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Presentation 

 

Moderator: Ladies and gentlemen, thank you for standing by. We will start the Financial Results Briefing for 
the Fiscal Year Ended March 2023 of TIS Inc. 

First, let me introduce today's two presenters. The first one is Yasushi Okamoto, President and Representative 
Director, on your left as you face us. Next is Masakazu Kawamura, Executive Officer, Division Manager of 
Corporate Planning SBU. 

I'll explain today’s proceedings briefly. First, Kawamura and then Okamoto from our company will give an 
explanation, followed by a Q&A session with everyone. The briefing is scheduled to end at 19:15, including a 
question-and-answer session. Please refer to our website for the documents as appropriate. A video of the 
briefing will be available on our website at a later date. 

Kawamura will now give an overview of our business performance for the fiscal year ending March 2023, the 
outlook for the fiscal year ending March 2024, and shareholder returns. Thank you. 

 

Kawamura: My name is Kawamura from TIS. Thank you. I will now explain the details of the financial results 
for the fiscal year ending March 31, 2023, which were announced at 3:00 PM today, as well as shareholder 
returns and other items. 
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Please see page two. Three highlights of the current financial results are listed below. 

First of all, we were able to achieve strong results for the fiscal year ending March 31, 2023, with YoY increases 
in both sales and income, exceeding our upwardly revised plan, and achieving the major KPIs of the medium-
term management plan one year ahead of schedule. In terms of profitability, the operating margin improved 
to the 12% range, driven by an increase in gross margin. Orders and order backlogs also increased significantly, 
reaching record highs. 

Next, for the fiscal year ending March 31, 2024, we plan to increase both sales and income even as we make 
investments in human resources and other upfront investments for growth more vigorously than ever before. 

Finally, in terms of shareholder returns, we have decided to increase the year-end dividend by JPY3 for the 
fiscal year ending March 31, 2023, in line with business growth exceeding our plan. For the fiscal year ending 
March 31, 2024, we plan to pay an annual dividend of JPY53 per share, up JPY3 from the previous year, and 
repurchase JPY6.2 billion of our own shares, in line with our basic policy of aiming for a total return ratio of 
45%. 

 

Now, please see page five. This is the overview of the performance for the fiscal year ending March 2023. 

The business environment remained favorable, and we were able to achieve solid increases in both sales and 
income during the period under review. Net sales increased JPY25.8 billion from the previous year to JPY508.4 
billion, operating income increased JPY7.5 billion to JPY62.3 billion, and the operating margin improved from 
11.3% to 12.3%. 
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Net income attributable to shareholders of the parent company increased by JPY15.9 billion from the previous 
year to JPY55.4 billion, due in large part to the contribution of gain on sales of investment securities resulting 
from the reduction of policy stockholdings. 

 

Then please see page six for the comparison with the plan. 

The result was strong exceeding the revised plan, which was raised during the period. This was mainly due to 
our ability to capture IT investment demand, especially from our core customers, as well as further progress 
in productivity and quality improvement initiatives. 
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Page seven shows the factors behind the increase or decrease in operating profit. 

The increase in gross profit due to higher sales and improved profitability absorbed the increase in SG&A 
expenses, resulting in a JPY7.58 billion increase in operating income over the previous year. Although human 
resource investment costs increased by JPY5.1 billion from the previous year, mainly as a result of 
performance-based compensation improvements, the high profitability of the company was able to firmly 
absorb these costs. 

The gross profit margin rose 1.2 percentage points from the previous year to 27.9%, thanks to the provision 
of high value-added businesses and the promotion of productivity improvement measures. Unprofitable 
projects were firmly controlled at just JPY400 million for the full year, a decrease of JPY1.45 billion from the 
previous year. 
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Page eight shows the comparison with the plan.  

Although the investment in human resources, including the improvement of compensation as mentioned 
earlier, increased by JPY2.5 billion compared to the plan, this was absorbed by improved profitability through 
productivity enhancement and curtailment of unprofitable projects, etc., resulting in an operating income 
increase that exceeded the plan. 
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Please see page nine. This is a breakdown of sales by client industry. 

The trend remained unchanged, with strong growth in cards and public, mainly due to the contribution of 
large projects at our core customers. The service is the buildup of sales to a wide range of customers. 

The slight decrease in process manufacturing was due to the impact of deconsolidation from the sale of a 
subsidiary in the previous fiscal year and a reactionary decrease. The increase in banking and services was 
also due to the growing performance of our overseas subsidiary, MFEC. 
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Page 10 shows the status by segment. 

Profits increased in all sub-segments. In financial IT, relatively profitable projects, such as large-scale projects, 
contributed to a turnaround in the operating profit margin, which had been negative YoY until Q3, to a positive 
trend. 

For the non-financial IT segment, the trend is largely unchanged from previous years. 
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Page 11 shows the comparison with the plan.  

BPM reported lower revenues and earnings due to the impact of reduced workloads in existing data entry and 
other operations. Industrial IT failed to achieve its operating margin, but this was due to the peak-out effect 
of IT investments, which had been expanding mainly among existing customers. 
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Pages 13 through 15 present the results for the three months of Q4. 

Overall, sales continued to be strong. 
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This is an explanation of the status of orders. First, page 16 shows the overall order situation, including 
operations. 

Orders received totaled JPY523.9 billion, up 5.8% from the previous fiscal year, and orders backlog was 
JPY180.3 billion, also up 11.7%, both reaching record highs. 

Although BPM and industrial IT orders decreased from the previous fiscal year due to a decline in software 
development orders, financial IT and wide-area IT solutions led the overall strong growth in both orders and 
order backlogs. 
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Page 17 shows the status of software development orders. 

In financial IT, both orders and order backlogs increased by double digits, but this was due to strong 
investment appetite, especially among core customers. 

The decrease in offering services was mainly due to a decline in development orders as projects related to 
service-type businesses moved from the development phase to the operation phase. As indicated on the 
previous page, both orders and order backlogs for offering services as a whole increased from the previous 
period, which we believe is in line with our expectations. 

Similar to the sales movement, the decline in industrial IT is mainly due to the peak out of projects. We believe 
that the decrease in BPM is mainly due to the withdrawal or reduction of low-profit projects and that this is a 
transitional period in the shift from simple outsourcing, such as data entry, to the digitalization of business 
processes, including development. 

In wide-area IT solutions, we captured IT investment demand in a wide range of industries by developing 
solutions. Orders received were significantly higher than the previous fiscal year after offsetting the JPY4 
billion impact of the sale of a subsidiary in the previous fiscal year, which resulted in the exclusion of the 
company from the consolidation process. 
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Page 18 shows orders received for the three months of Q4. 

This overlaps with what I mentioned before, so I will skip explanation here. 
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Page 19 shows the balance sheet and cash flows. 

During the period under review, the Company reduced the number of shares held by the policyholders and 
conducted a significant share buyback in order to optimize its capital structure. We will continue our ongoing 
efforts to achieve capital efficiency and cost of capital conscious management. 

This is the end of the explanation regarding the results for the fiscal year ending March 31, 2023. 
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I would like to continue by explaining our forecast for the fiscal year ending March 2024.  

First, on page 24, we explain our perception of the business environment. 

Although changes in the economic environment due to concerns about a global recession and other factors 
require close monitoring, we expect that IT investment will continue to expand, mainly due to the strength of 
demand for digital transformation. Therefore, we expect a favorable business environment to continue. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
18 

 

 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
19 

 

 

Based on the management policy shown on page 22, we explain our full-year forecast for the fiscal year ending 
March 31, 2024 on page 23. 

The Company plans to increase both sales and operating income, with net sales of JPY530 billion, up 4.2% 
from the previous year, and operating income of JPY63.5 billion, up 1.9% from the previous year. Net income 
attributable to shareholders of the parent company is estimated to be JPY42 billion, down 24.3% from the 
previous year, due to a decrease in extraordinary income, which was posted significantly in the previous year. 

The impact of the change in consolidated subsidiaries, such as the group-in of Japan ICS and the group-out of 
Sequent, has been factored in as a positive effect of approximately JPY5 billion in net sales and approximately 
JPY1 billion in operating income. 

The operating income margin is expected to decline 0.3 percentage points from the previous year due to 
factors such as a JPY5 billion increase in human resources investment. However, as in the past, we will 
continue to make aggressive upfront investments that contribute to growth while aiming for further 
improvement in profitability. 

Although net income and ROE will be lower than the previous year due to the absence of extraordinary gains 
and other factors, we will work to firmly achieve levels that exceed the targets of the medium-term 
management plan, respectively. The target for unprofitable projects is still set at JPY1 billion or less. 
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On page 25, we present our forecasts by segment. 

We plan to increase sales and profits in all segments. Operating profit margins in some segments are down 
from the previous year, but this is due to the aggressive investment in human resources that I mentioned 
earlier. 
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This is the last part of my explanation, shareholder returns. Please skip page 27, which is a restatement of the 
basic policy, and turn to page 28. 

In response to business growth exceeding the plan for the fiscal year ending March 31, 2023, we plan to 
increase the year-end dividend per share by JPY3 from the plan, to an annual dividend of JPY50 per share. 

The total return ratio, which is calculated based on the concept that the Company will return profits to 
shareholders from its operating activities, is 44%, which is in line with the Company's basic policy of 45%. 

For the fiscal year ending March 31, 2014, we plan to increase the annual dividend per share by JPY3 to JPY53 
and repurchase JPY6.2 billion of our own shares, in line with our policy of a 45% total return ratio. If this is 
achieved, it will be the 12th consecutive fiscal year of dividend increases, and we are very much looking 
forward to achieving this goal. 

This concludes the explanation. 

Moderator: Thank you. Next, Okamoto will explain the progress of the medium-term management plan. 
Thank you. 

Okamoto: My name is TIS Okamoto. Thank you very much for participating in our earnings results briefing 
today. I would now like to explain the progress of the medium-term management plan. 
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Page 30 and 31 are the first part of the explanation of what is to come. 

This is the overall picture of the Group's sustainability management. 
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Page 31 shows the outline of the medium-term management plan, basic policies, and key management 
indicators. 

Since this is a reiteration of materials that we have presented in the past, we would like to skip the explanation 
here. 
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I would now like to explain how the fiscal year ended March 2023, the second year of our medium-term 
management plan, went. 

First of all, on page 32 is the progress of key management indicators. 

In terms of key management indicators, we have achieved our targets for the fiscal year ending March 31, 
2024, the final year of the medium-term management plan, one year ahead of schedule. I hope you can see 
that we are making good progress. 
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Please see 33. This is an overall summary of the fiscal year ending March 31, 2023, including a review based 
on the Group's management policy. 

Except the triangle rating for point three, all of the items are rated with the circle. I believe that we have made 
steady progress overall. Let me explain key points for each item briefly.  

First, please see item one. As a result of our efforts to enhance sustainability management, including the 
strengthening of environmental initiatives, we have received high evaluations from external organizations. 

Next, item two. I believe that our efforts to continuously improve profitability and to curb unprofitable 
projects have been well represented in the figures. 

Item four. With respect to the promotion of growth strategies and establishment of governance with the aim 
of becoming a top-class ASEAN IT consortium, the scale of our business expanded significantly, centering on 
MFEC. 

And item five. With regard to the further expansion of investment in human resources for the advancement 
and diversification of human resources, we are aware that we have made solid progress in our efforts for the 
advancement and diversification of human resources through proactive investment in human resources, 
including the revision of the personnel system. 

On the other hand, point three is the only item that was rated with the triangle.  Structural transformation is 
a medium- to long-term theme, and we believe that we are currently in the investment phase for the 
realization of business transformation and structural transformation. We are continuing to implement various 
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initiatives, but we believe that it will take some time before we can generate high added value commensurate 
with our investment and become a major growth driver for our group. Given the continued challenges in 
terms of profitability, we have rated this with the triangle as we would not be able to say that it is sufficient 
at this time. 

 

Page 34 shows the Group's management policy for the fiscal year ending March 2024, which is the final year 
of the medium-term management plan. 

Although there are no major changes in the themes, we intend to further evolve each of our initiatives to 
achieve the goals of the medium-term management plan. 
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On page 35, I would like to explain the progress of each key strategic measure of the medium-term 
management plan. The first is the review of the business portfolio. 

As we pursue our structural transformation and growth strategies, we have always been reviewing our 
business portfolio with an awareness of optimal group formation. In the fiscal year ending March 2023, we 
focused on the review of business portfolio in the offering services.  

As described, while ICS Japan was made a consolidated subsidiary, some businesses were transferred in 
conjunction with the reorganization of the MFEC Group in Thailand, and Sequent in the US was sold in 
consideration of the future direction of business development. 
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This page is about the consolidation of Japan ICS as I mentioned earlier. 

The consolidation of Nihon ICS Co., Ltd. is aimed at strengthening one of our strategic domains, IT Offering 
Services, or IOS as we call it. 

Nihon ICS owns a stock business that provides its services to a stable market, and has a long track record of 
providing the business model we are aiming for in our IOS. In the short term, we expect to grow mainly by 
increasing the value of the existing business of Nihon ICS, but in the medium to long term, we would like to 
achieve further growth by creating synergies. 

I have high expectations for Nihon ICS that joined our Group, and hope to grow its sales to JPY10 billion in the 
not-too-distant future. We would like to achieve such a goal, and we are now moving forward to firmly 
promote cooperation and collaboration for this purpose. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
30 

 

 

This is the DX business strategy. 

As I have repeatedly mentioned in the past, one of the key words in this medium-term management plan is 
to strengthen the front line. The expansion of DX consultants and the use of M&A to support the realization 
of this plan are progressing at a pace exceeding the plan. 

We are aware that our situation is not yet satisfactory, given there are strong customer needs for DX, and the 
industry as a whole is making progress in this area. We need to continue to focus on this, but it is also true 
that there are a growing number of cases in various fields where DX consulting functions are being utilized. 

Through our SI development capability, which is one of the strengths of our group, and our conceptualization 
capability on top of it, we are steadily adding value to the business we provide, and we feel that the level of 
trust and expectations of our customers is increasing. 
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The next page is about our service business strategy, particularly our business in the area of services that solve 
social issues, which is one of the key indicators of our medium-term management plan. 

Overall, we are making steady progress in accordance with the plan. Although the scale of our business is still 
small in some areas, we are still in the preparation stage for future business expansion, and we intend to 
continue to focus on these areas. 
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This is the status of the payment business. 

Although there has been no major change in the overall situation, we believe that we are making steady 
progress overall, including efforts to create new services in addition to existing initiatives. 

Credit SaaS has been operating stably since its launch. We will continue our efforts to further expand the scale 
of our business by acquiring second users and beyond, and to increase the ratio of the recurring type business. 

In addition to the core areas, we are also making steady progress in the front office area, and in the area of 
"beyond payment," which is being promoted from a long-term perspective. 

The environment surrounding the payment business, such as the lifting of the ban on digital salary payments 
and embedded finance, is constantly changing, and we will continue to aim for growth in the entire payment 
business while ensuring that we respond to these changes. 
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This is our global business strategy. 

At the time of the H1 results, we reported that we would be adding a consulting axis. As the first step in this 
development, we have formed a capital and business alliance with Vector Consulting Group, a leading 
management consulting firm in India, and made it an equity method affiliate. With this partnership, we have 
started to expand our business in India, the fastest growing market in the world, and have begun to approach 
Japanese clients in India as a first step. 

As for the Channel axis, we are reorganizing the MFEC group in order to change its business structure, and we 
intend to focus on areas that will make a high contribution to our business performance. 

We will continue to focus on the development of our global business, and will continue to make efforts along 
the three axes to achieve our goal of becoming one of the top IT companies in ASEAN by FY2026, with 
consolidated net sales of JPY100 billion. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
34 

 

 

On page 41 is our human resources strategy. 

As I have always said, human resources are the source of our corporate value creation and are without a doubt 
our most important management capital. Traditionally, we have actively implemented a variety of initiatives 
that lead to the growth of our human resources and the enhancement of their added value. As a result, 
employee job satisfaction scores and operating income per employee have steadily improved. 

We have decided to make an aggressive upfront investment in human resources, and we believe that 
investment is indispensable in order to secure excellent human resources and help them grow. We also 
believe that it is our responsibility as management to respond to the performance and growth of our human 
resources by having them think and act proactively. 

Although it will take some time for the results of the investment to show up in figures, we are confident that 
the investment in human resources will lead to an increase in added value and competitiveness of the 
company. We will continue to actively promote the good cycle of value exchange between employees and 
the company. 
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On page 42, ESG initiatives are also being steadily promoted. 

We also believe that management sophistication is progressing in response to the demands of society. 
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This page contains three topics related to ESG initiatives. 

We have been actively engaged in sustainability promotion activities. In the fiscal year ended March 31, 2023, 
we declared ourselves carbon neutral and reduced our strategic shareholdings. As a result, we are pleased 
that we have been able to establish a system and structure that has produced a certain level of results. 

By establishing the Corporate Sustainability Committee under the control of the Board of Directors, we intend 
to strongly promote the committee on a top-down basis to further strengthen and upgrade our activities. 

With regard to ESG initiatives, we will continue to contribute to a sustainable society and achieve sustainable 
enhancement of corporate value, based on the recognition that such initiatives will further strengthen the 
foundation that supports the value creation of our group. 
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This is a financial investment strategy. 

We have achieved profit growth through business expansion and a reduction in strategic shareholdings, which 
has increased our ability to generate cash more than we had expected in the mid-term plan, and we believe 
we have been able to aggressively allocate that cash. 

We will continue to respond flexibly to various changes, including those in the economic environment, while 
accelerating the cycle of investment, structural transformation, and profit growth to enhance corporate value. 
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Please see page 46. This page reiterates the details regarding the acquisition of fixed assets that were 
disclosed in a timely manner at the end of March. 

Basically, we aim to manage our business with an awareness of capital profitability, and based on this concept, 
we have been consolidating our offices and data centers, keeping the ownership of facilities for business use 
to a minimum. 

On the other hand, we believe that it is desirable to own only those facilities that are essential to ensure long-
term stable business continuity. 

This includes the facility that is positioned as a core base for the long-term stable provision of high-quality 
system operation services and our own-brand cloud services, which we are promoting, even as the business 
environment undergoes major changes, such as the spread of cloud computing. Because of the extreme 
importance of ownership, we are continually looking for the right time to convert rents to ownership. 

In addition to the opportunity to own the property this time, we have made a comprehensive judgment based 
on the cost reduction effect of switching from renting to owning the property and our current financial 
situation, and have decided that the acquisition will contribute to the enhancement of our group's corporate 
value over the medium to long term. We hope that you will understand the decision we have made. 
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Please turn to page 48, the last of my explanations. 

It has been exactly two years since I assumed the position of President. As I have explained so far, we have 
achieved record performance in terms of numbers. We feel that the corporate value of the Group is steadily 
increasing as the measures are generally progressing well. 

However, we recognize that there are many challenges that need to be addressed in order to achieve further 
growth, as we are naturally a company. We are also keeping a watchful eye on the external environment, 
including concerns about a global economic recession. 

However, I believe that the initiatives that we have carefully implemented one by one so far are steadily 
bearing fruit, cultivating our strength and taking root as a solid management foundation, and are leading to 
the driving force for further growth. 

Although this is the final year of our medium-term management plan, we do not intend to set this as the goal, 
but rather to continue to work as a unified group to achieve structural transformation toward the goal of 
pioneering and shaping a bright future that lies ahead, aiming for sustainable growth and further 
enhancement of corporate value.  

This concludes my presentation. Thank you. 

Moderator: Thank you. 
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Question & Answer 

 

Moderator [M]: We will now begin a question-and-answer session. 

First, I would like to explain how to ask your questions. When you speak, please give your company name and 
your name followed by the question you wish to ask. Please note that up to two questions can be asked per 
person at a time. Please note that due to time constraints, we may not be able to answer all questions. 

We will now begin the question-and-answer session. First of all, Daiwa Securities, Mr. Ueno, please ask a 
question. 

Ueno [Q]: This is Ueno from Daiwa Securities. Please turn to page 23. In Q3 of this fiscal year, you have already 
announced a significant improvement in your company's compensation. While you are planning to secure a 
reasonable increase in profits, your company's announcement indicates a 6% increase in labor costs on 
average, which must have been significant even in monetary terms. 

Is it safe to assume that the planned increase in profit will be achieved without any problem, since most of 
your customers, say 30%, 50%, or 70%, will agree on the increase in unit price knowing this increase in labor 
costs? Can you start by telling us how customers react to the price pass-through of increased labor cost to 
improve compensation? 

Okamoto [A]: Yes. I would like to answer. In fact, this 6% increase is not an opportunity for us to negotiate 
with our customers on unit price. We have been working on increasing compensation continuously from the 
past. At the same time, we have been negotiating for a higher unit price for the past several years, and have 
actually been able to increase the unit price. 

Although the 6% rate is a little higher than before, we have not heard from any customers regarding this, and 
we will continue to negotiate with them on unit prices. There is no particularly significant response. 

Ueno [Q]: I see. It is not a case that customers would agree on price rise after your announcement of 6% raise, 
but instead, you can absorb 6% price rise in the course of negotiation you have had for unit price increase in 
an effort to increase added value. Is it correct?  

Okamoto [A]: Yes, that is how we are proceeding. 

Ueno [Q]: If customers agree on the increase in unit price due to the increase of 6% in labor costs, a 4.2% 
increase in sales mentioned on this page seems bit conservative for me. What do you think?  Is it that you 
have factored in organic part only but not the increase in unit price?  

Okamoto [A]: My personality may be the same as ever, but you can consider that we have a slightly 
conservative forecast overall.  
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Ueno [Q]: I see. I understand. The last question is on revenue improvement on page 24. 

As shown in the breakdown of SG&A expenses, the upfront investment and investment in human resources 
are clear. In the case of your company, the number of employees should, of course, appear largely in this cost. 
Is it correct to assume that the basic scenario is that the increase of JPY2.59 billion in profit due to the 
improvement in profitability will offset the increase in labor cost in SG&A expense to secure the overall profit? 

First, the key point is the main factor of profitability improvement shown here. Of course, if you look within 
the pages, there is talk of various services, improvement in operating margin per capita, etc. 

Excluding Asahi Kasei and Komatsu, which are your specific companies, I see a huge number of DX projects in 
the small to medium-sized projects, which are the tail section of the long tail, and the overall profitability has 
been improving. Is there something easy to understand that is the key to improving profitability? 

Kawamura [A]: I will answer the question. As Okamoto mentioned earlier, we are not making a renewed effort 
to improve profitability in preparing this plan, but we have been improving profitability for a long time. 

As I have already explained in various ways, we do not have any special remedy for this, but I believe that our 
efforts to control unprofitability have been extremely effective, especially through productivity improvement 
and curbing quality in the previous fiscal year.   

We have also improved our overall utilization rate, and we have become very efficient, including the small 
and medium-sized companies you mentioned. In addition, we are actively offering solutions, especially for 
small and medium-sized companies, in order to reproduce our products. We have also been actively 
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developing solutions, especially for small and medium-sized companies, so our efficiency has also improved 
considerably. 

As Mr. Ueno mentioned, we have made this plan after firmly confirming with the management that we will 
take this increase in personnel expenses into account and further improve profitability. 

In fact, we are proceeding with measures to ensure that we must produce a positive effect on profit growth 
beyond the apparent figures. We will do our best to achieve this plan firmly. That is all. 

Ueno [Q]: From our point of view, it would be nice if there are some kind of clear factors such as an increase 
in unit price, a new service, or an improvement in mix. There is no such thing that can be narrowed down to 
a single factor, but it will be the accumulation of various small factors in one project of one engineer or 
consultant. Is it correct? 

Kawamura [A]: Basically, it is a composite process, but I think it is the accumulation of each of these, such as 
adding value through upstream DX and increasing productivity through solution development, as I mentioned 
earlier. 

This has made a positive contribution, and if we break it down in an easy-to-understand manner, it would be 
very easy to understand, but for our company, we have been and will continue to be committed to improving 
profitability by firmly building on these small efforts. 

Ueno [Q]: Then we can only look at it as a totality, but what about continuity into the future, for example, is 
it three years or five years? Or, will the profitability improvement excluding labor cost increase continue at 
the same pace as the previous year? Please let me know about the pace and time frame? 

Kawamura [A]: Well.  Originally, we had set out to raise gross profit margin to nearly 30% in this medium-
term plan. We are slightly short of that in this plan, but we believe we have been raising the bar well ahead 
of the pace we have been setting. We still believe that overall improvement is possible, and we will continue 
to work on this. 

However, from this point forward, as we will continue to raise labor costs and thoroughly implement high 
value-added measures, we will work on the reform of our manufacturing productivity. Also, we will work on 
service-type business which are focused in the offering service segment, to further improve profitability, as 
not much service-type business is profitable. 

Ueno [M]: I understand very well. Thank you. That’s all from me. 

Moderator [M]: Thank you. Mr. Tanaka from Goldman Sachs Japan Co., Ltd., please ask your question. 

Chikai Tanaka [Q]: This is Tanaka from Goldman Sachs Japan. Thank you. I would like to ask you two major 
questions. First, could you give us a little more background on the growth of the offering services this fiscal 
year? 

I wonder if the impact of new consolidation, etc. is also included, but I would like to know the organic part 
including whether there is the assumption that the development plan will start for the second company in 
credit SaaS, or there will be no plan. Could you explain the impact of consolidation and this organic part 
separately?  This is the first question. 

Kawamura [M]: I see. I assume you mean the fiscal year ending March 31, 2024. Is that correct? 

Chikai Tanaka [M]: Yes, that's right. 
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Kawamura [A]: First, in terms of the impact of consolidation, over JPY5 billion in sales and over JPY1 billion in 
operating income are the portion that is newly added by M&A.  The decrease in the cost burden from the sale 
of Nihon ICS and Sequent resulted in the increase of more than JPY1 billion in total operating income. 

Regarding business activities, we will focus on settlements in other areas. In the current fiscal year, platform 
businesses such as settlement and cloud security in particular continued to contribute to earnings. We are 
planning to further increase revenues and profits through these businesses, so rather than something specific, 
we would like to further grow our sales and profit by further progressing the services in this segment. 

As for the second company for credit SaaS, we are continuing our sales activities, but we have not factored in 
any significant figures at this point, and we will continue to work on organic growth first. That is all. 

Chikai Tanaka [Q]: Thank you. I think that most of the increases in profit can be explained by this increase in 
profit. You mentioned that the second company for credit SaaS is not expected at this point. However, I think 
you were talking about the progress of obtaining a second company and beyond at the result briefing one 
year ago. Is there any clear reason why there has been no movement at all after one year, or is there any 
reason why there is a delay in the process than expected? 

Okamoto [A]: Okamoto will answer.  As I may have explained in the H1 and Q2 financial results, one of the 
reasons is that we need to invest certain amount of money as it is the core systems of our customers in our 
services. There is a timing issue about how to match the timing of the system renewal. 

We are currently conducting sales activities for the second and third companies, including fit-and-gap 
activities with customers, but I think the most important point is how and when to conduct the project. That 
is all. 

Chikai Tanaka [Q]: I understand. Thank you. Second, I would like to ask about the finance and industry part. 
In terms of profit and loss, the impact of the wage hikes and other factors are included, so profits for both 
businesses are not expected to grow much. However, even excluding the impact of the wage hikes, the plan 
does not appear to be growing very much. 

Specifically, in the case of financial IT, for example, why would profits turn down significantly in H2 all at once 
in the plan? Also, the industry IT is assumed to have almost no growth on a sales basis for the entire year. Is 
this some kind of large customer investment cycle issue? These are two minor points, but could you comment 
on them? 

Kawamura [A]: We are planning for a very large reactionary decline in both financial IT and industrial IT. 

In the area of financial IT, we are working on several large credit card projects, and one of them has changed 
its process from H2, which is reflected in a slight drop in earnings as a reaction to the previous fiscal year. We 
are working to make up for this in other areas, but because of the large difference, especially in H2, we are 
currently projecting a somewhat difficult H2. 

As for industrial IT, we are trying to hit back firmly with SAP business, and we hope to generate enough sales 
to cover the decline in our core customers. However, overall, we are also taking a cautious look at the future 
business climate and other factors. At this point, we would like to consider this point after we achieve the 
plan solidly. That is all. 

Chikai Tanaka [Q]: You mentioned business confidence in the industrial IT segment, but did you mean this as 
a general statement, or did you mean that there is already such a trend on an order basis? 
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Kawamura [A]: As for H1 of the current fiscal year, looking at the current order backlog, I believe that we have 
a solid order backlog, so I believe that we will be able to promote a solid business plan for H1. 

On the other hand, there are some aspects of H2 that are not yet clear at this time. I am making this statement 
based on a general approach, but I believe that we need to firmly uncover IT investment needs with our 
customers and accumulate orders during the term. Therefore, our approach is to accumulate orders in H2 
through firm sales activities.  That is all. 

Chikai Tanaka [M]: I understand. Thank you. 

Moderator [M]: Thank you. Next, Mr. Tanaka from Mitsubishi UFJ Morgan Stanley Securities, please ask your 
question. 

Hideaki Tanaka [Q]: My name is Tanaka. Thank you. I have two questions. The first is about the credit SaaS. 

I got the sense that the plan is moving forward from the fact that second and third companies are also working 
on fit and gap as you mentioned. I would like to know the timing of the public release of the core systems. I 
think you have some idea of the timing of the public release. Could you first tell us about the timing of the 
second and third companies you are currently considering? 

Okamoto [A]: It is difficult to give a specific timing for the release, since it is also customer information, but I 
think I can answer that it will not be this year. 

Hideaki Tanaka [Q]: I see. As same as the previous person, I was expecting a bit of earlier timing of release at 
the time when you mentioned about one year ago that the plan was progressing. 

Is this the timing of release that you had assumed at that time? Considering President Okamoto's past 
comments, I honestly had an image that it would be earlier. 

Okamoto [A]: There is one company for which we were hoping to release at earlier timing, but it is true that 
the release is taking a long time due to various considerations at customer’s side. It seems they are considering 
various things. 

There is another project that is coming up with a third or fourth company, and we are now considering that 
project. 

Hideaki Tanaka [Q]: I understand. The plan is a little off again from what I was expecting with a second 
company.  

Okamoto [A]: I’m sorry. I should comment properly. After the first company finished, the second company 
was working hard, but due to various circumstances on the customer's side, the discussions with the customer 
were taking a long time. What I just mentioned is that the third and fourth companies are making 
considerations.   

Hideaki Tanaka [Q]: I understand. So, it will not happen this year, but somewhere after next year. 

Okamoto [A]: Yes, I would like to do my best. 

Hideaki Tanaka [M]: I understand. Thank you. Also, the next question I would like to ask you is on page 40, 
the global business section. Inbound tourists started to come gradually. Could you tell me recent status of 
EVONET?  That is all. 
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Okamoto [A]: Finally, people are beginning to flow into Southeast Asia, and there is a gradual movement. 
Although we will not immediately receive a large amount of revenue, we have seen some movement in the 
cross-border settlement that we had originally planned, so I have high expectations for it. 

Hideaki Tanaka [Q]: Do you have any idea of the amount of settlement or any kind of guidance? 

Kawamura [A]: We do not have any specific figures to present at this time, but the key point of EVONET is to 
increase the number of connection points, and since there have been some interruptions and stagnation due 
to COVID-19, we would like to increase the number of points from now on so that transactions can be captured. 
As soon as we have something we can show you in those areas, we would be happy to talk to you. That is all. 

Hideaki Tanaka [M]: Yes. Thank you very much. That is all. 

Okamoto [M]: Thank you very much. 

Moderator [M]: Thank you. Then, Mr. Kikuchi from SMBC Nikko Securities, please ask your question. 

Kikuchi [Q]: This is Kikuchi. Thank you. I have two questions. The first point is quite similar to Mr. Ueno's 
question, which is on slide number 24. 

The improvement in profitability over the past two years has been supported, I think, by productivity gains 
from large projects, as well as by the reduction of unprofitable projects. You mentioned that the unprofitable 
projects shrank by about JPY1.4 billion in the fiscal year that ended. 

However, since unprofitable project is already reduced to JPY400 million in the new fiscal year, it would not 
be effective even if you reduce it further. Also, the number of large projects has peaked out, which may lead 
to a slight decrease or a negative effect. If labor cost and upfront investment cost increase in this situation, it 
would be difficult to increase productivity more than that in past two years unless there is some kind of special 
factors. 

Looking at the segments on the next 25 pages, the numbers seem to have been made with a determination 
to just barely absorb the various cost increases in each segment. The offering service segment will cover the 
increase by the effect of consolidation. There is some concern whether the increase will be truly absorbed.  

You mentioned earlier that you will make various efforts. Again, I would like to know if there is any new factors 
that will be effective. That is the first point. 

The second point is credit SaaS. You mentioned that it is taking longer for the second and third companies. 
Originally, you mentioned several years ago about taking 80% of shares with the expression of emerging 
platformer. If that is the case, I think you will need to get a few more companies.  

It is difficult to identify each of those second, third, and fourth companies, but is the 80% of the market for 
emerging platformers something that will be approached if any of those are taken? 

Also, I believe you do quite a bit of capitalization in credit SaaS, but with the delay in acquiring new customers, 
should we be concerned about the possibility of disposing of that capitalized amount somewhere, or 
something like that? I think many people would prefer to process it once because it would lighten the cost, 
but I would like to know how you see the capitalization, the future prospects for credit SaaS, and the prospects 
for acquiring customers. 
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Kawamura [A]: Yes, let me first answer your first point. My answer may be a bit repetitive, but as Mr. Kikuchi 
said, the improvement in earnings up to this time was due in large part to the fact that the projects, including 
large projects, were very active. 

However, the efforts of each segment, as well as the conditions of each customer and the way in which sales 
activities are conducted, have varied over the years, and the timing of the effects coming out in each segment 
has also varied. For example, in the previous fiscal year, the profitability of wide-area IT solutions has been 
improving, and I believe that it is now driving profits. 

We are doing this one step further based on the increase in personnel costs. To achieve this, it is necessary to 
further improve productivity and thoroughly promote value-added improvement and productivity reforms. In 
order to do so, we are investing in human resources in a proactive manner, especially to attract excellent 
human resources and have them work more effectively. We will work as one to add enough value to absorb 
this upfront investment. 

We would like to make a profit based on such a concept, although it is not a special remedy here today. For 
this fiscal year, profit increase is modest as investment is made upfront before labor cost is absorbed. However, 
for the next fiscal year and beyond, we will make consideration firmly for further growth.  

Regarding the second point of impairment, as I have repeatedly explained, at this point, the operational part 
of the credit SaaS is not in the red, but it is making a solid surplus in earnings. 

We do not expect any immediate concerns to arise, and we will focus our efforts on developing a solid plan 
and proceeding with sales activities to raise the top line as soon as possible. 

Okamoto [A]: Yes. As for the credit SaaS plan, you mentioned 80%, but I think it will take a little longer than 
originally planned. Honestly speaking, we have to review the plans carefully toward the goal of 80%. 

However, we are continuing steady activities such as having former as well as existing customers of the current 
credit cube switch to Credit SaaS, so we will have to revise our plan a little, but we are determined to achieve 
our goal. That is all. 

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

Moderator [M]: Thank you. Next, Mr. Tanabe from Daiwa Securities Co. Ltd., please ask your question. 

Tanabe [Q]: I am Tanabe from UBS. Thank you. I would like to ask two quick questions. I would like to know a 
little bit more about the plan for the offering service, which was asked by the person before me. 

Even if the increase due to new consolidation is excluded, the existing portion still shows a 5% increase in 
revenue and almost no change in profit, while profitability will be lower. I would like to confirm whether this 
can be explained simply by the fact that credit SaaS is not incorporated or by the fact that the development 
portion will decrease. 

In addition, looking at the plan for H1 and H2, it appears that there will be considerable improvement in H2 
in the plan. I would like to know if this is due to the consolidation effect and a seasonal factor of Nihon ICS, or 
if there are other factors. This is the first question. 

Kawamura [A]: Yes. First, in terms of the overall Offering Services, this is the same as the other segments, but 
as we need to absorb the labor cost of upfront investment, the profit growth will be slow compared to the 
sales, for organic part, as you pointed out.  
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As was the case in the previous fiscal year, sales of overseas subsidiaries increased, but their contribution to 
profits was somewhat small, so it appears that profit growth relative to sales has been sluggish. We would 
like to improve profitability on an actual basis and increase profits for organic part as well. 

As for the plan for H1 and H2, the consolidation of Nihon ICS will start in Q2, so it is not the large increase 
factor for H1. If we break it down, H1 was just over JPY300 million, and H2 was about JPY700 million, so I think 
we need to make up the difference in the organic sector. Deficit improvement will be slight this time. We 
intend to firmly build up the profit improvement from H1. That is all. 

Tanabe [Q]: Thank you very much. Basically, I understood that you expect profit to grow both in H1 and H2 
due to the effect of consolidation, and existing part to be almost flat. Thank you. 

On the second point, I would also like you to tell me briefly what the JPY2.8 billion in gain on sales of subsidiary 
stock and the JPY1.1 billion in loss on valuation of investments in extraordinary gains and losses are, 
respectively. Regarding the loss on valuation of investments, please let me know if there is anything that 
would cause a loss or gain in the future. 

Kawamura [A]: Yes. The gain on the sale of the subsidiary, which I mentioned as a subsequent event in Q3, 
includes the sale of the MFEC subsidiary, resulting in a gain of over JPY2 billion. Since this is a one-time factor, 
you can interpret that this is a move to further accelerate the transformation of our overseas subsidiaries. As 
for the JPY1.1 billion in losses on the revaluation of investments, this is the accumulations of several cases. 

They are mostly related to overseas, and rather than a decline in performance, it is due to the restriction 
caused by COVID-19 pandemic. Since the prospect of the plan becomes uncertain, evaluation loss was 
recorded for now. Since the restrictions are lifted now, we would like to proceed with the plan by ensuring 
the recovery.  

As part of our aggressive investment in growth, we also invest in overseas companies, so we do have such 
cases time to time. We will make every effort to ensure that they are linked to earnings. That is all. 

Tanabe [M]: Thank you very much for the detailed answer. That is all. 

Moderator [M]: Thank you. As the scheduled time is approaching, next question will be the last one.  Ms. Sato 
from Jefferies Japan, please ask your questions. 

Sato [Q]: Thank you. This is Sato from Jefferies. I have two short questions. 

Page 18 of orders received and backlog for Q4. Orders and backlog in the financial sector are very strong, but 
I heard that the mainstay credit card project peaked out in the last quarter. What are the orders and backlog 
in the financial sector in Q4, or what projects are included that are expected to be the drivers for the financial 
IT segment's performance this fiscal year? The first question. 

Kawamura [A]: Yes. Financial IT segment was deteriorated in Q3, which caused you some concern. In Q4, 
however, public-sector financial institutions were very willing to invest, and a large volume of orders received 
was the driving force behind the positive growth in Q4. Naturally, we expect this to make a solid contribution 
to development sales in H1 of FY2023. 

In addition, we received orders for several large credit card projects in Q4, so the results did not change 
significantly from the previous year. I believe that the additional projects I mentioned earlier have had a 
positive effect in in the financial IT segment. As we have a solid order backlog for H1, I think it is essential for 
us to prepare to counter the lower performance in H2. That is all. 
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Sato [Q]: So there is public finance included in this. Is it correct? 

Kawamura [A]: Well, this accounted for a large portion in Q4. 

Sato [Q]: Thank you. My last question. Hearing the question-and-answer and comment by the president, is it 
safe to say that the guidance for this fiscal year is conservative in a nut shell?  

Okamoto [A]: We are investing in human resources, so rather than being conservative, I think we need to 
take on the challenge. It is true that we are looking at sales a little conservatively. I am aware that this is a 
number that must be challenged firmly. 

Sato [Q]: I think everyone would be more motivated if they were paid more, but I wonder if that is not 
reflected in the profits. I'm hoping for it. 

Okamoto [A]: I also think that if the salary goes up, everyone will be motivated and work harder. However, it 
is a question whether it will be reflected in profit immediately. I think some time will be needed. 

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

Moderator [M]: Thank you. That concludes the question-and-answer session. In closing, President Okamoto 
would like to offer a few words. 

Okamoto [M]: Thank you very much for joining us today at the financial results briefing for the fiscal year 
ending March 2022 of TIS Inc. If you have any questions or comments, please continue to contact our IR staff 
during individual interviews or by phone as in the past. 

I ask for your continued support. Thank you. 

Moderator [M]: This concludes today’s briefing. 

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

[END] 

______________ 
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