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It is the highlights of consolidated performance. As you can see from the figures here, net sales were 113.5 
billion yen and operating income was just under 6.7 billion yen. Ordinary income is more than 6.8 billion. The 
net income was more than 3.7 billion. 

As shown here, sales are expected to increase due to the strong performance of system construction and 
product sales by Group companies. Embedded/controlled systems include automobiles, FA, machine control 
systems, and social infrastructure. 

In the business field, the Company provides services for the distribution and manufacturing industries, 
internet services, and non-banks. These are in good form. Licensing sales, Group companies' product sales, 
BPO, and call centers are also good, and the sales increased by slightly less than 113%. 

Operating income rose 26.7% to 6.693 billion yen, reflecting an increase in sales and profits. As stated here, 
ordinary income rose slightly at 19.5% due to factors such as the impact of investment income and the 
appreciation of the yen. Net income for the year ended at 3.7 billion yen despite a slight discrepancy. 



 
 

 

This is a picture of sales and operating profit, and it shows an increase in gross profit, an increase in sales, and 
an improvement in the cost of sales ratio, as well as an increase in SG&A expenses, which resulted in a net 
gain of 1.4 billion yen. 



 
 

 

This is the figure from April to June, which covers only Q2. Sales increased 13.9%, and the cost of sales ratio 
slightly increased to 76.8%. This is in response to changes in demand trends, and we are always actively 
strengthening our human resources from April to June. In the current fiscal year, this is somewhat more. The 
cost of sales ratio fell slightly below the previous year's level. 

SG&A expenses rose by around 900 million yen to around 10.8 billion yen, but growth in SG&A expenses has 
not grown as much as sales. The net operating income of 16.3% increase is the result for Q2. 



 
 

 

As for the consolidation of listed companies, the main body is the same as the previous word, but it is a good 
performance in each field. This is an increase of 13.4% and a rise of 10.8%. 

As for Cybernet Systems Co., Ltd., it announced the financial statements yesterday, and CAE and IT Solutions, 
as well as overseas, performed well. Both operating income, sales, and operating income were well. In 
particular, operating income is growing significantly. 

As for VINX, due to a temporary increase in the number of projects for the consumption tax, sales increased 
as a result of deep cultivation of existing customers. As a result, operating income exceeded sales. This was 
partly attributable to an improvement in the cost of sales ratio, and VINX also posted an increase in sales and 
a significant increase in profits. 

As for Cyber Com, although there are various descriptions such as control systems and public systems, services, 
and ADAS, overall sales are strong and increasing. As a result, operating income will increase. 

SERVICE BUREAU also saw an increase in sales thanks to strong sales of BPO services to government agencies. 
Operating income is sufficient. SG&A expenses are also rising, but this will be absorbed by an increase in 
profits. 

I believe that the figures for all Group companies were extremely good. 



 
 

 

This is the classification by segment, but as for embedded/control systems, as described here, the strong 
performance of automobiles, FA, machinery control, and social infrastructure is enough to achieve double-
digit growth. Profits are also improving, including an improvement in the cost of sales ratio. 

I feel that sales of business-related products are growing faster than those of embedded products, but these 
are extremely favorable in each field. Their sales have increased 26% of the total. Operating income is the 
increase of 70%, partly due to the increase in the number of subsidiaries. 

As for the product service, it is not reaching a little but increased 9%. Operating income increased due to an 
increase in sales of Cybernet and other subsidiaries, which also included an increase in profits. 

In outsourcing, this is much the same situation, but the decline in sales to distribution services has resulted in 
a corresponding decline in sales compared to the previous year. 



 
 

 

This is simply a picture of current sales and operating income by segment. I would like you to see. 



 
 

 

In the consolidated statements of income, although there is nothing to speak of, the ratio of the cost of sales 
to sales is improving, and the increase in sales of highly profitable Group companies and products is improving 
in terms of productivity and the increase in sales of the Company's products in the first half. As a result, the 
consolidated statements of income are improving overall. 

SG&A expenses are also rising due to upfront investment. This is because we are using the SG&A expenses 
necessary to increase sales and other items. 



 
 

 

The balance sheet is as you saw, so please read it. 



 
 

 

Cash flows from operating activities have increased substantially compared with the previous fiscal year, as 
sales have increased, although this is not a major factor. Cash flows from investing activities, despite the large 
expenditures, seem to have improved in light of the fact that there were considerable expenditures in the 
previous fiscal year. On the other hand, financing activities have been carried out in the previous fiscal year, 
which means that the difference between the amount of borrowing and the amount of borrowing required 
for land and buildings appears in the statement of cash flows for the current fiscal year. 



 
 

 

The amount of orders received and order backlog are similar, but in the embedded and control software field, 
the FA-related, automotive, and social infrastructure businesses are performing well. The order backlog is up 
17%. 

Business-related orders are even better, and the order backlog is up slightly less than 30%, compared with 
the previous year, due to a considerable increase in orders in the field mentioned earlier.  

Product services also performed well and increased 11.5%. 

Outsourcing is the same as before. Although it is declining, we have received orders for operation and 
maintenance projects, and the order backlog has increased slightly. 



 
 

 

Regarding dividends, we have disclosed a dividend of 19 yen because of an increase in net income, it is 20 yen 
because of an increase in dividends rather than disclosure. At the same time, we intend to revise the year-
end dividend to 20 yen. 



 
 

 

This is the charts of the classifications we have used so far. I would like to give you a little more time to talk 
about the following items: the new technologies, the AIS-CRM, and the technological areas, value added, 
human resources, and product business. 



 
 

 

AIS-CRM, this Automotive has continued to grow at an extremely high rate, and the number of projects in 
such fields as IoT and AI has increased considerably. Overall, the ratio is still small, but it is increasing. 

This is the state of automotive-related software that you are paying close attention to. Development needs 
are continuing to expand dramatically, and the company is building a system to strengthen its ability to 
respond to these needs. 

This is the first publication, but if we divide our businesses into cutting-edge fields, which are said to be CASE, 
and other existing fields, which we have been doing, the growth rates of these CASE fields will ultimately show 
a very high rate of growth. While existing needs are naturally growing, the growth rate is clearly greater in 
new areas. 

Since we are also talking about engineers, the figure is more straightforward for us, but there has been an 
increase of about 1,800 people in automotive software engineers or about 200 people in the last six months 
or so. The company plans to expand its presence in Kobe and Fukuoka to secure more locations. 

In terms of the utilization of AI, the use of GPU and AI platforms, and the development of autonomous driving 
algorithms, we are doing these very well. Although GPU servers and NVIDIA's GPU servers are so famous, we 
are preparing them as our platform and developing the development environment. We are also moving ahead 
with the development of such automobile position estimates and expressway maps, as well as the research 
and development of drive simulation technologies. 

The term "Automotive SPICE" refers to the standardized model of processes in the automotive industry. This 
refers to the development of this kind of assessor-like model, which is used in all projects, achieving both 



 
 

quality and cost-effectiveness through the use of this model, and understanding engineer skills throughout 
the Company. 

AUTOSAR is also attracting much attention today, and we have invested in APTJ, a company built around Dr. 
Takada of Nagoya University, to jointly develop platforms for the Julinar of AUTOSAR response. With the 
commencement of mass production and development, the Company has begun to respond as a business, 
even though these platforms will become fully available in the future. The start is complete. 

In addition, in the sense of AUTOSAR, there are many software packages that are internationally standardized 
platforms, and there are some engineers who can respond to these kinds of problems. We believe that 
increasing efficiency through such measures will also become our strength. 



 
 

 

As for AI, I would like to tell you a little more about the current situation. Although the AI environment is 
expanding, I think the use of AI is limited. While the time and effort of POC has increased dramatically, the 
market has also reviewed the way in which the POC can be treated as if it were actually done alone. 

On the other hand, there is also a need to improve the implementation environment for AI learning, and I 
think there are some areas where the market is changing slightly. 

We have significantly strengthened AI consulting, which we have been strengthening over the years, and have 
launched several more specific projects. 

By continuing to strengthen the integration personnel, the integration business itself is expanding, and even 
in the case of the provision of the implementation environment mentioned earlier, we have set up a GPU 
server in our own center. We are providing an environment in which customers can use a high-performance 
GPU server environment for learning. We are also selecting AI models in this environment, and we are moving 
to contribute to the creation of AI for customers. 

As for the business called AI Integration, this is a very ambiguous chart for this fiscal year's forecast. It's going 
to go beyond this line of 1 billion yen. Although it is a small amount of money, given that the businesses in 
which venture companies are doing such business in the world are not so large, I believe that this number is 
a decent amount of money. 

Regarding topics, we have received an award from the Japan Deep Learning Association, a general 
incorporated association. We are doing our best to develop a process standard that brings together the 
opinions of vendors and users. In this way, AI's business is steadily advancing. 



 
 

 

I have not provided a very concrete explanation about the high-value-added SI business so far, but let's talk 
about this kind of internet business at this time. This is very active today. 

By responding appropriately to increasingly sophisticated and complex needs accompanying the development 
of the internet market, we can expedite our response to projects and respond appropriately to large-scale 
themes. The Company is promoting the handling of high-value-added projects with high difficulties. As you 
can see here, the BtoC and BtoB markets are expanding dramatically. 

Although it has not been simple in the past, it is now changing from a relatively simple product sales site to a 
sophisticated development that combines various services and functions. We refer to it as a super-upstream 
process, and we intend to strengthen our customers' business support by offering one-stop integrated 
solutions that encompass all areas from business planning to development, operation, and maintenance, as 
well as related operations. 

With more than 10 years of experience in developing and operating these services, we use consulting services 
as one of our tools, which we call NET SHERPA. This is very good for our customers now. This will expand the 
customer base. As a result, we are currently growing at an average annual rate of 20% or more. 

It's a peripheral service, and “Fanreco,” FS Recommend, and NET SHERPA are our services or solutions. The 
internet business-related area is growing significantly by integrating external services that are needed in a 
variety of societies and providing them. I explained the one example of a single high-value-added SI business. 



 
 

 

The fact that we have a great deal of human resources means that we have personnel and productivity, and 
the number of new graduates is marked as red circles and the bottom shows the number of mid-career 
employees. We are actively recruiting and providing education on human resources. 

The 370 and 380 people who were hired in 2015 have also become careers in their fifth year, and especially 
those who joined the Company with new graduates have a sense of reality that they are now becoming quite 
good engineers. They are very active. I believe that a scheme in which young people grow young people is 
also very common. 

This figure is the last year's figure, but the average overtime working hours are now only 20 hours. It is 
declining every year. The measure of how much output we are able to produce during the time we are doing 
is rising each year. 

It raises productivity while reducing average overtime. We've written a number of things, and in the sense of 
working style reform, we are taking a number of steps, including various management rules and fundamentals. 
Today, the company has created a telework environment in which all employees can communicate, improve 
productivity, share information, and convey know-how by distributing mobile devices to all employees. 

These efforts and our natural main development process include using packages or operating systems, 
creating a variety of engineer systems, and creating mechanisms to detect bugs as automatically as possible. 
We are also working in the field of agile, and we are making considerable efforts in productivity development 
and technological development to make good use of young people. We are also working hard to improve 
overtime and productivity. 



 
 

 

This is a virtuous cycle, and the company has invested in human resources to cultivate young employees, 
which it has really nurtured through its educational system and development practices. We believe that it is 
fairly good to move further from productivity improvement to growth areas. It's about AI qualifications, 
sophisticated personnel qualifications, or internal regulations, and it's about appointing project managers or 
specialists. We believe that these are very substantial. 



 
 

 

This is the product services sector that is always shown at the end. Growth rate, a rough figure, is about 9% 
overall. The Company's products are growing at a rate of 2%, and licensing businesses are greatly increasing 
while sales of products and other products are growing slightly. 



 
 

 

This is a key product that we always provide: PALRO, moreNOTE, and Mirai School. It may seem that the 
growth rate is slightly weaker, but in this half year, it will grow slightly. We think moreNOTE is steadily 
capturing a fairly large share of the mobile content market. 

Mirai School is also in line with the market because if we think that the progress of digitalization of education 
will accelerate it may be somewhat slower. This is the situation in which I expect the market to grow a little 
more. 

I explained about our financial results for the first half. Thank you for listening. 


