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Presentation 

 

Moderator: Thank you for your patience. TIS Inc. will now hold a Financial Results Briefing for Q2 of the Fiscal 
Year Ending March 31, 2026. 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, Managing 
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. This briefing is scheduled to last one 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. 

Mr. Kawamura will now give an overview of the Q2 Results for the Fiscal Year Ending March 31, 2026, the 
outlook for the fiscal year ending March 31, 2026, and shareholder returns.  

Thank you for your cooperation. 

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

Let me begin by explaining the details of the financial results for H1 of the fiscal year ending March 31, 2026, 
which were announced at 3:30 PM today. 

 

 

To begin, please see page two. Here are the highlights of the current financial results. 

First, H1 results for the fiscal year ending March 31, 2026, exceeded the plan with YoY increases in both sales 
and income. The operating profit margin reached the 12% level for the first time in H1 of the year. In addition, 
both orders received and order backlogs increased YoY and built up steadily. 
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Next, we have revised our forecast for the fiscal year ending March 31, 2026, in light of these strong H1 results. 

These are the main highlights of this year's event. 

I will now begin to explain the contents. 

 

 

Page five, summary of results for H1 of the fiscal year ending March 31, 2026. 

We continued to expand our business against the backdrop of a favorable business environment, achieving 
increases in both sales and income. Sales increased 4.7% YoY to JPY288.5 billion. Operating income increased 
16.5% YoY to JPY35.5 billion, and the operating margin rose 1.2 percentage points to 12.3%.  

This is the first time in H1 of a fiscal year that the operating income margin has reached the 12% level. Interim 
net income attributable to owners of the parent increased 13.8% from the same period last year to JPY23.7 
billion. 
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Page six shows the status of planning expenses for H1 results. 

In all segments, we were able to meet IT investment demand from a wide range of customers, resulting in a 
better-than-planned landing. In addition, SG&A expenses were lower than expected in H1 of the year, which 
also contributed to the upward swing in profits. 
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Page seven shows changes in operating income by factor. 

In addition to the increase in income from higher revenues, the Company achieved an increase in operating 
income by promoting high value-added businesses and working to improve productivity, even as it continued 
to invest in growth, including investments in human resources. Gross profit margin increased 0.5 percentage 
points YoY to 28%. Unprofitability in H1 of the fiscal year was controlled to JPY350 million. 
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Page eight shows sales by customer industry. 

Financial services performed well, especially other financial services, thanks to the contribution of 
modernization. The industrial sector was led by services and assembly manufacturing. Public also showed 
strong growth. 
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Page nine shows the situation by major segment. 

In the offering services, despite the impact of a lapse in demand for the renewal of systems for tax accountant 
firms and an increase in upfront investment in the settlement field, the Company steadily won projects in 
settlement and enterprise systems, and also made firm progress in curbing unprofitable projects, resulting in 
an increase in both revenue and profit. 

BPM posted an increase in both revenue and profit, thanks to the acquisition of DX projects and other projects, 
as well as ongoing cost control measures. 

In financial IT, although revenue declined due to the peak-out of large-scale development projects that had 
been ongoing since the previous fiscal year and the termination of operation services for some customers, 
the Company was able to turn profitable by promoting high-value-added businesses such as modernization-
related businesses. 

Industrial IT reported higher revenues and profits due to expanded IT investments in a wide range of industries, 
including service manufacturing and distribution. 

In wide-area IT solutions, both sales and profits increased due to growing IT investment demand from a wide 
range of customers, including those related to local governments, medical care, and other industries. The 
decrease in one-time expenses incurred in the previous period also contributed to this result. 
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Page 10 shows planned expenses by major segment status. 

Although we did not achieve the operating margin for offering services, all other segments exceeded the plan, 
and we believe that we were able to produce solid results. 
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Pages 11 to 12 show the results for the first three months of Q2. 

Since the trend is generally the same as in H1 of the year, we will skip the explanation. 
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Beginning on page 13 is an explanation of the status of orders. 

First, page 13 shows the status of orders received. 

Orders received during the period under review were stable at JPY294.2 billion, up 4.6% from the same period 
last year. 

In offering services and financial IT, development built up strongly, while operations/sales declined. The 
decrease in financial IT was due to the impact of the partial termination of operation services, and the 
decrease in offering services was mainly due to a wave of sales and other activities overseas. We believe that 
these are all individual events and that there is no need to be concerned about the business environment.  
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Page 14 shows the order backlog at the end of the fiscal year. 

Order backlogs increased by 4.3% YoY to JPY204 billion. Orders generally did not change from the trend, and 
all segments except for financial IT recorded a solid buildup. 
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Page 15 shows orders received for the first three months of Q2. 

The large decrease in wide-area IT solutions was due to the absence of orders received in the previous fiscal 
year for projects to support the standardization of municipal information systems. 

I would like to continue by explaining our full-year forecast for the fiscal year ending March 31, 2026. 
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On page 17, we explain our perception of the business environment. 

We continue to believe that the long-term expansionary trend in IT investment will continue. In particular, 
the weather mark for financial IT has been raised a notch based on the fact that profits have increased ahead 
of schedule from the plan at the beginning of the fiscal year. In other segments, we expect the business 
environment to remain favorable. 

  



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
14 

 

 

 

On page 18, we will explain the details of this revision of the earnings forecast. 

Based on the better-than-expected performance in H1, we have revised our full-year forecast upward from 
the initial plan. Net sales increased JPY6 billion to JPY588 billion. Operating income increased by JPY2 billion 
to JPY75 billion after accounting for merger-related expenses of approximately JPY500 million. Net income 
attributable to shareholders of the parent company increased by JPY1 billion to JPY50 billion.  

We will continue to focus on building orders for new projects, and the Group as a whole will work together to 
further ensure the achievement of the revised plan. 
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Page 19 shows the details of the revision of the forecast by segment. 

In line with the change in the overall full-year forecast, this is a new plan for each segment, taking into account 
the results of H1 and variable factors in H2. Of this amount, the offering services segment has been lowered 
in terms of operating income while raising its net sales. This reflects the fact that we are making more upfront 
investments than we had assumed at the time of the initial plan, and we position this as a strategic response 
for future growth. 

In addition, with regard to financial IT, the initial plan was for an increase in sales and a decrease in profit 
compared to the same period of the previous year, but based on the situation in H1 of the fiscal year, the 
Company now plans an increase in sales and an increase in profit. 
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Page 20 shows the revised plan I just mentioned compared to the previous year. 

We plan a 2.9% increase in net sales, an 8.6% increase in operating income, and an operating income margin 
of 12.8%, up 0.7 percentage points from the previous year. 
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Page 21 is an analysis of changes in operating income by factors based on the revised plan. 

The gross profit margin is expected to increase 0.7 percentage points from the previous year, although it has 
declined to 28.7% from the initial plan of 29%. Even though we continue to invest in human resources and 
other growth investments, we will aim to increase operating income above the initial plan by providing high 
value-added businesses and promoting productivity improvement initiatives. SGA expenses have been revised 
from the initial plan based on the results of H1 of the fiscal year. 
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To conclude my explanation, I would like to talk about shareholder returns. 

We will skip page 24, which is a restatement of the basic plan, and turn to page 25. 

There is no change from the shareholder returns planned at the beginning of the fiscal year. The interim 
dividend was JPY38 per share, up JPY4 from the previous year. The annual dividend is planned to be JPY76 per 
share, an increase of JPY6 from the previous fiscal year. Regarding the repurchase of treasury stock totaling 
JPY42 billion, JPY27.6 billion was repurchased as of the end of September. The acquisition period is scheduled 
to last until the end of December. 

This concludes my explanation. 

Moderator: Thank you very much. Next, Mr. Okamoto will explain the progress of the mid-term management 
plan and the merger of TIS Inc. and INTEC Inc. Thank you for your cooperation. 

Okamoto: My name is Okamoto of TIC Inc. Once again, thank you very much for attending our financial results 
presentation today. I would like to explain our mid-term management plan and its progress, and the merger 
of TIS Inc. and INTEC Inc. 
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On page 27, the basic policies and key management indicators of the current medium-term management plan 
are listed again. We will omit the explanation as these are restated as a preliminary section. On the following 
pages, we will introduce three initiatives for our mid-term management plan. 
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Let me explain the first of our initiatives on page 28, the payments business. 

The cashless market continues to expand steadily, and we will continue to aggressively pursue growth 
opportunities, taking advantage of this favorable business environment. Under these circumstances, we 
expect to proceed with several large-scale projects in parallel based on the system renewal needs of our 
customers. We regard this as an important project that will contribute to the growth of the overall payments 
business in a broad sense, and above all, we will strengthen our development system and move forward 
steadily to meet the expectations of our customers. 

On the other hand, for the growth of settlement services, we are continuing to develop our business through 
aggressive upfront investment, focusing on functional enhancement and investment for stable operation. In 
addition, in our efforts to create new value, we are making steady progress in collaborations with business 
partners, such as supporting DX of accounting operations in small and medium-sized enterprises and 
launching stable coin-related services. 

While we will continue to flexibly review our strategy in response to circumstances, we will continue to aim 
for a payment business scale of JPY50 billion plus or minus. We will continue to strive to achieve our goals. 
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Page 29 is the business of modernization. 

We continue to receive inquiries about modernization from companies that have legacy assets. Our 
proprietary rewrite tool, Xenlon, is an advantage, and we are making good progress in acquiring projects. We 
have received new orders and have secured a stable pipeline in both the industrial and financial sectors. 

In addition, we are also increasing our opportunities to make proposals in peripheral areas, starting with 
modernization, and are deepening our relationships with our customers. We will continue to expand our 
strategic partnership business, which supports our clients' business growth and corporate transformation, 
starting from the modernization of our systems. 
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Page 30 is the technology strategy. 

We have been working on a wide range of initiatives in generative AI, both in our business for customers and 
in our internal operations. This time, I would like to introduce our efforts to enhance the utilization of 
generative AI in system development. 

In the past, each site has been promoting the use of generative AI based on various ideas and innovations, 
but now we have launched a company-wide project to promote AI-centered development under the slogan 
"AI-centered development," and have started the project with clear goals. 

AI-centered development is the concept of redesigning the development process itself based on the premise 
of generative AI, rather than working on a portion of generative AI. We aim to reform the entire process, not 
only the system development site, but also the project management area, including progress management 
and quality management. 

To achieve this goal, we will focus our efforts on three key areas: development process innovation, human, 
organizational, and cultural transformation, and risk management. First, TIS will take the lead in establishing 
a new standard through development alongside AI. Our goal is to increase system development productivity 
by 50% by the fiscal year ending March 31, 2030. 

In the future, we would like to expand this initiative to the entire Group to improve the productivity as a whole. 
I myself see generative AI as a technology that will fundamentally change the way we work and develop, and 
I intend to promote it thoroughly. 
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I would like to continue by explaining the merger between TIS and INTEC. 

Page 32 is a reiteration of the announcement made at the end of July and describes the background and 
purpose of the merger between TIS and INTEC. We hope that you will understand that this is a decision to 
accelerate our growth by gathering management capital to achieve the Group Vision 2032. 
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On page 34, we summarize the aims of this merger. 

The key message is "One Company.” We have been promoting integrated management based on the basic 
philosophy of the Group, but it is undeniable that there were areas in which we could not go far enough due 
to the fact that the companies are separate. 

This merger will allow us to become "One Company" in both name and reality, and to achieve truly integrated 
management without being bound by inter-company boundaries. This merger will allow us to move our 
business, and our organization, in one direction: strong, fast, and flexible. We believe that such integration 
will create speed and execution and will be a major driving force to accelerate our growth. 

In addition, management capital such as human resources technology and customer base can be utilized as 
one company in an integrated manner. By optimally allocating this to the areas where it is needed, we will 
establish a system that will enable us to realize management with greater depth on a larger scale. This is the 
most significant change in this merger, and we believe it is very significant for further growth in the future. 

The three initiatives outlined here—creating growth opportunities, enhancing profitability, and strengthening 
competitiveness—can only be realized because we have the foundation of “One Company.” We are 
determined to achieve them. Some may say that if the merger is so significant, it should have been done at 
an earlier time. We have our own ideas and circumstances, and I hope you will understand that we have 
moved quickly now that the time is right to do so. We hope you will look forward to the further evolution of 
TIS in the future. 
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Continuing on page 35 is an overview of the new company, TISI Inc.  

As you can see here, TSI has sales of just under JPY400 billion, operating income of over JPY45 billion, and 
nearly 10,000 employees. It will be a major core company that drives the TIS INTEC Group. The logo of the 
new company will be based on the symbol mark that has been loved and recognized by our customers. In 
addition, the business portfolio, customer base, and, as an example, distinctive IT services, et cetera, are listed. 
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This section describes the strengths of the new company. 

TIS and INTEC have been enhancing their competitiveness by making the most of their respective areas of 
expertise and this. The merger will combine TIS's solid client base, mainly large corporations in the Tokyo 
metropolitan area, and INTEC's wide-area development capabilities, covering the Tokyo metropolitan area 
and all regions of Japan, to provide a multifaceted and powerful solution offering capability through the 
synergistic effects of a deep client base and on-site capabilities. We believe this is our greatest strength. 

From this point forward, as I mentioned earlier, we will place AI at the core of our corporate reforms and 
transform our corporate culture into one in which all employees create creative value, thereby improving 
productivity and establishing technological superiority, thereby strengthening our competitiveness over the 
medium to long term. 
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Page 37 describes the synergies the new company will generate. 

As I mentioned earlier on page 34, we would like to advance to a new stage of growth through a cycle of three 
initiatives: creating growth opportunities, improving profitability, and strengthening competitiveness. We will 
explain each of the three. 

The first is the creation of growth opportunities as a starting point. By deepening customer contact, we expect 
to be able to respond to wide-area and large-scale projects and promote cross-selling by combining the 
solutions of both companies and their respective platforms. 

Next, to improve profitability, we will aim to generate valuable sales by upgrading our proposal-based 
business model to meet customer challenges, while consolidating knowledge and promoting productization. 
We will also optimize resource allocation and productivity by strengthening coordination among regions and 
projects. 

Finally, we are strengthening our competitiveness. The integration and utilization of intellectual assets will 
enhance our business promotion and organizational capabilities and will lead to the maximization of customer 
value through the optimization of operations and systems. Furthermore, we expect that the integration of 
R&D resources will accelerate the speed from technology development to business application and promote 
the creation of new businesses. 
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Page 38 describes the ideal state of the new company. 

The upper half is a qualitative image of what we would like to be, which we announced at the end of July. 

First, for strategic customers, we will promote one-stop service and vertical integration to become a more 
trusted partner. 

We would like to broadly aim to realize a sustainable future and people's happiness by developing advanced 
digital solutions that meet local and national characteristics from all over Japan to the global market. 

In addition, we aim to become even more indispensable to society by unifying our management capital and 
maximizing the value we provide in order to address the four social issues that our group aims to solve through 
our business and our ability to respond to these issues. 

The lower half is the quantitative image of what we vision at this time based on the qualitative image. TISI on 
a non-consolidated basis is targeting sales of JPY600 billion, operating income of JPY90 billion, and an 
operating margin of 15% for the fiscal year ending March 31, 2033, which is the target of the Group Vision 
2032. 
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Here I would like to explain quantitatively the effects of the synergies we are envisioning. 

In order to realize the ideal vision explained on the previous page, we expect business synergies of more than 
JPY60 billion in net sales and cost synergies of more than JPY3 billion in operating income for the fiscal year 
ending March 31, 2033. 

To support this growth and further accelerate it, our approach is to invest in advanced technologies and 
human resources more intensively than at present. Such strategic investments are expected to increase by 
JPY12 billion. This will ensure the creation of synergies over the medium to long term, which we hope will 
accelerate growth and further enhance corporate value. 

We currently expect to incur a total of JPY2 billion to JPY3 billion in merger-related expenses during the period 
from the fiscal year ending March 31, 2026, to the fiscal year ending March 31, 2027. 
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Page 40 explains how the organizational structure, et cetera, will be integrated as a result of the merger in 
order to realize the desired vision. 

First of all, I would like to say that we do not intend to become one quickly, per se. What is important is to 
integrate in the best possible way and build a system that can create the greatest value for TISI. Therefore, 
we intend to proceed with the integration in stages. 

If you look at the right side, there is a flowchart showing the integration schedule. First, the integration of the 
technology strategy organization and the headquarters organization will be implemented. This means 
prioritizing the building of company-wide foundations, such as updating technology strategies, upgrading 
business management, and strengthening quality control. 

On the other hand, in order to create business synergies, it is essential to establish a new business strategy 
that leverages the strengths of both companies. Therefore, while the two organizations will coexist 
immediately after the merger, we will start full-scale competition to create synergies from July 2026, aiming 
for full integration in time for the start of the next medium-term management plan in April 2027. 

The same applies to the personnel system. We do not want to simply integrate the systems, but to discuss a 
better system for the new company, and we would like to do this to the fullest. We will continue to study the 
possibility of integration in April 2027. This concludes our explanation regarding the merger between TIS and 
INTEC. 



 
 

 

Support 
Japan 050.5212.7790      

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
31 

 

 

 

The last part of my explanation is on page 41.  

Once again, I would like to share with you our thoughts on the medium-term management plan and our 
message for the future. 

With this fiscal year-end settlement, we have reached the midpoint of our three-year medium-term 
management plan. We have been saying since the announcement of the medium-term management plan 
that it is a challenging plan with high goals, and we have been making various group-wide efforts under the 
basic policy of "frontier exploration." Of course, there are still issues to be addressed, but I feel that these 
efforts are bringing steady progress and results, and the path toward achieving our goals is becoming clearer. 

In the final year of the medium-term management plan, and looking ahead to the realization of Group Vision 
2032, which will continue beyond that year, each and every one of our employees will continue to be a pioneer 
of the frontier, and we will strive to achieve front-line reinforcement and structural transformation to achieve 
sustainable growth and further enhance the standard corporate value of the Group. I hope you will look 
forward to our efforts. 

This concludes my explanation. Thank you very much. 

Moderator: Thank you very much.  
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Question & Answer 

 

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

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 two questions at a time. Please understand that we may not be 
able to answer all of your questions due to the time constraints. If you have a question about a particular slide, 
please specify the slide number as well, so that we can project the corresponding slide. We will now begin the 
question-and-answer session. 

Okay, first, Mr. Tanaka, Goldman Sachs Securities, would you like to ask a question? 

Tanaka [M]: Thank you for your help. I am Tanaka from Goldman. Can you hear me? 

Kawamura [M]: Yes, I can. Thank you. 

Tanaka [Q]: Thank you. There are two points. The first point is the trend in Q2, and the second point I would 
like to ask about the integration with INTEC. 

First of all, I have no complaints about the performance itself, but I am concerned about the trend of orders. 
I would like to focus on the software development part. In a manner of speaking, looking at each of these 
segments, I think the situation is relatively good except for wide-area IT, but again, what are the current trends 
in development orders? 

It would be helpful if you could also comment on whether the wide-area IT is simply negative because of some 
sort of backlash from municipal standardization, or whether the situation is getting worse. 

Kawamura [A]: I will answer. As mentioned in the explanation, we believe that orders are stably accumulating. 
As in the past, there is some unevenness in each quarter, but I believe that the accumulation has been very 
high throughout the half-year period. 

As you have indicated, we received a large number of orders for wide-area IT projects last year, so you can 
see this as a reactionary decline from the considerable orders received by local governments. We understand 
that the business situation is as good as ever. 

In addition, the SI-type business that I mentioned earlier in the offering service has been receiving a great deal 
of orders, and we are also seeing positive results from existing customers and modernization in the financial 
IT field. In the industrial IT business, we continue to receive a steady stream of orders, and we understand 
that the business environment is generally in good shape, and we have a solid order backlog for H2 of the 
year. That is all. 

Tanaka [Q]: Thank you. As a supplement, I think we got a pretty good Q1 for modernization-related projects, 
too. I think there were various larger pipelines and so on, but I think there are many different types of 
industrial IT as well, such as the current inquiries for modernization tools. We have heard from other 
companies that investment in the manufacturing sector is weak, and we would like to confirm that your 
company has not been affected by this. 

Kawamura [A]: First, for the projects we received orders for in H1 of the year, we are making solid progress 
in this process, and so far things are going well. Sales profit is also coming in as progress is made. In addition, 
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we still have a pipeline of larger projects in the financial sector, and we are working hard to secure the next 
order. 

In the industrial sector, we are also receiving orders in cooperation with existing Group's core customers, and 
we are continuing to conduct sales activities to secure orders. In terms of your point of view, we do not believe 
that there is any impact at this point, and we will continue to promote the project in H2 of the fiscal year. That 
is all. 

Tanaka [Q]: Thank you. On the second major point, I would like to ask about the integration with INTEC. You 
have shown a variety of figures, but I am still concerned about whether there will really be cross-selling 
synergies in terms of sales, including to each other's customers and in each region. I'm finding it a bit unclear.  
Once again, I would like to hear you go into the specifics of what products you can cross-sell to each of your 
customers. 

The growth chart is for the period up to 2033, so it is quite long, but when I look at the CAGR figures, I can't 
help but think that the growth is about the market average. I can't help but wonder if there are too many 
synergies and if this is about the same level, but I was wondering if you could comment on the medium-term 
growth rate in this area as well. 

Okamoto [A]: To answer the first question, I would like to withhold the names of specific customers. For 
example, we are applying Xenlon to customers who are doing business on-site on the INTEC side. For legacy 
systems, Xenlon will be applied. 

Also, we believe that opportunities will increase for INTEC to receive orders for large-scale projects using our 
technology, whereas we have been postponing such large-scale projects. This would mean using technology 
on the TIS side. 

On the other hand, we are also considering having INTEC work with our customers in areas where we are not 
able to provide a full range of services, such as on-site business. We have been quite proactive in this area up 
to now, but we have not been as proactive as we would like to be. I would like to be able to provide a solid 
response in that manner. 

As for the growth rate, we are not merging from the outside, but from within, so I hope you understand that 
we are dealing with a minimum growth rate. That is all. 

Tanaka [Q]: Thank you. Just to add one point as well: On H1, it has been a few months since you announced 
the integration, and what is the feedback from the customer side at this stage? Is there something like an 
expectation for such cross-selling, or is there no movement yet since it has just been announced as expected? 
If you have any feedback, please let me know. 

Okamoto [A]: We have just announced the product, so we don't have any particular feedback from customers. 
Of course, we have been told that they will continue to do their job as before, but we have not received any 
additional comments from them at this time. 

Tanaka [M]: Okay, thank you. That's all from me. 

Moderator [M]: Thank you very much. Please continue with your question, Mr. Ueno of Daiwa Securities Co. 

Ueno [Q]: Thank you very much. First, I would like to ask you about two points: trends in SG&A expenses and 
then the AI area. 
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Would page 12 be good? This will be for the most recent three months, and we talked about a net decrease 
in SG&A expenses. While your company is also increasing revenues on the scale of your company, the net 
decrease, other expenses, et cetera, are also going down, but this decrease in SG&A expenses, right? It could 
be in H1 of the year or in three months. 

 I would like to ask for the details of other expenses, et cetera. First, SG&A expenses are decreasing, and I 
think you have probably changed the forecast to JPY93.5 billion for the full year. Still, it was kept low with a 
2.6% increase. Can you give us some details about the decrease in SG&A expenses in this area, and how they 
are being kept low for the full year? 

Kawamura [A]: Yes. In this context, growth in investments in particular is about the same level as in the 
previous year. We have been investing in human resources and education quite firmly in the past, and we are 
still doing this as we have in the past. This is especially the case where others have fallen this time. In particular, 
business expenses and operating expenses account for the majority of these items. In H1 of the current fiscal 
year, demand from existing customers was quite strong. In that sense, we have not fully used up our SG&A 
expenses, and this time SG&A expenses fell as a result. 

For H2 of the year, we would like to promote sales to new customers and markets as planned, so at this point, 
we would like to use what we originally planned for the plan and H2 of the year. Our goal is not to spend it, 
so we are determined to grow our business performance while keeping that under control. Yes. That is all. 

Ueno [Q]: In other words, that one. Since the clients are well-connected from the beginning, you don't have 
to go through the trouble of developing new clients. You didn't have to take SEs to build a pilot line or anything 
like that, so you were able to compress the cost down to a surprisingly small size. 

Kawamura [A]: Since that was the result, we would like to conduct sales activities firmly in H2 of the year. 

Ueno [Q]: When we look at modernization and other areas that are growing, it seems that, relatively speaking, 
in the end, there are many traditional customers and conventional customers. If that is the case, I wonder if 
it will not grow as much as you expect in H2 of the year. This depends on the Company's policy, so we can't 
speculate, but has the Company decided to focus on new business development in H2 of the year? 

Okamoto [A]: Regarding modernization, our approach is still focused on new business development. 
Especially in the financial sector, the focus is on new business development. As for industrial systems, we 
focus on new business development. Our approach is to increase the number of new customers as much as 
possible, so we are focusing on new customers. Inevitably, of course, there is the matter of providing solid 
support to existing customers, so this does not mean that there is zero support. Basically, you can think of it 
as new. 

Ueno [Q]: As for Xenlon, in a way it is a unique tool, so you use it as a tool to develop new customers, don’t 
you? 

Okamoto [A]: Yes, we do. 

Ueno [Q]: It is new but profitable. Is there any such thing as a relatively, strategically low profit taking? 

Okamoto [A]: No. Basically, we have established a process of what kind of process we should follow. If the 
project is done with the project as per the process, it will be a very profitable project. 

Ueno [Q]: I see. Incidentally, in connection with the SG&A expenses, the number of employees at the end of 
March is disclosed in the presentation materials. If you look at the end of September, is there not that much 
increase? I saw the number of employees for the year on page 35, as an idea. 
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Kawamura [A]: Yes, the number of employees has decreased slightly from the end of the previous year due 
in part to the Group's divestiture, but the number of employees at TIS and INTEC, our core companies, has 
increased, so I do not think this is a factor that is of much concern. 

Ueno [Q]: Okay. Then there was the AI part earlier. It was page 30, I think. The 50% cost reduction is listed in 
this section. With similar cases emerging at other companies, 2030 is the target. In the immediate term, for 
example, is it at the PoC level, or is it being used for internal projects, or is it already being used in customer 
projects? If you are using it, is it 5% or 10% of the total project coverage? If you have any KPIs, I would like to 
receive them. 

Okamoto [A]: There are no detailed KPIs set. It has not been set up, consequently speaking. However, in terms 
of use, it does not mean that we completely entrust the programming to the AI and deliver it to the client. 
We have the base material created, and then the human workers finish it to the very last detail. The applicable 
projects, regardless of industry or finance, are utilizing AI. We are trying to get the numbers right this time as 
we move forward with standardization, so I am sorry about the detailed numbers, but we do not have them 
at this time. 

Ueno [M]: I understand. From our point of view, if there are KPIs, we can write a report that will have an 
impact on the market, so we were just asking. Yes. 

Okamoto [M]: Yes. We understand. 

Ueno [M]: With that kind of progress, yes. Thank you very much. Two points from me, that's all. Thank you 
very much. 

Moderator [M]: Thank you very much. Now, please wait a moment until we appoint the next person. 

Next, Mr. Koketsu, Citigroup Securities, would you like to ask a question? 

Koketsu [Q]: Thank you for your help. Koketsu, Citigroup Securities Inc. Thank you for your detailed 
explanation today. It is very informative. I would like to ask you two questions.  

First of all, I have a question about the effect of integration. This time, you've clearly demonstrated strong 
synergy, and I'm genuinely looking forward to what lies ahead. Surprisingly, costs are expected to be around 
JPY500 million for the current fiscal year, so I have the impression that they will be low. 

In a manner of speaking, I think the cost related to the integration here, as a forecast for the next fiscal year 
and beyond, is about JPY2 billion to JPY3 billion. Could you please explain how this will occur? 

Kawamura [A]: Yes. The contents are still under discussion, and we will continue to examine them closely, 
but we expect to have approximately JPY20 billion to JPY30 billion. We estimate that the operating expenses 
for the current fiscal year will be about JPY500 million. In the next fiscal year and thereafter, the remaining 
portion will be treated as operating expenses, including system management and, of course, the change of 
the Company name, so there will be a lot of restructuring within the Group, such as the replacement of 
facilities, et cetera. I believe that many of these expenses will be treated as operating expenses. 

I will explain the details of the plan in the next fiscal year's plan, but I would like to make sure that our business 
performance is solid, taking such factors into consideration. That is all. 

Koketsu [Q]: Thank you very much. Regarding this point, I'd like to confirm something about the synergy effect. 
Looking solely at the JPY12 billion increase, it might be a bit surprising. Calculating this, the business synergies 
generate JPY60 billion in sales, resulting in an operating profit margin of 15% for JPY9 billion. Cost synergies 
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yield JPY3 billion, totaling JPY12 billion. Is it correct to understand that this structure is designed such that the 
strategic investment enhancement itself can be offset? 

Kawamura [A]: Overall, there are some parts that appear that way as a result, but the reality is that we are 
making the products with a certain amount of time in mind. In this context, in terms of strengthening strategic 
investment, as noted above, we will continue to invest in advanced technologies. Moreover, I think it is 
significant that this can be done more effectively by the core company of TIS INTEC as "One Company.” 

We also believe that a large portion of JPY12 billion will be invested in human resources. We believe that this 
is an investment to secure extremely talented human resources and further enhance value exchange to add 
value to our company and to our customers. We would like to achieve business synergies with this level of 
investment. That is all. 

Koketsu [Q]: Thank you very much for your kind words. Second, I think you have made a good presentation 
on how to improve the efficiency of development related to AI. I was given a figure of more than 50% applied. 
I was just wondering if the OP margin is planned to increase by 2.9% by FY2033 from the previous year's base. 

Here, a 50% increase in development productivity in system development, say 2.9 percentage points, is 
slightly perhaps conservatively made by your company. I think it is because of the planned investments, et 
cetera, but I have a feeling that it would have been a little more effective. Could you please add this 
explanation as well? 

Okamoto [A]: This is an application for a project that will increase by 50%. There is still the question of 
whether it can be applied to all projects. Therefore, we will first establish the entire process, decide which 
projects to apply to, and expand it little by little, although we will probably start with new projects. In that 
sense, I would like you to understand that the numbers there do not match. As you mentioned, there are 
investments for that, so please understand that we are considering including such things. 

Koketsu [M]: Thank you very much for your kind attention and for taking the time today. 

Moderator [M]: Thank you very much. Please continue with your question, Ms. Sato of Jefferies Securities. 

Sato [Q]: My name is Sato from Jefferies. Thank you for your cooperation. 

Order trends at Offering's place. I think the software development section was inflated. I don't know which 
page it was. I would like to ask what is in this. Is there a credit SaaS, or a light version, or is there a project in 
this area? Since the presentation materials also mentioned “cashless,” and software development has been 
receiving about 20% of orders here, my first question is: what exactly is the substance of this? 

Kawamura [A]: Yes. Orders for offering services in Q2 of this fiscal year were very strong, but the content of 
these orders, although they were for settlements, were mainly SI-type projects for existing customers. The 
total amount is approximately more than JPY2 billion, so the existing SI portion has increased, not the service 
type as you have pointed out. 

Sato [Q]: By the way, is it correct that there are no updates for credit SaaS systems? 

Kawamura [A]: Yes. At this time, we do not have any updates to share with you, and we will be working 
diligently to address this issue. 

Sato [Q]: One more thing. The unprofitable project, in Q2, I'm looking at this document, was it settled at 
around JPY100 million? 
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Kawamura [A]: The contents of Q2 were about JPY200 million. This means that there were a few small ones 
in industrial IT and a few smaller ones in wide-area IT. 

Sato [Q]: There is not something big and booming, is there? 

Kawamura [A]: No. 

Sato [Q]: Okay, thank you. The second major one: In your guidance for this fiscal year, I think it is the usual 
pattern for your company, but I think you have added the upside of H1 to the full-year figures and revised the 
full-year figures upward. Looking at the current momentum, plus the backlog of orders, would it be correct to 
say that H2 of the year is still a bit conservative? You just made an upward revision, but Sato always asks 
whether you will probably get some more in H2 of the year as well. 

Okamoto [A]: Yes. Even though you all know my personality very well, solidly. We would like to make a firm 
commitment to this. This is the answer. 

Sato [Q]: Mr. President, when looking at H2 within the Company, are there any areas of concern? Are there 
any segments you're deliberately being cautious about despite some worries? I believe most segments, all 
except BPM, are being brought up. BPM is rather profitable, isn't it? So, I'm very aware that you didn't mess 
with sales. If there are any areas in which the president is looking at this with some firmness, I would be very 
interested in hearing about them. After all, it is a financial segment. 

Okamoto [A]: No, I think that in the financial sector, we have been on the offensive, especially with Xenlon. 
I'm thinking I should be proactive here, though. I still think that we need to keep a firm footing in the area of 
offerings, so I think that is where we need to focus our efforts. 

Sato [Q]: Okay. You are lowering profits here. But now, I think you explained that the upfront investment is 
coming in first, so that explains it all. Am I correct? 

Okamoto [A]: Yes. 

Sato [M]: Okay, thank you. That is all. 

Moderator [M]: Thank you very much. Now, please wait a moment until we appoint the next person. 

Please continue with your question, Mr. Kikuchi of SMBC Nikko Securities. 

Kikuchi [Q]: I am Kikuchi. Thank you very much. There are two items. 

First, I have a pretty good understanding of what you have been explaining so far, but I would like to confirm 
some of the revisions you have made to your plan for this fiscal year. I know it's not simple with so many 
different companies and businesses, but since you revised net sales upward by JPY6 billion, lowered SG&A 
expenses by JPY2 billion, and increased operating income by JPY2 billion, the upward revision to operating 
income simply incorporates the absence of SG&A expenses in H1 of the year. Although sales were revised 
upward by JPY6 billion, the effect of the increase in sales does not seem to be reflected in operating income. 

On the other hand, the upward revision in sales was primarily driven by offerings, while offerings themselves 
reduced profits. As discussed earlier, I believe this was an upfront investment. Regarding the details of the 
revision history for this fiscal period, you said earlier that it was conservative, but is it correct to understand 
that there is more upside since it has not been factored in from the downside of SG&A expenses? I would like 
to know one more time how the revision history of the plan for this fiscal year is. 
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Kawamura [A]: No. As you pointed out, sales have increased by JPY6 billion, but I think that we are actually 
reviewing the SG&A expenses. The percentage of sales increase for the full year was low to begin with, and 
we felt that we needed to make a solid increase in sales. 

In H2 of the previous year, we had some major sales, and some of these sales were negative in YoY in our plan. 
The first line of the plan is to increase revenue by JPY6 billion. At this point in time, we are not planning any 
major cost additions, including SG&A expenses. First and foremost, I hope we can thoroughly implement this 
plan. 

The gross margin ratio has been set while reviewing the increase in SG&A expenses and the cost of sales. We 
would like to make sure that the final operating income and the full year plan as a whole will work well. Yes. 
That is all. 

Kikuchi [Q]: Thank you very much. The second point is the next fiscal year. It may be too early to tell, but 
about the next fiscal year, I really want to ask you about the integration with INTEC, which is something you 
will be concerned about for a long time. I would like to ask you about it after it is a little more settled.  

I believe that your original policy for the next fiscal year was to increase the offering by increasing its value. 
Not so far, and I mean a slight increase in investment this quarter, but I wonder if the offering will really bloom 
next quarter. More and more profits, new services are piling up, JPY81 billion. Maybe you will go with 
something else, but I was wondering how you see the offerings for the next fiscal year. 

The merger cost of JPY2 billion to JPY3 billion for the integration of INTEC is very promising because the 
customer base is completely different and there is very little overlap in business operations, and because the 
merger includes areas where cross-selling is easy. To that end, you are now really in full-blown full integration, 
as you have just said. I think it really needs to be firmly organized once and for all. 

With JPY2 billion to JPY3 billion, I feel that the office and systems would end up being halfway integrated, and 
I think it would be better to spend more money and make it more of a single company. I am a little doubtful 
that you will really be able to integrate both systems and offices for JPY2 billion to JPY3 billion. Will this 
expense really not increase next fiscal year? I would be interested to know about the offerings and integration 
regarding the next fiscal year. 

Kawamura [A]: I will just explain the cost of integration first. Since we are part of the same group, for example, 
we have been consolidating our offices in Tokyo and Osaka into one office for a long time. We do not 
anticipate that anything new and significant will arise from this point on. As Mr. Kikuchi mentioned, our 
concept this time is "One Company," so we are naturally aiming for early and firm integration. 

However, we are also considering the possibility of creating a sales and organizational structure that will 
generate synergies over a period of about one year, including the possibility of not damaging each business 
model by suddenly mixing them together. First, over the past year and a half, we will reach this level of funding. 
Moving forward, we plan to develop a new strategy within a solid new organization, including top-line goals. 
I hope you understand that we are not that far along at this time, partly because we are within a group. 

Okamoto [A]: On July 1, we are legally integrating. It will take us just under nine months from here, and as 
Kawamura just mentioned, we'll carefully monitor how to integrate our sales operations. Making sudden, 
drastic changes would startle our customers. We will keep a close eye on the situation, and since we believe 
that there are many opportunities, we will do our best to take advantage of them. 

As for the offerings, we have a strong desire to expand our business in the final year of the medium-term plan. 
I would like to do it, but I think the road is a little rough. However, there has been no change in our intention 
to extend the growth. 
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Kikuchi [Q]: Then we would be satisfied if you could achieve the goals of the mid-term plan as a separate 
result for the next fiscal year. Do you mean finance to cover the areas that are not offerings? 

Okamoto [A]: There are a variety of financial and industrial sectors, and since these sectors are growing 
steadily, we will have to keep a close eye on the balance between them. 

Kikuchi [M]: Okay, that's all. Thank you very much. 

Moderator [M]: Thank you very much. Now it is almost time for us to finish, so I will take the last question. 
Mr. Hori of Mizuho Securities, I would like to take your question. 

Hori [Q]: Mizuho Securities, this is Hori. Thank you. Since there is not much time left, I would like to ask you 
just one point. 

On page 28, you talked about the payments business as a whole, the credit SaaS, and I understand that there 
is no update on the acquisition side. Please let me know if there is anything that your company can update 
through your own efforts, such as further investment or strategic promotion. 

One of the most important indicators in the mid-term plan is productivity per capita, and in order to make up 
for this low level in the medium term, I believe that platform-type businesses will be absolutely necessary. If 
possible, I would be very grateful if you could tell me if the upfront investment for the full year in the offering 
services section is tied to that. What is the status of credit SaaS? 

If you can secure such solid short-term performance, it seems to me, oddly enough, that it would be perfectly 
acceptable to strip out the people who can make sales at the foot of the market and plunge into this area to 
compete for the next two to three years. Please let us know if there is anything we can ask you, including your 
enthusiasm in this area. 

Okamoto [A]: I would like to talk a little about something from the past. As I said, the timing of system renewal 
is very difficult. We continue to conduct steady sales activities targeting customers who renew their contracts 
after five or 10 years. We do not intend to make large new investments, but I think the most important thing 
is to continue our sales activities. That is all. 

Hori [M]: Okay. Thank you very much. 

Moderator [M]: Thank you very much.  

We have received other questions, but as the time has come to end, we will now conclude the question-and-
answer session. Last, Mr. Okamoto would like to extend greetings. 

Okamoto [M]: Thank you very much for joining us today at TIS Inc. for the Financial Results Briefing for Q2 of 
the Fiscal Year Ending March 31, 2026. If you have any questions, please contact our IR department during an 
individual interview or by phone and we will be happy to answer them thoroughly. 

Thank you very much for your time today. 

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

[END] 

______________ 
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Document Notes 

1. Portions of the document where the audio is unclear are marked with [inaudible]. 
2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD]. 
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an 

answer from the Company, or [M] neither asks nor answers a question. 
4. This document has been translated by SCRIPTS Asia.   
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