
I am Yo Honma, Representative Director, President and CEO.

Thank you for your participation today during your busy schedule.
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I will explain the results for the fiscal year ended March 2019.

New orders received and net sales have grown steadily due to the robust 

domestic business and expansion of scale in the overseas business. As a result, 

net sales has grown for 30 fiscal consecutive years since the Company was 

founded.

Operating income grew by 24.6 billion yen, offsetting the impact of unprofitable 

projects with additional profits from sales growth and steady cost control on a 

companywide basis.

We achieved the full-year forecast for all items, with record high results, ending 

the final year of the previous mid-term management plan successfully. 
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From this section, I will explain the changes in each item.

First of all, new orders received.

The new orders received in the Public & Social Infrastructure Segment shows a 

significant decrease year on year. This is due mainly to less orders such as for  

projects compared to the previous fiscal year. Nonetheless, we have been able to 

steadily win orders, so decrease was smaller than we had originally expected.

The Financial Segment saw a positive growth because it continued to win projects 

from banks steadily. 

In the Enterprise & Solutions Segment, we have been able to maintain the high 

level of orders as in the previous fiscal year, mainly from manufacturing industry. 

This was in addition to the impact from the expanded scope of consolidation of 

NTT DATA MHI Systems Corporation, which continued until the first half of fiscal. 

year ended March 31, 2018

The North America Segment won multiple large-scale projects in the fourth 

quarter such as the one from province of British Columbia, Canada, which is 

mentioned in the Business topics at the end of this document. As a result, in the 

three months of the fourth quarter, the segment saw an increase by about 100 

billion yen, which resulted in 40 billion yen growth for the year.

The EMEA & LATAM Segment won more contracts especially in Europe, mainly in 

Spain and Italy, as three major companies continued to perform well. 
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Let’s turn now to the net sales.

The Public & Social Infrastructure Segment saw an increase in net sales due to a 

steady expansion of the scale of services provided to government ministries and 

the telecom industry. 

The Financial Segment maintained the same level as the previous fiscal year 

despite less sales from banks, which was offset by growth in the services for 

insurance industry. 

The Enterprise & Solutions Segment saw a significant increase due to the growth 

in sales from a wide range of clients mainly in manufacturing and logistics 

industries in addition to the impact of the expanded scope of consolidation as in the 

case of new orders received.

Although the North America Segment saw a decrease for the year, its net sales

increased for the three months in the fourth quarter due to the growth in services 

for public and manufacturing sectors. 

In the EMEA & LATAM Segment, net sales continued to grow steadily especially 

in Europe mainly in Spain and Italy, as with the new orders received.
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Next, I shall explain the operating income.

The Public & Social Infrastructure Segment saw an increase despite an increase 

in the amount of loss from unprofitable projects, which was offset by an increase 

attributable to sales growth and cost control.

The amount of loss from the unprofitable projects was 16.9 billion yen for the 

company total, and that of the fourth quarter was not so large.

The Financial Segment saw an increase due mainly to the sales growth in 

services for the insurance industry despite less profits compared to the previous 

year from services provided to banks. The Enterprise & Solutions Segment 

recorded an increase due mainly to sales growth. 

The North America Segment recorded an increase due to cost control efforts and 

reduced PMI expenses despite a decrease due to decline in net sales. The EMEA 

& LATAM Segment recorded an increase due mainly to sales growth.
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I will move on to the “Review of Previous Mid-term Management Plan.”
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The NTT DATA Group aimed to be recognized as a global brand during the 

course of the previous mid-term management plan (FY 2016 to FY 2018) by 

“strengthening local presence.” Specifically, we have worked on “Game-changing 

Approach” and “Breakthrough Technology” initiatives.
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We also aimed to achieve the goals of the previous mid-term management plan: 

“net sales of over 2 trillion yen” and “50% increase in adjusted operating income,” 

both of which we successfully accomplished.
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Regarding the “strengthening of local presence,” our presence expanded in 8 

countries among the top 10 countries with large-scale IT markets.

Also, in terms of the global coverage, we have expanded to 223 cities in 53 

countries, with the number of employees increasing to over 120,000.
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As for the “Game-changing Approach,” which is one of our key policies in the 

previous mid-term management plan, we have strengthened our client base and 

established a stable business foundation using the advantage of strong 

relationship of trust based on our “Long-term Relationships” with our clients.

The number of clients with annual sales of 5 billion yen or more or 50 million US 

dollars or more has increased by 20 to 70 since the end of fiscal 2015, though 

there were some changes in our client base every year.
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Next, I would like to talk about the other key policy, which is the “Breakthrough 

Technology.”

For “Innovation in Production Technology,” we focused on the standardization and 

automation of software development methods and worked to enhance productivity.

The adoption rate of the automation tool is about 90% and Integrated 

Development Cloud is used in about 1,000 projects, out of which about 100 cases 

were overseas projects.

We also established locations shared globally for research to promote global 

integration and usage of technologies and expertise, in order to support 

digitalization of our clients. We were also recognized as a leader in Blockchain and 

Design areas from external rating companies.



19

With these efforts, we achieved sustainable growth both in net sales and 

operating income.

On the other hand, as our next challenge, we recognize the need to further 

promote digital transformation and global synergy. This is to maximize the value we 

deliver to our clients while digitalization and globalization are advancing.

Also for the prevention of unprofitable projects and improvement of profitability in 

the overseas business, we are aware that there still remains some challenges. We 

consider these challenges as important business issues that we should continue to 

improve and intend to further reinforce our efforts.
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Bearing that in mind, I will explain our new mid-term management plan for 

FY2019 to FY2021.
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Our new mid-term management plan covers the three critical years in achieving 

the Global 3rd Stage around 2025. We will be pursuing “profitable growth with 

consistent belief and courage to change.”
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This is the overview of the new mid-term management plan. 

We will be enhancing the four capabilities: Growth, Earnings, Transformation, and 

Synergy. We call them “GETS,” taking the first letters of these words.



23

For the profitable global growth, our goals for FY2021 is: net sales of 2.5 trillion 

yen; over 80 clients with net sales of 5 billion yen or more, or 50 million US dollars 

or more; 8% operating income margin and 7% overseas EBITA margin.
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In our consistent belief to achieve the goals, we will contribute to attain SDGs and 

constantly increase our corporate value through value creation based on long-term 

relationships with clients to “shape the future society with our clients.”

This is in line with our corporate philosophy, which is “to help contribute to a more 

affluent and harmonious society.” 
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We intend to contribute to SDGs specifically through business and corporate 

activities. 

In social contribution through business, we will provide social infrastructure, 

solutions by business category, etc. with latest technologies in collaboration with 

our clients.

In social contribution through our corporate activities, we will contribute to solving 

the social agenda of realizing decent work by transforming our own company in 

order to improve career satisfaction of each employee. 
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As for the courage to change, we will further accelerate digital transformation and 

enhance our global synergy to maximize value for our clients.

In order to do so, we will implement three strategies: Strategy 1 to create strength 

as one global company; Strategy 2 to deliver greater value based on regional 

needs; and Strategy 3 to enhance the strengths of the organization and employees.
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This slide summarizes what I have just explained.
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Strategy 1 is a strategy for thoroughly enhancing our capabilities as one global 

company. In other word, for creating tools and improving ways to compete.

Specifically, we will accelerate global industry, global account programs, etc. by 

global one team structure, promote sharing and usage of digital success stories, 

and advance global marketing.

Last year, we set up Digital Strategy Office (DSO) to promote creation of offerings 

in the digital focus areas globally in order to advance our digital business.

We will also globalize R&D, expand Center of Excellence (CoE) we have been 

promoting in the previous mid-term management plan, and promote sharing and 

usage of digital technologies and expertise. 

With these efforts, we will enable ourselves to compete by demonstrating global 

and digital strengths.
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Strategy 2 is a strategy for creating greater value we deliver to our clients based 

on regional needs.

Although our strengths and business situations differ by region, we have defined a 

common value offering model called “4D Value Cycle”. We will keep running this 

cycle based on our long-term relationships with our clients in order to enhance our 

value offerings.
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Finally, Strategy 3 is a strategy to unleash our employee’s potential that maximize 

organizational strengths based on the Company’s common values (Clients First, 

Foresight, and Teamwork). 

Specifically, we will be unleashing employees’ potential through enhancement of 

their digital and global capabilities. We will also ensure our workplace will improve 

career satisfaction of each employee. 

In digitizing our work environment, we will introduce state-of-the-art mechanism to 

globally share expertise and know how in order to promote collaboration. We will 

also continue to enhance our production technologies to further improve our 

productivity.

Also, in order to enhance our governance process, we will advance project 

management, which was also one of our challenges in the previous mid-term 

management plan.
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Lastly, I will talk about driving NTT Group collaboration.

First of all, we will collaborate closely with NTT laboratories to leverage global 

solution-based R&D as well as R&D in next-generation science to deliver 

advanced solutions and services. 

As a collaboration in each region, we will further expand our total services 

combining infrastructure and security services, in which NTT Communications, 

Dimension Data, and NTT Security have advantages. 

We will also drive collaboration utilizing economy of scale, such as driving 

reduced costs through NTT Global Procurement Organization.  
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Let me now explain how we are going to address key challenges of the previous 

mid-term management plan: “prevention of unprofitable projects” and 

“improvement of profitability of overseas businesses.”
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To advance project management, we believe that we need further control 

especially for complex projects going forward.

In order to respond promptly to risks, we will review projects in proposal prep 

phase and revise approval criteria. We will also strengthen teams’ capabilities 

through appropriate allocation of Project Manager (PM) based on complexity and 

project contents. 
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Regarding strategy in North America Segment, we completed integration with Dell 

Services as planned, resulting in a US market presence twice as larger in the 

previous mid-term management plan. As our next challenge, we need to further 

expand sales volume with profitability.

Our growth strategy for this is to expand our focused service portfolio and secure 

high-potential customers, which will be achieved by creating new digital offerings 

by accelerating investment in innovation, improving efficiency by selecting focused 

offerings, and unleashing employees’ potential as digital workforce for digital 

transformation. By implementing this strategy, we will target 7% EBITA margin for 

FY2021. 
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Finally, regarding our strategy in EMEA & LATAM Segment, we expanded sales 

volume with a remarkable growth and established a strong market presence during 

the previous mid-term management plan. Our next challenge is to improve 

profitability with constant and rapid growth. 

Our growth strategy for such objectives is to enhance value towards clients 

through unification through investment for structural transformation from FY2019. 

Specifically, like for North America Segment, we will create new digital offerings 

and unleash employees’ potential to increase talent for digital disruption, as well as 

enhance delivery by optimizing resources and promoting automation and further 

pursue operational efficiency by revamping our own internal IT systems. With these 

efforts we will aim for EBITA margin of 7% for FY2021. 
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This is our forecast for the fiscal year ending March 2020. 

Although we expect a slight decrease in the new orders received for the entire 

company due to a large decrease of orders in Financial Segment compared to the 

previous fiscal year, we expect the net sales to increase in all segments and are 

aiming for sales growth for 31 consecutive years.

For operating income, despite the increase of investments and costs based on 

the new mid-term management plan that I explained earlier, we intend to secure 

the same level of income as the previous fiscal year.

We expect to increase the dividend per share by 1 yen to 18 yen, with the 

prospect of steadily expanding cash flow going forward based on the new mid-term 

management plan.

I will give you more details from the following slide.
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First of all, new orders received.

We expect growth in the Public & Social Infrastructure Segment due to an 

increase of projects for government ministries. As for the Financial and Enterprise 

& Solutions Segment, we expect a decrease due to less orders compared to the 

previous fiscal year. As we have mentioned earlier, we expect to see a large 

decrease in orders especially in the Financial Segment. 

For the overseas segments, the impact of foreign exchange is indicated inside the 

brackets under the numbers showing increase and decrease.

Regarding the North America Segment, we expect a slight decrease due to less 

orders compared to the previous fiscal year apart from the negative impact from 

yen appreciation in foreign exchange. 

For the EMEA & LATAM Segment, there will also be a negative impact from yen 

appreciation but even if we include this impact, we expect the segment to maintain 

steady growth.
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Regarding net sales, since new orders received was positive overall in the 

previous fiscal year, we expect to see increase in all segments.

As for the overseas segments, we expect an increase including in the North 

America Segment, which saw a decline in the previous fiscal year, despite the 

negative impact of yen appreciation as in the new orders received.
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Finally, the operating income.

For the Public & Social Infrastructure Segment, we expect an increase due mainly 

to an increase attributable to sales growth and better control of unprofitable 

projects.

For the Financial Segment and Enterprise & Solutions Segment, although we 

expect to see an increase due to sales growth, the total profit is expected to be on 

the same level as the previous fiscal year due mainly to investments based on the 

new mid-term management plan.

The North America Segment is expected to see an increase due mainly to sales 

growth.

For the EMEA & LATAM Segment, we expect a decrease of 7.9 billion yen. This is 

because we will be concentrating on the structural transformation this fiscal year as 

I have explained earlier, to transform the segment into a highly profitable structure 

in order to achieve EBITA margin of 7% in FY2021.

I will skip the explanation for the rest of the document.

This is the end of my presentation. Thank you very much.
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