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Sales returned to positive growth in Q2 (July-September period)

« Parent Company segment returned to positive growth offsetting reduced COVID-19 projects
« Overseas Affiliates segment maintained growth trend

Both CX & BPO Services continued to grow sales excluding COVID-19 deals

« Actively pushed our unique, differentiated CX services built on patented TCI-DX model

 Accurately grasping social changes such as a move towards workstyle reform, aggressively
delivered BPO services combining our expertise and digital technology

3 Profitability showed an upward trend in Q2 (July-September period)
« Operating margin recovered to a 4% range as Parent Company segment increased profitability

 Overseas Affiliates segment’s operating margin on an upward trend underpinned by strong
performance achieved by ASEAN subsidiaries

4 Medium-term business plan initiatives achieved progress
« Platform models evolved
* Generative Al initiatives made progress
« Carried forward ESG initiatives
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In ¥100M (rounded to the nearest 100M) H1 FY2023/3 H1 FY2024/3
I Y 7 T R
Sales 1,834 100.0% 1,800 100.0% -1.8%
Parent Company 1,230 67.1% 1,176 65.3% -54 -4.4%
Domestic Affiliates 208 11.4% 211 11.7% 2 1.1%
Overseas Affiliates 455 24.8% 473 26.3% 18 4.1%
Elimination of intra segment transaction -60 -3.3% -60 -3.3% 0 0.5%
Gross Profit 389 21.2% 332 18.5% -57 -14.6%
SG&A Expenses 262 14.3% 274 15.2% 12 4.5%
Operating Income 127 6.9% 58 3.2% -69 -54.0%
Parent Company 92 7.5% 37 3.2% -55 -59.6%
Domestic Affiliates 22 10.3% 12 5.7% -10 -44. 7%
Overseas Affiliates 13 2.9% 9 2.0% -4 -29.6%
Elimination of intra segment transaction -0 - -0 = -0 -47.3%
Non-Operating Income (Loss) 2 0.1% 14 0.8% 12 489.8%
Ordinary Income 129 7.1% 73 4.0% -57 -43.7%
Extraordinary Income (Loss) 3 0.1% -0 -0.0% -3 -
Net Income Attributable to _ 79 4.3% 44 2 4% 35 44.7%
Shareholders of transcosmos inc. 5
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Consolidated Quarterly Performance Trend é@%@&%os

people &technology

® Sales [QoQ]) Up ¥2.2B due to sales growth in the Parent Company and Overseas Affiliates segments.
[YoY] Up ¥1B as the Parent Company and Overseas Affiliates segments achieved positive growth.

® Operating Income [QoQ] Up ¥1.4B due to growth in the Parent Company and Overseas Affiliates segments led by increased orders.
[YoY] Down ¥1.2B due to upfront investments made for medium-term growth amid declining COVID-19 projects
and lower profits generated by both Domestic and Overseas Affiliates segments.

Consolidated Sales Consolidated Operating Income

In ¥100M (rounded to the nearest 100M) In ¥100M (rounded to the nearest 100M)
—®— %Sales Growth +22 —®— %Operating Income +14
+13.7%

+2.8%

23/33Q

23/34Q

23/34Q 23/31Q

23/33Q
926 978

23/31Q
933

79 45 61

B Parent Company M Domestic Affiliates B Overseas Affiliates BElimination of intra-segment transaction



Consolidated Sales Trend by Service (g’i? Ercé)lglr%os
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® CX Services [QoQ] Up ¥1.8B. Actively promoted unique, differentiated services built on our patented TCI-DX model.
[YoY] Up ¥800M. Returned to growth, offsetting the negative impact of COVID-19 related projects.

® BPO Services [QoQ] Up ¥400M. Actively delivered services that combine our expertise and digital technology.
[YoY] Despite a slight decline, recovered to the same range as the same period last year, almost offsetting

the impact of reduced COVID-19 projects.
BPO Services

In ¥100M (rounded to the nearest 100M) : EOV”D 1b9 projects Vb In ¥100M (rounded to the nearest 100M) B COVID-19 projects
+8 xisting business exc. CO 9 projects -0 B Existing business exc. COVID-19 projects

42

23/31Q

23/3 30 23/34Q

24/31Q

23/31Q

23/3 30 23/34Q

24/31Q

613 627 671 307 296 305

[ e e e e ————————————

*Sales for each service are calculated based on the sales mix used for management accounting, and are not adjusted for intra-segment transactions. 8



Parent Company Sales Trends: COVID-19 related business/Existing business
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® COVID-19 related business was on a downward trend as social needs subsided, while order growth for existing business
excluding COVID-19 related projects accelerated.

® Parent Company sales returned to positive growth from this Q2, offsetting the negative impact of COVID-19 projects.
Parent Company Sales

In ¥100M (rounded to the nearest 100M)

+13.7%

+12.2%

+11.7%

+9.1%
w

Q1 FY22/3

569

Q2 FY22/3

574

Q3 FY22/3

620

Q4 FY22/3

625

+3.7%
-2.8%

-2.1%

Q2 FY23/3

595

Q3 FY23/3

603

Q1 FY23/3

636

Q4 FY23/3

612

B COVID-19 projects
B Existing business exc. COVID-19 projects

—®- Parent Company YoY Sales
~@- Existing business YoY sales exc. COVID-19 projects

+0.1%

Q2 FY24/3

Q1 FY24/3

581

595 .



Parent Company Six-Year Sales/Operating Income Trend ég
>

® Compared to pre-COVID-19 years, sales grew steadily. Although in a weak tone, operating income also increased.

trans
COSMOS

people &technology

Parent Company Sales Parent Company Operating Income

In ¥100M (rounded to the nearest 100M) Q1 MQ2 HQ3 HQ4  In¥100M (rounded to the nearest 100M) Q1 WQ2 HQ3 MQ4

Pre-COVID-19 COVID-19 Pre-COVID-19 COVID-19

v

A
A

500 533 522 569 636 581
: - 24
2,102 2,276 2,188 2,388 2,445 1,176 44 79 112 178 159

H1
*Effective from the start of FY2022/3, the Company has adopted the “Accounting étarzdard for Revenue Recognition.”
* In FY21/3 sales, revenue from agent transactions has been restated using the net amount recognition method.
* In sales of FY20/3 and earlier years, revenues have not been restated with such a method.

11

FY'24}3
37
(H1)

v

10
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Consolidated Sales Analysis

s
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® Sales decreased by ¥3.3B (-1.8%)

people &technology

Orders for both CX and BPO services remained solid despite a YoY drop in COVID-19 business.

2%%2?2; Sales up as a system development subsidiary and some listed subsidiaries posted higher sales.

Sales up as ASEAN subsidiaries continued to grow sales.
Affiliates

+2

Parent Company Domestic Affiliates Overseas Affiliates

In ¥100M (rounded to the nearest 100M)

+18
I

+0

Elimination of
intra-segment
transaction

H1 FY2023/3
Consolidated Sales

H1 FY2024/3
Consolidated Sales 12



E— are different from the Overseas Affiliates segment. Cosmos
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. ; ) *Overseas sales are categorized by country or AV
Consolidated Sales AnalySIS (by Geog raphIC MaI’I(Et) region based on clients’ location, therefore, figures ’(é@ tranS
>

® OQOverseas sales reached ¥44.5 (+¥1.8B, +4.3% YoY), bringing overseas sales ratio up to 24.7%.
® South Korea sales totaled ¥19B, up 1.9% due to increased orders for CX services.

® Chinasales were ¥13.9B, up 1.2% due to increased orders for CX services.

® ASEAN sales recorded ¥8.3B, up 16.7% due to increased orders for CX services.

Sales Mix by Geographic Market Overseas Sales by Country

In ¥100M (rounded to the nearest 100M)

33 +3.7%
w 83 +16.7%
8%
onsolidate % 139 +1.2%
Sales
Mix
+1.9%

H1 FY2023/3 H1 FY2024/3 H1 FY2023/3 H1 FY2024/3
%O0verseas Sales %Q0verseas Sales Overseas Sales Overseas Sales
23.3% 24.7% 427 445

M Japan M South Korea MChina IIASEAN M Other B South Korea M China MASEAN M Other 13



Consolidated Operating Income Analysis
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™

® Operating income decreased by ¥6.9B (-54.0%)

= : Profitability down temporarily due to upfront investments made toward medium-term growth amid declining
aren : : : . : e .
COVID-19 related business. Goals of investments include service evolution, utilization of digital technology,

Domestic and global expansion.
Affiliates Operating income down due to lower profitability in listed subsidiaries and their group companies.

Overseas

Affiliates

127

%Operating Income
6.9%

-10

N 4

|
Domestic Affiliates

Parent Company

Overseas Affiliates

In ¥100M (rounded to the nearest 100M)

ASEAN subsidiaries posted higher profitability, yet, reduced work volumes in some projects and rising
personnel expenses in the South Korean subsidiary affected overall profitability.

-0
Elimination
of intra- 58
segment %Operating Income
transaction 3.2%

H1 FY2023/3
Consolidated Operating Income

H1 FY2024/3
Consolidated Operating Incomei4



Parent Company Operating Income Analysis

™

® Operating income decreased by ¥5.5B (-59.6%)

F %\ trans
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Profitability down temporarily due to upfront investments made toward medium-term growth and upfront

expenses for project launches/operational stability amid declining COVID-19 related business.
SG&A Although up ¥200M, continued to manage expenses adequately. SG&A expense ratio up 0.9 points due to lower
Expenses

sales.

%Gross Profit -3.4pt
(23.1% =l> 19.7%)

92

%Operating Income
7.5%

Gross Profit

In ¥100M (rounded to the nearest 100M)

%SG&A Expenses +0.9pt
(15.6% =l> 16.5%)

| 1

+2

SG&A Expenses

37

%Operating Income
3.2%

H1 FY2023/3
Operating Income

H1 FY2024/3
Operating Income 15



transcosmos inc. Net Income Analysis r(g
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® transcosmos inc. netincome decreased by ¥3.5 (-44.7%)

NGIREOIREENNREM Increased by ¥1.2B due to an increase in exchange gain and the recording of share of profit of entities
I IR accounted for using equity method (share of loss posted in the same period last year).

Iiﬁgaogd&asg Decreased by ¥0.3B due to the lack of gain on sale of investment securities posted in the same period last year.

IINEREVEESIN Decreased by ¥2.3B due to a decrease in income before income taxes.

H1 FY2023/3 H1 FY2024/3
transcosmos inc. Net Income transcosmos inc. Net Incomeis

Operating Income

+1
_ Non-
Non-Operating controlling
Income (Loss) -3 interests

+12 .
Extraordinary Income Taxes

Income (Loss)

In ¥100M (rounded to the nearest 100M)
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Consolidated Balance Sheet Summary f(éjatrans
>

® Current Assets: Cash and deposits rose due to previous year-end AR collections and an increase in loans payable.

® Fixed Assets: Deferred tax assets decreased.

® Liabilities: The Company’s long-term loans payable increased.

® Net Assets: Foreign currency translation adjustments recognized in accumulated other comprehensive income increased.

In ¥100M (rounded to the nearest 100M)

End of Mar. 2023 End of Sep. 2023 Change :
* Cash and deposits +85
L | * Notes and accounts
Current Assets 1,354 1,410 56 receivables — trade .52
Fixed Assets 584 580 -4 N
* Deferred tax assets -18
Total Assets 1,938 1,990 51
Current Liabilities 664 659 5 | L ASerued expenses H7
Fixed Liabilities 150 185 35 * Accrued consumption taxes +10
Total Liabilities 815 844 29 « Long-term loans payable +40
Net Assets 1,124 1,146 22 NT- Accumulated other
Liabilities/Net Assets Total 1,938 1,990 51 comprehensive income +19
Cash and deposits 512 597 85
Interest-bearing debt 163 203 41
Net Cash* 349 393 44

*Net Cash = Cash and deposits — interest-bearing debt 18



Consolidated Cash Flow Statement Summary £ trans
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® Operating cash flow: Profit before income taxes decreased.
® Investing cash flow: Payments for guarantee deposits and purchase of property, plant and equipment decreased.
® Financing cash flow: Repayments of long-term loans payable decreased. Proceeds from long-term loans payable increased.

In ¥100M (rounded to the nearest 100M)

H1 2023/3 H1 2024/3
Cash flows from operating activities 125 113 -11
Cash flows from investing activities -37 -24 13
Cash flows from financing activities -183 -10 173
Balance of cash and cash equivalents 560 583 23
Free cash flow * 88 90 2

*Free cash flow = Cash flows from operating activities + Cash flows from investing activities.

19
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CAPEX, Amortization/Depreciation, Employees, Service Bases f(éjatrans
>

® Capital expenditures/Depreciation expenses

® CAPEX
In ¥100M (rounded to the nearest 100M) | H1 2023/3 H1 2024/3 Capital expenditures decreased mainly in

the Parent Company.
® Depreciation and Amortization

Expenses increased mainly due to the
openings/expansions of the Parent
Company’s centers in the previous year.

Capital expenditures 26 17 -31.7% 17

Depreciation expenses 25 27 7.6%

® Number of Employees

® Consolidated basis

End of Mar. 2023 | End of Sep. 2023 Change :

Employees decreased due to project

Consolidated basis 40,582 40,441 -141 completions in some domestic and overseas
subsidiaries.

(Temporary employees) 29,709 29,777 68 | | @ Parent company

Parent Company 16,791 17,394 603 Employees increased due to new graduate
hires. Temporary employees decreased due

(Temporary employees) 22,179 21,815 -364 | | to COVID-19 project completions.

® Service Bases

End of Mar. 2023 | End of Sep. 2023 Change

® Japan

)

Service bases 170 172 2 _

Opened BPO center in Osaka.
(Japan) 70 71 1| | e Overseas
(Overseas) 100 101 1 Opened Mexico City Center.

*Service bases included the Company’s own bases, head offices, branches, sales offices and bases of subsidiaries, associates, and partners.

20
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Medium-Term Business Plan 2024/3-2026/3 Outline f(é*;gtrans

people &technology

Global Digital Transformation Partner

Deliver the optimum customer experience and productivity reform to clients with cutting-edge
digital technologies, and _contfributesmereating a sustainable society.

Vision

Evolve to a Technology Solutions Company Become an unparalleled leader in Asia and a
from a company with operational excellence Top 5 global CX/BPO services player

Meet all stakeholder expectations including clients, employees and shareholders, and serve society

Commit to fairness, trust, quality, eternity, innovation, customer success and growth, remain a partner for solving social problems with a diverse business and
service portfolio

Structural reform for Develop new business | Reinforce systems and Develop a global
greater quality/profits and drive R&D by develop people to win management base
by service maximizing our global in a growing global (Finance, HR, Marketing,
standardization network market ESG)

Pivot to a platform

business model
(platform as-a-service)

22



Strategic Initiative @ Pivot to a platform business model
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« Driving the initiative “Pivot to a platform business model,” a framework that monetizes added value created by digitization.

 Presenting proposals to achieve an end-to-end customer touchpoint/business process optimization with our packaged service

— people, operations and systems.

Value | technology
for @ Digital process best practices

® Improved corporate image and higher

Accelerated growth powered by cloud

Value
for us

clients
customer/employee loyaity
® Lower total costs
Visualize E2E customer touchpoint/process
with data. Present a proposal for optimization
Apply BP
Evolve dat;:‘ to DD DD, Oaa$
Services th el - business
_—
whoie = model
process ~— ~——
See E2E process from a E2E titati
bird’s-eye view, and quanti 1 |:e
remove obstacles (e.g. managemen . -
improve websites with VoC) replacement with digital
Develop professionals as a company
® Develop talent who can analyze flows/propose
lans for improvement Tech-
People _P o
einforce P ® Accumulate knowledge of obstacles in digital nology

proposals

processes, and incorporate the findings into

Profit from added value created by

digitization

® Bundled services (expand and retain share)

@ Shift to higher unit price (value-added services:
upstream/tech services, data analytics, etc.)

® Profit from enhanced productivity/ labor cost

One-stop service - people, operations,

=|

and s stems

Dé Business Process

CXaa$S
Customer
Experience

BPaaS
Business
Proses

Appllcatlon

ﬁ nfrastructure (OS/HW

® Charge by outcome/service menu
@ Commitment to continuous improvement

Develop cloud talent & standardized

tech platform

® Research CX/B2B SaaS solutions. Run POCs

@ Build standardized technology platforms for
multi-cloud data analytics

® Integration capability 3



Strategic Initiative @ Pivot to a platform business model (CX Services)
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« TCI-DX for Support: Delivering the service as a platform model that helps clients optimize the entire customer support area, reduce
costs, and enhance usability based on VoC (Moice of the Customer) and behavioral data.

Digital marketing campaigns
Planning and operational skils to maximize
customer interest
Ability to formuiate digital markefing sirategies, plan and
offine

Google YAHOO! BrandOQP

Creafion capability baked by wealth of expesience
backed by exdensive expenence and know-how from work
with over 6,000 companies each vear

EEEcMs  KARTE  yappli

salesforce Adobe

Soda media operalions
Indusiry's first customer support spedifically
designed for sodal media

Established a sodal meda centerto
offer professional support for socil 2 sprinklr

. J“ﬁ{
- 3 VoC.ftrehaworlog
X Bdwitter) Instagram  Facebook
cx Platform

Leading senvice capadity in Japan
Evxperts with wide range of know-how built on more than
1,700 dients

Aptranspeechs () contect-Link

%
t':' Contact Center ~ Salesforce  8ws

Agart+BatHybid dhat
Greater productivity powered by GenAl, etc.

About 7,000 chat agents+100 Al strategists in
Japan and abroad offer services. Productivity
up more than 2.4x compared to call agent
support

LINE KANAMETO 5upporl
E

moBius  PKSHA

I8 Connect  Comedvaiouspiicams

24



Strategic Initiative @ Pivot to a platform business model (BPO Services) é’i} trans
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Digital BPO: Delivering a shared platform that streamlines each process in diverse domains including helpdesk, corporate functions,
and system development by combining “people & technology.”

Correct Make

Receive Digitize Judge . .
error inquiry

~ ~ ~ ~

7 o 7 7

7N
[ Web f Our unique ) f
application Al-OCR business RPA Al-bot
\ \ tool \ \

Business system

Input data
Output data

Production management system

Management

Facility

ranscosmos DX Platform

25
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Strategic Initiative @ Structural reform for greater quality/profits 2\ trans
by service standardization 6gigcosmos
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« Carrying forward as the top-priority initiative for quality control and generating profits.

« Establishing a framework for managing both quality and profits by building a centralized infrastructure that monitors on-site service
guality with the power of digital.

Expected Outcome
Accelerated automation

« Achieve both cost savings and higher » Accelerate the development cycle and » Stabilize & enhance operational quality
quality at the same time by offering enhance yield with packaged talent by standardizing processes, thereby
services in line with the defined development programs built on expanding the scope of automation.

Enhanced cost & quality Advantages for talent development

standardized operations. Make people

S work-ready at an early stage and generate
 Minimize management costs by profit.

reducing the operational complexity

operational quality and processes. Reduce cost factors specific to people

business such as non-core work time
and idle time caused by unexpected

arising from differing processes A TN o] I [l i work volume fluctuations by expanding
among clients to a minimum. that hel.p.galn_gxpert|se/§>§per|ence. Build the scope of automation, which will
competitive hiring capability to address result in higher profitability.

labor shortes.

26



Strategic Initiative @ Develop new business and drive R&D

by maximizing our global network

s
<) &8%hos

 Pushing next-gen service development powered by cutting-edge, advanced digital tech such as the metaverse and generative Al.

«  Seeking ways to build high value-added service models/new businesses with our group companies’ high technical skills and
expertise as well as our global research network centered on the Silicon Valley office for identifying prospect investees.

CVerify

technology/develo
p solutions that
match front-line

client needs.
Existing
business
- depts.
(CX/BPO/
Global)
-

*Develop business
specific DX
solutions.

N

S ERANH—EZAERCATERESHOFE

Business
Development
Dept.

Research/
Investment/
Alliance

~

eLaunch new
business/find
partners to
develop new
market/technology.

J
=y

T 42

R — P A2
ERRAIZRE HHRED
HF—E R LA i B

search latest
technology/startup
and research
macro trends and
competitors.

J

SOZO VENTURES

Collaborate in technology/market research.

Invest in prominent venture companies with a focus on Silicon Valley.

\g 2 07 8~ 20,5 £
) : H ?rié‘r%ﬂ:_%é’c\ ECaR
2023F BT e et
. A F 7 by —aEE
’ i EOF—ER AR
2022~2023% NI
g S O—/TL] EEFIICT
: ;t‘yrajﬁﬁ?éﬁ% * bSUAAZEAGARMIEROEE 2017 F0
20174 HiicEE B e e RS ==y s~ a VAR O
Y S ENTHCTOREDS (CHAED ET A E S T AL — T 3 L
7 g;i 93{/& - e B L THELVA GOSN F OIT R RS
ol Hig3E S CEE LD, BRI EEPHE O —EA LA
CREREEEOPOCH#E ILALCERT R 77/ 03— Uz— a0y
Sgei) & wei i EEL T EET,
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to win in a growing global market(g

people &technology

« To strengthen support for global clients, reinforcing the service network to shift to a globally unified model, uniting services and
organizational structure that are currently separated by country/region.

« As aGroup, building acommon financial base, governance structure, and a pool of global talent.

Global
market

companies

iz

Overseas’ local
companies

iz

Global sales
structure

Global Sales

Global account
management

Global CX
services

-

Global service framework across countries/regions

CX servic
BPO service

South Korea

28




Strategic Initiative ® Develop a global management base

F1%trans
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«  With the aim of maximizing our value as a conglomerate with diverse business domains, developing a Group-wide management base.
« Aiming to enhance our corporate value by executing initiatives and enhancing communication to meet the needs of key stakeholders.

Enhance business
decision accuracy

Enhance dialogue
with market

Maximize growth
opportunit

Adapt to changing
labor markets

ESG initiatives H

People
Boost engagement

* In addition to disclosing
required information and
ensuring legal compliance,
set a fundamental policy
and
gualitative/quantitative
targets.

e Decide actions based on
both management and on-
site initiatives.

+ Management team
monitors progress of each
function’s ESG initiatives.

H Strengthen marketing

Evolve business
management

Implement systems that
enhance development
opportunities and support
diverse workstyles.

Check & modify action
from a human capital
management perspective
(link with ESG initiatives)

In addition to aregular
eNPS survey, build a
system to link it with the

corporate-wide CS survey.

« Strengthen the marketing
function to create/send
consistent messages
based on perception
surveys.

* Increase pull marketing to
address diversified

products and client needs.

+ Hold anew global forum.

Promote cash flow-driven
business management.

Build a Group-wide
management information
infrastructure and a process
to consolidate the
information.

Implement a Group-wide
financial management
system.

Strengthen internal control
and risk management
functions to minimize
Group-wide risks.

29
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H1 Progress Update: TCI-DX for Support deployment

s

COSMOS

Social

services

(10+)

+ Web services

(60+)

+ Bot services
(110+)

+ Chat services
(220+)

Contact center clients
(900+)

V¥ Industry Mix

(é* trans

) people &technology

Contact Center
Contact Center + Chat + Chat + Bot

Industry Industry

Manufacturing 31% Manufacturing 30%
Retail/ Retail/

Ecommerce 22% Ecommerce 20%
Finance 15% Finance 18%
Telecom 6% Telecom 8%

Contact Center
+ Chat +Bot

+ Customer support

content (Web)

Contact Center
+ Chat + Bot
+ Customer support
content (Web) + Social

) . Retail/
Finance 28% Ecommerce 44%
Retail/
Ecommerce 21% Finance 22%
Manufacturing 19% Manufacturing 11%
Telecom 11% Telecom 11%

31



H1 Progress Update: TCI-DX for Support granted a patent A%\ trans
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 Recognized as a problem solving solution powered by VoC (Voice of the Customer), TCI-DX for Support won a patent (Patent
number 7319478).

Data source @ Organize @ Integrate @ Identify problems Take action

Sort data in differing formats accumulated from each
channel by VoC topic
VOChEY ZA

gl
— e
Call
VOCkrEY B 8,000 2,000 25.0%

==) Chat — o Integrate data Vocr e ¢ s 100 200% Tune chats and bots

_gvoCctevsD 200,000 5,000 2.5%

b y VO C to p i C VOChEY ZE 100,000 1,000] 1.0%
VOChEY ZF 800| 20 2.5% - Add Content

VOChEY ZG 500,000 30,000 6.0%
VOChEY ZH 30,000 8,000 26.7%

=A. l U*U
= (9 i E—— E
e/ Social @)
VOChE Y 71 100,001 5,000] 5.0%

a8 ) Ad creative
B Support o

content .
SNS messaging
Coverage (examples)
® Established methods to remove unnecessary data at the data preparation process as well as methods to integrate
data based on our expertise in managing a full-funnel marketing, website and app development, contact center
services to social operations.

Improve webflow

Output of identified problems Renovate/add support
content/FAQs

VOCkEvY 2 FAQHEEH ABHE FAQRMRE HEZ 77

10,000

Key points

® Building on VoC data accumulated in contact centers, social and chats, developed a technology which
comprehensively analyzes customer experience data collected at diverse customer touchpoints across the
customer journey.
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H1 Progress Update: Created new BPO platform models ’(g’gggsr}%os
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« Actively offering and developing platform models that streamline back-office business processes.

« Continue to help clients develop management strategies quantitatively with data collection/visualization/statistical analysis features
of the platforms.

REIEERER [ICl] AEIES HEREIT Wow e (ps Al alHlness Released GHG emissions Calculator, a solution that auto-

process transformation &

streamline human capital information disclosure collects/calculates GHG emissions

* Collect information for human capital information disclosure and * Auto-connect data for GHG emissions calculation from existing
offer 2 services: 1) reporting which visualizes status of key systems, and drastically cut* man-hours for data
metrics. 2) data analytics platform which continuously collects collection/calculation.
information and monitors/analyzes trends over time. . Auto-connect with emission factors based on the data, and output
* Support business foundations via E2E services from information a packaged data including amount/value of purchased goods,
disclosure for HCM to data-driven human capital strategy. emission factors and emissions. Check and analyze monthly GHG
/ . emissions. *Our PoC results show the solution saved 97% man-hour.
S =7  :3> \ Semi-automated data collection. Auto-sort/link/calculate emissions for required outputs
‘._4 4 . \\ Y_‘ L‘ trans Link output data to key Bl and GHG emissions visualization tools
/Labor ‘ HCM 2, CO5MOs

) Analytics Visualized data . : :

\ Mgmt. / Platf);trm Collect Data . Generate data Vlsuallze
:77/_/ Payroll ", \
< // - Data warehouse Output emissions
\ //

1 Link > data by category Bl tools
Existing !/
. . systems
Reports (for illustration purposes only) N - ~ GHG
] 192 i o “ emissions
71.96% Change n number of now hres Generate structured datzJ Based on descriptions on isualization

Ratio of female to male employees Number of femele menagers datziBObIWod IExcalliommats) calegorit;sfitems, link to system
Trend Rato of ferale to male managers IE:;::: i — > emission factors, and Volume used
systems @ (i) ) calculate emissions. The Paid amount

1
New hires
4
£
8
£
B
3
()
=
s
=N

Oet 2022 Jan. 2023

entire process is automated —EmssoT—| g
\ ) L__factor |
i '/ S~ \ / Emissions
+AI-OCR & ] v GHG Type
Apr 2022 2022 Oct022 Jem 2023 Ape 20 Year-Month

Year-Month 3




H1 Progress Update: Developed a structure for Gen Al utilization A%\ trans
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 Positioned Gen Al as a technology that drastically streamlines clients’ business, actively driving Gen Al deployment initiatives.

« Launched a cross-divisional project with members from CX, BPO, Technology and Security team, exploring ways to utilize Gen Al
focusing on three areas.

Evolve services for clients
Streamline internal

operations e :
P Utilize external tools Develop in-house

(expand service menu) (increase earnings/change models)

Develop tools for clients
internally. Build unique models
for our own business

Utilize third-party tools to boost productivity/quality of

Apply to daily operations CX/BPO services

+ Created a secure * Released Quick Support Cloud with Gen Al, a tool that * Launched POC to apply Gen Al
environment for testing, assists support desk. as a supervisor function in CX
ensuring data privacy and . services.

Developing systems to apply Gen Al to support contact
center agents, automate chat, improve analytics
functions, and more. Some are already in use.

compliance. 2,500
transcosmos members* are

using the environment. , _ , ,
« Projects in progress towards automating website

development (auto-generate RFP, etc.)

* Preparing for POC to apply Gen Al for analyzing ad
creatives via computer vision and for text-to-image

*As of end of August, 2023. (image creation by Al).
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H1 Progress Update: Gen Al case study (BPO Services)

 Released Quick Support Cloud with GAI, a tool for assisting support desks with the power of Gen Al.

« By combining Gen Al (GAI) with three functions, offering services to cut man-hours and boost productivity with stable quality.

/\\

Quick Support Cloud
3 functions

Quick Support Cloud with GAI: Feature correlation diagram

.

Convert to m—’

text

Auto
summarizes
content

o

Input _____
Output ———» { . | é
Usage —* ‘m')
fo—y
Voicebot
Email/Form
T a V:i?ﬂr =
User P r.

Chatbot

Q,

Public FAQ

Auto-registers
incidents

—&D,
@

Creates knowledge

)
Decision on knowledge

registration

Chatbot responds to
inquiries using input
knowledge and training
data.

+ Gen Al (GAI)

* GAI creates training
data for chatbot.

* 4 to 5talk scripts per
knowledge.

Outcome per case

Ave. man-hours: 5min

!
GAlI maximum: 1min
(max-time saved: 4min)

%
<< cShos

people &technology

Summarize incoming
user inquiries via voice,
voice bot and emails,
and register datato a
system.

* GAl summarizes
inquiries.

* Add the data to Quick
Support Cloud with
GAl and register as
knowledge.

Ave. man-hours: 5min

!
GAl maximum: 1min
(max-time saved: 4min)

Create Q&As from
inquiry logs.

* GAI creates the right
Q&A from logs.

* Able to divide
guestions and
answers.

Ave. man-hours: 30min
)

GAl maximum: 5min
(max-time saved: 25min)
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H1 Progress Update: Gen Al case study (CX Services) I(g)@‘é@&%os
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« Developmentin progress to apply Gen Al to three areas, and solve contact center challenges.
 Improving Gen Al to from the one with standard spec to lift contact center auto-response accuracy to a practical level.

Current status

Apply to internal process to ensure
service qualit

¥  Encourage Summarize « Development
convarcatinn
- leted.
uto-reply bot self-service CompliEL _
| Auto-reply || Search | @ Agent CIEElE BT pOEES Increasing projects.

support Search manuals
Escalate inquiries

Receive inquiry

i T Reduce
L] bl L COM G handle time

[EPT) support ; ! _ . :
1 Create 4---:l support : Apply to external service Improvmg accuracy
Search ol B to a practical level.

Escalate |
{ 1 Auto-generate - Development
| Solved | R q Accelerate responses .
ssue wolved  [® espon improvement cycle @Auto-reply bot underway for live
o ! Search manuals operations.
3
P Assist analytics/improvement
Auto- Analysis Suggest A | .
categorization improvement pp y for enhanC|ng PDCA
¥
_ Auto-classify « Under development.
Check ®Analytics
¥ support Analyze logs
Improve Suggest improvement
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H1 Progress Update: Metaverse use case

ey

‘%trans
/) COSMOS

people &technology

« Constantly responding to client inquiries on the metaverse business.

Offered a metaverse space to SAKURA Law Office, led by
the lawyer Kenshiro Michishita

Offered metaverse services to JAPAN POST INSURANCE

« Created a metaverse space in Japan Post Insurance’s « The space helps the law profession run consulting sessions
Parenting Support webpage, where the company posts family- and seminars on the metaverse.

friendly contents. - To offer useful services, the law office will offer a Summary

« This marks the first permanent web-based metaverse service Law Center (reservation only) on the metaverse to enable
in the life insurance industry in Japan*. users who need legal advice to consult with lawyers via
avatars. In addition, it plans to hold regular events to share
legal information, and more.

*Source: Press release dated July 28, 2023.
*Source: Japan Post Insurance research (as of July 28, 2023). *Source: Press release dated July 12, 2023.
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H1 Progress Update: Pushed forward ESG initiatives

ey

 Both internal and external stakeholders highly praise our continuous ESG initiatives.

Received Excellence in Disability Received higher ESG scores
Inclusion Company Award (Tokyo Enhanced people engagement

Metropolitan Governor’s Award) from external agencies

* The Tokyo metropolitan government « Conducting regular engagement « 2023 ESG score rated by FTSE Russell rose
honors companies that demonstrate survey (eNPS) since FY2021/3, from 2022.
exceptional initiatives such as covering all people including officers
developing skills and knowledge of, (except some overseas subsidiaries). Selec_ted aan FTSE Blossom Japap Sec_:tor
and enhancing working conditions | - Relative Index constituent for the first time.
for people with disabilities with the * Executed Complany-vr;“?le/d'V'Slonal
award. initiatives to solve challenges
R identified through the past surveys FTSE Russell 2022 2023
Our major initiatives ESG score
(HR systems, management
® Two assignment models. Team-based communication, etc.) .
model: receive jobs from E Climate Change 0 L
internal/external customers as a team. « eNPS rose 1.5% YoY in the 41" survey ;
Distributed model: Each individual is in EY2024/3. Human rights 2 3
assigned to internal department and S and Communlty
works as a member of the team.
® 80% of disabled people play active role FY2024/3 FY2024/3 Labor standards 3 3
in profit center functions, directly People surveved/ Scoreup b : :
making a huge contribution. Re‘;ponse r:te ooy Anti-corruption - -
T rﬁ %'—3- 5 i G
¥ 13,400 (approx) /\ 1.5 points Corporate 4 4
87% governance
TOTAL 1.5 2.3
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H1 Progress Update
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2 Medium-Term Business Plan 2024/3-2026/3

Outline & 5 Strategic Initiatives

Cash Allocation & Numeric Targets
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Cash Allocation

%
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« Towards sustainable growth and higher corporate value, we will continue to return profits to shareholders and secure investment

opportunities for growth while maintaining financial soundness.

Operating cash flow

(3-year Medium-Term Plan cumulative total)

Cash reserves

Growth Investment Shareholder Return

Strategic investments such as alliance Ensure 30% or higher dividend payout
and M&A, and other investments to ratio, and achieve stable dividend
add higher value to services, expand increase through business growth.
business domains, and enhance
organizational structure.

Financial Soundness

Secure appropriate levels of cash

reserves, always being aware of
maintaining “A” rating.

A\ 4

Investment in
Business Base

Make capital
investments for
operations centers to
meet demands, etc.

40



"
-+

rans

Medium-to Long-Term Financial Targets (é 0sSmos

N

v

transcosmos Group Target

Sales: ¥1 trillion

2026/3
Targets

¥4SOOB or higher

v

2023/3
Actuals
Sales ¥373.8B *

%Operating Income  6.2% * 6.0~8.0%
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Notes trans
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® [Forward-looking statements included in this document are based on information available
on the date of the announcement and estimates based on reasonable assumptions. Actual
future results may differ materially from these forecasts depending on Japanese economic
conditions, trends in the stock market and information services industry, evolution of new
services or technologies, and other diverse other factors. The company assumes no
obligation to update or revise any forward-looking statements.

® |n this document, yen is rounded to the nearest hundred million (figures shown in million
yen is rounded to the nearest million) and the percentage is rounded to the first decimal

place.
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IR Contact

IR Department, Corporate Management Sector, transcosmos inc.
E-Mail. ir_info@trans-cosmos.co.jp



