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Presentation

Moderator: Thank you very much for taking time out of your busy schedule to join us today. The time has
now arrived, so we will now begin the FY2024/3 Earnings Conference of transcosmos inc.

First, | would like to introduce today’s speakers. Masaaki Muta, Representative Director and Co-President.
Muta: My name is Muta. Thank you.

Moderator: Representative Director and Co-President, Takeshi Kamiya.

Kamiya: My name is Kamiya. Thank you.

Moderator: Today’s agenda begins with an overview of the financial results for the fiscal year ending March
31, 2024, by Kamiya. Then Muta will explain the progress of the Medium-term Business Plan and future
initiatives, and finally, we hope to take your questions during the question-and-answer session.

Now, Co-President Kamiya, would you please begin?

Kamiya: Yes, thank you.

- FY2024/3 Financial Results

(BB Financial Results Overview

IE”48 Dividend Policy

Medium-term Business Plan: Progress & Priorities

2l Market Landscape

oyl FY2025/3 Priorities

p2X Il Medium-to Long-term Numeric Targets

%
@ig%@snr%os

people &technology

w

Let me begin right away. The overall flow of the presentation will begin with the financial results, followed by
the progress of the Medium-term Business Plan and future initiatives.
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Financial Results Summary Z%\trans
<1 C8sthos

® Sales declined YoY due to a drop in COVID jobs and lower demands for China’s e-commerce business. Yet,
both CX and BPO Services, excluding COVID jobs, continued to grow. Order bookings expanded, riding
the wave of social change, such as changing consumer behavior in a digital society, an aging and
shrinking population, work style reform, global economic growth, etc.

— CXservices grew 3% YoY. Actively delivered unique platform services built on our patented TCI-DX model.
— BPO services grew 2% YoY. Actively pushed platform services that combine our expertise and digital technology.
— Overseas retained double digit growth, ASEAN continued to expand business with global companies.

@ Operating income decreased due to temporary upfront investments made towards medium-term growth
and SG&A headwind on top of a drop in COVID jobs. Despite this, operating margin in existing business
excluding COVID 19 jobs stabilized due to a higher operating ratio.

® Although transcosmos inc. net income decreased, non-operating income and extraordinary profit
increased.

Consolidated Operating

transcosmos inc. Net Income
Income

Consolidated Sales

¥362.2B

(YoY: -3.1%)

¥10.1B

(YoY: ¥5.7B)

¥11.5B

(YoY: ¥11.8B)

First, let me explain the summary of the financial results.

Consolidated net sales were JPY362.2 billion, a decrease of 3.1% YoY. The main reasons for this were a
reactionary decline in COVID-19-related business and the impact of lower demand from the e-commerce
business in China.

On the other hand, sales of CX and BPO services, excluding COVID-19-related services, continued to grow. As
for CX, excluding COVID-19, we saw a 3% YoY growth. In BPO, we have also seen a 2% YoY growth. We have
been consciously promoting the platformization of both services, and this has led to an increase in revenue,
excluding COVID-19.

Overseas, we continue to expand transactions with global companies in the ASEAN region, and we are
achieving double-digit growth in the ASEAN region.

Consolidated operating income was JPY11.5 billion, a significant decrease from the previous year’s figure of
JPY11.8 billion. This was partly due to a reactionary decline in sales and gross profit from COVID-19-related
business, but it was also due to a temporary upfront investment for medium-term growth. The decline in
profit was due to upfront costs incurred in the process of winning orders for new projects, as well as an
increase in SG&A expenses.

However, the profitability of existing businesses, excluding COVID-19-related businesses, has stabilized due
to the stabilization of business operations.

Finally, the net income of the parent was JPY10.1 billion, a decrease of JPY5.7 billion YoY. However, non-
operating income and expenses, such as equity in earnings of affiliates and foreign exchange gains and losses,
and extraordinary gains and losses improved.

Support
Japan 050.5212.7790 North America 1.800.674.8375 _ SCRI PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com =T Asia’s Meefings, Globally

3



Consolidated Income Statement Summary

pra

*For each segment income row, figures in the Mix columns are profit margins. @

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

FY2023/3

FY2024/3

Change

Sales 3,738 100.0% 3,622 100.0% -116 -3.1%
Parent Company 2,445 65.4% 2,367 65.4% -78 -3.2%
Domestic Affiliates 432 11.6% 423 11.7% -9 -21%
Overseas Affiliates 983 26.3% 957 26.4% -26 2.7%
Elimination of intra segment transaction -122 -3.3% 125 -3.5% -3 -2.4%
Gross Profit 765 20.5% 683 18.8% -83 -10.8%
SG&A Expenses 532 14.2% 568 15.7% +35 +6.7%
Operating Income 233 6.2% 115 3.2% -118 -50.7%
Parent Company 159 6.5% 70 3.0% -89 -56.0%
Domestic Affiliates 37 8.7% 19 4.5% -18 -48.7%
Overseas Affiliates 36 3.7% 25 2.7% -1 -29.8%
Elimination of intra segment transaction -0 = 0 = +0 =
Non-Operating Income (Loss) -2 -0.1% 23 0.6% +25 -
Ordinary Income 231 6.2% 138 3.8% -93 -40.3%
Extraordinary Income (Loss) 4 0.1% 26 0.7% +22 +609.2%
Net Income Attributable to = -, ) = =
Shareholders of transcosmos inc. 158 A% 191 =t il 36.0% 5

The next slide shows the consolidated income statement. As | mentioned earlier, sales have decreased
significantly, and gross profit has also decreased accordingly. In addition to this, SG&A expenses grew 6.7%

YoY, so while sales decreased, the ratio of SG&A expenses also increased.

Operating income decreased in each segment, with a total decline of JPY11.8 billion. Non-operating
income/loss and extraordinary income/loss were up 25% and 22% YoY, respectively, showing improvement.
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Consolidated Sales Analysis é*ﬁggg\% 0S

® Sales decreased by ¥11,600M (-3.1%)

Parent Sales down due to a YoY drop in COVID jobs. Excluding COVID jobs, existing business grew bookings by actively
Compan pushing CX services built on patented TCI-DX model and BPO services that combine our expertise and digital technology.

Domestic Sales down mainly due to lower sales in a listed subsidiary and its group companies caused by lower demands for
Affiliates

business areas that grew under the pandemic.

Overseas South Korean subsidiary continued to grow while ASEAN subsidiaries kept double-digit growth. Yet, sales declined in

Affiliates Chinese subsidiaries’ e-commerce business unit.

-78

— 9 26 3

Parent Company  p,mectic Affiliates Overseas Affiliates  Elimination of
intra-segment
transaction

-116

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

FY2023/3 FY2024/3
Consolidated Sales Consolidated Sales 6

Next is the consolidated sales increase/decrease analysis.

As | will explain in detail, the parent company, domestic affiliates, and overseas affiliates all showed decreased

net sales.
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Consolidated Sales Analysis (Quarterly Trend by Segment) é‘%ggg\% o
4 ¢

Toapie & twchnalogy

® QoQ: Down ¥500M due to weaker sales in the Parent Company.

@ YoY: Down ¥7,000M mainly due to a drop in COVID jobs in the Parent Company and lower sales in a domestic listed company and
declined e-commerce business sales in Chinese subsidiaries.

Quarterly Trend by Segment

In ¥100M (rounded to the nearest 100M) —— %Sales growth . -70
+13.7%
\-4_..6_0_/:_.—-—-—-"'—-“

23/32Q

24/33Q 24/34Q
933 901 926 978 889 911 913 908

23/3 4Q 24/31Q 24/3 2Q

23/33Q

23/31Q

WParent Company MDomestic Affiliates B Overseas Affiliates B Elimination of int ir

Next, the quarterly sales by segment, Q4 saw a significant decrease in sales of parent company services
compared to Q3, resulting in a decrease of JPY500 million in sales.

Compared to last year’s Q4, sales were down 7% due to a decrease in COVID-19-related services on a stand-
alone basis, as well as a decrease in sales at listed subsidiaries in Japan. In addition, there was a decrease in
sales from the EC business of our subsidiary in China. In previous years, the EC business, including Double-
Eleven in China, has been a large part of our sales in Q4, but the impact of this and the decrease in sales
caused a total decrease of JPY7 billion in sales.
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Consolidated Sales Analysis (Quarterly Trend: CX Services)

® QoQ: Down ¥900M. Excluding COVID jobs, down ¥500M.

@ YoY: Down ¥5,700M. Excluding COVID jobs, down ¥2,800M mainly due to lower sales in China’s e-commerce business.
@ Full-year: Down ¥6,100M. Excluding COVID jobs, up ¥6,400M, +2.7%.

Quarterly Trend: CX Services

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

57

B COVID job

B Existing business exc. COVID job

60 .
636
553 591
23/31Q  23/32Q  23/33Q 1 23/34Q
613 614 627 671

*Sales for each service are calculated based on the sales mix used for management accounting, and are not adj
Next, by service type, first the CX service.

The quarterly trends are shown here, and each has been affected by COVID-19, but for the full year, sales

587

24/31Q

604

24/32Q

622

T
<)E8ho

24/33Q

623

608

24/34Q

614

Demand expanded for services that
match the needs of changing consumer
behavior in a digital society.

Grew orders with integrated services
that combine the industry’s leading
contact center network and web
development services.

Actively pushed TCI-DX, our unique
patented platform. Clients increased to
85 companies, up 66% YoY.

Generative Al strategy made progress.
Now offering GenAl-powered agent
support systems, Al-powered chatbhot
services, and more.

decreased by JPY6.1 billion YoY, but excluding COVID-19-related sales, sales increased by JPY 6.4 billion, an

increase of 2.7%.

The lower right-hand corner shows the increase in the number of companies using the patented TCI-DX

platform. As Muta will explain later, we are expanding the content of our services, such as various services

that utilize generative Al.
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Consolidated Sales Analysis (Quarterly Trend: BPO Services) é* Erggir% 0S
2

Teapie & technalogy

® QoQ: Up ¥800M. Excluding COVID jobs, up ¥800M.
® YoY: Down ¥900M. Excluding COVID jobs, up ¥200M

@® Full-year: Down ¥4,300M. Excluding COVID jobs, up ¥1,900M, +1.7% growth.

Quarterly Trend: BPO Services

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

-9

B COVID job

B Existing business exc. COVID job

265 M 272 M 257 M 2

23/31Q

307 285 296 305

23/32Q 23/33Q 23/34Q

*Sales for each service are calculated based on the sales mix used for management accounting, and are not adj

Next is BPO.

276

24/31Q

281

280

24/32Q

285

0 U
288 296
24/33Q 24/3 4Q
288 296

Population aging and shrinking as well as
workstyle reform accelerated, expanding
service demand for business process and
productivity enhancement.

Grew orders by actively delivering
platform services that combine our
expertise and digital technology.

Order momentum continued in DX
services that meet the growing demands
in the construction and manufacturing
industries.

Released HCM Analytics Platform that
helps businesses make human capital
information disclosure and GHG
Emissions Calculation Solution that auto-
collects/calculates GHG emissions data,
responding to client needs to implement
sustainability management.

Compared to Q3 and Q4, and for the full year as well, excluding COVID-19, we have increased sales. | will

explain the details of BPO services in detailed segments later.

The platform combines expertise and digital technology and is industry-specific, particularly in the
manufacturing and construction industries. We are promoting specialized services and more general back-

office services or IT back-office services. We are expanding orders in each of these areas.
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Consolidated Sales Analysis (Quarterly Trend by Geographic Market) é%gggs -
4 Peops

@ South Korea: Up ¥400M QoQ, and ¥700M YoY. CX service orders expanded. Achieved full-year growth of +3.8%.
® China: Up ¥100M QoQ. Down ¥5,400M YoY. Bookings declined for the e-commerce business. On a full-year basis, down -22.0%.
® ASEAN: Up ¥200M QoQ, and ¥500M YoY. Business with global companies expanded. Continued double digit growth on a full-year

basis at 18.4%.
Overseas Quarterly Trend
In ¥100M (rounded to the nearest 100M) —e— %Overseas sales *Overseas sales are categorized by country or region based on clients’ location,
therefore, figures are different from the Overseas Affiliates segment.
27.6%
24.4% 24.3% 24.3% e 24.3% 24.8%
22.2%/——/
48
58
96 93 104
23/31Q 23/32Q 23/33Q 23/34Q 24/31Q 24/32Q 24/33Q 24/34Q
207 220 225 270 216 230 222 225
B South Korea M China MASEAN M Other 10

Next, | would like to explain the overseas business by region.

The blue color at the bottom of this page represents South Korea, where orders in Q1 and Q2 were down YoY
but then turned upward in Q3 and Q4, with a 3.8% increase in sales for the full year due to an increase in
orders for CX services in particular.

On the other hand, China had a particularly difficult time in Q3 and Q4, and as | explained earlier, the EC
business, which sells products to China, saw a decline in orders, resulting in a 22% drop in sales for the full
year.

In the ASEAN region, compared to Q3 and Q4 of the previous year, sales increased by JPY200 million and
JPY500 million, respectively, especially in the ASEAN region, where transactions with global companies are
expanding and double-digit growth is continuing, and we are maintaining very strong performance.
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trans
Parent Company Quarterly Sales Trend é% hos

@ Although COVID jobs were on a downward trend as social needs subsided, average growth rate of existing business excluding
COVID-related achieved 5.0%, with both CX and BPO services continue to grow order bookings.

Parent Company Quarterly Trend

B COVID job

In ¥100M (rounded to the nearest 100M)
¥ Existing business exc. COVID job
- N aenqunmR S I
0, +3.17%
‘\Jrl-.%/ 28%  -21% o +0.1%  -0.5%  _g 40,
~O. ‘0
102 50 45 45 16 0 0

22/31Q 22/32Q 22/33Q 22/34Q 23/31Q 23/32Q 23/33Q 23/34Q 24/31Q 24/32Q 24/33Q 24/34Q

569 574 620 625 636 595 603 612 581 595 600 591 1

Now, looking at the parent company’s quarterly sales trend.

It shows the areas related to COVID-19 and the other areas. The two areas are divided into blue and orange.
As you can see, COVID-19-related services are declining as the social demand for such services slows down.
The average sales growth rate of the existing business, excluding COVID-19, is 5%, which indicates that orders

for this business are expanding steadily.
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Consolidated Operating Income Analysis é%tran

® Operating income decreased by ¥11,800M (-50.7%)
Down due to upfront investments made toward medium-term growth amid declining COVID jobs. Investment
Compan goals include service evolution, utilization of digital technology, and global expansion.
Affiliates Down due to lower margin in a listed subsidiary and its group companies.

Down due to reduced work volume in some projects as well as surging personnel expenses in South Korean
Affiliates subsidiary and a declined profit in Chinese subsidiaries. ASEAN subsidiaries continued to grow their margins.

Domestic

233
Operating Margin
2% -18
[ -1
Parent Company e 30
Domestic Affiliates Overseas Affiliates Elimination
of intra-
segment ?1 5 .
transaction Operating Margin
3.2%
-118
In ¥100M (rounded to the nearest 100M)
FY2023/3 FY2024/3
Consolidated Operating Income Consolidated Operating Income;2

Next is the change in consolidated operating income. As for parent company services, as | mentioned earlier,
there was a decrease in COVID-19-related business, but we also continued to make investments, which
resulted in a large decrease in operating income.

Domestic affiliates saw declining profits due to the lower profitability of some listed subsidiaries and their
group companies. As for overseas subsidiaries, although | mentioned earlier that sales in South Korea were
strong, profits declined due to a decrease in the volume of work for some projects and an increase in labor
costs. The Chinese subsidiary also saw a decrease in profit, resulting in a decline in income.

On the other hand, sales in ASEAN are strong, and profitability is also improving.
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Consolidated Operating Income Analysis (Quarterly Trend by Segment)

LR
< )88%hos

® QoQ: Down ¥200M mainly due to lower sales and an increase in SG&A expenses in the Parent Company.
@ YoY: Down ¥3,300M mainly due to a drop in COVID jobs and an increase in SG&A expenses in the Parent Company, as well as declined
profit in a domestic listed company.

Quarterly Trend by Segment

In ¥100M (rounded to the nearest 100M) —— Operating Margin

8.5%

4.9% 4.0%

2.5%

5
19
23/31Q 23/32Q 2373 3Q 23/34Q 24/31Q 24/32Q 24/33Q
79 48 45 61 22 36 29
WParent Company MDomestic Affiliates B Overseas Affiliates B Elimination of int ir 13

Next, | would like to explain the quarterly trend of operating income by segment.

Compared to Q3, there was a slight decrease in profit, partly due to a decrease in SG&A expenses. Regarding
the comparison with the previous quarter, operating income decreased by JPY3.3 billion compared with the

previous year’s Q4 due to the factors | have already explained.
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Parent Company Operating Income Analysis é%trans

® Operating income decreased by ¥8,900M (-56.0%)

Margin saw an upward trend despite a drop in gross profit due to upfront investments made toward medium-term
growth and upfront expenses for project launches/operational stability amid declining COVID jobs.

Up ¥1,700M due to increased cost spent for strengthening sales activities, service competitiveness and business
Expenses foundation. SG&A expense ratio up 1.2 points due to lower sales in addition to the factors mentioned.

Gross Profit

Gross Margin -2.3pt %SG&A Expenses +1.2pt
(22.2% =» 19.9%) (15.7% = 16.9%)

159
Operating Margin
6.5%

Gross Profit ST
SG&A Expenses
70
Operating Margin
-89 3.0%
In ¥100M (rounded to the nearest 100M)
FY2023/3 FY2024/3
Operating Income Operating Income 14

The next page analyzes changes in operating income for parent company services.

Gross profit on sales is still facing difficulties due to the expansion of investment amid the decline in COVID-
19, but we believe that profitability is improving as a whole.

SG&A expenses increased by JPY1.7 billion due to various investments in sales activities, service
competitiveness, and strengthening of the management base, especially in the first year of the Medium-term
Business Plan. In particular, the ratio of SG&A expenses to net sales has worsened by 1.2 percentage points
due to the impact of the decrease in sales.
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Parent Company Gross Profit Trend excluding COVID jobs (’éz'? tclgg\r% oS

® Despite a surge in personnel expenses, profit margin of existing business, excluding COVID jobs, remained steady due to the
recovery of the upfront investment made for project launches, a higher operating ratio, etc.

@ Aim to achieve higher gross profit next fiscal year through full-scale price negotiations including the pass-through of surging
wages to prices.

Parent Company Gross Profit Trend excluding COVID jobs

24/31Q 24/3 2Q 24/33Q 24/3 4Q

The next page, as | mentioned earlier, shows trends in gross profit from operations excluding COVID-19-
related operations, with Q1 showing a difficult situation in terms of profit due to the startup of upfront

projects.

In Q2, Q3, and Q4, labor costs soared. This is already a trend in the world, but the full-fledged negotiations on
price hikes, including price transfers of such items, have been partially effective, and the results have been
stable.

However, we expect that the full-fledged effects of price negotiations will emerge in the current fiscal year,
and we believe that we can improve gross profit a little more than this level.
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Parent Company Six-year Sales/Operating Income Trend és? Elggir% o
4

Teapie & technalogy

® Compared to pre-COVID years, sales grew steadily. Operating income was slightly below pre-COVID levels mainly due to an
increase in personnel expenses along with project upsizing and in administrative expenses associated with the expansion and
reinforcement of overseas business.

Parent Company Sales Trend Parent Company Operating Income Trend

In ¥100M (rounded to the nearest 100M) Q1 ¥Q2 EHQ3 HQ4 In ¥100M (rounded to the nearest 100M) Q1 Q2 HQ3 HQ4
Pre-COVID coviD Pre-COVID CcoviD
) 625 b1 591
581 557
546 224 .
603
582 620 600
ean 546 7 .
500 533 522 569 £ 581
19/38 20/383 21/38 22/388 23/38 24/38 19/38 20/38 21/38 22/38 23/388 24/38
2,102 2,276 2,188 2,388 2,445 2,367 44 79 112 178 159 70
*Effective from the start of FY2022/3, the Company has adopted the * ing forR R iti
« 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. 16

The next slide compares the past six years, including the period before COVID-19. Regarding Q3 and Q4 of this
fiscal year, compared to the fiscal year ended March 31, 2020, pre-COVID-19 disaster, the operating income
on the right side of Q3 and Q4 has deteriorated.

Here, as we have expanded the scale of our business, we have strengthened our personnel and various other
systems, and while SG&A expenses have increased, the growth in sales has been slower than in Q1 and Q2,
compared to the Q1 before COVID-19. The situation is that operating income is now at a lower level than
before COVID-19.
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transcosmos inc. Net Income Analysis

yza

® transcosmos inc. Net Income decreased by ¥5,700M (-36.0%)

*\trans

<

/COSMo

Teapie & technalogy

L GLEe eVl Increased by ¥2,500M mainly due to the recording of share of profit of entities accounted for using equity
LT UEITES I method (share of loss posted in the same period last year) and an increase in exchange gain.

Extraordinary
Income (Loss

(IR EV G Decreased by ¥1,200M due to a decrease in income before income taxes.

Operating Income

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

Increased by ¥2,200M mainly due to the recording of gain on sale of investment securities.

+2

+12
Non-Operatin Non-controlling
Incoms (Loss? +22 Income Taxes interests
+25 Extraordinary
Income (Loss)
-57

FY2023/3
transcosmos inc. Net Income

Next, | would like to explain the change in the parent company’s net income.

FY2024/3
transcosmos inc. Net Income{7

While operating income deteriorated, non-operating income/loss and extraordinary income/loss improved.
Non-operating income/loss has turned positive due to the decrease in the deficit of UNQ, an affiliated
company. In terms of extraordinary income/loss, we sold investment securities of PFSweb in the US, and the

gain from the sale of these securities has positively affected each of these items.
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Consolidated Balance Sheet Summary

Current Assets: Cash and deposits increased, including the impact of bank holidays of around ¥3,200M.

Liabilities: The Company’s long-term loans payable increased. Accounts payable-trade decreased.

[}
@ Fixed Assets: Investment securities decreased due to the market-to-market valuation of shareholdings.
]
E)

Net Assets: Retained earnings increased.

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

P
<) E88hos

End of Mar. 2023 End of Mar. 2024 Change Cash and deposTE FI5T
Current Assets 1,354 1,448 PPV o | Wbt A
Fixed Assets 584 547 =38 N | - investment securities-38
- Shares of subsidiaries and
Total Assets 1,938 1,994 +56 associates +10
- Deferred tax assets -18
Current Liabilities 664 630 SANT payable-trade .25
Fixed Liabilities 150 184 +33 « Accrued expenses +19
= Accrued income taxes -22
Total Liabilities 815 814 -1
Net Assets 1,124 1,181 +57 | || ongterm loans payable +49
Liabilities/Net Assets Total 1,938 1,994 +56 \1 - Retained earnings +57
Cash and deposits 512 648 +137
Interest-bearing debt 163 186 +24
Net cash* 349 462 +113
Net cash* to monthly sales ratio 11 1.5 +0.4

Next is a summary of the consolidated balance sheet.

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

Cash and deposits have increased, but this increase was partly due to the fact that the end of the fiscal year
happened to fall on a bank holiday, and some of the scheduled payments at the end of the month were
postponed to another month, which had a negative impact of JPY3.2 billion, but even excluding this, the cash

and deposits have increased.
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Consolidated Cash Flow Statement é%trans

® Operating cash flow: Cash inflow from profit before income taxes decreased.
@ Investing cash flow: Cash inflow from proceeds from sale of investment securities increased.
Cash outflow for the purchase of property, plant and equipment decreased.
® Financing cash flow: Cash outflows for the purchase of treasury shares and repayments of long-term borrowings decreased.

In ¥100M (rounded to the nearest 100M) | = ‘ o ’ Change

Cash flows from operating activities 243 183 -60
Cash flows from investing activities -78 -6 72
Cash flows from financing activities -319 -38 281
Balance of cash and cash equivalents 494 644 151
Free cash flow * 164 177 12

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

Next is a summary of the cash flow statement.

In particular, in the investment cash flow section, compared to the previous fiscal year, there was an
improvement in the expenditure for acquiring property, plant, and equipment, suggesting that investment is
being restrained. On the other hand, the proceeds from the sale of investment securities increased.

As for financial cash flow, in the previous fiscal year, there was a large negative balance due to the acquisition
of treasury stock, but since there was no such negative balance in the current fiscal year, the amount of
increase/decrease is a plus of JPY28.1 billion. This is a positive effect.
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CAPEX, Amortization/Depreciation, Employees, Service Bases

® Capital expenditures/Depreciation expenses

ars
< J888hos

In ¥100M (rounded to the nearest 100M) | FY2023/3 ’ FY2024i3 | %Change ® CAPEX
Capital expenditures decreased mainly in the
Capital expenditures 65 53 17.7% za;_f"' Company.
iati 0, Depreci P d mainly due to
S pEER PR 33 i - thePParent Company’s center openings in the

@ Number of Employees

’ End of Mar. 2023 ‘ End of Mar. 2024 | Change

previous fiscal year.

@ Consolidated basis
On top of an increase in the Parent Company,

Consolidated basis 40,582 40,793 +211 headcount increased in ASEAN due to project
(Temporary employees) 29,709 28,971 <738 | | o Parent ZZ?np;ny - i
Parent Company 16,791 17,325 +534 ;ndr'. yees inc s d d_Uf '°r"e'”; d g hires
(Temporary employees) 22,179 21,626 -553 | | decreased due to COVID project completions.

® Service Bases

] End of Mar. 2023 [ End ofMar.2024 | Change

Service bases 170 180 +10
(Japan) 70 7 +1
(Overseas) 100 109 +9

@ Japan
Opened BPO center in Osaka.
® Overseas

Opened Mexico City Center and Bengaluru
Center in India. Affiliated companies in Europe

and Latin America increased business locations.

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

Next, regarding CapEx, amortization/depreciation, number of employees, and service bases, although there
is not much that needs to be noted, there was a slight decrease in CapEx for the parent Company.
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Dividend Policy cgﬁcosmqs

® The Company pays an annual dividend with a focus on the dividend payout ratio, which is closely related to business performance.
@ The Company ensures a 30% or higher dividend payout ratio, and aims for stable dividend increases underpinned by business growth.

‘ FY2020/3 ‘ FY2021/3 ’ FY2022/3 | FY2023/3 ‘ F"(f,gﬁ‘)‘“
93
Dividends per share (yen) 46 Ordinary dividend 73 156 17 81
Special dividend 20
Consolidated dividends 304 385 301 30.1 301

payout ratio (%)

22

Next, | would like to explain our dividend policy.

Before | explain the dividend policy, today we announced the cancellation of treasury stock, so please switch
the screen.

At the Board of Directors’ meeting today, we decided to cancel 4.93 million shares of our common stock,
which is 10.11% of the total number of shares issued and outstanding before cancellation. We appreciate your
understanding in this matter.

Next, please.

As for our dividend policy, based on the current financial results, we have decided to pay a dividend payout
ratio of 30% or more once a year, which is linked to the Company’s business performance. Based on this policy,
we plan to pay a dividend of JPY81 per share for the current fiscal year, representing a consolidated dividend
payout ratio of 30.1%.

This concludes my explanation of the overall financial results for the fiscal year under review. Next, Muta will
talk about the progress of the Medium-term Business Plan and our future initiatives.

Muta: | would like to begin.
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Market trends impacting transcosmos business é%tcrgglr% oS
2 People & technology

® Domestic markets related to the Company’s CX and BPO Services are expected to reach ¥9,531.5B in 2025 with a high average
growth rate of 6.5% along with accelerated demands for CX and DX.

® Among overseas markets, Asia - the Company’s core overseas market that includes China, India and ASEAN-5 - is projected to
achieve strong economic growth.

2025 Domestic Market Outlook related to CX & BPO Services™

Call Center Market*! Contact Solutions Market*!
~ ¥1,127.5B CAGR 0.0% ~ ¥523B CAGR 2.8% 2025 World Economic Outlook: Growth Projections (Real GDP)
Source: IMF World Economic Outlook Update January 2024
Internet Advertising Agency Market*2 Web Solutions Market*2
~ ¥2,990B CAGR 16.2% ~¥435B CAGR 15.8%
CX Services related market: ~¥5,075.5B / CAGR 9.9%
Euro zone
1.7%
Total Target Market + india '
~¥9,531.5B /| CAGR 6.5% -~ 6.5% ANdfAsEans
Caribbean ‘."%

2.6%

BPO Services related market: ~¥4,456B / CAGR 3.1%

sy e scmin etc || BPO: Information Systems Operation*
~ ¥1,371B CAGR 2.3% ~¥3,085B CAGR 3.5%

*Excluding contact centerhelpdesk

*Sources: Created by transcosmos inc. based on historical and projected data provided by the following reports. CAGR: FY2021/3 to FY2025/3. *1 Reports: Call Center Market 2023 (Yano Research Institute
Ltd.), Business Process Outsourcing (BPO) Market 2023-2024 (Yano Research Institute Ltd.) *2 Intemet Advertising & Web Solutions Market 2023 (Deloitte Tohmatsu MIC Research Institute Co., Ltd.) 24

First of all, to understand or recognize the market environment, on page 24, we have the market we are
dealing with in Japan on the left. On the right is the global economic growth forecast, which is a little rough,
but | used data from the Yano Research Institute and MIC.

The orange area is the CX area, and we have been receiving questions about what will happen to the call
center market, but the domestic market is currently expected to be flat. However, the market for solutions is
growing very rapidly, so we would like to position ourselves in a way that we can capture that market while
linking it to our business.

The CAGR for online advertising is rising at an impressive rate, and in the solutions business, which is the area
of web production, the rate is 15.8%, which means that almost all of the services we currently offer are on
track to increase.

The blue area is the BPO service-related market, and we are in a situation where more and more employee
areas are being outsourced by a variety of external factors. For example, human resources, accounting,
general affairs, fulfillment, and clerical work are increasing at a rate of 2.3%. The information systems area,
which is substituted for the IT helpdesk area, is also rising very rapidly.

Our challenge is capturing the enormous growth potential overseas, especially in Asia, which we recognize as
a market growing 6.5% in terms of our total target.
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Demand trends: Adapt to changing consumer behavior é%tclgg\%os

® Amid growing attention on CX, helped clients solve CX challenges with CX services that embrace changing consumer behavior.

Business leaders who plan to Companies that believe digital Companies that believe

) prioritize investments in CX is critical to improve CX measuring CX is important
2
£65
N =
© o, o, o, a
2z 81% 85% 81% T A
O hitps:/fjapan.zdnet. com/article/35172518/, Harvard
Business Review Analytics Services Research
I September 2021
§ 8 ™ tranS Helped clients address and enhance CX value with integrated CX
c £ ( services covering all digital customer touchpoints across the
O o il :
= 2 e customer journey.
— Prefemred channel by age
i<l - " T .
= s | e e B e 1) gt
P e GAP i
% tio g 46 59 42, 48, @ @ 49+ -20pt %
m +27,
] 2 D9 24 DDA 5 £
= o
5 Pl DR D e P e R N B
5 v @ D = D W) D O O - U, e Ve P
(@] ¢ Chat Video call

fhone (mobile/web agent and bot)

*Source: Consumer to Business Communications Trend Survey 2023-2024 by transcosmos inc.
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The next section shows a reassessment of the market in terms of consumer behavior.

The above business challenges are based on the CX Trend Survey. 81% of business leaders and companies
consider CX to be a priority investment, 85% consider the use of digital technology to be important, and 81%
consider measurement to be important. Business leaders and companies feel that the importance of CX is
quite high.

The bottom row, consumer behavior, is a communication survey we conduct annually. We survey the actual
status of websites, smartphone sites, stores, phone calls, face-to-face communication, text communication,
LINE, and chat, etc., for each age group.

In this survey, we often receive questions about how text communication is used by the young middle class
up to the age of 39, but from 40 to 65, we often receive questions about how it is used after that. Currently,
people up to 65 years old say that text communication is easier to use, and while the telephone perspective
will not disappear, we recognize that the focus is shifting mainly among the older age groups.

” u ”n u ” u

Interesting data is shown on the right side, where it says “usage,” “preference,” “usage,” “preference,” and
so on; what this means is that while only 46% of consumers say they prefer to use the telephone, 66% of them
have used it. In other words, 20% of consumers have no choice but to use a channel they do not prefer. As for
chat, 53% of the respondents expressed their willingness to use it, but only 26% have used it.

In other words, there is a negative gap. There is a discrepancy between the corporate channel that the users
prefer and the implementation on the corporate side, and users are currently communicating through a
channel other than the one they prefer.

We have been communicating this to the corporate side, and we have been working to turn this into a
business opportunity for us. This is the CX field.
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Demand trends: Enhance labor productivity

£\ trans
< })c6smos

® Helped clients address labor shortages, work style reform, and ultimately enhanced labor productivity with Digital BPO services.

Aging & Declining working-age population

.. Japan: Working age poputation

‘n G :.(..M s
@ vty ==l
£5 T :
% © =1 ViorKing-age population =
m S il gica -
O - v || B

Work style reform

Work style reform bil

(enforced in April 2019)

¥ olc
e From April 2024, applied to )|

e e e

s

g g X\ trans
85 -/ COSMOS

Helped clients address worker shortages/work style reform, and
enhanced labor productivity with Digital BPO services that combine

e expertise and digital technology.

[uso}

OECD member countries: Labor productivity

Labor Productivity

Have you achieved DX goals?
. » - ) "

Results of DX  sccumiorm [
initiatives
(Japan vs. US) 202108 ivete7) R
T » - » " i
Gapinresults ..o ]
between 2.
Japan and US. e L]

* Yos. * mNo. *!_pontxnow

KEE  RAMEEA OREENER [HBHEEEOERHER2023)

XA [DXEE2023] BUTHEAGRLBRERS

The next section is from the perspective of BPO. Naturally, we are all aware of the domestic issues of the aging
and declining working population, and the reform of work styles has led to a shortage of workers in various

industries and various other issues.

In terms of labor productivity, while Japan’s labor productivity is very low on a global scale, from the
perspective of BPO, we are working to turn this into a business opportunity through our expertise and digital

technology.
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FY2025/3 Priorities &8
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(1) Secure competitive edge with differentiated services

(2) Drive growth focusing on burgeoning Asian market

(3) Accelerate growth strategy by making the most of Al

(4) Win new & expand existing clients with robust sales capability
(5) Further integrate Sustainability Management into business and

strengthen the Group’s management base

As for our priority initiatives, please turn two pages; we have listed five differentiated services. As | mentioned
earlier, we have acquired patents, and in Digital BPO, we have created a platform and are doing various other
things, but we would like to differentiate our services by firmly establishing a competitive advantage.

We do not want to fall into complete competition and engage in price wars; thus, in this sense, we are
determined to differentiate our CX and BPO services. We are still working on this, but we were not able to
complete it in time for the current and previous fiscal years. We are already working on this but would like to
improve it further this fiscal year.

Secondly, we are still working on this, but we will further expand aggressively into the Asian market.

Third, we are actively utilizing Al. This will replace, for example, call centers and audio. | think this will lead to
the question of whether companies in the call center business will be okay, but we have analyzed the logs
with considerable expertise and created the current platform, so we are working in a way that makes full use
of ChatGPT, constantly linking Al to it and monetizing it.

Fourth, especially to the outside directors, we have been repeatedly told that transcosmos has a strong sales
department, so this time, we have included new acquisitions and the existing situation in our sales capabilities
as some of the company’s strengths.

Fifth, although it is not only to strengthen the management foundation of the group, we would like to report
on our efforts to promote sustainability in the company’s management.
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Priority (1) Secure competitive edge with differentiated services

® Achieve sustainable business growth by 1) capturing demands with the Company’s unique service portfolio and global service
network and 2) executing medium-term business strategies effectively.

@ Offer integrated services covering
all digital customer touchpoints
across the consumer journey
from marketing to customer care.

® Focus on promoting TCI-DX, the
Company'’s proprietary platform
built on VoC, which now
empowers 85 client companies.

® Offer common IT & back-office
support services across all
industries as well as industry
specific services from design,
construction to manufacturing.

® Focus on promoting Digital BPO
Services that combine expertise
and digital technology.

P
Qﬁtrans

Co5MoOs

29

Regarding the two areas of CX and BPO services, | would like to introduce our competitive advantage, including
some case studies, firstly, our CX services.

We are currently developing a platform called TCI-DX, which uses VOC to solve the gap between marketing,
customer care, and the customer contact points | mentioned earlier for 85 companies, thereby creating an
element of differentiation.
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CX Services: Service portfolio covering all digital customer touchpoints é‘? tcrcé)lglr% oS
4 reapie &t hnalogy

® Deliver integrated services covering all digital customer touchpoints across consumer journey from marketing to customer care.

Consideration Conversion

Digital advertising services Contact center services

Digital interactive services
(site/app development, upgrade, & operations+ social media/LINE operations)

E-commerce one-stop services
(e-commerce site development & operations + fulfillment)

+ Contact Center

e mDigtal Adverting
Delivering across the globe B chameres One-op

While we are expanding this platform further, we have included all of our services on page 30, as you may be
surprised to see transcosmos as a CX service and call center company.

/

We do a lot of digital advertising. The call center layer, web production, digital interactive services, website
application development, and social media management, we do quite a bit. We do a lot of social media
operations. | think we are the largest company in Asia. Our contact center is also the largest in Asia, so one of
our major differentiating factors is how we link these services together.

Since we also do advertising, as | mentioned earlier, adding these services together creates a single form of
EC one-stop service, and our portfolio of CX services, including platforms, is to develop such EC one-stop
services globally.
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CX Services: Platform ﬁ%%@?ﬁq o
A\N ok
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® Built a unique platform based on customer journey success cases achieved in serving thousands of clients.

® The platform optimizes CX at every customer touchpoint by doubling online/app self-service rate with the use of VoC data on social
media, and seamlessly connecting call centers and hybrid chat channels that deliver roughly three times higher productivity than the
call channel.

® Delivered an unrivaled platform that integrates ever diversifying customer channels and ensures optimum operations with cutting-
edge technologies and patented technology. The proprietary platform enhances usability and saves man-hours at the same time.
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Mid-term Business Plan Sales: ¥460,000M (progress rate 62%) Clients: 85 (progress rate 57%)
KPI progress

*Progress rate: progress made against the target set for the final year of the mid-term plan (fiscal year ending March 31, 2026)

Among them, page 31 is the patented TCI-DX support system, which | mentioned earlier. As | mentioned
earlier, users are now entering the site through the smartphone site, where they are able to resolve issues on
their own, but when they are unable to resolve issues on their own, they actually flow to the customer service.

We are the largest in Asia in terms of customer call centers, yet we suggest to our customers that they should
reduce them. How can we reduce it, | can already tell you simply it will decrease as the number of resolutions
on those smartphones increases.

There are two major reasons why they don’t resolve. The fact is, there are quite a few users who have not
reached the content, approximately half. Half of them are looking at the content, but some of them don’t
understand it.

So, they come to the contact center, which is manned. Therefore, by looking at the logs that come into the
contact center, we can learn what we need to do to improve the website and traffic flow. By providing this
feedback, we are working to strengthen the Web.

It is a simple thing to do, but the reason why this has not happened is that there are no companies in the
world that do both. There are companies that do only web, and there are companies that do only contact
centers. Therefore, companies that only do Web are more focused on promotion than on logs, and companies
that only do call centers do not take such actions because they do not want to lose calls. We are planning to
take that step.

The other is between the two; as you saw earlier, chat and text communication are in very high demand, so
we are going to incorporate them. This will increase productivity about threefold. By creating a bot and
manned hybrid chat, productivity can be increased. So, we are working on a chat and bot linkage for calls, as
well as a web linkage; in fact, half of the voices are currently escaping. In other words, the voices leak out on
social, so we are working on attaching all of those logs as we go along.

The overall cost will drop by more than 20%. We are trying to compete on a platform that improves usability,
and we are currently working with 85 companies, but we are not sure why they are not advancing and why
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they are not interested in such a great product. The organizational structure of the companies is vertically
divided. There is a web team and a call team.

So, we have created a DX manager, and we have been talking to them and to top management as we
progressed. We have achieved a lot of success. However, the DX flow led to a lot of discussion and business
negotiations with the COVID-19 disaster, which led to large-scale proposals being put on hold because of the
emergence of generative Al. In the meantime, we are in the process of making a new proposal to strengthen
this platform while creating a solution for generative Al.

CX Services: Capability é%‘é@?r% os

® Meeting clients’ CX needs in Japan and abroad with one of the largest operations networks in Asia.

Japan 71 ba:

75 centers with
41 ,000 SeatS (approx.)

Global Contact Center

Global chat/social media services 11,000 seats o

Work-At-Home Center 10,000 seats wwox

Contact cent th
Virtual Contact Center CIRACILeoNTors en 119

metaverse
Global Digital Marketing 26 centers with
(Digital ads/Digital interactive) 3,300 agents (prox)

46 countries and
regions

Global E-commerce One-stop services

Next is capability. We have 75 contact centers around the world, and global chat and home-based services,
which are not restricted by facilities, can lead to cost reductions, depending on the way we do things. However,
there are, of course, various issues, such as security and productivity, so we are working to overcome these
issues as we move forward.

In addition, we are also working on the CX service by virtually connecting the bases and conducting business
as if they were a single base.
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CX Services: Success cases

*trans
< })c6smos

Offered one-stop services covering all digital customer

touchpoints
Client: A leading financial institution

Delivered VoC analytics & digitization services to achieve
higher self-service completion rate
(Client: A leadina distributor)

+ Managed all digital customer touchpoints at one-stop.

« 360-degree support covering all customer touchpoints from
web/apps, social, to call centers with digital tools and
operations.

tric digital

+ Achieved contact center DX to increase user self-service rate
and reduce call volumes.

« Along with an increase in registered members, overall
inquiries went up. Among all inquiries, supported about 30%
via chat (bots + agents). On pages with a user self-service
feature (FAQ, etc.), PV up approximately 6.5X.

Bot & chat agent

hat handied
30% of
| inquiries,

Store viat

. Cullomtr support page

2_5% w3
&Y

Collectedianslyred uses behaviors ' Enhanced agent support and page contents based on data
Call log Access log
Trathc,

Chat -wu

Socechtotext i
rovspeech + Conversion
o * Support tool scenano

Page 33 is an example of a case where we handle the entire digital front on the left-hand side.

The web, apps, call center, chat, and social services. We have done all the digital fronts for megabanks.

Incidentally, all megabanks are involved in web production, and the next company is also involved, but in
particular, | would like to show you the most beautiful form of a bank that is highly evaluated for its

applications.

On the right side, we are working with the web, call center, and chat services, which used to receive a large

number of inquiries via voice mail; we first applied SEO to their external site and created a flow of traffic to
their web smartphone site, and the number of site visits increased 6.5 times.

It's also led to a pretty good self-resolution. Instead of spilling over to the voice, this is an example of a scheme

that spills over to the chat, which has also led to a considerable reduction in man-hours.
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BPO Services: Service portfolio covering a range of business processes ‘é%%@&% os
4 Teaple & technalogy

® Deliver services ranging from common IT & back-office support across all industries as well as industry specific services from
design, construction to manufacturing.

Industry common BPO Industry specific BPO m
[Wanufactuing | Construction’

Selling
process
support

SCM
Back-office
services

Corporate
back-office
services

services kel . Urban solution

services

IT infrastructure

+
Delivering across the globe

Next, BPO. Of course, we offer BPO services in two broad categories: help desks and corporate back-office
operations that are common to all industries, as well as industry-specific BPO services for the construction
industry.

M industry common BPO
Mindustry-specific BPO
WGlobal

We believe that the key to BPO is expertise and digitalization, which is why we have included on the next page
a contact center, which may give a strong image of CX, but we are originally a BPO company that began as a
puncher and have been in the BPO business for 59 years.

As a result, the BPO flow has expanded, and we have a platform for SCM, which is supply chain management,
and we accept orders mainly from Kumamoto, especially for frozen foods, and to the extent that | can say we
also accept orders for building materials from LIXIL Corporation. Next to that, there is the back-office work of
the sales department. The back-office work of the personnel, accounting, and general affairs departments
that | mentioned earlier is a growing trend right now.

The IT outsourcing service, which is shown below, is a help desk service that has been expanding and is also
growing rapidly under the COVID-19 disaster.

In the area of industry-specific services, there is the Engineering Transformation Service. We provide
assistance in automotive design and other such services. We have 200 people in each of the three major
manufacturers. Actually, we also do airplane galley design.

As for the construction industry on the side, as | will show you later, we are using CAD and BIM, and that is
part of our business. In particular, we are turning the shortage of human resources in the construction industry,
including construction management, into a business opportunity and are promoting it.
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BPO Services: Platform P\ trans
</Jcosmos
@ Industry common BPO: Combining versatile SaaS platform and the Company’s operational excellence, delivering platform services
from designing business processes, to implementation to operations.

@ Industry specific BPO: Delivering proprietary platform services specifically designed for highly specialized processes in the
construction and manufacturing industries.

Industry common platforms Industry specific platforms

(®)BPO

Supplier Corporate E -
A oo D MCTTTED BTN BUTTTID B ety e ety
Finance & Paper form @ ycogent | 2sS
accounting = = ./ LABS E o
par B SAP Concur £5 :
esiimgom = TRADESHIFT S8 = T
— S8 m————l ¢
- {0 COMPANY EE.
O oo
Generalist 8SK
T U BT
pectesdmp ) - @
7 iy e g (\ :o.(;:m salesforce @ - el : wEn
Sales admin. | L—
Archtoct Design ) oduction desig Construction Maintenance >
Constructor SME"G ; Sustainable design/construction digital platform

LINE WORKS servicenow

Mid"‘:(’: B:;’";‘::: Bl Sales in DX area: ¥260,000M (progress rate 56%) Sales mix: 27 % (progress rate 70%)

*Sales and sales mix include DX-related tools and services in addition to sales from platform services. 36
Proaress rate: proaress made aaainst the taraet set for the final vear of the mid-term plan (fiscal vear ending March 31. 2026).

Manufacturing industry:
Technology certification

On the next page, you will see the various solutions we offer. We are supporting solutions by utilizing the
famous SAP Concur in the field of accounting and finance, COMPANY in the field of human resources, and
Salesforce in the field of sales and marketing.

BPO Services: Success cases é%trans
4 J

Case study: Digital BPO services for HR
(Client: A leading chemical manufacturer)

« Delivered the optimum system design with high usability focusing on business processes.
+ Reduced BPO costs while addressing challenges in the existing systems and operational processes.

Service overview Client’s requests

+ Seamlessly renew HR sy [+l with the

t of core

Phase ’ el ’ ’ T ’ systems
iyt I*RH (5% - Sya) (Syl) (¥ - Sys) (!N Sys) + Optimize HR operational costs with the HR system renewal.
+ Adapt to new policies and enhance operations continuously and at speed.

e O P e Solutions
a mﬁm‘::n + Maker-certified engineers deployed systems smoothly.
+ Operations moderators helped system design process with their expert

ﬂ e knowledge of systems and operations.

G P + The same vendor manages both operahons and systt Able to

« - Employee data + Monthly pay changes in laws and regulati and p lessly.

- Orgdata +  Taxiinsurance
Group
companies

[Attendance] ) Benefits
m M rsins LR + Optimized BPO costs -

- Shift pattern Y ey -> Saved 10-15%" mainly in application/reporting pr

momt e . Ensured swift system updates to support new policies, Iaws and

*Subject to client's policies and system settings.
37

Next, we have a case study of a major chemical manufacturer in which we supported the implementation of
COMPANY to reduce the overall cost by about 15%.
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BPO Services: Success cases

Case study: Digital BPO services for accounting

(Client: Ajinomoto Co. Inc.)

+ Helped Ajinomoto achieve work style reform by stabilizing expense
processing operations and shifting and centralizing management
resources.

* Visualized adequate man-hours & costs based on research and
analytics.

« Stabilized expense processing operations with BPO.

*  Freed-up 80% of operations hours™ in the Accounting and Finance dept.,
and shifted resources. “General accounting work.

| DBBD
il Support inquiries |

Data ertry
SAP/Progress management tool

Approve
equest

==L = s
exense Approve Support inquiries |
I T

J

S
< J888hos

Case study: Construction DX
(Client: A leading constructor)

» Helped a leading general constructor developed DX projects in
its design and construction processes.

« Offered diverse services such as design support for BIM/CIM
data creation, on-site construction management support for
preparing data and documents, and on-site deployment
support for digital twin apps, etc. Aiming to deliver the
solution to other players.

Design support

Pp=

Planning
Design DX

Construction

Constructi

Construction
management support

Next, this is a case study of Ajinomoto, which is using Concur, and we are supporting the introduction of
Concur and handling the implementation, but in Ajinomoto’s case, paper is still being used in factories and
other areas where Concur cannot be used. Therefore, with our intervention, we reduced the number of man-
hours required by the accounting and finance staff onsite by firmly supporting both Concur and paper-based

systems.

The example of DX promotion in the construction industry is a solution we created with a major construction
company. Although we have been providing a great deal of assistance in design, there was a considerable
shortage of personnel in the area of construction as well, so we created a solution for construction
management that allows everyone to share information and work together using cameras and various other
digital tools. This is an example of horizontal development within the construction industry.
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Priority (2) Drive growth focusing on burgeoning Asian market é'%trans

® Delivering CX & BPO Services tailored to each market across 34 overseas countries and regions with 109 locations.
® Launched the India Business to capture India’s strong economic growth.
@ Drive Select & Focus approach in the global services framework including intensive investments in Asia and reorganization in

unproﬂtable markets.
Global 109 bases across 34 countries/regions ched the India Business in March,
Contact Canter Ao 21,640 Werksatons. 2024
Busness Process Outsourcing 28 Bases

Ot Mark 17 Bases.
’n; op 426mmes Asia 72 Base + InMarch, 2024, opened Bangalore Center,
System Dev e c 398 2 N = A 3

e an operations center with 300
workstations.

NORWAY _ SWEDEN ‘ + Launched F:X Services (contact center)
werDENMARKS for the India local market.

e +  Introducing CX Services for the India
market to clients in Japan, China, South
Korea, and ASEAN.

OMBIY
* ECUADOR
PERU

On October 17, 2023, established transcosmos
India Private Limited. Operating CX Services and
“including bases of parmera/associates Ak of March 31, 202¢ other related businesses. 39

ammerce One Sp 11 Gases

Next, in the second section, we have been discussing how to create special characteristics, build a position,
and expand in a place without complete competition or price competition. Secondly, the Asian market is one
of the markets where we are trying to capture the world’s growth, and as you can see from the current list of
bases in Asia, Europe, North and South America, we have decided to place a greater emphasis on Asia, which
is why we launched our business in India in March 2024.

Priority (2) Drive growth focusing on burgeoning Asian market (Success case) é* Erggir% -

echnology

Case study: Global account

« Offering Trust & Safety services for a global entertainment company from six countries in APAC.

+ Launched operation in 2020. Highly recognized for our capabilities in adapting to local cultures and changing operational policies as
well as its ability to scale quickly. Today, the service network expanded to include as many as 5,500+ workstations.

Global entertainment
transcosmos Group
company
| o]

South Korea
550 seats

Offering operational
services in each local

‘ market

300 seats

70

Next, this is a global expansion of a company originating from China, and as you can see, China is not included
in the list, but this is one example of how we are advancing in other countries while taking various seats in
our global account. We are doing monitoring under the name of Trust & Safety.
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Priority (3) Accelerate growth strategy by making the most of Al
. (achievements & success cases)ﬁg

Kgatrans

@ Consolidating expertise gained through operating one of the largest call center service networks in Asia, developed T-GPT, a proprietary
chatbot powered by generative Al (Gen Al).

@ Integrating T-GPT into TCI-DX platform that optimizes CX across all customer touchpoints, launched the service in South Korea and Japan.

® Starting from 85 clients already on the platform, aiming to deploy the service to 300 clients globally by FY2026/3.
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T-GPT in South Korean (for illustration purposes only)

T-GPT in Japan(for llustration purposes only)

422~ ERIGERL CHERS
-_—

o

® =

LUTTPET P

RRREAN DL ATHEERT  SArefAL vy b ALHIME
T I S

3 - OMMNANMIE L R LCRMORE ATy F Ry b

T-GPT, Gen-Al powered chatbot
Features

® Promptly provide optimal responses to
user inquiries in natural language.

@ Save end users’ problem-solving time
by responding to inquiries
summarizing diverse operational
knowledge (FAQ, etc.). Ultimately
boost user satisfaction.

@ Just update the operational knowledge
base for Gen Al, then T-GPT will
respond to inquiries based on the
latest information. Increase bot service
completion rate and save operational
costs continuously.

@ Seamless shift to chat agents.
Businesses can offer consistent
support services without disturbing
end-user experience.

COSMOs

41

On page 41, the third item | mentioned earlier, we have introduced Generative Al. We are also developing
various bots, such as the one | mentioned earlier at the beginning of text communication, and we have already
completed the development of T-GPT in Korea and Japan, which utilizes generative Al.

By interjecting text communication at the first point of first communication that comes from the site, whether
itis a user’s app or smartphone, we would like to monetize this by making the monetization fee a pay-as-you-

go system.

The other thing is that we are looking to expand our market share. As | mentioned earlier, if we convert our
call center personnel to chat rooms, add GPT, and pay fixed costs for the Web, the number of users will
decrease. However, if we reduce the cost, from the user’s point of view, it means that the entire budget will
be reduced, so we are proceeding with this scheme in such a way that the overall budget can be reduced if
transcosmos is entrusted with it. Therefore, we are working on the assumption that T-GPT will be fully utilized
in such a way that we will be able to handle all of our client’s digital fronts.
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Priority (3) Accelerate growth strategy by making the most of Al 2\ trans
ﬁim.smqse

Case study: Streamlined operations with an Al

summarization tools

Saved after-call-work 10%+ (more than 60sec.) with an Al-
powered summarization tool, replacing manual CRM data
entry process.

Achieved higher efficiency by converting customer dialogue
into text with speech recognition tools such as transpeech,
input the text data to the Al-powered summarization tool, and
pasting the summarized data to CAM data.

)
)

=

achievements & success cases

Tool for assisting support desk agents
Quick Support Cloud with GAI

+ Released Quick Support Cloud with GAI, a tool for assisting
support desk agents with the power of generative Al.

« Combining generative Al (GAIl) with 3 features, save man-
hours for manual operations, boost productivity and ensure
stable service quality.

£
GE)
Quick Support Cloud
Quick Suppor
poshemn:
—

Next, we have an example of Al, which is different from the one on the left, but this is an example of a housing
manufacturer that has made great use of CRM data summarized by using Al.

The support desk assistant on the right side is using generative Al. Since the helpdesk area is documented, we
have already released this product to the world ahead of others in the form of Quick Support Cloud with GAI,
and this is an example of how we are making it a business, or rather, a commercial business.
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Priority (3) Accelerate growth strategy by making the most of Al 2\ trans
achievements & success cases (@ﬁ COSMos
LD HL L s S China: Al-powered live streamin

(Client: Tokyo Tatemono Real Estate Sales Co., Ltd.) ek 9

« Automated most of the property information registration » 24]7 Al-powered live streaming achieved 3X ROI at a lower
processes by 1) converting the information from atypical hourly rate.
formats to text data using Al-OCR and 2) extracting and + Increased brand fans and conversion with interactive features
summarizing necessary text data using Gen Al. by pre-setting product information and expected Q&As.

« PoC results saw accuracy of data conversion into text
increased from 60% to 90% with the power of AI-OCR and Gen
Al. Also saved man-hours by 80% in the check & correct
process.

Automate data entry process to the greatest extent possible with the power of DX solution

e Recognize & Extract required
£l converttotext data item Check & conn

DX Solution
Property information
fammeasrest| (N3] Al-OCR [ Genai [ operation
o0
=+ | @0
45 G 4 €'l
—_— Inteligence
- Convert all Extract required Check and correct
information in diverse information by human agents.
forms into text

The next page is AlI-OCR. AI-OCR is not a rare technology by any means, but it is an example of how Tokyo
Tatemono uses AI-OCR to convert various data from real estate sales to solid documents while using Al to
generate them.

The entry point to the site is the various types of information, and the real estate information is not in a neat
format. Therefore, it is important to correct the information that comes in various forms or to make sure that
the handwritten numbers are handwritten in very good handwriting, etc., by automating these processes as
much as possible. This is an example of using Al to digitize the part that used to be done by humans.

We are also involved in e-commerce, the largest of which is in China, and we have been promoting live Al
broadcasting, which is not difficult or unusual but is a common practice.
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Priority (3) Accelerate growth strategy by making the most of Al (Next steps) (’é

\ 854

® Promote the use of generative Al to evolve services and boost profitability.

Initiatives to date Findings
Tried to use Al in various aspects  Our advantage: On-site testing

bevelopediunique chiatbote Al cannot replace humans with

Deployed Al-powered operations lio cilitentiochniciogy

support systems
(summarization, knowledge generation)
Applied third party Al tools for Al can boost productivity in
clients’ operations certain tasks
(AIOC) (e.g. summarization)
Utilized Al for creating
Videoslimages for ads/website Al is hlghly beneficial in Vel‘y
production work Z e
specific areas. Ability to
Developed platforms/rules for conduct on-site testing is our
internal Al use competitive advantage.

Nest steps

Humans make the decision

At
Og)

ns
>IMOS

where to

apply Al tools. Develop services

embracing Al tools that ensure high
ROI, and promote the services to

clients.

Identify tasks that require business
knowledge. Decide the right approach

from 1) use third party tools or 2)
develop unique products internally.

44

Page 44. By actively utilizing the Al | have just mentioned, further standardizing the human aspects of the
current work, visualizing the areas to be automated, and converting those areas to Al, we will be able to
reduce the manual part of the work as much as possible. We will also increase speed. By increasing accuracy,
we intend to strengthen the position of transcosmos, and we will further strengthen this area in the future.
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Priority (4) Win new & expand existing clients with robust sales capability Q rans

Mos

854
At
O

® Win new deals and expand existing projects in Japan and abroad with a robust Sales organization.

Sales members in Japan and abroad

562

New clients*" Cross-selling Existing clients

Annual ave. 500 Annual 500 Annual 3,500

(FY2024/3: 578)

Our clients

industries Leading companies All 41 Japanese Robust relations,
with sales of ¥100B or companies on the .
more Fortune Global 500 five years or longer

[ttt T 2nd T 3d ]
| roeom [ T | : . 20%
T | [l 626 clients 100% about £ 70

*1: Number of new client companies includes those who have started business with new services. 45

Fourth, as | mentioned earlier, in terms of our strong sales force, | believe we have more sales personnel than
our competitors. We have nearly 600 salespeople both in Japan and overseas, with about 450 of them still in
Japan, and we are thinking of expanding our overseas operations in the future, but in fact, every year we make
new sales to more than 500 companies and cross-sell to about 500 companies annually.

As a result, we are doing business with about 3,500 to 4,000 companies annually, and our clients are in the
information and telecommunications, manufacturing, finance and insurance, services, wholesale,
construction, and government sectors.

To give you a little more information on the characteristics of our business, we have 626 major companies
with JPY100 billion or more, and 41 Japanese companies in the Fortune Global 500, all of which have
transactions with us, and 70% of our customers have been with us for a long time, and we would like to further
promote our business.
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Priority (4) Win new & expand existing clients with robust sales capability Q ns

IMOS

Og

® [dentify client wants & needs through close communication and maximize business opportunity.

Offer services that meet market trends and client needs

Total participants Clients with

Client visits - :
in seminars/forums multiple services

316,000 6,465 companies 642 companies

FY2024/3 actual

1 0,799 participants FY2024/3 actual

FY2024/3 actual

46

Next, a bit more process-oriented, but | have actually tabulated the results. We have visited a total of 316,000
customer companies.

Forums and seminars are held annually on a global basis, including CX and BPO, but as you can see here, we
have mobilized more than 10,000 people, and if you ask how many companies provide multiple services, 642
companies provide two or more services.

Especially for our top 100 customers, we have 3.4 services in our database. | think the key point is how we
can expand that number.

This is why our business efficiency is so much higher. Of course, we are in close contact with the top level, so
we are promoting various cross-sales, and the CX platform, which | mentioned earlier, is a complex service.
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Priority (5) Further integrate Sustainability Management into business and
strengthen the Group’s management base

Divi

Female manager ratio is one of the
highest in Japan

w— 7 mber of female managers

, Equity & Inclusion

persons/assigning profit center
Persons with disabilities: 600

Admin. Depl ¢ services: 60%
BPO Services: 25%

FY2024/3 Assignment of persons with disabilities

awareness Human Capital Management

Received Silver Award at PRIDE Certified as a Health & Productivity
Index 2023. Management Outstanding
work with Pride Oraanization 2024 (large enterprise

26.5%

-8 Sham of femaie managers

. 2023

2021 2022

> 2024
e REESEREA
-~

Health and productivity

Sier

Z

Set the Group Governance Committee to enhanci

as a Group.

Shareholders’ Meeting
Board of Directors

<2

prevent/mitigate risks, and maintain/enhance corporate value

COSMOs

> People  technology

Group Governance

€ governance,

s ——

up Governance Nomination/
Committee SDGs Committee Remuneration
Committee

Develop and implement the Fundamental Group Governance Policy, Group
Code of Conduct, and other standard rules, develop systems, develop/execute ‘
risk measures, manage major incidents, check/report governance matters

+ Won B-score in the CDP Climate Change
Assessment 2023.

« The third highest score across eight levels,

recognized as a company managing its

environmental impact and undertaking

actions.

A
NVCDP
DISCLOSER

2023

47

Fifth, in the area of promoting sustainable management and strengthening the Group’s management
foundation, as well as diversity, equity, and inclusion, | have heard that the percentage of women in
management positions is one of the top three in Japan.

However, although there are many managers, we feel that the number of board members is an issue, and we
would like to address this issue. As a company with many employees, we employ a large number of people
with disabilities, and of course, we have many people, so we would like to strengthen our human capital

management, including LGBTQ matters.

Since we have many group companies, we are working to strengthen governance by establishing a Group

Governance Committee and an SDGs Committee.

We do not have any factories, so the scope of what we can do in the area of decarbonization is limited to a
certain extent, but we are working hard to ensure that we are able to respond to these issues.
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Reference: Action to Implement Management that is Conscious of trans

Cost of Capital and Stock Price (@ -/ COSMOS

® Enhance capital efficiency by 1) growing business and increasing profitability through steady execution of the medium-term
business plan and 2) making capital allocation, striking a right balance between growth investment, financial health and
shareholder returns.
® Take proactive IR activities to promote Sustainability Management and enhance dialogue with capital market participants.
i Profitability Capital Efficiency i Market Valuation
300 8.0% 25.0% 2.000 2.0
6.0% | | 200% 1500 15
15.0%
4.0% 1.000 10
10.0%
I I 20% | | 500 = = 500 I 05
0.0% 0.0% 0 0.0
FY20/3 FY21/3  FY22/3 FY233  FY2473 FY20/3 FY213 FY22/3 FY23/3  FY24/3 FY20/3 FY21/3  FY22/3 FY23/3  FY24/3
mmm Operating .. Operaﬁng ROE Cost of Equity mmm Market weeePBR
Income Margin cap

48

The next page, capital cost, stock price, and management realization with an awareness of the stock price are
also areas in which we need to do more, especially since Kamiya is a specialist in this area, and we will
strengthen these areas firmly.
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Medium-to Long-term Numeric Targets é‘%
4

transcosmos Group Target
Sales: ¥1 trillion

FY2024/3 FY2026/3
Actuals Targets

Sales ¥362.2B » ¥450.0B or higher

Operating Margin 3.2% » 6.0~8.0%

50

This is a recapitulation, but in terms of the medium- to long-term, 2026 2024 was very disappointing, and |
have a lot of regrets about that.

There were many things that we regret, such as the fact that our efforts have not yet taken shape, but we are
heading in the right direction, and the most important point is how to increase the speed of our efforts. We
are determined to move forward to achieve the 2026 goal we have previously set.
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Reference: Medium-Term Business Plan 2024/3-2026/3 Outline é%tclgg\r% oS

Global Digital Transformation Partner

Deliver the optimum customer experience and productivity reform to clients with cutting-edge
digital technologies, and contributesinereating 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 faimess, 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)

51

On the next page is the outline of the plan, which is also reiterated here. We will aim to achieve this goal by
firmly focusing on operational areas and then on solutions and upstream, which is what we mean when we
say “bigger and better.” We will also aim to become the number one company in Asia. We are also committed
to responding to the needs of all stakeholders, including employees.

Our strategy is to create a platform for our business model, which overlaps with the example | mentioned
earlier. While increasing the differentiation factor, we will also standardize services, improve quality, and
reform the profit structure, which will lead to the automation field. The global network will be strengthened,
and we will also reinforce the structure and human resource development to support global market growth.
The other is the Group. | would like to reiterate that we will also strengthen the group’s management
foundation.

Although we have fallen a bit from the framework to the methodology, we will do our best this year to make
a firm change from last year, which was filled with so many regrets. This is all.
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Document Notes

1. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an
answer from the Company, or [M] neither asks nor answers a question.

2. This document has been translated by SCRIPTS Asia.
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Disclaimer

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the
information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results
may differ materially from those stated in any forward-looking statement based on a number of important
factors and risks, which are more specifically identified in the applicable company’s most recent public
securities filings. Although the companies may indicate and believe that the assumptions underlying the
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT.

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified,
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or
unauthorized purposes.

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice.

Copyright © 2024 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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