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Presentation

Moderator: Thank you very much for taking time out of your busy schedules today to participate in the
quarterly financial results briefing session for Q2 of the fiscal year ending March 2024 of TIS Inc.

TIS Inc. will now hold a financial result briefing for Q2 of the fiscal year ending March 31, 2024. First, let me
introduce today's 2 presenters. The first one is Yasushi Okamoto, President, and Representative Director, on
your left as you face us. Next, | am Masakazu Kawamura, Executive Officer, Division Manager of Corporate
Planning SBU.

We will then give a brief overview of today's proceedings. First, Kawamura and Okamoto from our company
will give an explanation in that order, followed by a Q&A session with everyone. This briefing is scheduled to
last 1 hour, including Q&A. 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.

Now, Mr. Kawamura will explain the overview of business results for Q2 of the fiscal year ending March 31,
2024, the outlook for the fiscal year ending March 31, 2024, and shareholder returns. Thank you.

& TIS
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Highlights

Fiscal 2024 First Two Quarters: Financial Highlights

-Sales and income up year on year, exceeding estimates.

*Maintained high profitability even amid efforts to reinforce
growth investment, including investment in human resources.

*Year-on-year increase in order volume and order backlog.
Software development results down, owing to reactionary
drop in large projects, but system operation results on the rise.

Fiscal 2024: Performance Forecast

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

© 2023 TIS Inc. |

Kawamura: My name is Kawamura from TIS. Thank you. | will now explain the details of the financial results
for Q2 of the fiscal year ending March 31, 2024, which were announced at 3:00 PM today.
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To begin, please see page 2. Here are the highlights of the current financial results.

First, H1 results for the fiscal year ending March 31, 2024, exceeded H1 plan with year-on-year increases in
both sales and income. Profitability remained at a high level even as we stepped up investments in human
resources and other growth investments.

Overall orders received and order backlogs increased from the same period of the previous year. Development
orders were affected by a reactionary decline in large projects, but operational orders were solidly
accumulated. Based on the above three points, we believe that we have made a good turnaround toward
achieving our full-year plan for the fiscal year ending March 31, 2024.

Next, regarding the outlook for the fiscal year ending March 31, 2024, we have revised our earnings forecast
upward, albeit slightly, based on H1 results.

¢ TIS
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Fiscal 2024 First Two Quarters: Performance Highlights (YOY change)

-Higher sales and higherincome, thanks to business expansion through accurate responses to clients’
IT investment needs, including demand for digital transformation.

-Maintained high profitability even amid efforts to reinforce growth investment, including investment
in human resources.

Net Sales 245,305 267,488 +22,183 [+9.0%]
Operating Income 27,709 30,387 +2,677 [+9.7%]
Operating Margin 11.3% 11.4% +0.1P -
Net Income Attributable to Owners of 18.834 20,307 +1472 [+7.8%]
the Parent Company
Net Income to Net Sales Ratio 7.7% 7.6% -0.1P -
- Non-operating income: ¥1,766 million - Extraordinary income: ¥1,134 million
(YOY change +¥11 million) (YOY change +¥755 million)
- Dividend income ¥532 million - Gain on reversal of asset retirement obligations ¥551 million, etc.

Gain on foreign exchange ¥510 million, etc.
- Extraordinary loss: ¥1,563 million
- Non-operating expenses: ¥318 million (YOY change +¥496 million)
(YOY change +¥79 million) ->Loss on valuation of investment securities ¥1,093 million, etc.

* Inclusion of Nihen ICS in scope of consolidation affects consolidated results from second quarter onward. Impact of ¥2 billion on net sales, and ¥200 million
on operating income (after amortization of goodwill ).

© 2023 TIS Inc )
Now, please see page 5. This is a summary of results for H1 of the fiscal year ending March 31, 2024.

We were able to achieve a solid increase in sales and profit amidst a continuing favorable business
environment. Net sales increased JPY22.1 billion YoY, operating income increased JPY2.6 billion year-on-year
to JPY30.3 billion, with an operating margin of 11.4%. Net income attributable to shareholders of the parent
company increased by JPY1.4 billion year-on-year to JPY20.3 billion due to increased operating income.
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Fiscal 2024 First Two Quarters: ‘i’ TIS
Performance Highlights (Compared with estimate) e o

- Achieved estimate against backdrop of high IT investment activity among broad clientbase.

First two quarters | First two quarters

[Millions of yen] of fiscal 2024 of fiscal 2024 Compared with estimate
estimate actual
Net Sales 261,000 267,488 +6,488 [+2.5%]
Operating Income 29,500 30,387 +887 [+3.0%]
Operating Margin 11.3% 11.4% +0.1P -

Met Income Attributable to Owners of

the Parent Company 19,500 20,307 +807 [+4.1%]
Met Income to Net Sales Ratio 7.5% 7.6% +0.1P -
© 2023 TS Inc. m 6

The next page, page 6, shows the ratio of first half results to the plan.

We believe that we were able to exceed our plan because we were able to firmly capture IT investment
demand from a wide range of customers.
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Fiscal 2024 First Two Quarters: (i. TIS

Operating Income Analysis, Increase/Decrease Reasons (YOY change)

TIS INTEC Group

-Posted higher operating income even while reinforcing upfrontinvestment and dealing with increase in
unprofitable projects.

Operating Income [Billions of yen]

(Operating Margin)

+6.19 +0.06 038 +2.67
2770 O which, effect of [(11.4%] [+9.7%]
[113%] DO ey i 357 N W

Of which, effect of
change in status
ofbco_g_solidated

- subsidiary, etc.
Gross profit margin was +¥0.55 billion

Actual 27.4%

[YOY change +0.1 points]

Page

The increase in profits, mainly due to the effect of higher revenues, offset increased investments in human
resources and other growth investments, resulting in a JPY2.67 billion increase in operating income over the

First two quarters Increased Improved Increased First two quarters
of fiscal 2023 sales profitability SG&A expenses of fiscal 2024
Prior investment costs for promoting structural transformation: Changes in SGBA Expenses
Up ¥0.94 billion (YOY change) Effect of change in status of +0.76
i - K - consolidated subsidiary, etc.
(Cost of sales: +¥0.89 billion, 5G8LA expenses: +¥0.04 billion) Prior investment (excludes
Software investment / Investment in human resources / Investment in R&D investment in human resources) +0.04
. . + . Prior investment +0.73
Cost of investment in human resources (additional): {Investment in human resources) '
Up ¥2.40 billion (YOY change) Others +2.03
(Cost of sales: +¥1.67 billion, SG&A expenses : +¥0.73 billion) Total +357
© 2023 TIS Inc. ]

7 shows changes in operating income by factor.

same period of the previous year.

Although we were able to make steady progress in improving profitability through the provision of high value-
added business and the promotion of productivity improvement measures, both the gross profit margin and
operating income margin rose only 0.1 percentage points year-on-year due to the impact of unprofitable

proje

Unprofitable projects in H1 amounted to JPY1.38 billion, which unfortunately exceeded the full-year
ction of JPY1 billion. Once again, we will strongly promote quality improvement measures and strive to

proje

cts.

curb unprofitable projects.
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Fiscal 2024 First Two Quarters: Sales by Client Sector

-Year-on-year increase across all client sectors, with particularly notable improvement in public sector
and services domains.

[Millions of yen]

First two quarters of fiscal 2023 74,835
B First two quarters of fiscal 2024 L
ir o quarters of fisca
50,031 —,
48,285 " [+
[+3' 22045 15,694 214?91'865 25??206'172 17,662 22218 8,071
18,593 8,893 : i 15,731
—y, 15557 . — )] 16750 731 .
N oM A M N R W
+0. +2 [+ 28 16
. : [ o , , , , _ UopEE
Credit card Banking Insurance Otherfinance Assembly-based Processing-based Distribution Service Public institutions Others

manufacturing  manufacturing

First two quarters of fiscal 2023 W Credit card First two quarters of fiscal 2024
W Banking
W Insurance

W Otherfinance
Assembly-based

Met Sales manufacturing Met Sales
Ereakdown - Processing-based Ereakdown
by Client manufacturing by Client
Sector W Distribution Sector
W Service

W Publicinstitutions

-l

m Others
Financial sector: 36.7% Industrial sector: 53.9% Financial sector: 36.1% Industrial sector: 52.6%
Public sector: 6.4% Other sectors: 3.0% Public sector: 8.3% Other sectors: 3.0%
© 2023TIS Inc. ]

o

See page 8. Sales by client industry.

The increase in all industries, particularly public and services, indicates that overall business was strong. In the
public sector, large projects for public-sector financial institutions made a significant contribution, and in the
services sector, Nihon ICS, which develops business for tax accountant firms, also contributed to the results.

As before, the increase in the number of banks was due to the contribution of the local business of MFEC, a
subsidiary in Thailand.
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Fiscal 2024 First Two Quarters: ‘i’ TIS
Sales and Income for Key Business Segments (YOY change) e e

First two quarters | First two quarters
[Millions of yen] of fiscal 2023 of fiscal 2024 YOY change

Net Sales 53,887 60,148 +6,260 [+11.6%]
Offering Service 0 ting Income 2,494 2,659 +164 [+6.6%)]
Business
Operating Margin 4.6% 4.4% -0.2P -
] Net Sales 21,490 20,994 -496 [-2.3%)]
Business Process 50 rating Income 2,405 2,108 -296 [-12.3%)]
Management
Operating Margin 11.2% 10.0% -1.2P -
Net Sales 48,718 54,106 +5,388 [+11.1%]
Finandial IT Operating Income 6311 7.886 +1,575 [+25.0%]
Business
Operating Margin 13.0% 14.6% +1.6P -
Net Sales 55,219 58,326 +3,106 [+5.6%)]
'B”d‘f‘sma' a Operating Income 7,763 8,470 707 (+0.1%]
usiness
Operating Margin 14.1% 14.5% +0.4P -
MNet Sales 76,304 85,535 +9,231 [+12.1%]
Regional IT Operating Income 8,352 9,013 +660 [+7.9%]
Solutions
Operating Margin 10.9% 10.5% -04pP -
Offering Service Business: Higher sales and higher income, largely due to wider IT investment in areas of payment settlement, platform and business

management as well as positive impact of ME&WA activity. Overseas operations contributed to sales growth.
Business Process Management: Existing data entry business struggled, impacting segment results, leading to lower sales and lower income.

Financial IT Business: Higher sales and higher income, driven by large-scale projects ordered by core clientsin credit card sector as well as public-sector
financial institutions.
Industrial IT Business: Higher sales and higher income, fueled by wider IT investment across all clientsectors as well as selid ERP demand.
Regional IT Solutions: Wider IT investment by healthcare facilities, banks and network builders/operators. Despite impact from unprofitable projects, sales
and income grew.
© 2023TIS Inc. m 9

Page 9 shows the situation by major segment.

In Offering Services, both sales and income increased due to the firm capture of IT investment demand in the
settlement, infrastructure, and business management fields in line with the progress of digitization, as well as
the impact of changes in consolidated subsidiaries, including Japan ICS.

BPM was significantly impacted by the continued struggles of existing data entry operations, resulting in lower
sales and profits.

In financial IT, revenues and profits increased due to a significant boost in revenues from the peak of large-
scale projects for credit card-affiliated core customers and public-sector financial institutions in H1 of this
fiscal year.

Industrial IT posted increases in both sales and profit, driven by the trend of expanding IT investments in a
wide range of industries and the ERP business, despite a reactionary decline from large-scale projects.

Regional IT solutions continued the strong trend from the previous year. Despite the impact of unprofitable
projects, the Company was able to capture a wide range of IT investment demand, resulting in an increase in
both sales and profit.
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Fiscal 2024 First Two Quarters:

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

W

A

TIS

TIS INTEC Group

- First two quarters | First two quarters . .
[Millions of yen] of fiscal 2024 of fiscal 2024 Compared with estimate
estimate actual

Net Sales 58400 60,148 +1,748 [+3.0%]
Offering Service 5 ting Income 2,800 2,659 -140 [-5.0%]
Business

Operating Margin 4.8% 4.4% -04pP -

Net Sales 21,800 20,994 -805 [-3.7%]
Ed“s'”ess PIOCess  perating Income 2,400 2,108 -291 [-12.1%]

anagement

Operating Margin 11.0% 10.0% -1.0P -

Met Sales 54,200 54,106 -93 [-0.2%)]
Financial IT Operating Income 7,500 7,886 +386 [+5.2%]
Business

Operating Margin 13.8% 14.6% +0.8P -

Met Sales 56,100 58,326 +2,226 [+4.0%]
Industrial IT Operating Income 7,700 8,470 +770 [+10.0%]
Business

Operating Margin 13.7% 14.5% +0.8P -

Met Sales 81,600 85,535 +3,935 [+4.8%]
23%32?1'5” Operating Income 9,000 9,013 +13 [+0.2%]

Operating Margin 11.0% 10.5% -0.5P -

Financial IT Business:

Industrial IT Business:

Regional IT Solutions:

Offering Service Business:

Business Process Management:

complemented by sales by overseas operations, but income fell short of estimate.

segment failed to reach estimate for sales and income,

Sales followed predicted trajectory, and efficient progress on large projects underpinned profitability improvement, but
segment did not achieve anticipated income.
IT investment across bread range of client sectors, including manufacturing, aswell as ERP demand exceeded expectations,

driving segment sales and income above estimate.

Wider IT investment by healthcare facilities, banks and network builders/operators exceeded expectations, Sales hit estimate

but income held to par owing to impact from unprofitable projects.

Reached sales goal thanks to increase in sales to clientsin areas of platform and business management systems,

Steady demand from clients keen on digital shift, but existing data entry services in particular continued to struggle, and

2 2023TI5 Inc.

The next page 11 shows the ratio of first-half results to the plan.

In Offering Services, while net sales exceeded the plan due to an increase in sales projects in overseas
operations, operating income and operating income margin fell short of the plan.

BPM was significantly impacted by difficulties in some existing operations, and both sales and profits fell short
of the plan.

Although unprofitable projects had an impact on Regional IT solutions, we believe that we were generally able
to produce solid results in other segments.
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Reference: Fiscal 2024 Second Quarter (July-September):

Sales and Income for Key Business Segments

& TIS

TIS INTEC Group

Second quarter | Second quarter
[Millions of yen} of fiscal 2023 of fiscal 2024 YOV change

Net Sales 127,232 138,059 +10,826 [+8.5%]
Operating Income 15,207 16,076 +868 [+5.7%]
Operating Margin 12.0% 11.6% -04P -
Net Income Attributable to Owners of 10,071 10,160 .88 [+0.9%]
the Parent Company
Net Income to Net Sales Ratio 7.9% 7.4% -0.5P -
Key Business Segments
] ] Net Sales 27,695 32,130 +4,434 [+16.0%]
Offering Service ¢ ating Income 1,026 1,502 +475 [+46.3%]
Business
Operating Margin 3.7% 4.7% +1.0P -
Net Sales 10,909 10,693 -215 [-2.0%]
E‘“S'”ess PIOCess  perating Income 1,317 1,380 +62 [+4.8%]
anagement
Operating Margin 12.1% 12.9% +0.8P -
Net Sales 25758 27,369 +1,611 [+6.3%]
Financial IT Operating Income 3515 3,805 +289 [+8.29%]
Business
Operating Margin 13.6% 13.9% +0.3P -
] Net Sales 28,518 29,655 +1,136 [+4.0%]
Industrial IT Operating Income 4218 4,077 -141 [-3.4%]
Business
Operating Margin 14.8% 13.7% -1.1P -
Net Sales 39,906 43,751 +3,845 [+9.6%]
Regional IT Operating Income 4,948 4,952 3 [+0.1%]
Solutions
Operating Margin 12.4% 11.3% -1.1P -
© 2023TIS Inc. |12
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Reference: Fiscal 2024 Second Quarter (July-September): ‘i, TIS
Operating Income Analysis, Increase/Decrease Reasons (YOY change) i

[Billions of yen]

Operating Income
(Operating Margin)

+3.09 +0.86

16.07

[¢)
1520 047 6% [+3-7%]
(12.0%] S Of which, effect of T 309090 = sl
unprofitable _F_rojects -1.75 Of which, effect of
was -¥1.05 billion change in status

of consolidated
subsidiary, etc.
was -¥0.40 billion

Gross profit margin

Actual 27.8%

[YOY change -0.3 points]

Second quarter Increased Declined Increased Second quarter
of fiscal 2022 sales profitability SG&A Expenses of fiscal 2024
Prior investment costs for promoting structural transformation: Changes in SG&A Expenses
Up ¥0.45 billion (YOY change) Effect qf change in status of +0.02
(Cost of sales: +¥0.50 billion, 5G&A expenses: -¥0.04 billion) consolidated subsidiary, et
! - - rior investment (excludes :
Software investment / Investment in human resources / Investment in R&D investment in human resources) 0.04
i . + . Prior investment +0.29
Cost of investment in human resources (additional amount): (Investment in human resources) '
Up ¥1.04 billion (YOY change) Others +0.57
(Cost of sales: +¥0.74 billion, 5G8.A expenses : +¥0.29 billion) -
Total +1.75
© 2023 TIS Inc. m 13
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Reference: Fiscal 2024 Second Quarter (July-September):
Sales by Key Business Segment *For external clients

& TIS

TIS INTEC Group

Second quarter | Second quarter
Millions of yen] of fiscal 2023 of fiscal 2024 YOV change

Offering Service Business 24,521 28,893 +4,371 [+17.8%]
Software development 11,652 11,239 -413 [-3.5%)]
Operating/cloud services 7,367 9,815 +2,447 [+33.2%]
Product/software sales 5,501 7,838 +2,337 [+42.5%]

Business Process Management 10,319 10,148 -170 [-1.7%]
Software development 4446 3,445 -1,001 [-22.5%]
Operating/cloud services 5872 6,345 +472 [+8.0%]
Product/software sales — 358 +358 -

Financial IT Business 25,340 26,982 +1,641 [+6.5%)]
Software development 13,594 15,568 +1,974 [+14.5%]
Operating/cloud services 9417 10,034 +617 [+6.6%)]
Product/software sales 2,329 1,378 -950 [-40.8%)]

Industrial IT Business 28,318 29,532 +1,214 [+4.3%)]
Software development 19,285 19,340 +55 [+0.3%]
Operating/cloud services 65,030 6,872 +841 [+14.0%]
Product/software sales 3,002 3,319 +316 [+10.6%]

Regional IT Solutions 38,169 42,011 +3,841 [+10.19%]
Software development 20,110 21,417 +1,307 [+6.5%]
Operating/cloud services 13,399 14,073 +674 [+5.0%]
Product/software sales 4,659 6,519 +1,860 [+39.9%]

® 2023TIS Inc. m 14

Pages 12 through 14 show results for the first 3 months of Q2.
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Fiscal 2024 First Two Quarters:

Order Status (Orders received during first two quarters)

& TIS

TIS INTEC Group

-Year-on-yearincrease in overall order volume.

- Software development results down, owing to reactionary drop in large financial IT projects, but
demand for system operation on the rise in each segment.

First two First two
[Millions of yen] quarters quarters YOY change
of fiscal 2023 | of fiscal 2024

Orders received during first two quarters 265,992 272,371 +6,377 [+2.4%]

Software development 143,489 133,176 -10,312 [-7.2%]
Key Business Segments
Offering Service Orders received during first two quarters 50,740 57,991 +7,250  [+14.3%]
Business Software development 21,831 23,846 +2,015 [+9.2%]
Business Orders received during first two quarters 20,016 19,625 -391 [-2.0%)]
Process
Management Software development 8,436 6,099 -2,337 [-27.7%]
Financial IT Orders received during first two quarters 59,256 49,717 -9,538 [-16.1%]
Business Software development 36,367 23,539 -12,828  [-35.3%]
Industrial IT Orders received during first two quarters 53,746 58,822 +5,075 [+9.4%]
Business Software development 35492 37,153 +1,661 [+4.7%]
Regional IT Orders received during first two quarters 82,232 86,214 +3,982 [+4.8%]
Solutions Software development 41,361 42,537 +1,176  [+2.8%]

© 2023 TIS Inc m 15

Now, starting on page 15, we will explain the status of orders.

First, overall orders received increased 2.4% year-on-year to JPY272.3 billion. In terms of development orders,

the year-on-year decline was largely due to a reactionary drop in large financial IT projects. We had anticipated
this reactionary decline from the beginning, and we view the results as generally in line with our expectations.

We are aware that the business environment remains favorable, with solid accumulation in offering services,

industrial IT, and Regional IT solutions. In addition, a solid buildup of orders for operations in each segment

offset the decline in development orders.
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Fiscal 2024 First Two Quarters: ‘i’ TIS
Order Status (Order backlog at end of second quarter) e

-Year-on-year increase, with trend in orders received during the term generally unchanged.

-Industrial IT development results affected by decrease due to progress on projects for public sector
clients that were batch-booked in past.

First two First two
[Millions of yen] quarters quarters YOY change
of fiscal 2023 | of fiscal 2024

Order backlog at end of second quarter 184,379 187,533 +3,153 [+1.7%]

Software development 105,707 97,863 -7.844 [-7.4%]

Key Business Segments

Offering Service Order backlog at end of second quarter 34,701 38,636 +3934  [+11.3%]
Business Software development 15,511 16,208 +697  [+4.5%]
Business Order backlog at end of second quarter 8,203 7,127 -1,076  [-13.1%]
Process

Management Software development 8,203 6,880 -1,323  [-16.1%]
Financial IT Order backlog at end of second quarter 50,735 45,168 -5,567  [-11.0%]
Business Software development 32,535 24,458 -3076  [-24.8%]
Industrial IT Order backlog at end of second quarter 36,766 38,814 +2,047 [+5.6%]
Business Software development 22,587 21,561 -1,026 [-4.5%]
Regional IT Order backlog at end of second quarter 53,971 57,786 +3,815 [+7.1%]
Solutions Software development 26,369 28,753 +1,883  [+7.0%]

© 2023TIS Inc. m 16

Page 16 shows the order backlog at the end of the period.

Overall order backlogs increased from the same period of the previous year. While the trend of orders
received in each segment is generally unchanged, the decrease in the development order backlog in Industrial
IT is due to the progress of projects for public-sector clients that were booked in a lump sum in previous years,
as noted.
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Fiscal 2024: Understanding the Business Environment

-Changesin economic environment, due to concerns for future caused by financialtightening on global
level as well as lackluster overseas business conditions, require careful monitoring. But IT investment is
in expansion mode for long term—a view likely persist.

O'I"Ferlng Service Business To date From now
Cashless market continues to grow. Progresstoward digital shift by government also driving progress.

+ Digital currencies, including CBDC, and financial and non-financial initiatives ramping up in every country. A\

¥ ASEAN economic growth continues. \ E‘ \

v Cloud - and megacloud - growth continues. Favorable activity in business management domain, fueled by
accounting system revision,

Business Process Management
v No course correction to labor shortage or workstyle reform, likely keeping business process outsourcing ta u..(

market in gradual growth mode, E N
+ Demand for simple outsourcing, such as data entry work, shrinking due to digital advances. Sy
" Demand for call center-based BPO and for digitized business processes continue.

Financial IT Business

" For business supporting social infrastructure, demand is firm, and financial IT market is moving in favorable
direction.

¥ Heightened competition with new players, paralleling growth of cashless market.

v Involvement on some large credit card and public sector finance projects peaked in first half and are now
trending downward..

Industrial IT Business
v DX demand, especially from large clients, will continue.
v Active demand across ERP and modernization markets.
v Continued energy (electricity, gas, etc.)-related IT investment.

Reglonal IT Solutions
v Despite variations by industry and company, IT demand by mid-sized companies is brisk.

v Local governments looking to standardize systems and will tighten IT investment. Expect more active
allocation starting in fiscal 2025,

v Despite challenging environment for medical services, IT investment to support community-based integrated
care system continues.

"}”}"}

These trends may differ from general industry trends since management's assumptions also take into consideration
© 2023TIS Inc. the status of IT investment by TIS INTEC group clients. m 19

I will now explain our full-year forecast for the fiscal year ending March 31, 2024. First, on page 19, we explain
our perception of the business environment.

Although changes in the economic environment due to global monetary tightening and concerns about a
downturn in overseas economies require close monitoring, we remain of the view that the long-term
expansionary trend in IT investment will continue. Overall, we expect the business environment to remain
favorable.
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Revisions to Fiscal 2024 Performance Forecast (1)

& TIS

TIS INTEC Group

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

-Raised initial estimates, given fact that first-half results are significantly higher than previously forecast.

Second-halfforecastunchanged.

- Fiscal 2024 Fiscal 2024 ST .
[Millions of yen] initial estimate Compared with initial estimate
Met Sales 530,000 536,000 +6,000 [+1.1%]
Operating Income 63,500 64,500 +1,000 [+1.6%]
Operating Margin 12.0% 12.0% +0.0P
MNet Income Attributable to
Owners of the Parent Company 42,000 ety )
Met Income to Net Sales Ratio 7.9% 7.8% -0.1P
Met Income per Share (Yen) 174.19 174.19 -
ROE * 13.7% 13.7% -
* ROE estimate for fiscal 2024 is a calculated value,
© 2023 TIS Inc. m 20

Based on the better-than-expected first half performance, we have raised our full-year forecast, albeit slightly.
Based on the idea that the assumptions for H2 of the plan will remain unchanged from the beginning of the
period, we have increased net sales by JPY6 billion to JPY536 billion and operating income by JPY1 billion to
JPY64.5 billion. There is no change in net income attributable to owners of the parent from JPY42 billion.

Although the unprofitable projects unfortunately exceeded our expectations in H1 of the fiscal year, we have
reiterated our goal of achieving an unprofitable project cost of JPY500 million or less in H2 of the fiscal year.

In order to further ensure the achievement of the revised full-year plan, we will focus on acquiring new
projects and accumulating orders, while strongly promoting quality control throughout the Group.
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Revisions to Fiscal 2024 Performance Forecast (2)

& TIS

TIS INTEC Group

[Millions of yen]

Fiscal 2024

initial estimate

Fiscal 2024
revised estimate

Compared with initial estimate

Net Sales 122,800 124,300 +1,500 [+1.2%]
Offering Service 0 ating Income 7,450 7.300 -150 [-2.0%]
Business
Operating margin 6.1% 5.9% -0.2P -
Net Sales 44,000 43,000 -1,000 [-2.3%]
E;‘S'“ESS Process  perating Income 5,150 4,850 -300 [-5.8%)
anagement
Operating margin 11.7% 11.3% -04pP -
Net Sales 105,500 105,500 - -
E'“"’!”“a' I Operating Income 13,900 14,300 +400 [+2.9%]
Usiness
Operating margin 13.2% 13.6% +0.4P -
Net Sales 115,700 117,700 +2,000 [+1.7%]
Industrial IT Operating Income 16,800 17,600 +800 [+4.8%]
Business
Operating margin 14.5% 15.0% +0.5P -
Net Sales 165,100 169,100 +4,000 [+2.4%]
Regional IT Operating Income 19,900 20,000 +100 [+0.5%]
Solutions
Operating margin 12.1% 11.8% -0.3P -
© 2023TIS Inc. m 21

Page 21 shows the revised forecast by segment.

This is a new plan for each segment that considers the changes in H1 results in line with the change in the
overall full-year forecast.
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Fiscal 2024: Performance Forecasts

TIS

TIS INTEC Group

¢

- Expectto achieve highersales and higher income through expanding business pursuits while
reinforcing growth investment, including investmentin human resources. Changing status of
consolidated subsidiaries will also have positive effect on results. Note that results by NihonICS,
brought under consolidation through M&A, are reflected from second quarter. ¢

-The anticipated decrease in net income is primarily due to a reactionary drop in extraordinary income
due to such factors as a reductionin strategic shareholdings in fiscal 2023.

Fiscal 2023 Flscal 2024

MNet Sales 508,400 536,000 +27,599 [+5.4%]
Operating Income 62,328 64,500 +2,171 [+3.5%]
Operating Margin 12.3% 12.0% -0.3P -
Net Income Attributable to

Owners of the Parent Company 35461 R -13/461 [-24.3%]
Met Income to Net Sales Ratio 10.9% 7.8% -3.1P -
Net Income per Share (Yen) 227.11 174.19 -52.92 [-23.3%]
ROE =2 18.8% 13.7% -5.1P -

*1 Impact of turning Nihen IC5 into censelidated subsidiary will likely add ¥5.4 billion te net sales and ¥400 millionto operating income (after amortization of

goodwill) to full-year consolidated performance.
*2 ROE estimate for fiscal 2024 is a calculated value.

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

m 22

Net sales are projected to increase 5.4% y-o-y, operating income 3.5% y-o-y, and the operating margin 0.3
percentage points below the previous year's level, at 12%. The decrease in net income and the decline in ROE
are due to the absence of extraordinary gains, but we believe that we will be able to achieve levels that exceed
the targets of the medium-term management plan, unchanged from the assumptions made at the beginning
of the period.
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Fiscal 2024: Operating Income Analysis, Increase/Decrease Reasons ‘i, TIS

TIS INTEC Group

[Forecast]

- Expect higher costs from robust growth investment to be absorbed by increase in income achieved
through business expansion, leading to higher operating income.

- Contribution from Nihon ICS, brought under consolidation through M&A, limited after taking effect of
goodwill amortization into account.

Operating Income +1.68

(Operating Margin) +7.88
Of which, effect of
unprofitable Frojects
was -¥1.47 billion

+2.17
1+3.5%

64.50
[12.0%]

62.32
[12.3%]

"""" of
change in status
ofbco_gsolidated

. subsidiary, etc,
Gross profit margin was -¥1.03 billion

Plan 28.2%
[YOY change +0.3 points]

[Billions of yen]

-ich, effect of

Fiscal 2023 Increased Improved Increased Fiscal 2024
actual sales profitability SG&A expenses revised
estimate
Anticipated prior investment costs for promoting structural transformation: | Changes in SG&A Expenses
Up ¥1.47 billion (YOY change) Effect of change in status of 12.46
- - consolidated subsidiary, etc. '
(Cost of sales: +¥1.00 billion, SG&A expenses: +¥0.47 billion) Prior investmant (exdudes -
Software investment / Investment in human resources / Investment in R&D investment in human resources) 047
. . + . Prior investrnent +1.80
Cost of investment in human resources (additional): (Investment_in human resources) '
Up ¥5.00 billion (YOY change) Others +2.65
(Cost of sales : +¥3.20 billion, SG&A expenses : +¥1.80 billion) Total 1730
© 2023TIS Inc. |23

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

The gross profit margin will decline to 28.2% from 28.4% in the initial plan due to unprofitable projects that
occurred in H1 of the fiscal year but is expected to increase 0.3 percentage points from the previous fiscal
year. As in the past, there is no change in our approach of aiming for further improvement of profitability

while promoting aggressive upfront investments that contribute to growth.
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& TIS

TIS INTEC Group

Fiscal 2024: Sales and Income by Key Business Segment [Forecast]

Fiscal 2023 Flscal 2024

Net Sales 111,752 124,300 +12,547 [+11.2%]

Offering Service e ating Income 6426 7.300 +873 [+13.6%]
Business

Operating margin 5.8% 5.9% +0.1P -

Net Sales 43,255 43,000 -255 [-0.6%]

E:S'”ESS Process  gperating Income 5123 4,850 273 [-5.3%]

anagement

Operating margin 11.8% 11.3% -0.5P -

Net Sales 101,184 105,500 +4315 [+4.3%)]

Financial IT Operating Income 13,896 14,300 +403 [+2.9%]
Business

Operating margin 13.7% 13.6% -0.1P -

Net Sales 113,632 117,700 +4,067 [+3.6%)]

'B”d‘.‘sma' T Operating Income 16,728 17,600 +871 [+5.2%]
Usiness

Operating margin 14.7% 15.0% +0.3P -

Net Sales 160,010 169,100 +9,089 [+5.7%]

Regional IT Operating Income 19,343 20,000 1656 [+3.4%]
Solutions

Operating margin 12.1% 11.8% -0.3P -

Offering Service Business: Expect higher sales and higher income, mainly fram effect of change in status of conselidated subsidiaries. Expanding demand for
payment settlement and other broad-based services will be key contributorto sales.

Business Process Despite emphasis on improving added value and optimizing operations, struggling businesses, namely, existing data entry business,
Management: will probably lead to higher sales but lower income,
Financial IT Business: Anticipate higher sales and higher income, underpinned by steady progress on large projects and capture of IT investment demand

centered on existing clients.

Expect higher sales and higher income, reflecting capture of IT investment demand across wide client base as well as strong interest
in ERP.

Industrial IT Business: in

Regional IT Solutions: Expect higher sales and higher income, reflecting wider demand for medical services, and selutions and capture of IT investment
demand from existing clients, 24

Page 24 shows the forecast by segment.

Although BPM, which continues to struggle, is expected to fall below the previous year's level as a result of
this revision, the other segments will remain unchanged from the beginning of the fiscal year, and we will aim
to achieve the plan of increased sales and profit compared to the previous year.
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& TIS

TIS INTEC Group

Fiscal 2024: Return to Shareholders

-Implemented return to shareholdersin line with total return ratio yardstick of 45%.
-No change to dividend planfor fiscal 2024. Interim dividend will be ¥17 per share, up ¥2 year on year.

Basic Policy on Return to Shareholders under Medium-Term Management Plan (2021-2023)

Balance efforts to promote growth investment with efforts to maintain financial health, while strengthening return to shareholders.

Total return ratio Dividends per share Upperlimit on treasury stock holdings

45% Constantly enrich the at5%
[up from 40%] dividend [excess amount cancelled]

_ Fiscal 2023 actual Fiscal 2024 estimate

[Mormal] [Capital optimized] [Total]

. .. ¥15 ¥17
Interim dividend per share [YOY change +¥2] - ¥15 [YOY change +¥2]
.. ¥50 ¥53

Annual dividend per share [YOY change +¥6] - ¥50 [YOY change +¥3]
Total dividends ¥12.1 billion - ¥12.1 billion ¥12.7 billion
Payout ratio 22.0% [30.3%] - 22.0% 30.4% 2
[After adjustment *1]
Acquired treasury shares About ¥5.5 billion About ¥24.5 billion  About ¥30.0 billion ¥6.2 billion
Total return ratio 31.9% [44.0%] . 76.0% 45%

After adjustment *1]

Treasury stock buyback conducted from May through July 2023, ending with purchase amount totaling about ¥6.2 billion.

*1 Based on profit (after incometaxes and income attributable to non-centrolling interests)
*2 Upper limit based on treasury stock buyback announced May 9, 2023.

© 2023 TIS Inc. m 26

To wrap up my presentation, | would like to explain our shareholder return policy. See page 26.

There is no change in our shareholder return policy, and the interim dividend per share will be JPY17, an
increase of JPY2 from the previous fiscal year, as planned at the beginning of the fiscal year. We intend to
continue to enhance it in line with our performance growth.

Regarding the repurchase of treasury stock, the Company has already repurchased approximately JPY6.2
billion from May to July.

This concludes my explanation.

Moderator: Thank you very much. Next, Mr. Okamoto will explain the progress of the medium-term
management plan.
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Main Points of Medium-Term Management Plan (2021-2023)

& TIS

TIS INTEC Group

|‘ Be a Digital Mover 2023

Basic Policy

Key Performance Indicators

- T |
I___l Blockchain m . Robaotics
= -

Data analytics

computer x

Urban concentration,
rural decline
Low- carbonf

Quantum decarbonized society

Virtuous cycle of value created jointly by society and employees

Solving social issues through joint creation with stakeholders

Improve

Imagination Expand Global
value that investment [ F;':'WT" Deepen and W-TTHL T
provided transforms to generate a_drea 1265 CaliLE-ILEL deployment
by DX society strengths lceas operations

capability

Diversification of human resources, sharper skills

Diverse employees active as professionals

By promoting enhanced frontline strengths based on IT configuration capabilities
created jointly with society and clients, we will help solve social issues using digital
technology and realize outstanding growth toward realization of Group Vision 2026.

Net Sales

¥500.0 billion

Operating income/Operating margin

¥58.0 billion/11.6%

EPS Growth CAGR

Exceeding 10%

Strategic Domain Ratio
51% > 60%
¥228.5 billion= ¥300.0 billion]

Sales of societal issue
solution service
¥38.0 billion > ¥50.0 billion -

-

Growth Investment

About ¥100.0 billion

© 2023TIS Inc.

*1 Sales from services that provide solutions to

social issues of concernto TIS INTEC Group.
Manage business growth as part of strategic
domain operations.

m 28

Okamoto: This is Okamoto of TIS. Once again, thank you for attending our financial results briefing today

| would like to explain the progress of our medium-term management plan.

Page 28. As afirst part of the explanation, | would like to present the outline of the medium-term management

plan, basic policies, and key management indicators, which | have presented in the past. Since this is a
reiteration, | would like to skip to the explanation.

Support
Japan 050.5212.7790 North America 1.800.674.8375
Tollfree 0120.966.744

Email Support

support@scriptsasia.com

= SCRIPTS

Asia’s Meetings, Globally

21



Medium-Term Management Plan Activities: ‘i’ TIS
Fiscal 2024 Group Management Direction T e e

Fiscal 2024 Group Management Direction Progress as of Second Quarter

+=hccelerated response to climate change. Raised greenhouse gas emissions
'D reduction target, and obtained SET recognition for 1.5°C level
» Clarified human rights risk management system fulfilling guiding principles
(UNGP] related to businesses and human rights

Leverage long-term growth strategy for

corporate value and value provided to
society through sustainability management

~Progress on embrace of DX on track but strengthened efforts to accelerate
shift

I ) #Shift to strategic domains moving along as planned.
@ Improve value provided to clients and /|| (strategic domain ratio: First half results 58%; full-year forecast 60%)
stakeholders through DX »Gross profit margin continued to climb through activities, including

continugus enhancement and innovation,
»Reducing unprofitable projects remains an issue to address

»Leverage co-creation activities with clients and business partners to
revitalize operations and achieve growth in social issue solution services
facilitates business restructuring — || #Investment to reinforce in-house capabilities, including R&D, rolling out as

planned

Constantly promote investment that

»Marked topline growth, driven primarily by MFEC, en route to becoming

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

@ become top-class IT group in ASEAN region, O

and strengthen governance position = Acquired technology through capital and business alliances with multiple

technology partners

~Promoted uptake measures paralleling revision of human resources system
beginning in April

»Promated efforts to support employees in career development aimed at
realizing ideal human resources portfalio

»Enhanced and encouraged participation in Human Resources Business
Partner (HREP) program

s ———

Rachet up investment into human resources
@ to sharpen skills and harness diversity, and O
encourage improvement in added value

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

(]
I
=]
=
w
|
I
S
H

m 29

Page 29. The following is a summary of the progress made as of H1 of the fiscal year under review in
accordance with the Group's management policy.

In H1 of this fiscal year, | believe that we were able to make steady progress in each of our measures toward
the realization of the structural transformation that we are aiming for. We evaluated (2) and (3) as triangles.
| would like to explain a little about this point.

First, regarding point (2), as | have already mentioned, we have strengthened our investment in human
resources, in particular, by substantially raising the level of compensation during this fiscal year. We believe
that business profitability has continued to improve in spite of this.

| believe that this is a result of our employees' active efforts to enhance the value we provide, such as the
promotion of DX and continuous innovation in enhancement, by firmly accepting the message from our
management to strengthen investment in human resources. | think this is a point that can be well evaluated.

On the other hand, unfortunately, it is also true that we have had some major unprofitable projects. In this
regard, we have marked it with a triangle overall, because we have to take it seriously and not turn away from
it.

In order to improve the value, we provide to our stakeholders, it is essential that we live up to their trust and
expectations. From this perspective, with renewed determination, we will firmly strengthen our quality
initiatives to curb and eliminate unprofitable projects. We are determined to achieve this goal.
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Regarding point (3), we continue to invest aggressively in strategic growth, but as before, we have not yet
reached the stage where we can generate the added value commensurate with the investment and achieve
tangible results in the form of improved profitability. In this respect, the evaluation indicates that there are
some issues, so we have assigned it a triangle.

We will continue to promote each of these initiatives with the aim of achieving a state in which all items can

be evaluated as a circle at the end of H2 of the fiscal year.

Activities Under Medium-Term Management Plan (Topics): & TIS
DX Business Strategy s INTEE G

-Leveraged enhanced capabilities by enriching DX consulting menu.

-Steadily advance structural transformation geared toward expanded business opportunities while
welcoming more DX consultantswho are vital to a stronger frontline.

From drafting strategy to implementation and delivering effects Leveraging deeper pool of DX consultants
Stronger capabilities facilitating integrated response
Fiscal 2021 Fiscal 2023 Fiscal 2024
DX ux Data analysis ~ Business plan 250 '
: - people P& 420 people 500 I
strategy desi Al model Business growth people
20 m ' [40 people more [estimate]
- Began UX design consulting service \ iET (350
- Began providing consulting service for MLOPS introduction Cultivating consultant pl:ll:ll thrnugh robust

Topics - Capital and business alliance with Financie, Inc,, which provides
Web3 platform

- Began providing DX human resources development service

external recruitment and DX strategic human
resources conference

Progress toward structural transformation

Fiscal 2018 Fiscal 2021 Fiscal 2024 Fiscal 2027
Strategic domain ratio Strategic domain ratio Strategic domain ratio Strategic domain ratio

35% 51% 60% ’ 20 ’
- |

Starting on page 30, we will introduce topics related to the progress of the medium-term management plan.

30

The first is the DX business strategy.

As we introduced at last year's business briefing, we believe that strengthening front-line functions, which are
the points of contact with customers, is a major driving force in our DX business strategy that will link the
value chain of the entire group's business domain and lead to business expansion.

Our group's strength lies in our ability to handle the entire process from strategic planning to implementation
and creation of benefits, and by expanding and strengthening this strength, we are striving to further enhance
our consulting menu in H1 of this fiscal year in order to provide a wide range of support to our customers and
the demands of society.

Regarding DX consultants, who are the key to strengthening the front line, we are steadily increasing the
number of DX consultants through career recruitment and internal training, and we believe we are making
steady progress in structural transformation to expand business opportunities.
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Although it is still not enough, we are promoting cooperation with account organizations, and we are seeing
positive results, such as the acquisition of strategic projects.

We will continue to create business opportunities based on DX consulting, and by linking the SPB and iOS
businesses, which are strategic domains, more broadly and deeply, we will aim for further growth as a
business that leads the transformation of strategic domains.

Activities Under Medium-Term Management Plan (Topics): 4?, TIS
Review of Business Portfolio (Nihon ICS) i

- Take steps, including building governance and management operating structures, to reinforcelOS, a
strategic domain.

- Provide accounting/tax packages used by tax accounting offices i Net sales: ¥6.8 billion
. ) .g,-“t P 9 Y g Busmlzs Operating income; ¥2.0 billion
TEOEEE - Offer IT introduction support = [Fiscal year ended November 30, 2022]

activities

- Provide packagesto client companies for back-office operations,
such as accounting and payroll

E:-.;:;L: 370 people [as of April 1, 2023]

Small and medium-sized companies (clients) Tax accountants, accounting offices MNew stakeholders
- p e o
He R aib
Promote digitization of Strengthen ties with financial
Support business growth professional services institutions
Realize cashless society Expand sales of “Genpyo Kaikei $” Co-creation with communities
for original bill accounting and capital streamlining

A A

(Enhanced management (governance, technology development capabilities, quality, human resources development, group accounting))

Activities to generate synergy

Improve existing system |Launchj0int new business, R&D and co-creation projectsJ
performance

Emphasize DX-driven
provided value

Activities to boost value

,Raise quality through enhanced technologydevelopment.
capahilities / accelerate new product development

| Sharpen skills of

| human resources,

. invest in IT talent
Highlight information l Effectively use / apply group assets ] Honest — genuine
disclosure and earned trust | J S S

Speed up management

decision-making

Introduce design cenceptsand rebuild branding

Currently rolling out initiatives to accelerate growth of existing businesses and create new added value

© 2023 TIS Inc. m 3

On page 31, as part of the review of our business portfolio, | would like to explain the status of Japan ICS,
which became a consolidated subsidiary in April of this year with the aim of strengthening our iOS.

In H1 of this fiscal year, we have focused on building a foundation for future growth by establishing
governance, management infrastructure, and speeding up decision-making.

There were some initial differences in business models, corporate structure, and culture, which naturally led
to some confusion, but we have deepened our discussions and cooperation in a future-oriented manner
toward the major goals of further growth of Japan ICS and the realization of our future vision. | believe that
we have all been able to scramble together and a sense of unity has been growing.

Based on this sense of unity, we have already begun to consider specific business aspects, such as linking with
our services, such as expense reimbursement and digital payroll payment, which are highly compatible with
the Company's services, and promoting co-creation activities.

We will accelerate our efforts to increase the value of the Company as soon as possible, and to show you the
results of synergies in a tangible form. Please look forward to our development.
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Activities Under Medium-Term Management Plan (Topics): G TS
Service-style Business Strategy—Societal issue solution services e

-Progress on track toward net sales of ¥50 billionin fiscal 2024, ending March 31, 2024.

- Image of net sales growth

inancial .

inclusion [Billions of yen]
Financial inclusion m Health concerns

Urban concentration, rural decline Relationship between
mLow-carbon/decarbonized society social issue solution services
and business segments

Aiming for Low-carbon/ [ Actual > Estimate
ficalt: growth through [EECIEELEE 5 - Financial inclusion (payment) and
concerns I - 456 50.0 pay
synergistic AL 220 44.5 : . health concerns are covered by

effects ; Offering Service Business
- Cities and rural districts are at core
Urban of Regional IT Solutions Business
concentration,
rural decline ] -
Fizcal Fiscal Fiscal Fiscal Fiscal
2021 2022 2023 2024 2027

Payment-related business scale

Status of key initiatives in service-style business for service-style operations
Began providing Mitsui Sumitomno Card Mobile Payment Package as embedded 6o [Billions of yen]
incl i s
TN  finance product 13s 245 240
Aizuwakamatsu

Continued marketing activities to attract second user for CreditSaas
inclusion
Health Four-company projecttheme “Standard specification prototype verification for
ERSNE  distribution of personal health record data and examination of issues” adopted by
Ministry of Economy, Trade and Industry for inclusion in program of projects to
promote enhanced healthcare industry platform

ol - Launched premium point business using Aizu Coin digital regional currency in
inclusion 285

Maore than
20%

ett...

Formulated PAYCIERGE 3.0, new strategy in payment services domain,
as medium- to long-term driver of growth for TIS INTEC Group. I Recurringsales | Sl sales -

win up]
TDA margin

2023 TIS Inc. 2

[&]

Continued on page 32. This is an update on our service business strategy, particularly in the area of social
problem-solving service business.

As a whole, the Payment business continues to be a driving force and is steadily expanding its business scale.
Other areas are still in the preparation stage, and it will be some time before they show up in significant
numbers, but we are continuing to take on challenges for future growth.

In the Payment business, we have updated our strategy in light of changes in the business environment and
our past efforts to achieve further growth. | would like to explain a little about this on the next page.
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Activities Under Medium-Term Management Plan (Topics): G TS
Service-style Business Strategy—Payment Business

-Update payment business strategy, based on currentissues
- Strive to expand provided value for society by offering services matched to changing envirenment.

Underlying conceptin PAYCIERGE 3.0, new strategy in payment services domain
To realize sustainable and smart financial inclusion—the perfect evolution of a cashless society

Direction of payment business evolution Provided value for society

Business of payments
X
social transformation themes Create new
value driven
Data analysis . : .
x st
Themes
|
Evoluti - Promote
. . L volution al cashless
GRSkt cxpansionaf sty ana
pay! payment se improve
convenience

- Target market growing as expected. Competition intensifying due to changing environment.
- Desired business scale has reached level stated in medium-term management plan. Now working to enhance profitability
and recurring sales.

- Launched CreditSaaS and seeing stable operation. Continue robust upfront investment to create new business.
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Page 33 focuses on the Payment business.

To date, PAYCIERGE 2 has focused on processing services in addition to expanding existing debit and prepaid-
related businesses against a backdrop of rising cashless payment trends. As you know, Credit SaaS was also
launched in H2 of last fiscal year.

We are still working on new themes such as digital wallets, embedded finance, and the lifting of the ban on
the payment of salaries in digital money, and we will continue to expand our service lineup while developing
new areas.

As a result of these efforts, as shown on the previous page, our business scale and sales have exceeded the
targets set at the time of formulating the medium-term management plan. However, there are still issues to
be solved in terms of overall profitability and conversion to a liquor-type business due to the burden of prior
investments.

On the other hand, in the payment and settlement field, market needs are constantly, rapidly, and drastically
changing due to the progress of digitalization and other factors. In order to achieve further growth and expand
the value we provide to society, we have reviewed the best policy to respond to the market environment and
trends in customer needs and have updated it as PAYCIERGE 3.0.

Our new strategy, PAYCIERGE 3.0, is based on the concept of "aiming for the evolution of a cashless society
and the realization of sustainable and smart financial inclusion," and we will work on a two-tiered structure
of payment evolution and value creation business.
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We plan to present the details at the business presentation scheduled for December 7, but | would like to take
this opportunity to say that the payment field is a market that is expected to continue to grow, and we
recognize that it is a field in which we can fully demonstrate the strengths that our group has cultivated over
the years.

We will continue to aggressively promote the development of our business multi-dimensionally, and we hope
to achieve evolution and growth as a high value-added business that will bring about a revolutionary change
in society by leveraging our unique comprehensive strengths. We hope that you will look forward to it again.

Activities Under Medium-Term Management Plan (Topics): ‘i’ TIS
Higher-Level, More-Effective Management (ESG Activities) i e e

- Constantly promoted ESG measures, which underpin value creation, to realize enhanced management
matched to social needs.

Strengthened initiatives to reduce greenhouse gas Promoting joint efforts with stakeholders.
emissions. » Promote measures to deepen understanding, paralleling
» Raised greenhouse gas emissions reduction target, and revision to human resources system.
obtained SBT recognition for 1.5°C level. » Clarified human rights risk management system fulfilling
» Expanded scope of measures addressing greenhouse gas guiding principles (UNGP) related to businesses and
emissions to include overseas offices. human rights.
#» Considering further reductions in greenhouse gas emissions. = Participated in social contribution project with four other IT
companies.
» Held dialogues with experts on theme of IT x healthcare
issues and possible solutions.

Enriched content of information disclosed to
achieve greater management transparency
# Published ESG Databook

Governance

From reinforced sustainability structure to pursuit of greater
effectiveness.

» Strengthened initiatives to improve effectiveness of Board of
Directors including a focus on medium- to long-term discussions
aimed at orienting toward monitoring board and systemizing
management agenda.

# Deepened involvement of Board of Directors in promoting corporate
sustainability.

Through ongoing efforts, seek to balance sustained improvement in corporate value
with contribution to sustainable society

© 2023TIS Inc. m 34
Page 34. ESG initiatives.

In promoting sustainability management, this is an important theme that must be addressed from a long-term
perspective as the foundation for sustainable value creation. | believe that in H1 of this fiscal year, we were
able to steadily advance management sophistication in response to social demands in each of the ESG aspects.
We will continue to make steady progress in our efforts to achieve both sustainable enhancement of
corporate value and contribution to a sustainable society, one by one.
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& TIS

TIS INTEC Group

Seeking to Raise Corporate Value
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Page 35 and 36, this is the last page of my explanation. First, page 35.

Two and a half years have passed since | took office as president and the current mid-term plan was launched.
We have been able to continue our sustained growth for the past two and a half years and even before that,
and | feel that the corporate value of our group is steadily increasing. However, changes in the external
environment are occurring on a different scale and at a faster pace than in the past, and conditions in the
Group's business may not always be the same as before.

The main challenges we are facing in our business today are: in S, re-growth after the peak of large-scale
projects; in services, further business expansion and the accompanying realization of high profitability; and in
BPM-related businesses, leveraging our strengths and upgrading the Group's value chain. We will continue to
overcome these and other challenges in order to achieve further growth.

For example, in H1 of this fiscal year, we have strengthened our investment in human resources, including a
large increase in compensation levels, and even in the midst of these efforts, business profitability continues
to improve. We feel that the value we provide and our ability to overcome difficult situations has been
enhanced even more than before.

| am confident that if we continue to do so, we will be able to face and overcome the challenges ahead in the
same way.

Support
Japan 050.5212.7790 North America 1.800.674.8375 . SCRI PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com ™ Asia’s Meetings, Globally

28



& TIS

TIS INTEC Group

Seeking to Raise Corporate Value

Fiscal 2021-2023 Toward furtherimprovement in corporate value

Seek to accelerate structural transformation by enhancing frontline performance,
where company and client connect directly.

Improved provided value for society

In fiscal 2023, through co-creation with stakeholders
we achieved key performance indicators for the

final year of our medium-term management

plan a year ahead of schedule A Realize value creation
=
o
E TIS
= .I:iNTEC
P o g ] roup
Maintain robust investment, deepen poolof ~ Operational Planning 2
consultants improvement g — Transcend concept

and development

Robust activities to help solve
ngat&iztljlﬂ\'\;g'r.e, investment to Deepen E— four social issues
5 mpent b{lsiness realize potential consultant pool
pay expansion

Delivery SRR

Caonsultant

Promote sustainability management
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On page 36, we present our direction for future growth.

The current fiscal year is the final year of the current medium-term management plan, and a new medium-
term management plan will be launched in the next fiscal year. Our mid-term management plan is based on
the same major goal of realizing the Group Vision 2026. Therefore, the basic direction will remain the same:
to strengthen front-line functions and accelerate structural transformation.

We are currently in the process of formulating our next medium-term management plan, and as | mentioned
earlier, we are considering various issues, and the strategy update for the payment business that | introduced
today is part of that.

However, our corporate management will not end in 2026, the year targeted in the Group vision. It will
continue. We are currently considering the foundation for sustainable growth and improvement of corporate
value, including what the Group should be in the long term and what we should aim for, with a view to the
future.

The framework of the plan is to leverage our strengths to achieve value-added growth, thereby enhancing
social value and the value we provide to society through co-creation with our stakeholders.

We will naturally never stop moving forward and will do our utmost to ensure the sustainable growth of the
Group and further enhance corporate value through front-line reinforcement and structural transformation,
and we hope that you will look forward to our continued efforts.

This concludes my explanation.
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Moderator: Thank you very much.

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

30



Question & Answer

Moderator [M]: Okay, we will now move on to the question-and-answer session.

First, let us explain how to ask questions. If you have been nominated, please tell your company name and
name followed by your question. Please note that each person may ask no more than 2 questions at a time.
Please understand that we may not be able to answer all of your questions due to the progress of the project.
If you have a question about a particular slide, please specify the slide number so that we can project the
corresponding slide.

We will now begin the question-and-answer session. Let us begin with a question from Mr. Tanaka, Goldman
Sachs Securities.

Tanaka [Q]: My name is Tanaka from Goldman Sachs. Thank you.

First of all, unprofitable projects, | would like you to clarify this a bit more. | can calculate the amount in terms
of changes in the data, but | would like to know how each segment is calculated, and if there are any special
factors such as the timing of cutover for each project, please explain first.

Kawamura [A]: Yes. Now, let me explain about unprofitable projects. The overall unprofitability in H1 was
JPY1.38 billion, but in Q2 it was over JPY1 billion. The largest segment is Regional IT solutions, which amounted
to more than JPY800 million in Q2. Other than that, it is a pile of small things, but it is a service. The offering
service has accumulated about JPY100 million in unprofitability.

In addition, in the Regional IT solutions, a process manufacturing client was cancelled due to quality issues
that arose during the course of the project, so we have included the overall liquidation in the loss this time.
In that sense, the project has been cut off for now.

As for the remaining projects, we have taken firm measures and are moving forward to cut over the remaining
projects by the end of this fiscal year, and we will continue to monitor them closely as we work to control
them. That is all.

Tanaka [Q]: Thank you very much. Is my understanding correct that the follow-up, or rather the cancellation
of the project, will be finished in this Q2 and the people who were involved in it will be released to regular
projects from H2?

Kawamura [A]: Yes, that's right. We are thinking that it could be in the form of a reward project or another
project.

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

The second major point is in financial IT and orders. | think that the number of orders decreased significantly,
mainly in this development area, but first of all, there were probably about two reactions from customers in
Q2, 3 months, so | would like to know what the reactionary decrease was and, excluding this, what the actual
financial situation is like now in terms of actual inquiries. Please answer that point.

Kawamura [A]: Regarding the reactionary decline, we estimate about JPY1 billion for the card-related
business. There was a reactionary decrease of about JPY8 billion in public finance, which is the main reason
for the decline. Excluding the above, unfortunately, the year-on-year decrease was about JPY2 billion. We feel
that this was a bit of a bottom in the wave of customer projects and their orders coming in.
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Overall, we believe we are maintaining a high level of orders, especially from credit card-related customers,
and we intend to make a recovery in H2 of the fiscal year by firmly building up orders. That is all.

Tanaka [Q]: I'm sorry, are these figures for Q27?
Kawamura [A]: Yes, | mean Q2 alone.

Tanaka [Q]: In the follow-up, | think you mentioned before that the reactionary decline in that card area will
peak out from Q3 in terms of sales and projects, and if you have any additional information on the outlook
for that at this point, or at what pace it will decline, please tell us about the large projects of cards.

Kawamura [A]: Regarding the plan for financial IT projects for H2, we have been planning a decrease in
revenue since the beginning of the fiscal year, and we expect H2 to be generally in the same shape as H1, so
if you look at the plan for H2, you will see that the change is about the same. Since it is difficult to explain
individual projects, we are assuming that overall revenue will decrease as initially expected.

Tanaka Oath [M]: Thank you very much for your detailed answer. That's all from me.

Moderator [M]: Thank you very much. Next, Mr. Tanaka, Mitsubishi UF) Morgan Stanley Securities, would
you like to ask a question?

Hideaki Tanaka [Q]: My name is Tanaka. Thank you. There are two points, first, confirmation of the order
placements.

Now, you have told us the amount of the reactionary loss at the finance section, and the other JPY2 billion.
However, | thought that the high level of card-centered sales means that cards are a bit difficult where you
have had a reactionary decline, but | would appreciate your comments on this, the difference between
different customers, and the genera situation. Also, industrial IT and Regional IT are also positive. Please
explain the future outlook for them.

Kawamura [A]: Yes, | understand. In the financial IT business, we have seen negative results for major projects,
but for other customers, we believe that both orders and sales remain at very high levels.

Under these circumstances, since orders received in Q2 were negative year-on-year, we are determined to
make up for the negative impact of financial IT in Q3 and Q4 by firmly building up orders for H2 or the next
fiscal year. We believe that we will hit it back hard at another customer.

The second point, industrial IT and Regional IT, each showed positive results. In the industrial IT business,
there was a reactionary decline in major projects, but we have been accumulating major projects with other
core customers, and | believe that overall, the business has been positive. We are determined to achieve the
plan for H2 of the fiscal year by firmly building up orders, especially in the SAP and assembly and
manufacturing sectors.

In the Regional IT business, there were some unprofitable projects in H1 of the fiscal year that had a significant
impact on profits, but even so, we were able to increase both sales and profits, and we consider the
environment itself to be very favorable. We have a solid accumulation of projects in the banking, life and non-
life insurance, medical, and municipal sectors, and we will continue to work hard in H2 of the fiscal year.

If anything, we will continue to capture IT demand from a wide range of customers rather than specific ones,
and we are determined to achieve this in H2. That is all.
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Hideaki Tanaka [Q]: Thank you very much. When you think about it, the revised plan for industrial IT and
Regional IT shows a second-half revenue decline, but are there areas where you are holding back a little?

Kawamura [A]: Overall, we have traced the initial plan for H2, and we are making some adjustments within
that plan, but we believe that we have a solid order backlog, and we will do our best to achieve this plan. That
is all.

Hideaki Tanaka [Q]: Thank you very much. The second point is the credit SaaS or credit card processing service.
You have also released about the first user, DOCOMO, but please let us know if there are any updates on the
current status of business negotiations with other customers.

Okamoto [A]: Okay, Okamoto will. The name of the credit SaaS has not been changed. Sorry. We have
released about the first company, and after a successful first term, we are steadily expanding into the second
and third terms. We have been going that direction.

The status of the second and third companies has not changed significantly, and we are continuing to work
together with them on the fit and gap. Therefore, we have not yet received the order from the second
company.

As | may have mentioned before, the timing of the renewal and the fact that it involves a certain amount of
investment means that they are carefully considering the various aspects of the project. We will continue to
operate the business with a firm commitment. That is all.

Hideaki Tanaka [Q]: Thank you very much. I'm sorry, the first part of your opening statement, about the
second and third terms after the first term, is simply that time has passed?

Okamoto [A]: No, first of all, the first company started successfully in H2 of last fiscal year, which we called
the first phase, and after that, including various additional developments, the expansion is progressing
smoothly.

Hideaki Tanaka [Q]: | understand. That they are also expanding for NTT DOCOMO, INC.?
Okamoto [A]: That is what | mean.
Hideaki Tanaka [M]: | understand. Thank you, that's all.

Moderator [M]: Thank you very much. Continuing on, Mr. Kikuchi, SMBC Nikko Securities, would you like to
ask a question?

Kikuchi [Q]: | am Kikuchi. Thank you very much. | have two points too.

The first point is a continuation of Mr. Tanaka's question, but | feel that you are not able to talk much about
individual companies. NTT DOCOMO, INC. is non-telecommunications, and non-telecommunications has been
quite a factor in the decline in profits. | was thinking that they are paying quite a bit of money, and that there
must be quite a bit of income for your company, but | am not sure if it is visible or not in your company's
profits. How should we look at the profitability of that credit SaaS now, how should we look at it next year
and the year after that?

Should we assume that NTT DOCOMO, INC. alone will not generate much profit even in the second or third
fiscal year? If you can answer my question, | would like to know the first point.

Kawamura [A]: First of all, regarding our credit SaaS business, as we have said before since its launch, it is
now generating revenue from operations. Although there is a significant burden of amortization, | think we
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have always answered that it is not enough to cause a deficit at this point in time. This situation has not
changed.

As Mr. Okamoto mentioned earlier, we have also received some card-related projects including credit Saas,
so | feel that our business volume is growing steadily if these are included.

However, in terms of the next fiscal year and the fiscal year after that, as you mentioned, we will naturally
need to increase profitability by building up orders from the second company onward. We are not very
satisfied with this profitability, so we are working to quickly bring profitability up to the original plan by
building it up. That is all.

Kikuchi [Q]: Thank you very much. Second point, | don't think people are that worried about this quarter.
Unprofitable projects are also not going to be pulled in H2. However, | am sure that investors and analysts are
still wondering what will happen in the next fiscal year.

First, there can be a trough once a large card deal is done for a great long period of time. Whether it is deep
or not, and how long it lasts, may not be essential, but | feel that the depth, width, and length of the valley
will have a considerable impact on your company's performance. | think we would also feel a little more
comfortable if you could give us an outlook on this area.

Also, | think it is very good that you have revised the treatment of your employees so drastically this term, but
| would like to know what your policy is for the next term and beyond, if you can see any now. | feel that this
way, everyone will be able to watch with peace of mind next term. That is all.

Okamoto [A]: Okamoto will answer. Certainly, the peak out of large-scale projects is a reality. This was a fairly
large scale, so when it peaked out, it would go down. Since the credit industry itself is constantly working on
new projects, | do not think that there will be a big valley that will continue for a long time in terms of securing
new projects.

In addition, there are several companies, such as NTT DOCOMO, INC., which was mentioned earlier, and we
would like to ensure their profitability.

We are also aware that, although there were certainly some major losses, there is no reason to believe that
we are going to hit the bottom of the valley. This is the first point.

The second point is that we raised salaries by 6% this fiscal year, an average of 6%, but in the next fiscal year
or thereafter, it does not mean that we do not intend to raise salaries at all as a base-up. This year, we raised
the amount all at once, but from now on, we are considering raising the amount little by little. However, a
final decision has not yet been made. That is all.

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

Moderator [M]: Thank you very much. Please continue with your question, Mr. Segawa, Morgan Stanley
MUFG Securities.

Segawa [Q]: My name is Segawa from Morgan Stanley Securities. Thank you for your assistance. Thank you. |
would like to ask 2 questions.

The first point is regarding your plans for H2. There are still some parts that have not been changed from the
assumptions made at the beginning of the fiscal year, and there may be some discrepancies, but | would like
to confirm the gross profit margin.
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In H2, as mentioned earlier, projects for major credit card companies are peaking out, so | thought that gross
profit margins might be facing a slight headwind from where they had been profitable to a certain extent.
Even if such large projects disappear, are you still able to secure profitability in existing areas, and are you
putting in improvements in gross margins on the assumption that gross margins will continue to improve year-
on-year? | would appreciate your explanation in terms of gross profit margin for H2. This is the first point.

Kawamura [A]: | will now answer. First of all, we have a gross margin forecast at the beginning of the year for
H2, but we will continue to add value to existing projects and the customer base as before. Therefore, we
have a plan in place with a firm response to increase gross margins.

In addition, from Q2, we added a company called Japan ICS to our group, which is more of a service provider
with a high gross margin. This will make a full contribution in H2, and with these factors in mind, we will
continue to promote our business, believing that the gross margin level is attainable. That is all.

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

The second point is about BPM projects. Revenues and profits have declined as the outlook for data entry
operations has become more difficult. In your explanation today, you mentioned leverage, so | was wondering
if there is any way to shift resources or cut costs a little bit in the future. Can you tell us what, if any, measures,
or thoughts you have regarding the BPM business? That is all.

Okamoto [A]: Okamoto will answer. First of all, as the results of the BPM business show, the situation for
entry, printing, and other so-called old-style BPO is quite difficult due to the disappearance of the special
demand for Coronavirus.

In H2 of this fiscal year, we will work to increase profitability and return to profitability, while considering cost
reductions and other measures, but we will also consider how we can firmly support BPO in the Group's
business portfolio, including the services we provide. Depending on the results of this study, we would like to
decide on future measures to be taken. That is all.

Segawa [Q]: Thank you very much. Sorry, | would like to confirm the purpose of your last part of your
statement. Are you saying that you are considering or taking measures to reduce the priority of the BPM
business, or in some cases, to reduce the priority of the BPM business in your company?

Okamoto [A]: Before deciding whether to downsize or not, it is time to rethink how to make the most of the
situation within our company.

Segawa [Q]: So, rather than saying that we are going to do something drastic right away, we are going to look
at the business environment for a while and see what kind of role is appropriate [inaudible]?

Okamoto [A]: Yes, as you say.
Segawa [M]: | understand. | understand very well. Thank you very much. That is all.

Moderator [M]: Thank you very much. Continuing on, Mr. Hori, Mizuho Securities, would you like to ask a
question?

Hori [Q]: Mizuho Securities, this is Hori. Thank you. | have 2 simple questions as well.

The first point is similar to the one asked by Mr. Kikuchi, but it is the idea for the next fiscal year. When they
decided to increase costs in February of this year, it was already clear that they were going to invest in human
resources and for the current fiscal year. You have clearly stated that you will balance the cost increase in
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human resource investment with profit growth, and you are doing exactly that in this fiscal year. You said that
stable growth and profitable growth is your basic policy, and you will continue to pursue it.

However, as the current fiscal year goes quite well, you mentioned earlier about large-scale projects in the
financial sector, and you also mentioned that you are going to make various preparations for the
reacceleration of the BPO business. When you think about the next fiscal year, the first year of the medium-
term plan, | imagine that rather than suddenly running forward, you might want to squat a little and prepare
for a jump in the second or third year.

With the situation changing a bit, is it correct to say that the idea of stable growth itself has not changed at
all, or is it still under consideration, including that, I'm sorry, please let me know your idea.

Okamoto [A]: Okamoto will answer. | have been president for two and a half years, and | have not talked
about it much, but as long as | am president, | am determined to achieve absolute stable growth, and although
we are still considering the percentage, | have a strong determination to achieve stable growth. | hope you
will understand that we will continue to achieve stable growth.

Hori [Q]: Thank you very much. Secondly, | would also like to ask you about credit SaaS. The bottom right-
hand diagram on page 32, here is your plan for the current year, which shows a steady increase in recurring.
This is probably more of a total payment related business, and | think credit SaaS is a part of this. | still think
that no matter how we look at it, the pace of credit Saa$S sales growth seems to be a bit slow from the image
of credit SaaS$ sales growth that your company presented in the business presentation in 2019.

Looking at the increase in offering services, excluding the effect of overseas M&A, you also said that there are
some challenges in the recurring business, considering the fact that the number has not increased to that
extent. | wonder...

Is there something deviating against the business plan that makes me a little doubtful about the asset's value?
| wonder if we have to worry a little about something like impairment at this rate, or if it's not about that at
all. Please give me any comments you can in terms of a gap from the original plan in that area.

Okamoto [A]: First of all, | would like to mention the impairment. As you pointed out at the outset, this is true
that we are actually behind the original plan for credit SaaS.

As | mentioned earlier, this is due to factors such as the timing of renewal and the size of the customer's
investment, but of course we will not give up and will continue to operate. As for the items that we have
followed, the first company has been making good use of them, so | hope you understand that we are not
considering any particular impairment.

In addition, on December 7, for PAYCIERGE 3.0, we will be holding the event, where we will once again refine
our plan and explain how we will work on payments as a whole, including credit SaaS. That is all.

Hori [M]: Thank you very much.

Moderator [M]: Thank you very much. Continuing on, Mr. Tsuruo, Citigroup Securities, would you like to ask
a question?

Tsuruo [Q]: | have 2 questions. Thank you. All of these questions are related to the next medium-term plan.
Of course, to the extent possible, comments please.

The first is the medium-term, three-year outlook for profitability. You have been saying for some time that
you are looking at improving the gross profit margin to around 30%, but | think there will be a lot of problems
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if you say that you can achieve these figures, so can you discuss the positive and negative factors that can be
achieved in the next medium-term plan? Please.

Okamoto [A]: We are in the process of discussing the 30% target in the next medium-term management plan.
It's also hard to say what the positive and negative factors are, as the study is not completely finished now.
One is, of course, that unprofitable projects, which failed this time as well, must be thoroughly controlled.

| think this is one major point, of course, that we need to deploy the know-how that TIS alone has more
broadly throughout the Group.

The other thing is, of course, steady QCD activities, such as steady enhancement. | think it is important to
continue to work steadily on this issue.

In addition, there is a possibility that we will continue to make acquisitions of various companies in accordance
with a certain portfolio. We believe that another major point is how to make acquired companies more
profitable. | hope the above has answered your question.

Tsuruo [Q]: Yes, of course. Thank you very much.

The second point is management resource allocation. As the chart on page 35 shows, as your company's
profitability increases, so does its ability to generate cash flow, resulting in a very fast pace of net asset
accumulation. As a result, ROE is often at the top of the range, and | wonder if there is any room to revise the
concept of total return ratio.

Kawamura [A]: | will answer your question. First of all, we have been working on the current medium-term
plan with a 45% return ratio until the current fiscal year. We are still in the process of discussing what to do
about this, and we would like to have a thorough discussion on the issue, as our direction to enhance
shareholder returns and other benefits remains unchanged.

First of all, we will continue to invest in growth and allocate resources to M&A and various software
development projects.

We have been making solid efforts to achieve such growth, enhance shareholder returns, and pay attention
to the balance sheet, and we will continue to consider such measures in the future.

| would be happy to explain again what our approach will be for the next medium-term management plan
period, but first of all, we would like to make a solid investment. That is all.

Tsuruo [Q]: Excuse me, but what is your policy on the area of M&A, the areas to be considered and how it
should be done, from transformational to bolt-on? Please comment if possible, on whether there will be any
changes in the next medium-term plan there.

Okamoto [A]: This is a bit sensitive, so | can't talk about specifics, but first of all, we would like to invest in
M&A in the areas that we are aiming for in our services.

We have also been involved in M&A activities in the past, but we are also considering acquiring an information
division or an information subsidiary that is in charge of a client's business.

We are also looking to expand PAYCIERGE globally, especially in Southeast Asia, and to support our customers'
own systems in Southeast Asia. We will continue to invest in M&A in these areas, as we have done for the
past 3 years, and we intend to do more. That is all.

Tsuruo [M]: | understand. Thank you very much. That's more than my question.
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Moderator [M]: Thank you very much. Now, since it is almost time, | will conclude the question-and-answer
session. Finally, Mr. Okamoto would like to make a few remarks.

Okamoto [M]: My name is Okamoto. Thank you very much for participating in today's financial results briefing
for Q2 of the fiscal year ending March 31, 2024, of TIS Inc. If you have any further questions, please contact
our IR department during an individual interview or by phone and we will be happy to answer them.

As we have mentioned, we are planning to hold a business briefing on December 7, 2023. We hope you will
join us for a detailed explanation of our payment business from the organization in charge. Thank you for your
continued support.

Moderator [M]: With that, | would like to close today's briefing. Thank you very much for taking time out of
your busy schedules to join us today.

[END]
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Disclaimer
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notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
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ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT.
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