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First of all, the current financial results are as shown here at more than 204.3 billion yen. Operating income
was 11.4 billion, ordinary income was 12.0 billion, and net income was 6.5 billion. As noted here, sales grew
to 113% for product services centered on licensing sales, and for machinery control, such as automobiles and
factory automation, which are our core businesses, as well as for finance and the Internet.
Operating income, ordinary income, and profit attributable to the owners of the parent company are as shown
here, 117.4% and 117.7%, respectively, compared to the previous year.

I would like to talk a little about the third and fourth quarters, and these are the actual results for the fourth
quarter. The sales figure is 112, but gross profit is 107 and SG&A expenses are 111. Operating income was
slightly negative compared with the previous year. There are people here who probably felt it would be a little
higher, but as it’s written here, we're generating enough revenue from ordinary consigned development.
We've made some investments in some of the products and services that will come out later, and we've
improved their quality and will be launching them. But the cost-of-sales ratio of part of that is slightly
worsening.
In addition, SG&A expenses and general and administrative expenses are increasing. Not only in this current
fiscal year, but also the next fiscal year, we are looking to reform our work styles and promote improvements.
In this way, we are making moves to have all of our employees have some kind of mobile device. SG&A
expenses increased slightly due to the acquisition of equipment. As a result, operating profit was slightly
negative compared to the previous year. All of these are temporary, and we have been making investments
with an eye to the future.

This is regarding the sales and operating income of each group company. As for the main body, I will repeat
the previous explanation, but the automobiles, factory automation, the Internet, and the financial business
are performing very well. Because we have been making substantial investments in human resources to
strengthen our operating systems, we were able to achieve a significant increase in operating income.
Naturally, even if we included the enhancement of the quality of our products in this section, they would also
be quite positive. Cybernet’s mainstay MCAE and optical designs businesses performed well in Japan, as
described here. The IT solutions business is also performing well. Overseas sales also seem to be somewhat
different in terms of position, but strong performance in Taiwan and South Korea resulted in higher sales.
Operating income is unchanged. The next is net income. This is due to the impact of the depreciation in
goodwill announced in the previous fiscal year, which is negative.
Vinks. This is the transition to a subscription-based business, which I have been saying right the way through,
but as it takes a little time, sales have declined. Operating income increased due to various innovations.
Cybercom is performing very well. Here too, sales of automotive and semiconductors are trending favorably.
Operating income also increased, including cost reductions.
Regarding FUJISOFT SERVICE BUREAU, sales of call centers and BPO to government agencies remained strong.
Capital investment is increasing in various ways, also incorporating operating income. Recently it has been
reported on the news, but we have today announced that we will correct the financial results for the past
fiscal year due to an error in billing. Consolidation is not for the previous year, and all of these four quarters
include figures for misbilling. In fact, this is one of the causes of the slight decline in operating income, but I

don’t think this is one of the causes that can be regarded as a direct cause. Figures for Bureau include
corrections to these figures.
This is a major listed subsidiary.

If we look at the segment sales and operating income. As you can see, it's almost double digits. In terms of
profits, these products and services have been negatively impacted by the aforementioned factors. What is
written here is repeated, but sales and inclusion and control are also control of automobiles and machines.
These have been performing very well. The same applies to the business system. The Internet and finance are
the main pillars of this growth. Product services are growing very rapidly, but are there investments to
strengthen quality, etc., as you mentioned earlier, and some highly profitable group companies, such as
Cybernet? Last year, Cybernet was selling profitable merchandise in the fourth quarter, a slight year-on-year
difference.
I'm sorry, but I forgot to tell you about quality enhancement. I’ve prepared a slide for a little later, so I'll give
you another explanation there.
Outsourcing services for the government and other public offices are receiving considerable outsourcing
orders. However, the distribution services business is not performing any more positively, so it is basically
unchanged from the previous fiscal year. Profits have increased significantly from the previous year due to
capital investment, so this is the current condition.

The Income Statement. I don't think I need to explain this too much. As for selling, general and administrative
expenses, we are still using the necessary funds, and there are various extraordinary gains and extraordinary
losses. However, a major factor is the impairment of goodwill as a result of the review of this business at a
group company, and we are also selling investment securities, which is positive and negative.

The Balance Sheets. There are not so many things to explain. The current situation with assets is as written.
Fixed assets, here the office space, and the organizational structure, will be considerably strengthened in the
future, so it will still require considerable work space in the future. We are investing in this area to secure
properties, and even if we lease various items, we still incur expenses from that. Will this enter into sales
management? The company plans to use fixed assets in the future. In terms of current liabilities and fixed
liabilities, we also borrowed funds for the acquisition of properties in this area.

Consolidated cash flows. As I have said, operating activities are 11.1 billion yen, which is a considerable
increase from the previous year. As for investment activities, as I mentioned earlier, we have bought a few
things, which is 23.4 billion yen down. As for financing activities, we have borrowed 14.7 billion yen of cash in
hand.

Orders received and backlog in the SI business, both at the start of the period and during the period, exceeded
double-digit figures, as can be seen from the figures. Outsourcing fell below the level of the previous year
under the aforementioned circumstances, but there is a double-digit growth rate across the board.
Sales are naturally increasing along with this trend, and the order backlog in relation to orders received and
sales is now in this condition. I will these contents because they are almost the same as the explanation which
I have given.

With regard to dividends, there was an increase of 1 yen in the dividend because of an increase in profit or a
greater-than-expected profit for the year.
These are the actual results for fiscal 2018. I will now talk about our management policy in fiscal 19 and beyond,
and in fiscal 18 and 19.

I have used this slide several times. One of the key things we are doing is addressing the new technological
areas we call AIS-CRM. Further, in the entrusted field, the Company is shifting to areas with high added value
while strengthening human resources, which is extremely important as a basis. In addition, we are actively
promoting this initiative with a focus on the product business, the Group, and the global arena. Let me explain
the points in this section.

In the automotive field, which you are very interested in, there was the subject of CASE・MaaS in fiscal 2018.
There are companies that are coming together, such as SoftBank's joint venture with Toyota, new joint
ventures such as J-QuAD DYNAMICS, and parts manufacturers.
In the case of in-vehicle software and digitization, open innovation and simulation technology are also very
important. As this area continues to progress, the number of engineers is now increasing from about 1,200 to
1,600. These are approximate numbers, though. . To the increase. As a result, the company was able to attract
personnel involved in the development of automobiles from all of its bases in Japan, and it has opened bases
in a wide range of locations and expanded them.
This is a company we have invested in, a company that was jointly created with Mr. Takada from APTJ based
in Nagoya University, complying with AUTOSAR in terms of the study of elemental technologies. We have
started sales of Julinar that complies with AUTOSAR.
In addition, we are also actively addressing fields such as autonomous driving and EVs, as well as areas such
as deep learning and cybersecurity technology.
Of course, we want to improve the productivity of software, including changes and improvements in the
quality. In addition, we can train in-house assessors for the AutomotiveSPICE procedures and development
methods. In addition, ISO26262 is the standard for automotive safety and electric appliances. We are also
putting considerable effort into the development of DEOS, a development process.

I have been mentioning AIS-CRM, so I'll talk about this for a moment. We’re putting great effort into AI, and
trying to cultivate engineers. There are a lot of AI-related cases in the company, which are now coming from
our customers. By ensuring that our technical team is able to properly respond to them, we will be able to
produce human resources which can respond to AI while communicating information and coordinating
information.
We have formed alliances with venture companies and chip vendors, and we are putting great effort into
everything from consulting to upstream and implementation. It's hard to say exactly because we can't give
out an example of our customers. However, we have decided to disclose Johnson Controls because the
customer admitted us to disclose the deal.
One example of AI integration was that Johnson Controls detected a problem in the air-conditioning system,
so they applied machine learning using Microsoft's Azure platform, and made developments in detecting
problems in the air-conditioning system.
We have been working hard to discover the roof attic or air conditioning equipment. We have been very
pleased with the possibility of a considerable reduction in the number of workers involved in this detection
system, and we are now seeing a lot of such projects being created.

IoT is also a very difficult topic to talk about due to the confidentiality for our customers, but we have a
considerable number of technical staffs, partly because the AI "Edge/Fog" has a lot of embedded control, and
also because we have a lot of support in the development field in the manufacturing industry. This highperformance FPGA server, such as the IoT fog computing gateway, has been introduced as a product of this
kind that implements edge/fog computing.
Communication technologies, including LPWA, are truly technologies that have been developed in mobile
phones and smartphones since the old days, although 5G will emerge in the future.
There is the MS, and the cloud AI between Microsoft and Amazon. For example, in cloud AI, the company's
performance record in the development of IoT has been highly regarded, and I wonder whether no specific
company name has been put out. We have made a number of achievements, and AWS recognized the
achievements of our company. We are recognized as one of 12 AWS IoT partners worldwide.
Then Litmus is a U.S. venture, having solutions to obtain or analyze edge side data. It is impossible to work
with these companies to successfully capture the information that comes from the edge side of the project.
However, the company has been encouraged to work with these companies because the Litmus technology
works very well.
I have given you two brief topics.

In this section, we explain the strengthening of human resources and the strengthening of consigned
development, which are one of the important themes in our framework, and we will promote and train human
resources through this cycle and develop them into a variety of businesses while developing them optimally.
In FY2018, we recruited 800 new employees and more than 5,000 new employees in our partner companies.
In terms of early development, for example, there were AI system certification. This is a very difficult exam
and early stage exam at the Japan Deep Learning Association, conducted by Professor Matsuo of the
University of Tokyo. In addition, we have been able to successfully train our core human resources in securityrelated fields, as well as educate them in practical practice. This trend has led us to say that, four or five years
after hiring, nurturing younger people, and hiring large numbers of people, we have become quite powerful
engineers. In this sense, we believe that this cycle is really working, and we are seeing sales growth this time.

This is the number of employees and the number of business partners. The number is increasing considerably.
Certified technicians are also certified as project managers or specialists, and more than 1,000 people have
this certification. There are many young people, but I feel that we are developing a system that will adequately
respond to the various orders of our customers.

There was also an effort in the past to increase added value, and in Japan, there was a shift to larger sizes, a
bundled approach, a take-back approach. We will improve bad projects with high cost-of-sales ratio by
implementing such factors as a system to increase productivity. There are various ways to improve
productivity and talk with customers, but we are making efforts to improve the cost-to-sales ratio. In the field
of development, which is entrusted, the cost-of-sales ratio has improved considerably.
One indicator is the Ultra Flex System. We have an indicator of how much we can produce in one hour. When
the average overtime has fallen, the amount of money that can be produced within an hour has risen, as
measured by this productivity indicator. Although time is decreasing, I think productivity is increasing in the
form of increasing output.
In addition, as we hire younger people and people from outside the company, we naturally increase salaries
and bonuses every year. The current situation is that we are digesting that portion and creating even more
positive productivity.

This is product and service. This has been doing very well. As for our own products, which will be introduced
later, there is a 7% increase partly due to the enhancement of quality. The increase in license is 26%, and the
increase in in other product sales is 17%. Overall, the product services in this area are growing in a fairly good
way.

We’ve been putting this out for a little while, but there may be voices saying that you don't need any more
numbers about PALRO and moreNOTE and Mirai School. This has been steadily increasing. PALRO is steadily
growing in this nursing care facility, and although it may not be very large, we have begun offering PALRO for
B to C, and we will steadily commercialize it.
moreNOTE has 2,700 companies in the field of mobile content file management and distribution services, and
though it was put out behind, it is the No. 1 and No. 1 product in terms of market share.
The Mirai School is also showing steady but not rapid growth, as the digitization of schools has not yet
developed.

We are also putting great effort into the theme of working-style reform. I am confident that we are improving
productivity through considerable working-style reforms. We’re talking about distributing these kinds of
working-style reforms to various mobile devices and all employees while presenting the contents of our
company, but even at this point, a considerable number of employees are still using mobile devices. The
company will then use a variety of services and products to reform its working styles from all angles.
This topic also includes the M365 and O365, and has achieved a considerable position on a base of billions of
dollars. moreNOTE is also written about here, and we have been ranked No. 1 in the paperless meeting
category for the third consecutive year.

This is to strengthen the quality of our own products, which I have mentioned several times since the
beginning. It's a bit hard to see, as it is written as a digitacho or a digitacho-integrated DVR, but the
supplements are to the right. Digitacho is a digital tachograph. Dorareco refers to a drive recorder.
In the meantime, the duty to install the Karuizawa bus started from the point of view that it caused an accident
on the expressway and there were many victims. This mandatory installation on chartered buses is expected
to lead to substantial growth in the digitacho and dorareco industries.
As a pioneer, we are an integral part of digital and drive recorders. Digitacho means to store the speed,
running time, driving distance, and so on in numerical terms, and connect them to each other. A drive recorder
is a function that records images. We sell this integrated system because it can be used for both accidents and
operation records.
In the early stages, quality issues arose in the third and fourth quarters, and this market is expected to see
tremendous demand in the future. We are investing hundreds of millions of yen to improve quality.
We don't advertise very much. It may not be very well known, but we have been providing digitachos, digital
video recorders, cameras, and so on, and so far, we have had cumulative sales of around 3 billion yen. More
than 20,000 units have been produced. This is a latent market, so we are not in an industry where we are
making a lot of capital investment. However, we are working hard to realize that this is a business that has
great social significance and is also a business opportunity. We have invested several hundred million yen in
these four quarters.

The next is the figures for the next three years. This slide misses the figure shown at the beginning, which was
187 billion. The figure for this year is the highest ever sales of more than 200 billion. Our sales growth will be
about 3% in the future. Similar growth was seen in operating income. Our basic stance is that the
announcement of external earnings forecasts is a figure that must be achieved based on increases in sales
and profits. We will work to achieve even higher goals, but in terms of our external announcement, we intend
to have them do this. However, it is true that there are various uncertainties about the future, so seeing the
announced figures as minimum, we would like to promise to further increase this amount.

As a result, sales in FY2019 were 210 billion yen and operating income was 11.7 billion yen. We expect to
achieve ordinary income of 12.2 billion and net income of 6.7 billion.

We have announced dividends as described above. Based on the figures for the second half of this fiscal year,
we intend to aim for a dividend of 19 yen for the next fiscal year of 38 yen. This is the end of my
announcements. Thank you very much for your kind attention.

