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

Thank you for taking the time to participate today in spite of your busy schedule. 

I will present an overview of the financial results for the second quarter of the fiscal 
year ending March 31, 2020. 
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(Explanation omitted)
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(Explanation omitted)



4

First, I will explain the overview of the financial results of the whole company. 

In the second quarter, the growth rate increased in all of the items shown in this slide 
from the first quarter. 

In particular, new orders received grew in all of the segments from the first quarter 
when excluding the negative impact from yen appreciation in foreign exchange. New 
orders received of the whole company increased by about 150 billion yen in the 
second quarter. Among them, the Public & Social Infrastructure Segment and the 
North America Segment saw a significant increase thanks to the winning of contracts 
for large-scale projects. 

Net sales increased in all of the segments when excluding the negative impact from 
yen appreciation in foreign exchange. The Enterprise & Solutions Segment maintained 
particularly good performance. 

As for operating income, while we saw a cost increase associated with the Mid-Term 
Management Plan we announced in May, operating income increased due to the 
reduced PMI costs following the acquisition of the former Dell Services and the sales 
growth.  

I will move on to the explanation about the changes in each item in each segment. 
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(Explanation omitted)
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First, let me explain about the new orders received. 

In the second quarter, the Public & Social Infrastructure Segment won contracts for 
multiple projects, including large-scale projects from government ministries, and so 
grew significantly. 

In the Financial Segment, the total amount of new orders received decreased mainly 
due to less orders compared to the previous year such as for large-scale projects, 
while the segment won contracts for projects for cooperative financial institutions in the 
second quarter and saw improvement. 

The Enterprise & Solutions Segment recorded steady growth of new orders received 
mainly for the manufacturing industry.  

The North America Segment won large-scale projects in the second quarter too and 
maintains strong performance, recording significant growth for three consecutive 
quarters. 

The EMEA & LATAM Segment steadily grew while the growth rate declined from the 
first quarter due to the negative impact from yen appreciation in foreign exchange. 
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Next, I will explain about the net sales. 

The Public & Social Infrastructure Segment saw an increase in net sales due mainly to 
the expansion in the sales for utility and telecom industries, despite less sales 
compared to the previous fiscal year such as for services for government ministries. 

The Financial Segment saw a steady increase in sales growth mainly in services for 
financial institutions. 

The Enterprise & Solutions Segment maintained strong performance as the sales of 
payment services continued to grow thanks to the expanded scope of consolidation of 
PAYGENT we acquired in the previous year and the organic growth of CAFIS, in 
addition to the increased sales from services for the manufacturing industry.

The North America Segment remains on par with the previous fiscal year due to the 
negative impact from yen appreciation in foreign exchange despite recording 
increased income on the local currency basis due to the expansion of scale through 
M&A.  

The EMEA & LATAM Segment continues to grow steadily, mainly in Spain.
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Let’s move on to the operating income. 

The Public & Social Infrastructure Segment saw an increased income due to sales 
growth and a decrease in the amount of loss from unprofitable projects compared to 
the previous fiscal year.  

The Financial Segment and the Enterprise & Solutions Segment posted an increase in 
income due to sales growth. The North America Segment recorded an increased 
income due to the reduced PMI costs. 

The EMEA & LATAM Segment is steadily carrying out the structural transformation 
based on the Mid-Term Management Plan and saw a decrease in income due to 
related costs. 
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Next, I will explain the progress of the Mid-Term Management Plan. 
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This is an overview of the entire Mid-Term Management Plan. 
With the “consistent belief” and the “courage to change,” we aim to achieve profitable 
global growth. 



Based on the current Mid-Term Management Plan, we are thoroughly implementing 
the four strategies shown in the slide as the “courage to change,” in order to maximize 
the value for our clients. 
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Strategy 1 is to “expand global digital offerings.”
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The purpose of the strategy is to build our strengths and improve the way we compete.   

More specifically,
1. We decided industries to focus on, and set up a Global One Team for each 

industry to draw up strategies for global industries, global accounts and global 
offerings.

Furthermore, in the Digital Strategy Office, or DSO, 
2. We make efforts to create offerings in key fields on the global level to promote 

digital businesses.

In addition, 
3. We will conduct R&D activities globally, expand Center of Excellence, or CoE, 

and provide support to create and leverage the offerings.

Through these measures, we will compete by emphasizing our global and digital 
strengths.
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Let me first talk about the acceleration of global marketing.
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In order to accelerate the global marketing, we set up a Global One Team and 
established a system to offer advanced services to our clients around the world in an 
integrated manner.

We have already been implementing the measure in multiple industry fields.
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These graphs show objective evaluations of our strength in global industry fields by 
external institutions. 

We aim to become the No. 1 company in global fields where we have strength and 
want to grow further. As a result of such efforts, we will aim to become one of top five 
global companies. 
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More specifically, we formed Global One Teams for industry fields of our strength, 
such as automotive, banking, insurance, healthcare, telco/media, and retail, as shown 
in this slide.

For each industry, we will develop strategies across the globe to offer advanced 
services to our clients around the world in an integrated manner. 



So now, let me explain the offerings strategy and present specific examples. 
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In order to accelerate digital businesses, we created a new organization called DSO, 
or Digital Strategy Office last year. 

We decided eight key fields on the global level shown in the slide and are working on 
the creation of solution services to achieve digital transformation.  
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This is a solution to support diagnostic imaging by using AI, which is currently under 
development in the healthcare field. The solution uses AI to analyze medical image 
data of patients to detect “multiple disease abnormalities” to support doctors’ 
diagnoses.    

In a recent PoC, we confirmed that the solution can be applied to all kinds of kidney 
diseases and patients in multiple countries with different races and lifestyles. In 
particular, its high performance was confirmed in the diagnosis of kidney cancer.  

Based on the results, we plan to verify the effects of the solution in actual diagnosis 
operations, such as reducing the burden on doctors, in around fiscal year 2020.
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This slide shows our initiative for the retail industry. 

We began offering a cashier-free store “Catch&Go” service in September. Customers 
can bring back products they picked up without making payments at cash registers.  

The service is the digitalization of real stores utilizing know-how we have developed 
through customer touchpoint digital businesses such as omni-channel and e-
commerce websites. 

The service will help reduce the stress of consumers associated with payment at cash 
registers. For stores, they can use the service to improve operational efficiency, 
maximize purchase opportunities by eliminating checkout lines. Also, it allows stores to 
capture the data of customer flow and others and utilize it for marketing.  

We aim to introduce the service in 1,000 retail stores by the end of fiscal year 2022. 



Next is about the measures of Center of Excellence, or CoE, to support developing 
and rolling out our offerings. 
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In order to accumulate and utilize technologies and knowledge at the global level, 
CoEs set up globally common research centers to support clients’ digitalization. 

For the fields of block chain and design among these CoEs, we were ranked as a 
“leader” by an external research company.  

Deepening synergy by sharing use cases and references helps us apply the advanced 
technologies and knowledge to more commercial projects both in Japan and overseas. 
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The block chain CoE is participated by more than 300 members from 24 countries in 
the entire NTT DATA Group. 

There are some cases where the block chain technology is applied to commercial 
services through collaboration of CoE, ahead of the rest of the world. 
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This slide shows the measures of the Design CoE. We established a network to share 
knowledge on design globally. 

We have 15 studios and more than 450 UX designers around the world and share 
more than 80 use cases. 



Strategy 2 is to “deliver greater value based on regional needs.”  

The purpose of this strategy is to continue to offer value that attracts our clients. Let’s 
move on to the specific examples in each region.  
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Let me start with the examples in Japan.

As a new solution of “ CAFIS” , Japan’ s largest cashless payment platform we provide, we 
began providing a “ code payment gateway”  to allow a wide variety of domestic and 
overseas code payments such as 1D barcodes and QR codes.  

By using this service, it becomes possible to accept code payments in Japan and 
that are widespread in China in an integrated manner.

Usually, when introducing multiple code payment services, system connection by each 
operator is needed. However, with this service, such process becomes unnecessary. 
addition, the operational burden on store staff will be reduced. 

Going forward, we will further contribute to Japan’ s cashless society by making more 
efforts to accept various code payments and linking various services offered by CAFIS.
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This is a case of a consortium established by eight companies aiming to provide next-
generation laboratories that handle iPS cells and others. 

The consortium aims to improve the repeatability and efficiency of experiments by 
digitalizing research activities in the life science fields such as drug discovery and 
regenerative medicine to integrally manage and use data.

It will develop the system within 2019 and aims to set up a new lab.  
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This slide shows a case in North America. 

NTT DATA Services won a new large-scale outsourcing project by taking advantage of 
abundant experience in the public sector in the United States. 

We will make use of digital offering investment achievements, such as automation, to 
further improve productivity and increase value for our clients. Moreover, we intend to 
improve our operational efficiency and increase the profitability. 

Going forward, we intend to deepen the relationship of trust with our clients by 
continuing to offer attractive values and contribute to our clients’ businesses by 
utilizing digital technologies. 
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This is another case of NTT DATA Services’ large-scale outsourcing project in North 
America. 

We captured the changes in business of a leading US chemical manufacturer, 
completed the wide ranging and complex IT integration initiative and began providing 
the Dynamic Workplace Services utilizing digital technologies.   

In this way, investments in digital offerings, selection and concentration thereof, and 
efforts to strengthen capabilities to handle upstream phases in the North America 
region have led to the winning of large-scale projects.  
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This is a project in the EMEA & LATAM Segment.

The EMEA & LATAM Segment also has signed contracts for large-scale outsourcing 
projects. Our group company everis has abundant experience in outsourcing projects.  

Based on the deep relationship of trust with the client, various measures were highly 
appreciated, such as process automation and sophistication of peripheral systems by 
utilizing digital technologies, and realization of efficient delivery formation, etc., and 
everis was selected as its strategic partner. 

In the EMEA & LATAM region, measures such as digital offering investment and 
delivery system enhancement have begun producing outcomes. In addition, along with 
the structural transformation that is currently underway, we aim to further improve the 
profitability in the entire region.   



Strategy 3 is to “maximize individual & organizational strengths.” 

The purpose of this strategy is to strengthen each employee’s capabilities to handle 
digital and global businesses and enhance organizational capabilities.
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In order to maximize the professionality of employees, we created systems for 
diversified human resources. 

Along with the expansion of digital businesses, new professional skills are now 
required.   

Against such background, we strengthened recruitment activities under the ADP 
System created last fiscal year. At present, four professional workers with high skills 
are playing active roles.   

In addition, as the careers and capabilities of employees become more diverse, we 
created the “Technical Grade System” to maximize potentials of employees with 
professional skills and make evaluations on them.  

Furthermore, as new expertise of employees, we added “Business Developer” and 
“Data Scientist” to deal with diverse expertise associated with the expansion of digital 
businesses.
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In addition, in the workstyle reform utilizing digital technologies, we introduced latest 
systems that allow the global sharing of knowledge and know-how to promote 
collaborations.

Currently, about 18,000 contents are shared globally and used to make proposals and 
spread know-how. 



Finally, I will explain about “driving NTT Group collaboration.”
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This slide shows a collaborative project that is being implemented by NTT Group 
companies. By bringing together strengths of the entire group, we created the public 
safety solution for Las Vegas. 

NTT DATA Services in the North America Segment participates as Prime SIer of the 
“One NTT” team. By collaborating with NTT Ltd., we offer comprehensive services.  

I would like to omit explanations for the following slides which show business topics, 
numerical information and others.   

This concludes my presentation. Thank you for your kind attention.
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