I am Toshio Iwamoto, the President and CEO, and Representative Director, of
NTT DATA.
Thank you for your participation today during your busy schedule.
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Let me explain the results for the fiscal year ended March 31, 2018.
Due mainly to the robust domestic businesses and the expansion of overseas
businesses, we recorded new orders received of 2,021.1 billion yen and net sales
of 2,117.1 billion yen. It was the first time for both to exceed the 2.0 trillion yen
milestone. We recorded an operating income of 123.5 billion yen, which exceeded
the forecast of 120.0 billion yen, as profits rose in tandem with sales growth.
The Post Merger Integration (PMI) of the former Dell Services continued to
progress steadily. About 20.0 billion yen was recorded as an extraordinary loss for
North America in the fiscal year ended March 31, 2018, and almost all systems
have been integrated. Specifically, large financial and human resources systems
have already been integrated, and we expect that other systems will be integrated
in one or two months. We expect all PMI processes, including those in other areas,
will be eventually completed by around 2Q in the fiscal year ending March 31, 2019.
Although the net income attributable to owners of parent was slightly less than the
59.0 billion yen planned at the beginning of the period, it was almost as expected.
From the next slide, I will explain the situation in detail.

4

(Description abbreviated)

5

This slide shows new orders received.
The Public & Social Infrastructure Segment won large-scale projects and
achieved a favorable result, which was higher than expected.
For the Financial Segment, the decrease from the previous fiscal year seems
significant. However, as we have explained since the beginning of the period, this
is due mainly to less orders compared to the fiscal year ended March 31, 2017,
when the segment won multiple large-scale projects, and the result was actually
better than expected.
The Enterprise & Solutions Segment posted a positive result compared to the
previous fiscal year due mainly to an increase in the new digital-related projects
and the contribution made by a new IT service subsidiary we established jointly
with Mitsubishi Heavy Industries, Ltd., which has been consolidated since October
2017.
I’ll show you the new orders received by the North America and EMEA & LATAM
Segments on the next slide.
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This slide shows the status of overseas businesses.
Please pay attention to the note “Impact of unification of accounting period.” As we
will change the accounting standard from JGAAP to IFRS from the fiscal year ending
March 31, 2019, we needed to unify the accounting periods of overseas subsidiaries in
the fiscal year ended March 31, 2018. Accordingly, in the fiscal year ended March 31,
2018, for everis, we consolidated financial results of 15 months, three months longer
than usual; for the former Dell Services whose fiscal year-end was January 31, we
consolidated the financial results of 14 months including February and March, two
months longer than usual. This unification contributed to the increase in new orders
received. For EMEA, we consolidated the financial results of 15 months for the unification
in the fiscal year ended March 31, 2017, and consolidated the financial results of 12
months as usual for the fiscal year ended March 31, 2018. The accounting period is
shorter than the previous fiscal year by three months, which resulted in the decrease.
With regard to exchange rate, in the fiscal year ended March 31, 2018, the weaker
Japanese yen (JPY) against the US dollar (USD) and Euro (EUR) had a positive
impact on new orders received. It contributed to the increase by about 33.0 billion yen
in total.
This slide shows that the increase in new orders received is the amount excluding
the impacts of the unification of accounting periods and exchange rates. Specifically,
new orders received by the North America Segment increased by about 90.0 billion
yen and those received by EMEA & LATAM Segment increased by about 45.0 billion
yen. The increase in North America was due partly to the fact that the former Dell
Services was consolidated from the beginning of the fiscal year ended March 31,
2018. While new orders received increased from the previous fiscal year, the amount
was much lower than our expectation, which will be explained in detail later. We need
to address this major management issue in the fiscal year ended March 31, 2018 and
the next.
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Let’s move on to net sales. The decrease of the Public & Social Infrastructure
Segment was due mainly to less orders compared to the previous fiscal year, with
which we found no problem because we took such decrease into consideration
when setting the expectation at the beginning of the fiscal year.
The net sales of the Financial Segment have grown very steadily and increased
by about 40.0 billion yen from the previous fiscal year.
The growth of net sales of the Enterprise & Solutions Segment was very solid
partly because of the consolidation of a new IT service subsidiary we established
jointly with Mitsubishi Heavy Industries, Ltd., as I explained before in the section of
new orders received, as well as the digital-related growth.
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This slide shows the status of overseas businesses. As I mentioned in the section
of new orders received, the increase and decrease of overseas net sales were due
mainly to the impact of the unification of accounting periods, which is a special
factor only for the fiscal year ended March 31, 2018.
With regard to exchange rate, the weaker Japanese yen (JPY) against the US
dollar (USD) and Euro (EUR) also had a positive impact on net sales in the fiscal
year ended March 31, 2018.
We identified the amount excluding the impacts of the unification of accounting
periods and exchange rates as business expansion, etc. Net sales expanded very
steadily both in North America and EMEA & LATAM. The biggest factor in North
America was the consolidation of the former Dell Services at the beginning of the
fiscal year. With regard to EMEA & LATAM, net sales grew very solidly in an
organic way in some regions such as Spain, Germany, and Latin America.
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Turning to operating income without goodwill amortization, the decrease of the
Public & Social Infrastructure Segment was due mainly to unprofitable projects.
The accumulated amount of loss of unprofitable projects of the whole company
was 9.9 billion yen in the fiscal year ended March 31, 2018. However, the amount
of losses of unprofitable projects excluding one project accounted for 0.3% or less
of the consolidated net sales, a target we set, which means that we could fully
control unprofitability. Thus, we found no problem with this.
In the fiscal year ended March 31, 2018, one project made a big loss. This was
an unprecedented project in the world that posed an enormous technological
challenge to us and had special characteristics similar to an R&D project. As
services of this project will begin sequentially in FY2018, we think that it is unlikely
that it will make another big loss. Given the characteristics of the system, we
cannot rule out unexpected problems after the services begin, but we have been
able to keep this project under control also.
For the Financial Segment, operating income increased due partly to the
improvement of the cost of sales ratio attributable to a decrease mainly in the
depreciation of some systems. The increase of operating income of the Enterprise
& Solutions Segment was due to a growth in sales.
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The operating income without goodwill amortization of overseas businesses was
impacted by the unification of accounting periods like new orders received and net
sales. However, the impacts of the unification of accounting periods and exchange
rates were not so significant.
For the business expansion, etc., although the operating income of North America
increased, that of EMEA & LATAM decreased. While I mentioned that new orders
received and net sales of EMEA & LATAM were very robust, operating income
turned negative due mainly to the hiring of many personnel to address the active
business situation, staff education or aggressive spending of sales expenses to win
a large-scale contract. However, as a profound positive effect will be generated in
the fiscal year ending March 31, 2019, or later, we do not have to worry about it too
much.
I will skip the next few slides showing data by segment but will provide you with
some supplementary explanations.
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The segment profit of the Enterprise & Solutions significantly decreased from the
previous fiscal year. This was because the segment gained about 15.0 billion yen
in profit from the sale of investment securities in the fiscal year ended March 31,
2017, but it did not receive such profit in the fiscal year ended March 31, 2018.
The decrease was less than 15.0 billion yen because other robust business
activities offset the negative impact.
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As for the segment profit of North America, as I mentioned at the beginning of my
presentation, the segment faced increased costs for PMI of the former Dell
Services and spent some on restructuring costs due partly to the lower-thanexpected growth of new orders received, which I explained in the section of new
orders received.
These factors caused the segment to spend costs for PMI and restructuring of
almost 20.0 billion yen in the fiscal year ended March 31, 2018, which resulted in a
significant decrease of the segment profit from the previous fiscal year. This was a
special circumstance only for the fiscal year ended March 31, 2018.
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The figures of all categories of the EMEA & LATAM Segment were positive and
increased from the previous fiscal year.
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Let me explain the forecasts of the business performance for the fiscal year ending March 31, 2019.
Please note that we had useed JGAAP for financial closing until the fiscal year ended March 31, 2018, but we
will adopt the International Financial Reporting Standards (IFRS) from the fiscal year ending March 31, 2019.
Therefore, the figures for the fiscal year ended March 31, 2018, shown on this slide were those calculated in
accordance with IFRS. Please understand that the figures accompanied by “Estimates” are estimated figures
because they have not undergone an official accounting audit yet and that they are rough figures.
This slide shows the JGAAP-based results and IFRS-based estimates for the fiscal year ended March 31,
2018, and IFRS-based forecasts for the fiscal year ending March 31, 2019.
With regard to the difference between the JGAAP-based results and the IFRS-based estimates for the fiscal
year ended March 31, 2018, the IFRS-based estimates for new orders received and net sales are the amounts
from which 70.0-80.0 billion yen, increased due to the unification of accounting periods, were deducted. As for
operating income for the fiscal year ended March 31, 2018, the JGAAP-based operating income of 123.5
billion yen is almost the same as the IFRS-based operating income of 123.2 billion yen despite the impact of
the unification of accounting periods and other factors on the IFRS-based figure. When IFRS is adopted, the
operating income increases by about 25.0 billion yen as IFRS does not require goodwill amortization.
Meanwhile, extraordinary losses such as costs for PMI of the former Dell Services are recognized as operating
losses, while they are recognized as non-operating losses under JGAAP. As a result of the offset, JGAAPbased operating income is almost the same as IFRS-based operating income. As for net income, the IFRSbased net income is 81.2 billion yen mainly because goodwill amortization is not required, compared to a
JGAAP-based net income of 58.1 billion yen.
Turning to the full year forecasts of business performance for the fiscal year ending March 31, 2019, we will
try to maintain the level of new orders received by taking into consideration the robust domestic situation in
Japan. We will aim to raise net sales to the 2,100.0 billion yen level. While the slide shows our forecast of
operating income at 142.0 billion yen, we think that we can achieve an operating income of 152.0 billion yen
when considering our potential. In an environment where competition for technological innovation is fierce, we
cannot maintain advantages over competitors without substantial investments in new fields, regarding which I
will provide a detailed explanation later in the section on the progress of the mid-term management plan. In the
fiscal year ended March 31, 2018, we invested about 7.0 billion yen in new fields, and our forecasts are based
on the assumption that we will invest about 10.0 billion yen in the fiscal year ending March 31, 2019. Therefore,
we determine the forecast of operating income at 142.0 billion yen for the fiscal year ending March 31, 2019,
by deducting 10.0 billion yen for the investment in new fields from the potential value, 152.0 billion yen.
The dividends per share were 15 yen for the fiscal year ended March 31, 2018. For the fiscal year ending
March 31, 2019, we will increase the ordinary dividends by 2 yen to 17 yen instead of paying commemorative
dividends as business performance is expected to be positive and we will mark our 30th anniversary in the
fiscal year.
I will explain the details of new orders received, net sales, and operating income from the next page.
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First of all, I am going to talk about new orders received.
New orders received of the Public & Social Infrastructure Segment are expected
to decrease by about 100.0 billion yen due mainly to less orders compared to the
fiscal year ended March 31, 2018, when the segment saw very robust growth. The
Financial Segment is expected to receive as many new orders as it did in the fiscal
year ended March 31, 2018. This is the same with the Enterprise & Solutions
Segment.
For overseas businesses, the figure in the brackets below year-on-year
increase/decrease represents the exchange rate impact. The North America
Segment is expected to increase despite the negative exchange rate impact of 6.3
billion yen due to the expected stronger Japanese yen (JPY) against the US dollar
(USD) in the fiscal year ending March 31, 2019, compared to the rate in the fiscal
year ended March 31, 2018.
On the contrary, the exchange rate will positively impact on new orders received
by the EMEA & LATAM Segment as we expect a weaker yen against the Euro
(EUR) in the fiscal year ending March 31, 2019, compared to the rate in the fiscal
year ended March 31, 2018. Due mainly to the impact, new orders received are
expected to increase by 61.1 billion yen and grow steadily.
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This slide shows our forecasts for net sales.
While new orders received by the Public & Social Infrastructure Segment are
expected to decrease from the previous fiscal year, net sales of the segment will
increase because of the growth of new orders received in the fiscal year ended
March 31, 2018.
The Financial Segment expects a decrease in net sales due to off-demand period
impact. Each large-scale financial system has a different service provision period,
for example, six or eight years. We think that it will be a temporary decrease. New
orders received are expected to grow solidly, and the decrease has been foreseen.
The Enterprise & Solutions Segment expects a steady increase in net sales like
those in the fiscal year ended March 31, 2018.
As I explained in the section of new orders received, the North America Segment
expects a negative impact of exchange rates as much as 6.9 billion yen. Excluding
the impact of exchange rate, the segment will see organic growth of net sales by
about 3.0 billion yen.
The EMEA & LATAM Segment expects a steady increase in net sales.
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This slide shows our forecast for operating income.
The Public & Social Infrastructure Segment expects an increase due mainly to
sales growth and a reduction in the amount of loss from unprofitable projects.
The Financial Segment expects a slight decrease due to a decline in sales, with
which we find no problem.
The Enterprise & Solutions Segment expects an increase due to sales growth.
As there is no major exchange rate impact on the operating income of North
America and EMEA & LATAM Segments, the operating income of these segments
will reflect their potential. The North America Segment expects an increase due to
a decrease in costs mainly for PMI for the former Dell Services.
The forecast value of the last item, Others, reflects an increase in costs by about
3.0 billion yen included in “investments in new fields” of about 10.0 billion yen, from
the previous fiscal year.
I will skip the next few slides showing data by segment.
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First of all, I am going to talk about the whole picture of the mid-term
management plan.
The fiscal year ending March 31, 2019, is the final fiscal year of the mid-term
management plan. One of the objectives of the plan is consolidated net sales over
2.0 trillion yen. In the fiscal year ended March 31, 2018, consolidated net sales
over 2.0 trillion yen on an actual business activity basis without the impact of
special factors including the unification of accounting periods, which means that we
successfully achieved one of the objectives of the mid-term management plan a
year ahead of schedule.
Another objective is a 50% or higher increase in adjusted operating income
(compared to FY2015). I am going to provide you with a supplementary
explanation about the adjustment. As I mentioned before, operating income is
expected to be 152.0 billion yen on an actual business activity basis in the fiscal
year ending March 31, 2019. This value represents a 50% increase without
investments in new fields of about 10.0 billion yen. That is to say, operating income
of 152.0 billion yen excluding investments in new fields is 50% more than the
operating income of 100.8 billion yen in FY2015.
These two are the objectives of the mid-term management plan. Previously, I said
that we would aim to achieve the objectives of Global 2nd Stage by the final year of
the mid-term management plan, two years earlier than originally planned. On the
same occasion, I also said that we would make overseas sales account for about
50% of the total sales. I mentioned the percentage not because it was an objective
but because we expected to achieve the goals of net sales over 2.0 trillion yen and
a 50% or higher increase in adjusted operating income (compared to FY2015) by
raising overseas sales to the level. As the ratio of overseas sales exceeded 40% in
the fiscal year ended March 31, 2018, we think that we have progressed steadily.
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This slide shows changes in net sales and operating income since FY2015. Both
net sales and operating income have increased steadily.
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Our global coverage has expanded to include 53 countries/regions and 214 cities.
The number of employees has increased to more than 118,000 as of March 31,
2018. We have about 35,000 employees in Japan and more than eighty and some
thousand employees outside Japan.
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As one of the elements of our “Game-Changing Approach”, we have valued
forging long-term relationships with our clients. This slide shows changes in the
number of clients with annual sales of 5.0 billion yen or more in Japan or 50 million
US dollar or more outside Japan at client base.
The group does not always consist of the same clients with some clients joining
and leaving every year. When comparing FY2011, FY2015, and FY2017, however,
we can see that the number of clients are growing. The orders backlog has also
increased, which means that we have forged relationships with more and more
clients steadily.
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There are many topics I would like to talk about, but I will pick up some
remarkable cases in FY2017.
One is the case of the Robotic Process Automation (RPA) solution. This RPA
solution known as WinActor, which was developed by the NTT Group, has been
sold steadily and deployed by about 800 companies as of April 2018.
While there is a foreign competitor, Blue Prism, WinActor has added various
functions and is expected to support a huge RPA trend in FY2018.
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The other is the case of an organization in Georgia, U.S.A, known as Georgia
Technology Authority (GTA). Over long years of relationship, we have provided
services to the organization as a secondary contractor, not a primary contractor
and gained trust from the client by jointly establishing an innovative fund and
making various proposals. As a result, we successfully won a multi-year ITO
service agreement as a prime contractor at the beginning of 2018.
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In the technology innovation field, various initiatives for digital transformation have
been implemented all over the world. Although they are slightly different among
regions including Japan, North America, Europe, and Latin America, the existing
system itself serves as an important enterprise system that helps manufacturing,
financial, distribution or retail companies earn revenue.
A legacy system has something that is similar to an element of a legend system,
and the term “legacy” is not always used in a bad way. A big challenge for us is to
transform existing legacy systems including mainframe and open systems to new
digital systems. To meet the many requests for transformation from clients, we
created the Digital Technology Office and other departments. We think that this will
be a critical factor both this year and the next year.
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This slide shows some examples of how leading-edge technologies are utilized.
I will not provide a detailed explanation for each, but we serve clients in each field
such as AI, IoT, and Blockchain, on our platform or through an alliance with startups.
There is “Analytics” at the bottom of the slide. Currently, people say that data
poses important issues and new regulations for the protection of personal
information including “EU’s General Data Protection Regulation (GDPR)” have
been established. Meanwhile, most of the data that is growing enormously is
unstructured data. The volume of the regular data we can handle with the relational
database has not grown rapidly. To handle such unstructured data, we have been
thinking of a solution using Database Management System (DBMS) by a U.S.
company, MarkLogic, for more than ten years. In Japan, North America, and
Europe, all companies use XBRL and XML languages for the submission of
financial statements to regulatory authorities. Each authority collects XBRL data
and takes a lot of care and operations to analyze information. Additionally, XBRL
data has a kind of dictionary known as “taxonomy,” and if it is updated frequently,
considerable system maintenance is required accordingly, which poses a
significant issue. There is also the problem that people cannot handle non-numeric
data in XBRL format well while such data can be managed as a function.
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As MarkLogic could handle it well, we worked with the Bank of England (BoE)
through Proof of Concept (PoC) by developing a solution using their technology
and achieved good results. We believe that we will be able to continue with this
initiative.
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Last but not least, this year marks the 30th anniversary of NTT DATA.
Our business started 50 years ago in 1967 when DATA Communications Bureau was
established within Nippon Telegraph and Telephone Public Corporation. NTT DATA,
which was the first NTT group company to be spun off into a separate company from
Nippon Telegraph and Telephone Corporation, was established 30 years ago on May
23, 1988. Therefore, we hold various events every year on May 23 to celebrate this
anniversary.
We have performed business activities under the Group Vision “Global IT Innovator.”
We first created this vision in 2005. In 2013 when we celebrated our 25th anniversary,
we examined changing it but kept it unchanged, deciding that we wanted to continue
to operate under the same vision. However, in that year, we added three values to
express the vision specifically: “Clients First,” “Foresight,” and “Team work.”
In this year that marks our 30th anniversary, we will change the Group Vision from
“Global IT Innovator” to “Trusted Global Innovator” on May 23.
The reason why “IT” is removed from the Group Vision is not that IT is useless, but
that there is no need to say “IT” anymore. All human activities are related to IT in
political, corporate, sports, art, cultural and religious fields. We intentionally removed
“IT” from the vision because there is no need to say “IT” anymore. We put the highest
priority on building relationships with clients supported by their trust to achieve the
goals of the Global 3rd Stage by around 2025 and advance to the next stage. This is
the conclusion drawn from a series of discussions with CEOs and other top executives
of overseas affiliated companies. “Trusted” is also a very important keyword for
overseas companies. We will endeavor to do our best for years to come with the
keyword “trusted” in mind.
I have come to the end of my presentation. Thank you for listening.
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