
innovation and market creation by utilizing advanced technologies and know-how, and we are aiming to 
evolve the strategic domains while working on structural transformation. 

The steps to achieve this goal are to carry out three medium-term management plans every three years, and 
we are now just at the turn of the second medium-term plan. Under these circumstances, we are also 
strengthening our consulting business through structural transformation, as is the case with the Group as a 
whole. 

Digital transformation, or DX, has become an extremely important theme in the business environment 
surrounding our group and in the needs of our customers. 

In this situation, our customers are aware of the necessity of DX, but they are not sure what exactly they 
should do and are having a hard time. To realize DX while successfully leading such customers, the consulting 
function will become very important. 

Therefore, we have started this transformation with the leverage to improve the value we provide, which 
should not be an extension of the past. 

At the same time as the previous medium-term management plan was formulated, starting in 2018, we 
started as the business innovation division and have strongly promoted the consolidation and strengthening 
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of the consulting organizations that were scattered throughout the Group, in addition to inviting outside 
human resources. In addition, we are working to acquire resources and strengthen our functions through 
mergers and acquisitions. 

We will continue to take pride in the fact that our consulting business will lead the structural transformation 
of our group, and we will strive to further strengthen our business and increase the value that the Group as a 
whole provides to our customers and the society that lies beyond them. 

 

The next slide, DX business strategy direction. 

The current medium-term management plan is the second step toward achieving the Group Vision 2026. In 
this context, we clearly articulate our DX business strategy. 

The contents of this page are organized based on the concept of what the TIS INTEC Group aims to be, or what 
kind of existence it is recognized as by the world and the market, and how it can fully meet their expectations 
through value creation. 

Our strength has always been our SI construction capability, which we have cultivated over many years. Here, 
we aim to be a corporate group that not only provide value to customers but also create value to solve social 
issues that lie beyond that by anticipating and helping customers find solutions to issues they have not yet 
identified and having the conceptual ability to raise issues and draw up solutions. 

We believe that the core function of this conceptual capability is the consulting function. If we can possess 
this, we will be able to evolve and grow significantly from our current framework as a system integrator. We 
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also believe that we will be able to establish a position in which we can play a role in social transformation 
and our clients' business transformation in order to solve social issues. 

 

The next slide shows what we have been saying at the time of formulating the current medium-term 
management plan. The power of IT is indispensable for solving social issues. There is no doubt that the 
transformation and evolution of business models through the promotion of DX is an irreversible trend that 
cannot be avoided anymore. 

We believe that strengthening our DX consulting capabilities will be a major driving force for business 
expansion and sophistication by linking the entire value chain of integration and other existing business areas. 

As you can see at the bottom in the middle, we believe that if the cogwheel of DX consulting tightly turns the 
existing business, it will lead to the strength of the entire TIS INTEC Group. 

We believe that it is very important for each of our businesses to work together and demonstrate their 
strengths by having DX consulting capabilities revolve in the center, as described in the aim of this project. 
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The next slide shows the efforts to improve the DX value we provide. 

We will create new value by innovating business and operational processes and IT infrastructure by 
connecting people, goods, and information beyond the constraints of time and place. 

To improve the DX value we provided, we are promoting co-creation with stakeholders, strengthening our DX 
consulting function and upgrading our IT delivery. The multiplications written in the middle are very important. 
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Next, I will explain the strategy of our consulting business. 

First, let me explain the strengths of our group's consulting business. 

As you can see in the middle of this slide, we currently have five core skills: storytelling, business model, agile, 
data analytics and UX. We are strengthening data analytics and UX through M&A. 

By combining this with the strengths of the group as a whole, the technology we have possessed since before 
we started strengthening our consulting function mainly in IT deliveries, we have the ability to be highly 
effective in transforming businesses, services, and IT infrastructures. We believe that this is our advantage. 

Technology is a rapidly evolving field, and we believe that we will be able to further refine our advantages by 
gathering and equipping a variety of technology knowledge from the market and combining them in the future. 
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This slide shows the consulting service areas we offer. 

On the left, we have listed the service areas of DX consulting. We are considering our consulting services in 
three major phases. 

The first is the formation and conceptualization of management issues. The second is the materialization of 
the conceptualized solutions. The third is the implementation of the solutions and the creation of its effects. 
We believe that our unique characteristics are that we have the capability to provide a wide variety of services 
in the areas of consulting and business integration and to consistently handle these services across all phases. 

The figure to the right shows the menu of our DX consulting offerings. 

I will not go into detail, but we believe that we already have a lineup that can solve customers' problems in a 
wide range of areas. 
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The next slide shows our approach to DX consulting. 

As I mentioned earlier, we will clarify the issues and conceptualize them, then materialize what we have 
conceptualized, and we will realize them. We believe that the source of our value provision is in promoting 
our business with a particular emphasis on realization and in taking responsibility to realize and accompany 
the business. 

When thinking in the name of consulting, they often think of the concept and that's it, but we not only 
conceptualize, but also materialize and realize the concept. After implementing with the IT capabilities, we 
are expanding the scope of our SI business to include operations and improvements that will actually take 
root in the customer's business. 

As you can see in the middle, we are going to use the data well and make it concrete. To do so, it is necessary 
to improve the feasibility of the project by turning around like hypothesis testing. We believe that the most 
important function of consulting is not to stop at the conceptualization, but to make it concrete, realize it, 
and even promote the hypothesis testing cycle with high frequency. 
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This slide summarizes that in a little more detail as a feature. 

What are typical of large consulting firms, or rather, typical of their behaviors that can be seen from the 
market are also shown here. 

We will provide full scope support until the realization of DX. This requires consistency, design, and a data-
driven approach. We have the capability to handle such an approach with one team. Our approach is 
characterized by the fact that we also have the perspective of accompanying our clients over the medium to 
long term. 

Accompanying them from a medium- to long-term perspective is basically because we have a mindset that 
we have cultivated in this SI business, and we think that the characteristic of our consulting services is that we 
value such a mindset very much and provide services with such awareness in the area of consulting. 

In addition, as I have already mentioned, we have the ability to build systems that we have developed as a 
system integrator, so we are able to accompany our clients to the realization of their projects without ending 
up with a pie in the sky. We believe that taking responsibility until the very end is a very important factor in 
earning the trust of our customers. 

We are not in the business of consulting alone, but rather we are still supposed to provide business together 
with SI. We are not a consulting firm that only provides consulting services or does business. We believe that 
consulting has value in our group as a function that improves the value provided by SI. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
15 

 

To increase the value of the services we provide to our clients, the function of consulting has become a 
necessity, and by providing the necessary consulting function, we aim to increase the value we provide as a 
whole and exceed the expectations of our clients. 

 

This slide shows the growth strategy for DX consulting. 

Our goal is to be the driving force behind the transformation from a system integrator to a business integration 
company and to transform ourselves through structural reform. The numbers here are for the business 
innovation unit and Miotsukushi Analytics. 

In terms of numbers, we plan to expand from JPY3 billion in sales and 250 DX consultants in the fiscal year 
ending March 2021 to JPY6 billion in sales and 500 DX consultants by the final year of the current medium-
term management plan. 

This three-year period is positioned as a time when we are focusing on strengthening the system. 

In the fiscal year ending March 2027, or FY2026, we are targeting JPY10 billion and 600 DX consultants by 
accelerating the development of the business itself, backed by a fuller structure. In addition, the 600 DX 
consultants at this time include those at Miotsukushi Analytics and Fixel, but a simple comparison with the 
number of employees at TIS alone indicates that we are aiming for a situation in which about 10% of the 
employees at TIS are developing business as DX consultants within TIS. 

For the future, we feel the need to further expand our system. We hope to expand the number of employees 
to 1,000 at the earliest possible date. 
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Growth strategies have been established for each of the five basic policies in the medium-term management 
plan. What I believe is particularly important in these policies is the advancement and diversification of our 
human resources. Ultimately, we believe that human resources, which are the source of value creation, are 
extremely important. This is because, especially in the consulting business, we do not offer a fixed product or 
service, and we believe that people themselves are our strength and weapon. 

 

Next, what are the targets for our DX consulting business? 

As for the main target industries for DX consulting, we are in the IT business, so we are focusing on the financial 
and manufacturing markets, targeting industries with large total IT investment. 

Of course, the TIS INTEC Group has a solid customer base in these industries, mainly with clients at its root 
customers, and we can make use of our technology and expertise in the deep relationships that we have 
cultivated in SI. By doing so, we can further deepen our relationship with our customers and make a solid 
contribution to value. 

In addition, considering the market trend, we believe that the demand for consulting services will follow the 
increase in the number of companies engaging in DX for the booming information service market. Among the 
themes we are focusing on are payment services and smart city, considering our strong customer base, etc., 
and we intend to achieve business growth with these as our core. 
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Furthermore, regarding the evolution of DX consulting business, the current business is not exactly in a 
situation where DX is being implemented in earnest yet but is focused on infrastructure transformation and 
business process transformation. 

However, we believe that the essence of DX is to be able to provide value-added experiences to users and 
customers, who are the ultimate beneficiaries, and the number of customers who view DX from this 
perspective will increase. 

In this regard, it is important to strengthen functions such as data analytics and UX design, and we are 
currently improving our DX capability while considering these aspects. 

In addition to providing a wide range of consulting services with a step-by-step, general-purpose DX approach, 
we will also strengthen our DX approach with our specialized strengths. We think it will be very important to 
develop our business with both the left and right wheels as shown in this slide. 

We will continue to evolve our consulting business with DX consulting as the starting point, and through 
solving the issues of our clients and society, we will drive the sustainable growth of our group with 
determination. We believe that our human resources are fully capable of doing so, and we hope you will look 
forward to it. 
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Aiming for further evolution, the entire group will work on structural transformation, aiming to evolve the 
strategic domains we are considering in 2026. We are considering focusing on these strategic domains in our 
consulting business as well. 

The IT-driven DX approach has continued to provide services, especially through providing value to the root 
customers. We have led the transformation and expansion of strategic domains such as those represented by 
the strategic partnership business. 

In addition, as I mentioned earlier, with our specialized strengths, we have been able to add an ultimate 
beneficiary-driven DX approach, which we believe will further strengthen our co-creation business with our 
clients. In this sense, it will contribute to the transformation and growth of our strategic domains. 
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Lastly, I would like to introduce a few examples of our efforts during the three years of the previous mid-term 
plan and a little over a year of the current mid-term plan. 

First, this is an example of our contribution to a financial client's business innovation. 

We conducted market research based on the client's data, and through data analysis, we have been able to 
materialize issues that the client felt but could not depict or did not think of. 

In addition, we raised issues that contributed to the decision-making process for the branding strategy. What 
made this approach possible was not only our ability to analyze data and consulting skills, which are very 
important, but also the combination of our long years of experience in card systems and the business 
knowledge we have acquired through this experience, which enabled us to provide consulting services to 
businesses while confirming in advance what data is available and what data would be effective. 

Of course, the converse is also true. Knowledge alone does not increase value, and I believe that we were 
blessed with this example only if we had solid data and systems to analyze. 
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The second is the area of DX consulting in the industrial sector. 

For industrial clients with a broad base, the implications and expectations of DX vary from client to client. To 
meet these expectations, a wide range of service areas and services that can be offered are essential. 

As shown on this slide, we have a very extensive services and offering menu, and we also have solutions that 
can be implemented. The ability to handle the entire process from conception to realization through the 
optimal combination of these variations has created this example of the value we provide. 
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The third is a cross between DX consulting and services. 

Using a data-driven approach, the business model, process, and architecture were each materialized in a 
convincing story of issues and policy formulation and led to realization. 

The background of the initiative was that the client had requirements it wanted to promote and sales activities 
it wanted to streamline, but at that point, it was still hypothetical. We were able to demonstrate and realize 
the hypothesis through data-based analysis and evaluation, which gave us a great deal of confidence in our 
approach. 

IT offering services, or IOS, one of our strategic domains, is defined as IT solution services that are ahead of 
customers by combining know-how and advanced technology, and we believe that providing such examples 
as IOS will lead to the evolution of our strategic domains. 
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The next is the case in the travel industry. 

In the travel industry, there is such a thing as fraudulent reservations, and last-minute cancellations or no-
show can lead to a significant loss of sales and sales opportunities for lodging facilities. We believe that this 
kind of service was created by being able to provide predictions of the no-show occurrence through data 
analysis. 

This not only reduced the damage of no-show, or customers not showing up, but also contributed to 
improving the hospitality of end users, which we believe was made possible by our ability to analyze data 
thoroughly. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
23 

 

 

In the next case, we are working from a business perspective that can contribute to society and our clients' 
businesses from a medium- to long-term perspective, which is a characteristic of DX consulting. 

T Square Solutions, a joint venture with TOWA PHARMACEUTICAL; tance, a joint venture with Japan Card 
Network; and Iwatani Gateway, a joint venture with Iwatani Corporation, are examples of our long-term 
involvement in business co-creation with business companies that are working to solve social issues. 
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Next case study. The pandemic has created restrictions on moving around and sightseeing. This is an example 
of using technology and other means to circumvent such restrictions, which can be useful for local 
development and can expand business beyond space. 

This is an example of creating a model where products and local attractions are provided online while the 
providers are in the local area, and people in Tokyo make purchases. 
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Next is a case study of Local 5G. 

We are working on creating new business using Local 5G. This is an example of how we are working together 
with the Tokyo Metropolitan Government, not only with 5G, but also with startup companies using this 
technology. 
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Next, there is UX design as a core skill, agile. 

This CRM design would also be an example of successfully setting up a CRM by repeated hypothesis testing 
while confirming what the beneficiaries want based on such UX design and agile capabilities. 
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Next case study. 

As I mentioned earlier, we have made Fixel, a company that provides UI/UX design consulting services for 
business systems, a subsidiary. This is an example of how we provide consulting services in a way that can 
provide new value along with our business. 
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Finally, we are building a foundation and structure to promote our consulting business. 

I have briefly introduced various examples, but these examples were created by none other than our own 
human resources. In order to accelerate the structural transformation, the slogan has been to strengthen the 
front line, but in order to lead the entire group in strengthening the front line, it is important to create a 
structure for DX consulting human resources, and this slide shows how we build the structure. 

The IT department may have been the only stakeholder we had contact with on the front line as a system 
integrator, but when it comes to providing value for DX, the stakeholders will also be diverse. Therefore, we 
must also secure diverse human resources and strengthen our structure. 

We train specialists not only by hiring from outside the Company, but also by rotating them throughout the 
Group. Regarding the training framework, we are offering unique training programs, defining job titles and 
skills according to DX consulting's offering menu and service areas. 

We hope to produce professionals who can realize each of the services listed here, such as function 
consultants, industry consultants and solution designers. 

While expanding this cycle in terms of both quality and quantity, we are aiming for a system of 1,000 DX 
consulting human resources, not only in the business innovation unit, but also in the various divisions and 
units that are developing the business of the TIS Group, with the goal of reaching 1,000 employees. We would 
like to accelerate the structural transformation toward the Group Vision 2026. 
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Finally, I would like to introduce Miotsukushi Analytics. Miotsukushi Analytics, a group of data analysis 
specialists, was established in 2014 and was asked to join the TIS INTEC Group in 2020. 

Mr. Ihara, the president of the company, is also participating today as a speaker, and would like to convey a 
message to you. Mr. Ihara, please. 

Ihara: I’m Ihara. First, I would like to explain why we decided to join the TIS INTEC Group. 

Miotsukushi Analytics is a company with advanced skills in data analysis. However, we believe that data 
analysis itself is only one part of providing value to our clients. Therefore, we decided to work together with 
the TIS INTEC Group's customers and with people who together possess business know-how, consulting, 
system design, and other capabilities. 

At that time, we agreed with the concept of diversity fusion, included in the TIS INTEC Group's OUR 
PHILOSOPHY, that each diversity should be maintained, but also fused together, and we have decided to join 
this group. 

In this context, as Mr. Ueda explained in the topics, in providing value to our customers by combining our 
capabilities in data analysis with the skills and system development capabilities of TIS, we still have a long way 
to go, but we believe that we are beginning to realize the potential of some of the topics. 

We believe that we are gradually achieving these goals, especially in the financial industry, where there is a 
high need for digitalization. 
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By providing these functions, we have already been able to improve the overall value of the Group in some 
areas, and we hope to continue to provide these skills in the future. 

Moderator: Thank you very much. 
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Question & Answer 

 

Moderator [M]: We will have time for Q&A. 

First, let me explain how to ask questions. If you have been nominated, please give your company name and 
your name followed by your question. Each person may ask up to two questions at a time. We may not be 
able to answer all of your questions due to the progress of the session. 

We will now begin the Q&A session. First, Mr. Tanaka from Goldman Sachs. 

Tanaka [Q]: I’m Tanaka from Goldman Sachs. I would like to ask you two major questions, one at a time. 

The first is a status update, page 15 of the presentation materials. First, sales are shown here, but what is the 
current level of profitability and profit margin? Could you tell us whether the consulting projects you worked 
on are connected to the TIS Group's system development later, or whether the consulting was done only as a 
stand-alone project? 

Ueda [A]: I am explaining. First, the profit margin is actually one or two levels higher than the gross profit 
margin of the Group as a whole. However, we are training a very large number of people now to raise the top 
line. The profit margin as a project is reasonably high, but if you look at the profit margin of the organization 
as a whole, for example, JPY3 billion and 250 employees may appear to be a little insufficient. 

Tanaka [Q]: The second point is on the percentage connected to SI, please. 

Ueda [A]: I also reply to your question. Basically, as I mentioned earlier, our business model is not one that 
ends with consulting alone. Basically, I think we are seeing more and more cases where we do the upstream 
work and then link it to system development. 

Tanaka [Q]: A follow-up question on that point, please. First, you said the gross profit margin is higher than 
the company-wide average, but not enough. I would like to confirm whether the operating margin is also 
higher than the company-wide average due to some cost. And in the process of increasing the number of 
employees in the future, what level of margin do you expect for the fiscal years ending March 2024 and March 
2027, for example? Is there a possibility of improvement? 

You said that the number of projects that can be linked to SI development is increasing, but what percentage 
are these projects? 

Ueda [A]: First, regarding the profit margin, as I mentioned earlier, basically, if there is an increase in 
personnel, the utilization ratio will be lower during the months of the increase. In this sense, we understand 
that the situation will become more and more profitable as the increase in personnel gradually becomes 
moderate. We believe that the organization can realize a significant improvement in profitability in the future. 

Regarding the businesses linked to SI, if we are still upstream and the immediate development takes two or 
three years, I believe that there are still few cases where everything is contributing to sales. 

However, when it is finally completed, the business volume will be considerable, and I understand that in 2023 
and 2024, there will be a trend that these contributions will be realized more and more. 
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Tanaka [Q]: Sorry to be persistent, but just to confirm the first part. You mentioned that the utilization ratio 
is not naturally high now that you are hiring people, but even taking that into account, the profit margin is 
higher than the company-wide average profit margin. Is this understanding correct? 

Ueda [A]: Of course, you can understand it that way. 

Tanaka [Q]: Okay. Thank you very much. Second, I would like to ask about hiring people. Compared to 
specialized consulting vendors or foreign-affiliated vendors, I have the impression that all Japanese system 
integrators are struggling to hire consultants because they are Japanese and cannot raise wages rapidly. 

In terms of hiring human resources, what kind of measures will your company take in this area, and how many 
personnel have you increased in the fiscal year ended March 2022 as actual results? 

Ueda [A]: First, I think your question is about whether the salary base is more severe compared to other firms. 
Basically, we have revised our personnel system accordingly and are preparing an environment in which we 
can make a competitive offer. 

For such human resources, we are trying to have a personnel system that allows us to pay them as much as 
the pay for employees in foreign-affiliated companies. We are having them join us with appropriate treatment. 
Even with such treatment, I think we are still able to do business with the profit margin I mentioned earlier. 

Regarding the increase in personnel, we are basically targeting a net increase of 60 to 80 employees this fiscal 
year, and we believe that we are on track to achieve this goal. 

Tanaka [Q]: Is the increase of 60 to 80 employees in comparison to the results for the previous fiscal year 
ended March 2022? 

Ueda [A]: Yes. 

Tanaka [Q]: How many people were actually added? 

Ueda [M]: Is it for FY2022? 

Tanaka [Q]: At the end of the fiscal year ending March 2022. 

Ueda [A]: At the end of the fiscal year ended March 2022, the number of employees increased by about 100. 

Tanaka [M]: I understand. Thank you very much. 

Moderator [M]: Thank you very much. Next, Mr. Kikuchi from SMBC Nikko Securities, please. 

Kikuchi [Q]: I’m Kikuchi. I have two questions, too. The first is a continuation of the question earlier. I would 
like to have a clearer image of the system and the business. 

Regarding the areas, are there still many areas of data analysis? Your actual results were JPY3 billion, maybe 
a little more this term and also a little more last term, but I would like to know the breakdown of sales in 
terms of areas. 

Also, simply breaking it down, it looks like JPY1 million per person per month business, and the profit margin 
seems low because of the fixed costs, but is it low because the utilization rate is low right now and many 
young people are not operating? That is the same for the fiscal year ended March 2024, which is like about 
JPY1 million per month, divided by sales. In the fiscal year ending March 31, 2027, sales per person per month 
will increase. Is it correct to say that this forecast assumes that operations will increase and that you are 
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forecasting profitability based on the assumption that operations will continue to increase? That is the first 
question. 

Ueda [A]: First, as for the percentage of business, how much is data analysis? Roughly 20% to 30% are in the 
business of data analysis. I believe that about 70% to 80% would be in the consulting business, which is a 
breakdown of the target of JPY6 billion. Basically, the situation has not changed much for the fiscal year ending 
March 2022. 

You have asked various questions about profit margins, but when expanding business, people come first or 
work comes first. For us, people come first, and we are now hiring for business growth. This would mean that 
employees would not be able to go out and earn money for an average of three months, or six months at the 
most, which could result in a slightly lower utilization rate. 

On average, the sales per person per month may appear to be about JPY1 million, but the actual project fee 
is not as low as that, and I believe that we are receiving a unit fee that is close to that of a major firm. 

Kikuchi [Q]: Thank you very much. If so, I would guess that the number of people is between 250 and 500 
now. If 70% to 80% are consultants, that is, if there are 300 to 400 people in the Company, 80% of them are 
business consultants or ordinary consultants, and I am sure there are many other consultants. Are they not in 
Miotsukushi Analytics, but in the main body of TIS, with 200 to 300 consultants in the organization under the 
Senior Managing Executive Officer, or something like that? 

Ueda [A]: There are more than 250 consultants in our organization and a little more than 100 consultants in 
Miotsukushi Analytics. 

Kikuchi [Q]: Okay. Thank you very much. Second, this may be a conceptual question, but in general, I think it 
is difficult for an IT company to be successful as a consultant, although there are some that are successful. 

My understanding is that if you can connect the consulting to the solution, it will go well, but when the solution 
implements the consultant's concept, it usually doesn't go well, and they don't get along very well, or it is 
difficult to communicate. I have heard that in some case, they fight with each other and say, “Don't bring me 
projects because I'm too busy.” 

On the other hand, I have the impression that TIS has a very strong organization in a very specialized field, 
and that information sharing is not as common as it is in ordinary companies, since you are more specialized 
than others. Or hiding problems, which may not be the case. I think it is generally accepted that it is not easy 
for a consultant to make a horizontal attack. 

It may be good for a consulting team from an accounting firm to take a project and hand it over to a solutions 
subcontractor or team in a consulting-led manner, but you have a strong organization with people with strong 
expertise in TIS, so I don't think you are really one team, and I don't think you will be in 2027, for example. 

What kind of internal politics will there be in the future, or rather, how is it possible for your consulting team 
to lead TIS's business, as you mentioned at the beginning? 

Ueda [A]: I would like to answer that too. 

I would say that I, myself, have been in the consulting business for a long time, including with foreign-affiliated 
companies. As you pointed out, the situation is that we have been working as consultants for a long time on 
a business model where the system integrators simply implement what the consultant has created. I think 
you are asking how we can do it in an integrated manner, or how is that possible. 
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In this sense, we do not invite from outside or build a team only with people we hire from outside. We have 
also begun to gather and train younger, more educated people from existing divisions and units in the 
consulting division over the past few years, starting with the previous mid-term plan. 

It may sound very stereotypical, but a person with such development experience and who understands the 
hardships of development will join the consulting team to promote the project. When bridging the gap, such 
members would transfer knowledge to the development business unit appropriately. 

We have been working on this kind of mechanism for the past several years. I think the current situation is 
that these efforts are beginning to function well, and we can smoothly transition to development projects. I 
know it sounds very stereotypical, but we are trying to keep people interacting with each other and doing 
things properly. 

Kikuchi [Q]: Thank you very much. If so, the number of cases that are connected from consulting to solutions, 
which Mr. Tanaka asked about earlier, is small now, but it will increase visibly. Is it increasing at present? 
However, if the number of such cases will increase visibly, I think it will take a certain amount of time, 5 or 10 
years, to train them. Is that what happens when you try to do it in a stereotypical way? 

Ueda [A]: I don't think it will take 10 years. We have started working on it for about three years so far. The 
results of these efforts are finally beginning to bear fruit. I believe that we will be ready for a proper model in 
three years since we have created such a mechanism in the past years, and we will accelerate this process 
and see more expansion of profitable projects in the future. 

Also, as I mentioned earlier, we are thinking of sending these people back to the development division after 
five years, rather than keeping them in the business innovation unit, so that we can create a situation where 
people who were in the consulting division are actually in the development division. 

Kikuchi [M]: Thank you very much. 

Moderator [M]: Thank you very much. Next, Mr. Tsuruo of Citigroup Global Markets. 

Tsuruo [Q]: Thank you for the opportunity to ask a question. Thank you for your explanation today. Please tell 
me two points. 

The first question concerns page 29 of the document. I have a question about hiring and training people. The 
combination of internal rotations and external hires are shown in the upper left-hand corner. For example, in 
the fiscal year ending March 2024, what will be the personnel composition of career hires, new graduates and 
internal rotations? And which of those three will likely be the driving force in future headcount expansion? 

Ueda [A]: I would like to explain this. In terms of composition, I believe that when this division was first 
established, the emphasis was on external hires. It has been difficult to create a system for internal hiring and 
internal rotation, and we may have to depend a bit on external hires. 

As I mentioned earlier, during the last medium-term management plan, we were able to create an internal 
rotation mechanism, and as indicated by BIP in the middle of the page, we were also able to establish a training 
program during this period. First, I believe that the current ratio is approximately 60% to 70% for external 
hires and 30% to 40% for internal rotations. 

What needs a few considerations in this context  are that, as I mentioned earlier, we have been able to secure 
at once outside resources through M&As such as Miotsukushi Analytics and Fixel, so I think 70% or more will 
be with the help of outsiders in the ratio. 
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Tsuruo [Q]: I see. In that case, what do you think? Aside from internal rotations, isn't retention of outsiders a 
major issue? This is a follow-up just in case, as you are in a very competitive market for human capital right 
now. 

Ueda [A]: I think we are in a very difficult situation on that point, as you pointed out. 

However, as I mentioned earlier in my presentation, we have been able to create a reasonable personnel 
system for external hires, and we have also been able to attract consultants who share our vision of what we 
want to achieve in consulting and who have a reasonable career path. It is a fact that the retention rate of 
such people is relatively high, and that when slightly younger people work at our company, they sometimes 
quit because they feel that the work is not quite the same as they expected. 

We do not aim to hire people who come to our firm because they can get higher compensation, as in other 
firms, but rather because they share our goals of consulting and consulting functions. Therefore, I think our 
retention rate is a little higher than that of foreign-affiliated firms. 

Tsuruo [Q]: Understood. Secondly, reputation is very important in the consulting business, and your company 
is now less than one-tenth the size of NRI in terms of scale on a domestic basis. What kind of reputation would 
you describe your company as having now? And in the future, you have talked a lot about people today, but 
what do you think is the most important differentiator that you would like to use to improve your reputation? 

Ueda [A]: I am answering this too. To improve reputation, I believe that what is very important is still the track 
record. This type of consulting business will grow because of the track record. 

As I showed in my presentation, we have many existing clients, and we will clearly explain the superiority of 
our consulting services to these clients and achieve a track record of success. This is the kind of thing we must 
do. 

It may be possible to do something by advertising or by hiring only one excellent person to increase reputation, 
but I believe that by having existing customers fully understand our services and by promoting the projects, 
including having them try it out and producing results that exceed their expectations, that customer will then 
move on to the next customer and the next. 

Fortunately, in essence, the rate of consulting continuity, the probability of the same customer continuing 
with the next project and the next, has increased greatly. We think this is a very good thing. That is all. 

Tsuruo [M]: Thank you very much. That's all I must ask. 

Moderator [M]: Thank you very much. It is almost the scheduled end time, and we will now conclude the 
Q&A session. Lastly, Mr. Ueda would like to have a few words. 

Ueda [M]: Thank you very much for attending today's business briefing of TIS Inc. 

The consulting business we are engaged in will enhance and lead the DX value the Group provides and 
accelerate the structural transformation. 

To solve social issues, we will establish a position to be responsible for social changes and transformation of 
our clients' businesses. We would appreciate your continued support. Thank you very much. 

Moderator [M]: With that, we will close today's briefing. If you have any questions, please contact our IR staff 
during an individual interview or by phone. We would ask for your continued support. 

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

______________ 
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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.   
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