
I am Yo Honma, President and CEO, Representative Director of NTT DATA. 

Thank you for taking time out of your busy schedules to join us today. 
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Let me start with the overview of the financial results for the fiscal year ended

March 31, 2020.

Thanks to the expansion of robust domestic and overseas businesses, new orders

received have marked a record high and net sales have grown for 31 consecutive

years since our founding.

As for operating income, growth investments and structural transformation under

the mid-term management plan progressed almost as originally scheduled at the

beginning of the fiscal year. In particular, as part of the structural transformation,

we also re-evaluated some overseas businesses with low profitability, which led to

higher costs. For these and other reasons, operating income decreased.

I will move on to the explanation about the changes in each item in each segment.
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First, let’s look at new orders received.

The Public & Social Infrastructure Segment won contracts for multiple projects,

including large-scale ones from central government ministries, and so grew

significantly.

The Financial Segment saw a decrease mainly due to fewer new orders received

compared to the previous fiscal year, such as for large-scale projects for banks.

However, since part of the loss was made up for by winning renewal projects for

cooperative financial institutions and by other means, the decline was significantly

smaller than expected at the beginning of the fiscal year.

The Enterprise & Solutions Segment continued to record steady growth of new

orders received mainly for the manufacturing industry.

The North America Segment won large-scale projects in the fourth quarter as well

and remains strong.

The EMEA & LATAM Segment considerably grew mainly due to the winning of a

large-scale project in Spain in the fourth quarter.
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The next topic is about net sales.

The Public & Social Infrastructure saw a steady increase in sales for central

government ministries, telecom and utility industries.

The Financial Segment posted an increase in sales for clients of a wide range of

financial institutions.

The Enterprise & Solutions Segment maintained strong performance, thanks to the

expanded scope of consolidation due to M&A in the previous fiscal year and

continuing sales growth of payment services, in addition to the increased sales

from services for the manufacturing industry.

The North America Segment grew thanks to the expanded scope of consolidation

due to M&A in the previous fiscal year, while the growth looks smaller than it really

is, owing to the negative impact from yen appreciation in foreign exchange.

The EMEA & LATAM Segment grew mainly in Spain and Italy, while the growth

looks smaller than it really is due to the negative impact from yen appreciation in

foreign exchange.
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Let’s look at operating income.

The Public & Social Infrastructure Segment saw an increase due to the declined

loss from unprofitable projects compared to the previous fiscal year and an

increased profit thanks to sales growth.

On the other hand, the Financial Segment posted a decrease due to an

unprofitable project that occurred in the third quarter.

The Enterprise & Solutions Segment steadily accumulated profits thanks to sales

growth.

The North America Segment remained on par with the previous fiscal year because

of reduced PMI costs and the expanded scope of consolidation due to M&A in the

previous fiscal year, despite increased costs for business expansion, such as sales

expenses associated with the robust new orders.

The EMEA & LATAM Segment steadily carried out the structural transformation

and re-evaluated less profitable projects, in addition to measures originally

scheduled at the beginning of this fiscal year. This led to an increase in relevant

costs. In addition, temporary costs rose in relation to the re-evaluation of some

businesses in Brazil. Due to these cost increases, the segment posted a decline.
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Next, I will talk about the fiscal year ending March 2021. 
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First, let me explain the major impact of the COVID-19.

As the effects of the pandemic are spreading all over the world, it is difficult to

reasonably calculate the impact on our overseas businesses for now.

However, the impact on key businesses is small, and we will steadily respond to

demands on IT investments necessary to maintain our clients’ business continuity

and social infrastructure, in addition to sales from backlog and recurring

businesses.

Concerning digital and other advanced projects, consulting business and overseas

businesses, continuous close examination will be needed. We will try to ensure the

winning of new orders in order to minimize the impact while carefully determining

the situation going forward.

Furthermore, we expect that there will be increasing business opportunities

towards realizing a better society after COVID-19. So we would like to contribute to

creating a new social system by utilizing digital and other technologies.
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As for the forecast for the fiscal year ending March 2021, it is yet to be determined

at this stage because of the difficulty of making a reasonable estimate, especially

for overseas businesses.

Forecast for the year ending March 2021 will be provided promptly once it

becomes possible to perform a reasonable estimate following a careful

determination of impact on the future business.

Regarding dividends, our basic policy is to pay stable dividends focusing on

maintaining the consolidated cash flow dividend payout ratio over the medium- to

long-term. Based on the policy, we expect to pay an annual dividend per share of

18 yen in the fiscal year ending March 2021, which is the same amount as the

previous year.



We expect that the impact of the COVID-19 can significantly change the social

system around the world.

By taking advantage of our strength which we have cultivated so far, in establishing

IT infrastructure to support the society, we will utilize digital technologies to

contribute to realizing a better society after COVID-19.

This is exactly our consistent belief and corporate philosophy. The whole company

will make efforts all over the world to “shape the future society with our clients.”
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In this section, I will explain the progress of the mid-term management plan.



This is the overview of the entire mid-term management plan. 

With the “consistent belief” and the “courage to change,” we aim to achieve 

profitable global growth. 

18



First, let’s take a look at the “profitable global growth.”

19



Business goals for fiscal year 2021 are shown in this slide.
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This shows the strategies to achieve the goals.

21



Based on the current mid-term management plan, we are thoroughly implementing

the four strategies shown in the slide to demonstrate our “courage to change,” in

order to maximize value for customers.

Then, I will explain the progress and results in fiscal year 2019. Due to time

constraints, I will provide just a brief explanation today.
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First of all, Strategy 1: “Expand global digital offerings.”
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The aim of the strategy is to build our strengths and improve the way we compete.

More specifically, through the three measures described here in red: “Global One

Team,” “Digital Strategy Office (DSO)” and “Center of Excellence (CoE),” we will

compete by emphasizing our global and digital strengths.
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First, let me talk about the “Global One Team.”
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To accelerate the global marketing, we set up a Global One Team in each of the six 
key fields to offer advanced services together as one, to clients all over the world. 
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This slide summarizes a project of the Telco/Media team. It is a case with 
Telefónica UK, in which the team demonstrated global collaboration. 
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Now, I will explain DSO’s offering strategy and specific examples.   
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To further accelerate digital businesses, we set up an organization called DSO, and 

are working on the creation of global-level solutions and services in the eight key 

fields shown in the slide.
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This slide shows a case in the insurance field. 

We globally integrated insurance solutions of each group company and offer 

services. 
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This is a project in the healthcare field. We are working on the verification of image 

diagnostic solution using AI at a global level.
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This is a service in the retail industry called “Catch&Go,” a cashier-free digital store

service.

We newly introduced “face authenticated access” and “dynamic pricing” to advance

the service. We aim to realize its commercialization during fiscal year 2020

together with clients.
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Next topic is about the CoE, the hub offices used to gather and accumulate 

technologies globally.   
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To globally promote the gathering and utilization of technologies and knowledge, 

we set up CoEs that are hub offices to accumulate technologies and to support 

clients’ digitalization.
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Over 300 members from 24 countries participate in the block chain CoE.
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This slide shows the measures of the digital design CoE. They share knowledge on 

design at a global level and support clients’ digital transformation, or DX. 
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For DevOps, mainly our agile development platform “Altemista Cloud,” is greatly

contributing to winning new contracts in Italy, Spain, North America, etc.
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The AI CoE, which was established in fiscal year 2019, is working on sharing use 

cases, training engineers, among other operations. 
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Let’s move on to Strategy 2: “Deliver greater value based on regional needs.”

The aim of this strategy is to continue to offer value that attracts clients. 
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In fiscal year 2019, each segment accelerated measures combining “existing 

system strengths” and “digital technologies,” and produced results shown in this 

slide. 

I will explain specific cases in each segment.  
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This is a case from the Public & Social Infrastructure Segment. 

Based on the relationship of trust with the client that it has cultivated through SI, 

etc., we established the Grid Data Bank Lab. jointly with TEPCO Power Grid and 

other companies for promoting “laboratory-based co-creation.”  

41



This is a case from the Financial Segment. It is the Zengin System. 

The segment tried various measures, such as development process transformation 

using digital technologies, and completed the renewal without problem.  
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Next, let’s look at the case from the Enterprise & Solutions Segment.

In fiscal year 2019, the segment started to provide a “code payment gateway” for

the comprehensive cashless payment platform “CAFIS.” Now, more than 10,000

stores use this code payment gateway.
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Let’s look at the North America Segment’s strategy. 

In North America, we focused on enhancing and streamlining services through 

selection and concentration of offerings.
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This is a specific case. 

We were awarded a new large-scale contract for ITO and consulting services from 

the Oklahoma State Government in the U.S. 
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This slide describes another large-scale outsourcing project. 

The North America Segment started to offer Dynamic Workplace Services to a 

leading U.S. chemical manufacturer utilizing digital technologies. 
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Next, I will explain the strategy of the EMEA & LATAM Segment. 

The segment aims to expand net sales by combining existing strengths and digital 

investments and improve efficiency through structural transformation. 
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This is a specific case of the initiative. 

everis signed a large-scale outsourcing contract with the leading gas and electric 

company, Naturgy. 
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We were awarded a large-scale contract for SAP implementation services from  

Deutsche Bahn AG (German Railway ) through collaboration between NTT DATA 

EMEA and itelligence AG.  

The NTT DATA Group will work together as one to help drive the digital 

transformation of the client by making the most of SAP S/4HANA consistently from 

consulting to application development. 
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Next, I will explain Strategy 3: “Maximize individual & organizational strengths.”

This strategy is aimed at enhancing the digital and global capabilities of each 

individual employee and the organizational capacities. 
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This slide summarizes our definition of digital human resources. 

Digital human resources are categorized into three groups according to the depth

of knowledge on digital technologies. We aim to make all employees digital human

resources.
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To achieve that goal, we developed various measures such as talent training 

programs and system reforms, and implemented them in fiscal year 2019. 

We will continue to promote and accelerate efforts to enhance digital and global 

capabilities of all employees. 
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As a work-style reform using digital tools, we introduced a cutting-edge system that

allows the global sharing of knowledge and know-how and are using it for a

number of proposal activities and the spread of know-how.



Let’s move on to “Drive NTT Group Collaboration.”
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This slide shows a project with Toyota.

So far, we have conducted joint research with Toyota on AI, IoT, big data analysis,

etc., for connected cars. Additionally, we formed a business alliance with TOYOTA

Connected for globally expanding mobility services.

Moreover, the NTT Group will actively work together as one on the smart city

concept.
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This is a project we are working on overseas. 

As a member of the One NTT Team, NTT DATA Services participates as Prime 

SIer, collaborates with NTT Ltd., and provides smart city services in Las Vegas.  
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Let’s look at our “Consistent Belief. ”
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In the mid-term management plan, we set a goal of contributing to achieving SDGs 

through ESG managements. 

To “shape the future society with our clients,” we make contribution to achieving 

SDGs and we sustainably enhance our corporate value through value creation 

based on the Long-Term Relationships with our clients.  
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In fiscal year 2019, we set out 12 items as new material ESG issues. We will 

promote social contribution through business and corporate activities.
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In the following slides, I will explain the cases on social contribution through 

business.  

First of all, amid the global spread of COVID-19 infections, we offer remote medical 

solutions for medical institutions in North America and Europe, which are severely 

hit by the pandemic. 
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This slide shows a case in which eight companies established a consortium, 

aiming to provide next-generation laboratories dealing with iPS cells and other 

subjects.
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This is WinActor for RPA solution. 

As a solution to realize work style reforms at client companies, the entire company 

is working to roll out the service. Currently, about 3,000 companies are using it. 
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This is AW3D, which provides the world’s highest precision digital 3D map. 

It is used in 130 countries for a wide range of purposes, including infrastructure 

development and countermeasures for natural disasters. 
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This is a case on social contribution through corporate activities.

In response to the climate change, we are taking further steps to address the issue,

as shown in the slide. This fiscal year, we have set goals of obtaining SBT

certification and endorsing TCFD recommendations.
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In terms of governance, we formulated AI guidelines for the whole NTT DATA 

Group.
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Finally, I will explain our responses to individual key challenges. 
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First, in order to restrain unprofitable projects, we believe that strengthening 

measures to reduce such projects continues to be a challenge. 

As described in the slide, we implemented third-party checks at the initial stage 

before proposal and other measures in fiscal year 2019. 

We will continue to step up such measures in the future. 
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Next, let’s look at measures for improving profitability of overseas businesses.

To improve profitability in North America and Europe, we carried out structural

transformation.

Specifically, we strengthened consulting/digital fields such as by enhancing and

reskilling our human resources and re-evaluated some businesses such as by

sorting out less profitable projects.

We continue to aim to improve profitability while carefully determining the effects of

these measures.
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I would like to omit explanations for the following slides which show business topics, 

numerical information and others. 

This concludes my presentation. Thank for your kind attention. 
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