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Presentation

Moderator: Thank you very much for taking the time to join us today. We will now begin the briefing on the
financial results of transcosmos inc. for the fiscal year that ended March 31, 2025.

First, let me introduce today's speakers. Masaaki Muta, Representative Director and Co-president. And
Takeshi Kamiya, Representative Director and Co-president.

Today, we will provide an overview of our financial results and our performance by services, followed by a
guestion-and-answer session.

Now, Co-president Kamiya, please go ahead.

Kamiya: First, | would like to start with an overview of our overall performance in FY2025.

Executive Summary ﬁ% trans
< cosmos
Consolidated transcosmos inc. Dividend per share

ST T IR B0 S 2 operating profit net profit (plan)

¥375.85bn ¥14.48bn ¥11.33bn ¥106

(+¥13.65bn YoY)

(+¥3.00bn YoY) (+¥1.23bn YoY) (+¥25 YoY)

® Net sales hit a record high. Operating profit reached record high levels (excluding three fiscal years
impacted by COVID-related jobs from FY2021/3to FY2023/3)

@ BPO services sales up 7.7% YoY and operating margin up 0.5 points. Captured outsourcing
demands in full-time job areas and enhanced expertise through JVs in a society facing
structural labor shortages caused by Japan’s demographic problems.

@ CX services sales up 2.8% YoY and operating margin up 0.6 points. Unique and competitive CX
platform, trans-DX for Support, hit its target of winning orders from 100 companies.

@ Overseas sales up 6.5%YoY and shares of overseas sales up 0.7 points, reflecting success in
capturing service demands in growing Southeast Asian economies as well as a positive foreign-
exchange impact.

® Developed trans-Xsynk and other Al-powered solutions and established a joint venture towards
developing Al agent platforms.

@ transcosmos inc. made a turnaround, posted net profit. EPS up from ¥269 to ¥302. Plans to
raise the farget dividend payout ratio to 35% and pay a dividend of ¥106 per share, up ¥25. 4

This is an overall summary. Consolidated net sales were JPY375.85 billion, an increase of JPY13.65 billion
compared with the previous year. Consolidated operating profit was JPY14.48 billion, achieving a year-over-
year increase of JPY3 billion, and parent company net profit was JPY11.33 billion, a year-over-year increase of
JPY1.23 billion. We plan to pay a dividend of JPY106 per share for the current fiscal year, an increase of JPY25
compared with the previous year.

We achieved our highest-ever sales. We also reached record-high operating profit, excluding the period from
the fiscal year that ended March 31, 2021, to the fiscal year ended March 31, 2023, which was a bit unusual
and quite high due to the impact of the coronavirus pandemic.

In BPO services, demand for outsourcing services, especially in full-time job areas, has been steadily increasing,
and we have been able to strengthen our expertise through forming several joint ventures. In BPO services,

Support
Japan 050.5212.7790 _— SCR' PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com == Asia’s Meetings, Globally

2



sales increased by 7.7% compared to the previous year, and the operating profit margin also increased by 0.5
percentage points.

In the other CX business, we have been taking orders mainly for our proprietary CX platform, trans-DX for
Support, and we achieved our target of 100 companies, resulting in a 2.8% increase in sales and a 0.6-point
improvement in the operating margin compared to the previous year.

Overseas, we were able to capture the demand for services in growing Southeast Asian economies. Overseas
sales increased 6.5% YoY, and the ratio of overseas sales increased 0.7 percentage points. Foreign exchange
rates also made a positive impact.

We also receive many inquiries about Al utilization. Our trans-Xsynk service for the real estate industry
captures document data and automatically converts them into a database. We are developing Al solutions
including trans-Xsynk, and have recently announced the establishment of a joint venture with Mobilus
Corporation, one of our investees, for the development of Al agent platforms.

Based on this, parent company net profit made a turnaround, and EPS increased from JPY269 to JPY302.
Furthermore, the planned dividend per share will increase by JPY25 to JPY106 this fiscal year, as we have
raised the dividend payout ratio to 35% from the existing ratio of around 30%.

Reference: Consolidated sales and operating profit trends (FY2019/3 to FY2025/3)€§U€3HS
>

® Consolidates net sales: Hit a record high.

® Consolidate operating profit : Reached record-high levels (w/o three fiscal years impacted by COVID-related jobs from FY2021/3 to FY2023/3)

Consolidated net sales trend Consolidated operating profit trend

In ¥100mn (rounded to the nearest ¥10mn) In ¥100mn (rounded to the nearest ¥10mn)

7.3%

—®— OP margin

3
of 0, i
738 b, 758.
s 364. 540 220 sl
2,847.0f .
1775
144.8
114.7

FY19/3 FY20/3 FY21/3 FY22/3 FY23/3 FY24/3 FY25/3 FY19/3 FY20/3 FY21/3 FY22/3 FY23/3 FY24/3 FY25/3

The table above shows consolidated net sales and consolidated operating profit by fiscal year. Net sales are
at an all-time high and so is operating profit, excluding the period impacted by the coronavirus pandemic.
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Consolidated Income Statement Summary A% trans

-/ COSMOS

In ¥100mn (rounded to the nearest ¥10mn) FY2024/3 FY2025/3
Net sales 3,622.0 100.0% 3,758.5 100.0% +136.5 +3.8%
Net sales 2,367.2 65.4% 2,440.2 64.9% +73.0 +3.1%
Domestic Affiliates 4231 1M1.7% 432.9 11.5% +9.8 +2.3%
Overseas Affiliates 956.7 26.4% 1,022.8 27.2% +66.1 +6.9%
imination of i i -124.9 -3.5% -137.4 -3.6% -12.5 -10.0%
Gross profit 682.5 18.8% 722.4 19.2% +39.9 +5.8%
SG&A expenses 567.8 15.7% 577.7 15.4% +9.9 +1.7%
Operating profit 114.7 3.2% 144.8 3.9% +30.0 +26.1%
Net sales 70.0 3.0% 71.2 2.9% +1.1 +1.6%
Domestic Affiliates 19.2 4.5% 28.7 6.6% +9.5 +49.3%
Overseas Affiliates 25.5 2.7% 46.4 4.5% +21.0 +82.4%
EIiminat!on of intersegment 0.1 _ 15 . 16 _

transaction

Non-operating income (loss) 231 0.6% 121 0.3% -11.0 -47.6%
Ordinary profit 137.8 3.8% 156.8 4.2% +19.0 +13.8%
Extraordinary income (loss) 25.8 0.7% -0.6 -0.0% -26.4 -
Profit attributable to owners of parent 101.0 2.8% 113.3 3.0% +12.3 +12.2%

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

Now, | will explain the financial results and a summary of the consolidated income statement. As you can see,
each segment, namely parent company, domestic affiliates, and overseas affiliates, reported increases in sales
and profit.

Consolidated Net Sales Analysis é%ggns -
>

People&technology

® Net sales up +13,650mn (+3.8%)

Parent
Comban Up reflecting higher sales in both BPO and CX services.
D n
A:FTI‘::: Up reflecting higher sales in listed subsidiaries.

Up reflecting higher sales in subsidiaries in South Korea, Southeast Asia and China as well as positive impact of
Affiliates currency fluctuations, etc.

+66.1 -12.5

1 — 9.8 E——
FY2024/3 FY2025/3

Consolidated net sales Consolidated net sales 8

Domestic Affiliates Overseas Affiliates Elimination of
intersegment
transaction

Overseas Affiliates

+136.5

In ¥100mn (rounded to the nearest ¥10mn)

This is an analysis of the factors behind the fluctuation in consolidated net sales. Sales increased in each
segment, and under the parent company segment, both BPO and CX services saw an increase in sales.
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In the domestic affiliates segment, higher sales at listed subsidiaries led the sales increase. And, as | mentioned

at the beginning, on top of increases in overseas sales at subsidiaries in South Korea, Southeast Asia, and
China, exchange rate fluctuations also made a positive impact.

Reference: Effects of currency fluctuations on Overseas Affiliate sales A%\ trans
%C03IN03
® FY2025/3: Net sales up ¥1,850mn on a local currency basis reflecting higher sales in subsidiaries in Southeast Asia, South Korea, and
China. The yen remained weak from the beginning of the year and pushed up sales by ¥4,770mn.

® Q4: Same as above, net sales up ¥2,370mn reflecting higher sales. Currency fluctuations pushed up sales by ¥240mn.

YoY change in Overseas Affiliates segment sales YoY change in Overseas Affiliates segment sales (Q4)

+47.7 12.4
i8S . — [ 237 |
N
Currency +23.7 Currency
Change in sales fluctuations

fluctuations
on a local

Change in sales
currency basis

on a local
currency basis

In ¥100mn (rounded to the nearest ¥10mn)

FY2024/3 FY2025/3

In ¥100mn (rounded to the nearest ¥10mn)

Q4 FY2024/3 Q4 FY2025/3

*The bar charts above only show the effects of currency fluctuations on overseas subsidiaries that have a major impact on
the Company’s consolidated financial results when translating financial statements into the reporting currency to produce
consolidated financial statements. The effects of currency fluctuations have little impact on the consolidated operating profit.

This slide shows the impact of the exchange rate. As you can see on the left, sales increased by JPY1.85 billion
in foreign currency terms. Sales increased, but on top of that, the effects of foreign exchange rate fluctuations
added another JPY4.77 billion. Until Q3, in particular, forex effects led the gains, but in Q4, real sales on a

foreign currency basis increased more than the impact of foreign exchange rates, and we have established a
solid growth trend in our overseas business.
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Consolidated Net Sales Analysis (Quarterly)

® YoY: All segments achieved sales growth, up ¥5,150mn.

® QoQ: Up ¥1,660mn reflecting higher sales in Overseas Affiliates.

A2

people&technology

Quarterly net sales trend by segment

In ¥100mn (rounded to the nearest ¥10mn) —8— %Net sales growth

-4.6%

Q124/3

+1.1%

Q2 24/3

-1.4%

Q3 24/3

+51.5

-7.1%

Q4 24/3

+2.4%

+3.7%

6.6 .

+3.3%

+5.7%

Q1 25/3

Q2 25/3

Q3 25/3

Q4 25/3

889.5 911.0 913.2 908.3 910.8 944.6 943.2 959.8
B Overseas Affiliates B Domestic Affiliates B Overseas Affiliates BElimination of intersegment transaction 10

Quarterly trends. The trend is not so different from the overall trend for the full year, so | will not explain it,
but we have been able to grow well on a quarterly basis.

Consolidated Operating Profit Analysis é

People&technology

® Operating profit up ¥3,000mn (+26.1%)

i‘flf?lriz‘::ss Up reflecting increased profitability in both BPO and CX services.

D ]
Up as group companies of a listed subsidiary returned to profitability, etc.

Up reflecting increased profitability in Chinese subsidiaries as a result of cost optimization efforts, as well as
Affiliates higher profits in subsidiaries in Southeast Asia and South Korea.

-1.6

+1.1 ]

Overseas Affiliates Domestic Affiliates

Elimination of
intersegment

Overseas Affiliates transaction

144.8

OP margin

114.7
OP margin
3.2%

3.9%

+30.0

In ¥100mn (rounded to the nearest ¥10mn)

FY2024/3
Consolidated operating profit

FY2025/3
Consolidated operating profit 11

This is an analysis of changes in consolidated operating profit. While the overall profit increase was JPY3 billion,
and the parent company segment managed to increase profit, albeit slightly, due to improved profitability in
BPO and CX.

The domestic affiliates segment increased profit, partly because some of the listed subsidiary group
companies, which were in the red, were able to turn into the black this fiscal year.
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In terms of overseas operations, our subsidiary in China improved profitability largely due to cost optimization,
while our subsidiaries in Southeast Asia and South Korea were able to increase earnings both in terms of sales
and profits, and overall, the increase in profits in overseas operations contributed significantly to the
improvement in overall profits.

Consolidated Operating Profit Analysis (Quarterly) é trans

People&technology

® YoY: Up ¥630mn reflecting higher operating profit across all segments. OP margin up 0.5 points.
® QoQ: Down ¥650mn reflecting lower operating profit across all segments. OP margin down 0.7 points.

Quarterly operating profit trend by segment

In ¥100mn (rounded to the nearest ¥10mn) —#— OP margin +6.3

4.0% 4.3% 4.2%

2.5% o 3.0% 33% ____—=

Q1 243 Q2 24/3 Q3 24/3 Q4 24/3 Q1 25/3 Q2 25/3 Q3 25/3 Q4 25/3

22.2 36.2 29.2 27.2 304 40.9 40.0 33.5
M Overseas Affiliates M Domestic Affiliates B Overseas Affiliates B Elimination of intersegment transaction 12

The quarterly trend has not changed significantly here either, so we will not provide an explanation here.

Parent Company Operating Profit Analysis é Etgglr% 05
>

People&technology

® Operating profit up ¥110mn (+1.6%)

Up ¥2,070mn reflecting a 0.3 point increase in gross profit margin led by progress in price negotiations and higher
utilization rate, in addition to sales growth.

SG&A Up ¥1,960mn reflecting increase in 1) personnel expenses as a result of wage hikes, 2) information and digital
talent development spending to reinforce management base, and 3) upfront investments for business growth
expenses
including global expansion and Al adoption. SG&A ratio up 0.3%.

Gross profit margin +0.3pt %SG&A expenses +0.3pt
(19.9% = 20.1%) (16.9% = 17.2%)

Gross profit SG&A expenses

70.0 71.2
OP margin OoP me;rgin

3.0% AR

+1.1
In ¥100mn (rounded to the nearest ¥10mn)
FY2024/3 FY2025/3
Operating profit Operating profit 13

The analysis of changes in operating profit for the parent company segment is as | explained earlier, that we
managed to secure an increase in profit.
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Overall, gross profit margin improved by 0.3 percentage point, partly due to the increase in sales, partly due
to progress in price negotiations, and partly due to an increase in facility utilization rates. Profitability is
improving in terms of the gross profit margin.

In contrast, the SG&A ratio worsened slightly. This was due to an increase in personnel expenses in line with
the trend toward higher wages, an increase in personnel expenses in SG&A, the need to invest in information
systems and digital human resource development to strengthen the management base, and up-front
investments for future business activities, such as global expansion and Al utilization. SG&A expenses
increased by JPY1.96 billion overall, leading to an increase in the SG&A ratio.

CcOSMos

People&technology

transcosmos inc. Net Profit Analysis é‘;p)trans
=

® transcosmos inc. net profit up 1,230mn (+12.2%)

Non-operating
income (loss
SUECIGIHERAS Down ¥2,640mn mainly due to reactionary decline after posting gain on sale of investment securities
income (loss (¥3,240mn) last year.

Down ¥1,100mn reflecting a decline in foreign exchange gains.

e Loy Tax expenses down ¥1,820mn reflecting previous year’s valuation losses on some listed stocks included in this
year’s deductible expenses, etc.

income (loss)

Operating profit interests
P 9P Extraordinary Income taxes

income (loss)

: 110 | .
+300 5
Non-operatin
y y +18.2 Non-controlling

+12.3

In ¥100mn (rounded to the nearest ¥10mn)

FY2024/3 FY2025/3
transcosmos inc. net profit transcosmos inc. net profit 14

This is an analysis of changes in parent company net profit. Overall, sales and profit increased by JPY1.23
billion. Operating profit was as | explained earlier, while non-operating income decreased by JPY1.1 billion
due to a decrease in foreign exchange gains.

Extraordinary income (loss) decreased by more than JPY2.6 billion due to the lack of a large gain on the sale
of investment securities posted in the previous year.

Income taxes decreased by about JPY1.8 billion due to the write-down of some listed stocks in previous years,
and those losses were included in the current year's deductible expenses. The total increase was JPY1.23
billion as a result of these factors.
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Consolidated Balance Sheet Summary é@gg&%os
23 ik taoiosy

Current assets: Cash and deposits mainly reflecting an increase in cash flows from operating activities.
Non-current assets: Tools, furniture and fixtures, net decreased due to depreciation, etc.
Liabilities: The Company’s long-term borrowings decreased.

Net assets: Retained earnings increased.

In ¥100mn (rounded to the nearest ¥10mn)

End of Mar. 2024 End of Mar. 2025 Change < Cash and deposits +86.6
 Notes and accounts receivable
Current assets 1,447.9 1,546.6 +98.7 —trade +17.5
* Property, plant and equipment
Non-current assets 546.6 533.3 “A3.3 118
.1 ities -0.9
Total assets 1,994.5 2,079.8 +85.4 | || L e s 9
Current liabilities 630.1 620.1 = i
Y d -14.8
Non-current liabilities 183.7 169.0 A4 ||| o e a3
Total liabilities 813.8 789.2 -24.7 - Long-term borrowings -20.6
Net assets 1,180.7 1,290.7 +110.0 -
IN| R d earnings +83.0
Total liabilities & net assets 1,994.5 2,079.8 +85.4 « Foreign currency translation
adjustment +21.4
Cash and deposits 648.4 735.0 +86.6
Interest-bearing liabilities 186.4 165.3 -21.1
Net cash* 462.1 569.7 +107.6
Net cash* to monthly sales ratio 1.5 1.8 +0.3
*Net cash = Cash and deposits — interest-bearing liabilities 15

Balance sheet summary. Cash flow from operating activities increased resulting in an increase in cash and
deposits.

Consolidated Cash Flow Statement é@ggg}% -
> People &technology

® Operating cash flow: Profit before income taxes decreased.
® Investing cash flow: Proceeds from sale of investment securities decreased.

® Financing cash flow: Proceeds from long-term borrowings recorded on last year’s consolidated financial statements decreased.

In ¥100M (rounded to the nearest ¥10M)
FY2024/3 FY2025/3 Change

Cash flows from operating activities 182.6 1731 9.4
Cash flows from investing activities -6.0 -36.7 -30.7
Cash flows from financing activities -37.5 -60.3 -22.7
Bala_mce of cash and cash 644.2 7313 +87.1
equivalents

Free cash flow * 176.6 136.4 -40.1

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

There is not much to say about cash flow, but the negative investment cash flow was approximately JPY3.07
billion larger than the previous year. This was due to last year’s sale of investment securities, as | mentioned
earlier.
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CAPEX, Amortization/Depreciation, Employees, Service Bases

AP trans
< cosmos

® Capital expenditures/Depreciation expenses

® CAPEX
gz:ﬂo’%mn SRR ‘ FY2024/3 ‘ FY2025/3 ‘ %Change ) Capital expenditures decreased in Parent
Company.
Capital expenditures 53.2 41.5 -22.0% ® Depreciation
L Depreciation expenses increased mainly due
Depreciation expenses 56.8 61.4 +8.2% | | to Parent Company’s center openings in the
previous fiscal year.

® Number of Employees

Consolidated basis 40,793

41,682

® Consolidated basis
Employees increased in Parent Company

+889 and Overseas Affiliates, mostly in China and

(Temporary employees) 28,971

28,971 0

South Korea.
® Parent Company

Parent Company 17,325

17,910

+585 Employees increased due to new graduate

(Temporary employees) 21,626

‘ End of Mar. 2024 ‘ End of Mar. 2025 ‘ Change i

21,002

hires. Temporary employees decreased due

-624 to COVID project completions.

® Service Bases

‘ End of Mar. 2024 ‘ End of Mar. 2025 ‘ Change )

® Japan
Service bases 180 184 +4 ¥ Opened BPO Center Nagasaki Stadium City
(Japan) 71 72 +1 ® Overseas

Opened new operation centers in South
(Overseas) 109 112 +3 | | Korea and the Greater China region.

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

Capital expenditures and depreciation.

We have shown our service locations at the bottom of the page. In Japan, BPO Center Nagasaki Stadium City
has been newly established, and overseas, operation centers have been newly established in South Korea and

17

Greater China, resulting in a total of four more operations bases this past fiscal year.

Muta will explain the details of our performance by service and region.

Reference: Service portfolio

AR\ trans
<JJcosmos

CX Services

(~70% of consolidated net sales)

Front-office services: Integrated services covering all
digital customer touchpoints across the customer
journey from marketing to customer care

Digital contact center
Customer support

Digital integration
Website & app development, improvement and

operations services, social platform operations

Japan including LINE apps

Digital advertisement
Internet ads services

E-commerce one-stop

E-commerce site development & operations, and
fulfillment services

BPO services
(~30% of consolidated net sales)

Back-office services: Common back-end functions
outsourcing (e.g. accounting, HR, IT) as well as industry-
specific engineering BPO

Common back-end functions digital
outsourcing

Accounting, HR, procurement & purchasing, order
management, sales admin and IT system operations &
maintenance

Japan

Industry-specific digital engineering BPO

Services to support systems and operations for the
manufacturing and construction industries

Overseas (mainly contact center and e-commerce)
South Korea, China, Southeast Asia, and Europe and the U.S.

Overseas
South Korea, China, Southeast Asia, and Europe and the U.S.

Muta: | will talk about the details of CX services and BPO services.
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This slide details the operations available in Japan and overseas under our CX service, which accounts for 70%
of group sales. Services in Japan consist of digital contact centers, website development or what we call digital
integration, advertising promotion, and e-commerce one-stop service, while overseas, among those, contact
centers and e-commerce are the key CX services.

BPO services, which account for 30% of total sales, are divided into two categories for ease of understanding:
industry-specific engineering digital BPO (industry-specific digital BPO) and common back-end functions
outsourcing (common back-end digital BPO). Common back-end digital BPO includes corporate accounting,
human resources, purchasing, order management, and help desk services, regardless of the industry.

Industry-specific digital BPO services are developed tailored to the manufacturing or construction industry or
each type of business. Overseas, in South Korea, China, Southeast Asia, and Europe and the United States, we
are promoting common back-end areas.

BPO Services: Financial results summary é;ggg}%os
>

People&technology

BPO services net sales BPO services operating margin

¥137.95bn 7.0%

(+¥9.88bn, +7.7% YoY) (+0.5pt YoY)

® Industry-specific digital engineering BPO sales up 10.2% YoY, successfully winning
accelerated demands for digital transformation in construction, mostly in
partnership with a subsidiary Applied Technology Co., Ltd.

@ Common back-end functions digital outsourcing sales up 5.5% YoY, reflecting an
increase in large-scale bookings for corporate back-office outsourcing such as
data processing and HR/procurement. Continued to enhance expertise through
forming JVs.

® Platform-powered digital BPO sales reached ¥35,040mn, up 16.3% YoY, and now
accounts for 36% of overall sales of BPO services, up 3 points YoY.

® By industry, sales increased in the manufacturing, construction, and service.

® Large-scale bookings increased, particularly for common back-end functions
digital outsourcing. Sales volume per company* increased ¥30mn YoY to ¥570mn.

*Top 120 companies that account for gbout 70% of Pzﬁnt Compiny's BPO services sales. 20

Focusing on BPO services, net sales were JPY137.95 billion, this represents a YoY increase of about 7.7%, and
the operating profit margin also improved by 0.5 percentage point.

As the construction industry had to deal with a so-called 2024 problem, or a labor shortage, sales increased
considerably as demand reaped. In addition, we were able to increase sales by capturing demand in the back-
end, corporate data processing, HR, procurement, and other non-competitive areas that had originally been
full-time employees’ job areas, and we have been receiving orders from various companies. We have been
able to increase the number of businesses because we have expertise in these areas, and we have also formed
specialized JVs, which has contributed to the increase in sales.

In terms of how much we have done in the area of digital BPO as a platform, in the current fiscal year, about
JPY35.04 billion of BPO services was generated in data processing without human intervention, which is about
36% of the total. We are planning to increase profitability as we continue to increase this percentage.

In addition, BPO sales per company are now at JPY570 million, which is an increase of about JPY30 million
compared with the previous fiscal year.
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sales mix used for management accounting, and are n

ot
adjusted for intersegment transactions. (@

Overall sales of BPO services up 7.7% YoY reflecting increased sales in both industry-specific digital engineering BPO and
common back-end functions digital outsourcing.

trans
CcOSMmos

People&technology

: ; . *Net sales for each service are calculated based on the ,¢
BPO Services: Financial results %
>

® OP margin up 0.5 points YoY reflecting increased orders for high-profit, platform-powered digital BPO services in addition to price
adjustment to account for soaring personnel expenses.

BPO Services: YoY net sales/OP margin BPO Services: Quarterly net sales/OP margin

In ¥100mn (rounded to the nearest ¥10mn)

In ¥100mn (rounded to the nearest ¥10mn)
B Q4 YoY: Net sales +¥2,850mn OP margin +0.9pt
Neksales: FE3BS0MN, +#7.7% OP margin-+0.ent Q4 QoQ: Net sales + ¥800mn OP margin +0.3‘:)t
7.0% 7.2% ) . 73%  74% 14%
6.5% 5.9% S B way

FY24/3 FY25/3

Q124/3 Q224/3 Q324/3 Q424/3 Q125/3 Q225/3 Q325/3 Q425/3
1,280.7 1,379.5 314.6 316.7 319.8 329.6 331.7 339.6 350.1 358.1

| B Common back-end functions digital outsourcing (Parent Company) BMindustry-specific digital engineering BPO (Parent Company) BMDomestic Affiliates M Overseas Affiliates BPO Services OP margiQ1|

The figure on the left shows a breakdown of BPO services. The four levels of BPO are, from the bottom,
common back-end digital BPO, industry-specific digital BPO, then the domestic affiliates segment, and the

overseas affiliates segment. The current situation is that all of these areas are making progress, with gains in
both profit and sales.

BPO Services: Financial results (Parent Company) ﬁ%trans
/,COSMOS

g People&technology

Medium-Term Business Plan Industry

Platform-powered Digital BPO Top 5 industries by sales FY2025/3 clients
Japanese
873 companies :Orl;lpan:;t:;
Sales AL en (+20 YoY) s00: 20
¥35,040m n Sales per client™2
(+16.3% YoY) il ¥570mn
4% 10.8% (+¥30mn YoY)
Share of digital
transformation-related sales % of client relationships five
0 L | | years or more
36 /0 Manufacturing Telecom Construction Service Finance 0,
(YOY +3pt) .o e R 69 /o (excluding new clients)
*1: 40 Japanese companies listed on 2024 Fortune Global 500.
*2: Top 120 companies that account for about 70% of Parent Company’s BPO services sales.
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The percentage of digital transformation-related sales is 36%, and here we also show the top five industries
by sales. Manufacturing, construction, services, and finance were up from the previous year. Although the
number of telecommunications companies has decreased overall, the total has increased, and the number of
companies using our BPO services is now at 873, with the number of Fortune Global 500 companies at 29. We
have a very large number of customers who have been doing business with us for more than five years,
accounting for nearly 70% of our customers.

BPO Services: Industry-specific digital engineering BPO success story é@ggg}%os

> People&technology

® Helped a major general constructor manage construction processes, implement & embed digital initiatives in construction sites,
and ultimately help the client drive digital transformation (DX) in construction.

® Meeting the needs of a range of clients from general constructors working on building construction/civil engineering to specialist
subcontractors.

Major general constructor

DX services for

. Towards construction
construction

Construction

management BPO 5).¢
management
Quality management (quantity Process simulation and Utilize digital tools for
takeoff, process management) quantity computation construction planning
Traditional on-site support DX service using BIM Deliver circular services

Geodetic
survey

Planning &
Design

Maintenance
Rebuild

l
M

This shows a further breakdown of the industry-specific type BPO service. We have made strong gains,
particularly in the construction industry, where we have been providing BIM and CIM software services. Now
we have demand for construction management, and we are providing construction management services
using digital technology, targeting general contractors. Our strength is that we have solutions for digital
transformation (DX) in construction.

23
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BPO Services: Large-scale common back-end functions digital outsourcing projeqé

® Multi-year, multibillion project bookings increased for common back-end functions digital outsourcing.

Social welfare organization Major real estate company National R&D agency

Digitization service for
application

Helped the client build new
data processing workflows
and implement DX with Al-
OCR to streamline paper-
based and digital application
processing.

HR system deployment
& management

Helped the client deploy and
manage an integrated HR
system, COMPANY, to
centralize, streamline, and
enhance HR operations
across client Group.

BPO for procurement &
purchasing and
accounting functions

Offering BPO services for
procurement & purchasing as
well as accounting functions.
Helped drive business
optimization via creating ideal
processes and centralizing

our service centers, etc.

24

We have received an especially large BPO order, in the billions of yen over a multi-year period, and we would
really like to name the company, but we can't. We have also received a large multi-year BPO order from a
social insurance business organization for digitization of applications, an order for HR system implementation
and operations from a major real estate company, and an order for procurement and accounting BPO services
from a national research and development corporation.

BPO Services: Enhanced common back-end functions digital outsourcing via JV{

® Leveraging business insight and expertise gained through forming JVs, enhancing common back-end functions digital
outsourcing services while meeting client outsourcing needs for full-time jobs.

Feb. 2016
Formed JV with Fujitsu

TCI ownership: 51%

transcosmos
5 FT HRpro

Jul. 2025 (planned) Aug. 2025 (planned)

JV with OMRON JV with Toshiba Tech

Jul./Nov. 2019
Formed JV with Toshiba
TCI ownership: 80.5%

@ transcosmos

TTPM

TCI ownership: 84.9%

@ transcosmos
TT HAS

Oct. 2023

OMRON transcosmos Toshiba Tech transcosmos

| Ownershi

Ownershipl
85.1%

| Ownershi
14.9%

Ownershipl
49%

51%

©
T

OMRON TRANSCOSMOS
PROCESS INNOVATION Co., Ltd.
(Business outline)

Shared services for HR, finance &
accounting, and general
administration at OMRON Group

TT Tech Creation

(Business description)
Sales support services for Toshiba
Tech

Formed JV with Tohoku
Electric Power

TCI ownership: 49%

/) TETRAmMp

*Source: transcosmos press release

*Source: transcosmos press release 25

| mentioned earlier about joint ventures, and the ones on the left are JVs we already have---JV with Fujitsu,
one with Toshiba, and one with the Tohoku Electric Power Company. In July 2025, we will enter into a new JV
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with OMRON Corporation to provide shared services in human resources, accounting and finance, and general
affairs for the OMRON Group. This will start at 51% for Omron and 49% for transcosmos.

We are planning a JV with Toshiba Tec Corporation, especially in the area of sales support services, starting in
August. We have been receiving many requests for collaboration, resulting in those JVs.

From their point of view, there is the advantage of making the fixed cost of labor variable by forming a JV, and
from our point of view, we can do business with the entire group and further increase our knowledge and
expertise in their business. From there, we will be able to make profit and add other businesses, which is what
we are aiming for.

CX Services: Financial results summary é‘;p)trans
=

CX services net sales CX services operating margin

¥280.50bn 2.4%

(+¥7.56bn, +2.8% YoY) (+0.6pt YoY)

® Digital integration sales up 3.9% YoY reflecting higher bookings for unique CX
platform, trans-DX for Support. Digital contact centers sales up 0.8% YoY.

® Overseas sales up led by Southeast Asia. Overseas CX services sales up 5.0% YoY.

® trans-DX for Support sales reached ¥49,540mn, up 6.7% YoY. To further help
businesses grow sales, now developing trans-DX for Sales with enhanced
customer acquisition features.

® By industry, sales increased in the finance, tele communications, and retail &
distribution.

® |arge-scale bookings increased led by the finance & insurance industry. Sales
volume per company* increased ¥10mn YoY to ¥830mn.

3% Top 150 companies that account for about 70% of Parent Company’s CX services sales. 26

CX services. Sales were JPY280.5 billion, also a YoY increase, and we were able to raise the operating profit
margin.

Orders for our platform, trans-DX for Support, exceeded 100s, but in fact, the platform has not yet been used
by 100 companies or for a full year. | expect that this will continue to strengthen our earnings base for next
year and the year after that.

However, sales of trans-DX for Support have already reached JPY49.54 billion, an increase of 6.7% compared
with the previous year. | will explain later, but there is something that other companies cannot do, that is
unique to us, a differentiator.

In CX, sales per company stood at roughly JPY830 million.
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*Net sales for each service are calculated based on the T
CX Services: Fi nancial results sales mix used for management accounting, and are not /¢ trans
<) cosmos

adjusted for intersegment transactions.
People&technology

® Overall sales of CX services up 2.8% YoY reflecting higher sales in digital integration and digital contact centers as well as
overseas led by Southeast Asia. Digital contact centers returned to growth from the first half to the second half, up +2.6% in Q4.

® OP margin up 0.6 points YoY reflecting increased bookings for a high-profit service, trans-DX Support, and higher productivity
backed by generative Al and other digital tech in addition to price adjustment to account for soaring personnel expenses.

CX Services: YoY net sales/OP margin CX Services: Quarterly net sales/OP margin

In ¥100mn (rounded to the nearest ¥10mn) In ¥100mn (rounded to the nearest ¥10mn)

Q4 YoY: Net sales +¥3,020mn OP margin -0.0pt
Q4 QoQ: Net sales +¥1,380mn OP margin -0.7pt

2.8% 2.7%

Net sales +¥7,560mn, +2.8% OP margin +0.6pt

2.0%

2.4% 1.5% 2.0% 1.5% 2.0% 2.0%
1.8%

2895
308.2
300.1

1,093.0

FY24/3 FY25/3 Q124/3 Q224/3 Q324/3 Q424/3 Q125/3 Q225/3 Q325/3 Q425/3
2,729.5 2,805.0 6734 6869 687.3 6819 6823 7124 6983 7121

| M Digital contact center (Parent) M Digital integration (Parent) M Digital promotion (Parent) M E-commerce one-stop/Other (Parent) /Domestic Affiliates " Overseas Affiliates CX Services OP margir?7 ‘

From the bottom, the digital contact center under the parent company segment, the second level is the digital
integration or web production. The third level is digital promotion, and then our e-commerce one-stop service,
and overseas affiliates. Unfortunately, sales of digital promotion and the e-commerce one-stop service
declined compared with the previous fiscal year. In terms of revenue, although to a small extent, the e-
commerce one-stop service has increased, and so, the service that saw a decrease in sales and profit was
promotion.

CX Services: Financial results (Parent Company) é Elgglr%os
>

People&technology

Medium-Term Business Plan Industry

Unique CX platform ; . FY2025/3 cli
ents
trans-DX for Support Top & infnstries by seles Japanese
1 ,750 companies :::uf::;ggl
Sales +12.3% (+63 YoY) —
+1.1% -4.2%
¥49, 540mn Sales per client™
(+6.7% YoY) +6.7% .13.5% ¥830mn
' (+¥10mn YoY)
Deployed by I % of client relationships five
100 companies “a Qi ¥eeis JDe
(Achieved FY2025/3 target) Finance  Telecom Manufacturing E'SR(;':);:'O” Service 59% (el s dlents)

*1: 40 Japanese companies listed on 2024 Fortune Global 500.
*2: Top 150 companies that account for about 70% of Parent Company’s CX services sales.zg

CX's proprietary platform sales and number of companies, as well as industry, were positive for finance,
information technology, and distribution and retail. Unfortunately, we lost companies in the areas of
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manufacturing and services, but we believe we have managed to cover all industries quite well. We have 1,750
clients, 30 of which are Fortune Global 500 companies.

oS

people&technology

AV
CX Services: trans-DX for Support (ﬁ trans
L Co
® Maximizing the Company’s competitive strengths in managing call, web, and chat channels, trans-DX for Support encourages self-
service options, thereby delivering higher usability for consumers while saving costs for clients.

E-commerce -COmMerce site’ E-commerce
[ &>

() shopify Global© trans-Mall MAX amazon trans-Action HUBJ

2f-sprinklr X Instagram Facebook
aming events) Digital contact center services
®
> Digital contact center
.

Leading service delivery capacity in Japan
Menaging operations for more than 1,700 transpeech
clients

. Digital marketing services Promoting social media operations
services specifically designed for
=g 5 customer support ™ Customer
Digital promotion < flows

Boost potential customers to the max
Planning and executing optimum marketing Google

strategies by making the most of online and offline
ads, and eamed media campaigns.

Yahoo!

BrandOP

N e e et trans-CRM
audienceand -

\ 3 Back-office = salesforce
S=SEICE trans-Al Chat

e °°“Z"af"°"‘_’ e — Chat support (web & app)

data Our team of specialists showcasing

Insixht Bl 2
across the customer journey on our their talent at the forefront of social
20

inte/graledjﬂ;hbnar{ and technological changes LINE KANAMETO
50
VoC &

serving more than 600 clients every year. TRARTE /
< S . trans-Chat Support
Site/app T T—y : Benavioriog /| trans-e&MAKER - Al strateaists: 100, etc. rans-Chat Suppor
development utization yappli @ Member Autom:t:oi:: \;:r‘u'::itte;‘i:?ﬁlytws R Web chat ApDILINE chat MoBiLUS

Sitefapp Al gives ideal - 2t Fine-tune Al
ualize improvementprocessand |, o
e solsioron. P HOR mprovementpr Nl eeoore
recommendations/ log and insight
Content 7 _Re-
/' Connectto various platforms viatrans-Re:Connect

[ ORACLE salesforce m SAP Adobe J -

Facebook

Digital integration
Designing optimum user flows and planning and
creating web content, building on extensive
experience and know-how acquired through trans-CRM

+ Chat agents: 2,000

attributes

The next page shows our own platform-based support services that received orders from 100 companies.

From the left side, we have digital promotion and digital integration, and on the right side, chat support,
contact center, and social operation.

Currently, consumer touchpoints start from the left, and when they have some kind of inquiry that cannot be
resolved on the Web, they move to the right, or they tweet about it on social networks. We provide services
across all these areas, and no other company in Japan or overseas is doing this.

As we cover almost all front-end user touchpoints, we believe we can optimize these touchpoints. We will
utilize VoC to try to resolve user problems on the Web, which is the first point of contact for users. Since
current users prefer text-based communication, we try to resolve user inquiries with chat before they shift to
voice customer services. We currently have about 7,000 chat workstations, and by using chat, we can increase
productivity by 2.5 times compared to call support in Japan and overseas.

Since call centers are still very helpful in managing customer emotions at speed, and so, | don’t think they
become obsolete immediately. But we are using a model that closely connects the Web, chat, and call centers
based on VoC. And we also confirm and use customer feedback posted on social. We are servicing 100
companies, aiming to expand our revenue and differentiate ourselves by optimizing our services.
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CX Services: trans-DX for Sales é’%ggsn% 05
> People&techology

® Towards reducing operating costs for digital marketing and expanding sales via enhancing shopping experience using the
Company’s unique methods (BPR x Al x VoC), currently developing trans-DX for Sales. Ultimately, the new solution will help clients

design cohesive shopping experiences and maximize ROI.
Reduce operating costs Expand sales via enhanced shopping experience

Cross-channel BPR x Al VoC x Cross-channel initiatives

Sheanllmpmaaossdxanmls ( Visum; {‘)’r':;':s"::s im;'::ted Integrated customer services viaweb, chatand calls
\derii processestogrow saks. /. initiatives/ PDCA Listenng bousiomenvaioesandusig bog deta, opened highly acoessbiewebx chet
qimg mwwm%aﬂmﬁg cpereicrelsiuires e —_— mmmm lp\nlu_xhi—‘i_aﬂmasdbnﬁmm
ushg Alwhie gasy Brodliscar I—lq:lgmammjemaﬁsb/meea‘gmaydhgass;:
partners witl gpproaching prospecsvia
clients
o A% trans ‘;p;‘
Ops costs down 5% to 10% J In tegrate d CV up 10% to 25%
Form

integrated|

Al x Content creation

Automate/streamline creative work with Al i VOLOfthe Utilize VoC for creatives and initiatives
\Wihc Al fsuaks, andmore. Optimizing landing page (LP) management using the
VL, bemess, ustomer
Ie. i i . . i e s voice of the customers captured via call and social logs.
D PDCACYH G reime. Enhancing ad banners, site content, and Ul/UX all from
e 4 a customer’s perspective using VoC.
VoC
*Positive: Praise/: reci feedback
Che'.:k + ® G Neutﬁr; Quesmlprfﬁszmwfmeqmss
B quality VoC analysis and *Negative: Dissatisfaction/complaints.
0, = &) competitive
rnemindrn i o iy Ny Sy 37 cvwsuiotsw

The next page says the service is under development, but we are actually already using it.

operat_lons built o - ’ VoC x LP optimization

There are many things that we can do for sales activities using the same VoC. When we analyze user feedback,

we can visualize if there are misunderstandings or points that are overemphasized, and things like that.

We will continue to utilize VoC creatively, run promotions, and increase transactions on websites from
promotions. There is no other company that manages both advertising and Web services, so we will enhance

and promote our “for Sales” service using the PDCA model following the “for Support” service.

Support
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CX Services: Patented technology for utilizing VoC é’k\( Elgsnr%os
>

people&technology

® Listening to the voice of the customer (VoC) directly communicated to clients as well as VoC on social media, trans-DX for Support
doubles the self-service rate.

® Seamlessly connects hybrid customer service channel — a channel with x3 productivity compared to call channel — with call centers,
the platform optimizes CX at every customer touchpoint.

[Patented] Internally developed trans-DX for Support, a digital platform that solves CX challenges at customer touchpoints
~Boost usability and business costs without trade-offs~

LrensSXIONSHpROTE Obtained patent for VoC data utilization technology
Boost end-user usability and reduce business costs at the same time (Patent: 7319478 Date of registration: July 24, 2023)

70 companies have deployed trans-DX for support that includes web/app, hybrid chat,
and call centers. We aim to deploy our comprehensive service package from web/app
development to VoC utilization on social media to 100 companies by the end of the

Building on VoC accumulated in contact centers, social media, and chats,
we developed a technology which comprehensively analyzes customer

experience data collected at diverse customer touchpoints. Highly
FY2025/3. recognized for its uniqueness, this technology received a patent.

e o ’?l‘ & Foliow-Up Data 1) Sort 2) integrate 3) Identify Take
[ if-s t i # % i
HIESRBR BN A ioH: . ko ey Boost CX & Drive cross-selling source data data issues measures
- — L

Voice Al
= O ol -

LoG I

Upgrade support
content

Q Y Powered by atback servce L

Recommendaton Al .

I
@ vavR Call p—" I Y&,,,m,/
Agent chat Tune chat/bot

e Createrich + . T o | Integrate

. CUStomer service Insight Bl = F——— SNS T 106 | by topic I‘
D M content =) ) g e Ad creative

N Chatbot = = ﬂ)

man == Optimize user flow to (auto-response) \sﬁppa > 3 -

= m}z"” i 9"“‘9"',/[ Social posts

diagnostic

G PAtENtO ] m——

31

We have obtained a patent on the VoC | just mentioned, and we are in the process of putting it to good use.

CX Services: trans-DX for Support success story é’k\( Ergsr% -
> i

Sanology

® Helped a major auto client cut operating costs with integrated contact center operations services and the use of digital. SEEUEES

enter

® Promoted the use of VoC to evolve mobility services, helped the client enhance customer touchpoints.

Toyota Motor Corporation

transcosmos
Next gen
BEFORE Centralized operations + Non-voice Moving to the next phase: VoC utilization mobility

service
4 vendors operating 9 centers Centralized operations by transcosmos Based on VoC, help visualize/solve issues using data
+ Solution service. + Optimized operations via vendor @ » Visualize challenges from a user'’s perspective m
(connected service) integration using VoC (call, social, web behavior data)
+ Unmanned rgnt—a- » Reduced operational costs by utilizing » Present proposals to enhance operations at
car/Car-sharing regional centers, digital solutions, and RPA. each touchpoint and improve UI/UX
+ Online support center + Deployed chat support option X
+ B rent-a-car reservation trans-Chat Support transpeech  trans-Insight Bl trans-Survey
centers
RATOST I MEEF— LGS (1/2) < 80os > Lok F s~ FIAE > AEHR ) FRE
) EENGT EITEE
. 1
s ot o o] 400 4500
— - ‘ 32

We have several use cases. We have received the approval from this client to use its name, Toyota Motor
Corporation. Nine contact points were operated by four companies, but now we have integrated and are
managing all touchpoints.

We optimize the call center itself, but we are also applying the model | mentioned earlier to optimize the
overall support process by using VoC on the Web by introducing a new chat support system. This was for
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Toyota's Rent a Car and car sharing services. Since duplicated costs and quality had been an issue, we have
integrated all customer support service contacts to our center, and successfully resolved the issue.

DX has been introduced to the back-end, and although it is not mentioned in this report, reservation centers
are using RPA in the form of virtual clerks in the back-end, which has also been very well received.

CX Services: trans-DX for Support success story (é mos

Shrology

® Major bank | To reduce call volumes and boost customer satisfaction, enhanced web and chatbot based on VoC. The e
self-service ratio doubled. transcosmos DX producer partnered with the client’s PM throughout the project, achieving Center

process optimization across web and contact center channels.
Major bank
Enhanced customer journey
from web to customer service based on VoC

Abandonment
before i @
Down 16% (ave.)

Contact center

. Call center services

Chat agent customer service

Chatbot

FAQ management

. Renovate customer service flow (V-IVR)

~

o

T
apwpa

Enhance digital operations based on VoC -_E
. Customer satisfaction
. — Enhance FAQ using VoC captured at contact centers x V-IVR Up 13.6% (approx.
LUCILE — Enhance webflow (V-IVR) based on script User With human agent chat

— Apply enhanced FAQs to chatbots ‘l’ @@
—>
— Enhance human agent chat operations based on user flow ":' ( \: PO
Conten

Human agent chat

Web

« Collect/analyze user behavior data
Resolution rate

31.5%

I3
<> 3
n

>

o

i i o) * Revised service/content
Chat satisfaction 45.1% Up 4.3% (@pprox.
Chatbot resolution 28.4% 33.1% .Q.G) Call log FAQ access log
FAQ self-service 48.3% 52.6% R . “Acoess count
esolution rate (12 m Chatbot - Resolution rate
2 i Up 4.7% (approx. * Survey participation ,
FAQ self-salution 13,070 26,499 : etc

33

Although the client here is a major bank, the work involved in this project was support for bank-related
telephone and chat inquiries, including enhancement of the chatbot and operation of FAQ content. We have
also created a flow to respond to, and visualize user feedback on social media, which includes neutral, positive,
and negative feedback.

As a result, we are proud to report that we were able to increase the resolution rate by 4.3%, reduce attrition
before reaching an answer by 16%, and increase satisfaction by 13.6% with the introduction of manned chat,
which is quite impressive.
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CX Services: trans-DX for Support success story é?trans
<

® Local government | Helped the city offer an easy-to-access, self-service model process while streamlining operations
by centrally managing more than 1.9 million inquiries with centralized services combining social/web/contact centers.

Contact
Center

I‘

Kobe City

> 74A—-

F—2FER
1. Kobe City main contact center/ward office main center -
Job 2. Web portal/FAQ page
3. Chatbot T % 22 [
4. Phone extention directory system development _E L
w7 T ke
f = L3
Drive DX and manage all inquiries via integrated operations Q_ (b g !‘_’ Hyvati-k
PC Dby 9- 3

— Deployed chatbot/human agent chat channels i T
— Enhanced FAQ page, deployed 24/7/365 chatbot service D = 3 - (euzEar e

supported by human agent chat service EE = Zrzthat

Initiative

— Deployed callback services at contact centers to achieve zero-
wait time

B4 LOBARREHEL
ERA

FHR
BEBT¥Z ML {:}0

— Achieve a disaster-resilient contact center system by using two

locations

Adopt generative Al to agent operations

CEYEUL NIUOIRTS
TR EDEIBNIITLED
.

;3
) 74z bEA
“;’;‘i -
(]

; ENECHREL LTRR

DPUNEDDRA=VT=RBATY,

Bk
07548

S5E38BNTLS

Productivity
(CPH)

16.6 36.3

EEARPENZEA 4—F 34

The name of the client is Kobe City, which receives about 1.1 million inquiries per year. This is another example
of how we are trying to create an environment where residents can solve their own problems and not have
to make inquiries, and how we believe that providing 24-hour, 365-day service to citizens is the best way to
serve them. This is an example of how Al was used to improve the efficiency of the operator's work and the
needs of the customer, with a call-back function introduced for times when phone lines are busy.

TN
PR trans
<Z/cosmos
® Major general electronics device manufacturer | Based on VoC, elevated usability by enhancing web, chatbots, and

other front-end customer touchpoints to manage 100K/year inquiries during online shopping journeys

= - - Web
Major general electronics device manufacturer ° m

CX Services: trans-DX for Support success story

Contact

Social
Center

L. Onling:store contact center operations Helped enhance CX thro online shopping journey
oD 2. Order reception
3. Hybrid chat service (auto reply/human agent)
4. Content.enhancement/VoC analysis As the client strengthened focus on its e-commerce business, online sales
continued to grow. transcosmos helped create/manage customer support
framework while keeping the growth rate of inquiries under control.
Drive DX and manage all inquiries via integrated operations
Enhance support

— Open 2" center to accommodate growing e-commerce content Site research for

business HDI assessment
— Enhance customer support content, promote self-service by

Initiative

aligning FAQ and chatbot script and enabling a handoff to a
human agent

— Deploy sales chat agent to promote online store conversion

— Deploy an integrated dashboard (Insight Bl) to integrate
VoC data. Apply Al for analysis to detect valuable VoC rapidly

= Digital shift
Sales chat
—eep D
‘,g. (-

2s

Analysis using
¥ trans-Chat Support = Srmhem et integrated
products . Shopping mall dashboard
tran5'|n5|ght Bl consultant
85

This is a manufacturing company. This is a case study of how we solved 100,000 inquiries per year that were
occurring during online purchases by analyzing the VoC and clarifying the touchpoints of customers and
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consumers. We were a partner in the expansion of e-commerce business, which is expected to continue and
increase, and we were also involved in opening an actual center.

CX Services: trans-DX for Support success story

® Major toy manufacturer | Boosted customer satisfaction and NPS by 1) visualizing VoC captured via social, web, and Social

<3

Contact
Center

contact centers on an integrated dashboard - Insight Bl, and 2) deploying hybrid chat operations services.
- Web
Major toy manufacturer m

. Call center operations

. Human agent chat center operations
. Chatbot

. Social listening and VoC analysis

BWN =

Enhance CX via social listening, VoC and human chat

Deploy chatbot and human agent chat channels

— Integrate VoC captured via contact center chat channel and
social listening, and analyze the integrated VoC data

Initiative

— Enhance service and FAQ content using VoC analysis data,
and utilize the data for marketing

Reduce analysis time with an integrated dashboard (Insight Bl)

9
ent

Customer
satisfaction

NPS 58.1pt

90.7% 91.5% 91.7%

61.3pt 65.6pt

Insixht Bl

Call

Chat

Inquiry
log

Categorize social posts into negative and
positive to identify current status

D avrer [ s
R [ amuesnrcomme
% | sbedhTiE
) adivad 101%

Pickup points made on specific products or
quality as well as praises and supportive
comments

VoC management across channels

Integrated VoC management across channels
Enhance and optimize based on VoC

Optimize inquiry channels

Integrate and visualize all logs
Clarify different usages of channels

Optimize CX

Enhance end-to-end CX by utilizing
different channels based on VoC
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A major toy manufacturer. We have an integrated dashboard. As | mentioned earlier, users first enter through
the website and try to resolve issues on their own, and if they are unable to do so, two out of three shift to
chat, and the rest shift to call centers. And a certain number of users post on social media. And this is a
dashboard which visualizes all of this feedback while running the PDCA cycle.

With the dashboard, the client has successfully utilized and visualized VoC data, and also raised customer
satisfaction levels (as shown in the lower left-hand corner). The client’s customer satisfaction level was high
from before, but we helped the client to increase it further. NPS also increased significantly, and so our service

is highly recognized by the client.
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*Overseas sales are categorized by country or region Z!
Ove rseas: Fi nanc i al resu Its by geog rap h i cma rkets based on clients’ location, therefore, figures are different
% co
People & technology

ic @ trans
from the Overseas Affiliates segment.
>

South Korea: Sales up 6.1%. CX services remain on a growth path.

China: Sales up 9.1%. Contact center business increased sales.

Southeast Asia: Sales up 17.8%. Global deals continue to increase sales.

Europe and the U.S./Other: Sales down 31.1%. Business restructuring going on in Europe and the U.S. to turn a profit.

YoY net sales by overseas geographic markets Quarterly net sales by overseas geographic markets

In ¥100mn (rounded to the nearest ¥10mn) Overseas sales ratio In ¥100mn (rounded to the nearest ¥10mn) Overseas sales ratio

Q4 YoY: Net sales +¥2,430mn %Overseas sales +1.2pt
Q4 QoQ: Net sales +¥2,120mn %Overseas sales +1.8pt

Net sales +¥5,840mn, +6.5% %Overseas sales +0.6pt

25.3% 25.9% 26.0%
o saz 520 4 248% 250% )
. o ' 0

24.2%

—311% ]

+17.8%

FY24/3 FY25/3 Q124/3 Q224/3 Q324/3 Q424/3 Q125/3 Q225/3 Q325/3 Q425/3
893.2 951.6 215.8 229.6 222.3 2255 228.1 245.0 228.7 249.9
M South Korea MChina M Southeast Asia M Europe and the U.S./Other 37

In general, overseas performance is evaluated by region rather than by CX and BPO service segment, so we
have organized them in the form of, starting at the bottom, South Korea, China, Southeast Asia, and Europe
and the United States.

In Europe and the US, we have intentionally scaled back our operations a little, and are now steering our

business toward Southeast Asia, or Asia as a whole, our priority area. And we are succeeding in growing both
sales and profit as planned in our focus market.

Overseas: Growing business with the world’s top multinational companies é@ggg}%os
> People &technology

Clients HQ location

Coverage (countries/regions)

Greater
China

(Mainland
[Taiwan)

General electronics company Japan 9 @) o (@) O @) @) ©

Tech firm China 6 (0] (@) (©) (@) (@]

Auto manufacturer Japan 5 (@] (@) (©) (@)

E-commerce company Singapore 5 (©) (©) ©) ©)

Digital entertainment Japan 5 @) (©) (@) ©

General electronics company | South Korea | 4 (©) (0] (@)

Telecom equipment vendor China 4 ©) ©) (e}
E-commerce company u.s. 4 (@) o ©)

General electronics company Japan 4 @) @) (@)

Toy manufacturer Japan 4 o ©) @
General electronics company Singapore 2 (@) ©)

Tech firm u.s. 2 (©)

E-commerce company South Korea | 2 O o

*Only shows clients with annual sales of ¥1bn above, and have business with us in multiple countries. 38
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This slide shows our business with multinational companies. For the company shown on the top, we are
providing services from nine locations, and we use at least two locations for companies listed here. We have
a fairly broad coverage in Asia, which is well-received by our customers. We are also expanding business with
customers that use our US locations.

Approach to Al utilization £ trans
i <L) c6smos
° cx.
Generative Al solution IR B
trans-Al Chat ) LLM utilization
for customer services
Seamlessly connects generative Utilize J do LLLM
Al chatbots and agent chat Saves contact center man-hours gflzgpeig?nt-lﬂamzinstrzaﬂ (t)(:p
Offered in Sodugh{(orea, Japan and standardizes service quality toda!y‘s Tt
an ina
Quick Su ortCIoud °
wit?ﬁ; Al trans-Xsynk Al agent platform
Streamlines customer services Established vottia, a joint venture
and business processes in IT Effectively converts non- specializing in developing Al
standard reports into text agent platforms to enhance

support jobs trans-DX for Support

Deliver highly advanced Al-powered solutions by using optimum prompt engineering based on
business insight and maximizing the power of generative Al.

As we are often asked about Al utilization, we have prepared a brief summary. We have used generative Al
quite a bit, and have applied it, namely open Al, in chatbot in Japan, China, and South Korea. However, the
current system is not yet sufficient, and needs improvement. So, we are currently working on it to enhance
the system.

Second, we have generative Al solutions for customer support services. This is where, as | mentioned earlier,
we are using Al to produce FAQs to shorten contact center agent training, and improve the quality of
responses.

It says here that we use various LLMs. Not only OpenAl, but we also use domestic products, including “tsuzumi.”
The reason is that OpenAl, as you may know, charges by stroke, so as the conversation with the user goes on,
you are in essence charged for each stroke. We are now seeing quite a few price hikes in the US, including for
OSs and various other things, so we feel this business model is risky considering the potential price hikes. The
number of parameters of domestically produced LLM is less than 1/20th that of OpenAl, but we are thinking
of using it with a fixed plus variable cost model. So we are trying to use it for various purposes.

In the lower middle section of the page, you can see examples of Al being used in the help desk, such as Quick
Support Cloud with GAI, and trans-Xsynk, which | will explain in the next section, and which we are using by
incorporating Al into the current solutions. And regarding Al agent platforms, in order to further strengthen
the trans-DX for Support platform, we established a company called vottia to further enhance bots.

In addition to this, we also provide creative promotions and website production services, so we are currently
working on a variety of projects, such as utilizing Al for creative services. We intend to make full use of prompt
engineering and strengthen our position in this area.
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COsMmos

People & techaology

Al utilization: trans-Xsynk powered by AI-OCR x generative Al x operations é%tf&ns
>

® transcosmos expertswell-versedin client’s business processtook the lead and developed trans-Xsynk, an Al-powered solution
that effectively converts image data on various formats into text.

® Basedonbusinessexpertise, applied promptengineeringtechniques to enhance generative Al's decision-making capabilities.
The data extractionrate significantly increased with the enhanced Generative Al, enabling effectiveimage-to-text conversionfrom
non-standard formats.

® Applyingthe proven system built on trans-Xsynk, currently working on expanding Al service portfolios with a goal to release new
solutions bythe end of FY2026/3.

trans-Xsynk, an Al-powered solution for the real estate industry

Collect forms Recognize & Extract necessary data Check & correct
convert to text

Al-OCR Generative Al # Operation >/
B

Planned releases in FY2026/3

Al solutions for
accounting function

Al solution for order
management function

Property i“fﬂrf';'aﬁ“t"s 1) Convert all image 2) Extract necessary 3) Checklcorrection
in nUMerous forma data into text information by human
\ , Image-to-text converter
o for diverse report formats
Data extraction rate* up from 40-50% to 90%+ designed for all industries

“Necessary data extraction rate. The rate is around 40-50% with AI-OCR only.

40

Here is a more detailed explanation of trans-Xsynk.

Real estate information comes from real estate companies. There is no standard format in Japan to put
information like area and layout, so each real estate company uses a different format. The information is the
same, but it is in a different order or expressed in a slightly different way. And each branch office of these real
estate companies are inputting the information digitally. So, when a branch is busy, they cannot keep the data
up to date in real time.

AI-OCR is applied, but since the information was not in a standard form, it was difficult to enter the datain a
format properly. We now have a solution that can digitize 90% of the documents without manual work by
incorporating Al and standardizing data contents and workflow. We would like to further develop this solution
for the real estate industry and promote the use of this solution for accounting, order management, etc.,
based on the same concept.
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Al utilization: Further embracing Al to enhance trans-DX for Support | JV é;%@s’r}%os
<

people&technology

Formed a joint venture with Mobilus Corporation to increase usability for consumers and optimize costs for clients
using trans-DX for Support. Launched a project to combine contact center operations expertise with Al.

Aiming to reduce total resolution time from initial contact to resolution by embracing Al more than ever.

\l = Ownership ratio: Mobilum Corporation 50% transcosmos inc. 50%
4 VO tt 1Q « Business: Development and operation of Al agent platforms
« Date of foundation: April 21, 2025

Most consumers are not satisfied with time/efforts when using customer service
Typical complaints are “I don’t want to wait,” and “I just want to solve my problem (chatbots can’t solve)”
Further embrace the power of Al in addition to integrating and optimizing customer touchpoints to solve challenges

Y—ERiEHEE +
e T " 2
RRETH trans-DX for Support 4'—>

| BETYIVRSNST | 4 FARERBE traditional _
%y SNSTHY ¥ FER contact center
3 S vottia //
IV ESALRTTYT - WEB¥ 4 | - 77 iy
BREN<2 J e - =R ‘ p—
Traditional contact s \

dx
HR—ravFoye center service YR—parFoy
| FAQEHI~3 ] (FAQE ) =

- Integrated operation reduces
BLEbEBOCERTS

total resolution time
HRORESNS L £ T
#4595

Total resolution time

1) Effective web service

2) Reduce all kinds of wait times using

y—sanyt—t B Al and chat )
(VR=2788) 3) Professional agent service
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This is one of the joint ventures | mentioned earlier. Mobilus has its own solutions, so we would like to provide
our chatbots and a wider range of Al agent functions by choosing the optimum Al and produce output. As an
Al user, we are also working on this area to enhance our services.

Financial outlook for FY2026/3 é‘*;)i)g(z)agn% os
P ]

People&technology

The Company expects

® Net sales and operating profit to increase backed by continued sales growth in CX and BPO services in Japan and overseas.

® To retain operating profit at last year’s level by profitability enhancement and necessary investments for growth including security
and strategic investments.

® Profit attributable to owners of parent to increase, despite an impact of a temporary drop in tax expenses in FY2025/3.

® To retain the growth trend. Does not expect to achieve numeric targets set under the Medium-Term Business Plan 2024/3-2026/3 (net
sales: ¥450bn; operating profit: 6% to 8%) due to China’s economic slowdown, businesses’ cautious approach to investment in the

post-COVID recovery, as well as ongoing price adjustments to absorb personnel expenses that surged more than expected, and
technology costs.

In ¥100mn (rounded to the nearest ¥10mn)

FY2025/3 (Actual) FY2026/3 (Forecast)
Net sales 3,758.5 100.0% 4,000.0 100.0% 241.5 +6.4%
Operating profit 144.8 3.9% 155.0 3.9% 10.2 +7.1%
Ordinary profit 156.8 4.2% 170.0 4.3% 13.2 +8.4%
Profit attributable to owners of 133 3.0% 1150 2.9% 17 +1.5%
parent
EPS (Earnings per share) (yen) 302.4 - 306.9 - 4.5 +1.5%

Kamiya: The fiscal year ending March 2026 has begun. | would like to explain our plans for this fiscal year and
other matters. This is the earnings forecast that we are announcing from this time. Our forecast for the fiscal
year ending March 31, 2026, which you can see in the middle area of the slide, projects net sales of JPY400

billion, operating profit of JPY15.5 billion, ordinary profit of JPY17 billion, net profit of JPY11.5 billion, and EPS
of JPY306.9.
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We expect sales growth of 6.4%, which means that both domestic and overseas CX and BPO sales will continue
to grow, and we are also forecasting an increase in profits.

We will, of course, continue to improve the profitability of our business, but at the same time, we will need
to continue to make the investments necessary for business growth, such as security measures, etc. Therefore,
we will first maintain the operating profit margin at the same level as the previous year.

Regarding net profit attributable to shareholders of the parent, as | explained in the fiscal year that ended
March 31, 2025, there was a one-time reduction in tax expenses. Although there is a certain reaction to this
impact, we expect to maintain a steady increase in profit despite these factors.

The figures in this forecast are quite different from the initial targets of JPY450 billion in net sales and between
6% and 8% in operating profit margin disclosed in the Medium-Term Business Plan 2025.

The background to this is that this medium-term plan was formulated during the coronavirus pandemic, and
we had expected a recovery in corporate investment sentiment once the pandemic ended. However, the
Chinese economy was stagnant, and client companies were more cautious about investment than we had
anticipated after the pandemic had ended.

In addition, labor costs have risen more than expected, and although price revisions are underway to cope
with that, they are not at a level that will allow us to recover all of these costs, which means that we have not
achieved our goal. However, we expect to maintain our growth trend.

Reference: Bookings by service (Parent Company) é’k\( tra

® Bookings shown below show sales in management accounting that consist of 1) unrecognized sales of received orders, and
2) highly probable transactions including unofficial orders, both to be generated from existing businesses.

¥122.39bn ¥79.51bn
(Reference) (Reference)
Parent Company CX Services Parent Company BPO Services
FY2025/3 sales in management accounting FY2025/3 sales in management accounting
¥178.67bn ¥96.88bn

44

For reference, the figures are based on the order backlog for the parent company segment that are currently
being shown. These figures represent unrecorded sales of ongoing work for which orders have already been
received, and sales in management accounting for projects for which there is a high probability of receiving
an order, including informal orders.

So, this means around JPY122.4 billion for CX services, and for BPO, JPY79.5 billion. The parent company
segment’s CX services sales in management accounting for the previous fiscal year were approximately
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JPY178.6 billion, so we have already seen about two-thirds of last year's sales. Regarding BPO, it was a little
less than JPY97 billion, and we have already seen just less than JPY80 billion of that.

Shareholder returns é;%@g}%os
>

People&technology

® In consideration of investments for growth, shareholder returns, and financial strength, the Company will distribute appropriate
levels of dividends in line with its business performance with a target consolidated dividend payout ratio of 35% from dividend for
FY2025/3. Also, in light of ensuring equal treatment for all shareholders, the Company will abolish its shareholder benefit program
from FY2026/3, and change its dividend policy to concentrate on returning profits to shareholders through dividends and other
means.

® To further clarify its commitment, the Company will deliver enhanced returns to shareholders by raising its consolidated dividend
payout ratio to a level that exceeds the previous level (consolidated payout ratio of 30%).

® Based on the policy above, the Company plans to distribute a dividend of ¥106 per share for FY2025/3 (+¥25 YoY), and expects to
pay a dividend of ¥108 per share for FY2026/3 (+¥2 YoY).

FY2022/3 FY2023/3 FY2024/3 Ey202 s Pl
(Plan) (Forecast)
Dividend per share (yen) 156 117 81 106 108
EPS (Earnings per share) (yen) 518.1 389.2 269.5 302.4 306.9
Co_nsolldated dividend payout 30.1 30.1 30.1 35.1 35.2
ratio (%)

46

I would like to explain our policy on shareholder returns. We have explained that we will consider this in terms
of achieving balance among growth investment, shareholder returns, and our financial health. As a result of
this review, starting with the dividend for the fiscal year that ended March 31, 2025, we will distribute our
dividends appropriately in accordance with business performance, based on a consolidated dividend payout
ratio of 35%.

In addition to this, from the viewpoint of fair profit distribution, from the current fiscal year ending March 31,
2026, we would like to abolish the shareholder benefit plan and change the policy to concentrate on profit
distribution through dividends and other means. We will further enhance returns to shareholders by clarifying
our stance on shareholder returns, and raising the consolidated dividend payout ratio to a level higher than
the approximately 30% consolidated dividend payout ratio that we had previously achieved.

Under this policy, we plan to pay a dividend of JPY106 per share for the fiscal year that ended March 31, 2025,
which, as was mentioned at the beginning of this report, is an increase of JPY25 from the previous year. In
addition, based on this forecast, for the fiscal year ending March 31, 2026, which is the current fiscal year that
we just announced forecasts for, we are forecasting a dividend of JPY108 for this fiscal year, which is an
increase of JPY2 from JPY106 for the fiscal year that ended March 31, 2025.

This concludes the explanation we prepared for the financial results briefing.
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[END]

Document Notes

1. 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 © 2025 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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