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My name is Toshio Iwamoto, President and Chief Executive Officer. 

I would like to explain the financial results for the fiscal year ended March 2014, and the 

forecasts for the fiscal year ending March 2015, as well as the progress of our Medium-

term Management Plan.  
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First of all, the financial results for the fiscal year ended March 2014.  
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Firstly, I would like to explain the key points of our performance for the fiscal year ended 

March 2014.  

 

New orders received and net sales recorded year-on-year increases.  

In particular, the amount of orders received soared 203 billion yen from the previous year, 

to exceed 1,400 billion yen. 

Net sales continued to grow partly due to favorable foreign exchange rates.  

On the other hand, operating income and other profits thereunder fell significantly, as I 

explained earlier at the announcement of the financial results for the 2nd quarter, due to six 

unprofitable projects that occurred simultaneously. 

 

However, with respect to the 2nd half, we could achieve the revised full-year forecasts 

announced at the financial results for the 2nd quarter with respect to profits of all the 

accounting levels. Therefore, we consider that the forecast for the 2nd half has been 

achieved as scheduled.  

 

Now, I will explain each item specifically by business segment.  
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This slide shows the results of new orders received. 

 

The results exceeded those in the previous year both at home and abroad, as well as in 

all the business segments.  

In the Public & Financial IT Services (hereinafter, “P&F”) segment, new orders received 

increased 69.7 billion yen compared with the previous fiscal year.  

Significant increase in orders received is attributable to the receipt of orders for 

renovation of large-scaled systems of the existing customers such as pension systems, 

etc., in addition to the receipt of orders from new customers such as banks and foreign 

insurance companies.  

 

In the Enterprise IT Services (hereinafter, “E-IT”) segment, new orders received 

expanded significantly as a result of securely receiving the orders of the existing large-

scaled system-related projects.  

 

In the Solutions & Technologies (hereinafter, “S&T”) segment, new orders received 

increased 2.7 billion yen compared with the previous fiscal year reflecting the increase 

in order receipts by the existing subsidiaries.  

 

With respect to the Global Business (hereinafter, “GB”) segment, new orders received 

grew by 106.9 billion yen from the previous fiscal year.  

An increase of over 60 billion yen was recorded due to an impact of foreign exchange, 

but even if such amount is excluded, new orders received mainly in North America saw 

a sharp increase due to winning of a large-scaled project by an existing subsidiary.  
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Next slide relates to net sales.  

 

In the P&F and E-IT segments, net sales decreased from the previous fiscal year due to 

the contractions of the existing large-scaled systems.  

 

Since the fiscal year ended March 2013, we have focused on activities which we call 

“Remarketing” to obtain more new customers and some good results are observed , but 

still, we failed to offset the fall in net sales of the large-scale systems.  

Particularly in the E-IT segment, this result can be attributable to the impact of more-

than-expected sluggishness in investments by the existing customers of the 

telecommunication business. 

 

In the GB segment, net sales increased 69.6 billion yen from the previous year.  

As in the case of new order receipts, a favorable impact of foreign exchange exceeding 

50 billion yen  was recorded, and even if this amount is excluded, an increase in net 

sales of over 10 billion yen was accounted for in the existing subsidiaries. Please 

understand that this result is attributable to our successful efforts in overseas 

businesses mainly in North America. 
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This slide illustrates the trend of order backlog.  

 

Consolidated order backlog used to hover at around 1,100 billion yen, but it reached 

1,341.4 billion yen as of March 31,  2014.  

We expect order backlog will exceed 1,300 billion yen in the business plan for the fiscal 

year ending March 2015. 

This explains that the business environment surrounding us is particularly robust.  



Next, I will explain operating income, which was our most significant challenge during the fiscal year ended March 2014. 

As I mentioned at the beginning of this presentation meeting, NTT DATA disclosed a downward revision of the full-year business 

forecasts at the announcement of the financial results for the 2nd quarter, lowering the initial forecast of 90 billion yen in operating 

income to 60 billion yen. 

That downward revision was attributable to the occurrence of unprofitable projects. We had anticipated approximately 4 billion to 5 

billion yen for unprofitable projects as part of risks in the ordinary business operations, but six large-scaled unprofitable projects 

occurred in the 2nd quarter. As a result, we posted additional losses in the 4th quarter, which made the total amount of unprofitable 

projects 31.5 billion yen for the fiscal year ended March 2014.  

In the P&F segment, a year-on-year drop in operating income shrank to 4.3 billion yen due to an increase in profit reflecting an 

extremely strong growth of the existing subsidiaries, mainly regional subsidiaries, as well as a reduction of selling and general 

administrative expenses, in addition to decreases in depreciation and amortization and loss on retirement of noncurrent assets on a 

non-consolidated basis. 

In the E-IT segment, operating income fell significantly by 16.9 billion yen year on year due to the unprofitable projects and a 

decrease in gross margin arising from a drastic fall in sales in the telecommunication businesses.  

In the GB segment, operating income fell 4.2 billion yen compared with the previous fiscal year, to post a loss of 5.1 billion yen.  

The biggest cause of the decreased operating income was the impact of foreign exchange. There are mainly two contributing 

factors in the impact of foreign exchange.  

One is the negative impact on the offshore development in China. We conclude a yen-based agreement with our customer, and 

pay salary on the renminbi basis in China.  As a result of the sharp weakening of the yen, we have suffered a loss of less than 2 

billion yen. 

Another factor caused a problem in which the weaker yen expanded losses because operating income in the GB segment posted a 

deficit after amortization of goodwill. The impact of foreign exchange amounted to about 2 billion yen. 

Other negatively contributing factor in the GB segment is the deteriorating profits in the EMEA region. In addition to the worsening 

economic conditions in Europe that originated from the Eurozone crisis, the expenses relating to structural reforms in which we 

have been working hard during the past two years in the EMEA region are the factors that made operating income shrink. 

However, the robust performance by a U.S. subsidiary offset the loss, and the GB segment as a whole saw a year-on-year decline 

of approximately 2 billion yen, excluding amortization of goodwill. 
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As a result, operating income was 62.5 billion yen on a consolidated basis. 

 

8 



This slide illustrates operating income on consolidated and non-consolidated bases.  

 

The decrease in non-consolidated operating income is basically attributable to the 

unprofitable projects. 

I have told you earlier that the unprofitable projects totaled 31.5 billion yen on a 

consolidated basis, whereas the six large-scaled unprofitable projects that occurred on a 

non-consolidated basis contributed negatively to a decrease of approximately 26 billion 

in operating income, which was the main cause of the decrease of 24.5 billion yen on a 

non-consolidated basis.  

 

On the other hand, contribution from consolidation increased 1.4 billion yen. 

As I explained earlier, overseas subsidiaries ended up posting a decline in operating 

income. Therefore, it means that domestic  subsidiaries including regional companies 

achieved a significant level of operating income to offset such decrease. 
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Segment profits showed the increase and decrease basically similar to that in operating 

income, but  the decrease is greater than consolidated operating income as a result of 

impairment losses in noncurrent assets recorded in the P&F segment. 

 

Profits in the E-IT and GB segments deteriorated due to occurrence of expenses 

associated with so-called the restructuring including reorganization and consolidation of 

the Group companies, but resulted in 54.2 billion yen on a consolidated basis, 

exceeding the revised forecasts  announced with the financial results for the 2nd 

quarter. 
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Next, I would like to explain the forecasts for the fiscal year ending March 2015.  
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We forecast year-on-year increase in all levels of profit except for new orders received 

which is expected to fall slightly compared with the previous fiscal year.  

 

I will explain in detail by item from the next slide.  

12 



First, let me explain new orders received. 

 

As to the P&F and E-IT segments, we forecast a year-on-year decrease.  

The contributing factor of this decrease is, as I explained earlier in the actual results for 

the fiscal year ended March 2014, a reactionary fall after receiving an order of a very 

large project in the previous fiscal year.  

But, as you have just seen the order backlog, we expect a order backlog of over 1,300 

billion yen as of March 31, 2015. Thus, the fundamentals of the business environment 

surrounding our management is not bad at all. Rather, I would like you to understand 

that it is in a robust situation.  

As to the GB segment, we anticipate a year-on-year increase of 85.6 billion yen in order 

receipt.  

We suffered a reactionary fall due to an extremely big order receipts gained by a U.S. 

subsidiary in the previous fiscal year, a project that spanned several years. Despite such 

situation, our business plan includes a significant year-on-year increase in sales 

reflecting the expansion of the scope of consolidation including everis and on the back 

of further efforts to be made by the existing subsidiaries.  

As a result, we expect new order receipts equivalent to 1,320 billion yen on a 

consolidated basis.  
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Next, I will explain net sales. 

Each business segment expects increased sales from the previous fiscal year.  

 

As to the P&F segment, I have explained that net sales of the existing large-sized 
systems  have continued to decrease to date. 

It is certainly true that we have observed such trend, but we anticipate that there will be 
renovation needs in the future. 

We are closely watching the trend of sales of the existing large-scaled systems on a long-
term basis, and consider that it hit the bottom in the previous fiscal year. Thus, we believe 
that sales will pick up in the future.  

 

In the GB segment, we expect that net sales will increase by 107.4 billion yen from the 
previous fiscal year including an increase of approximately 80 billion yen in net sales due 
to the expanded scope of consolidation through the acquisition of everis, as I explained 
earlier in the slide of new order receipts.  

 

In sum, we forecast net sales will reach 1,460 billion yen on a consolidated basis.  

 

Additionally, in the fiscal year ending March 2016, which is the last fiscal year of the 
Medium-term Management Plan, the target of overseas net sales was 350 billion yen. 
However, we have revised the target upward to 422 billion by achieving the initial target 
by the end of the fiscal year ending March 2015.  

Thus, we are now considering to formulate more aggressive business plan, and I will 
explain in detail later on. 
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In the next slide, let me explain operating income. 

 

We forecast year-on-year increases in operating income in all the business segments.  

Consolidated operating income is expected to rise to 85 billion yen.  

 

To achieve the operating income target, it is important to contain unprofitable projects in the P&F and E-IT 
segments.  

As to the six unprofitable projects that occurred during the fiscal year ended March 2014, two of them 
have already  been released to customers while the remaining four projects will go through several 
phases, which vary in timing depending on the project, up to the date of release. Therefore, although it 
may seem to be a little conservative, we have included some risk buffers in the operating income plan. 

 

Traditionally, we have treated 0.3% or up to 1% at a maximum of consolidated net sales, equivalent to 4 
billion to 5 billion as risk buffer value.  

However, in addition to that risk buffer, we have taken into account a risk of unprofitability of the four 
projects to be released out of those six  large-scaled projects, which total approximately 11 billion yen on a 
consolidated basis for the fiscal year ending March 2015.  

 

The forecast of operating income in the GB segment for the fiscal year ending March 2015 is -3 billion 
yen. 

The major contributing factor is the impact of amortization of goodwill and PPA due to the inclusion of 
everis in the scope of consolidation.  

Therefore, we want to realize our long-cherished wish in the fiscal year ending March 2015, to turn 
operating income after amortization of goodwill of each subsidiary except for everis profitable. 

 

To date, the operating performance in the EMEA region remained stagnant, but as I mentioned earlier, we 
expect that EMEA will turn aggressive in business in this fiscal year as a result of the structural reform 
implemented in the previous fiscal year.  

 

Although we made a downward revision to the forecast for the fiscal year ended March 2014, we will make 
the utmost effort to achieve this plan of 85 billion yen in operating income for the fiscal year ending March 
2015.  
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This slide separates operating income into consolidated basis and non-consolidated 

basis.  

 

On the non-consolidated basis, we expect operating income to increase 20.3 billion yen 

due to a decrease in unprofitable projects, whereas contribution from consolidations will 

increase 2.2 billion yen with an expectation that the GB segment will recover.  
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Segment profits showed the increase and decrease basically similar to that in operating 

income, but in the S&T segment, we anticipate a year-on-year decrease of 0.5 billion 

yen. This is attributable to loss on retirement of some buildings owned by the Company 

which we will not use any more. There are no business problem relating to this 

decrease. 

17 



From the next slide, I will explain the status of progress of the Medium-term 

Management Plan. 
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We have two targets in our Medium-term Management Plan.  

 

The first one is to grow to become a Global Top 5 company.  

The second target is to achieve 200 yen in EPS by steadily gaining profits. These are the two 
pillars. 

 

Global Top5 was set based on a business report published by Gartner, Inc., a U.S. technology 
research company.  

We were ranked at Global Top6 in the 2013 and 2012 versions, but unfortunately, were ranked 
down to the 11th place in the 2014 version.  

As I explained earlier, net sales have continued to grow significantly, and it is just the matter of 
foreign exchange rate for which we went down in the ranking.  

 

Initially, during the fiscal year ended March 2012 when we established the Medium-term 
Management Plan, we thought that net sales of a minimum of 1,500 billion yen would be 
necessary to be ranked Global Top5.  We believe it is possible for us to achieve this target. 

Given our target of net sales for the fiscal year ending March 2015 at 1,460 billion yen, we 
consider that 1,500 billion yen is already within range.  

 

On the other hand, to attain the target of 200 yen for EPS, operating income of over 100 billion 
yen will be required.  

Allowance for the unprofitable projects were made in the fiscal year ended March 2014, and the 
forecast for operating income for the fiscal year ending March 2015 is 85 billion. Thus, we need 
further efforts to achieve the appropriate level of income. 

Notwithstanding, at present, we will not give up the target of 200 yen for EPS while making the 
utmost efforts for two more years.  

 

19 



20 

Now, two years have passed since the Medium-term Management Plan started.   

Let me look back and reflect on those two years, from  domestic and overseas  aspects.  

In Japan, net sales were on a declining trend due to the contracted sales of the existing large-scaled systems mainly in the P&F 
segment. 

Against this situation, we have made efforts to  obtain new customers while implementing  measures which we call “Remarketing,” 
and good results have steadily become visible.  

For example, in the P&F segment, Mizuho Bank introduced new  core banking systems, whereas Aozora Bank joined  the 
BeSTAcloud system. 

In addition, we won an extremely high recognition by applying “TERASOLUNA Reengineering,” one of the “TERASOLUNA Suite,” 
our automated software development tool group, to a project associated to a foreign-capital insurance company.   

In the E-IT segment, we could win new customers in the smart meter-related project of The Tokyo Electric Power Company as well 
as order receipt of information system for Kirin Group, etc. We will increase more new customers for two years to come. 

 

Furthermore, we expect to receive new orders for the renewal of the existing large-scaled projects from the fiscal year ended March 
2014 or the fiscal year ending March 2015.  

In preparation for those renewals, we will go into a phase in which developments contribute to sales and profits.  

Thus, we expect that our domestic business will  turn upward for further expansion. 

 

On the other hand, overseas sales has been growing steadily.  

As to M&A,  I am very confident that the acquisition of everis is  a very successful example.  

In particular, I think it produced a significant result of securing business bases in Latin America, such as Mexico, Colombia, Peru, 
Brazil and Argentina. 

The challenge of our overseas business is to become profitable.  It means securing positive operating income after amortization of 
goodwill. 

During the two-year period from now, we will  develop overseas businesses to turn their performance highly profitable.  

 

Furthermore, as in the past two years and so will it be in the two-year period from now, it is very important to control unprofitable 
projects much more severely than ever.  

As a result of occurrence of the six large-scaled unprofitable projects during the fiscal year ended March 2014, we established the 
Project Review Board.  

The Project Review Board has already reviewed about five projects reflecting the brisk order receipts.  

Some of the projects underwent extremely rigorous examinations. 

We have found some projects surfacing which are challenging for us but we want to work on at any cost.  

We believe that it is an important target for the future medium-term management to control projects appropriately so that they will 
not become unprofitable.  

 



Now I will explain more in detail.  

 

In Japan, as I mentioned earlier, net sales amounted to 1,450 billion yen in the fiscal year ended March 
2014, on which you might think that the growth rates for the fiscal years ending March 2015 and thereafter 
will be marginal, but I believe that net sales will continue to increase steadily as new projects such as My 
Number will surface.  

 

In the public sector, full-fledged exports of Japan-made infrastructure to foreign countries has been 
commenced together with our GB segment.  

On April 1  this year, “VNACCS,” the Viet Nam Automated Cargo Clearance System, went into operation 
smoothly.  

In Indonesia, we commenced our map information system services with certainty during the fiscal year 
ended March 2014.  

Furthermore, we are working on several projects in Myanmar. We expect that this kind of development of 
infrastructures to overseas market will become one of the important pillars of our business.  

 

In the corporate sector, we observe many potential new customers surfacing also in such areas as 
utilities, manufacturing, services, distribution, etc. 

 

Among others,  from the distribution industry under the extremely severe competitions, we have received 
many trade inquiries associated with, for example, the concept of omni-channel and the big data analysis.  

To obtain new customers and grow in the domestic market, it is the biggest challenge to expand market 
shares in the corporate sector while implementing with certainty the measures for the public and financial 
segment.  

 

We still have a long way to go, but we will take on challenges to address  our new customers’ systems  
during the two-year period up to the end of the Medium-term Management Plan. 

 

In the S&T segment, as we have received a large number of trade inquiries in the fields of big data, ITO 
and BPO, we are firmly determined to keep working hard in these areas, too. 
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On the other hand, we consider both organic and inorganic growths in overseas 

business. 

 

The strongest driver in the organic growth is North America. 

In North America, during the fiscal year ended March 2014, we received an additional 

order of projects of which the contract period spanned several years. 

In EMEA, where the fundamental phase of structural reforms is over, we expect that 

companies will turn to aggressive strategies from the fiscal year ending March 2015.  

 

In the APAC region, it may take a little more time to contribute to the growth in revenue, 

but we find a number of potential projects in Vietnam, Malaysia, Thailand and Myanmar.  

We will continue to focus on this region toward future. 

 

For specific examples of businesses at home and abroad, please refer to the materials 

attached to this document.  

For instance, we joined the Asian Payment Network during the fiscal year ended March 

2014 as the first Japanese company.  

It is expected that the number of foreign tourists visiting Japan in 2020 when the Tokyo 

Olympic Games will be held, will exceed 20 million, twice as many as the present 

number. Under such circumstances, more convenient settlement infrastructure will be 

required. 

To this end, we will discuss with the Japanese megabanks and the regulatory authorities 

to realize a system under which such utility spreads  across Japan, or the Japanese 

tourists traveling in foreign countries can use the same cash cards as in Japan. 
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It is definitely a challenging target to achieve 200 yen for EPS, but we will not give up 

this target today.  

 

We have several points of view concerning this. 

The first is, albeit fundamental, profits will be accumulated with the growth of gross 

margin resulting from increased sales.  

The second is, we must cut excess administrative expenses. Our target is a reduction of 

over 10 billion yen compared with the fiscal year ended March 2012, and this plan has 

been going smoothly. We still have two years to go, but I am almost confident in 

achieving this target. 

 

In addition, it is also important to lower cost rate using  automated software 

development tools, etc. 

While implementing these measures,  we will continue our utmost efforts for two more 

years without abandoning the target of 200 yen for EPS. 
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Now, I introduce you our automated software development tool used to lower cost rate. 

 

This automated software development tool is equipped with multiple automated tools 
basically within a development framework or development methodology of 
TERASOLUNA. 

 

During the fiscal year ended March 2014,  we applied these tools to many projects. For 
example, a tool used to create a design document by reengineering the present program. 

And, a tool for use in implementing reviews with maximum efficiency and without any 
mistakes after designing. 

For further processes, 99.8% of codes (if they are typical ones) will be automatically 
generated. 

In other words, this is a tool capable of executing coding requiring little manpower. 

 

As ｆor the next process, there is also automated development tools available for testing 
process. 

 

While these tools were developed individually, TERASOLUNA Suite v1.0 was completed 
in the fiscal year ended March 2014, which connects all processes in sequence from 
each output to the next input of the respective tools. 

 

We will not cut the R&D expenses for automated software development tools.  

During the remaining two-year period, we will endeavor to realize 200 yen for EPS based 
on these achievements. 
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Finally, I would like to explain the Global 2nd Stage.  

 

About 10 years have passed since we expanded our business to the world market on a full scale, and it is our recognition that we 
have just stepped on the Global 1st Stage in the fiscal year ended March 2014.  

 

From the geographical point of view, we have covered 40 countries including Latin America partly helped by the acquisition of 
everis. We still have a long way to go to support many Japanese companies operating globally, but we believe that we have 
reached  a certain level for supporting them. 

The number of employees on a consolidated basis is about 75,000 of which 42,000 employees work outside Japan. In other words, 
there are more overseas employees than those working in Japan at present.  

 

As to delivery, there are approximately 4,000 staff in China for delivery for Japan in contrast to about 10,000 staff in India for 
delivery for Europe and the United States. Thus, now we can control the delivery bases on a world-wide basis.  

 

Furthermore, we forecast that we will be able to achieve our initial target of overseas net sales of 350 billion yen for the fiscal year 
ending March 2016, one year earlier than planned.  

The overseas sales ratio also climbed to over 25%, on which we consider that we have achieve the image of the Global 1st Stage.  

Now, I would like to explain the image of the Global 2nd Stage.  

 

In the fiscal year ended March 2014, we called our Group’s vision “Global IT Innovator.” 

Then, we expressed common sense of values shared by many employees using three important Values of “Clients First,” 
“Foresight” and “Teamwork” under the Group’s vision, and unified our company names and brands of all overseas subsidiaries as 
One NTT DATA. 

In Japan, many people know NTT DATA, but in foreign countries, our recognition is ranked between 20th and 40th place, 
fortunately, depending on countries. It seems to be the reality that people ask  “What is NTT DATA?”  

 

Therefore, our ultimate image at end of the Global 2nd Stage is that the global brand of NTT DATA will have been established.  

This means, for example, many worldwide users and their employees will recognize the names of IBM, HP, Accenture, Capgemini 
and Tata Consultancy Services. 

In a similar way, we want people to know NTT DATA, including the businesses NTT DATA is engaging in.  

Considering the business volume at that time, I would suppose the net sales balance between Japan and overseas will have 
reached 50:50. 

 

For that purpose, we must enhance our presence in the respective region.  

And it is very important for us to produce synergies on a global basis by using the delivery bases in India, for example, to serve our 
global customers wherever they are. 
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When the 2nd Stage will be over, we would be very happy to hear many customers say 

like this: NTT DATA is a company working with the spirit of “Clients First with Innovation 

& Japan Quality.” 

 

About this concept of “Japan Quality,” I had discussions with the CEOs of overseas 

subsidiaries. Then I found that our Japan Quality is highly regarded. 

In the Japan Quality, everything critical is included such as meeting a deadline, strictly 

managing costs and quality, never giving up and completing the work no matter what 

happens. 

 

NTT DATA has adopted this concept as its slogan, and the 75,000 employees worldwide 

will promote innovations with our customers while sharing the same sense of values. 

 

Bearing in mind the hope for becoming such a wonderful company, we will concentrate 

our efforts  during the remaining two years of the Medium-term Management Plan.  

 

Perhaps it will take some more time until we can realize this 2nd Stage, maybe in 2020, 

or before or after the Tokyo Olympic Games, in other words, after two more medium-

term management plans will be implemented 

 

Although it will take some time, we will make the utmost efforts to become the first 

Japanese IT company, not IBM, nor HP nor Accenture, that will be capable of supporting 

customers worldwide.                                                                                               

End. 
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