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Presentation 

 

Moderator: Thank you very much for your patience. We will now hold the financial results briefing for Q2 of 
the fiscal year ending March 2025 for TIS Inc. First, I would like to introduce today’s attendees. Yasushi 
Okamoto, President and Representative Director. Masakazu Kawamura, Executive Officer, Division Manager 
of Corporate Planning SBU. 

We will then give a brief overview of today's proceedings. First, Kawamura and Okamoto from our company 
will give an explanation in that order, followed by a Q&A session. This briefing is scheduled to last one hour, 
including Q&A. Please refer to our website for the documents as appropriate. Kawamura will now give an 
overview of our business results for Q2 of the fiscal year ending March 31, 2025, the outlook for the fiscal 
year ending March 31, 2025, and shareholder returns. Thank you. 

Kawamura: My name is Kawamura from TIS. Thank you. I will now explain the details of the financial results 
for Q2 of the fiscal year ending March 31, 2025, which were announced at 3:30 PM today. 

 

Please see page two. Here are the highlights of the current financial results. First, the H1 results for the fiscal 
year ending March 31, 2025, exceeded the plan, with YoY increases in both sales and income. In particular, 
we believe that the fact that we were able to achieve even a small increase in profit compared to the planned 
decrease in profit is a point that can be evaluated highly. The operating margin declined from the same period 
last year, but this was mainly due to the peak-out impact of large projects and was in line with the plan. 



 
 

 

Support 
Japan 050.5212.7790    North America  1.800.674.8375  

Tollfree  0120.966.744 Email Support     support@scriptsasia.com 
3 

 

In addition, both orders received and order backlogs increased steadily compared to the same period last year, 
with order backlogs in particular building up to a record high level. Based on the above three points, we 
believe that we have made a good turnaround toward achieving our full-year plan. Next, with respect to the 
outlook for the fiscal year ending March 31, 2025, there are no revisions to the full-year forecast, as progress 
is generally in line with the plan. 

 

Please see page five. This is a summary of results for H1 of the fiscal year ending March 31, 2025. Despite the 
peak out of large projects, we were able to achieve increases in both sales and income. Net sales increased 
3% YoY to JPY275.5 billion, and operating income increased 0.4% YoY to JPY30.5 billion, with an operating 
margin of 11.1%. 

Interim net income attributable to shareholders of the parent company was JPY20.8 billion, up 2.6% YoY. As 
a major extraordinary gain, the Company recorded a gain on the sale of shares held as policy stock reduction, 
while as a major extraordinary loss, the Company recorded an impairment loss on goodwill and other assets 
of a subsidiary. 
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Page six shows the status of the H1 results compared to the plan. We believe that we were able to exceed our 
plan because we were able to firmly capture IT investment demand from a wide range of customers. Despite 
some challenges, we were able to increase profits in spite of the planned decrease in profits, and we believe 
that we can expect positive developments in the future. 
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Page seven shows changes in operating income by factor. Despite the impact of the peak-out of large-scale 
projects, the Company was able to achieve an increase in operating income through the provision of high-
value-added businesses and the promotion of productivity improvement measures, in addition to the 
increased profits resulting from increased revenues. 

As in the same period of the previous year, the gross profit margin rose only 0.1 percentage points YoY to 
27.5%, due in part to the impact of unprofitable projects. Unprofitable projects in H1 were slightly down from 
the same period last year, totaling approximately JPY1.3 billion. As for Q2, unprofitable projects totaled 
JPY700 million, including JPY500 million in offering services and JPY200 million in industrial IT. 

We are very sorry that this result exceeded our full-year forecast of JPY1 billion, but we will once again focus 
on preventing unprofitable projects throughout the Group by strengthening our quality control system, 
tightening operational rules, and taking other measures to improve quality more thoroughly. 
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Please refer to page eight. Here is a breakdown of sales by client industry. As in the past, the overall trend 
remained strong, except for cards and public, which were negatively impacted by the peak-out effect of large 
projects. Among them, banks and assembly-line manufacturing services led the overall market. 
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Page nine shows the situation by major segment. We believe that offering services grew more strongly than 
expected. Both sales and income increased due to solid IT investment demand in the enterprise, infrastructure, 
and settlement areas, as well as the contribution of Japan ICS to our results. Overseas business also 
contributed. 

BPM posted a decrease in revenue due to continued struggles in some existing BPO operations, but increased 
income thanks to ongoing cost control measures. In financial IT, revenues and earnings declined due to the 
expected peak-out effects of large projects for credit card-affiliated core customers and public-sector financial 
institutions. Industrial IT posted increases in both revenue and earnings due to expanded IT investments in a 
wide range of industries, including services, manufacturing, and distribution, despite a reactionary decline in 
large manufacturing-related development projects. In regional IT solutions, both sales and profits declined 
due to a reactionary drop in medical sales projects and the recording of one-time expenses in Q2. 
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The next page, page 10, shows the ratio of the H1 results to the plan. This section describes the segments that 
have increased or decreased significantly from the plan. Both sales and profits of offering services exceeded 
the plan due to strong performance of Japan ICS as well as better-than-expected demand for enterprise and 
infrastructure systems. In regional IT solutions, while sales exceeded the plan, profits fell short of the plan due 
to one-time expenses and the impact of unprofitable projects. 
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Page 11 to page 12 will show the results for the first three months of Q2. 
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Next on page 13 is an explanation of the order situation. First, overall orders received increased 3.3% YoY to 
JPY281.2 billion, driven by offering services. In terms of development orders, industrial IT led the way. 

The increase in regional IT was also related to orders received in Q2 for projects related to the standardization 
of municipal information systems. The decrease in financial IT was mainly due to the peak-out of large projects, 
which was generally in line with our expectations. 
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Page 14 shows the status of order backlogs at the end of the fiscal year. The overall order backlog also 
increased YoY to a record high. The decrease in Industrial IT was due to the absence of certain sales projects. 
In addition, regional IT solutions accumulated solidly, especially in development. For other segments, there is 
no change from the trend in orders received. 
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Page 15 shows orders received for the three months of Q2. 
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I would like to continue by explaining our full-year forecast for the fiscal year ending March 31, 2025. First, on 
page 17, we explain our perception of the business environment. We remain of the view that the long-term 
expansionary trend in IT investment will continue. We expect the business environment to remain favorable, 
although changes in the environment will require close monitoring. 
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Please refer to page 18. This is the full-year forecast for the fiscal year ending March 31, 2025. Since the H1 
results are generally in line with the full-year plan, there is no change from the initial plan at this time. 

We plan a 1.1% increase in net sales to JPY555 billion and a 3% increase in operating income to JPY66.5 billion, 
both up from the previous year. We will continue to win projects, accumulate orders, and strongly promote 
quality control throughout the Group to further ensure the achievement of the plan. As for unprofitable 
projects, we have set a new target of JPY500 million for H2 and JPY1.83 billion for the full year, based on the 
situation in H1. 
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Page 20 is a description of the forecast by segment. Although progress toward the full-year plan by segment 
has varied, we have left the overall forecast unchanged, and therefore, we have also left the forecast by 
segment unchanged. Offering services are expected to continue to perform well in H2, as in H1. 

On the other hand, the full-year plan for regional IT solutions presents a high hurdle. However, we will do our 
utmost to achieve the plan without giving up, taking the fact that we were able to firmly control unprofitable 
projects that had been occurring in the past in Q2 and the receipt of orders related to local governments as a 
tailwind. 
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As the last part of my explanation, I would like to explain about shareholder returns. Please see page 22. There 
is no change from the shareholder return planned at the beginning of the fiscal year, and the interim dividend 
per share is JPY34, up JPY17 from the previous fiscal year. In addition, the Company has already repurchased 
approximately JPY6.5 billion of its own shares during May and June. 

We will continue to return profits to shareholders in line with business growth, while maintaining a balance 
between promoting investment in growth and ensuring financial soundness, based on our basic policy on 
shareholder returns. This concludes my explanation. 

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

Okamoto: My name is Okamoto. Once again, thank you very much for attending our financial results 
presentation today. I would like to explain the progress of our mid-term management plan. 
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On page 24, we have restated the basic policies and key management indicators of our medium-term 
management plan announced in May. As I explained in May, our basic policy for the past three years has been 
to explore the frontier, aiming for sustainable growth with added value. Furthermore, we would like to 
reiterate that we are eagerly awaiting the transformation of society and our customers. 

From the next page, we will cover several topics regarding the medium-term management plan that I just 
mentioned. We would like to introduce the progress of those projects. 
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Page 25. This is the payment business. Against the backdrop of the growing trend toward cashless payments, 
and in the face of constantly changing market needs, the Group aims to expand its business based on two 
major concepts: next-generation payments, which can be described as the evolution of payments, and new 
value creation. In the credit business, we signed a capital and business alliance agreement with Nudge in May 
of this year, and have launched a light version of credit SaaS, which is now well underway. 

Currently, we have a pipeline of more than 10 companies at any given time, and we are continuously 
promoting sales activities. This is a traditional credit SaaS solution, and as we've mentioned before, it 
represents a significant investment for our customers. Therefore, it will take some time to see visible progress. 
We will continue our steady efforts, but at the same time, we are actively promoting a lighter version that 
allows for quicker implementation. Our goal is to revitalize the overall payment business as a whole. 

On the other hand, digital accounts are also gaining momentum in the B to B area of corporate transactions 
and the B to E area with the lifting of the ban on digital salaries. Our group is also promoting a variety of 
initiatives to meet the needs of our customers. 

We will not focus on only one of these areas, but rather will leverage our comprehensive strengths to 
aggressively promote the development of a wide range of areas in order to achieve evolution and growth that 
will bring about change in society. 
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Continued on page 26. This is the modernization business in the market strategy. Modernization of legacy 
systems has gained momentum over the past few years. The Group is actively working on this project, 
positioning it as an engine for future growth. 

Our true aim is to gain the trust of our customers through support for modernization, thereby deepening our 
business relationships. We aim to expand our strategic domain known as the strategic partnership business, 
or SPB. In order to achieve this, we would like to promote the business so that the cumulative total of the 
business over the next three years will be JPY20 billion. 

In April of this year, we established a specialized organization to focus our efforts on the financial sector, 
whereas we have been dealing with industrial sectors. Additionally, we have a tool called Xenlon, which 
features our unique rewriting technology. 

I expect that we can make steady progress by fully demonstrating our strengths, including this area. For more 
details on the modernization business and Xenlon, we are planning to hold a business briefing on the evening 
of December 3 and explain the details again. We will send you an official invitation to the event at a later date 
and hope you will join us. 
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Continuing on page 27, I would like to explain the BPM segment, and the transformation of this segment. In 
the BPM segment, we intend to grow the BPM business as a new strength, not as an extension of our existing 
business, but through structural reforms based on a policy of frontier development. 

In the BPM business, we will strengthen cooperation among segments and establish high value-added 
businesses by promoting a full value chain from consulting to services and then BPO, as well as co-creation 
businesses with customers. 

Our target is the financial industry, which has a strong customer base, and we plan to leverage this strength 
to promote initiatives in this area. In addition, we will naturally promote the optimization of our cost structure 
and aim to transform our corporate structure into a muscular one by making up-front investments for re-
growth and streamlining indirect operations. 
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Next, I would like to discuss the use of generative AI. We are promoting a wide range of applications of 
generated AI, both in terms of high value-added business for our customers and productivity improvement 
through the use of AI in our internal operations. We will continue to promote efforts to create high value-
added businesses, although we have yet to achieve full-scale results. 
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On page 29 we have management upgrading. We will explain the progress of our initiatives in line with the 
materiality theme. As we promote sustainability management, we believe that ESG initiatives, which form the 
foundation for sustainable value creation, are extremely important. 

We will continue to make steady progress, one by one, from a long-term perspective, aiming to both 
sustainably increase corporate value and contribute to a sustainable society. Of the four materiality themes, 
I would like to explain individually about human resources, which relates to the first, and quality, which relates 
to the third. 
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This page is about the human resource strategy. As we have always mentioned, human resources are the 
most important management capital for our group, and we believe that we need to actively implement 
measures to improve the quality of our human resources. 

As part of this effort, we plan to invest more than JPY10 billion in human resources in this mid-term plan, and 
we are preparing our own human capital scenario to enhance the effectiveness of the value-added 
improvement cycle so that the results of this investment can be clearly shown in figures. 

We aim to achieve over JPY3.5 million in operating profit per person by strengthening our core personnel, 
such as project managers, and expanding our cutting-edge talent to drive frontier development. We plan to 
implement measures based on these themes organized into three levels in this scenario. 
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Continuing on page 31, we discuss quality productivity improvement initiatives. As in the previous fiscal year, 
unprofitable projects have already exceeded the full-year target of JPY1 billion in the current fiscal year. We 
strongly recognize that this is a very unfortunate situation. 

To reduce unprofitable projects, we must correctly assess the risks involved in the project. We will also 
establish these countermeasures in advance. It is important to take thorough measures to improve quality, 
and the business divisions and the head office organization have been working together to promote quality 
improvement initiatives. 

We are working on building a structure as a group and expanding it to our affiliated companies. By 
continuously providing guidance and support to these companies, we believe we can lead to early detection 
and suppression of issues. We must continue these efforts without interruption, as they need to be further 
advanced over time. 

From this perspective, in H2 of the fiscal year, we plan to enhance human resource development focused on 
improving quality management skills, as well as strengthen monitoring and reinforce operational rules from 
a management and control standpoint. We will increase the deployment of experts to each group company 
to raise the quality of risk assessment and countermeasures. We are currently implementing this. 

When we think about promoting and facilitating the challenge of new things, we must reduce the number of 
unprofitable projects to zero. While we cannot make any guarantees, we believe that through these initiatives, 
we can achieve our target of keeping costs within JPY1 billion annually next fiscal year. We are committed to 
making every effort necessary to ensure this goal is met. 
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Page 32 is our brand strategy. Under the brand message of fulfilling societal wishes through IT, we have been 
implementing initiatives aimed at becoming a well-known entity. Thanks to your support, we have reached 
70% group recognition. 

Compared to the situation before the TV commercials were launched, we believe that we have achieved a 
certain level of success in raising awareness of our company. Starting this August, we have launched a new 
advertising campaign, and our goal from here on is to become a preferred choice. We will continue our efforts 
to enhance our brand value so that we can gain the sympathy of all our stakeholders. 
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Please refer to page 33 for my last part of presentation. We have started our mid-term management plan for 
the next three years, and the first six months have now passed. As explained at the beginning of the term, we 
will be starting the first year of this plan while facing various challenges. In particular, the current fiscal year 
will be significantly affected by the peak-out of large-scale development projects in the financial sector, which 
have been the driving force behind our business growth in recent years. Under these circumstances, we 
planned to reduce profits in H1 of the fiscal year, but I believe that the fact that we managed to increase 
profits is a good result in itself. 

However, there are still many issues to be addressed, including unprofitable projects. Today, we have 
presented our future direction and initiatives for some of these issues, but we will continue to address new 
issues that may arise in the future, one by one, with sincerity, and by carefully and steadily addressing them, 
we will solidify our footing and move forward toward further growth. We will take a firm footing and move 
forward with steps toward further growth. As I mentioned last time, I would like to reiterate that we are 
determined to achieve our lofty goals by doing our utmost, and that we will break through difficult times and 
continue to grow. We have not changed at all in our belief that we have the ability to accomplish this. 

Moving forward, based on the fundamental policy of our new mid-term management plan, which focuses on 
frontier development, each of our employees will take a step forward as pioneers in their respective roles. 
We are committed to strengthening the frontline, transforming our structure, and achieving sustainable 
growth for the Group, as well as further enhancing our corporate value. We hope you will look forward to it. 
This concludes my explanation. Thank you. 

Moderator: Thank you. 
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Question & Answer 

 

Moderator [M]: We will now have time for questions and answers. 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 
progress of the project. To begin, Mr. Tanaka, Morgan Stanley MUFG Securities, would you like to ask a 
question? 

Hideaki Tanaka [Q]: My name is Tanaka from Morgan Stanley MUFG Securities. Can you hear me? Thank you. 
Two simple things: first, what was the details and amount of the one-time cost of the regional IT solutions? 

Company Representative [A]: I will answer. For regional IT solutions, we have incurred one-time costs related 
to projects that have had issues in the past. Since this pertains to a completed project, it will be recorded as 
a one-time expense. I will refrain from giving details, but the amount is approximately JPY500 million in SG&A 
expenses. 

Hideaki Tanaka [Q]: I understand. You can't disclose details about past problematic or unprofitable projects 
that may have resulted in issues or claims, right? I guess I should think of it that way.  

Company Representative [A]: Yes, we have handled this with additional costs for projects that have had issues 
in the past, and that is the end of the process. 

Hideaki Tanaka [Q]: I understand. The second point is on slide 15. The bottom line, software development 
orders for regional IT solutions, is plus 5.4%. I have a candid impression that, despite securing standardization 
projects with local governments, our performance seems relatively weak. How much did it contribute as an 
impact on the amount of money, and also what is happening in areas where there are some materials that 
are depressed, and what is the outlook for the future? 

Company Representative [A]: Thank you. Generally speaking, there was an increase of about JPY3 billion 
related to local governments, but there were some major projects last year. The negative amount of the 
software development is about JPY1.3 billion, but I hope you understand that this is about the same amount 
as the positive amount. 

Regarding the local government projects, the timing of our orders has indeed been pushed back significantly. 
While we haven't secured all contracts yet, the plan to gradually receive and begin work on them remains 
unchanged. We intend to firmly record sales as we move into H2 of the fiscal year. That’s all from me. 

Hideaki Tanaka [M]: Thank you very much. That’s all from me. 

Moderator [M]: Thank you very much. Please continue with your question, Mr. Tanaka, Goldman Sachs 
Securities. 

Chikai Tanaka [Q]: My name is Tanaka from Goldman Sachs. I have two questions. The first point is about 
unprofitable areas, which may be related to the previously mentioned JPY500 million. I'd like to ask specifically 
about the unprofitable aspects first. There are significant projects coming up in offerings, so I would like to 
inquire about the details and the timing for the cutover. 

With regard to the unprofitable project for the regional IT data in Q4 last year, you mentioned that you were 
going to determine whether or not to continue the project. I was wondering if it might have been the JPY500 
million project you mentioned earlier. If you have determined the situation, could you please let us know? 
That is my first question. 
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Company Representative [A]: Thank you. I will explain about unprofitable projects. As I explained, we have 
JPY500 million in offerings and JPY200 million in the industrial sector. Within the offerings, there are about 
two projects totaling approximately JPY200 million. We have encountered issues related to testing transitions 
and quality challenges, and we are implementing measures such as re-planning. Therefore, we believe that 
there will not be a significant impact on our performance moving forward. We are now moving forward with 
the plan to release by the end of this fiscal year. 

Regarding the past unprofitability of regional IT solutions, this has already been completed and the contract 
with the client has been terminated. We have already incorporated all of this into our financial results, so we 
hope you will understand that there will be no impact on our future performance. That’s all from me. 

Chikai Tanaka [Q]: Thank you very much, I just have a follow-up question. First, could you clarify which 
industries the offerings pertain to? Secondly, regarding regional IT, is it correct to understand that you are not 
restarting new projects, including contracts, correct? 

Company Representative [A]: Yes. As for the regional IT, it has already been completed without being 
launched as a new project. As for the offerings, there is a small accumulation of items in each sub-segment, 
including the settlement area. We have taken all measures and will proceed to release them firmly. That’s all 
from me. 

Chikai Tanaka [Q]: Thank you. The second major point, I wanted to ask about that financial IT part. So far, 
things are coming along as planned, but I would like to ask again about the timing of the rebound from the 
large-scale projects. 

It’s anticipated that we will go through a full cycle this fiscal year, likely leading to a recovery next fiscal year. 
However, regarding the current card projects and whether it will reach a bottoming out this fiscal year, how 
has this perspective changed compared to the initial plan? Even if you can cover the situation elsewhere, the 
situation of orders continues to be too weak in the absence of that reactionary decline, so I would like to ask 
you about the general financial order environment as well. 

Company Representative [A]: Okay. As I mentioned at the beginning of this report, the financial IT activities 
were generally in line with the plan, and the impact of the peak out was generally in line with our expectations. 
We also recognize that we have achieved a slight improvement over our original plan. 

Regarding the future outlook, the public sector projects have peaked, so we expect to see year-over-year 
impacts this fiscal year. Additionally, large card projects have also peaked, so we expect year-over-year 
impacts this fiscal year. However, we believe that in H2, it will generally follow the projected line we provided, 
leading to a peak-out. 

We also believe that the card will have an impact on the next fiscal year and beyond, as it is a longer-lasting 
project. Although we currently expect a slight negative figure for the next fiscal year, we do not believe that 
it will be several billion yen as in the current fiscal year, and we intend to make a solid recovery in this area as 
well as others. 

Regarding the environment for orders in the financial IT sector that you pointed out, even excluding the 
impact of the peak out period, orders in H1 were down approximately JPY700 million. Although we have been 
steadily increasing sales and orders from other core credit card and megabank customers, we still believe that 
we do not have enough orders to build up our order situation. The modernization project that Okamoto just 
described has not yet led to any major orders, so we will try to make a comeback by linking such orders in H2 
of the fiscal year. That's all for my explanation. 

Chikai Tanaka [M]: Thank you very much for your detailed explanation. That's all from me. 
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Moderator [M]: Thank you very much. Continuing on, Mr. Kikuchi, SMBC Nikko Securities, would you like to 
ask a question? 

Kikuchi [Q]: I am Kikuchi. Thank you for your time today. There are two questions from me. I think there is a 
bit of overlap with Mr. Tanaka's question, but my understanding of large card deals is that they are no more 
than JPY10 billion or JPY20 billion, but I wonder if they had the effect of boosting annual sales by that amount. 

With the decrease in H1 of the fiscal year, the revenue decline in the credit card business will be about JPY1.5 
billion, which may amount to several billion yen for the full year. I don't think all the increases will disappear, 
but it feels like you are still in the early stages and haven't fully absorbed the rebound effect yet. I'm 
considering that this outlook may continue into the next fiscal year, and it seems likely that next year could 
be even stronger. However, I'm curious about the trajectory. How do you see it declining moving forward? 

That relates to my second point: you are launching various offerings and services to absorb the changes. And 
I think the third year was already looking at that phenomenon as a big jump up, completely absorbing it. It's 
still early, but if there are any concrete results that can be considered achievements, such as specific figures 
you can discuss regarding the absorption of these offerings, especially in light of President Okamoto's mention 
of the light version being launched and sales activities underway, please let us know. That’s all from me. 

Company Representative [A]: Yes. Let me explain the first point. I know this overlaps with my earlier answer 
to Mr. Tanaka, but the scale of sales has declined considerably this fiscal year, and the impact will remain in 
the next fiscal year as well. 

As indicated in our mid-term management plan, we are currently focusing our sales activities to ensure a solid 
recovery in the final year. For the FY2025, we will provide specific details when we announce the mid-term 
plan around May next year. At this point, I believe there will indeed be impacts from the decrease in revenue 
and profit. We are committed to making efforts to minimize those effects as much as possible. The impact 
will remain until the next fiscal year. 

As for business development for recovery, we are not yet in a position to clearly name this customer, but we 
have several large sales projects in the field of modernization, and we would like to work on large projects 
based on such projects. We would like to do some big ones based on those projects. Regarding the offering 
services, we will continue our sales efforts, as that is the only way forward. This includes credit SaaS, and we 
aim to make solid progress in recovering our position in these areas. At this time, we do not have any specific 
customer names or confirmed orders that we can disclose. 

Kikuchi [M]: Thank you very much. That’s all from me. 

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

Sato [Q]: My name is Sato from Jefferies. Just one very simple question, but I wanted to ask how much was 
the ICS portion of Q2 orders and sales in the offering services? I believe this is something that was not included 
last term and is included this term. 

Company Representative [A]: Yes, that's right. I will answer your question in terms of numbers. ICS sales were 
JPY2.7 billion in H1, JPY2.3 billion in Q1 due to the effect of new consolidation, and JPY400 million in H2 due 
to continued strong sales including IT subsidies, etc., for a total sales of JPY2.7 billion. Orders received were 
up JPY1.6 billion in Q1 and Q2 was almost the same as last year, so I hope you can understand that H1 was 
generally affected by these projects. 

Sato [Q]: The JPY1.6 billion you just mentioned, is this only for Q2 or Q1? 
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Company Representative [A]: Yes, please understand that Q1 was plus JPY1.6 billion due to the effect of new 
consolidation in YoY, and Q2 was about the same as last year, for a total plus of JPY1.6 billion. 

Sato [Q]: Is it something like plus JPY1.6 billion in H1? Regarding the JPY47 billion, this is an order, right? Could 
you clarify how much of that is attributed to the ICS portion? 

Company Representative [A]: You mean for the actual amount. 

Sato [Q]: Of this JPY47.2 billion, how much was the impact of ICS? 

Company Representative [A]: Yes, our sales are generally between JPY2 billion and JPY2.5 billion per half year, 
so please understand that the orders we receive are about the same. 

Sato [Q]: So, we can think of it as a total of around JPY1.2 billion to JPY1.3 billion each, correct? 

Company Representative [A]: No, I would like you to think that it is about JPY2 billion for the quarter. 

Sato [M]: JPY2 billion for the quarter. I understand. Thank you. That’s all from me. 

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

 

Tsuruo [Q]: Thank you very much. Now the first question concerns page 19. Although the forecast on page 19 
is unchanged from the beginning of the period, the unprofitability has already exceeded the Company's 
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internal plan. I certainly don't think it's that big of a deal since the overall performance is in line with the 
assumed line plus or minus, but can you tell me a little bit about your thinking right now on this chart? In 
particular, how much of the unprofitable projects for the full year are likely to be this fiscal year after all? I 
would appreciate your comments on that. 

Company Representative [A]: Yes. As for the full-year plan, we are planning to hold down the unprofitability 
to about JPY1.8 billion, JPY500 million more than the original plan for H1, by firmly controlling it in H2, despite 
the disappointing results. 

When looking at the segments YoY, the offerings are indeed in the negative, while broad-area IT shows 
significant positive growth. However, as I mentioned at the beginning, there are currently no particular 
concerns regarding the offerings. We aim to maintain the momentum from H1 into H2 and steadily increase 
order sales, particularly in the payments sector. 

As for regional IT solutions, I repeat, the hurdle is a little high, but we have begun to receive orders, so we will 
work hard to achieve a solid recovery in H2 and achieve our full-year target without giving up. That’s all from 
me. 

Tsuruo [Q]: Just to confirm, the plus JPY3 billion for unprofitable impact would be about plus JPY2.2 billion, 
according to what you just said. Where should I understand it to be covered? Increased revenues? Or is it to 
keep costs down? 

Company Representative [A]: First of all, we are determined to increase revenues, so as you can see from the 
results of H1, we are determined to increase revenues from off-filing services. In the industrial IT field, we 
hope to win back orders for ERP and utilities, which is our forte. 

Tsuruo [Q]: Just one more follow-up. I understand that you are still anticipating unprofitable plans for about 
JPY500 million in H2. Are there any projects that you are interested in right now? Is it safe to assume that the 
direction of convergence is a definite trend, such as a JPY1.3 billion increase in H1 but a decrease to JPY500 
million on the downside? 

Company Representative [A]: Yes. I will answer. I think you can understand why we are raising JPY500 million. 
We have set a goal of keeping the amount within half of the original JPY1 billion. There is no indication that 
we are about to incur a large loss on any major projects or that we are about to become unprofitable, as we 
promised in H1, of course. We will continue to monitor and control the situation by expanding our quality 
control activities to our members and groups. We intend to work firmly in the direction of not letting any loss. 
That’s all from me. 

Tsuruo [Q]: I understand your thoughts. On to the second question. This is my last question. Light version of 
credit SaaS, which means there are JPY5 billion to JPY10 billion to raise. I think it was late last year when you 
announced your involvement in this, so I think it has been about a year. How soon do you think sales will 
actually start to pick up or orders will start to rise? Or what percentage of sales should we expect to actually 
be generated in the next fiscal year? 

Company Representative [A]: Yes. I’d like to discuss the next fiscal year separately and in more detail when 
the time comes. At the very least, we would like to bring our sales situation to a point where we can at least 
make sales in Q3 and Q4, or H2 of the fiscal year. Based on the status of introduction, we would like to make 
a firm plan for the next fiscal year. That’s all from me. 

Tsuruo [Q]: How much sales do you hope to generate this fiscal year? It would be great if you can give a range. 
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Company Representative [A]: It depends on the timing of the order this fiscal year, but if we can get the order 
early enough, we will be able to introduce the system, so I think it would be fine to assume that the order will 
be a few hundred million yen or less. 

Tsuruo [M]: Thank you. That's all the questions I have. 

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

Ueno [Q]: I'm Ueno from Daiwa Securities. very much. In the Q&A session a little while ago, you said that 
measures are being taken to deal with the occurrence of unprofitable operations, etc. You mentioned two-
step checks and sharing of know-how across departments and divisions. 

I've been observing your company for a long time, and I've noticed that one of its strengths or weaknesses is 
that each department operates quite independently, with different business approaches. It seems challenging 
to share know-how across departments. Recently, has there been progress in standardizing platforms or in 
unifying development methods outside your company? Are there any mechanisms in place that encourage 
synergy between departments? 

Company Representative [A]: First, regarding the development process, we have had the Quality Innovation 
Division for some time. Here, we have been able to platform all the information about the development 
process, as well as the causes of various past troubles and unprofitable projects, and we share that 
information in a structured way. 

In addition, the Quality Innovation Division works with the field staff to assess risks from the time of proposal, 
and based on past cases, we are firmly establishing a situation where we can share information such as 
whether it is better to accept an order or not to accept an order. This is the first point. 

Additionally, I would like to mention a technical aspect. We use various technologies across different areas, 
and we have a platform called canal. Our group's engineers are registered on this platform, and when 
technical questions, doubts, or requests for help are posted, thousands of engineers with expertise in various 
fields provide answers, working towards solutions. We have prepared and are actively utilizing this platform, 
so I believe we are effectively generating synergy in that regard. That’s all from me. 

Ueno [Q]: From what I've heard, it seems like the system is well-established and the organizational 
standardization is in place. The unprofitability this time appears to stem from areas outside this structure. For 
example, was there an issue with human-based communication skills during the early stages of engagement 
with customers? Or were there any cost-related issues that arose during the development progress? As for 
this time, what is the reason? 

Company Representative [A]: Yes. In terms of TIS on a stand-alone basis, we have been somewhat 
unprofitable, but we are aware that we are basically responding well based on this platform. 

Ueno [M]: I see. 

Company Representative [A]: We are expanding to the Plus Alpha group, but as I mentioned in H1, we have 
yet to fully penetrate the market. It is a fact that the system has not been fully penetrated by the experts. If 
you could understand that we are working to firmly establish this by assigning members to pick up the pieces 
from this fiscal year. 

Ueno [Q]: So, it seems that while this is working well within TIS itself, as you mentioned, the development 
may extend to partner companies or group companies, and it’s the extension to those areas that hasn't fully 
penetrated yet. Is that correct? 
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Company Representative [A]: If you take it in the sense of a group of companies, not in the sense of 
subcontractors. 

Ueno [Q]: I see, within the Group. Is this in a sense a matter of time? Or, if I may ask, compared to the main 
body’s standards, could it be that the quality of personnel within the Group is somewhat lower, which might 
lead to longer learning times and difficulties in reaching effective conclusions? 

Company Representative [A]: I think one thing is a matter of time. Group companies are also involved in 
system development and SI, and naturally, they have strong technical capabilities and a good understanding 
of the landscape. We need to integrate our quality processes into their operations effectively. This is an 
understandable story, and I feel that we must do this properly, even if it takes time. 

Ueno [Q]: Do you feel or sense that next year will be okay as management? 

Company Representative [A]: I'm not optimistic by any means, but the problems with the project that you 
mentioned this time came up in the process of developing the process, which is a strange thing to say, but the 
process has been going on for a long time. We have not made any strong efforts in this area, but since 2024, 
we have been assigning our experts to this area, and we strongly hope that our efforts will be effective from 
the next fiscal year onward. 

Ueno [Q]: I see. I share the same sentiment as others that, if it weren't for the unprofitability, the situation 
would have been quite positive, which is indeed a missed opportunity. I have high expectations. Thank you. 

Company Representative [A]: We will do our best. 

Moderator [M]: Thank you very much. This will be the last question. Morgan Stanley MUFG Securities, Mr. 
Tanaka, please go ahead. 

Hideaki Tanaka [Q]: Excuse me. This is Tanaka from Morgan Stanley for the second time. On page 25, there 
is the light version of the credit SaaS. I think you mentioned a little bit about SI and other sales. Does the figure 
of JPY50 billion to JPY100 billion refer to SI sales, or is it meant to indicate annual recurring revenue? How 
should we interpret this? 

Company Representative [A]: This is based on a similar concept to credit SaaS. While it is on a smaller scale, 
there is certainly also implementation SI involved, so you can understand it as encompassing both aspects. 

Tanaka [Q]: Understood. So, if you have JPY50 billion to JPY100 billion from SI, what would the best-case 
scenario indicate for the annual recurring revenue? And in a more conservative outlook, how much annual 
revenue can we expect? 

Company Representative [A]: At this point in time, we have not yet expanded that far, so we are thinking a 
little conservatively. We would like to be able to explain to you how much we can make in recurring revenue 
as we receive a few more orders. 

Tanaka [M]: I understand. Thank you. That’s all from me. 

Moderator [M]: Thank you very much. We will now conclude the question-and-answer session. Lastly, 
Okamoto would like to offer his greetings. 

Okamoto [M]: Thank you very much for participating in the TIS Q2 financial results briefing for the fiscal year 
ending March 2025. I would like to express my greatest gratitude. If you have any further questions, please 
continue to contact our IR staff during individual interviews or by phone as in the past. 
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Also, as I informed you earlier, we are planning to hold a business briefing session. It will be on the evening of 
December 3. The theme of the session is the modernization business, which I am very passionate about. The 
responsible organization will provide a detailed explanation, so I hope you will join us for that. We look 
forward to your continued interest in our company. Thank you very much. 

Moderator [M]: With that, we 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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