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Executive Summary é@ggg‘r%os
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Sales grew for 13 consecutive years to ¥373.8B, reaching a new all-time high.
Operating income was ¥23.3B, the second-highest ever despite a year-over-year decline due to a drop in gross profit margin.

Amid an uncertain economic environment, the Parent Company’s existing business, excluding COVID-19 related

projects, continued to grow.

Overseas sales continued to expand, primarily in Asia.

transcosmos net income was ¥15.8B, the second-highest ever despite a year-over-year decline due to a drop in non-
operating income and lower extraordinary income compared to the previous year when the income was higher than usual.

Consolidated Sales/%Growth Consolidated Operating Income/Margin transcosmos Net Income/EPS(Earnings per Share)
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*Effective from FY2022/3, the Company has adopted the Accounting Standard for Revenue Recognition and other related standards. In FY2021/3 net sales, revenues from agent transactions have been restated using the net amount recognition 4
method. In net sales of FY2020/3 and earlier years, revenues have not been restated with such a method.
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Overseas

as a result of increased sales activities looking ahead to a
post-COVID-19 world, and proactive service delivery that
meet ever-changing market demands and needs.

Made progress in delivering our unigue, competitive service
models, in particular TCI-DX Service.

Under our fundamental sustainability policy, carried forward
initiatives such as making TCFD-aligned disclosures.

Continued to achieve strong sales growth overseas,

particularly in Asia, sustaining our position as Asia’s No.1

player.

Focused on increasing business with global companies and
successfully expanded business in the Southeast Asia
market that underpinned the robust sales growth.

Existing business, excluding COVID-19 related projects grew ® Increase orders from the public

sector by leveraging the
achievements and client
relationships nurtured through
COVID-19 related projects.

® Address labor shortage (secure

talented agents) and wage inflation
as economic activities bounce back.

Put the China business back on
steady sales & profit growth paths
from a downturn in profitability due
to temporary factors.

Develop new markets to further
expand the Global Business.
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® Sales increased due to growth in all segments.
® Operating income decreased mainly due to a drop in gross profit.

® Ordinary income decreased mainly due to a drop in operating income and non-operating income.

® Net income attributable to owners of transcosmos inc. decreased mainly due to a drop in ordinary income and lower
extraordinary income compared to the previous year when the income was higher than regular years.

In ¥100M (rounded to the nearest 100M) FY2022/3 FY2023/3 Change
Amount ' Amount i Amount 9%Change
Sales 3,541 100.0% 3,738 100.0% 197 5.6%
Cost of Sales 2,763 78.0% 2,973 79.5% 210 7.6%
Gross Profit 778 22.0% 765 20.5% -13 -1.6%
SG&A 519 14.7% 532 14.2% 13 2.5%
Operating Income 258 7.3% 233 6.2% -26 -9.9%
Non-operating Profit and Loss 31 0.9% -2 -0.1% -33 -
Ordinary Income 289 8.2% 231 6.2% -58 -20.2%
Extraordinary Profit and Loss 22 0.6% 4 0.1% -18 -83.5%
et Income atributable fo owners of 215 6.1% 158 4.2% 57 -26.6%




Performance Summary by Segment ’(g*} 80
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® Parent Company: Sales up but profit down. Although profitability declined, the Parent Company continued to grow sales in existing business,
excluding COVID-19 related despite an uncertain economic environment.

Domestic Affiliates: Both sales and profit up. Some listed subsidiaries as well as BPO subsidiaries achieved solid performance.

® Overseas Affiliates: Sales up but profit down. Subsidiaries in South Korea, Southeast Asia and China increased sales. Currency fluctuations negatively
affected profitability of some subsidiaries in China.

In ¥100M (rounded to the nearest 100M) FY2022/3 FY2023/3 ‘ Change
Amount i Amount Mix Amount %Change
Parent Company 2,388 67.5% 2,445 65.4% 57 2.4%
Domestic Affiliates 401 11.3% 432 11.6% 31 7.7%
Sales Overseas Affiliates 865 24.4% 983 26.3% 118 13.7%
Elimination of intra segment -114 -3.2% 1122 -3.3% -8 -7.5%
(Total) 3,541 100.0% 3,738 100.0% 197 5.6%
Parent Company 178 69.0% 159 68.4% -19 -10.7%
(%profit) 7.5% 6.5%
Domestic Affiliates 37 14.3% 37 16.1% 1 1.5%
Segment (%profit) 9.2% 8.7%
Income Overseas Affiliates 43 16.8% 36 15.6% -7 -16.4%
(LOSS) (Yoprofit) 5.0% 3.7%
tlzrgrr?slr;ilﬂgz of intra segment 0 0.1% 0 .0.1% 0 )
(Total) 258 100.0% 233 100.0% -26 -9.9% | 7
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® Sales increased by ¥19.7B (+5.6%)
Sales grew due to an order increase in existing business excluding COVID-19 related projects.
ompan
Sales grew due to higher sales achieved by some listed subsidiaries as well as BPO
Affiliates subsidiaries including a staffing company and a consulting company.
Sales grew due to higher sales achieved by subsidiaries in South Korea, Southeast Asia and
Affiliates China

+118 -8
+31 I

N Elimination of

Domestic Affiliates ~ Overseas Affiliates intra-segment
Parent Company transaction
+197
In ¥100M (rounded to the nearest 100M)
FY2022/3 FY2023/3

Consolidated Sales Consolidated Sales 8
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Parent Company Sales Analysis '(g*%’ggns

® Sales increased by ¥5.7B (+2.4%)

COVID-19 Some urgent projects associated with COVID-19 infection control and economic measures carried out by local
CIEICO ISR governments, etc. slowed down as social needs subsided.

- : Demand for outsourcing services that lead to higher sales and cost competitiveness remain solid. In addition, orders
Existing Business

increased for internet-related projects, chat support and home-based contact center services, given the increasing
exc COVID-19 related .. . . .
demands for digital transformation and a shift to contactless channels under the pandemic.

-45
o

COVID-19 Existing business
related business excluding
COVID-19 related

+57

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

FY2022/3 FY2023/3
Sales Sales 9



Parent Company Quarterly Sales Trend <
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Despite COVID-19 related projects - in particular urgent projects — being on a downward trend as social needs subside, orders
for existing business excluding COVID-19 related deals continued to grow at an accelerated pace (average growth rate 4.9%,

+1.8 percentage points compared to the previous year).
Parent Company Sales
B Sales from COVID-19 related projects

B sales from existing business exc. COVIED-19 related
—@- Parent Company YoY Sales

+11.7%

In ¥100M (rounded to the nearest 100M) +13.7% +12.2%
+9.1% ¢
W

85

FY22/3 Existing business average growth rate

+3.1%

22/3 1Q 22/3 2Q 22/3 3Q 22/3 4Q
569 574 620 625

Existing business YoY sales exc. COVID-19 related

-2.1%

—0

+3.7%

-2.8%

50 45
+5.3%
+4.4%

FY23/3 Existing business average growth rate

+4.9%

23/3 1Q 23/3 2Q 23/3 3Q 23/3 4Q
636 595 603 612 .



*Overseas sales are categorized by country or region 7

OVG rseas Sal es Tre N d by CO u ntry based on clients’ location, therefore, figures are different cgﬁ E'gg‘r%os
>

™

from the Overseas Affiliates segment.
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® Overseas sales reached ¥92.3B, grew by ¥11.8B or 14.7%, expanding its sales ratio to consolidated net sales to 24.7%.

® Business continued to grow in Asia, with Southeast Asia showing a particularly strong growth ratio, expanding the proportion of
sales to consolidated net sales.

Overseas Sales by Country Overseas Sales as a percentage of Consolidated Sales

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

/ 66 +24.0%

53 +24.3%
+7.0% Sales
Mix

+16.8%

FY2022/3 FY2023/3

FY2022/3 . FY2023/3 Overseas Sales Mix Overseas Sales Mix
805 923 22.7% 24.7%
W South Korea ®m China ® Southeast Asia ™ Other W Japan ® South Korea ®m China ® Southeast Asia ™ Other

11
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® Operating income decreased by ¥2.6B (-9.9%)

Earnings achieved solid growth in particular in the private sector in an uncertain economic
Compan environment. However, operating income decreased due to a decline in profitability.

Operating income rose mainly due to higher income achieved by some listed subsidiaries as well as
Affiliates BPO subsidiaries including a consulting company.

Operating income fell mainly due to a temporal drop in profitability in Chinese subsidiaries as
Affiliates currency fluctuations affected performance.

-19
I +1 7 0
Parent Company i ili
Domestic Affiliates Overseas Affiliates Elimination of
258 intra-segment
%Operating Income transaction 233

7.3%

%Operating Income
6.2%

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

FY2022/3 FY2023/3
Consolidated Operating Income Consolidated Operating Income 12




Parent Company Operating Income Analysis é%%@?r%os
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® Operating income decreased by ¥1.9B (-10.7%)

Earnings achieved solid growth despite an uncertain economic environment.
Yet, profitability decreased, resulting in a 1.3 percentage drop in gross profit margin.

Gross Profit

Despite a ¥100 million increase in SG&A expenses, SG&A ratio dropped by 0.3 percentage points. SG%A expense breakdown: 1)

SG&A Personnel expenses up due to new graduate hires and additional hires to accommodate business growth, 2) Office setup expenses down
Expenses as one-time expenses and rents related to the lease cancellation for the former Tokyo Main Office decreased from the previous year, 3)
Advertising expenses down due to the transfer of Nihon Chokuhan business, and 4) Other expenses up due to the lifting of self-restraint
of activities and system updates.

%Gross Profit . SG&A Expensej -1 .
23.5% = 22.2% (%SG&A Expensels 16.0% = 15.7%)
| || |
-18 -8 +11 -4
|
.
Gross Profit Other SG&A
Personnel Expenses Office Setup ~_7|Expenses
» Commission fee -5
178 (internal system upgrade fee, etc.)
. . » Rents +4 (due to the lease 159
/oOperatlng Income cancellation for the former Main * Travel & entertainment expenses -5 0 .
7.5% Office, etc.) (due to the easing of self-restraint of YoOperating Income
. activities, etc.) 6.5%
» Depreciation +5 (due to lower
restoration costs for the former Main  Advertising expenses +6
Office, etc.) (due to the transfer of Nihon Chokuhan
business, etc.)

=19

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

FY2022/3 FY2023/3
Operating Income Operating Income 13




Consolidated Quarterly Performance Trend é*ﬁaygg}%m
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® [QoQ Sales] All segments achieved higher sales, resulting in ¥5.1B growth from the previous quarter.

[YoY Sales] Sales grew by ¥1.9B backed by strong sales generated by Domestic and Overseas Affiliates despite a year-over-year decrease
in some large-scale COVID-19 related projects in the Parent Company.

® [QoQ Operating Income] Up ¥1.5B due to higher income in the Parent Company and positive seasonality effects on Overseas Affiliates.
[YoY Operating Income:] Down by ¥0.6B due to lower sales in the Parent Company. Overseas Affiliates income grew as China business recovered.

In ¥100M (rounded to the nearest 1OOM) _ In ¥100M (rounded to the nearest 100M)

—®— opSales Growth

+11.4%

—®— %Operating Income

+17.0% 1 +13.7%

+7.9% 8.5
.5%

0
6.9% 5.9% 9.3% 5.3%

95

22/31Q  22/32Q

22}3 3Q 23}3 1Q 23}3 2Q

22/31Q 22/32Q 22/33Q 23/31Q  23/32Q

820 861 901 57 51 84 79 48

m Parent Company M Domestic Affiliates ® Overseas Affiliates ™ Elimination of intra-segment transaction 14

r
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® transcosmos inc. net income decreased by ¥5.7B (-26.6%)
N EO Il Decreased by ¥3.3B mainly due to the recording of share of loss of entities accounted for using equity method as
LRI opposed to the previous year when recorded share of profit of entities accounted for using equity method.
Extraordinary Decreased by ¥1.8B due to a lack of gains from changes in equity interests and penalty income related to the breach
NEIUCN(RESEN of an equity transfer agreement recorded in the previous year.

Tax expenses decreased by ¥1.9B mainly due to lower profit before income taxes and the impact of tax systems,
Income Taxes

such as tax credits.

FY2022/3 FY2023/3
transcosmos inc. Net Income transcosmos inc. Net Income 15

Operating Income -33 .18 +19 +1
Non_Operating _ _ NOh-COI’ItI‘O"ing
Income (Loss) Extraordinary Income Taxes Interests (Loss)

Income (Loss)

In ¥100M (rounded to the nearest 100M)
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Current Assets: Cash and deposits and notes and accounts receivables decreased.

Fixed Assets: Investment securities decreased reflecting the fair market valuation of listed shares that the Company owns.

Liabilities: Liabilities decreased after the repayment of current portion of long-term loans payable.

Net Assets: Decreased as a result of purchase of treasury shares.

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

Current Assets

End of Mar. 2022

1,510

End of Mar. 2023

1,354

» Cash and deposits -137
* Notes and accounts receivables

— trade -27
Fixed Assets 675 584 -90 « Investment securities -85
» Shares of subsidiaries and
Total Assets 2,185 1,938 -246 associates -34
e eyen - C Tl - I
Current Liabilities 802 664 1137 Sayable 00 o oans
Fixed Liabilities 174 150 24 | || AScoums payable-t2
Total Liabilities 976 815 -161 * Long-term loans payable -20
Net Assets 1,209 1,124 -85 » Retained earnings +103
— * Treasury shares -133
Liabilities/Net Assets Total 2,185 1,938 -246 + Valuation difference on available-
for-sale securities-89
* Foreign currency translation
. dj 24
Cash and deposits 648 512 -137 aduementss
Interest-bearing debt 282 163 -119
Net Cash* 366 349 -17

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

16



(Reference) Listed Shares Held by the Company
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® List of listed shares held by transcosmos inc.

In ¥100M
Stock name Market Securities code Fair value*
J-Stream Inc. TSE Growth 4308 68
APPLIED TECHNOLOGY CO.,LTD. TSE Standard 4356 67
Shares of affiliates

eMnet Inc. KOSDAQ 123570 21
UNQ HOLDINGS LIMITED HKEX 2177 15
N PFSweb Inc. NASDAQ PFSW 20

Investment securities
Other 20
Total 211

® List of listed shares held by Group companies

Stock name Market Securities code Fair value*
:._\ k55 gﬁ:l l‘fﬂ .-\-\-‘.” fi g pa) N .
Investment securities j%‘lz Jﬁ{yniji)gn IR E IR TR IR 2] ChiNext 300392 6
*Fair values are calculated based on the closing price of April 27, 2023. Note that fair value of PFSweb is calculated based on the closing price of April 26, 2023. 17
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® Operating cash flow: Main cash inflow was an increase in account receivables collections,
while main cash outflow was a decrease in profit before income taxes.

® Investing cash flow: Main cash outflows were purchase of property, plant and equipment and
increase in payments into time deposits.

® Financing cash flow: Main cash outflows were purchase of treasury shares and increase in repayments of long-term borrowings.
Proceeds from issuance of convertible bond-type bonds with subscription rights to shares recorded last year
(no such inflow for this fiscal year).

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

FY2022/3 FY2023/3 Change
Cash flows from operating activities 158 243 85
Cash flows from investing activities -62 -78 -16
Cash flows from financing activities 42 -319 -361
Balance of cash and cash equivalents 639 494 -145
Free cash flow * 95 164 69

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

18
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® The Company’s dividend policy focuses on the dividend payout ratio, which is closely related to the Company’s
business performance.

® The Company pays year-end dividends based on a consolidated dividend payout ratio of 30%.

FY2019/3 FY2020/3 FY2021/3 FY2022/3 FY(i%ﬁ)?’/?’
93
Dividends per share (yen) 33 46 Ordinary dividend 73 156 117

Special dividend 20

Consolidated dividends

. 30.9 30.4 38.5 30.1 30.1
payout ratio (%)

® |n FY2023/3, the Company executed share buyback programs in order to increase shareholder value and to ensure the
flexibility of its capital policy.

Date of Repurchase Total Shares Repurchased Total Amount Spent

November 1, November 11, 2022, and February 22, 2023 (Three in total) 4 million shares ¥13.33B

19



CAPEX, Amortization/Depreciation, Employees, Service Ba@%@?&m
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® Capital expenditures/Depreciation expenses

'1”0;‘5;0“" (OUITE(Ete [ 1S (o ‘ FY2022/3 ‘ FY2023/3 ‘ %Change

® CAPEX
Capital expenditures increased mainly due to

Capital expenditures 59 65 10.1% L the openings of centers in the Parent Company.
® Depreciation and Amortization

Depreciation expenses 54 53 -2.2% Restoration costs incurred for the move from
the former Tokyo Main Office that were recorded

last year decreased in the Parent Company.

® Number of Employees

End of Mar. 2022 End of Mar. 2023 Change . .
® Consolidated basis
Consolidated basis 39,870 40,582 712 Employees increased in some subsidiaries in
T | 29 642 29.709 67 Japan and Southeast Asia due to order growth.
(Temporary employees) : ; ® Parent Company
Parent Company 16,462 16,791 329 Employees increased mainly due to new
graduate hires and additional hires to
(Temporary employees) 22,844 22,179 -665 | | Jccommodate order qrowth.

® Service Bases

® Japan
| End of Mar. 2022 | End of Mar. 2023 | Change Opened a BPO center in Osaka, a contact
Service bases 169 170 1 center and a BPO center in Sapporo, and a
contact center in Hakata. Consolidated some
(Japan) 67 70 3 centers.
(Overseas) 102 100 2| | @ Overseas _ _ _
Opened a new operations center in Indonesia.
*Service bases included the Company’s own bases, head offices, branches, sales offices and bases of subsidiaries, associates, and partners. Consolidated some centers in Vietnam, US, etc.

20
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Create/Enhance Competitive Service Models

Become Asia’s Leading Global Player
Build a Foundation for Sustainability Management

Medium-Term Business Plan Priorities
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Digital Marketing Services

We offer total support services from digital marketing

campaigns to website development, management and

analytics with our 3,000 people, one of the largest service
networks in Asia

* Highly compelitive service framework with one of Japan’s

largest offshore service networks (18 bases in Asia) and

domestic nearshore cenlers

® Blended delivery model using onsite. offshore bases across

Aslia. and nearshore
» Superior quality backed by operational exceilence

and a strong track record built over 56 years since
our foundation

© Optimum senwces tailored 10 each industry and business

model budt on ouwr extensive expernence and know-how
gained from working with over 800 clients each year

* Highly specialized senicas in & wide range of areas

planning & development, manufacturing, logistics

corporate services including accounting and

HR, as well as sales and aflersales ser

Man Group companses.

3 © Cutting-edge services. Including ad tech and MA
services lor LINE/other social media, and integrated
marketing powered by COP,

} ]trans
/] €osmos

Han Group companies.

peopie & technalogy

<7 JArsCOsmOs 4 GANSCOSMOS. 7 aNsCosmos it :

" ""Lw Am JED TECHNOLOG il & onine (-7) -y vstream
RN ORMOS o ¥ 4 — y ey

Crauthe (China) Co., Lad o, (D SKYLIGHT

N Cost X Sales
~ Optimization Expansion
1( Dur services help you enhance Our end-10-end services range

business foundation and raise from markedng 1o customer care.
compatitive edge

Contact Center Services

We optimize communication between
businesses and their customers, and digitize
customer touchpoints with our operational
network, one of the largest in Asia.

E-Commerce One-Stop Services

Qur one-stop services provide all the required
features for e-commerce, in line with e-commerce

and brand strategies of each business.
170 sites in 28 countrios/regions across the globe

Ad ot Maerh 11

- ©® 46 countries/regions, with a focus on e-commerce
growth markets

@ 34 bases in Japan and 43 DASEs OVErSaas #1 W s
“inctading bases of partmers/asiociates
©® Superior quality underpinned by our people development
programs and many years of cenler management operations
as the No.1 contact cener services playes in Japan ("

® Support services for e-commerce businesses tailored to
characlerslics & culture of each target markel in partnership
with leading firms in Europe. US, China and ASEAN
® Diverse CX solutions powered by various digital technologies
Including chat and speech recognition in 25 languages, with over
10,000 home-based contact center workstations

® Full-packaged senvices for e-commerce, from developing business
framework 10 operations

Main Grovs companies

BBANR W una
¢ transcosmos 7 transcosmos ) transcosmos

oty Pavee by O N
s s U a FTSPACE”
w 20 Cafl Conter Saves Survey FY2320. Ntwin Rywise Sasgye Bvimbun l I bso can

Global Services We help our clients go gicbal Localized services for our clients operating in Asia, Europe, Norih and Sculh America

Man Group companies

pE ‘K Named a Leader n CXM serwoe providers e * e Won TMALL 5 Star rating
MATRIX LEADER in the Asia Pacfic region by Everest Geoup * % for the 6t straight year

CX Services

One-stop services for front-
office operations (marketing,
sales, customer support)

BPO Services

Services for back-office and
design & development areas

Global Services

CX/BPO services for the global
market

23



SRl CX Platform, TCI-DX for Support '(@595"3&%05
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® Built/delivered TCI-DX for Support, our unique CX platform that covers all digital touchpoints throughout the customer journey.

® Achieved total process optimization and higher loyalty/efficiency by KPI management across channels using VoC/behavioral logs.

LANTITE G

(A shopify Giobal® W MaMAX  Amazon effmmiéis HUB ]
s sprinklr g I@
@DI ital Contact Center Services

Leading service capacity in Japan.
Prowen records built on serving

mare than 1,700 clients. () Cosrhect-Lick
Diverse knowhow and experts.

S
Autﬂ-‘:laﬂa"r F}::H-ﬂ-ltlfﬂ m Arnaren Wab Qe
tﬂr‘lﬂ'&r’!ﬂﬂﬁl‘l el Sabefores Seracs Closd

dlata with Al Annolaticn

Sardius

Dlﬂ“ﬂl Marheﬂng Services Industry’s first social media center

designed for customer services.

Digital Marketing Campaign

Attract more prospects
From markating strategy planning, GDUQ|E'
oaline/cffline ads and PR, to campaign
planning for owned media channels, we offer Yahoo!
oglimum planning and operations senices. Srand 0P

- F:*E#:’IL:‘Z. m 9 l :
: neraasa win
Kiarkenng
QY  owithal
Dz Chy retsny S
wlarkeling A4 5 @ ﬂ

A trongpeeche:

Vol

Ehgl'[ﬂ] Ir1tegm|:in+1 e Behaviorlnn ¥ Chat-Based Customer Service (Web/Apps)
Integrate operational data and visualize the iali
With proven records and expertise bullt en m - ol s Our specialists are at the forefront of

tire data o i i
serving more than GO0 clients a year, we on ﬂ_"ﬂm‘:;::: dur::hg::dm Lsing the latest social and technological

design the right user flows, and plan & DECISL ﬁ “w -~ P p— 3 " @ G_hgﬂgfi;:ﬂ:jﬁ;m B sammero
pe AN L
“HH s ) KM.”E b Subscription _Al strategists: 100 EESsupport
pr——. G Cperston yappl @ ., idenify gags & enhance o Wab Chat AppsiLINE Chal moFiLus

L, processes via Al-powered

Wabsisipps Offer optimal * - Aute-Advanced Analyties 7 Tune Al models
fommy Salesforce P ¥ . . BEDORE
— == Marketing Cloud reécommendati e . nu::::lnmiis ) Sl Medin . >
Conent Fi Adobe ns with & [EIE8dConnec '
iy e
M arksting 5 J
s Connect various platforms via DEC Connect

ORACLE Zalesforce _
Sanvice Markating Clowd

SAP




ULl TCI-DX for Support Implementation (as of March, 2023) (@;ggg}%m

® Connected VoC collected via contact centers, chat, chatbot, customer support content, and social media.

Increased customer support channels Merged Web and Contact Center Integrated digital customer services
(shifted to non-voice) (increased support content) throughout the customer journey

Contact Center + Chat + Contact Center + Chat + Bots + Support
Contact Center + Chat Bots + Support Content Content (web) + Social Media (social

Contact Center + Chat +

Bots (web) listening + active support)

# of clients # of clients # of clients
(cumulative) (cumulative) (cumulative)

248 119 53 9

FY2023/3 new clients  FY2023/3 new clients  FY2023/3 new clients FY2023’3(2§W clients
(129) (66) (44)

# of clients (cumulative)

25



SN TCI-DX for Support — Client Case Study (@‘} oans
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® Client case study- Leading financial institution: Offered 360-degree digital marketing support services.

Web
development/ [, wumme

NS 20 FEEEN
operatlons
- Website development/update/release
- Landing page development/operations
- Application form design
- Design/coding

Analytics/Improvement & KARTE

- Webpage development/improvement N | A?ﬁfgr'ir,

using PDCA cycle

- SEO/Online customer service by
segment

- Access log analysis/AB
testing/Segmented delivery

Internet banking

- Page development/update - Form development/update
- Message delivery - Design component
creation/management

Messaging Salesforce
Marketing Cloud LINE

+- HTMLH email creation/delivery
- Push delivery - Direct messaging
- LINE rich menu design/delivery

- Segmented KARTE delivery « In-app banner development

- Web view page development/release

trans

-, COSMOS

Feople techrclony

“Customer-centric digital touchpoints”
Support tools operations

- Intranet design
- Design guideline management framework
- Demo screens for CC/Sales training

Call Center & Social Communication

Chat services

* QA operations support
- Chat operations

Call center

+ Omni-channel support

- Digital operation using latest technologies
including speech recognition

+ Customer service for banking services and
balance inquiries

+ Customer service for internet banking web
portal operations and settings

- Website and content improvement using VoC
+ COPC certification

Analytics

+ Quality management

+ Manager development

- Reporting

+ Support for improving HDI assessment
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CX Services

Digital x Contact Center
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® Established non-voice service frameworks in Japan and abroad, connecting 7,000 chat agents, Al and chatbots. Also
built a tech-powered model that visualizes all customer touchpoints across channels, and ultimately delivers the

optimum solution.

Chat Agent plus Chatbot Hybrid Service

(Client case study: Major financial firm)

® Offered Secure Path, a PCIDSS compliant customer data
collection tool, and DEC Support, our chat service tool.

® Chat agents handle matters that require customer identification
such as lost or stolen cases.

Potential of Chat Services in the Financial Industry

Conducted a survey on call inquiry logs and
public FAQ data, and calculated the ratio of
enquiries that can be solved by chat (agent
chat/chatbot). Results show that financial
industry clients can significantly expand
chat service coverage, reduce call
volume and enhance usability if they
can identify their customers during the
inquiry process.

Potential for chat: Inquiries that require after-call work

and ones that require personal information. Cases that
are possible to use chat, but present productivity issues.

34.2%

Insight BI, our proprietary dashboard for CX optimization

(Client case study: Japanese Consumers’ Co-operative Union)

page views, etc.) and qualitative data (VoC, etc.) generated from interactions via
call, chat, social media and FAQ pages into Insight Bl to achieve total optimization
across channels. Reduced man-hours by 70% by automating reporting, and
enhanced inquiry flows from a cross-channel perspective. Ultimately, helped client
optimize call volumes and accelerate initiatives for delivering the ideal CX.

Customer channels Accumulated dato

] S s
Call < \ - ‘ Iy €
0 N Manoge KPIs set for each channel centraily. Detect early
. H ! s

signs of changes ond execute improvement octions ot speed
: Insixht Bl
& Chat «‘ n5|%
/:

cxmarxmsyzan—r [
.'/.v .
C. Social &’»,,7 4
vy <
am

How to utilize Insight BI (examples)

Manage channel KPls across the journey

VoC platform

NMarage VoC collected ot each charmed contrally, Consider mprovement plars
forprochuces, marketing ondoperttions bulding ona wide ronge of customendato
(Dashboord for CX opimicetien)

Improve online ads [ user flows

Anolyze the true voice of usars and access logs,
Refine the woy to attroct ond draw more users.

Web Optimize customer service channels

/
L& = A MR
/ \ Visualize communicatian log / occess log. Increase the
7 / \ g g
A 4 \ FAG / chot resolution rate while reducing coll volumes.

@ Official sites®

Optimize CX

Monage both customer score (NPS, etc.) ond KPIs ser

® After removing customer personal information, integrated quantitative (# of inquiries,

*Above texts are quotation/summary of our press release.
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® Build a Group-wide framework for upstream services (strategy planning to execution). Deployed a secure work-at-home
operation network with 13,000 workstations across the globe.

TCI-DX Consulting Service WAH Contact Center
(Joint service with our subsidiary, Skylight Consulting) (Client case study: Consumer electronics manufacturer)
® Developed a grand design for customer-centric digital touchpoints. ® Moved 2 centers to a WAH model, ensuring the same

From obtaining management approval to executing plans on-site, productivity/quality. Facility usage down by 60%, optimized costs.
offering wide-ranging capabilities covering strategy, business ® WAH model achieved the same level of performance against KPIs
operations and systems. for 12 years in a row. ES rose due to flexible workstyle options less

B RN SOEERET - BN AEE A S susceptible to life events. (Attrition down from 3% to 0.4%, attendance up

" Eﬁﬁﬁg@g %ga&é‘-ﬁj i, BECED TS, Billfl - BRIE - BE{LRR from 92.9% to 98%)

''''''''''''''''''''''''''''''''''''''''''''''''''''''' 1-4- rSYZIRER ool dn
B AL F )L COEETEDONE S BEERTREMEDSRILAERE - II5F0BENIAG
B FEERELTEN GE LSBT SOOI R, AZRECEFTERIDINETHD [HHIRFE] FEA~L—T— EESV

------------------------------------------------------------- muaht /@\L:I‘I.;; — " Ss TAN-YaY
B . S R ﬁ
|

) ey 2%
= L z=aL—say|i e —
S| @ e |

B DT X eDEOERR T T —ADIE

B —EOMHHENFEEIEL LSRN AERE -
AUy — 2R L EED B TEERTFTEORTE

B EEOH DT EFADE E UIAFHDEN

B FEACGE, BREWEOEO—DOEULTOMBDICOEE, J—RL—rPI=Za "7 —>3>0
BEETE

A
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2N Digital Marketing Services
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® Built processes that help clients operate websites/social networking sites while embracing increasingly complex
customer behavior as well as ones that achieve smooth digital customer communication.

Social Media Operations

(Client case study: NTT DOCOMO, INC)

DEC Connect, our proprietary developed API platform

® Offered operations services for Twitter, Instagram, Facebook and
LINE. Helped NTT DOCOMO operate integrated social media
operations at scale with a goal to make its official SNS account
Japan’s leading corporate account.

décomo A BERIRLER {5 CkE

Buabht

A trans ' ' '

— e, (L COSTIOS
a& FEAPEELT b A i
BER AR B Eh RIS PA=DET AN YY)
HEY /TR REMHEEDOFEHM

I ArYA FERF-—LERE - FLy TR

< Bhos HEATA TIALDELOATATT TV F— &
THA ¥ F— LTHK

A beF—Yv—

shift to online -
+ Send outinformation via Seamented messaaing
sy [ P —n= multi-channels, and increase <€ - Delver information that match | [~ 'ﬂ
HEEIRE /RE - EHEE/ £ convenience for healthcare interasts/actions. of healthcare
TN ™ i professionals
AN T UCB Japan ErofessloncagM 4 dei
AV 4 A c te Staff ° Leverage and deliver - -
erporale S the right informaticn. p- > UCB Japan
ATA4TT 7 TERF— 4
Twitter Instagram Facebook LINE :
FILICEEA O T ViR One-to-One communication via healthcare professionals’ personal
=7 JV‘Z MERBA AV T VYRR LINE account and MR's LINE WORKS. P Pe g Deliver segmented messages from LINE official account to healthcare
PDCAEADEE B 5.0 LINE WORKS communication history on CRM using DEC professionals (based on CRM dala, send information based on the
Connect as a hub. ¥ past actions).
After sending messages from the LINE official account, store MR reaches out to healthcare professionals via LINE WORKS based on their
healthcare professionals’ responses on CRM using DEC Connect as response fo delivered messages stored on CRM
ahub.

(Client case study: UCB Japan Co. Ltd.)

® DEC Connect enabled UCB to centrally manage LINE official account
and LINE WORKS data. We also helped medical representatives
reach healthcare professionals with the right information at the right
time by connecting the platform with UCB’s CRM system.

LINE WORKS/LINE Official Account Connected Communication

Communication flow

«<--a Datalink |
g LINEWORKS

Contactless communicaton € — — — T 7 'n
for MR s
< .
«  One-to-One communication Cunrlec' : F':“‘"’"z’i '"'!"ﬂlﬂz’}ﬁ'
UCB Japan with a healthcare professicnal in :’_"": ‘:‘" incl "l "1"9
MR viatheir personal LINE B — Lokinformationwith cru | — T3 Oie Penavioraldera
account
LINE - Higher response rate than
emailicalls.

Communicate via LINE, the * Increase communication with

healthcare professionals
familiar tool ealthcare professionals.
Communicate with MR and get

o s por
cara profassion:
information from UCB Japan via LINE Official Account Switch rich menu
Healthcare  the everyday tool LINE Swilch o the Tight link based

professional on the heqlm:a;re
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® Pushed forward initiatives to further evolve services powered by cutting-edge digital technology.

TCI-DX Service for Metaverse

Services powered by ChatGPT

® Established Metaverse Promotion Department, an organization
designed for promoting the use of metaverse among enterprises.
Formed a business alliance with GCT JAPAN to drive sales, and
launched TCI-DX Service for Metaverse, our one-stop service that
helps clients utilize the metaverse for their businesses.

Clarity Cw pupose far ang the etaverse
Denign considerng user touchpoints
t
Ch—-mm’ht‘hil*.ﬂ i

N,n“..m’ Aratyte Gats Caphiyed s e metaverse
V Vel 20, MO s NFT In the e

)

‘\ Communication support

Croate JOCG conment t Cffer COmIRaCaTon service Mal matites

Omplay swatars and couct srimason *8ch cLRtomar toschpart
~ el

-‘mn-

® \We will develop unique tuning and training methods as well as
operational technology to use generative Al — ChatGPT being the
most famous one — safely and securely, thereby enhancing
current digital contact center and digital marketing services.

® System development underway that connects its proprietary API
system, DEC Connect with ChatGPT. Leveraging our chat
operations know-how built on 7,000 chat workstations around the
world, we will combine the strengths of ChatGPT and chat agent,
and ultimately achieve productivity 3 times as high as typical call-
based services while boosting customer satisfaction.

ChatGPT x < {30

people &technology
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Services

JV/Alllance
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® Continued to promote JV/Alliance partnerships to increase service offerings and acquire new business expertise.

Established Tohoku Electric Power Transcosmos Management Partner Company, Incorporated

® NewCo will act as a shared service center, consolidating Tohoku Electric Power’s back-office operations such as general affairs, HR management
and procurement, and will further enhance operational quality by combining the expertise that the two companies have accumulated over the years.

® To achieve Tohoku Electric Power Group’s management philosophy — Prosper with local communities — the two companies aim to deliver solution
services such as sharing of know-how in streamlining and standardizing back-office operations not only to Tohoku Electric Power Group, but also to

other companies in the region in the future.

Company
Name

Headquarters

Date of
Foundation

Capital

Shareholders

Business

Operation
Start Date

Tohoku Electric Power Transcosmos Management Partner
Company,Incorporated

Joint-management

Sendai city, Miyagi Prefecture, Japan

*Consolidate back-office
operations
@ Tohoku Electric Power Co,, Inc,
Utilize external
expertise/know-how

April 3, 2023

¥300 million (capital: ¥150 million; capital reserve: ¥150 million)

Tohoku Electric Power Co., Inc.: 51%; transcosmos inc.: 49%

Outsourcing services for back-office functions including general affairs, HR
management, accounting, procurement, etc.
Consulting services for administrative operations

September, 2023

*Above texts are quotation/summary of our press release.

TR

T

(#3 Tohaku Electric Power Co, tne. X FJJJ%

I Tohoku Electric Power Transcosmos Management Partner

Provide services Company,Incorperated |

A TETRA
G&A HR

Accounting Procurement

@ Tohoku Electric Power Group

¥ Further streamline/standardize back-office operations at

Tohoku Electric Power

Enhance operatienal quality by combining expertise

~  Expand service delivery to companies in the region over the
leng-term

=,

-Share know-how for higher
g ? efficiency/standardization

+Build a BPO platform for the
‘ electric power industry

Provide services to a wider
audience over the leng-term

|

Companies in the region
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Digital BPO Services

Services
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® By combining operations and digital technologies, established a system that enhances efficiency and productivity of

back-office and highly specialized operations.

Streamlined Accounting Operations
(Client case study: Manufacturer)

® Built a business foundation for driving DX by all-out process
standardization and centralization. Achieved 100% paperless
operation, freed up resources equivalent of 65 mon-month, and
+10% cost efficiency using RAP.

o« D—-TE&. SO - Concur InvoiceiE A %8
¥BEon0—w— + SAP S/4 HANA B{TXiE
0-270-S AT LMNES

ITXBPO;EHC LD
100%~—/\—LAER HR—p
« RPAEA

e DRwER SR R L

601t 65 A 818 109%3h%4E

oY — AR

+ UE- M- ViRIBER
#E30%L LESEE, T7SUT IR MO

Construction BPO Services

® Connected related operations currently scattered across the
construction process with the use of IT and cloud. All operational
processes are now performed at centers, resulting in higher
productivity. Drove company-wide KAIZEN by connecting sites and
headquarters.

MTEE BSIMSRTITERETIOCACERLT
ERFROARRBERIOCAE — BN

o - - - - - -

-

(armmnson | [mume e | | mrewsa || awioxit |

g m———————
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Services Digital BPO Services
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® To achieve construction business process DX using BIM/CIM, established a framework that offers both technical

and human support.

Case Study: Operations using BIM/CIM

® Based on common BIM tools, rules and processes, developed tools in
line with BIM Standard. Based on standardized systems, built a
business foundation that drives DX. Also offered circular services that
are in line with development cycle.

BIME 7L AL (!) BooT.one BIM Standard
B G
BMETILZEHE ‘®Y CONSTRUCTION
CLOuUD

L ]
BIMETILEER () CueT.one Building Data Lake
i - 1% HIE
|

: (o

[ — -
UM (¢)BPO A7
construction ,W’—. Q—P’W‘

BMT Ot 2DHE (.!) Bihmcess
_______________________ & : 3

NAVIS

'“ MASTER ;

BIM Management Support

® Realized centralized data management that was not possible by
building an end-to-end support system from design to
construction. Drove corporate-wide BIM usage by offering
services such as modeling, property data entry, and education.

® Established a framework that offers both technical and human
support.

[fE3BIM]| A5 [fE5BIM]| A

Il il | &> ®BiM
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® Developed and offered joint-solutions with subsidiaries to maximize synergy as a Group.

Joint solution with J-Stream

Develop the pharma industry

® | aunched Sales DX Solution using video
watch history.

® Acquired new clients in the
pharmaceutical industry.

toEEBMMBEBEAAE.

¥/stream

X

%
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people &technology

Joint solution with Applied Technology

to BIM & to DMG

® To help achieve Construction DX, delivered BIM

Total Service that drives and spreads the use of
BIM.

to DMG: With the aim to help the manufacturing
industry achieve DX, delivered “to DMG,” a
service that blends BPO for resource
optimization and generative design and other
cutting edge technologies.

QGQ

%
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people &technology

Joint Solution with Skylight Consulting

TCI-DX Consulting Service

® Developed a grand design for customer-
centric digital touchpoints. From obtaining
management approval to executing plans
on-site, offering wide-ranging capabilities
covering strategy, business operations
and systems.

SKYLIGHT

X

%
@ﬁ‘érggr%os

people &technology
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Create/Enhance Competitive Service Models

Become Asia’s Leading Global Player

Build a Foundation for Sustainability Management

Medium-Term Business Plan Priorities
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Global Service Network
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® Enhanced partnership among subsidiaries in each country/region, and built an international network of service centers.

Delivering services from 170 locations in 28

countries/regions across the world

Multi-lingual, multi-cultural services at one-stop
(Client case study: Leading Chinese smart device
manufacturer)

® 70 sites in Japan, and 100 across 27 countries/regions overseas.

Global 100bases across 27 countries/regions

48Bases 21,720 Workstatiors

>
2L ®° SOUTH KOREA -

¥ TAIWAN
%= R PHILIPPINES E-Commerce One Stop 2 Bases.
“QVIETNAM “Inchuting & Dase BrovIEng two of more services
'. THAILAND

= - 7
=
Cor

Okinawa Area

)
uuuuuuuu

® Consolidated contact centers and social media content creation
centers in Malaysia, and successfully raised service quality and
reduced costs.

® Now providing services in 16 countries/regions with differing
languages and business practices.

Centralized contact center in Malaysia and countries it serves.

= o Nl

Hong Korg Tawan Astrala New Zeatand Indoresa The Phiigpines

— ]~ JI-|Sflc)« BN

Sei Lanka Poustan
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Asia’s Leading Global Player &% 0s
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® Recognized as Asia’s leading global player by expending business with international companies across the globe with a
focus on Asia, Asia.

Top player status in the Asia Pacific Region

Global BPO Player Top 16

® Certified as Leader for 2 consecutive years, and recognized as Star ® \Won 16%" spot in the world in Gartner’s the Market Share: IT
Performer for the first time by Everest Group Customer Experience Services Worldwide, 2022 BPO Market*.

Management Assessment in APAC. “ferest Group
LEADER D

PEAK

VSt
= Everest Group Customer Experience Management
EAET R‘lls- with PEAK Matrix® Assessment 2022' M A T R

CUSTOMER EXPERIENCE MANAGEMENT (CXM) IN APAC

- @ Loaders
@ Major Contenders
3 Major Contenders QZ”'::m *—F o
BPO*FLA ¥
gg Bell System24e I\j /Z j Z:E z
3
§ NS ZIRER I KH— R F—HERILIMarket Share: IT Service

Worldwide, 2022MBPO*MBICHEL TR C16ficZI14 ~ULFEUI.

[P Aspirants

Low High Gartner does not endorse any vendor, product or service depicted in its research publications, and does not advise
(Mm,b,,m?&ﬁ’mwwum technology users to select only those vendors‘with the highest ratings or other designation. Gartner research
publications consist of the opinions of Gartner’s research organization and should not be construed as statements of
O iy a0 sae ) e, v s dacksiri, and Evnst Qs sricsont ol ures fact. Gartner disclaims all warranties, expressed or implied, with respect to this research, including any warranties of
This T © merchantability or fitness for a particular purpose. GARTNER is a registered trademark and service mark of Gartner,

Inc. and/or its affiliates in the U.S. and internationally and is used herein with permission. All rights reserved.
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Create/Enhance Competitive Service Models

Become Asia’s Leading Global Player

3. Build a Foundation for Sustainability Management

Medium-Term Business Plan Priorities
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Talent Foundation
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® Carried forward initiatives toward developing talent, the source of sustainable business growth and value creation.

Employee Engagement

Al Talent Development Project
“tra-no-ana Al Academy (tiger’s den Al Academy)”

® In FY21/3, we launched an employee engagement survey (eNPS)
covering full-time employees and officers in Japan and some
overseas offices. FY23/3 survey covered about 13,000 people with
a high response rate at 86%. eNPS score rose as a result of HR
system reform, enhanced management-employee communication,
and various other plans executed across the organization.

FY2023/3
Survey
espondents/Response rate

About 13,000
/86%

FY2023/3
Score

Up 4.5 points

® Executed a project to develop talent with expertise in problem
solving and planning using data and Al, producing 200 Al talents.
With knowledge gained from a 6-month course, developed plans for
new Al-powered services and for improving business processes.

4-month progress Total number of plans developed

®AI mindset @Al terms for beginners 3 Basic As many as 1,093 plans developed through the
Al concepts @ Al case study gathering skill — academy project, overachieving the initial target
knowledge for creating Al-powered services. of 500.
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® Carried forward initiatives toward developing talent, the source of sustainable business growth and value creation.

Diversity, Equity & Inclusion

® Under a five-year action plan (FY17/3-FY21/3), based on the Act on
Promotion of Women’s Participation and Advancement in the
Workplace, achieved our target to raise the female manager ratio to
at least 21%. Already cleared the new FY24/3 target of 25% or
higher.

® Employment rate of disabled persons is above the statutory rate of
2.3% for 4 consecutive years. 72% are working in profit centers
(service depts.), as a web developer, web operator and a designer.

Women in managerial roles Assigning disabled persons to profit center

- #of - Female
EE  female === representation

managers 25.5%

Designer 21%
BPO 13%
Web coder 11%

23.0%

Service Dept.

72%

Disabled persons’ job allocation

Jul, 2020 Jul, 2021 Jul, 2022

Employee Well-being

Health and Productivity Management

® In line with our Fundamental Sustainability Policy, our
representative director & co-president declared an Employee
Well-being Statement in FY2023/3. Based on the statement,
established a system that ensures the effectiveness of our
employee well-being programs.

® On March 8, 2023, recognized as a Certified Health & Productivity
Management Outstanding Organizations 2023.

/ 2023
,;'_-:’i%," RESEREA

Health and productivity
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Action against Climate Change/Corporate Governance
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® Steadily executed sustainability and corporate governance strategies, both enhanced in 2021.

Information Disclosure in line with the Task Force on

Climate-related Financial Disclosures (TCFD)
Recommendations

® Analyzed climate-related risks and opportunities in line with the

TCFD recommendations, and disclosed TCFD-aligned climate-
related financial information.

® \We will continue promoting environmental management by taking
action against climate change, while driving initiatives to help clients
solve climate-related challenges.

TASK FORCE on
CLIMATE-RELATED
FINANCIAL
DISCLOSURES

Initiatives me—

Climate Change
KEZH

"
i

Visit here for TCFD-aligned disclosure (no translation available):
https://www.trans-
cosmos.co.jp/company/sustainability/environment/climateChange.html

| ST NI PEENE N MRS | |
ZT. Bwoe gacwecs:isgTEss

Nomination Committee/Remuneration Committee

® Two nomination committee meetings and one remuneration
committee meeting were held in FY2023/3. Both committees are

functioning effectively, deliberating on matters other than original
proposals in their respective meetings.

Nomination Remuneration
Committee Committee

Independent Outside Independent Outside

Directors Inside Directors Directors Inside Directors
f ! ) ]

A
| | [ |

|

O 0 0 0 O
d & O O O

Chair

O 0 0 0 O
< @ O O O

Chair
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The Landscape of the Outsourcing Business
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Supply Competitive Environment

Corporate IT: Cloud migration
(mode 2)

» Cloud takes hold...Focus on HR/customer
services areas. Shifting to a multi-cloud
approach

* Investment pivoting from SoR* to SoE*...Client
base shifts to business/service depts. from IT
dept. Move to insourcing

» Transition to agile methodologies

*SoR (System of Record): Information technology for
streamlining and optimizing back-office operations.

*SoE (System of Engagement): Information
technology for growth strategy/business growth.

New competitor: Non-traditional/emerging
players advancing into the DX market
* Non-traditional players entering the Digital x CX x BPO industry
* New economy players

» System integrators spur growth of business process services
(BPS)

v

Direct competitor trends: Investing

advantages of scale in digital
+ Alliances
» Digital Tech M&A

* WFH (work from home) model triggered foreign player to take a
fresh look at Japanese companies

Workforce: Labor shortage
(especially in Japan)

+ Japan domestic workforce hits the ceiling
« A power shift from employers to employees

Business: True value of digital

comes from abroad
Japan: Digitization gradually begins as the

government/business push for DX to address the
stagnant economy and changing demographics,
yet, transformation remains behind. (source:
White Paper: Digital Transformation 2023 *no
translation available)

Overseas: Tech firms lead economic growth,
creating new needs for outsourcing/IT services
(content moderation, blockchain monitoring,
digital IT services, etc.)

e

+ Demand for human capital management

Alternative approach: Less human engagement

» Customer-facing services shift to digital from humans

» Evolution and democratization of automation technologies
and Al

Consumer: Every generation
demands digital-first approach

Every age wants a mobile-first approach

Social media and UGC (user generated
content) gains power over corporate official
communications

User experience becomes key in B2B
services, not only in B2C

Strateqgic priorities based on the current market landscape

* Take tech strategy to the next level (tech-driven to user-driven, partial to total optimization, use cloud interconnection)

+ Global market remains the greatest growth opportunity, accelerate global growth amid increasing alliance formations (partner with growth
companies, add new services).

* Proactively reallocate management resources to win in an ever-expanding battlefield (strike balance between company-owned assets and th23

use of partnerships)




Medium-Term Business Plan Priorities (New plan overview) éﬁ'&@&%gs
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Global Digital Transformation Partner

Deliver the optimum customer experience and productivity to clients using cutting-edge
digital technologies, and conifibutesmereating a sustainable society.

Vision

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

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

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

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

Pivot to a platform

business model
(platform as-a-service)
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transcosmos Group Target
Sales: ¥1 trillion
FY2026/3
Targets

¥4SOOB or higher

FY2023/3

Actuals

Sales ¥373.8B »

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

® |n this document, yen is rounded to the nearest hundred million (figures shown
In million yen is rounded to the nearest million) and the percentage is rounded to
the first decimal place.
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IR Contact

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



