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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, | 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. | 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.

G TIS
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Highlights

Fiscal 2025 First Two Quarters: Financial Highlights

*Achieved better profit position, exceeding estimates for higher sales
and lower income year on year.

*Operating margin slipped year on year, mainly because number of
large projects fell from peak in corresponding period a year ago, but
remained in line with estimate.

Orders received and order backlog were up year on year with order
backlog building to all-time high.

Fiscal 2025: Performance Forecast

*No revisions to full-year performance forecast since progress
generally in line with expectations.

© 2024 TIS Inc. |

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.
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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.

G TIS
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Fiscal 2025 First Two Quarters: Performance Highlights (YOY change)

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

* Operating margin slipped, mainly due to decline in number of large projects from peak in
corresponding period a year ago, but hovered at expected level nevertheless.

[Mllllons - yen] F":: 't-‘::a?::;t:rs F":-:: :-wsga?::;tsers

Net Sales 267,488 275,558 +8,069 [+3.0%]
Operating Income 30,387 30,509 +121 [+0.4%)]
Operating Margin 11.4% 11.1% -0.3P -

Net Income Attributable to Owners of

the Parent Company 20,307 20,840 +533 [+2.6%]
Met Income to Net Sales Ratio 7.6% 7.6% -0.0P -
- Mon-operating income: ¥1,471 million - Extraordinary income: ¥4,558 million
(YOY change -¥295 million) (YOY change +¥3,424 million)
- Dividend income ¥620 million - Gain on sale of investment securities ¥4,296 million, etc.

Equity in earnings of affiliated companies ¥352 million, etc.
- Extraordinary loss: ¥ 3,770 million

- Non-operating expenses: ¥681 million (YOY change +¥2,207 million)
(YOY change +¥363 million) = Impairment loss ¥2,432 million
2 Interest expenses ¥215 million, etc. Loss on valuation of shares in subsidiaries ¥861million, etc.

*Bringing a company under scope of consolidation in previous fiscal year led to impact of ¥2.7 billion on net sales and ¥210 million on operating income
(after goodwill amortization).

© 2024TIS Inc. m S

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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Fiscal 2025 First Two Quarters: ‘i’ TIS
Performance Highlights (Compared with estimate) e o

+ Achieved estimates against backdrop of heightened IT investment activity across broad range of

clients
First two quarters | First two quarters
[Millions of yen] of fiscal 2025 of fiscal 2025 Compared with estimate
estimate actual
Net Sales 270,000 275,558 +5,558 [+2.1%]
Operating Income 30,000 30,509 +509 [+1.7%]
Operating Margin 11.1% 11.1% -0.0P -

Net Income Attributable to Owners of

the Parent Company 20,300 20,840 +540 [+2.7%]
Met Income to Net Sales Ratio 7.5% 7.6% +0.1P -
© 2024TIS Inc. "6

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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Fiscal 2025 First Two Quarters: (i. TIS
Operating Income Analysis, Increase/Decrease Reasons (YOY change) -

* Maintained steady increase in operating income even though number of large projects fell from peak
in corresponding period a year ago

QOperating Income [Billions of yen]

[Operating Margin]
+0.24
+2.26 + 0. 1 2
300 [+0.4%]

unprofitable projects
was +¥0.04 billion

30.38 Of which, effect of
[11.4%)]

Of which, effect of
change in status
of consolidated
subsidiary, etc.
was +¥0.21 billion

Gross profit margin

Actual 27.5%

[YOY change +0.1 points]

First two quarters Increased Improved Increased First two quarters
of fiscal 2024 sales profitability SG&A expenses of fiscal 2025

Changes in 5G&A Expenses
Growth investment costs Effect l‘_’; cth?jngebi”.;.tatfs ff +1.48
(Cost of investment in human resources / Investment in R&D / Software investment) | S2hsoldated subsidiary, etc.
Growth investment -0.15
YOY change +¥0.25 billion Progress on measures +0.59
(Cost of sales : +¥0.40 billion, SG&A expenses: -¥0.15 billion) Other expenses +046
Total 4235
© 2024TIS Inc. m7

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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Fiscal 2025 First Two Quarters: Sales by Client Sector

« Overall, demand trends remained positive. However, key negative factors included lower sales to clients
in credit card and public service sectors along with income from large-scale projects falling from peak.

[Millions of yen]

81,833 _ _
74,835 First two quarters of fiscal 2024
48,542 . First two quarters of fiscal 2025
50,031 [+9
) 24329 15,647 24126 27323 45,588 17,779
= 22,045 15 604 9.276 11865 28,172 17,662 22,216 8,413
| - T -, o TR S
+10 [+1 [+4 +3 »
[ bl L+ [ e o
T T T T T T T T T T
Credit card Banking Insurance Otherfinance Assembly-based Processing-based Distribution Service Public institutions Others
manufacturing  manufacturing
First two quarters of fiscal 2024 W Credit card First two quarters of fiscal 2025
M Banking
M Insurance
W Other finance
e Assembly-basad
Met Sales - manufacturing Met Sales
Breakdown n Processing-based Breakdown
by Client manufacturing by Client
Sector 4 W Distribution Sector
W Service
W Publicinstitutions
W Others
Financial sector: 36.1% Industrial sector: 52.6% Financial sector: 35.5% Industrial sector: 55.0%
Public sector: 8.3% Other sectors: 3.0% Public sector: 6.5% Other sectors: 3.0%
© 2024TIS Inc. m 8

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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Fiscal 2025 First Two Quarters:

Sales and Income by Key Business Segments (YOY change)

& TIS

TIS INTEC Group

[Millions of yen] F"::- :-ws:a?'z":;t: = F"::- ;-ws:a?'z":;t; = YOY change

Net Sales 60,148 70,405 +10,256 [+17.1%]
Offering Service Operating Income 2,659 4,468 +1,809 [+68.0%]
Business

Operating Margin 44% 6.3% +1.9P -

Net Sales 20,994 20,848 -145 [-0.7%)
Business Process  ooerating Income 2,108 2,317 +209 [+9.9%]
Management

Operating Margin 10.0% 11.1% +1.1P -

Net Sales 54,106 50,041 -4,064 [-7.5%)]
Financial IT Operating Income 7,886 6,090 1,796 [-22.8%]
Business

Operating Margin 14.6% 12.2% -24P -

Net Sales 58,326 61,295 +2,969 [+5.1%]
'B”d‘.‘sma' T Operating Income 8470 9,022 +551 [+6.5%]

usiness

Operating Margin 14.5% 14.7% +0.2P -

Net Sales 85,535 83,948 -1,586 [-1.9%)]
Regional IT .
Solutions Operating Income 9,013 8,300 -713 [-7.9%)]

Operating Margin 10.5% 9.9% -0.6P -

Offering Service Business:

Business Process
Management:
Financial IT Business:

Industrial IT Business:

Regional IT Solutions:

Higher sales and higher income, reflecting increase in IT investment by clients for enterprise, platform and payment settlement services.

Overseas business activities also contributed to segment results,

Some existing BPO services continued to struggle, putting pressure on sales results, Against this backdrop, cost control measures

implemented, successfully boosting income.

Sales and income declined, as large-scale projects for core clientsin credit card sector as well as public-sectorfinancial institutions fell

frem peak.

Sales and income grew, as wider IT investrnent across industries, including services, manufacturing and distribution, offset factors such
as reactionary decrease in large development projects for companiesin manufacturing sector.

Lower sales and income, primarily because of reactionary drop in projects related to medical services solutions as well as booking of

temporary expenses.

© 20247

Sinc.

m 9

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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Fiscal 2025 First Two Quarters:

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

& TIS

TIS INTEC Group

First two quarters | First two quarters
[Millions of yen] of fiscal 2025 of fisca 2025 Compared with estimate
estimate actual

Net Sales 68,600 70,405 +1,805 [+2.6%]

Off S

Bus?l?gs% erVice  Operating Income 3,300 4,468 +1,168 [+35.4%]
Operating Margin 4.8% 6.3% +1.5P -
Net Sales 21,400 20,848 -551 [-2.6%]

Business Process ;

Management Operating Income 2,100 2,317 +217 [+10.4%]
Operating Margin 9.8% 11.1% +1.3P -
Net Sales 50,000 50,041 +41 [+0.1%]

pinancial IT Operating Income 6,000 6,090 +90 [+1.5%]
Operating Margin 12.0% 12.2% +0.2P -
Net Sales 60,300 61,295 +995 [+1.7%]

ndustrial IT Operating Income 9,200 9,022 477 [-1.9%]
Operating Margin 15.3% 14.7% -0.6P -
Net Sales 82,000 83,948 +1,948 [+2.4%]

Regional IT :

Solions Operating Income 9,300 8,300 -999 [-10.7%]
Operating Margin 11.3% 9.9% -14P -

Offering Service Business: Sales and income higher than estimates, reflecting favorable contribution from Mihon IC5 and better-than expected demand for enterprise

Business Process
Management:

Financial IT Business:

Industrial IT Business:

Regional IT Solutions:

and platform services.

Some existing BPO services faced bigger hurdles than anticipated, causing sales to comein below estimate. But cost-control measures

helped push income above estimate.

Results were on track with estimates overall, even taking into account decline in number of large projects from peak in corresponding

period a year ago. Sales and income reached estimated levels,

Demand frem clients in manufacturing and service sectors better than anticipated, boosting sales to estimated level, But negative factors,

notably, unprofitable projects, prevented income from reaching estimate.

Demand from clients in the life and non-life insurance sectors better than anticipated, boosting sales to estimated level, But negative
factors, including recognition of tempaorary expenses and impactfrom unprofitable projects, prevented income from reaching estimate.

(]

2 2024TIS Inc.

w10

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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Reference: Fiscal 2025 Second Quarter (July-September):

Sales and Income by Key Business Segments

& TIS

TIS INTEC Group

Second quarter | Second quarter
LA it of fiscal 2024 of fiscal 2025 R

Net Sales 138,059 141,503 +34432 [+2.5%]
Operating Income 16,076 16,447 +370 [+2.3%]
Operating Margin 11.6% 11.6% -0.0P -
Net Income Attributable to Owners of 10160 10,161 1 [+0.0%]
the Parent Company
Net Income to Net Sales Ratio 7.4% 7.2% -0.2P -
Key Business Segments
Net Sales 32,130 36,403 +4.273 [+13.3%]
E’H?“”g SEIVICe  operating Income 1,502 2,262 +759 [+50.5%]
usiness
Operating Margin 4.7% 6.2% +1.5P -
Net Sales 10,693 10,840 +146 [+1.4%]
Business Process  qerating Income 1,380 1,480 +100 [+7.3%)]
Management
Operating Margin 12.9% 13.7% +0.8P -
Net Sales 27,369 25,066 -2,302 [-8.4%]
E‘”?”C'a' T Operating Income 3,805 3,015 790 [-20.8%]
usiness
Operating Margin 13.9% 12.0% -1.9p -
Net Sales 29,655 31,454 +1,799 [+6.1%]
Industrial IT Operating Income 4,077 4,662 +585 [+14.4%]
Business
Operating Margin 13.7% 14.8% +1.1P -
Net Sales 42,751 42,888 -863 [-2.0%]
Regional IT .
Solutions Operating Income 4952 4,945 -7 [-0.1%)]
Operating Margin 11.3% 11.5% +0.2P -
© 2024TIS Inc m 1
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Reference: Fiscal 2025 Second Quarter (July-September): ‘i, TIS
Operating Income Analysis, Increase/Decrease Reasons (YOY change) i

[Billions of yen]

Operating Income
[Operating Margin]

+0.36 +0.37

+0.98 16.44
16.07 _ [+2.3%]
Of which, effect of
[116%] B [unprofitable pr_ojects}___. [T
was +¥0.35 billion -0.98 Of which, effect of

change in status
of consolidated
subsidiary, ete.
was -¥0.13 billion

Gross profit margin

Actual 28.1%

[YOY change +0.3 points]

Second quarter Increased Increased Increased Second quarter
of fiscal 2024 sales profitability SG&A Expenses of fiscal 2025

Changes in 5G&A Expenses
Growth investment costs Effect ch; cth?jngebi”.;.tatfs ff +0.17
(Cost of investment in human resources / Investment in R&D / Software investment) | £onsoidated subsidiary, eic.
Growth investment -0.08
YOY change +¥0.25 billion Progress on measures +0.37
(Cost of sales: +¥0.33 billion, SG8LA expenses : -¥0.80 billion) Other expenses +0.51
Total +0.95
© 2024TI5 Inc. m 12
Page 11 to page 12 will show the results for the first three months of Q2.
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Fiscal 2025 First Two Quarters: ‘i’ TIS
Order Status (Orders received during first two quarters) e

* Orders received were up year on year, driven by successful order activity by Industrial IT Business and
Offering Service Business.

« Drop recorded by Financial IT Business reflects decrease in number of large projects from peak in
corresponding period a year ago.

First two First two
[Millions of yen] quarters quarters YOY change
of fiscal 2024 | of fiscal 2025

Orders received during first two quarters 272,371 281,240 +8,869 [+3.3%]

Software development 133,176 137,959 +4,782 [+3.6%]

Key Business Segments

Offering Service Orders received during first two quarters 57,991 65,310 +7318 [+12.6%]
Business Software development 23,846 25213  +1,366 [+5.7%]
Business Process Orders received during first two quarters 19,625 19,835 +210 [+1.1%]
Management Software development 6,099 6,244 +144  [+2.4%]
Finandial IT Orders received during first two quarters 49,717 45,985 -3,732 [-7.5%]
Business Software development 23,539 21468  -2,071 [-8.8%]
Industrial IT Orders received during first two quarters 58822 62,515 +3,692 [+6.3%]
Business Software development 37,153 41,734 +4581  [+12.3%]
Regional IT Orders received during first two quarters 86,214 87,593 +1,379 [+1.6%]
Solutions Software development 42,537 43208  +760  [+1.8%]
© 2024TIS Inc. |13

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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Fiscal 2025 First Two Quarters: ‘i’ TIS
Order Status (Order backlog at end of second quarter) e

« Order backlog hit all-time high, fueled by demand for Offering Service Business and Regional IT
Solutions services.
» Decrease recorded by Industrial IT Business reflects reactionary drop on certain sales opportunities.

First two First two
[Millions of yen] quarters quarters YOY change
of fiscal 2024 | of fiscal 2025

Order backlog at end of second quarter 187,533 195,631 +8,098 [+4.3%]

Software development 97,863 99,974 +2,110 [+2.2%]

Key Business Segments

Offering Service Order backlog at end of second quarter 38636 44,102 +5466  [+14.1%]
Business Software development 16,208 16736  +527  [+3.3%]
Business Process  Order backlog at end of second quarter 7127 7,548 +421 [+5.9%]
Management Software development 6,380 7207  +327  [+4.8%]
Finandial IT Order backlog at end of second quarter 45,168 42,564 -2,603 [-5.8%)]
Business Software development 24,458 20720 3738  [-153%]
Industrial IT Order backlog at end of second quarter 38,814 38,528 -286 [-0.7%)]
Business Software development 21,561 23221  +1660  [+7.7%]
Regional IT Order backlog at end of second quarter 57,786 62,887  +5,100 [+8.8%]
solutions Software development 28753 32,088 +3334 [+116%]
© 2024TIS Inc. m 4

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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Reference: Fiscal 2025 Second Quarter (July-September): Order Status
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Second quarter | Second quarter
LS @is2i] of fiscal 2024 of fiscal 2025 Belichasos

Orders received during second quarter 182,835 189,849 +7,013 [+3.8%]
Software development 74,106 75,834 +1,728 [+2.3%)]
Key Business Segments
Offering Service Orders received during second quarter 41,459 47,192 +5,733 [+13.8%]
Business Software development 13,215 12,984 -230 [-1.7%]
Business Orders received during second quarter 9,388 10,631 +1,243 [+13.2%]
Process
Management Software development 2,574 3,566 +991 [+38.5%]
Financial IT Orders received during second quarter 37,294 35,051 -2,243 [-6.0%]
Business Software development 14,520 12,887 -1,633 [-11.2%)]
Industrial IT Orders received during second quarter 37,287 38,241 +953 [+2.6%]
Business Software development 19,723 21,035 +1,312 [+6.7%]
Regional IT Orders received during second quarter 57,404 58,731 +1,326 [+2.3%]
Solutions Software development 24,072 25,360 +1,288 [+5.4%]
® 2024TI5 Inc. e
Page 15 shows orders received for the three months of Q2.
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Fiscal 2025: Understanding the Business Environment

+ View that IT investment is in expansion mode for long term persists. Changesin environmentrequire
careful monitoring.

Offering Service Business To date From now
¥ Cashless market continues to grow. Tailwind factors, such as political policies, business environment, DX and inbound
tourism, will gain steam.
v Diverse themes and services abound, driven by efforts of finance x operating companies. \L |:: k
¥ Despite uncertainty over govemment polides, ASEAMN economy continues to grow thanks to solid domestic demand. /

v Cloud security market continues to grow. Robust activity in business management domain continues.

Business Process Management

¥ No course correction to trendsin business world namely labor shortage and rising wages, keeping BPO market in _*‘-‘4"
gradual growth mode.

v Demand for simple outsourcing, such as data entry work, shrinking due to digital advances. Price competition intensifying. y \

¥ Major corporations utilizing opportunities, including M&u, to enter BPO market with high-value-added services. a2 v

Financial IT Business
¥ Forecasting increase in IT investment aimed at honing sharper competitive edge against backdrop of potential for future
policy interest rate hikes. -‘ut N\ -“‘t
¥ Payment market continues to grow, paralleling increased use of credit cards and cashless options for purchasing activities. E Y
¥ Competition with new players intensifying as cashless market grows. Heightened efforts to retain own economic sphere = :
and notable shift toward restructuring.
v Separately, large projects for core clientsin credit card sector and public finance declined from peak.

Industrial IT Business
v Demand for DX solutions continues, while modernization and ERP upgrade services also continue to attract strong "
interest, \"-\
* Restaurant and service sectors experiencing post-COVID recovery but are short on staff. Must pay close attention to k E \
balance between IT investment and allocation of management resources.

¥ Impact of skyrocketing oil prices, exchange rate fluctuations and upward pressure on wages and commodity prices
require close watch, especially for manufacturing secor.

<

Regional IT Solutions

¥ Local governments getting into full-scale IT investment, including efforts to standardize systems by end of fiscal 2025. N

¥ IT investment needs continue to increase among providers of medical services in response to construction and itx |: \ {‘
integration of data infrastructure and wider user of information and communication technology.

¥ Anticipate greater IT investment, especially by megabanks. Regional banks moving ahead on local oligopoly restructuring. y

These trends may differ from general industry trends since management's assumptions also take into consideration the status of |T investment
© 2024715 Inc. by TIS INTEC group clients. m 17

| 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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Fiscal 2025: Performance Forecasts

& TIS

TIS INTEC Group

No change from estimates announced on May 8, 2024

higher sales and higher operating income.

» Despite impact of reactionarydrop in large projects, anticipating business expansion that will support

» Decreasein net income attributable to owners of the parent company largely due to reactionary drop
in non-operating income and extraordinary income, booked in previous fiscal year.

Fiscal 2024 Fls::al 2025
[Nh"Ian nyen] = Change

Net Sales 549,004 555,000 +5,995 [+1.1%]
Operating Income 64,568 66,500 +1,931 [+3.0%]
Operating Margin 11.8% 12.0% +0.2P
e e bt te saa00 o3
Net Income to Net Sales Ratio 8.9% 8.1% -0.8P
Net Income per Share (Yen) 203.28 192.55 -10.73 [-5.3%)]
ROE* 16.0% 13.9% -2.1P

* ROE estimate for fiscal 2025 is a calculated value,

w18

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 plana 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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Fiscal 2025: Sales and Income by Key Business Segment {i, TIS

[Forecast] No change from estimates announced on May 8, 2024 e
. Fiscal 2024 Fiscal 2025
Net Sales 130,759 140,800 +10,040 [+7.7%]
Offering Service Business ~ Operating Income 7,659 8,600 +940 [+12.3%]
Operating Margin 5.9% 6.1% +0.2P -
Net Sales 41953 43,000 +1,046 [+2.5%]
Jusiness Process Operating Income 4551 4,500 51 -1.1%]
anagement
Operating Margin 10.8% 10.5% -0.3P -
Net Sales 106,304 98,500 -7,804 [-7.3%)]
E'”?”C'a' a Operating Income 15,185 12,000 -3,185 (-21.0%]
usiness
Operating Margin 14.3% 12.2% -2.1P -
Net Sales 121,896 125,500 +3,603 [+3.0%]
Industrial IT Business Operating Income 18,287 19,600 +1,312 [+7.2%]
Operating Margin 15.0% 15.6% +0.6P -
Net Sales 172,376 171,000 -1,376 [-0.8%]
Regional IT Solutions Operating Income 18497 21,500 +3,002 [+16.2%]
Operating Margin 10.7% 12.6% +1.9P -

Offering Service Business:

Business Process Management:

Financial IT Business:
Industrial IT Business:

Regional IT Solutions:

Expect higher sales and higherincome, reflecting expansion in settlement solutions and wide spectrum of other services as
well as improved profitability in overseas operations.

Despite efforts to shift business portfolio away from data entry services in favor or more priority areas, such as process
optimization, sales may grow while income falls during the transition period.

Huge impact from reactionary drop in multiple large-scale projects for existing clients could result in lower sales and lower
income.

Higher sales and higher income are likely, owing to successin cultivating demand from existing customers, especially in
manufacturing and service sectors, and capturing ERP-related IT investment demand.

Despite lower sales due to reactionary dropin sales year on year, improved productivity and successful efforts to reduce
number of unprofitable projects should deliver higher income.

(&

2024TIS Inc.

w20

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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& TIS

TIS INTEC Group

Fiscal 2025: Return to Shareholders

-Implemented return to shareholdersinline with total return ratio yardstick of 50%.
-No change to dividend plan for fiscal 2025. Interim dividend will be ¥34 per share, up ¥17 year on year.

Basic Policy on Return to Shareholders under Medium-Term Management Plan (2024-2026)

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

Total return ratio Dividends per share Upperlimit on treasury stock holdings

50% - Constantly enrich the o
[up from 45%] dividend at 5%

_ Fiscal 2024 actual Fiscal 2025 estimate

[Normal] [Capital optimized] [Total]

. .. ¥17 ¥34

Interim dividend per share [YOY change +¥2] - ¥17 [YOY change +¥17]
. ¥56 ¥68

Annual dividend per share [YOY change +¥6] ¥56 [YOY change +¥12]
Total dividends ¥13.3 billion - ¥13.3 billion ¥15.9 billion
Payout ratio
[After adjustrment *1] 27.5% [30.7%] - 27.5% 35.3%
Acquired treasury shares About ¥6.2 billion About ¥224 billion  About ¥28.6 billion ¥6.5 billion -
Total return ratio 30.9% [44.9%] . 35.8% 50.0%

[After adjustment 1]

Treasury stock buyback conducted from May through June 2024, ending with purchase amount totaling about ¥6.5 billion.

*1 Based on profit (after incometaxes and income attributable to non-centrolling interests)
*2 Upper limit based on treasury stock buyback announced May 8, 2024.

© 2024TIS Inc. 2

As the last part of my explanation, | 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. | would like to explain the progress of our mid-term management plan.

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

17



G TIS
' 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 - Asset (=intellectual Winning .
P and added value cycle IRO@IRE ey, +20E property) value creation || confidence of society BEEMIEL 2 =it
ey o
performance Operating income Operating margin ROIC/ROE
P per person 13.1% Above 13%/ Sales EPS CAGR
More than ¥3.5 Adjusted operating margin above 16% ¥620.0 billion Above 10%
million 13.4%

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

Service Strategies Technology Strategies Strategies Human Resources Strategies

Priori i } i : i
strat 'EY = All services, from upstream || = Leverage knowledge + Seek balance between higher | - Bolster issue resolution capabilities

rategies to business process distribution, IT architect added value and expanded by increasing number consultants
outsourcing, will benefit development and business scale, with greater to create 700-person structure and

under full value chain status || redeployment structure accumulation and utilization by standardizing basic consulting

= Enrich pure services *3, * Promote process of intellectual property skills
focusing on four social redevelopment using Al x « Accelerate intellectual * Secure and develop top talent and
issues 2 automation property creation through establish structure for flexible

internal use of information on|| redeployment of human resources
points of client contact

*1 Adjusted operating inceme margin: Calculated by adding goodwill amortization cost back to operating income.

*2 Financial inclusion, urban concentration/rural decling, low-carbon/decarbonization, and health concerns, These issues were determined by backcasting from what the
world might be like in 2030 and selected on the basis of TIS INTEC Group's ability to contribute to issue resolution.

*3 Type of services essentially offered under uniform specifications applicable to all clients.

il

G

© 2024TIS Inc. m 24

On page 24, we have restated the basic policies and key management indicators of our medium-term
management plan announced in May. As | 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 | just
mentioned. We would like to introduce the progress of those projects.
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Activities under Medium-Term Management Plan (Topics): G TS
Service Strategies — Payment Business TS arTec e

® Expand target segment through development of light version of CreditSaaS. Currently promoting marketing activities.
® Reinforce marketing activities for B2B model. Currentlyin progress.

Contribution of payment-related

Value creation in fields highly compatible services to service-style business
with payment settlement process New value creation [Billions of yen]

. B 50.0
Robust investment into
payment solutions 36.0
Embedded Finance
m Next-generation ‘ EBITDA
payments Transition digital 20-2506
account clients to credit
" solutions (including
Utilize asset groups to meet diversifying new-payment light needs) Fiscal Fiscal Fiscal
needs, expand business 2024 2025 2027

Market trends and needs

v" Demand for payment services growing along with wider use of credit cards and digital accounts. Notably steady increase in demand
from small and medium-sized business operators for corporate transactions and companies involved in B2B transactions.

v" With ban on digital wages lifted, countries and providers of money transfer services are ramping up efforts to implement responses.

Expecting greater activity in B2E market as well.
Digital accounts

: : + For B2B, working with regional banks and Nihon ICS to
* Concluded capital and business develop DX for corporate transactions executed by
al_llance agree_mentwt[h Nudge Inc, regional small and medium-sized business operators.
More than 10 companies with sales of light version of Going forward, will expand to small and medium-sized
¥5.10 billion CredftSa?aS DUmamg e business operators throughout Japan.
» Continuing to promote sales
activities.

Light version of CreditSaas

Pipeline

© 2024 TI5 Inc. m 25

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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Activities under Medium-Term Management Plan (Topics): G TS
Market Strategies — Modernization

® Anticipate booming demand for modernization of IT environments that support DX — the cornerstone of efforts to transform
business.

® Position modernization as growth driver in Industrial IT Business and Financial IT Business pursuits, and promote initiatives

using proprietary service Xenlon. Then, locking to the future, strive to develop and expand scope of strategic partnership
business.

N\ /7
2 -enlon
A 't = “ Modernizalion Service
Embrace O ggregate 3
ofDXx 3§ ¢ net sales 27
33 over three years I3 Migrator, and
5 3 T - .
i Maintenance 5 = o = patent and
R And 3 © ¥20 £ 0 technical capabilities
operation -g_ a bi"ion g w
-
c o o D
>3 Scale a5 \
Peripheral 3 = 5
systems @ © .-E-h o Dlriving felrce bihind Extensive
£ ErdgE-STE e system EKPEriEnCE
Conceptual power > Ability to build Fiscal Fiscal Fiscal o -:;;E opment, t in large-scale
P P e e fre project managemen .

> Realize value creation capabilities

*Sales related to modernization using proprietary
Kenlon service,

Use modernization trend as opportunity to support core systems
Deepen business relationships and build strong partnerships underpinned by client trust

© 2024TIS Inc. | 26

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.

| 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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Activities under Medium-Term Management Plan (Topics): G TS
Market Strategies —Transforming Business Process Management Segment

® Seek solid achievement of medium-term management plan targets through structural reforms designed to create leaner
corporate structure.

Promote strategy of concentrating on key targets Scale of Business Process Management
Segment Operations 450
Strengthen customer experience / topline 419 432 gillions of yen]
. 5.0
Business - -
Process 04 10
Management o
Services x 1.3%
10.8% Operating
o 10.5% margin
Other
Fiscal Fiscal Fiscal
2024 2025 2027

Process optimization

« Focus on finance industry, including insurance sector, which is an area of expertise, as well as front-office operations,
which will reinforce customer experience and topline profitability.

= In BPO business, shrink activities in non-growth areas and shift resources toward high-profit areas.

= In DX business, grow and expand through original services that optimize and automate data processes and Salesforce
and other platform services.

Improve profitability
of existing businesses

Establish Business = Strengthen collaboration between segments and develop Business Process as a Service (BPaasS) through creation of
full value chain combining Business Process Model and Notation (BPMMN) consulting with Saas and BPO.
SorimE el e * Promote co-creation business with clients (lateral expansion of co-creation workshop “Process Transformation
. Challenge").
added business » Increase value provided to clients in finance industry by expanding alliances that further enhance capabilities.

model as high-value-

= shift toward high-value-added services
« Implement upfront investment to get back on growth track
» Reduce selling and administrative expenses by streamlining and automating administrative and indirect operations.

Optimize cost
structure

m 27

Continuing on page 27, | 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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Activities under Medium-Term Management Plan (Topics): G TS
Technology Strategies — Using Generative Al o

® Promote use of generative Al broadly on two fronts: client-directed business activities and internal operations.
® Reveal of real results from adding high value to business activities is yet to come.

Adding high value to business activities

With consulting and offering services, support clients in creating value through application of generative Al

®Promote comprehensive services supporting ®Develop trial version of specialized solution for
application of generative Al to business activities, financial institutions seeking to improve their
from planning and development to operation. productivity and operational effidency..

®Launch digital platform offering service
that enables clients to develop and

®Promote efficiency and sophistication
of marketing process by summarizing

deploy generative Al app in short Sup|::ort El.ie.nts Incorpo.rate and analyzing business meeting
period of time in utilizing generative Al records and applying results
generative Al _&P “ intoservices to FAQs.
_ o Application Application
#Use GitHub Copilotin such to engineering to internal data use

#Seeking to apply TIS AlChatLab,
an in-house-only ChatGPT environment,
to reduce time spent on knowledge-sharing
and internal information-gathering

and to improve work efficiency.

processes and practices as coding, (direct work) (indirect work)
source code review and unit testing

to enhance system development
efficiency and quality.

®Measure cost reduction effect of ¥100 million per

year when used by 200 people. #®Expand number of weekly active users (WAU)

beyond level anticipated at start.

Make use of generative Al use an in-house standard, creating conditions that enable each employee
to demonstrate high productivity directly or indirectly.

Transform business productivity

© 2024TIS Inc. m 28

Next, | would like to discuss the use of generative Al. We are promoting a wide range of applications of
generated Al, both in terms of high value-added business for our customers and productivity improvement
through the use of Al 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.

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

22



Activities under Medium-Term Management Plan (Topics):
Enhanced Management Practices

TIS

TIS INTEC Group

¢

® Constantly strive to improve value exchange with stakeholders, in line with materiality themes.

Materiality themes

Create a society
in which diverse
human resources
are engaged and
thrive

Create
comfortable
society through
innovation and
joint activities

Create a safe
society through
high-quality
services

[LUETT
corporate
governance and
earn the trust of

Perspective/Policy on Measuring Progress and Key Results for First Half of Fiscal 2025

Demonstrate capabilities of employees

* Initiated educational programs to develop human resources with high-level marketing skills.
* Continued to promote qualitative and quantitative expansion of consulting expertise through strategic
rotation of human resources.

Provide value to society

= Began light version of credit card processing service through capital and business alliance with Nudge Inc.
= TIS Quantum Day 2024 held with business partners to showcase latest trends in quantum technology.

Quality demanded by society

* Expanded scope of introduction and established original quality management system, and reinforced risk
management activities and monitoring practices

* Further strengthened review system across the Group to ensure constant improvement in quality and
quantity of reviews.

* Promoted improvement in workplace culture and strengthened practical project management skills.

Company chosen by society

* Promoted introduction of renewable energy and introduced off-site corporate power purchase agreements
at some locations.
* Promote deeper perspective on monitoring to enhance effectiveness of Board of Directors.

m 29

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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Activities under Medium-Term Management Plan (Topics):

Human Resources Strategies

& TIS

TIS INTEC Group

® Prepare human capital scenario to raise effectiveness of cycle for increasing added value through investment in human

resources.

® Constantly build stronger corporate talent, including project managers, who are critical to business pursuits, and complement
this with efforts under three-tiered themes that will deepen pool of human resources with cutting-edge skills and the ability
to lead frontier development and provide high added value to clients.

Human resources
investment

Input

Above ¥10 billion
(three-year
cumulative total)

= Education expansion

TIS" unique human capital scenario

Implement important issues

Action

Develop human resources

‘Qutput

Theme 1 Secure cutting-edge human resources to drive business strategies forward

Develop people with cutting-edge skillswho can take problem-solving, insight and integration capabilities

to new heights, contributingto increased addedvalue,

* HREPs and the fromtlines collaborate to strengthen
hiring of experienced personnel

* Introduction of advancedtraining curd culum

* Strategic rotation

* Number of cansultants
* Number of IT architects
* Number of high-level marketingtalent

undercontinuous review,

Theme?2 Secure and develop human resources matched to business expansion and

changesin operating environment

Expandworkforce by ensuringall employees have opportunity to growand create value,

* Strengthenmatchingin recrutment

+ Recruitment and + Expand hiring via intems days per person peryear * Met sales ¥520 b_illie_n
retention * Supporttraining rotations and openrecruitment * Client and service satisfaction
+ Health and welfare * Support growththrough diverse experience Above 59%

Above 700

*Indicators forrecruiting non-consultants are

* Number of study and research  Above 12

Social issue resolution

Qutcome/Impact

Social Issues to be solved
concerns

Low-carbon/
decarbonizati
on

Financial
inclusion
Concentration
in cities and
decline
of rural areas

Secure trust of society

opportunities

* Compensation, etc.

Other capital

Theme 3 Create an atmosphere and culture where diverse human resources thrive and
innovation flourishes

Cultivate culture and corporate climate that allows employees to thrivein a socially oriented, operationally Increase in value added

diverse and globally active|T group.

Output

* Promote greaterinvolvement of womeninthe + lob satisfaction Above 58%
= Office environment business * Percentage of womenin Above 15%
and others * Review of personnel evaluation system and management positions * Operating income per person

compensation + Absentesism 1% or less Above ¥3.5 million

* Promote heathmanagementand organizational * Presentism 18% or less
development * Percentage of employees 1.5% or less

+ Expandstyle refom and support forwaork—life balance with average monthly legal 20% increase in productivity

* Respectfor humanrights and occupational safety and overtime of 45 hours ormare {Comparedto fiscal 2024)
health

© 2024715 Inc. * The red text shows targets for fiscal 2027, Please refer to the ESG Databook for fiscal 2024 results. m 30

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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Activities under Medium-Term Management Plan (Topics): ‘g, TIS
Efforts to Improve Quality and Productivity

® Given the appearance of unprofitable projects, the Group as a whole is working to strengthen quality control at the head
office. From the second half of fiscal 2025, TIS will be sending more experts to reinforce human resources development and
monitoring/control functions.

___________________________________________________ + Service provision process andactivity model
| Semvice Migration . |
Departments = Service planning ! —
I - Deploy i activities to
z o | Service _ : — | Group
@ 2 = 0 requirements Service business development Operate f companies
@ ] = . Development definition Maintain t
Development 3 5 ! ___ Systemdevelopment _ 1
projects e !
[services IDepon‘,support,monitor,approve rEDDH,SmeiL pravide
£ g s ) s e it
;;: ,%E PDCA quality Prepare, expandand TN ﬁ::lﬁgﬁzg‘m&’s
Department “‘: 3 managementsystem improve department development (developmeant
Trinity ER approach processes projects/semices)
promation a £ Prepare, expandand Support development * Services/technical * Monitoring
managers = g improve department projects/sewvice activities knowledge.. *+ Organizational review
=1 standards
Improve
- Human resources -
Promote QMS service/development Monitor/control
Send experts project activities development
e o 5 - 5 — Companywide service
o = repare, expandan repare, expandan uality monitorin
ol= = improve quality improve companywide e [devilcupgentprc-jedg anc
Corporate S 2 3 management system processes evelopm services in each
Trinity ER-h= department
promation To z Support QMS promotion Support development = Quality training * Monitoring
managers = a o in departrments project/service activities * Companywid e review
Head office & = Internal audit
structure = . /N J . »

Quality assurance is conducted at two levels within the Group: by business and by the head office. Businesses are responsible for ensuring
quality of respective systems and services provided, while the head office takes a companywide perspective to improve quality/productivity.

© 2024TIS Inc. m 31

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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Activities under Medium-Term Management Plan (Topics): G TIS
Brand Strategies TS e e

® Seek to be corporate group of choice to all stakeholders and will constantly strive to improve grand value.

A Epitome of the ideal to
"Make society’s wishes
Empathy Chosen come true throughIT.”
AN Raise brand value so that it
2 contributes to sustainable
| Understanding improvement in corporate value

Awareness Known

Group recognition
TIS survey on February 2024 (Among business people)

70% Up 51 percentage points

after television commercial

Knowledge of TV Commercial
TIS survey on February 2024 (Among business people)

83%
\ TISGINTEC
V! reup
IT industry new graduate job seekers . _—
Company rank|ng by Popula"ty Television commercial
Rakuten Minsyuu “Ranking of popular companies for new graduatesin theIT industry in 2025° “Just can’t leave that wish alone”
overall : NO.8 Independent : No.2 begins to air.
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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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& TIS

TIS INTEC Group

Seeking Further Improvement in Corporate Value
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Fiscal Fiscal Fiscal Fiscal Fiscal Fiscal Fisal Ll Fiscal
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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 | 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 | mentioned last time, | 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
guestions 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]: | 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. | will refrain from giving details, but the amount is approximately JPY500 million in SG&A
expenses.

Hideaki Tanaka [Q]: | understand. You can't disclose details about past problematic or unprofitable projects
that may have resulted in issues or claims, right? | guess | 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]: | understand. The second point is on slide 15. The bottom line, software development
orders for regional IT solutions, is plus 5.4%. | 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 | 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. | 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 | 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. | 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. | will explain about unprofitable projects. As | 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, | 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, | wanted to ask about that financial IT part. So far,
things are coming along as planned, but | 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 | would like to ask
you about the general financial order environment as well.

Company Representative [A]: Okay. As | 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]: | am Kikuchi. Thank you for your time today. There are two questions from me. | 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 | 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. | 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
| 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. | 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, | 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 | wanted to ask how much was
the ICS portion of Q2 orders and sales in the offering services? | believe this is something that was not included
last term and is included this term.

Company Representative [A]: Yes, that's right. | 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 | 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, | would like you to think that it is about JPY2 billion for the quarter.

Sato [M]: JPY2 billion for the quarter. | 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?

Fiscal 2025: Operating Income Analysis, Increase/Decrease Reasons ‘?, TIS
[FO recast] No change from estimates announced on May &, 2024 I8 e e

« Will maintain robust growth investment, including investmentinto human resources. Anticipate higher
operating income, buoyed by an increase in profit achieved by providing high-value-added services,
leveraging measuresto boost productivity and other approaches.

Operating Income [Billions of yen]

[Operating Margin]
+5.63 +1.93

66.50
64.56 +1.72 [12.0%] [+30%]

----------------- [Ofwhich, effect of } 542 -

unprofitable projects Of which, effect of
was +¥3.00 billion change in status
of consolidated
subsidiary, etc.

- was +¥0.03 billion
Gross profit margin

Plan 28.6%
[YOY change +1.0 points]

Fiscal 2024 Increased Improved Increased Fiscal 2025
actual sales profitability SG&A expenses estimate
Changes in SG&.A expenses
f Effect of change in status of -
Growth investment costs consolidated subsidiary, etc. 158
(Investment in human resources / Investment in R&D / Software investment) Growth investment +0.30
Up ¥0.60 billion (YOY change) Progress on measures +1.86
(Cost of sales: +¥0.30 billion, SG&A expenses: +¥0.20 billion) Other expenses +1.68
Total +3.42
2024TIS Inc [ ] 19

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. | 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? |
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 | 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, | 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 | 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. | 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. | will answer. | 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]: | understand your thoughts. On to the second question. This is my last question. Light version of
credit Saa$S, which means there are JPY5 billion to JPY10 billion to raise. | think it was late last year when you
announced your involvement in this, so | 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 | 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 | 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, | 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 | 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]: | see.

Company Representative [A]: We are expanding to the Plus Alpha group, but as | 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]: | see, within the Group. Is this in a sense a matter of time? Or, if | 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]: | think one thing is a matter of time. Group companies are also involved in
system development and S, 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 | 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]: | see. | 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. | 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. | think you mentioned a little bit about Sl and other sales. Does the figure
of JPY50 billion to JPY100 billion refer to Sl 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 Sl 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]: | 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. | 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 | 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 | am very passionate about. The
responsible organization will provide a detailed explanation, so | 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]

Document Notes

1. Portions of the document where the audio is unclear are marked with [inaudible].

2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD].

3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an
answer from the Company, or [M] neither asks nor answers a question.

4, This document has been translated by SCRIPTS Asia.
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Disclaimer

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the
information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results
may differ materially from those stated in any forward-looking statement based on a number of important
factors and risks, which are more specifically identified in the applicable company’s most recent public
securities filings. Although the companies may indicate and believe that the assumptions underlying the
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT.

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified,
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or
unauthorized purposes.

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice.

Copyright © 2024 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.

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

36



