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I am the President and Chief Executive Officer, and the Representative Director, 
Toshio Iwamoto. 

Thank you for your participation today during your busy schedule. 

Now let me start sharing you the review for the outline of the fiscal year ending 
March 31, 2017. 
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Let me explain the results for the fiscal year ended March 31, 2017.
Each of the new orders received, net sales, and operating income increased from 
the previous fiscal year, so the fiscal year was quite successful.
For the results of the fiscal year ended March, 2017, the NTT DATA EMEA’s 
consolidated accounting period extended to 15 months due to the unification of 
accounting periods, and the 3 months results of the acquired former Dell 
Services are included. Additionally, though the negative impact due to yen 
appreciation in foreign exchange has shown for 66 billion yen in new orders 
received and 60 billion yen in net sales, supplementing those negative impacts 
and achieving a positive growth, new orders received and net sales increased 
more than 100 billion yen from the previous fiscal year.
Since transferring to IFRS from the next fiscal year ending March 31, 2019, the 
“operating income before goodwill amortization” is also disclosed from this fiscal 
year.
For the cash dividend per share in the fiscal year ending March, 2018, 70 yen 
was expected, but 5 yen increased referring the favorable account settlement at 
this fiscal year.
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New orders received in the Public & Social Infrastructure slightly decreased from 
the previous fiscal year and this is due to a reactionary decline in large-scale 
projects received in the previous fiscal year, so this figure is not unsatisfactory 
for us. New orders received in the Global increased by 137.4 billion yen from the 
previous fiscal year mainly due to the additional 3 months coming from the 
consolidation with acquired former Dell Services and the winning of the large 
contracts for multiple years in Australia and Spain.



6

While net sales in Financial slightly decreased due to a reactionary decline in 
large-scale projects of the previous fiscal year, net sales in other segments 
increased steadily. Net sales in Global significantly increased due to the 
acquisition of the former Dell Services and the increase the number of 
consolidated months by the unification of accounting periods of European 
subsidiaries, as mentioned earlier.
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Moving on to operating income. Operating income after goodwill amortization was 
117.1 billion yen although forecasted 105 billion yen at the beginning of the term. 
Operating income before goodwill amortization in all the segments increased from 
the previous fiscal year. Decreasing unprofitable projects in the Public & Social 
Infrastructure and Financial greatly contributed to a substantial increase in 
operating income. The unprofitable projects were estimated around 8 billion yen 
at the beginning of the period, and forecasted around 6 billion yen at the 
announcement of financial statements of 2Q. The result was 7.4 billion yen, 
falling below 8 billion, the estimate at the beginning of the period, so we consider 
it is in control. For Global, though some temporary factors there for the expense 
increase, the result is positive and we see it is good.
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Global enjoyed very brisk net sales and new orders received, with its net sales 
exceeding 600 billion yen. Also disclosed EBITA from this fiscal year. The EBITA 
to net sales ratio decreased in the fiscal year ended March, 2017 on year-on-
year basis and this is due to several transitory factors of increased costs, 
including the advisory expenses for over 4 billion yen associated with the 
acquisition of the former Dell Services in North America, and therefore, we have 
concluded that the ratio increased from the previous period. Segment Profit 
decreased considerably. This is mainly due to transitory costs, including loss on 
restructuring of subsidiaries and affiliates related to the acquisition of the former 
Dell Services in North America, and acquisition expenses related to everis Spain 
acquired 3.5 years ago, as I mentioned when stating the result of 2Q, so please 
understand those are the specific factors for the fiscal year ended March, 2017.
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As full year forecasts of business performance for the fiscal year ending March, 
2018, we forecast that new orders received and net sales will be 1 trillion and 
940 billion yen and over 2 trillion yen, respectively.
The former Dell Services’ consolidated accounting period has been changed to 
12 months, and these forecasts include the impact on our consolidated results of 
the fact which the consolidated accounting period has been extended by 2 
months to 14 months due to the unification of accounting periods for IFRS. In 
addition, everis’ business performance over 15 months will be consolidated as its 
accounting period will also be unified. Both impacts of the unification of 
accounting periods increase net sales by approx. 90 billion yen, so we have 
recognized net sales has not exceeded 2 trillion yen yet. Operating income after 
goodwill amortization is expected to be 117.1 billion yen in the fiscal year ended 
March, 2017, and 120 billion yen in the fiscal year ending March, 2018. We 
increased the cash dividend per share by 5 yen in the fiscal year ended March, 
2017, and expected to increase to 75 yen in the fiscal year ending March, 2018.
Net income decreased from the previous fiscal year since we have included an 
expense of approx. 15 billion yen needed to develop IT systems for the 
restructuring and integration of the former Dell Services promoted over 1.5 years 
as an extraordinary loss.
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New orders received in the segments other than the Financial are expected to 
be increasing steadily. New orders received in the Financial decreased by approx. 
190 billion yen and this is due to a reactionary decline in large-scale projects for 
banks and cooperative financial institutions in the fiscal year ended March, 2017. 
Although new orders received in the fiscal year ending March, 2018 are expected 
to fall drastically from the previous fiscal year, we think this will not have a 
negative impact on net sales since sales from those projects received in the 
fiscal year ended March, 2017 are reported for the future several years. New 
orders received in Global are forecasted to increase due to the acquisition of the 
former Dell Services and the unification of accounting periods.
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Net sales in the Public & Social Infrastructure are expected to decrease. This is 
mainly due to the impact of a reactionary decline of the previous fiscal year and 
we think there is no major problem since they are surely received the orders of 
the bidding projects which we should win. The same as new orders received, net 
sales in Global are expected to significantly increase due to the acquisition of 
the former Dell Services and the unification of accounting periods of the group 
companies.
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Operating income before goodwill amortization in all the segments is expected to 
increase due mainly to growth in sales. Operating income in the Public & Social 
Infrastructure is expected to increase due mainly to the further decrease in 
unprofitable projects despite the impact of decrease in sales.
I will also explain the item “Others”. Since technologies in the IT industry are 
making remarkable progress, our company is considering investing in new fields 
as much as we can. Therefore, the investment for the new areas approx. 7 billion 
yen are included in “Others” mainly as a R&D expense and would like to add 
more resource.
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The Segment Profit in Enterprise & Solutions is expected to decrease by 14.8 
billion yen from the previous fiscal year. This is the reactionary decline in gains 
of approx. 15 billion yen on the sale of investment securities in the previous 
fiscal year ended March, 2017, and does not mean there is a negative factor in 
our businesses.
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Net sales in Global are expected to exceed 900 billion yen for the impact of the 
acquisition of the former Dell Services and the unification of accounting periods 
of our group companies including everis. Operating income will reach a certain 
level after transferring to IFRS in the fiscal year ending March, 2019, since the 
EBITA to net sales ratio is expected to be more than 6% and goodwill 
amortization to be excluded.
The Segment Profit includes the former Dell Services’ IT system integration and 
restructuring expenses, as I mentioned earlier.



Net sales in North America are expected to exceed 500 billion yen, the same 
level as in the Financial, so, we will disclose the details from now. The EBITA to 
net sales ratio is expected to be approx. 7%.
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On the record date of June 30, 2017, our existing share is split into five shares. 
Since our current share price is over 5,000 yen and 100-share trading unit is 
around 500,000 yen, and after the stock split, 100 shares will be approx. 100,000 
yen, making it easy for individual investors to hold our stocks.

22



Let me share our Medium-to-Long term financial trends from this time.
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This shows the trends of net sales and the fiscal year-end order backlog over 10 
years. Though order backlog and net sales remained the same until the fiscal 
year ended March, 2016, order backlog increased by approx. 700 billion yen to 
over 2 trillion and 400 billion yen in the fiscal year ended March, 2017 due to the 
acquisition of the former Dell Services. The order backlog in the fiscal year 
ending March, 2018 will also keep 2 trillion and 372 billion yen, so would like you 
to understand that our management condition is quite steady. Also reminding you 
the contribution of receiving order of large scale financial project in the fiscal 
year ended March, 2017. 
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We also report the EBITDA trend from this time. As you can see, EBITDA 
changes favorably and is expected to exceed 300 billion yen in the fiscal year 
ending March, 2018.

25



As we receive the questions on M&A spend outside Japan very often, we report 
the ROI trends over the past 5 years. Let me explain “temporary cost” in the 
fiscal year ended March, 2017. As I explained when stating the result of 2Q, we 
incurred in the fiscal year ended March, 2017 the temporary cost associated with 
the acquisition of everis 3.5 years ago. ROI excluding these cost is indicated as 
“Excluding temporary cost”, and we think we have produced satisfactory results 
from overseas investment since the figure is around  10%.
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Moving on to the progress of the Medium-term management plan. This is the 2nd 
year since we implemented the Medium-term management plan in the fiscal year 
ended March, 2017, and the next fiscal year will be the final fiscal year. Though 
net sales are expected to exceed 2 trillion yen in the fiscal year ending March, 
2018, we assume our real net sales will not have reached 2 trillion yen due to 
temporary factors including the impact of the unification of accounting periods. 
We would like our real net sales to exceed 2 trillion yen in the next fiscal year 
ending March, 2019.
Overseas net sales are expected to reach 908 billion yen, approx. 44% of the 
total net sales, which means we are approaching the target in the Medium-term 
management plan.
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We completed the closing of the former Dell Services around 98% on November 4, 
2016 when stating the financial statements of 2Q, and finished it completely at 
the end of March 2017. Consequently, our bases are now located in 210 cities in 
51 countries and areas with over 110,000 employees and the number of 
employees in Japan, including those in subsidiaries, is approx. 35,000, and the 
number in overseas bases reaches nearly 80,000.
In the Medium-term management plan, we aim to enhance our local presence. 
Gartner has reported that last year, we improved our local presence in eight 
countries including the U.S., Germany, Italy, and China.
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The Medium-term management plan takes 2 measures in “Game-changing 
Approach” and “Breakthrough Technology”. The “Game-changing Approach” is 
designed for more expansion of the existing markets and accelerate the creation 
of new markets. New customers have joined our regional bank sharing financial 
system in Japan, and also won over 10-year-long outsourcing contracts with 
major banks in Spain.
For the new market, we have increased our market share in healthcare. Of the 
former Dell Services’ net sales of approx. 300 billion yen, approx. 150 billion yen 
is from hospitals and medical insurance companies, so the healthcare field has 
become one of our strengths. We cooperate in IoT (Internet of Things) with NTT, 
and cooperate in various fields including PoC (Proof of Concept) with FANUC 
Corporation and Toyota Motor Corporation. As announced in the press 
conference at the end of March 2017, we invested over 50% to the IT subsidiary 
of Mitsubishi Heavy Industries, Ltd., so this also would be the one of our results 
for creating new markets. 
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Next, I will explain on our “Breakthrough Technology”. In Japan, we use a variety 
of development methodology and tools including TERASOLUNA. Companies in 
North America and everis also had the methodology and tools they have created 
for themselves. We spent for 3 years for integrating them to create the NTT 
DATA Group’s standard methodology, and completed it last year. This enables 
our NTT DATA’s engineers from all over the world to discuss over the quality 
level and the job contents using the language of integrated definitions and 
common recognition, and provide the high level correspondence to the multi-
national companies. This methodology also has the structure for sharing the 
successful experiences and tools.
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Also the part of those, the structure of integrated development cloud which 
migrated the development environment to the cloud is raised. Mainframes, which 
are conventional enterprise systems, are already becoming open, and not only 
this, there is a development suitable for agile. Migrating various development 
environments which can respond to any types of development to the integrated 
development cloud enables to work on development immediately without initial 
setup in each project.
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With intensifying technological innovation, we have realized the limitations if we 
take new initiatives by ourselves. We collaborate with overseas universities and 
research institutions and locate the innovation hub to collect a lot of knowledge 
from the world. For instance, we are taking initiatives and collaborate with the 
research institutions including a science institute in China, the Bandung Institute 
of Technology in Indonesia, and research institutions including U.S. MIT Media 
laboratory.
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Last, let me explain the Open Innovation Business Contest. We received 204 
applications from 21 countries and held the business contest in 10 cities in 9 
countries last year. We gathered champions from the countries as grand finalists 
in Toyosu in Japan in March 2017 to hold the contest, and as a result, the Social 
Coin from Barcelona, Spain won the championship as the grand champion. This 
start-up solves social issues by providing Blockchain coins to those who made 
suggestions to help solve social issues.
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I have explained initiatives in the Medium-term management plan so far.
We started global businesses more than 10 years ago, and we have implemented the 
projects called Global 1st Stage and Global 2nd Stage. In the Global 2nd Stage, we aimed to 
increase net sales to over 2 trillion yen and enhance our brand presence so that the ratios 
of net sales in Japan and other markets would be 50:50 by 2020. However, we intend to 
achieve the goal of the Global 2nd Stage in the fiscal year ending March, 2019 due to the 
impact of the acquisition of the former Dell Services, as mentioned at the announcement of 
financial statements of 2Q in the fiscal year ended March, 2017. So, I will explain the Global 
3rd Stage targeting around 2025, eight years from now.
The Global 3rd Stage is not a business commitment. Please take it as a vision which shows 
the direction in which we shall step forward. Though, no one can predict now how the world 
and players will change in 8 years or 10 years, under such circumstances, the Global 3rd 
Stage shows the direction in which our company is heading. The keyword is “Trusted”.
The other day, we asked many different customers during hearings or interviews what IT 
services companies will survive. At present, customers must change business models over 
and over and IT is indispensable in doing so. We often hear the words such as IoT and AI 
(Artificial Intelligence) now, and there will be totally different keywords in 8 years. They 
want to meet a company which considers how corporate customers can change their 
businesses as their partner while pursuing new technologies or trends. That is Trusted 
Global Innovator. We are planning to become such a company.
Our regional business portfolio in Japan & APAC, North America, EMEA & Latin America 
are almost the same level, so would like to provide IT services to multi-national companies. 
As a Global Top 5 company and as the 1st layer IT services provider, we aspire to become 
a company which is recognized by customers all around the world.
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We aim to become a company recognized as a top layer IT services provider and 
to this end, building long-term relationships is the most important among our 
strengths. This leads our company to be trusted. Though profitability is an 
essential element, building long-term relationships and pursuing value which only 
Japanese companies can achieve are important.
Our second strength is “Applied Innovation”. We will discover various new 
technologies from around the world, in addition to collaboration with venture 
companies, as I mentioned earlier. The initiative called NTT DATA Technology 
Foresight launched 5 years ago is also significant. We would like to provide 
Applied Innovation, a new technology, required for corporate customers to 
change business models.
Our 3rd strength is “R&D Excellence”. We would like to use our strength to 
utilize the results of the NTT Group’s world-class large R&D team, in addition to 
leveraging innovative technologies as I explained earlier.
We aim for sales at almost the same level among 3 bases, Japan & APAC, North 
America, and EMEA & Latin America, but Japan & APAC will be our prime market 
as we are a Japanese company. We currently trade with approx. 60 companies, 
which contribute to annual net sales of over 5 billion yen or 50 million dollars. We 
would like to have more than 100 of those companies and achieve top 10 ranking 
at the lowest in net sales in priority countries. If achieving it, our share in the 
markets will be 2% or more.
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Moving on to the management structure and governance structure. We currently 
have Corporate and 4 segments, and 3 of them are the markets in Japan. When 
global sales were not very high, Corporate functioned strongly in the markets in 
Japan. Now that sales outside Japan account for approx. 44%, Corporate also 
needs a cross-regional business function.
We have divided those regions into 3, so that each region can play a headquarter 
role and control their subordinate group companies.

That brings me to the end of my presentation. Thank you for your attention. 
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