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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.

o

Highlights WS,

Fiscal 2026 First Two Quarters: Financial Highlights

« Sales and operating income increased year on year, exceeding estimates.
« Operating margin reached the 12% range for the first time in the first half.

« Orders received and order backlog both increased year on year, continuing to build steadily.

Fiscal 2026: Performance Forecast

« Revised full-year forecasts upward in light of strong first-half results.

© 2025 TIS Inc. m 2

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.

| will now begin to explain the contents.

Fiscal 2026 First Two Quarters:
Performance Highlights (YOY change)

¢ TS

TIS INTEC Group

®  Sales and income increased, driven by business expansion through accurate response to clients’ IT investment needs, including

digital transformation, and promotion of service offerings.

[Millions of yen] Fiscal 2025
H1

Net Sales 275,558
Operating Income 30,509
Operating Margin 11.1%
Net Income Attributable to

Owners of the Parent Company 20’849
Net Income to Net Sales Ratio 7.6%

- Non-operating income: ¥1,480 million (YOY change +¥8 million)
— Dividend income ¥684 million, etc.

- Non-operating expenses: ¥1,063 million (YOY change +¥381 million)
— Equity in losses of affiliates ¥491 million, etc.

© 2025 TIS Inc.

Fiscal 2026
H1
288,525

35,553

12.3%

23,726

8.2%

YoY change

+12,967
+5,044
+1.2P
+2,886

+0.6P

[+4.7%]

[+16.5%]

[+13.8%]

- Extraordinary income: ¥2,100 million (YOY change -¥2,457 million)
— Gain on sale of investment securities ¥1,361 million, etc.

- Extraordinary loss: ¥1,653 million (YOY change -¥2,117 million)
— Loss on valuation of investment securities ¥1,381 million, etc.

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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Fiscal 2026 First Two Quarters: ‘3' TIS
Performance Highlights (Compared with estimates) i

®  Achieved estimates against the backdrop of heightened IT investment demand across a broad range of clients.

Fiscal 2026 Fiscal 2026

[Millions of yen] H1 H1 Compared with estimate
Estimate Actual
Net Sales 285,000 288,525 +3,525 [+1.2%]
Operating Income 33,000 35,553 +2,553 [+7.7%]
Operating Margin 11.6% 12.3% +0.7P =
Net Income Attributable to 5
Owners of the Parent Company 22,000 R FII26 [EIB%]
Net Income to Net Sales Ratio 1.7% 8.2% +0.5P -
© 2025 TIS Inc. m 6

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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Fiscal 2026 First Two Quarters:

Analysis of Changes in Operating Income by Factor (YOY change)

¢ TIS

TIS INTEC Group

®  Achieved higher operating income despite continued growth investment, including in human resources, driven by promotion of
high-value-added businesses and improved productivity. Gross profit margin rose to 28.0%.

Operating Income Of which, effect of unprofitable
[Operating margin] projects was +¥0.98 billion

35.55 [+ 1562‘/4]'
12.3% +10.32%
30,50 i ‘ +1.25 +0.14 [ 5]
[11.1%] [ '""ﬁ‘
Gross profit margin
Actual 28.0%
[YOY change +0.5P]
Fiscal 2025 Increased Improved Decreased Fiscal 2026
H1 sales profitability SG&A expenses H1
© 2025 TIS Inc.

Page seven shows changes in operating income by factor.

<Changes in SG&A Exp

[Billions of yen]

YOY change

Effect gf change ir! status of 0,06
consolidated subsidiary, etc.
Growth investment -0.14
Progress on measures +0.71
Merger-related +0.00
Other expenses -0.65
Total -0.14
<Growth investment>
[Human resources i R&D invi t, Software i t]

YOY change
Cost of sales +0.13
SG&A expenses -0.14
Total -0.00

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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Fiscal 2026 First Two Quarters:
Sales by Client Sector

TIS

TIS INTEC Group

&

®  Strong performance in finance, led by other financial institutions. Growth in industrial sector driven by services and assembly-
based manufacturing. Public sector also grew strongly.

Net Sales by Client Sector

o Fiscal 2026 H1

Net Sales Breakdown by Client Sector

Fiscal 2025 H1 [Millions of yen] Public sector Others
~ 29%
= 6.9%
Credit card om 41,747 Fiscal 2026 Financial sector
ing N 24,620 h 350% u Credit card
Banking 24320 £ +1.2%
Total ® Banking
Insurance % 17,092 +9.2% 30.1% ¥288.5 =
v billion 1'% Insurance
113862
Other finance 9276 +27.9% Industrial sector Other finance
Assembly-based | 26,138 +8.3% 55.2% m Assembly-based manufacturing
manufacturing 24126 . "
Processing-based 27,025 ® Processing-based manufacturing
manufacturing 27.323 istributi
g = Public sector Others Distribution
N 0 () +4.0% L~ 3.0% )
Distribution 18288 6.5% FirGtaal Sactor Service
senvice M 36,952 +63% Flecal 2025 35.5% ® Public institutions
81,833
Total = Others
Public institutions % 19,945 T* 29.7% ¥275.5
billion _5:7%
Others 1M 8,093 3.8% ) %
8413 v Industrial sector 6.6
55.0% :
© 2025 TIS Inc. m 8

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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Fiscal 2026 First Two Quarters: ‘?' TIS
Sales and Income by Key Business Segment (YOY change) i

[Millions of yen] F'“i: 12°25 F‘“":f"z‘ YOY change Overview

Net Sales 70,405 76,070 +5,665 [+8.0%)] Sales and income increased, as demand leveled off following the
Offering Service renewal cycle for tax accountant offices. Despite higher upfront
Busi Operating Income 4,468 4,667 +198 [+4.5%] investment in the payment business, growth was driven by project

HSIEss - - wins in the payment and enterprise domains, and by effective

Operating Margin 6.3% 6.1% -0.2P - control of unprofitable projects.

Net Sales 20,848 21,725 +876 [+4.2%]
Business Process . o1 Sales and income increased, driven by project wins in the DX
Management Opefating Income 2317 2,966 +648 [+28.0%] business and other areas, as well as ongoing cost control efforts.

Operating Margin 11.1% 13.7% +2.6P

Net Sales 50,041 48,078 -1,963 [-3.9%)] Sales declined but income increased, reflecting the peaking out of
Financial IT large-scale development projects from the previous fiscal year and
Busi Operating Income 6,090 6,162 +72 [+1.2%] the completion of certain clients’ operation services, while growth

I in high-value-added businesses such as modernization-related

Operating Margin 12.2% 12.8% +0.6P - projects contributed to higher profitability.

Net Sales 61,295 65,152 +3,857 [+6.3%]
Industrial IT Sales and income increased, reflecting expanded IT investment
Blidinecs Operating Income 9,022 10,624 +1,601 [+17.8%)] across a wide range of industries, including services,

fact: , and distribution.

Operating Margin 14.7% 16.3% +1.6P - S

Net Sales 83,948 89,425 +5476 [+6.5%] Sales and income increased, reflecting expanded IT investment
Regional IT o7 demand among clients in municipalities, healthcare, and other
Solutions Operating Income 8,300 10,795 +2494 [+30.1%] industrial sectors. A decrease in temporary expenses incurred in

Operating Margin 9.9% 12.1% +20P _ the previous fiscal year also contributed.

© 2025 TIS Inc. )

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.

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

7



Fiscal 2026 First Two Quarters: ‘3’ TIS
Sales and Income by Key Business Segment (Compared with estimates) =R

Fiscal 2026 Fiscal 2026

[Millions of yen] H1 Compared with estimate Overview
Estimate
Net Sales 74,000 +2,070 [+2.8%)] Sales exceeded estimates, driven by expanded IT investment,
Offering Service particularly in the enterprise business. However, stronger upfront
Busi Operating Income 4,650 +17 [+0.4%] investment in the payment business and greater-than-expected
HSIRESs) impact from demand leveling off after system renewals for tax
Operating Margin 6.3% -0.2P - accountant offices kept income in line with estimates.
Net Sales 21,500 21,725 +225 [+1.0%]
Business Process . o1 Sales and income exceeded estimates, driven by project wins,
Management Operating Income 2,800 2,966 +166 [+5.9%] mainly in the DX business, which progressed as planned.
Operating Margin 13.0% 13.7% +0.7P =
Net Sales 48,000 48,078 +78 [+0.2%]
Financial IT s Sales were in line with estimates, while income exceeded estimates,
Business Operatlng indome 5500 76,'162, +662 [+12‘0%] reflecting progress in efficiency measures.
Operating Margin 11.5% 12.8% +1.3P =
Net Sales 64,000 65,152 +1,152 [+1.8%] Sales and income exceeded estimates, driven by stronger-than-
Industrial IT . expected IT investment across industries, including services,
Business Operating Income 9,900 10,624 +724 [+7.3%] manufacturing, and distribution, as well as progress in efficiency
Operating Margin 15.5% 16.3% +0.8P < IEaSUres,
Net Sales 89,000 89,425 +425 [+0.5%]
Regional IT ” - Sales were in line with estimates, while income exceeded estimates,
Solutions Operating income 10,000 10,795 +795 [+8.0%] reflecting progress in efficiency measures.
Operating Margin 11.2% 12.1% +0.9P -
© 2025 TIS Inc. m 10

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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Reference: Fiscal 2026 Second Quarter (Jul-Sep): ‘?’ TIS
& o . TIS INTEC Group
Performance Highlights / Sales and Income by Key Business Segment
[Millions of yen] Fm&zzozs Flsca(;ZZOZG YOY change
Net Sales 141,503 148,209 +6,706 [+4.7%]
Operating Income 16,447 19,200 +2,752 [+16.7%]
Operating Margin 11.6% 13.0% +1.4P =
Net Income Attributable to Owners of the 10,161 11,206 +1,044 [+10.3%]
Parent Company I
Net Income to Net Sales Ratio 72% 7.6% +0.4P =
Key Business Segments
] ) Net Sales 36,403 39,823 +3,420 [+9.4%]
g‘jf:i::i Service "0 erating Income 2,262 2,037 +674 [+29.8%]
Operating Margin 6.2% 7.4% +1.2P E
] Net Sales 10,840 11,038 +198 [+1.8%]
EA“S'“ESS Process’ 5 erating Income 1,480 1,542 +61 [+4.2%]
anagement - — -
Operating Margin 13.7% 14.0% +0.3P -
o Net Sales 25,066 24,447 619 [-2.5%]
;‘"a."c'a' f Operating Income 3,015 3,182 +167 [+5.6%]
usiness
Operating Margin 12.0% 13.0% +1.0P =
] Net Sales 31,454 32,803 +1,348 [+4.3%]
g‘ud;l‘rfgs':' 'T Operating Income 4,662 5516 +853 [+183%]
Operating Margin 14.8% 16.8% +2.0P N
) Net Sales 42,888 45,625 +2,737 [+6.4%]
Regipnal [k Operating | 4,945 5,957 1,012 20.5%
Solutions perating ncome ! ¥ +1, [+20.5%]
Operating Margin 11.5% 13.1% +1.6P -
© 2025 TIS Inc. m 11
Reference: Fiscal 2026 Second Quarter (Jul-Sep): ‘?’ TIS
TIS INTEC Group

Analysis of Changes in Operating Income by Factor (YOY change)

Operating Income [Of which, effect of unprofitable J

[Operating margin] projects was +¥0.47 billion [Billions of yen]

19.20 +2.75

16.44 191 +0.53 +0.29 [13.0% [+16.7%]
X b 5

<Changes in SG&A Exp

YOY change
Effect of change in status of 20,02
consolidated subsidiary, etc. 5
Growth investment -0.07
Gross profit margin Progress on measures +0.31
Merger-related +0.00
Actual 28' 5% Other expenses -0.50
[YOY change +0.4P] Total 0.29
<Growth investment>
[Human resources i R&D i t, Software i t]
YOY change
Cost of sales -0.05
SG&A expenses -0.07
Fiscal 2025 Increased Improved Decreased Fiscal 2026 Total -0.13
Q2 sales profitability SG&A expenses Q2
© 2025 TIS Inc. m 12

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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Fiscal 2026 First Two Quarters:
Order Status (Orders received during first two quarters)

®  Orders received in the first half increased steadily year on year.

y

TS

TIS INTEC Group

® Development grew strongly in Offering Services Business and Financial IT Business , while operations and sales were down from

the previous year.

Fiscal 2025

Fiscal 2026
H1

[Millions of yen] H1 YOY change

Orders received 281,240 294,269 +13,029 [+4.6%]

Software development 137,959 149,694 +11,735 [+8.5%]
Key Business Segments
Offering Service Orders received 65,310 67'644, +2,334 [+3.6%]
Business Software development 25213 29,400 +4,187 [+16.6%]
Business Process Orders received 19,835 21,026 +1,190 [+6.0%]
Management Software development 6,244 7,027 +783 [+12.5%]
Financial IT Orders received 45,985 48,526 +2,541 [+5.5%]
Business Software development 21,468 26,095 +4,626 [+21.6%]
Industrial IT Orders received 62,515 64,821 +2,305 [+3.7%]
Business Software development 41,734 42,161 +426 [+1.0%]
Regional IT Orders received 87,593 92,250 +4,656 [+5.3%]
Solutions Software development 43,298 45,010 +1,711 [+4.0%]

© 2025 TIS Inc.

Beginning on page 13 is an explanation of the status of orders.

First, page 13 shows the status of orders received.

m 13

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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Fiscal 2026 First Two Quarters:
Order Status (Order backlog at end of second quarter)

¢

TS

TIS INTEC Group

@  In the Financial IT business, while some decreases resulted from the completion of operation services for certain clients, overall
orders increased steadily, driven by development.
[Millions of yen] ':n“da":‘gzs YOY change

Order backlog 195,631 204,054 +8,423 [+4.3%]

Software development 99,974 107,608 +7,633 [+7.6%]
Key Business Segments
Offering Service Order backlog 44,102 47,241 +3,139 [+7.1%]
Business Software development 16,736 19,580 +2,844 [+17.0%]
Business Process ~Crder backlog 7,548 7,919 +370 [+4.9%]
Management Software development 7,207 7,542 +334 [+4.6%]
Financial IT Order backlog 42,564 42,019 -544 [-1.3%])
Business Software development 20,720 21,066 +346 [+1.7%]
i dugEs Order backlog 38,528 43,032 +4,504 [+11.7%]
Business Software development 23,221 26,509 +3,288 [+14.2%)
Regional IT Order backlog 62,887 63,841 +954 [+1.5%]
Solutions Software development 32,088 32,909 +820 [+2.6%]

© 2025 TIS Inc.

Page 14 shows the order backlog at the end of the fiscal year.

m 14

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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Reference: Fiscal 2026 Second Quarter (Jul-Sep): ‘;’ TIS
Order Status W7 oo e
[Millions of yen] Fi"aézmzs YOY change
Orders received 189,849 193,917 +4,068 [+2.1%]
Software development 75,834 79,571 +3,737 [+4.9%]
Key Business Segments
Offering Service Orders received 47,192 48,502 +1,309 [+2.8%]
Business Software development 12,984 15,593 +2,608 [+20.1%]
Business Process _Orders received 10,631 11,128 +497 [+4.7%]
Management Software development 3,566 3,874 +308 [+8.6%]
Financial IT Orders received 35,051 35,390 +339 [+1.0%]
Business Software development 12,887 13,886 +999 [+7.8%]
Industrial IT Orders received 38,241 40,523 +2,281 [+6.0%]
Business Software development 21,035 22,537 +1,501 [+7.1%]
Regional IT Orders received 58,731 58,371 -359 [-0.6%]
Solutions Software development 25,360 23,679 -1,680 [-6.6%]
© 2025 TIS Inc. m 15

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.

| would like to continue by explaining our full-year forecast for the fiscal year ending March 31, 2026.
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Fiscal 2026: Understanding the Business Environment

@IS

TIS INTEC Group

®  Prospects for long-term expansion in IT investment continue. Attention should be paid to changes in business environment.
To date From now

Offering ¥ The cashless payment market continues to expand, supported by government policies and broader adoption among younger and lower-income consumers.
Service ¥ Embedded finance is lowering barriers to entry for non-financial players. A variety of services—such as BaaS and smart city digital accounts—are emerging,
Business accelerating the adoption of digital finance. Stablecoins are also attracting growing attention.
¥ In the ASEAN economies, domestic demand remains resilient despite political uncertainty, while external demand is influenced by China and the U.S. \ ‘
¥ Demand for cloud security is expanding as cyberattacks grow in number and sophistication, and work styles diversify. X
Business : . . - " " " .
Disiest ¥ Globally, major companies are moving to enter the BPO market through M&A. Demand is increasing for consulting, Al, and data-driven services that help
M t clients drive business transformation, growth, and competitiveness.
munHerney ¥ Amid labor shortages and rising wages, the shift toward value-added work has become urgent. Labor-intensive, low-value outsourcing is contracting and t \
facing growing pressure for price reductions. .
Financial IT ; s : o o : . ~ 2 :
Busi ¥ The financial market is showing renewed activity amid rising policy rates, The outlook for IT investment to enhance competitiveness remains solid.
UEnaEs ¥" As QR code payment systems continue to grow, card operators are exploring new business models. Competition with ging play pecially in g
expanding proprietary ecosystems—is intensifying. ‘
¥" Demand for modernization remains strong across the financial sector. %
Industrial IT ¥ Amid persistent uncertainty in the global economy, the domestic economy remains stable. Rising crude oil prices, exchange rate fluctuations, and wage and
Business price increases are pushing up costs—particularly for manufacturers—and the ability to pass these on to prices remains a key driver of eamings
performance. .
¥ The govemment is promoting a growth-oriented economy driven by wage increases and investment. Companies are accelerating capital investment in t &
digital transformation (DX), green transformation (GX), modemnization, and ERP renewal projects.
¥ The restaurant, service, and retail sectors have been recovering strongly, but labor shortages and upward pressure on wages are becoming more severe. IT
investment and overseas expansion remain key drivers of growth.
Regional IT ¥ Investment in digital strategies is expanding, particularly among megabanks. For regional banks, strengthening digital capabilities has become an urgent
Solutions priority to compete with online banks and fintech companies. 3
¥ The life and non-life insurance sector remains solid, supported by rising interest rates and the unwinding of cross-shareholdings. Companies in the industry
are focusing on expanding services, reviewing IT infrastructure, and strengthening customer muchpomts as key strategic priorities. ‘ &
¥ Municipalities continue to invest in IT to promote system standardization and digital DX). 4 X
¥ In the healthcare sector, progress is being made in building and integrating data infrastructure and leveraging ICT. Demand for IT investment continues to
grow in areas such as electronic medical records (EMR), personal health records (PHR), telemedicine, and safety measures,
© 2025 TIS Inc. m1l7

On page 17, we explain our perception of the business environment.

These trends may differ from general industry trends since it's ions also take into consideration the status of IT investment by TIS INTEC group clients.

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.
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Revisions to Fiscal 2024 Performance Forecast (1)

¢TI

TIS INTEC Group

®  Raised initial forecasts following stronger-than-expected first-half results, with merger-related expenses already factored in.

[Millions of yen] in:::isa‘iat:sii(:ﬁ:te Compared with initial estimate
Net Sales 582,000 588,000 +6,000 [+1.0%]
Operating Income 73,000 75,000 +2,000 [+2.7%]
Operating Margin 12.5% 12.8% +0.3P =
Net Income to Net Sales Ratio 8.4% 8.5% +0.1P =
Net Income per Share [Yen] 216.86 220.70 +3.84 [+1.8%]
ROE 14.5% 14.8% +0.3P -

* ROE estimate for fiscal 2026 is a calculated value.

© 2025 TIS Inc.

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

m 18

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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Revisions to Fiscal 2024 Performance Forecast (2)

¢TI

[Millions of yen] ini';ii:‘l:aelsztgigte Compared with initial estimate

Net Sales 150,000 153,500 +3,500 [+2.3%]
Qffenng Servics Operating Income 10,600 | 10,250 350 [33%
Business

Operating Margin 71% 6.7% -0.4P

Net Sales 44,000 44,000 - -
E;;:;‘;fnféﬁtcess Gperating Income 6,050 6,200| +150 [+25%]

Operating Margin 13.8% 14.1% +0.3P

Net Sales 98,500 99,000 +500 [+0.5%]
Financial IT Business Operating Income 11,850 12,550 +700 [+5.9%]

Operating Margin 12.0% 12.7% +0.7P =

Net Sales 131,000 132,500 +1,500 [+1.1%]
Industrial IT Business Operating Income 21,200 21,900 +700 [+3.3%]

Operating Margin 16.2% 16.5% +0.3P =

Net Sales 181,500 182,000 +500 [+0.3%]
Regional IT Solutions Operating Income 22,950 23,750 +800 [+3.5%]

Operating Margin 12.6% 13.0% +0.4P -

© 2025 TIS Inc.

Page 19 shows the details of the revision of the forecast by segment.

TIS INTEC Group

m 19

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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¢ TIS

TIS INTEC Group

Fiscal 2026: Performance Forecasts

®  Expect higher sales and operating income driven by business expansion, while continuing to strengthen growth investment,
including in human resources.

® Netincome is projected to decline, mainly reflecting smaller net extraordinary gains

— Fiscal 2025 Fiscal 2026
[Millions of yen] et YOY change

Net Sales 571,687 588,000 +16,312 [+2.9%]
Operating Income 69,047 75,000 +5,952 [+8.6%]
Operating Margin 12.1% 12.8% +0.7P =
'C\I)S\/tnlgrcsocr)? (teh/(\etg:r):r:i%lg:pany 012 50.000 12 0.0
Net Income to Net Sales Ratio 8.7% 8.5% -0.2P -
Net Income per Share [Yen] 215.00 220.70 +5.70 [+2.7%]
ROE 15.3% 14.8% -0.5P -

* ROE estimate for fiscal 2026 is a calculated value.

© 2025 TIS Inc. m 20

Page 20 shows the revised plan | 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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Fiscal 2026: ‘a’ TIS
Analysis of Changes in Operating Income by Factor (Forecast) =R

®  Despite continued investment for growth, including in human resources, operating income is expected to increase, driven by
expansion of high-value-added businesses and promotion of productivity improvement initiatives.

Operating Income Of which, effect of unprofitable Billi f
[Operating margin] projects is +¥1.64 billion [Billions of yen]
i 0 +5.95
] [12.8%] (+8.6%) (of which, effect of change in status of consolidated
+4.70 E subsidiary, etc. is +¥0.23 billion
69.04 ' ;
[12.1%] N <Ch in SG&A Exp >
e YOY change
Effect of change in status of
consolidated subsidiary, etc. +0.10
Growth investment -0.34
Gross proﬁt margin Progress on measures +2.90
Merger-related +0.50
Plan 28-7% Other expenses -0.73
[YOY change +0.7P] Total +234
<Growth investment>
[Human resources i R&D invi t, software investment]
YOY change
Cost of sales +0.50
SG&A expenses -0.34
Fiscal 2025 Increased Improved Increased Fiscal 2026 Total +0.16
actual sales profitability SG&A expenses estimate
© 2025 TIS Inc. H21

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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Status/Targets for Return to Shareholders ‘?’ TIS

TIS INTEC Group

® No change to the dividend plan for Fiscal 2026. The interim dividend is ¥38 per share, up ¥4 year on year.

®  Out of the maximum amount of ¥42 billion authorized for the acquisition of treasury stock, ¥27.6 billion had been acquired as of
the end of September. The acquisition period is scheduled to continue until the end of December.

Dividends per Share Total Acquired Treasury Shares Payout Ratio and Total Return Ratio

[yen] [Billions of yen]
1184%
76 20 =
70 V4
38 7
56 34 85.8%
29.9
50 W7 286
15 35.0
24.4 224 50.0%
38 —————
NN N NN 5 35.0¢
30.3% 30.7% - o)
326% 34.4%
H B -
22.0%
Fiscal 2023 Fiscal 2024 Fiscal 2025 Fiscal 2026 Fiscal 2023 Fiscal 2024 Fiscal 2025 Fiscal 2026 Fiscal 2023 Fiscal 2024 Fiscal 2025 Fiscal 2026
(estimate) (estimate) (estimate)
Dividends (interim,estimate) B Dividends (term-end) , ot ontimized
: - " = Normal Capital optimiz —O— Payout ratio —O— Total retum ratio
Dividends (interim) Dividends (annual estimate) Normal (estimate) Capital optimized (estimate)

=== Adj. payout ratio = == Adj. total return ratio 2 #3

*1: Upper limit on treasury stock buyback announced May 8, 2025
*2: Calculated based on profit (after income taxes and income attributable to non-controlling interests)

© 2025 TIS Inc. *3: Calculated by excluding treasury stock buybacks as part of efforts to optimize capital structure | 25

To conclude my explanation, | 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. | 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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@IS

TIS INTEC Group

Medium-Term Management Plan (2024-2026) Overview

Frontiers 2026
We will set frontier development as a fundamental strategy and strive for sustainable growth paralleling higher
added value. We will strive to achieve changes in society and for corporate clients by enhancing quality across
all value chains, starting with forward-looking market development and business domain expansion.

Basic Policy

Human resources growth I d - Asset (=intellectual Winning confidence of Meanitiatul arowth
Key and added value cycle D g, PO property) value creation society canIngrs. ore!
Operating income Operating margin
p?rzt.mnance per person 13.1% Abff‘ll(;ﬂ;%f% / Sales EPS CAGR
ipcicators More than ¥3.5 | \gjusted operating margin ¥620 billion Above 10%
million 13.49%31 above16%
Market Strategies

+ Concentrate investment of management resources into defined growth areas, based on social issues and in-house strengths
« Balancing efforts to increase added value of services and reinforce technology investment, expand business with sense of speed, especially
in ASEAN region

Intellectual Property

Priority » Service Strategies Technology Strategies ‘ Strategles Human Resources Strategies
strategies + All services, from upstream to » Leverage knowledge distribution, ||+ Seek balance between higher - Bolsterissue resolution
business process outsourcing, will IT architect development and added value and expanded capabilities by increasing number
benefit under full value chain redeployment structure business scale, with greater consultants to create 700-person
status » Promote process redevelopment accumulation and utilization of structure and by standardizing
= Enrich pure services*3, focusing using Al x automation intellectual property basic consulting skills
on four social issues*2 = Accelerate intellectual property = Secure and develop top talent
creation through internal use of and establish structure for
information on points of client flexible redeployment of human
contact resources

*1 Adjusted operating income margin: Calculated by adding goodwill amortization cost back to operating income.
*2 Financial inclusion, urban i decline, low-ca» ization, and health concems. These issues were determined by backcasting from what the world might be fike in 2050 and

© 2025 TIS Inc. selected on the basis of TIS INTEC Group's ability to contribute to issue resolution. ] 27
*3 Type of services essentially offered under uniform specifications applicable to all clients.

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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Activities under Medium-Term Management Plan (Topics): ‘;' TIS
Payment Business - Service Strategies W7 o icc oo

®  Despite revisions to strategies for further growth amid continued expansion in the cashless market, targets remain
unchanged.
®  Steady progress on initiatives to create new value by responding flexibly to diversifying payment needs.

<Buisiness Sirafegies>. Payment Business: Business Scale (Sales)

Value Creation in Settlement and Affinity Fields [Billions of yen] 50+ «
Creating New Value Toward
Next-Generation Payments

Aggressive investment

Embedded Finance

- . 5 e 5 [Including light needs]
Utilize asset portfolio to meet diversifying new settlement needs and develop business
[Strengthen processing]

39
36
Next-generation
payments = 20%
=S
Nry o > ‘Mobile ckages, =1
Digital accounts (debit, prepaid, wallet, etc) | o5 toning. o /g To digital account clients
) Expand to credit

Fiscal 2024  Fiscal 2025  Fiscal 2026  Fiscal 2027

Key Initiatives

® Strengthening the development structure in anticipation of large-scale S| projects proceeding in
parallel.

® Strengthening investment in payment services for functional enhancement and stable operation,
against the backdrop of continued expansion in cashless transactions.

® Steady progress in collaboration with business partners, including DX support for accounting
operations at SMEs and the launch of stablecoin-related services.

Business scale target:
¥50 billion+

© 2025 TIS Inc. m 28

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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Activities under Medium-Term Management Plan (Topics): ‘L’ TIS
Modernization ’

TIS INTEC Group

®  Steadily capturing solid demand for modernization and focusing on the stable execution of acquired projects.

\
@ Promoting proposal activities to further expand project acquisitions and accelerate business growth through g e n I 0 n
organizational reinforcement and differentiation strategies. I Magernizaton sarves

<The Role of Modernization at TIS> Desired business scale*

Legacy assets

_ <€—— Modernization Areas According to TIS —_

Cumulative sales
over three years

¥20 billion

Building partnerships that
develop into ongoing
business relationships

SPB
An endeavor to wark with the
industry’s top clients to consider and
advance business strategies that will

orm the core of their operations.

Eliminating
technological liabilities

System Optimization

¥48 ¥40
billion

Key Initiatives

* Sales related to modernization services using our Xenlon service

® Steadily acquiring projects through group-wide initiatives.

® Expanding proposal opportunities in peripheral domains, starting with modernization. Fiscal 2025 to Present: Results and Ongoing Projects
® Strengthening resources to better address market needs. Manufacturing and retailing  Social infrastructure  Financial institutions
® Continuously enhancing added value, including the launch of an automated specification ‘563 é Fall
generation service using generative Al 2
companies,
© 2025 TIS Inc. H 29

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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Activities under Medium-Term Management Plan (Topics): ‘;' TIS
Technology Strategies — Using Generative Al - ’

TIS INTEC Group

® Enhancing value for clients and society by delivering higher added value through collaboration between people and Al.

®  Shifting from partial adoption of generative Al in existing processes toward system development processes that fully
leverage generative Al.

Project Slogan

Al-Centered Development

Development

Risk
processy Management
transformation, ransformation
of People,
S A Organization, < -
Optimizing system development Endlcule Ensuring safe and responsible Al

processes by leveraging generative utilization with robust governance

Al technology Driving comprehensive transformation beyond ® Managing risks related to information
® Applying generative Al to all phases of technology implementation security, intellectual property, and ethics
system development ® Establishing rules and contracts for both

® Fostering habitual use of generative Al and embedding new

technical and operational aspects, in
processes

accordance with domestic and international

AR A e 2 ® Encouraging a mindset shift toward value creation in regulations and social expectations
® Shifting from individual use to strategic, collaboration with/Al

organization- and team-based utilization of : . o ® Building a robust and responsible Al risk
generative Al ® Promoting the development of multiskilled talent required in management framework
the generative Al era

® Expanding generative Al utilization into the
project management domain

Achieve a 50% improvement in development productivi
*TIS

t projects to which the new

© 2025 TIS Inc. m 30

Page 30 is the technology strategy.

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

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

Al-centered development is the concept of redesigning the development process itself based on the premise
of generative Al, rather than working on a portion of generative Al. 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 Al. 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 Al as a technology that will fundamentally change the way we work and develop, and
| intend to promote it thoroughly.
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Background and Objectives of the Merger ‘?’ TS

TIS INTEC Group

Unite management capital and strongly drive accelerated growth to realize “Group Vision 2032"

» Through the management integration following the establishment of IT Holdings Corporation in April 2008 and the transition to an operating holding
company structure in July 2016, TIS and INTEC, as the Group’s core companies, have worked to enhance value provided to clients and improve
corporate value through the creation of synergies.

Meanwhile, in light of changes in the t envir t surr ding the Group, the early and steady realization of our long-term
management policy, “Group Vision 2032,” has become increasingly important. To achieve this, we determined that it is essential to merge TIS and
INTEC and establish a stronger t and busi fi dation than ever before.

Through this merger, we will further enhance value creation and exchange with clients and society, while vigorously pr ting the optimal allocati
of management capital — centered on strategic investments in technology and cutting-edge talent — to further str hen the value provided by our
core operational hubs and achieve greater corporate value.

TS —— g INTEC

July 1, 2026 (scheduled)

& TISI Inc.

TIS INTEC 2

Group Yasushi Ok , Pr and Repr ive Director

(H ters fi ions: scheduled to be i lled in Tokyo, Toyama, Nagoya, and Osaka)

The new name embodies our aspiration to honor the history of both companies while refining our core competencies in system and service
gration. By p ing technology and i ion, we aim to become an even more indispensable presence that drives social transformation.

© 2025 TIS Inc. m 32

| 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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Aim of the Merger @IS

TIS INTEC Group

By becoming One Company, accelerate organizational and business integration.
Advance to a new stage of growth through agile allocation of management capital.

~ Profitability

 valuable sales and
drive business structure
transformation

One Company
¢ TIS!

TIS INTEC Group

© 2025 TIS Inc. m 34

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 | 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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Overview of the New Company, TISI Inc. ‘?’ TIS

TIS INTEC Group

'Note: Fiscal 2025 Simple Aggregate Basis of TIS and INTEC

A Net Sales 383.92 billion yen Gross Profit Margin 25.8%
"' T I S I Operating Income 46.271 billion yen Operating Margin 12.1%
TIS INTEC Group
Number of Employees 9,497 persons
[Business Portfolio] [Sales by Operating Activity] [Sales by Client Sector]
(Strategic domain ratio)
Product/ Others 2.6%
software sales Public instituti S
10.2% A R Credit card
o 23.9% Banking 6.1%

43.7% O Insurance 3.6%

C|Olrld servn;s devel t Service /
SIS 0.1% 31.5% “;70;;“ 31.4% % Other finance 3.1%
ccB O.Z%x 1;?:% Assembly-based
Distribution ——— —

manufacturing 6.1%

6.1% Processing-based

Main IT Services * manufacturing 8.1%

Supporting promotion of overall banking business DX (optimizati C 1o the business of

) a » Contributing to stable insurance
Supporting safe and secure Promoting cashless business through use of digital data  greater efficiency) in business-to-business  new electric power companies in the system platform creation
daily credit card settlement settlement in Japan generated from client contact points transactions wake of electricity deregulation = Feder‘ation of National Health
Credit cards Branded debit cards fcube EDI EneLink Insurance Assodiations
Core system development Related service provision/ Implementation SaaS market 50 systems deployed at 30 companies 1. ooy iy system implementation/
results system development results operation/maintenance
Domestic market share Domestic market share 53 of 97 banks Market share New electric power businesses 11 of 47
About50% Above 80% {regional banks) About20% 10 of 30 leading PPSs refectures
{On annual transaction volume P
basis for ciients served)
* Source: Integrated Report 2025
© 2025 TIS Inc.

Hm 35

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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Strengths of the New Company, TISI Inc. 1?’ TIS

TIS INTEC Group

- Previous TIS&INTEC -
Leveraged business transfers to maximize strengths in each company’s area of expertise

Dominant share in Extensive network covering
finance and payments ) 5 all of Japan

Supporting growth
strategies of over
3,000 clients

Comprehensive network
and system integration
capabilities

Leveraging 200+ service offerings Industry-specific solutions and

for strong proposal and problem- A T I S I strong on-site capabilities
solving capabilities "' through locally rooted talent

TIS INTEC Group

Areas jointly developed by both companies Areas independently developed by each
(defense and deepening) X X company (growth and expansion)
Maintain existing revenue and expand LTV Create new growth drivers

Position Al at the core of corporate transformation and foster a culture of innovation where all employees create new value.

Profit growth through ‘ Establish technological l Strengthen competitiveness
© 2025 TIS Inc. productivity improvement superiority

This section describes the strengths of the new company.

over the medium to long term m 36

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 | mentioned earlier, we will place Al 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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TIS INTEC Group

Synergies Created by the New Company, TISI Inc. ‘i’ TIS

By becoming One Company, accelerate organizational and business integration.
Advance to a new stage of growth through agile allocation of management capital.

1) Create Growth Opportunities 2) Enhance Profitability
+ Deepen client engagement + Pursuit of valuable sales
- Enhance capabilities to handle wide-area and large-scale projects - Enhance client issue-driven and proposal-based busi del

. - Aggregate and share knowledge to drive productization
+ Promote cross-selling ggreg g p

- Generate new business opportunities by combining « Optimize business structure

the solutions and.dlient iases o2 both companis - Strengthen collaboration between regions and projects to

optimize resource allocation and productivity

3) Strengthen Competitiveness

- Promote integration and use of intellectual assets

- Promote cross-sectional use of intellectual assets ac lated by both panies, and strengthen business promotion
capabilities and organizational strength

- Optimize operations and systems to maximize value provided to clients through operational excellence

- Strengthen R&D capabilities

- Accelerate the transition from tech gy develop t to busi application through integration of R&D resources,
and expand initiatives to promote industry-government-academia collaboration and new business creation.

© 2025 TS Inc. m 37

Page 37 describes the synergies the new company will generate.

As | 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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Vision for the New Company, TISI Inc.

¢ TIs

TIS INTEC Group

Become the best partner, further Realize a sustainable future and Become an even more indispensable
relied on by strategic clients greater happiness for more people presence in driving social change

By vigorously promoting one-stop services and vertical Based on the characteristics of each region, country, and We aim to maximize the value we provide by integrating

integration, we aim to further deepen partnerships with enterprise, we will more effectively, efficiently, and rapidly management capital—including human resources, research,

strategic clients in the financial and industrial sectors by deploy digital solutions—starting from leading examples and M&A—toward addressing the four key social issues our

providing even more seamless, full value chain services than and best practices in Japan's major cities and large Group seeks to solve through its business: financial

ever before. enterprises—to regional areas across the country and inclusion, overconcentration in cities and regional decline,
eventually to global markets. decarbonization, and health challenges. We will strengthen

co-creation with clients and partners while also enhancing
our own service offerings.

Fiscal 2033 (Non-consolidated) Fiscal 2033 (Non-consolidated)
Sales ¥600 billion Operating Income/Margin ¥90 billion/15%
' 12.1% _---—--1"
S e e
- ' 462
(Assumed CAGR: 6 (Assumed CAGR: 8%
(CAGR: Approx. 4%) (CAGR: Approx. 8%)
Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal
2024 2025 2026 2027 2033 2024 2025 2026 2027 2033
Before merger: TIS + INTEC After merger: TISI Before merger: TIS + INTEC After merger: TISI
© 2025 TIS Inc. m 38

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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Expected Synergies from the New Company, TISI Inc.

¢ TIS

TIS INTEC Group

Build a stronger management and business foundation than ever before by expanding the scale of the standalone company as the core of
the TIS INTEC Group, and by enhancing agility in capital allocation and decision-making through management integration.

On this strengthened foundation, we will enhance value co-creation with clients and society, while further improving corporate value
through medium- to long-term synergies—optimizing the allocation of management capital focused on strategic investments in

technology and cutting-edge talent, and enhancing the value delivered from our key locations.

Expected Synergy Effects for TISI Inc. (Fiscal 2033, Single Year Basis)

Business Synergies Cost synergies
Sales over ¥60 billion Operating income effect
T over ¥3 billion
& D
Lo~ RESES
Fiscal 2027 Fiscal 2033 Fiscal 2027 Fiscal 2033
[Net Sales] [SG&A]
» Create growth opportunities by deepening client » Group-wide lidation and integ of
engagement and promoting cross-selling back-office operations
» Enhance profitability by shifting to high-value- - Office optimization and internal system
added business areas standardization
- S h petiti hrough integration » Optimization of indirect costs
and utilization of intell | assets and 1
R&D capabilities Etc. Etc.

Note: Merger-related expenses are expected to total about ¥20-30 billion in fiscal 2026-fiscal 2027
© 2025 TIS Inc.

Strengthen strategic investment

Up ¥12 billion

<
.

P

»

Fiscal 2027 Fiscal 2033
[Cost and SG&A]

+ Accel il in ion to

p
strengthen human capital over the medium to
long term

+ Increase R&D investment in advanced

technologies and new busii

Etc.

Here |1 would like to explain quantitatively the effects of the synergies we are envisioning.

H 39

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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Organizational Structure of the New Company, TISI Inc. 1?’ TIS

TIS INTEC Growp

We have been promoting the TIS INTEC Group Philosophy, “OUR PHILOSOPHY,” as a shared value.
Building on this foundation, we will pursue integration aimed at maximizing the medium- to long-term effects of
the merger to achieve sustainable growth and enhance corporate value.

We aim to complete all integrations by the start of the next medium-term management plan.

July 1, 2026 Merger and Trade Name Change

< Human
Business
S Resources
Organization m“‘

Business Organization

Immediately after the merger, the two companies’ organizations will temporarily coexist, with full
integration scheduled for April 2027 in line with the launch of the next medium-term management plan.
From July 2026, we \mll begin full-scale co-creation m each business domain to generate synergies and

P our | structure, bli of problem-solving capabilities
through the integration of knowledge and expertise across industries, clients, functions, and regions.
Technology Strategy Organization Integration Coexistence Coexistence
At the time of (he merger m July 2026, the two panies will bi thew gths to integ = e
y and b and update their technology gies to imize value creation Integration ﬁ;’Mm.:zmg
and corporate value, driving the development of future core businesses. Metnet v
Head Office Organization WV

April 1, 2027 Start of the Next Medium-

At the time of the merger in July 2026, we will integrate both head office organizations and promote Fiscal 2028
unified operations to further ad Group g We will also strengthen our EEEIE R &
quality control fr k through lidation, aiming for a higher level of quality management.

In addition, we are promotmg ahead of the merger, the :onsolldatlon of back-office functions into : 2
Group shared-service building on our i 3 Integration Integration

- after Integration Completion

Immediately after the merger, both panies will maintain their existing human resources systems,
with the new company’s human resources system to be implemented from April 2027.

© 2025 TIS Inc. m 40

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, | 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.
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Seeking Further Improvement in Corporate Value 4?’ TIS

TIS INTEC Group

March 2023

IT Holdings Corporation (ITHD) established Transition to TIS INTEC Group, with an Turned Nihon ICS Co,, Ltd,
ool wsagement Bsgraticn operating holding company into consolidated subsidiay.,  T'5 nd INTEC vill merge to form Tisi Inc
December 2009 April 2011 March 2015 October 2020 Apeil 2024
SORUN Corporation ITHD orchestrated three- ITHD tumed AGREX Inc. MFEC Public Company Limited e B i S
joined ITHD Group .  company merger involving into 100% consclidated (Thailand) brought under Pttt il A (2024-2026),
TIS, SORUN and UFIT Co,, Ltd,  sybsidiary. consolidation. ¥ 0 - aroup
L with TIS 35 surviving company. | VISION
o ® 0]
2032

54 Toyama Computer Center, Inc. {now, INTEC) established.
il 1971 Toyo Information Systems, Co., Ltd. {now, TiS) established

‘umed Komatsu Soft Ltd. (now, QUALICA Inc) into subsidiary.

02 Turned AGREX Inc. into subsidiary.

umed UFIT Co, Ltd. into subsidiary.

105 Tumed Asahi Kasei Information Systems Co., Ltd. (now, AJS Inc)
into subsidiary.

10.8%
S 4620 b-lhon
7.4% G 0%
¥405.6
4.8% r‘ I Over¥3.5 mllhon
¥3383 l
billion 3217. . illion

Seeking sustainable growth with added value, apply results
achieved to date as springboard to implement
differentiation and concentration strategies aimed at u
|
—((~ L

Over 16'

15.3%

securing clear superiority
N N N N BN N OB e B e

Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal  Fiscal Fiscal ; Fiscal
2009 2012 2015 2018 2021 2024 2025 2027 2033

© 2025 TIS Inc.

The last part of my explanation is on page 41.

m 41

Once again, | 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 | 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. | 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
guestion-and-answer session.

Okay, first, Mr. Tanaka, Goldman Sachs Securities, would you like to ask a question?
Tanaka [M]: Thank you for your help. | am Tanaka from Goldman. Can you hear me?
Kawamura [M]: Yes, | can. Thank you.

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

First of all, | have no complaints about the performance itself, but | am concerned about the trend of orders.
| would like to focus on the software development part. In a manner of speaking, looking at each of these
segments, | 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]: | 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 | 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 SlI-type business that | 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, | think we got a pretty good Q1 for modernization-related projects,
too. | think there were various larger pipelines and so on, but | 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, | would like to ask about the integration with INTEC. You
have shown a variety of figures, but | 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, | 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 | look at the CAGR figures, | can't
help but think that the growth is about the market average. | can't help but wonder if there are too many
synergies and if this is about the same level, but | was wondering if you could comment on the medium-term
growth rate in this area as well.

Okamoto [A]: To answer the first question, | 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. | 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 | 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, | would like to ask you about two points: trends in SG&A expenses and
then the Al 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.

| would like to ask for the details of other expenses, et cetera. First, SG&A expenses are decreasing, and |
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, | 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]: | 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? | 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 | do not think this is a factor that is of much concern.

Ueno [Q]: Okay. Then there was the Al part earlier. It was page 30, | 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, | 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 Al 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 Al. We are trying to get the numbers right this time as
we move forward with standardization, so | am sorry about the detailed numbers, but we do not have them
at this time.

Ueno [M]: | 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. | would like to ask you two questions.

First of all, | 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 | have the impression that they will be low.

In a manner of speaking, | 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. | 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 | 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, | 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, | think you have made a good presentation
on how to improve the efficiency of development related to Al. | was given a figure of more than 50% applied.
| 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. | think it is because of the planned investments, et
cetera, but | 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, | 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. | think the software development section was inflated. | don't know which
page it was. | would like to ask what is in this. Is there a credit Saa$, 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 Sl-type projects for existing customers. The
total amount is approximately more than JPY2 billion, so the existing Sl 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, | think it is the usual
pattern for your company, but | 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? | 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, | would be very
interested in hearing about them. After all, it is a financial segment.

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

Sato [Q]: Okay. You are lowering profits here. But now, | think you explained that the upfront investment is
coming in first, so that explains it all. Am | 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]: | am Kikuchi. Thank you very much. There are two items.

First, | have a pretty good understanding of what you have been explaining so far, but | would like to confirm
some of the revisions you have made to your plan for this fiscal year. | 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, | 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? | 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 | 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, | 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, | really want to ask you about the integration with INTEC, which is something you
will be concerned about for a long time. | would like to ask you about it after it is a little more settled.

| believe that your original policy for the next fiscal year was to increase the offering by increasing its value.
Not so far, and | mean a slight increase in investment this quarter, but | 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 | 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. | think it really needs to be firmly organized once and for all.

With JPY2 billion to JPY3 billion, | feel that the office and systems would end up being halfway integrated, and
| think it would be better to spend more money and make it more of a single company. | 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? | would be interested to know about the offerings and integration
regarding the next fiscal year.

Kawamura [A]: | 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.
| 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.
| would like to do it, but | 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 | will take the last question.
Mr. Hori of Mizuho Securities, | would like to take your question.

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

On page 28, you talked about the payments business as a whole, the credit SaaS, and | 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, | believe that platform-type businesses will be absolutely necessary. If
possible, | 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]: | would like to talk a little about something from the past. As | 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 | 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, | 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.
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