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I am Yo Honma, the Representative Director, President and CEO.

Thank you for taking time out of your busy schedules to participate today.

I will explain the overview of the financial results for the second quarter of the 

fiscal year ending March 31, 2019.
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Let me explain the overview of the financial results for the second quarter.

To summarize the overall results, due mainly to the continuously robust domestic 

business and the expanded scale of EMEA & LATAM business, all of the items in 

this slide show a year-on-year increase, which means that we are making good 

progress against the full-year forecast.

New orders received shows a year-on-year increase due to receiving more orders 

for projects in the Financial and EMEA & LATAM Segments, even though there 

was a decrease due mainly to less orders such as for large-scale projects 

compared to the previous fiscal year in the Public & Social Infrastructure Segment. 

Especially, business in the EMEA & LATAM Segment remained robust because 

the number of new orders it received grew significantly in the second quarter.

Net sales shows a further year-on-year increase due to the domestic business 

mainly in the Enterprise & Solutions Segment that remained strong and the organic 

growth in the EMEA & LATAM Segment.

Operating income also shows a year-on-year increase due mainly to sales growth, 

despite some impacts from unprofitable projects.
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From this section, I will explain the changes in each item.

New orders received in the Public & Social Infrastructure Segment were in line 

with our forecast at the beginning of the fiscal year, though it shows a significant 

decrease from the previous fiscal year, which is due mainly to less orders such as 

for large-scale projects compared to the previous fiscal year.

The Financial Segment remained robust because the segment continued to win 

projects from banks steadily.

In the Enterprise & Solutions Segment, business for the manufacturing industry 

grew steadily due mainly to the impacts from the expanded scope of the 

consolidation of NTT DATA MHI Systems Corporation, which was founded in 

October 2017.

New orders received in the North America Segment decreased from the previous 

fiscal year. We think that the effects of innovation investments and enhancing 

sales/marketing capabilities have appeared as the segment received orders for 

large-scale projects for healthcare services and other projects from new clients, 

and pipelines continued to improve. We will aim to increase new orders received 

by winning contracts for projects in the pipelines without fail.

The EMEA & LATAM Segment won more contracts, especially in Europe, as 

three major companies remain robust.
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Let’s turn now to net sales.

The Public & Social Infrastructure Segment saw an increase in net sales and 

remained robust due to an expansion of the scale of services provided to 

government ministries and the telecom industry.

The Financial Segment was robust, too, because it remained on a par with the 

previous fiscal year due mainly to less sales compared to the previous fiscal year 

such as for projects for banks despite an increase mainly in businesses for 

cooperative financial institutions.

For the Enterprise & Solutions Segment, sales from a wide range of clients in the 

manufacturing and retail and logistics industries increased steadily in addition to 

impacts of the expanded scope of consolidation as with the case of new orders 

received.

The North America Segment saw a decrease in net sales due mainly to the 

decline in new orders received last fiscal year, which was pretty much as expected. 

We will aim to have net sales bottom out by receiving more new orders as the pace 

of the decrease in the second quarter was slower than the first quarter.

The EMEA & LATAM Segment continued to grow organically and steadily due 

mainly to the increased net sales of everis and other companies in Europe.
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Next, I shall explain operating income.

The Enterprise & Solutions and EMEA & LATAM Segments recorded an increase 

in operating income due to the sales growth. Operating income of the Financial 

Segment remained on a par with the previous fiscal year as with its net sales.

Operating income of the Public & Social Infrastructure Segment was on a par with 

the previous fiscal year due to unprofitable projects despite an increase in profits 

due to the sales growth.

The accumulated amount of loss from unprofitable projects of the whole company 

was 7.4 billion yen, most of which was the additional allowance for unprofitable 

projects of the Public & Social Infrastructure Segment in the previous fiscal year. 

We will continue to make best efforts to prevent recording additional allowance or 

minimize allowance.

The North America Segment saw a decrease in profits due to the reduced net 

sales, but the operating income remained on a par with the previous fiscal year due 

mainly to cost control efforts and the reduced PMI costs. As the segment’s 

operating income is back on the recovery track, we will continue to control costs 

and try to increase profits by growing net sales.
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Next, I will explain the progress of the mid-term management plan.
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I reiterate the objectives of the current mid-term management plan.

Under the slogan “NTT DATA: ASCEND (Rise and grow our global brand),” we 

aim to grow consolidated net sales to more than 2.0 trillion yen and increase 

adjusted operating income by 50% from FY2015 in FY2018.



16

Let me show you the progress so far against the objectives.

Since the establishment of the current mid-term management plan, both net sales 

and operating income have grown steadily.

We will continue to aim to achieve the goals by the end of FY2018, the final fiscal 

year of the mid-term management plan.
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For further growth, it is essential to expand business in large markets and rapidly 

growing markets.

In some large markets in North America and Europe where we have a low market 

share, we will promote M&A activities and strength building and expand business 

scales.
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As a specific example of the “Game-Changing Approach,” I will introduce the 

Zengin System we provide to the Japanese Banks’ Payment Clearing Network.

Since 1973 when the system started operations, we have provided services 

without suspension of transactions and built a relationship of trust with the client.

On October 9, 2018, “More Time System” went live successfully, which enables 

customers of participating financial institutions to transfer or deposit funds on a 

real-time basis anytime 24 hours a day, 365 days a year.

This was a large-scale project for which we utilized our deep understanding of the 

client’s business and represented a case in which we created a new mechanism of 

a society with the client.
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Next, I will show you an example in which we offered new value to a client by 

leveraging advanced technologies.

Ahead of the Tokyo 2020 Olympic and Paralympic Games, more and more 

people will use airports and require guide services for smooth navigation. This is a 

“geomagnetic” navigation service that was introduced by a domestic airport for the 

first time. We have provided the service to Narita Airport since September 20, 

2018.

It was difficult to specify a location indoors precisely with GPS, but the 

geomagnetic system makes it possible.

We provide this service in cooperation with GiPStech, an overseas start-up that 

has an advantage in indoor geomagnetic positioning technologies.

We will aim to expand business by advancing the service further and providing it 

to clients who operate public transport systems and large-scale indoor facilities.
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These are cases of domestic group companies.

Recently, as companies are working on workstyle reform enthusiastically, NTT 

DATA has focused on providing products and solutions that improve the efficiency 

of and automate clients’ business processes.

Among such solutions, “intra-mart,” a solution to improve business processes, 

and “Biz∫,” a cloud-based ERP package, have enjoyed a good reputation and 

gained more than 6,500 corporate users as of the end of September 2018.

In cooperation with more than 200 partners all over Japan, we will make efforts to 

strengthen solutions by utilizing digital technologies such as IoT, RPA, and AI so 

that we can contribute to clients’ further business expansion and creation of 

corporate value.
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This is an example of business in North America.

NTT DATA Services closed a large-scale seven-year Business Process as a 

Service (BPaaS) contract with a healthcare insurance company based in the 

U.S.A.

This is a new client who has provided healthcare insurance services for nearly 50 

years in North America.

We won the contract because the client highly evaluated NTT DATA Services’ 

advantages: extensive achievements in application management services, BPO, 

and infrastructure maintenance management in the healthcare insurance field.
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I will introduce another business case in Europe.

For “ho,” the second brand of Vodafone Italia, we designed and developed the 

business, processes, and mechanisms.

We made it possible to start the service in a period as short as eight months from 

the beginning of the consideration, which was appreciated by the client.

This is one of the examples of digital projects in which we solved the business 

issues of clients by keeping up with the market trends and speed.
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I will move on now to our “Breakthrough Technology.”

First of all, I will introduce our activities concerning “Production Technology 

Innovation.”

The digital era requires us to have a wide variety of expertise. NTT DATA has 

established globally common research centers to promote global centralization and 

utilization of expertise and supports clients in digitalizing business.

In particular, we accelerate global cooperation in building an Agile development 

infrastructure that would enhance the speed of development, design technologies 

to pursue customer experience, blockchain technologies that have been leveraged 

in various fields, and other technologies.
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The next topic is “Cutting-edge Technologies.”

NTT DATA has determined “digital focus areas,” technology fields to support 

clients’ digitalization. We will create clients’ innovations by honing our strengths in 

technology fields such as AI, customer experience, and security and providing the 

most appropriate solutions for the clients.
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I will introduce a case of AI utilization for business process reform.

This is a proof of concept utilizing data of a medical archive solution owned by 

NTT DATA Services, a group company in the U.S.A.

This is a solution of AI-based diagnosis of medical images, which used to be 

visually examined by a radiologist. The experiment proved that the solution could 

provide a comprehensive diagnosis more precisely than the traditional method.

We will aim to improve the solution to deal with different patterns of diseases 

between countries and regions and roll it out globally.
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The following slides show business topics, numerical information, and others. 

Please read them at your convenience.

That concludes my presentation. Thank you for your kind attention.
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