Thank you very much for attending this session despite your busy schedule.
I am Masanori Suzuki, Executive Vice President of NTT DATA.
First of all, I would like to express my deepest sympathies to all victims of the COVID-19
pandemic, those who have tragically succumbed to the disease and to their families. My
thoughts and prayers are also with all those currently struggling to overcome the infection,
and I would like to express my sincerest appreciation to the healthcare workers fighting on
the front lines to protect us, as well as government and municipal workers and all those
helping to keep our lifeline infrastructure running.
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Today, as you can see on the slide, I’d like to introduce the details of our business and the
strength of our company. After that, I’d like to explain our growth strategy, focusing on our
mid-term management plan which we are working on, and finally about how we consider
the returns for our shareholders. I hope this will give you an opportunity to learn more about
us.
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I would like to begin by introducing NTT DATA.
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First, let me introduce NTT DATA’s profile.
As you can see the slide, NTT DATA is part of NTT group, and our mission is using
information technology to create new paradigms and values, which help contribute to a
more affluent and harmonious society.
NTT DATA was founded in 1988, spun off into a separate company from DATA
Communications Bureau within Nippon Telegraph and Telephone Public Corporation.
NTT Group might remind you of telephone infrastructure or domestic business, but NTT
DATA started increasing global coverage around 2005, and today, NTT DATA Group
operates in 225 cities in 53 countries and regions, and has more than 130,000 employees
worldwide, of which more than 90,000 work overseas.
In May 2018, we celebrated the 30th anniversary of NTT DATA’s founding. On this
auspicious occasion, we presented an updated corporate vision and tagline—Trusted
Global Innovator—to reflect our aim to be a company trusted by clients worldwide.
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Next, I would like to talk about our business in more detail.
As I mentioned before, our mission is “NTT DATA uses information technology to create
new paradigms and values.”. We provide information technology services.
We provide all kinds of services, mainly consisting of: consulting service in which we think
about our clients’ businesses together with the clients to define their to-be IT systems;
system development in which we build systems individually after receiving requests from
the clients; plan-based service in which we take initiative to plan, build, and retain systems
and provide services to our clients using those systems; and outsourcing service in which
we undertake IT related operations and maintenance services on behalf of our clients.

Also, in providing these services, we need to exploit the power of many of our external
partners. NTT DATA verifies various options from a neutral viewpoint, produces the best IT
services for clients’ business development, providing such services worldwide.
In order to provide service that contribute to the development of clients, it is important to
familiarize ourselves with their business and build a long-term relationship of trust, instead
of conducting a so-called sellout type business which is like a one-time project. We aim to
be a partner to our clients, who co-creates and develops business with them.
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NTT DATA has maintained the principle of Clients First ever since it was founded.
We provide wide variety of services to customers in a wide range of industries around the world. All of these are
underpinned by our competitive characteristics; a multi-vendor, which does not solely provide certain hardware /
software products and services segments; have partnerships with players in various products and services
segments; have much experience and expertise to develop a social infrastructure system that require
coordination of a lot of vendors.
The long-term and solid relationships of trust built upon this principle and the value of Clients First is the
greatest strengths of our company.
Long-Term Relationships bring us three competitive advantages.
First, it is provision of high added value and client satisfaction. The accumulation of knowledge in clients’
business through Long-Term Relationships enables us to understand their needs accurately and make high
value-added proposals that are unique to us.
Second, we can share knowledge with Group companies. By sharing knowledge in business accumulated
through long-term business relationships with specific clients with Group companies, we can take an approach
incorporating the Group’s expertise in various industries and sectors around the world.
Third, it is stability. Long-Term Relationships with clients lead to stable earnings for a long period and allow us
to make investments from a long-term perspective and improve the corporate value sustainably.
We wish to stay as a partner to our clients, always working side by side with them, connecting their rich ideas
with cutting-edge technologies around the world, creating business innovations and addressing social issues.
This is the Trusted Global Innovator we hope to be. We intend to survive in the future by differentiating
ourselves by gaining trust.
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I have explained general information so far, now let me explain our operational performance.
This slide shows the changes in net sales of our company.
Ever since our company was founded in 1988, net sales has been increasing for 31 straight
years. The business scale has also been expanding. To achieve such result, the company has
undergone three growth phases.
First, in the beginning, as we spun off from NTT, our parent company, our growth was centered
on businesses in public and financial sectors with highly public nature. This is the first phase of
our growth, which continued until around 2000.
Around 2000, we started to expand our business in the enterprise sector, which is the largest
market in Japan, aiming for further growth. To this end, we acquired system subsidiaries in the
manufacturing and other industries and expanded our corporate business by acquiring knowhow in each industry. You can see from the graph that the sales of our group companies in
Japan have been increasing since around 2000. This was our second phase.
Our next turning point was around 2005. Many of the domestic leading companies were
expanding their businesses overseas at that time. We started receiving many requests from
those companies to provide IT services in their overseas deployment. As the global IT market is
far larger than domestic market, and has higher growth rate, we made a big turn in direction to
expand our business overseas around 2005. This was our third phase.
Through these three growth phases, the net sales, which was about 220 billion yen in fiscal
1988, increased to over 2.2 trillion yen in fiscal 2019. Of these, overseas sales account for
more than 40% of total sales.

7

Now, I would like to talk about our rankings and market shares as of 2019, in domestic and
overseas market respectively.
First of all, in the domestic market, we have large market shares especially in public & social
infrastructure and financial markets in which our company has a competitive edge since our
foundation.
In the public & social infrastructure market, we come in second, with a market share of 13%.
We come in first in the financial market and our market share is over 17%.
Meanwhile, the largest market is the enterprise market, in which we come in 4th with a
market share of about 5%. As I have mentioned earlier, we started focusing on this market
since around 2000 and have steadily built our strength mainly in distribution and
manufacturing industries. These are currently the fastest growing industries.
Many customers are driving global expansion and wish to leverage IT service to differentiate
themselves from other companies. Considering of the size of the market, there is still a large
room for us to grow, and we intend to keep focusing on this market.
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You can see our ranking and market share in each country on this slide.
We pride ourselves in having large shares in Spain, Italy, Turkey and Chile as well as Japan,
ranking within top 10. In these countries, our opportunities to make proposals to government
agencies and global enterprises have increased following the growth in the market share.
We are in a positive growth cycle that large market shares create new opportunities.
In the U.S., which is the world's largest market, our sales are quite large, but our ranking is
30th, so we believe that there is still room for us to expand in terms of market share.
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I would like to introduce the trend of our stock price. As you can see, our stock price has
been slightly higher than TOPIX since April 2019, the start of the current medium-term
management plan.
Please pay attention to the two areas in this chart: one is near the center, where the stock
price dropped significantly from February to March this year. The other is on the right side,
where the stock price once fell after October, but has rebounded significantly after the
announcement of the second quarter results. We assume the market were affected by the
COVID-19 pandemic. Now, let me explain about the impact of COVID-19 on our business.
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The slide shows the impact of COVID-19 on whole our business as of August 7, when we
announced our full-year forecast for fiscal 2020.
We assumed there would be different among countries and industries, but there would be a
negative impact in general. We expected delays, downsizing, or suspension of development
with existing projects, and greater negative impact was expected on the enterprise market,
new projects and business targeting SMEs market both in Japan and overseas, as those
businesses were likely to reduce IT spending.
As I mentioned earlier in the stock price chart, there was a major drop in our stock price in
February and March of this year, which was exactly the time when the COVID-19 began to
spread overseas ahead of other countries. The market had a negative outlook on our high
ratio of overseas business which can be affected by COVID-19.
On the other hand, there is a positive impact. We believe businesses leveraging digital
technologies to build a new society with COVID-19 era are expected to accelerate, which
would provide more business opportunities for NTT DATA to contribute to. Since clients
would start to consider and spend for such projects from this year, many of such businesses
would be recognized in our business performance in 2021 and onward.

Taking into account the impact of COVID-19, I would like to explain the earnings forecast for
the fiscal year ending March 31, 2021, which was announced on August 7 this year. As I told
you earlier, although there would be differences among countries and industries, we
assumed that we would be negatively affected by COVID-19 in general.
New orders received are expected to decrease significantly due to a reactionary decline from
the previous fiscal year which won the large-scale projects won, as well as the impact of
clients' IT investment restraint due to the impact of COVID-19 especially overseas.
Although there will be stable sales development from the order backlog, net sales are
expected to decrease due to a significant decrease in projects with relatively short
development periods, etc., compared to the previous fiscal year, which will be received in the
current fiscal year and developed into sales in the current fiscal year due to the impact of
COVID-19.
Operating income will decrease due mainly to sales decline, despite a decrease of
temporary costs of the previous fiscal year. We aim to secure the same level of operating
profit margin as the previous fiscal year while carrying out structural transformation for the
future.
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Next slide shows the results for the second quarter of the fiscal year ending September 30,
2020, the most recent financial results announced on November 2.
Similarly to the first quarter, there was a negative impact on our entire business due to the
COVID-19, mainly in the North America Segment, the EMEA & LATAM Segment, and the
Enterprise & Solutions Segment in Japan. However, we have made steady progress to
achieve the full-year target.
New orders received decreased in the second quarter mainly because of less orders than
in the previous fiscal year, such as those for large-scale projects in Japan and overseas
countries.
Net sales remained the same as the previous fiscal year, mainly because orders received
in previous years contributed to sales as expected.
Despite factors including the impact due to the COVID-19 and an increase in expenses for
structural transformation overseas, operating income also remained on par with the
previous fiscal year mainly because of the reduced number of unprofitable in Japan.
Overall, the negative impact has not been as severe as we had assumed when we
announced the business forecast on August 7.
I mentioned earlier that the stock price trend, once dropped after October, has recovered
significantly. We believe this is because the impact of COVID-19 was not severe than we
expected.
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This chart shows the status of our business segments such as Public & Social Infrastructure,
Financial, Enterprise, North America, and EMEA & LATAM segments as of the
announcement of the forecast on August 7 and as of the end of the second quarter.
As mentioned before, the negative impact of COVID-19 was generally lower than expected.
The situation has been steady mainly in existing businesses and digital-related projects.
However, because of unpredictable factors such as the third wave of infections, the
resurgence of COVID-19 cases in the world, we will keep monitoring the impact on regional
economies and corporate activities.
In addition to the impact of COVID-19 on our business, the financial results by segment are
posted on our website as materials of the financial results briefing. Please visit our website
for more information.

Now, I would like to talk about the positive effects of the COVID-19.
The unexpected virus has struck and are still raging the world including Japan, Europe, and
the U.S. In Japan, the delay in digitization of society and companies has become apparent in
this situation. Therefore, in order to realize a new society with and after COVID-19,
companies and industries are required to design a new society.
The supply chain and data collaboration are required to adapt to the uncertain situations,
especially in the manufacturing industry. In addition, communication with customers in all
industries will become non-face-to-face, and the utilization of customer contact data will
become a source of new value. Also, as working from home is becoming the new normal,
the role of offices will change, and IT infrastructure and security will play key roles.
In order to contribute to the society and companies expected to change, we provide solutions
from five perspectives: supply chains, sales and marketing, working styles, security, and IT
operations. All of these are in need of a major overhaul in this dynamic period of social
change.
We hope that NTT DATA's solutions will help our society to overcome this difficult situation,
and be the part of the new society.

As I mentioned earlier, the spread of COVID-19 has accelerated the movement adjusting to
new normal around the world.
In our view, the kind of society we ought to aim for is one that evolves the online world into a
new reality that preserves the conventional real world of flesh-and-blood human activity,
while also providing an optimum mixture of both worlds perfect for all sorts of purposes.
The period so called With COVID-19 era will continue for a while, but NTT DATA will always
envision a society that is changing for the better, and aim to realize this vision by leveraging
the strengths and digital technologies which have cultivated over the years.
NTT DATA uses information technology to create better future society. Together with
colleagues around the world, we take all the effort to realize our mission with consistent
belief.

NTT DATA newly established the Social Design Office on October 29 to contribute digital
transformation of the entire society. In near future, the digitization of the government services
and the services of financial institutions and companies will be accelerated.
At NTT DATA, the Financial, Public and Enterprise segments, overseas units, and R&D
sections will work together closely across organizational boundaries to contribute to digital
transformation for the entire society.
We will also send talents such as CDOs and CTOs and teams to society, and actively help
clients to foster digital talents.

I have explained business and strengths of NTT DATA. Now I would like to talk about our
growth strategy, focusing on the new mid-term management plan, which we are currently
working on.
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I would like to explain a little more in detail about what we’re aiming for in our business
expansion.
As I have mentioned before, we began accelerating our overseas business since around
2005. We started out by increasing regional area of coverage. We conducted M&As all
over the world and we welcomed everis, a Spanish company, to our group 6 years ago,
which enabled us to deliver our services in Spanish-speaking countries in Latin America.
This also allowed us to reach the Global 1st Stage in 2015. During this time, our net sales
grew significantly from 0.9 trillion yen to 1.6 trillion yen.
Our next step was to establish NTT DATA as a global brand. Our net sales significantly
exceeded the then target of 2.0 trillion yen and the overseas sales ratio reached nearly
50% last fiscal year. Therefore, we believe we have achieved our Global 2nd Stage. During
this three years period, the net sales has also increased significantly, letting us accomplish
dramatic growth.
And now, we have started advancing toward Global 3rd Stage where we aim for
“penetration of a trusted brand.” Our desire is to have customers all over the world
recognize our company as a trustworthy innovation company, while aiming to become one
of the Global Top 5 companies in terms of net sales as well as raise our overseas sales
ratio.
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In order to achieve the Global 3rd Stage that I have mentioned earlier, the new three-year
mid-term management plan which started this fiscal year is extremely important. This slide
shows the overall image of this plan.
First of all, speaking of our quantitative target, we are aiming to make net sales of 2.5
trillion yen which is about 340 billion yen increase from FY2018, as a business goal.
Also, in terms of profitability, we will aim to achieve an operating income margin of 8%.
Especially for our overseas business, improving profitability is one of our key business
challenges. Therefore, we have set a goal to increase overseas EBITA from the FY2018
level of 3% to 7% to clearly demonstrate that we are also enhancing profitability, while
maintaining sales growth. Overseas EBITA is a figure representing a profit margin of the
overseas business on real performance basis, excluding special impacts that result from
M&As.
In order to achieve our quantitative target, we must maximize value for clients, and our
strategy for that purpose is on this slide.
Next, I would like to talk about the strategies and our Consistent Belief which support these
strategies.
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First of all, I would like to talk about Strategy 1.
This is a strategy for thoroughly enhancing our strengths as one global company, and to
arm ourselves and improve our ways of competing globally.
Until the end of our mid-term management plan, we have been operating our businesses
based on strategies according to the needs of each region. However, we believe that in
order to grow further to achieve our Global 3rd Stage, we need to build our strengths as one
global team.
For this purpose, we identified our target to globally and actively invest in by narrowing
down the industries into those we can globally exert our strengths in. These are the five
industries that were determined.
By investment, what we mean is to create weapons in order to compete. What we are
investing in is new technology. We have also narrowed down the technology and identified
six.
We intend to combine these industries and technologies to create “weapons” that would be
our own unique strengths and roll them out globally.
Now, let me introduce three examples so that you would have a specific image of Strategy
1.
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Next, I would like to talk about Strategy 2. I explained this at the beginning of this
presentation as NTT DATA’s Strength, but we have also included as a strategy in the new
mid-term management plan.
In this strategy, we will repeat the 4D Value Cycle, which is our globally consistent value
offering model, in accordance with market characteristics and our strength that differ by
region. The cycle consists of four processes, which is to: forecast the future needs of the
clients and “discover” new technologies; “design” optimal IT system for the clients;
“develop;” and support clients to “drive” (use the system) after the systems are delivered.
We will further enhance the value we provide to our clients by continuing this cycle.
The key to this cycle is to “discover” optimal technology for our clients’ business expansion,
by predicting the future while new technologies emerge one after another.
As described above, we will be responsible for the whole life cycle of our IT services and
provide services by considering the needs of each individual clients to build a solid, longterm relationship of trust with the clients.
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Next, I would like to talk about Strategy 3.
The aim of this strategy is to unleash our employees’ potential that maximize our
organizational strengths.
Specifically, in order to unleash employees’ potential, we will enhance digital and global
capabilities of all employees and ensure that our workplace contributes to self realization of
each employee at the same time.
To digitize our work environment, we will implement cutting-edge schemes to enable global
sharing of expertise and know how to promote internal collaboration. We will also aim to
further improve our productivity by continuing to refine our production technology.
To enhance our governance processes, we will globally enhance risk management as well
as work on advancing project management.
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The fourth is to drive collaboration across NTT Group.
First, we will drive collaboration in advanced fields. We will globally make use of the results
of R&D by NTT which possesses top class technical capabilities in the world to enhance
the solutions that we provide.
Also, to collaborate in each region, we will increase cross-selling in areas and regions
where NTT Group companies have advantages.
Moreover, we will be driving collaboration utilizing economy of scale including reducing
costs by NTT Global Procurement Organization.
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I have talked about the Courage to Change. Now, I will talk about the Constant Belief
supporting those strategies and efforts.
NTT DATA Group’s mission statement is: NTT DATA uses information technology to create
new paradigms and values, which help contribute to a more affluent and harmonious society.
This is what we can call our DNA since the company foundation.
Recently, companies are expected to address social issues globally. There is an increasing
trend of evaluating the way companies are involved with the society according to the themes
called ESG which stands for “Environment/Society/Governance.”
As you can see from our mission statement above, our business itself is to solve social or
clients’ issues using the power of IT. We feel that expectations towards our company is
increasing while technology is developing dramatically.
Based on these facts, we defined our concepts towards ESG, NTT DATA’s ESG Management,
in the new mid-term management plan, which reflects the concepts in our management
strategy.
We intend to continue providing solutions for sustainable development of our clients and
society based on our long-term relationship of trust with the clients. At the same time, we intend
to constantly increase our corporate value through our corporate activities, which take into
account development of human resources, innovation of workstyle, and respect for diversity,
and so on.
This is our Consistent Belief.
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This slide shows the concept of our ESG Management.
While we are promoting ESG Management through both business and corporate activities,
we especially focus on contributing society and increasing corporate value through business.
In some cases, NTT DATA's corporate activities themselves contribute to society, but in the
environment surrounding us, we believe that we can ultimately transform an entire society for
the better by supporting our clients' social contributions through our business.
We are also working on to reinforce our corporate governance as a foundation for ESG
Management.
For example, in order to further strengthen our governance structure, we shifted from a
company with a board of corporate auditors to a company with audit and supervisory
committee in June of this year.
To ensure the meaningful discussion at meetings of the Board of Directors, briefings on
important agenda items are provided to outside directors prior to each meeting. After all
questions are cleared and items are fully understood, the Board of Directors meeting are
hold.
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In 2019, we selected 12 Material ESG Issues to address in NTT DATA’s ESG management
for sustainable growth and are now working to contribute to society through both our
business and corporate activities.
We selected these 12 Material ESG Issues as those that are particularly significant, using
two evaluation points: materiality for society and materiality for the Company, from 60
issues that we think would have both internal and external impact.
In 2020, we set KPIs for the Material ESG Issues so that each employee becomes aware
of ESG management and helps to realize SDGs in their business and corporate activities.
By making these KPIs each organization’s management evaluation indices, we aim to
further promote our ESG management.
The KPIs for the 12 Material ESG Issues are described in our annual report, which is also
available on our website.
This concludes our growth strategy.
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Finally, I would like to explain our view regarding shareholder returns.
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Our IT services have a high growth potential, and we believe that we are still in the process
of growing.
Aiming for further growth, it is important to make upfront investments in M&A, new
technologies and services.We intend to make further growth investments to expand the
cash flow to be generated in the future.
It is also important for us to maintain and strengthen our financial position in order to be a
company trusted by clients over the long term.
We places value on paying dividends at a stable rate to return profits to our shareholders.
For this year, we are planning to pay a dividend of 18 yen per share, which is as same as
the previous year.
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Next, I will explain our dividend policy.
NTT DATA places value on paying dividends at a stable rate for mid- to long-term against
generated cash flows.
The blue line on the chart shows the 5-year average cash flow. We intend to maintain this
growth trend over the long-term through growth investment, and increase the dividend
payment.
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Finally, I would like to talk about the soundness of our financial base.
The ratio between our interest-bearing liabilities and shareholders’ equity, so-called D/E
ratio, is trending within a certain range. As a result, we received relatively high ratings from
rating agencies and are recognized as financially sound and stable company.
We have been awarded many contracts with government agencies, financial institutions,
and major firms for long-term projects and services. Some cases continue over eight years.
Clients require the company they conclude a long-term contract with to be financially
sound. Therefore, having a sound financial basis is essential to maintain our infrastructure
business.

Meanwhile, we believe that M&A and other growth investments are still necessary for
further growth. To maintain our D/E ratio, we intend to finance with a combination of
borrowing, bond issuance and cash from operations.
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This concludes my presentation.
I hope you will find of interest in NTT DATA which has further growth potential.
Thank you very much for your kind attention.
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