
I am Honma, Representative Director, President & CEO of NTT DATA. Thank you very 
much for taking time out of your busy schedule to attend the Company Presentation 
today.
As COVID-19 is ongoing, I will give an online presentation this time, too.



Here are today’s agendas.



(Explanation omitted)



I will begin with the overview of the results of the fiscal year ended March 31, 2021.
Although the last fiscal year saw COVID-19’s impact on clients’ reduced investment in 
IT and on projects suspended or reduced, we ran business appropriately amid the 
COVID-19 pandemic, resulting in a less negative impact than assumed in August 2020 
when we announced the financial forecasts. We had strong financial results.
New orders received decreased mainly due to fewer orders of large-scale projects 
than the previous fiscal year. Net sales has increased for 32 consecutive years since 
company's establishment which is mainly driven by the expansion of domestic 
business. The Company secured an increase in operating income due to reducing 
unprofitable projects and an increase in net sales, despite increase in structural 
transformation expenses.

Next, let me explain year on year variance by business segment. 



Let me begin with new orders received.

The Public & Social Infrastructure Segment, we are on par with the previous fiscal year 
due to winning the contracts for the central government and related agencies despite 
fewer orders of large-scale projects than the previous fiscal year.

The Financial Segment saw a significant increase due to winning contracts for bank. 

Although the Enterprise & Solutions Segment was hit relatively hard by COVID-19, we 
won the contracts for retail and service sectors and on par with the previous fiscal year 
due to winning the contracts for retail and service sectors.
Overseas business was also strongly hit by COVID-19.

The North America Segment saw a substantial decrease due to fewer orders of large-
scale projects in public and financial sectors than the previous fiscal year and the 
impact of COVID-19.

The EMEA & LATAM saw a decrease due to fewer orders of large-scale projects in 
Spain, which won in the fourth quarter of the previous fiscal year, and the impact of 
COVID-19.



Next, net sales.

The Public & Social Infrastructure Segment saw a solid increase in sales for the 
central government and related agencies, and telecommunication industry.

The Financial Segment also saw a increase in sales for wide variety of financial 
institutions.

The Enterprise & Solutions Segment saw a decline in net sales up to the third quarter 
because of projects' reduction and suspension by COVID-19 mainly in the 
manufacturing industry. However, we landed on par with the previous fiscal year for full 
year because of larger sales in retail and service sectors.

The North America Segment North America landed on par with the previous fiscal year 
mainly by the effect of M&A despite the negative impact of COVID-19 and foreign 
exchanges.

Despite Italy performed solidly, EMEA & LATAM landed on par with the previous fiscal 
year due to the projects' reduction and suspension by COVID-19.



Finally, operating income.
The Public & Social Infrastructure Segment saw a substantial increase which is driven 
by revenue growth and the reduction of unprofitable projects from the previous fiscal 
year. 
The Financial Segment also saw an increase in income as it reduced unprofitable 
projects from the previous fiscal year.
The Enterprise & Solutions Segment, a negative gap has been reduced from 3rd 
quarter, however ended in a decrease in income due to increased SG & A ratio caused 
by COVID-19.
The North America Segment conducted structural transformation for the future as 
scheduled, whose expenses and the impacts of COVID-19 led into a significant 
decrease.
The EMEA & LATAM Segment, the effects of the structural transformation in the 
previous fiscal year and cost reduction led into an increase in operating income, 
despite a decrease in income due to the impacts of COVID-19
The following slides show the details of what I have just explained by business 
segment. So, that's the highlight about the financial results of the fiscal year ending 
March 2021. Please jump to page 12.
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Let me explain financial forecasts for the fiscal year ending March 31, 2022, which is 
the final year of the current Mid-Term Management Plan.



Our business environment was greatly changed by COVID-19. 
In the last fiscal year, we demonstrated resilience even under severe business environment 
caused by COVID-19. 
We assume that an uncertain business environment will continue in the current fiscal year too, 
though we are determined to steadily accomplish the strategies on which we have been 
working in the final fiscal year of the current Mid-Term Management Plan.



Next, let’s have a look at financial forecasts for the fiscal year ending March 31, 2022. 
In the current fiscal year, we will continue to be negatively affected by COVID-19, but 
we are working on profitable global growth in a new business environment.
This slide compares the goals of the current Mid-Term Management Plan with the 
corresponding financial forecasts. We are aiming to achieve consolidated net sales of 
2.36 trillion yen, consolidated operating income margin of 7.6%, overseas EBITA 
margin of 6%, and 80 and more client bases.



Let me explain financial forecasts in details.

Consolidated new orders received are expected to slightly decline due to fewer orders of 
large-scale projects won in the Financial Segment than the previous fiscal year.

We aim to increase net sales for 33 consecutive fiscal years by expanding the business 
scale mainly in Japan, despite the negative impact of business restructuring overseas. 

As for operating income, we will accelerate investment for the next Mid-Term Management 
Plan. However, we will aim at a substantial increase in income of 180 billion yen due to the 
effects and reduced expenses by structural transformation that we implemented in the 
previous fiscal year. We will also improve our profitability to reach an operating income 
margin of 7.6%.
Net income is expected to reach the 100-billion-yen level for the first time owing to this 
substantial increase in income.

Finally, the annual dividend per share is projected to be 19 yen with an increase of 1 yen 
per share as we expect our consolidated cash flow growth in the light of an increase in 
income. 

Next, let me explain the variance by business segment.



Let’s begin with new orders received.
As I mentioned earlier, there is a decrease of about 100 billion yen year on year due to the 
fewer orders of large-scale projects than the previous fiscal year in the Financial Segment. 
The other four segments, however, ensure to win renewal projects as well as new projects, 
with forecasts of increased new orders received.



The next is forecasts of net sales.
The North America Segment is planning to sell a part of its business to shift to more 
profitable business. A decrease in net sales is temporarily forecasted because of the impact 
of this selling. The other four segments are all projected to increase net sales.



Finally, I will talk about operating income forecasts. While accelerating investment in the 
next Mid-Term Management Plan, we aim at a steady increase in Japan and a significant 
increase overseas.

The North America Segment expects a significant increase due to improved profitability 
resulting from the effects of structural transformation implemented in the previous fiscal year 
and a decrease in its expenses with a projected  EBITA margin of 7%.

The EMEA & LATAM Segment will invest in the integration of EMEA group including 
unification of global brands to achieve an EBITA margin of 7% in the next Mid-Term 
Management Plan. In spite of such a factor for a decrease, the segment expects a 
significant increase in profit due to increase in net sales and decrease in one-time expenses 
related to unprofitable businesses in the previous fiscal year.

Next, let me explain about the progress against the Mid-Term Management Plan. Please 
jump to page 25.
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In the current Mid-Term Management Plan, we have worked on  profitable global growth towards 
the Global 3rd Stage.



This is an overview of the Mid-Term Management Plan. In the current plan, we thoroughly 
implemented these four strategies as “courage to change” to maximize value for our clients.



As for strategy 1, to build our strengths and improve how we compete, we accelerated global 
synergy through the following three approaches: (1) accelerate global marketing; (2) develop 
digital offerings; and (3) expand CoEs.



This is the first approach’s, Global One Team’s successful case. The NTT DATA Group received 
multiple 5G-related projects from the European telecom industry collaborating with NTT DOCOMO. 



As the second approach, we established the Digital Strategy Office (DSO) to prepare for global 
offerings. So far, fifteen projects has reached the stage to provide the services, contributing to 
expanding business in each region.



As the third approach, we have accumulated and rolled out the most advanced technology in 
Center of Excellence (CoE) as the global base for technological convergence. This is a case of 
Agile/DevOps and aims to continuously develop professional talents, greatly contributing to 
winning orders in and out of Japan.



The next is Strategy 2: Deliver greater value to clients based on regional needs.



Firstly, the Public & Social Infrastructure Segment has launched a new company utilizing 
drones called Grid Sky Way jointly with TEPCO Group.



This is a project of the Financial Segment. We provide banking services for both financial 
institutions and local SMEs as well as services to support management.



This is a project of the Enterprise & Solutions Segment. We provide analytic services for Kirin 
factories using IoT technology. 



This is a project of the North America Segment, providing analytics services utilizing 
Snowflake for a large environmental services company.



This is a project of the EMEA & LATAM Segment, for giant oil company, providing 
everis solutions for the gas stations.



The next is Strategy 3: Unleash our employee’s potential that maximize organizational 
strengths. In this strategy, we have worked to enhance our talent development 
program, organizational change, workstyle reform, and governance.



This is a case of changing the way people work with digital. We implements the most 
advanced mechanism that enables sharing insights and know-how at global scale, and 
leverage these for proposal activities and the roll-out of know-how.



Finally, the fourth strategy is to drive NTT Group collaboration. We are working on 
collaboration, taking advantage of each region, advanced fields, and economy of scale.



This project is about food distribution DX used by retailers, wholesalers, and 
manufacturers, which use the demand forecasting system for the Mitsubishi 
Corporation Group’s food-related subsidiaries.



This is a project for TOYOTA. We have jointly analyzed big data in relation to the 
connected car. In FY2020, we entered into business partnership with TOYOTA 
Connected in the mobility service sector.
We will actively work on the Smart City development as one NTT Group.



The Mid-Term Management Plan states that we will contribute to the achievement of 
the SDGs through ESG management. In FY2019, we identified 12 key ESG issues. 
Since then, we have promoted social contribution through both our business and 
corporate activities.



This is about our approaches to social contribution through business. As you can see, 
we have worked to contribute to society not just in Japan but also in North America 
and Europe and elsewhere.



We are going to focus on Green. In the last fiscal year, we launched the Climate 
Change Action Promotion Committee. We will actively work to reduce CO2 emissions 
continuously.



TradeWaltz that we launched in the last fiscal year leverages blockchain technology to 
digitize trade data across the industries. It contributes to reducing CO2 emissions by 
eliminating paper and by improving work efficiency.



Next, let me talk about our response to key challenges.



To begin with the accomplishment of preventive measures against unprofitable 
projects, we have stepped up preventive measures since FY2019, resulting in the 
significant reduction of unprofitable projects in FY2020.



Next, as for improving profitability of overseas business. In North America, we have 
conducted the structural transformation since last fiscal year ahead of the schedule by 
COVID-19. As a result, we have transformed into a digital-oriented business domain.
We are expanding continuously our digital and consulting business, secure more 
digital talent, and further transform our business domain to achieve an EBITA margin 
of 7% in this fiscal year.



To move on to the EMEA & LATAM Segment, the segment won multiple digital projects, 
as a result of structural transformation, and ensured a path to better profitability by 
reviewing talent portfolio and underperforming businesses.
We are working on global brand unification and integrated operation of multiple 
operating companies.



Next, let me explain the progress against the current Mid-Term Management goal.



While the domestic performance has been trending solidly, overseas is hit by COVID-19, and 
we continue to transform for recovery and growth. We expect consolidated net sales of 2.5 
trillion yen to be achieved in the FY2023.



In Japan, we are going to increase in growth investment and sustain profitable growth. In the 
overseas segments, we accelerate structural transformation to improve profitability further. The 
North America Segment is expected to achieve an EBITA margin of 7% in the fiscal year ending 
March 31, 2022, and the EMEA & LATAM Segment in the fiscal year ending March 31, 2024.



Finally, let me explain the direction of the next Mid-Term Management Plan.



This shows changes in business environment surrounding the Company. The 
accelerating digital transformation spurred by COVID-19 and decarbonization are 
becoming a global trend. We believe that we need to further evolve the strategies of 
the current Mid-Term Management Plan towards the Global 3rd Stage by catching up 
with these changes.
In the Digital domain, we will work to realize digital transformation of an entire society 
by accelerating cross-industry collaboration, and in the Green domain, we will seek to 
realize green innovations with an IT and value co-creation model. 



This shows a concrete image of NTT DATA’s vision. Taking advantage of its strengths 
in both technology and long-term relationships, we will work to realize a new digital 
and green society.



This shows a concrete example of a digitally enabled new society. We will seek to 
realize a connected one-stop society where end-to –end services and procedures both 
in public and business arenas can be complete by sophisticating administrative 
services.



To achieve carbon neutrality, we have started PoCs with the aim of developing future 
town by using the IOWN Digital Twin Computing technology, working together with the 
NTT Group. 



To achieve carbon neutrality, we have started PoCs with the aim of developing future 
town by using the IOWN Digital Twin Computing technology, working together with the 
NTT Group. 



We aim to be recognized as a truly trusted global company by contributing to shaping 
a new society with power of digital towards Global 3rd Stage.

Last but not least, we sincerely apologize to related parties for causing great trouble 
and concerns as some weekly magazines covered the Company in March. 

On March 9, 2021, we launched the Special Investigation Committee, including 
external professionals. The Committee is investigating facts to be revealed.

We will announce our future approach after the Special Investigation Committee 
publishes its investigation results.



The following slides show you topics and figure information by business segment, 
which are self-explanatory.

That’s all from me. Thank you very much.
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