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Presentation

Kamiya: | would like to begin with an overview of the financial results for the current fiscal year.

Executive Summary é)? Erg?r% os
> People &technoiogy

Consolidated net sales Consolidated operating profit transcosmos inc. net profit

¥192,110mn ¥8,070mn ¥6,530mn

(YoY: +¥6,570mn/+3.5%) (YoY: +¥940mn/+13.2%) (YoY: +¥2,370mn/+57.1%)

® Net sales grew 3.5% YoY, marking a record high for H1. Operating profit hit a record level for H1, with OP
margin rising from 3.8% to 4.2% YOY (excluding FY2021/3-FY2023/3 impacted by COVID-related jobs).

® BPO services net sales up 8.3% YoY; OP margin grew by 0.4 points.
Growing outsourcing demand, driven by labor shortages in Japan, led to more new wins and larger project sizes.
Two jointly established companies with clients began operations. Further promoted trans-Xsynk, our Al-powered solution.
Focused on expanding digital BPO services into supply chain, IT, and manufacturing.

® CX services net sales up 2.8% YoY; OP margin grew by 0.5 points.
Deployment of our integrated CX platform, trans-DX for Support, increased to 117 companies, supporting sales growth in digital
contact center services.
Focused on accelerating the rollout of trans-DX for Support, enhancing service value and streamlining operations with Al, and
driving sales in digital integration services.

® Overseas net sales up 0.1% YoY; OP margin declined 0.3 points.

- Accelerated the expansion of CX/BPO services in Asia, leading to new orders in China and South Korea. Sales increased,

offsetting the impact of foreign exchange rates.
Focused on promoting Global CX/BPO services via the Malaysia hub, developing Al-powered services mainly in South Korea,
and increasing business with China-based global companies.

® transcosmos inc. net profit achieved significant growth driven by higher operating profit, foreign exchange
gains, and lower extraordinary losses.

First is the overall executive summary.

Consolidated net sales for the period totaled JPY192.11 billion, an increase of 3.5% or JPY6.57 billion YoY.
Consolidated operating profit was JPY8.07 billion, an increase of JPY940 million or 13.2% YoY. Net income
for the parent company was JPY6.53 billion, an increase of JPY2.37 billion, or 57.1%, YoY.

Net sales were the highest ever recorded for an interim period. Excluding the fiscal years from FY2021 to
FY2023, which were affected by the COVID-19 pandemic, operating profit was at its highest level, and the
operating margin improved from 3.8% last year t04.2%.

By service, BPO services continued to show a high growth rate, with an 8.3% increase in sales. The operating
profit margin also improved by 0.4 percentage points.

We have been able to capture the continuing need for outsourcing services against the backdrop of the
labor shortage, and we are also focusing on joint ventures with clients, which is a model we have been
focusing on recently. Two new joint ventures began operations in the second quarter. In addition, we are
expanding sales of an Al solution called trans-Xsynk, which is used to convert non-standard documents into
data. We are also focusing on developing new services in the supply chain, IT, and production areas.

Moving on to the CX Service. Although the growth rate of this segment is lower than that of BPO, we were
able to increase sales by a solid 2.8%, and in particular, we were able to improve profitability with a 0.5-
point increase in the operating margin.
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We continue to promote the integrated platform, trans-DX for Support, and the number of companies that
have adopted this solution has expanded to 117, which has contributed significantly to the recovery in sales
of contact center services.

We will further expand orders, add value to services through the use of Al, and improve operational
efficiency. We will also continue to focus on digital integration. The web development business is now at a
slight standstill, but we are focusing on recovering sales.

Overseas sales were almost flat, up 0.1% YoY, and the operating profit margin declined 0.3 percentage
points, resulting in a decrease in profit.

We deliver both CX and BPO services overseas. We have been focusing on CX, but in addition to this, BPO is
now accelerating its expansion in Asia, and orders are increasing in China and South Korea. Although there
was a negative impact from the exchange rate, we were able to absorb this negative impact and achieve a
small increase in total sales.

In future, we will promote global CX and BPO services using Malaysia as our hub. South Korea is ahead of
other countries in Al services, so we will focus on expanding our services there. We will also continue to
focus on global companies from China. We have been expanding transactions with those companies
considerably, and we are focusing on further advancing these transactions.

The last item, parent company interim net income, shows a significant increase due to an increase in
operating profit, a foreign exchange gain, and a decrease in extraordinary loss, which was recorded in the
previous fiscal year.

Consolidated Statement of Income Summary AP trans
< cosmos
In¥100mn (rounded to the nearest ¥100mn) H1 FY2025/3 H1 FY2026/3 Change FY2026/3 (outlook)
Net sales 1,855.5 100.0% 1,921.1 100.0% +65.7 +3.5% 4,000.0 48.0%
Parent Company 1,206.5 65.0% 1,265.1 65.9% +58.7 +4.9%
Domestic Affiliates 2104 11.3% 218.5 11.4% +8.1 +3.8%
Overseas Affiliates 505.7 27.3% 506.2 26.3% +0.5 +0.1%
Samnation of Intersegment -67.1 -3.6% -68.7 -3.6% 1.6 -2.4%
Gross profit 353.5 19.0% 372.0 19.4% +18.6 +5.2%
SG&A expenses 282.1 15.2% 291.3 15.2% +9.2 +3.2%
Operating profit 71.3 3.8% 80.7 4.2% +9.4 +13.2% 155.0 52.1%
Parent Company 33.5 2.8% 423 3.3% +8.7 +25.9%
Domestic Affiliates 14.9 71% 16.8 1.7% +1.9 +12.8%
Overseas Affiliates 234 4.6% 21.9 4.3% -1.6 -6.8%
camination of ntersegment 0.6 = 0.2 - +0.4 +69.3%
Non-operating income (loss) 0.6 0.0% 12.3 0.6% +11.7 -
Ordinary profit 72.0 3.9% 93.1 4.8% +21.1 +29.3% 170.0 54.7%
Extraordinary income (loss) -8.3 -0.4% -1.1 -0.1% *7.2 +86.4%
Profit attributable to owners of parent 41.5 2.2% 65.3 3.4% +23.7 +57.1% 115.0 56.8%
*For each segment profit row, figures in the Mix columns are profit margins. 5

A summary of the consolidated statement of income is shown on page five .

As | mentioned earlier, all segments, parent company , domestic affiliates, and overseas affiliates, increased
sales.
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As for operating profit, the parent company and the domestic business increased their profits. On the other
hand, overseas affiliates saw a decline in profitability, resulting in a decrease in profit. The total operating
profit margin was 4.2% for this fiscal year, up from 3.8% last year.

In terms of progress toward the earnings forecast that we have disclosed for this fiscal year, net sales have
reached 48%, operating profit 52%, and both ordinary income and net income attributable to the parent
company stand at approximately 55% and just under 57%, respectively.

Due to the timing and seasonality of our business, sales are slightly concentrated in the second half of the

year, so we recognize that the current sales trend is firmly on-track.

Consolidated Net Sales Analysis é’%trans
COsSMmos
< People &technoiogy

® Consolidated net sales up ¥6,570mn (+3.5%)

Parent
Up, reflecting sales growth in both CX and BPO services.

Ii‘f)f'i'l‘ieaf;: Up, as BPO-related joint ventures expanded their business scope and new entities were newly consolidated.
Overseas

Affiliates Up, reflecting sales growth in subsidiaries in China, despite the impact of foreign exchange rates.
+58.7 +8.1 +0.5 -1.6
 —

Elimination of
Parent Company Domestic Affiliates Overseas Affiliates intersegment
transaction

+65.7

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

H1 FY2025/3 H1 FY2026/3
Consolidated net sales Consolidated net sales

6
This is an analysis of changes in consolidated net sales.

As | mentioned earlier, we have newly consolidated some of our domestic affiliated companies, including
the BPO joint venture. In addition, one of our BPO joint ventures, which is already consolidated, has
expanded the scope of its outsourcing activities, and this has had an impact on the increase in sales.

Overseas subsidiaries and affiliates were negatively impacted by foreign exchange rates, but the result was
positive mainly due to an increase in sales at a Chinese subsidiary.
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Reference: Effects of currency fluctuations on Overseas Affiliate sales é?{ E@?f’% o
2

people&techaology

® H1: Net sales up ¥2,190mn on a local currency basis, reflecting sales growth in subsidiaries in South Korea and China. Currency
fluctuations had a negative impact of ¥2,140mn on reported sales.

® Q2: Net sales up ¥1,260mn on a local currency basis, reflecting sales growth in subsidiaries in South Korea and China. Currency
fluctuations had a negative impact of ¥1,810mn on reported sales.

Overseas Affiliates: YoY net sales (H1) Overseas Affiliates: YoY net sales (Q2)

+21.9 214
I s
Change in sales FX impact & -18.1
on a local V=

currency basis
v Change in sales FX impact

on a local
currency basis

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

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

H1 FY2025/3 H1 FY2026/3 Q2 FY2025/3 Q2 FY2026/3

*The bar charts above show the impact of currency fluctuations on overseas subsidiaries that significantly affect the Company’s consolidated
financial results when translated into the reporting currency. FX impact has minimal effect on consolidated operating profit.

*Overseas affiliates’ profits and losses are translated into the reporting currency using the average exchange rate for January to June 2025. A
decline in the average exchange rate of the South Korean won against the Japanese yen, compared to the same period last year, significantly
impacted reported sales. 7

On the next page, we provide a brief explanation of the impact of foreign exchange rates on sales in the
Overseas Affiliates segment.

The left-hand chart shows changes in the interim basis, which shows that sales in a local currency basis
increased by JPY2.19 billion, or about 4%, due to the increase in sales of our South Korean and Chinese
subsidiaries.

The impact of exchange rate fluctuations was negative JPY2.14 billion, so as a result, sales were almost
unchanged, with a slight increase of JPY500 million.

Looking at the trend for the three months of Q2 alone, as shown on the right, sales increased by JPY1.26
billion due to the increase in sales of the South Korean and Chinese subsidiaries. However, the impact of

foreign exchange rates was even more significant, resulting in a slight decrease in sales when looking at Q2
alone.

As | have indicated in the notes at the bottom of this page, the foreign exchange impact on overseas
affiliates is calculated using the average exchange rate from January to June 2025 in the profit and loss
section. In the interim period under review, the average exchange rate of the Korean Won was lower than in
the previous period, which had a significant negative impact on our overseas sales in South Korea, which in
turn account for a fairly high percentage of our total overseas sales.
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Consolidated Net Sales Analysis (Quarterly Trend) é;t a
>

® YoY: Up ¥3,210mn, reflecting sales growth in the Parent Company and Domestic Affiliates, achieving growth for six consecutive
quarters from Q1 FY2025/3.

® QoQ: Up ¥3,230mn, reflecting sales growth in all segments.

In ¥100mn (rounded to the nearest ¥100mn) ~ —8— Net sales growth (%) +32.1

+3.3% +5.7% +3.7% +3.4%

+2.4%

Overseas Affiliates

Domestic Affiliates

Parent Company

Elimination of
intersegment

wansacton  25/3 1Q 25/32Q 25/3 3Q 25/34Q 2613 1Q 26/32Q
910.8 944.6 943.2 959.8 944.4 976.7

This slide shows quarterly trends.

Parent company sales, shown at the bottom of each bar, have increased sales for six consecutive quarters.

i i i i trans
Consolidated Operating Profit Analysis é% a8 0s

People &techaology

® Operating profit up ¥940mn (+13.2%)

cPa"’"t Up, reflecting increased profitability in both CX and BPO services.
ompan

Domestic " . . -

Affiliates Up, reflecting profit growth in a listed subsidiary.

Overseas Profits up in subsidiaries in China and South Korea. Profitability increased in subsidiaries in Europe and the U.S.
Affiliates due to progress in business restructuring. Despite these increases, overall operating profit declined due to lower
profit in subsidiaries in Southeast Asia.

+8.7 +1.9 -1.6 +0.4

Elimination of

Parent Company Domestic Affiliates Overseas Affiliates intersegment
transaction

80.7
OP margin

71.3
OP margin

4.2%

3.8%

+9.4
In ¥100mn (rounded to the nearest ¥100mn)

H1 FY2025/3 H1 FY2026/3
Consolidated operating profit Consolidated operating profit o

Next is the change in operating profit.

The parent company segment also reported an increase of JPY870 million, reflecting improved profitability
in both CX and BPO. Domestic subsidiaries and affiliates also reported an increase in profits due to an
increase in profits from listed subsidiaries and other factors.
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As for overseas subsidiaries and affiliates, profits increased in China and South Korea, and business
restructuring in Europe and the US made progress, decreasing deficits and improving profitability.

However, our Southeast Asian subsidiaries, which had contributed considerably to profits, have now seen
their profits decline, which has had a negative effect on the total.

Consolidated Operating Profit Analysis (Quarterly Trend) é

trans
) COSMOs

people&techaology

® YoY: Up ¥300mn, reflecting profit growth in the Parent Company and Domestic Affiliates. OP margin grew by 0.2 points.
® QoQ: Up ¥710mn, reflecting profit growth in the Parent Company and Overseas Affiliates. OP margin grew by 0.6 points.

+3.0

In ¥100mn (rounded to the nearest ¥100mn) —®— OP margin

4.2% 4.5%

3.3%

Overseas Affiliates

Domestic Affiliates

Parent Company

Elimination of -0
intersegment

transaction  25/3 1Q 25/3 2Q 25/3 3Q 25/3 4Q 26/31Q 26/3 2Q

304 40.9 40.0 33.5 36.8 43.9
10
The same is true of the quarterly trends.
Parent Company Operating Profit Analysis trans
v s i ) CGsmos
® Operating profit up ¥870mn (+25.9%)
Up ¥1,740mn, reflecting a 0.5-point increase in gross profit margin, led by progress in price negotiations and
higher utilization rate, in addition to sales growth.
SG&A SG&A expense ratio decreased 0.1 points despite a ¥870mn increase in SG&A expenses. The increase includes
investments to strengthen the management base such as information systems and digital talent development,
along with upfront investments for business expansion, including Al utilization.
Gross profit margin +0.5pt SG&A expenses ratio -0.1pt | Strategic investments for medium-
(19.8% => 20.3%) (17.0% = 16.9%) term growth
« Information security enhancement
« Group governance enhancement
: Al u‘lllza“on
SG&A expenses
Gross profit
42.3
OP margin
33.5 3.3%
OP margin
2.8%
+8.7
In ¥100mn (rounded to the nearest ¥100mn)
H1 FY2025/3 H1 FY2026/3
Operating profit Operating profit 1

The next slide shows an analysis of non-consolidated operating profit.
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First, the JPY1.74 billion increase in gross profit was primarily led by sales growth in both CX and BPO
services. In addition, we have continued persistent efforts in raising operating rates and conducting price
negotiations, as we are still facing factors such as increasing labor costs. Thanks to progress in these areas,
our overall gross profit margin improved by 0.5 percentage points, resulting in an increase in profit of
JPY1.74 billion.

Regarding SG&A expenses, we have been making investments to strengthen information security, given the
recent rise in cybersecurity issues. In addition, we are investing strategically to reinforce group governance
and promote the use of Al as part of our initiatives for medium-term business growth. As a result of these
efforts, SG&A expenses increased by JPY870 million YoY. However, the SG&A-to-sales ratio remained well
controlled, showing an improvement of 0.1 percentage points YoY.

: : : s
transcosmos inc. H1 Net Profit Analysis (@ﬁtran

@ transcosmos inc. net profit up ¥2,370mn (+57.1%)

W LB R Up ¥1,170mn, mainly due to the posting of foreign exchange gains* (posted foreign exchange losses in the
(e same period last year).

Extraordinary

INcomelloss Up ¥720mn, mainly due to a decrease in loss on valuation of securities.

Income taxes Up ¥410mn, due to an increase in profit before income taxes.

+7.2

-4.1
17 D ———

+9.4 - Extraordinary Income taxes Non-controlling
income (loss) interests
Non-operating

income (loss)

-0.4

Operating profit

+23.7

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

H1 FY2025/3 H1 FY2026/3
transcosmos inc. net profit transcosmos inc. net profit

*Most of the foreign currency-dominated bonds held by the Company are translated into the reporting currency using the exchange
rate at the end of this quarter, which was the end of September 2025. As the Japanese yen declined primarily against the US dollar
during the first half of FY2026/3 compared to the same period last year, foreign exchange gains were posted. 12

This is the change in net income of the parent company for the interim period.

Operating profit is as | mentioned earlier. In terms of non-operating profit and loss, we were able to record
foreign exchange gains.

As noted in the accompanying remarks, our holdings of foreign-currency-denominated bonds were
translated at the exchange rate as of the end of the current interim period, that is, the end of September.
During this interim period, the yen depreciated against the US dollar compared to the previous fiscal year.
Since a significant portion of our foreign-currency-denominated bonds are in US dollars, this yen
depreciation had a notable impact, resulting in the recognition of foreign exchange gains on these holdings.

Extraordinary gains/losses increased by JPY720 million, due in part to a decrease in loss on valuation of
investment securities. Tax expenses increased by JPY410 million, which had a negative impact. As a result,
our net profit increased JPY2.37 billion YoY.
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Consolidated Balance Sheet Summary

é}trans
/,COSMOs

® Assets: Notes and accounts receivable - trade and contract assets, cash and deposits, as well as prepaid expenses included
under current assets, increased.

® Liabilities: Accounts payable - trade and provisions for bonuses increased.

® Net assets: Retained earnings increased. Foreign currency translation adjustment decreased.

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

End of Mar. 2025

End of Sep. 2025

Change

» Cash and deposits +4.1
« Notes and accounts receivable

-trade +4.7

« Property, plant and equipment
-7.5

= In securities +4.5

« Shares of subsidiaries and

payable - trade +21.1

+ A
« Provision for bonuses +6.1

- Long-term borrowings -20.3

+ Retained earnings +25.5
- Foreign currency translation
dj -30.1

Current assets 1,546.6 1,573.2 +26.6
Non-current assets 533.3 530.3 -3.0
Total assets 2,079.8 2,103.5 +23.6 assoclates -9.7
Current liabilities 620.1 664.9 +44.8
Non-current liabilities 169.0 147.8 -21.2 \{
Total liabilities 789.2 812.7 +23.5 \
Net assets 1,290.7 1,290.7 +0.1
Total liabilities & net assets 2,079.8 2,103.5 +23.6
Cash and deposits 735.0 739.1 +4.1
Interest-bearing liabilities 165.3 1441 -21.2
Net cash* 569.7 595.0 +25.3
Net cash* to monthly sales ratio 1.8 1.9 +0.1

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

This is the balance sheet.

As for assets, notes receivable, accounts receivable and contract assets, cash and deposits, and prepaid

expenses increased in current assets.

As for liabilities, accounts payable and provision for bonuses increased, while long-term liabilities decreased

by more than JPY2 billion due to the repayment of long-term debt.

Consolidated Cash Flow Statement

<&

trans
COSMOsS

people &techaology

® Operating cash flow: Profit before income taxes increased, trade payables increased year-over-year, and accrued liabilities increased.

® Investing cash flow: Proceeds from the refund of guarantee deposits decreased. Payments for acquisition of businesses were
incurred in H1.

® Financing cash flow: Dividends paid increased.

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

H1 FY2025/3

H1 FY2026/3

Cash flows from operating activities 30.8 113.1 +82.3
Cash flows from investing activities -18.8 -32.6 -13.8
Cash flows from financing activities -55.7 -66.3 -10.6
Balance of cash and cash equivalents 613.5 736.7 +123.3
Free cash flow * 12.0 80.5 +68.5
*Free cash flow = Cash flows from operating activities + Cash flows from investing activities.

14

Next is cash flow.
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Operating cash flow shows an increase in income before income taxes and minority interests, an increase in
notes and accounts payable-trade, and an increase in accrued expenses compared to the previous year's

interim period.

Investment cash flow: Although income from the recovery of security deposits has decreased, we recorded
expenditures related to a business acquisition during the current fiscal period. As a result, there was an

increase of approximately JPY1.38 billion.

Financial affairs: The amount of dividends paid increased by JPY1.06 billion.

CAPEX, Amortization/Depreciation, Employees, Service Bases

@ Capital expenditures/Depreciation expenses

é ¥\ trans
7 COSMOS

People &techaology

In ¥100mn (rounded to the nearest

¥100mn) | H1 FY2025/3 ’ H1 FY2026/3 | Change
Capital expenditures 19.2 20.5 +6.6%
Depreciation expenses 284 27.6 -2.8%

® CAPEX

Capital expenditures increased in overseas
subsidiaries.

@ Depreciation

Depreciation expenses decreased in both
domestic and overseas subsidiaries.

® Number of employees

| End of Mar. 2025 | End of Sep. 2025 | Change

Consolidated basis 41,682 43,059 1,377
(Temporary employees) 28,971 28,357 -614
Parent Company 17,910 18,315 405
(Temporary employees) 21,002 20,958 -44

® Consolidated basis

Employees increased, primarily in the Parent
Company. Temporary employees decreased
in Southeast Asia due to the downsizing of
some projects.

@ Parent Company

Employees increased due to new graduate
hires.

® Service bases

| End of Mar. 2025 | End of Sep. 2025 ‘ Change

® Japan
Service bases 184 184 - Some centers were integrated.
2 ® Overseas
(Japan) 72 m 1 A new center was opened in Indonesia.
(Overseas) 112 113 +1

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

Capital expenditures.

With regard to capital expenditures, there was an increase in capital expenditures by overseas subsidiaries.

The number of employees also increased on a consolidated basis, but the increase was in the parent
company. The number of temporary employees decreased due to the downsizing of some projects in

Southeast Asia.

The above was the overall financial situation. Muta will now explain the situation by service and region.
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Reference: Service portfolio

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

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

é %\ trans
) COSMOS

people &techaolog

Japan

Digital contact center

Customer support

Digital integration

Website & app development, improvement and
operations services, social platform operations
including LINE apps

Digital advertisement

Internet ads services

E-commerce one-stop

E-commerce site development & operations, and
fulfillment services

Japan

Common back-end functions digital
outsourcing

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

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: Thank you.

As a reference, although our business is structured into the segments of CX, BPO, and Global, we believe it

may be easier to understand if we group them into two categories — CX and BPO. Therefore, in the

following discussion, we will explain our operations in this manner, positioning the Global segment under

the respective service categories.

The sales composition is now 70%CX and 30%BPO.
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BPO Services: Summary of financial results and initiatives @§trans
2

BPO services net sales BPO services OP margin

¥72,690mn 7.2%

(+¥5,560mn, +8.3% YoY) (+0.4pt YoY)

® Both common back-end functions digital outsourcing and industry-specific digital
engineering BPO grew sales. This is driven by wider penetration of digital BPO
services, which combine IT and operations, resulting in more new wins and larger
project sizes.

® Continued to promote join business models with clients. Two new joint ventures
began operations.

® Our Al-powered solution for the real estate industry, trans-Xsynk, further expanded
into other industries.

® Launched new services that help solve logistics challenges in the supply chain.

® Focused on offering services that support security measures and promote DX in
manufacturing.

Page 18 shows the BPO summary.

As for sales of services, as shown in this slide, both sales and profits increased in H1 of this year, and the
profit margin improved.

In the initial scopes of BPO, our outsourcing services that include functions performed by clients’ employees,
the line between core and non-core areas has been changing rapidly, especially in Japan, where the tasks
performed by employees were traditionally considered sacred territory.

For example, various companies have redefined their HR, accounting, and legal functions as either core or
areas of specialization, so that we now have a considerable business in these functions.

While the upstream and decision-making processes are handled by each company, the operations and
specific decisions are increasingly handled by us.

We have been operating in this field for 60 years, so there are not many competitors. Moreover, when we
enter this area, clients retain the business relationship with us over a longer term unlike in CX or call center
businesses where clients tend to replace vendors from year to year.

Therefore, in BPO, once we receive a project, we can build a solid base, accumulate know-how and
knowledge, and expand our business with clients. As you know, for example, our competitors in the call
center business talk about BPO, but the fact that they are not that big is because we have a great deal of
expertise and knowledge in this field, and it is an area where mistakes cannot be made. Therefore, BPO is
growing on the basis of such things.

We are trying to develop a model to increase productivity while also incorporating Al and other such

features.
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not adjusted for intersegment transactions.

*Net sales for each service are calculated based on
B Po Se rvices . F ina n cia | resu lts gross sales used for management accounting and are é

trans
) COSMOs

people&techaology

® BPO services net sales up 8.3% YoY, OP margin grew by 0.4 points.

® Both common back-end functions digital outsourcing and industry-specific digital engineering BPO grew sales. This is driven by
wider penetration of digital BPO services, which combine IT and operations, resulting in more new wins and larger project sizes.

Net sales +¥5,560mn/+8.3% OP margin +0.4pt

In ¥100mn (rounded to the nearest ¥100mn) OP margin

Quarterly Trend (Q2)

YoY: Net sales +¥3,090mn/+9.1% OP margin +0.1pt
QoQ: Net sales +¥1,410mn/+3.9% OP margin +0.6pt
7.2% 6.3% 7.3% 7.1% 7.4% 6.9% 7.4%

6.8%

o
Overseas subsidiaries +G:§ ,/f' —

7 77"'710',6,79/7

+8.0%

Domestic subsidiaries

Industry-specific
engineering BPO

Common back-end
functions outsourcing

H1 FY2025/3 H1 FY2026/3 Q1253 Q2253 Q325/3 Q4253 Q126/3 Q226/3
671.3 726.9 331.7 3396 3501 3581 3564 3705

So, as you can see on page 19, our performance is growing steadily.

BPO Services: P ted joint busi JV del with clients trans
ervices: Promoted joint business (JV) model with clien é )dS&hos

people &techaology

® As par of our joint business model with clients, two new joint ventures began operations.

® We aim to continue building sustainable relationships with clients, increase service platforms with deep expertise by advancing
into new business areas, and develop DX solutions that optimize end-to-end processes.

New joint ventures launched operations

OMRON TRANSCOSMOS PROCESS INNOVATION é@ ¥¥1aerc]scosmos
>
[Established] July 2025 [HQ] Kyoto [Employees] ~100 [Established] August 2025 [HQ] Kanagawa [Employees] ~200
[Business] Shared services for OMRON Group’s HR, [Business] Sales support services for Toshiba Tech
Accounting & Finance, and General affairs

Benefits of a joint business (JV) model

Clients transcosmos
Focus on core operations Build sustainable relationships with clients and
Promote digitization through fundamental process ensure continuous business

reform Increase service platforms with deep expertise by

Reduce costs by converting fixed costs to valuable advancing into new business areas
costs Develop DX solutions that optimize end-to-end

: rocesses
Enhance quality P

20

As part of this effort, as you will see on page 20, we are creating back-office companies with Omron and
Toshiba Tec. OMRON TRANSCOSMOS PROCESS INNOVATION is a company that handles human resources,
accounting and general affairs functions for the Omron Group.

As you know, Toshiba Tec is the largest POS company in Japan, and we will provide sales support around
POS with this company.
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Companies like Omron and Toshiba Tec, of course, have employees who have been engaged in these
functions. In principle, these employees transfer to the new company, and we also assign our own staff. In
terms of capital involvement, there are various arrangements. For example, we initially took a 49% stake,
but as the business gets on track, we might increase our share gradually and become the majority owner.

For companies like Omron and Toshiba Tec, the benefit is that they can maintain employment for their
employees even though those employees are transferred to the new company. At the same time, for the
parent company, the area that had previously been accounted for as personnel expenses is converted into
outsourced business costs, allowing those expenses to become variable rather than fixed. This shift provides
the advantage of greater cost flexibility.

We can expand into new industries while gaining deeper knowledge. So it is a win-win model. Moreover, as |
mentioned earlier, this work is back-office in nature, which makes it difficult for competitors to replace us.

In fact, the business is built on a foundation that leaves virtually no room for others to take over, and that is
exactly the approach we are implementing.

"
Reference: BPO services-related joint ventures AP trans
»,COSMOS
Py N omRon prarN
Hanscosmos | &7 transcosmos | 7 transcosmos | ANTETRAMP | 2% cwcwnscrmmes| €5 FANSCOSMOS
OMRON
SRR  FJ transcosmos Tohoku Electric TRANSCOSMOS
Human Resource TT Process TT Human Asset Power Trans Cosmos PROCESS TT Tech Creation
Professionals Management Service Management Partner INNOVATION
Fourndedequity February 2016 November 2019 November 2019 April 2023 July 2025 August 2025
participation
51% 84.9% 80.5% 49% 49% 85.1%
Ownership ratio Fujitsu Toshiba Toshiba Digital Tohoku Electric Power OMRON Toshiba Tech
49% 15.1% Solutions 51% 51% 14.9%
19.5%
Headquarters Kanagawa Kanagawa Kanagawa Miyagi Kyoto Kanagawa
Employees ~750 ~150 ~200 ~200 ~100 ~200
HR HR « General BPO « HR « HR + Sales support
Accounting « Healthcare «  Accounting +  Accounting
Services General affairs support «  General affairs General affairs
+  Document +  Procurement
solutions
O Included as a Included as a Included as a Included as non- Included as non- Included as a
Consolidation i i 3 o i £
. consolidated consolidated consolidated operating income operating income consolidated
accounting i S G e
subsidiary subsidiary subsidiary (loss) (loss) subsidiary

21

As you can see on the next page, we actually have six companies. Going back, since FY2016, we invested in
Fujitsu’s FTHR Professionals, a domestic company within the Fujitsu Group that handles HR, accounting, and
general affairs functions. We provided capital, and now we hold a 51% majority stake.

After that, we established two companies with Toshiba. In April of the year before last, we set up a company
with Tohoku Electric Power covering HR, accounting, general affairs, and procurement. Most recently, we
partnered with Omron and Toshiba Tec.

Support
Japan 050.5212.7790 [ SCR'PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asic’s Meefings, Globally

14



BPO services: Expanded the scope of Al-powered solutions originally designed for %\t
the real estate industry é c'g.?nswos
2

people&techaology

® Promoted our Al-powered solution, originally designed for the real estate industry to convert data from various irregular forms
into text data, to other industries.

® Helped an auto parts manufacturer optimize their Group’s logistics routes and costs by organizing packaging data via trans-Xsynk,
enabling the client to utilize the data across the Group based on their DX vision.

Al-powered solution for the real estate industry

vert to textg Extract necessary data Check & correct

(Success story: Auto parts manufacturer)
Helped client deliver its DX vision via trans-Xsynk

Collect forms teco

Optimized truck loading operations that used

Generative Al Operation to prioritize delivery schedules and rely on
@y, Operations operators’ intuition.
® Transformed packaging operations based on
DX vision and mid- to long-term strategy.
Property information - i
innumerous formats o o text G sl i/ 5,"71?32‘3."“"“ ® Digitized packing specifications.
® Extracted necessary data such as
Data extraction rate* up from 40-50% to 90%+ packaging, size, filling, and weight, and
delivered optimized data for utilization
“Necessary data extraction rate. The rate is around 40-50% with AI-OCR only. using trans_xsynk_
ExpaMstries
® Optimized the group-wide logistics routes
Manufac Fi Life Credit ® Reduced staff, costs, and CO2 emissions
turing Inance  ihsurance card

22

On page 22, the topic shifts a bit. As Kamaya mentioned earlier, this relates to a solution that uses Al.

It was originally created for the real estate industry. In the real estate industry, property information
prepared in each area is handwritten, and unless it is digitized, it is not useful. Since these paper-based
documents and forms come from various offices and sites, field staff in each area could not digitize these
forms when they were busy.

We can convert nearly 100% of analog data into digital, even when each sales office is busy. Each piece of

information, including addresses and floor plans, must be put in a fixed format, and our solution enters the

information according to a fixed format using Al.

We created this solution with Tokyo Tatemono for the real estate industry, but it can be expanded across
other industries since there are similar needs. So we are promoting this model.
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BPO services: Common back-end functions outsourcing: Released new services to

help clients overcome logistics challenges

é %\ trans
5, COSIMOS

® SCM back-office services cover procurement, production, order processing, supply/demand/shipment arrangement,
billing/collection, and customer services. We aim to capture new demand by helping clients comply with two revised logistics
laws: the Motor Truck Transportation Business Act and the Act on Advancement of Integration and Streamlining of Distribution

Business.

® Launched trans-logiManager, new logistics DX solutions that help clients comply with the two revised laws requiring specified

business operators to develop and submit their mid- to long-term plans for streamlining logistics operations.

4 )
trans-logiManager Sl
g g clients
> Logistics info analytics tool Logistics info ® Minimize workload
U— ® Atool for integrating, visualizing, analysis/Reporting for
and analyzing various logistics- - H H
-— related data (orders, sales, ® Analyze accumulated logistics-related gf\verlr?igl-nt%lsl::n:“
Product, sales, and client info freight bills). data and create/submit regular reports. . g | 9
Shipping/logistics costs e erm plans
Logistics costs required by the
Monthly trend, ratio, change in CLO support consulting newly revised
;::’gl?sr{;ssb\iﬁhd%r:t' product;and ® Help create mid- to long-term plans and Iogglstlcs-related
. regular reports (deliver analytics results acts.
T and necessary information). .

" " " Shipping record S Hal iy ) ® Focus on on-site
e e e i p each client solve challenges. 5
mmﬁ Frequency and CO2 emissions operations by

e - - - by shipping method and content. T : using a centralized
Delivery info Digitization-Cleansing platform for
Berth booking system, etc. i % < : o - -
Delivery, standby, ca;'go Driver working hours @ Visualize and analyze logistics-related collecting/analyzin
handling Calculate and view trends in challenges and digitize information g all logistics-
Traceability info + Loading hours spent on delivery, standby, requlreq for |mprovem_ent. Pro_wde data related data.
rate by Al and loading by each vehicle integration and cleansing services.
. / 23

Page 23 shows our new logistics services. We have logistics centers in Kumamoto and Sapporo and have
around 40 clients, mostly in the food industry. We handle order placement and processing tasks for them.

So, we have expertise in order management and processing, mainly for B2B area.

So now, we have the know-how to handle orders via telephone, e-mail, and fax, as well as inventory

management and deemed inventory management, and we have expanded our services to solve logistics
issues. Recently, there are various problems related to truck drivers, so we have expanded the scope and

begun providing additio

BPO services: Common back-end functions outsourcing: Promoted cyber security

services

nal support.

é‘tans

I
) COSMo

people&technology

@ Building on experience and expertise in IT operations, including industry-leading IT help desk services, promoted security
services to satisfy rising client demand for implementing cyber security measures.

® Enhanced assessment, proactive and reactive security services to address evolving threats amid increasingly advanced and
complex cyber-attack threats that companies face along with progress in DX and generative Al.

Cyber security services as a leading BPO provider

Assessment

<

Proactive Reactive

(current state assessment)

saoiA1es fjunoeg

(preventive measures)

(response to incidents)

Support to use
threat intelligence

Endpoint monitoring

Vulnerability
assessment

Support to address
critical incidents

Advisory services

Endpoint monitoring

Network surveillance

Email security training

Remediation support

Security courses/exams

Helpdesk for
emergency operations

24
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Page 24 shows our security services. This area is an extension of our help desk business, which is probably
the largest in Japan.

We are strengthening our services based on our track record to meet the needs of clients.

BPO services: Industry-specific engineering BPO: Promoted services that help %\t
achieve DX in production é C'gp%os
>

people&techaology

® Promoted services that help manufacturing companies achieve DX in on-site production processes.

® Helped clients transform productivity through digital BPO services addressing factory-floor challenges such as labor shortages,
unused systems, lack of data, and siloed data and processes. Services include DX solution implementation and operation, data
environment development, and current state analysis - all at one stop.

DX solutions deployed to clients’ production plants
ERP/PLM ) ¢ MES/MOM '~ Process simulation

Challenges in utilizing DX solutions
Siloed Labor shortage for
information/processes promoting solutions

Current state Develop data - .
analysis System deployment environments Stabilize operations

Visualize Soluti
current state match
\742 Define
allenges requirements

Lack of data

Unused systems

Tool
operation

Collect data

Evaluation,
analysis,
feedback

Prepare/clean
ata

Maintain
solutions

Organize data

Implement
Set targets solutions

uononpoud ul xq BuidjsH

25

The same is true for page 25. Many of our clients are in the manufacturing industry, and in many cases, data
does not flow among production sites; each site uses different systems.

We help clients build a seamless data flow, visualize data, and increase productivity.

We are providing these services using Mitsubishi Electric’s e-F@ctory Alliance. Using that as a foundation,
we are adding our industry expertise to increase the value of the service. These are the recent topics of the
BPO.
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CX Services: Summary of financial results and initiatives é%ggns oS

people&techaology

CX services net sales CX services OP margin

¥143,320mn 2.9%

(YoY +¥3,850mn/+2.8%) (YoY +0.5pt)

® Deployment of trans-DX for Support, our integrated CX platform that fully supports
diversifying customer touchpoints, rose to 117 companies, including replacements.
This led to service growth in digital contact center services driven by sales
activities aimed at increasing orders.

® Focused on enhancing hybrid chat and VoC analytics features with Al to accelerate
the rollout of trans-DX for Support.

® Promoted Al utilization, primarily in digital contact center operations and digital
integration services.

® Digital integration services focused on swift recovery in sales through Al
utilization and VoC via trans-DX for Support.

26
In CX services, we were able to continue to increase sales and profits and improve profits.
x F *Net sales for each service are calculated based on trans
C Services a inancial results gross sales used for management accounting and are é
not adjusted for intersegment transactions.
» COSIMOS
® CXservices net sales up 2.8% YoY, OP margin grew by 0.5 point.
® Deployment of our unique, competitive integrated trans-DX for Support platform reached 117 companies, led by growth in
replacements from competitors and in-house platforms. Digital contact center returned to sales growth, backed by sales activities
that contributed to total deal wins.
® Although sales declined in digital integration services, focused on Al adoption and VoC utilization via trans-DX for Support to
accelerate the recovery in sales. In ¥100mn (rounded to the nearest ¥100mn)~~ OP margin
YoY (H1) Quarterly Trend (Q2)
. YoY: Net sales +¥1,430mn/+2.0% OP margin +0.4pt
Net sales +¥3,850mn/+2.8% OP +0.5pt X
S e QoQ: Net sales +¥2,020mn/+2.9% OP margin +0.8pt
2.99 o o 3.3%
2.4% % 2.0% 28% 2.7% 2.0% 2.4% ”
Overseas subsidiaries & “ -1.0% ‘\“’l: 5
PO ot 4%
Digital promotion +16.0%
Digital integration -ﬁ.G% .
Digital contact center +6.2%
H1 FY2025/3 H1 FY2026/3 Q1253 Q22513 Q325/3 Q4253 Q126/3 Q226/3
1,394.7 1,433.2 682.3 7124  698.3 7121 7065 7267 o
Page 27 shows sales trends.
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CX Services: trans-DX for Support, an integrated CX platform covering all digital fron@égggsnr%os
> People &techmology

® Expanded deployment of trans-DX for Support, an integrated CX platform that comprehensively covers diversified customer
touchpoints, to 117 companies.

® Customers’ self-service rate on website/app doubled by utilizing VoC from social platforms in addition to feedback directly conveyed
to clients.

® Optimized CX at customer touchpoints by seamlessly integrating hybrid chat channels, which have about 3x higher productivity than
call services, with contact centers.

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

trans-DX for Support Obtained patent for VoC data utilization technology
Enhance end-user usability and reduce clients’ costs simultaneously e I Dee o aisHRlona 28 2023

+———— Frontend r———e &————— Backend r————2

Higher seltservicerat  Nreased operationalefficiency Enhanced 1
. ” Reducedman-hours cx& selling cail a i

= o=

Phone

fkiew niceta Insisht BI
e S— b —_—
D Y Poworad by i

@ recommendation Al ° Ca ey B - Voice of
BN Agent chat gk customer cita support the
data, and web behavorel cata

3 VeC by topic 2

o 2 | social [l P ‘

customer
S | support a \ | Social med
content osting
trans-DX for Support

73 Patented
Pate

End of FY2024/3 H1 FY2025/3 End of FY2025/3 H1 FY2026/3

# of clients 60 companies | 70 companies ‘ 100 companies l 117 companies

o] ) —
Iegrate

PC
Visualze challenges in real

% Enniched
D [ support contont time by Wiizing collected data

——— G Chatbot and accelerate the PDCA cycle.
Smariphone =| Opumized wed } (auto-reply) i
x .

1507 flow

)
@

Page 28 shows an area where we have been continuously focusing our efforts.

Even when we talk about CX, we are still primarily regarded as a call center business. However, we are a
leading company in Asia in digital integration and web production. We connect our web production and
contact center services through VoC (Voice of the Customer), and naturally, user feedback also comes into
the call centers.

Recently, users post their voices on social media, so we also link to posts on social platforms using a tool
called Sprinkler. We have obtained a patent for our technology and process for connecting VoCs and
optimizing four channels, including chats.

The goal of optimization is to enable users to self-solve their problems via smartphones. Most users have
smartphones, and they don’t necessarily recognize it as a phone interaction. When they have a problem,
they check smartphone sites, check their inquiry details and, if they can’t find an answer, they search the
page again or dig deeper, often ending up without a solution. So, our initial goal is to help users resolve their
problems more effectively directly on a smartphone site.

The reason users can’t always find solutions on the site is that they use different phrases when making an
inquiry. For example, some people enter “the air conditioner in my house is broken,” some write "air

conditioner failure," "air conditioner water leak," and some write "strange noise or odor.” If the Q&A
content doesn't include those keywords in it, users cannot find the page. And so, eventually, consumers

perceive that the page does not exist.

Consumers don't change their words, even if they think their search is bad. Thus, they conclude that there is
no page. So that’s why they call us, plain and simple.

We understand this. Because call center services are our largest business, we are aware of the variations in
language. We know all the words that come in from users, so we can identify the language users use. We
then use this insight to optimize web search (SEO) and guide users to the right content.
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Another point is that only about half of users actually check the FAQ. Many find FAQs cumbersome because
there are so many entries. Users often prefer to go to support pages or links that consolidate multiple pieces
of information, which is actually more convenient for them. However, many companies still operate under
the mindset that just providing a FAQ is enough. We understand the latest user behavior and flows, so we
guide companies to ensure users can navigate from search to the correct page efficiently. We manage the
user journey using search engines and SEO tools to make sure pages are actually viewed.

Just to have a website requires a fixed cost. If consumers can self-solve, the number of incoming calls to call
centers will decrease. Our model enhances web-based solutions by closely evaluating VoCs acquired via calls
and on social media. From clients’ perspectives, costs will go down because call center operating costs are
the highest. Typically, the maximum achievable call acceptance rate is around 80% to 90%, depending on
each client. Trying to achieve 100% requires significant overcapacity. This leaves 10% to 20% of dissatisfied
customers who could not get through. Our model helps address this problem by solving user inquiries on the
web. Currently, this model is deployed by 117 companies.

With this model, we are helping users and consumers as well as reducing costs for clients. Since other
companies don’t support all these touchpoints, including the web, call centers, and chat, and we also have
obtained a patent for this model, we are growing this service as our unique advantage.

CX Services: trans-DX for Support case study é  trans
», COSMOS

people &techaology

® Helped a leading retail company shift their communication channels to digital via trans-DX for Support.

® As e-commerce and online customer service became increasingly important, built operational processes and an environment that
can handle growing customer inquiries along with increasing e-commerce sales. Helped the client reduce the number of inquiries by
enhancing usability and developing a website that enables customers to self-solve their problems online.

Major retailer: Achieved more than 20% digital shift in communication channels

® Built a next-gen contact center that supports a seamless Our multi-year services helped the client achieve a steady digital shift

shopping experience. o . AN
v ¢ . Starting with current state analysis in 2018, we first enhanced the client's digital
Enhanced customer satisfaction and streamlined contact center touchpoints by introducing various digital channels. Since then, we have

S L}
OPeratIOHS operations. gradually enhanced scenarios and website support content and helped achieve

@ Built an operational process and environment that enable a steady digital shift.
handling of increased inquiries due to growing e-commerce sales.
2018 2019 2020 2021 2022 2023 2024 m
® Promoted digital shift based on VoC analysis (call and social) Sz Chat rate
and user flow on websites (shift to non-voice by expanding chat 2 0.6%-22.3%
usage rate, and enhancing support content). e s s
® Enhanced agent performance by improving Al support features. LA S Elovated productivity
Roventd Ave. chats per hour
E3Em |5
call volumes Voc
® Chat usage rate increased to 22.3% from 0.8%. ve.can 13518
® Shortened average chat time by 40% by reviewing scenarios.
Productivity increased to 1.8x from 1.3x compared to calls. """‘":";‘6';"“"’"“
® Reduced inquiries by about 20% by increasing self-service rate Em;".:::. N

with enhanced support content. PV on website almost doubled.

29

We already have many clients, such as the case study on page 29. I'm sure we can provide many more
examples continuously, but the results include cost savings of up to 20% and an increase in usability by 10%.
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CX Services: Enhanced trans-DX for Support with the power of Al

é\ta

rans
) COSMOs

® Further evolved trans-DX for Support features with the power of Al.

trans-Chat Support

Increase productivity with hybrid chat x generative Al

® Deployed hybrid chat services equipped with a generative
chatbot to COOP Gift online service by Japanese Consumers’
Co-operative Union. Productivity increased 4.3x compared to
call-only services.

® Continuously evolving trans-Chat Support by utilizing different
services for different purposes, including OpenAl and other
LLMs and Japan’s domestic SLM like tsuzumi.
trans-Chat Support performance

# of solved inquiries per service channel per hour

people &techno

CX cockpit
Cut analytics workload with VoC analysis x generative Al

® Used Al for VoC data diagnostics, including call logs. Based on
the identified trend of inquiries, assessed potential for self-
services. Helped clients optimize support costs and elevate
customer satisfaction.

® Al realized swift analysis and standardized service quality. Also
helped shift employees from simple tasks to high-value operations.

® Utilized trans-DX Support, a platform that enhances customer
satisfaction and optimizes support costs, for planning.

CX cockpit performance

Down
Ave. handling cut1
time 60 MH week
O9min :
Ave. handling
time 80 2
7 Ave. handling 2min MH weeks
time
Call only 3min.30sec 1 week
20 1
Call + traditional chatbot Call + g tive Al chatb MH
[Data collection period] Man-hours for Lead time # of inquiries
Pre-deployment: Thu. Sep 21— Sun. Dec. 31 2023 Post-deployment: Fri. Oct 25 — Wed_ Nov. 20, 2024 ana|ysis served (man- 30
month)

I mentioned VoC that comes into call centers. We are also using a bot service with trans-Chat Support
system that uses generative Al. We are tuning chatbots by looking at the logs. We are strengthening the
linkage between bots and chat operators through hybrid chat.

This is also based on the logs that come into call centers, and we are strengthening the chat center by
looking at the logs that come into the chat center. We are also using LLMs as well as tsutzumi, a domestic
model by NTT. We also run the PDCA cycle for analysis.
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CX Services: Al utilization in contact centers

é%trans
/,COSMOs

® Evolved transpeech, our unique speech-to-text solution, into Al-powered agent assistant solutions by adding Al-powered features to
extract VoC, generate FAQs, alert harassment by customers (customer harassment), and prevent false guidance.

® transpeech has become an integrated, automated platform that helps end-to-end agent operations such as extracting VoC and
generating FAQs that used to be performed manually or using different tools. As a result, the renewed transpeech dramatically
enhanced operational productivity and efficiency.

4 transpeech
= || B

Conversation| |Extract VOCs
summary

Operational productivity in speech-to-text, auto

summarization, and VoC extraction processes

Monthly changes in After Call Work

Drastic

Before vs. After

Lo
12pec.
tov § monin

L

N-tmontn

N montn

Ne2months

Anar

Efficiency in FAQ generation processes

i~
Before Afer €

m:l
Draft FAQ |

[~ CRESK o7 evidence 3rd puBIE|
AQ

Speech-to-text

[
s

Prevent false
guidance

L a8
Customer
harassment

alert

)

Gecx nawre ot nquiy 2
@

Cheok for evidence and publish™
content -

Before vs. After
Up

1 30%/month

iGenerate FAQ)

[[] Additional features powered by Al technology. .
1
Page 31 is a tool that converts voice into text, and we are working to enhance this tool, which is actually
used by more than 150 companies, to tune it up and make it standard equipment by FY2028. By converting
voice to text, you can do things | just mentioned and more.

tra
CO mos

people ktec!

CX Services: Al utilization in digital integration services

)

® Delivered trans-Al Hack, a solution that helps increase marketing initiatives and CVR by using Al in digital marketing processes,
including the creation of key visuals, banners and videos and programming.

Al C I = AL+, P = AL+, Al+, lysi
ontent planning age creation Analysis
s Form nz“’ e" °V°,'$' a:m - [ Analyze search Generate site structures Au‘t"’"daﬁm’o::, Categorize user behavior
umma tnassu . <> [—>| keywordsandgenerate —> and drafts for articles, > ‘:?55&‘5 “;al iy | and auto-extract areas
generate suggestions. Website ideas auto-generate HTML gon ;‘:ﬁe:im';y. for improvement
Design omnichannel strategies » _ Organic search visits Production speedt ) Speed of improvement; |
Integrate analysis results, visualize
customer journeys, simulate optimal Al4, Al Al4,
customer touchpoints, and predict B - Scenario design Message creation qIB testing design Analysis
improvements. Support designing ik ge Auto-generate multiple Analyze performance
. = —>| communication plans by > o-generate —>! variable pattemns (subject —>  and auto-suggest
g:mynunwm:sﬁ&-mw;ls Message persona personalized and body text) improved messages
il g : S, LINE. ek, # of scenarios Conversien| Test productivity Speed of improvement!
based on purchase history and VoC. )
"\ Al+, ) Al+, i
Market analysis m(:alem:lar for posts imageiviceo g Analysis
Identify market needs and selling points a Draft posts creation creation
nark Generate plans for posts ! Analyze engagement
from social listening. 5! inline with moments and —>|  Auto-generate posts Auto-generate videos || 204’ agest improved
Social each account based on guidelines with different shots and content
Competifve shalysts X ltSoraen Planning speed? # ol peutni images Speed of improvement;
Auto-monitor competitors’ websites and ete. __Production efficiencyt ) |

collect best practices. )
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Page 32 shows the use of Al in a digital area. We position ourselves as a company that optimizes customer
touch points, so while we make full use of Al, there is a possibility that we may be reducing the number of
our products. We are aiming to be the most Al-enabled CX vendor.
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As a result, there may be fewer people, but we would like to grow by connecting companies and
consumers by providing feedback, while considering the monetization of our services.

CX Services: Digital integration services priorities é

trans
COSmos

people &techn

® Aiming to grow both new orders and replacements from other vendors by enhancing operational efficiency and quality with the
power of Al, and steadily enhancing CX by utilizing VoC via trans-DX for Support.

Success story: Replaced website operations service from other vendors at a financial company

Challenge: Insufficient value created in upstream processes. Internal resources were occupied with routine tasks such as QC.

Streamlined operations and higher quality with Al Enhanced CX using VoC via trans-DX for Support

@ Increased operational speed and enhancedquality with @ Extracted core needs from VoC and incorporated them into
expertise in creative work and the power of Al. @. initiatives.
4 Streamlined microapp development, accelerated creative v 4 Partnered with our contact center team to enhance websites
' work, and semi-automated operations by integrating from customer and UI/UX perspectives.

expertise in creative work with Al.

Client’s perspective Client’s and end-user perspectives
Streamlined routine tasks by the power of Al enables A website that helps achieve goals such as growing
the client to focus more on tasks that create value in sales for the client and one that helps end-users self-
upstream processes. solve problems and encourages continuous use.
33
The following page 33 is a similar example of digital, Al, and the platform | mentioned earlier.
*For overseas net sales by country or region based on clients’ location, refer to p40.
Overseas: Financial results by geographic markets (Overseas Affiliates segment) Egsnsws
I e = Hhd g

® South Korea: Down 0.9% YoY. Although sales decreased on a reported basis, they rose 6.7% on a local currency basis, drlven by growth
in digital contact centers.

® Greater China: Up 4.1% YoY. Up 6.9% on a local currency basis, led by growth in digital contact center sales.
® Southeast Asia: Down 1.7% YoY. On a local currency basis, sales declined 2.6% due to weaker performance in large-scale global projects.
® Europe and the U.S,, other: Down 70.3% YoY. Business restructuring is underway to eliminate the deficit in Europe and the U.S.

Net sales +¥50mn/+0.1% OP margin -0.3pt

In ¥100mn (rounded to the nearest ¥100mn) OP margin

Quarterly Trend (Q2)

YoY: Net sales -¥560mn/-2.1% OP margin -0.3pt
QoQ: Net sales +¥610mn/+2.5% OP margin +1.0pt
4.6% 4.3% 4.2% 5.1% 4.7% 4.2% 3.8% 4.8%

Europe and the U.S., other*

Southeast Asia . . 103.2
{FX-impact +¥90mn})

Greater China B % 170.2
FX impact -¥450mn)

South Korea : 4 231.8
(FX impact -¥1,770mn)

H1 FY2025/3 H1 FY2026/3 Q1253 Q2253 Q325/3 Q4253 Q126/3 Q226/3
505.7 506.2 2439 2617 247.0 2702  250.0  256.1
*Figures for "Europe and the U.S., other” are adjusted for intersegment transactions. 34

On page 34, we have categorized results into CX and BPO, but in terms of overseas, there are many areas

that overlap with Kamiya's presentation. | have listed South Korea, Greater China, and Southeast Asia, in
order of size.
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There are various trends, including the exchange rate. We entered these markets first with CX. Now we are
providing BPO on a trial basis in countries and regions where we started earlier.

cosMmos

people&techaology

Overseas: Provided global CX/BPO services through our hub in Malaysia égtrans
2

® Promoted delivery of CX/BPO services to global markets through Malaysia, a hub for our global services.

Why make Malaysia our hub for our global services?

T, y B support
Providing services globally, S ey

including APAC and NGrth America with international standards advantage

@ X Lower risk of disasters

D status $ Sits at the heart of ASEAN
~—_——___ System Location

Fle);iblllty in foreign
worker employment

key features

pool

Sizable information services
market with a pool of IT People COSt .

Indian & talent
descent OHhES Balancing labor costs

8% 2%
Retain cost competitiveness

A  talent
30# w English is used across

multiethnic countries and regions

Page 35 shows the reasons for using Malaysia as our hub. Southeast Asia is a relatively new area and the size
of each country is very small, so we are trying to deliver BPO for Southeast Asia using Malaysia as a hub.

Overseas: Global CX/BPO services through our hub in Malaysia — case studies é *tra

rans
/COSmMo

people &techaology

Centralized accounting < . . - .
. 2 Centralized multilingual operations
tasks/Standardized processes Centrallze::llt'\’iobnasck office : 9 P
(Client: a major global entertainment) P (Client: a global manufacturer)
s ©® Standardize accounting tasks ® Standardize different HR programs ©® Optimize customer support
S currently performed separately in and systems across five ASEAN operations costs across 16 APAC
= South Korea, Taiwan, Hong Kong, and countries and regions and optimize countries and regions.
-5 Singapore. cost.
® Centralized accounting operations to @ Centralized policies and systems ® Centralized language support
9 Malaysia. considering local regulations in each services for 16 countries and regions
g e Standardized business processes via country/region. Integrated operations. to Malaysia.
= BPR (visualized and standardized processes, ® Effectively obtained work visas in
= set common rules, designed and deployed a Malaysia using our MD status.
framework to use AI/RPA). Assigned local staff for operations.
® Established sustainable ® Centralized all processes except for ® 30% reduction in management costs.
g competitiveness with mid- to long- local regulations and standardized 70- ¢ | aan management and
g term cost advantages. 80% of HR programs and systems. communication. Centralized
5 ® Reduced duplicate costs and helped operational processes and KPIs.
O clients elevate employee satisfaction.

36

Page 36 is a case study, including accounting and HR functions. Each country naturally has its own policies
and laws, and there are many differences, so we sometimes do things on a country-by-country basis.
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It's more efficient for us to manage everything from our Malaysia base. For clients with a large presence in,

say, Thailand, we operate directly there. However, for clients who have smaller, scattered operations across
Southeast Asia, it’s difficult for them to manage separate back-office teams at each location. In those cases,
we handle it effectively from Malaysia. Thus, we have two approaches. This model is based on a two-brand,
two-system approach, with some things done locally and some things done at the Malaysian base.

O s: South Korea led the develo t/deli f tive Al solution trans
versea u orea led the development/delivery of generative olutions é JcSSmos

people&techaology

® Promoted generative Al utilization in China, South Korea, and Southeast Asia. South Korea has been focusing on the development
and operations of Al-powered contact centers (AICC) since 2023. Today, it has developed 13 AICC solutions in-house.

@ Held events inviting several hundred visitors in 2024. Today, the solutions empower over 70 companies across industries,
including finance, distribution, manufacturing, public sector, and IT. Also focused on developing industry-specific solutions.

South Korea’s Al Contact Center, AICC solutions

Channel TCK-developed engines 5) trans-Al Tutor

1) trans-Al Chat .
Roleplay traini
Auto-reply chatbot o so‘gfﬂTransgeech (STT/TA)
STT-based real-ime customer service
guidance solution
7) trans-Al KMS

Real-time response & knowledge

call TCKLLM Engine 2) trans-Al Multilanguage Chat
Muttilingual customer support solution

*GPT, Uama3-based LLM
3) trans-Al Answer

& Auto-reply solutions for online bulletin delivery solutoin
Chat boards, emal, and social plaionns S 8) trans-Al Assist
Inquiry categorization and
TCK STT Engine 4) trans-Voicebot summarization
~Google-based STT Auto voice bot for inbound and
Board “TCK proprietary STT LI 9) trans-Al AddressBot
Speech-to-text solution for
addresses
13) trans-Al Annotator 10) trans-Al Smalltalk
Email TCK TTS Engine Al-based, auto inspection & w;vet:;n :::lion Supervisors Personalized talk script solution
for data ing
“OpenAl
“TCK proprietary model I 12) trans-Al Analytics 11) trans-Al QA
Social i ” Yo insight analysis scluon Automated quality assessment
soluti
S sk 37

As for page 37, South Korea is our largest center and the most digitally advanced country in our group. We
are working with South Korea on Al-powered chatbot services as | explained earlier.

Overseas: Enhanced services for Chinese global companies in Asia and Europe é}‘cﬂgns oS

people &techaology

® As Chinese companies accelerate global expansion, we are focusing on winning Chinese global companies’ demand for services
in Asian and European markets, leveraging our global locations.
Number of Chinese global clients (2024 China’s top 100 brands expanding internationally*): 19
=> Aiming to expand the client base and grow business volume in their destination markets.

Locations Workstations

@ Countries & Supported Overseas
regions languages clients

Global expansion 36 184 60,000 30+ 800+

*Including partner
locations

o ‘g South
Poland ‘.Hungary _ Korea
Greater China @ @ Japan .. ° e
Vietnam @ America = 12
® [ ] s
Other © @ Philippines ®
European Thailand .. °
locations 29 Malaysia #® Indonesia °
’ 147 :

Operation Global Footprint

*Top 100 Chinese companies were co-announced by the Federation of Shenzhen Industries, China Academy of Information and Communication Technology, and #E&E R
S2h2Z 3 (the first international brand consulting firm in China) at the 13" World Industrial Development Forum. Global companies with 30% or more overseas sales to net
sales, or net sales of 3 billion yuan or more, are nominated. 38
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On page 38, you see the recent trend of global companies. When we talk about global companies, we tend
to have a strong image of companies from Europe and the US, but nowadays there are quite a few global
companies from China.

We have a large number of offices in China, and we have always had ties with Chinese companies.
Consequently, we are receiving requests from global companies originating from China, and we are also
making considerable progress in expanding our business overseas, including in the ASEAN region. Today, we
have business with about 19 such global companies from China.

That is all.
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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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