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IToday's Topic

BNRI has expanded its industrial fields to build a powerful
business portfolio.

BOur Industrial IT solutions segment in Japan applies expertise
established over many years by working together with consulting
segment to support clients’ transformations.

B\We seek further growth by continuing to be a main partner for
DX growth companies and expanding our client base leading up
to 2030.

These materials were prepared for the sole purpose of providing information to use as reference in making investment

decisions, and were not intended as a solicitation for investment. Copyright (C) Nomura Research Institute, Ltd. Al rights reserved. ml ’



Business Strategy | Understanding Client Environment

DX growth companies are expected to advance business transformations envisioned for
the next 10 years while actively investing in digital

DX growth companies

® Growing in new business fields, spearheading industry restructuring and business transformations

® Senior managers exercising leadership and reforming how work is done company-wide, assuming
usage of digital and Al

Trends in

. O
client DX E S o N o
initiatives M @ M
0 o)
N o M

e o n

Al ordering system More sophisticated e-commerce Building regional coverage &
(Examples) Supply chain optimization shipping & transport/delivery maximizing added value per ID
operations

The environment surrounding companies is changing irreversibly

Importance of solving social & environmental issues, addressing * Expanded utilization of Al business, evolution of cloud &

geopolitical risk generative Al

More activity entering different industries & restructuring of industries * Normalization of personnel shortage
v

Difficulty of transformations is increasing and the investments are larger in scale.
Transformations are not transitory, they are ongoing efforts
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Business Strategy | Current Portfolio

Business with major clients will drive earnings growth in the Industrial IT solutions
segment in Japan by supporting DX growth companies

25 clients with revenue of at least ¥1 billion comprise
85% of Industrial IT solutions segment (Japan) sales

Revenue has grown by approx. ¥60 billion
over the past 6 years

Operating profit margin has improved by 5 points

Revenue of main clients in FY2022 ———— —_—

0 10 20 (billion yen)

25 companies

comprise 85%
of segment sales

Profit growth from FY2016 to FY2022

Revenue of Industrial IT
Solution Segment

+¥60 bill.

These materials were prepared for the sole purpose of providing information to use as reference in making investment
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OPM OPM
Approx.8% Approx. 13%
FY2016 FY2022
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Business Strategy | Main Client Profile

Companies whose senior managers exercise leadership pursuing transformation and
growth have high expectations for NRI

Portraits of clients who have expectations for added value offered by NRI

Companies who see themselves

Companies who share long-term
LTSS O 2 driving industries through DX and

visions at the management level

innovation
Companies whose senior managers Industry-leading companies who
make decisions to spearhead demand NRI’s high quality*

* Contributing to stability, ease-of-use, and business for systems
intended to handle large transaction volumes and large volumes of data

transformations

* Main Industry : Retail & Distribution, Service, Consumer goods,

Main Real estate, Manufacturing, Automobile
clients

« Seven & i HD, KDDI, Ajinomoto, Yamato HD etc

These materials were prepared for the sole purpose of providing information to use as reference in making investment . . .
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Business Strategy | Our value-added services

NRI's added value lies in offering functionalities essential to clients’ transformations and
growth from a medium- to long-term perspective, supported by high quality

Case Study : NRI has been working alongside clients on their growth strategies to transform

Company A in the . . . .
Service Industry their business stages and expand their regional coverage for over 10 years

Client’s business stages 2010 2020 R
L Client’s business challenges _] ( )
[ Our value-added services j Create new lifestyles & services
Platform providers \ y
4 )

for future society
Digital technology x New customer experiences

\ J
p
Expand regional coverage by creating & integrating new services
Ecosystem L
(core + new (
services) Planning new services x enterprise agile development

.

p
Establish revenue base with high added-value services ]
.
Core business € ] ]
Business consulting x
designing large-scale high-difficulty systems

.
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Business Strategy | Value-Added Delivery Process

Maximize NRI's added value by working together with consulting on client development
(PAR actions)

Activities to increase client scale by determining strategic clients and having executives
play a leading role in company-wide efforts from a medium- to long-term perspective

PAR « Assign NRI representatives (PARs: Prime Account Representatives) for each strategic client
actions Industrial IT solutions segment: Steps to successfully increase client scale
are: I \
Formulate digital vision to achieve industry Acquire IT solutions to achieve industry
transformation transformation, joint business
(Led by consulting) (Led by IT solutions)

Lead the direction toward transformation
Align vision with IT solutions

Con-
solution Maximizing NRI's added value with consulting and IT solutions working together
teamwork
is: Long-established
Recommendations for High-quality trusc,ngnilse:stz;:\deand Stab!e IT
transformation visions Engineering improve clients Services
Maximize added value for clients Contribute to continuous growth of NRI

These materials were prepared for the sole purpose of providing information to use as reference in making investment . . .
decisions, and were not intended as a solicitation for investment. Copyright (C) Nomura Research Institute, Ltd. Al rights reserved. ml
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Business Strategy | Value-Added Delivery Process

Working together with consulting to create client business growth x NRI growth scenarios
and expand client base from a medium- to long-term perspective

Steps to becoming a main partner to DX growth companies
(= Steps to increasing client scale)

Step1

(Candidates to be large clients in 2-5 years)

Step2

(Candidates to be large clients in 1-2 years)

Strengthen trusting relationships with clients at Manifest client business Achieve &
multiple levels, create growth scenarios, generate x NRI growth scenarios continue growth
& expand projects scenarios
g N .
® Generate & expand projects
with clients & industries we . . ith
Activities focused want to increase in scale in Scenarios consistent wit
on Consulting Industrial IT solutions transformation vision
segment segment ® Transformation of client
Increase scale of existing o
Con-solution clients in Consulting segment ® Contribution from NRI L
unified Client
operations if icall | lents
Acquire clients and increase Manl. est and PraCt'ca y apply
Activities focused scale of existing clients by consistently with the above
on !ndustrlal IT deployl.ng strengt.hs in ® IT solution acquisition
solutions segment Industrial IT solutions .
segment scenarios
A /
. J
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Business Strategy | Our Areas of Expertise and Strengths

NRI’s strengths lie in designing and realizing competitive domains for clients based on
our expertise in operating large-scale systems and contributing to business (promoting

functionalities essential for growth, not standardized domains)

 Black text: Clients’ business challenges Blue text: NRI's established expertise ;

1980 - Early 2010s Late 2010s Current - 2030

Transportation

Logistics transformation supporting over 2 billion

shipments/year
e e «More sophisticated large-scale transport/delivery

Bolstered corporate inter- operations
departmental SCM

*SCM operational knowledge Expanding Japan'’s largest producer goods

distributor
*More sophisticated SCM x shift to large-scale

- core microservices
Retail

Handling core systems for Japan's largest Retail

convenience store Business growth through e-commerce expansion
* Large-scale system operations *E-commerce marketing via clients x large-scale
* Client management on a scale of core data

double-digit millions of people

Service Regional coverage expansion

More sophisticated contact points focused on IDs
. P . P -Managing double-digit millions of members &
with dealers & clients

- . handling their transactions
* Improving CX across multiple
channels Real Estate

Loyalty marketing for 20 million members

Large-scale points-based marketing
operations

These materials were prepared for the sole purpose of providing information to use as reference in making investment

decisions, and were not intended as a solicitation for investment. Copyright ©

Retail

Accelerating growth by transforming distribution
Al demand forecasting & SCM optimization

Automobile

Building new business models
Utilizing railway data from up to double-digit
millions of rail cars

Manufacturing

DX 3.0: Technology x solving social issues
Digitalization of construction & civil engineering

Manufacturing

Product as-a-service business
Transform e-commence business with corporate
clients

Service

Offering new lifestyle services
Group-wide one-to-one marketing operations

Nomura Research Institute, Ltd. All rights reserved. N“ 9



Business Strategy | Our Areas of Expertise and Strengths

NRI’s strengths lie in designing and realizing competitive domains for clients based on
our expertise in operating large-scale systems and contributing to business (promoting
functionalities essential for arowth. not standardized domains)

Topics of large-scale
Our Areas of Expertise and Strength (1) transformations will continue to

Large-scale supply chain optimization expand regardless of industry

* Business transformation utilizing Al
* Building new businesses that use

Our Areas of Expertise and Strength (2) loT/Al data
Large-scale client management X More * Product as-a-service business
sophisticated customer experience (CX) » Structural reforms combining front

end x supply chain
» Offer new services focused on IDs

Our Areas of Expertise and Strength (3)

Contributing to high-quality system operations NRI supports clients’

& business growth transformation & grows
assuming large data & transaction volumes

together with them

These materials were prepared for the sole purpose of providing information to use as reference in making investment
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Business Strategy | Long-term and Sustainable Business Model

Supporting clients’ continuous growth by contributing to long-term transformations

Achieve continuous growth for NRI originating in contributions to long-term continuous transformations
(= enhancing business)

Revenue Ratios in the Industrial IT solutions segment

New System
Development

Business

Maintenance for existing systems,
ongoing improvement activities
with existing clients (planned to
start from last fiscal year)

New clients and new projects
form existing clients
(Within the current fiscal year)

Contribute to continuous transformations by
working together with consulting

Retention Rate

Top 10 (Past 7 years)
companies
by revenue
in FY2022 Average Revenue*

per company

Providing systems
development & operations
outsourcing for over 40 years

1009%

FY2015 FY2022

5.8bill. — 10.7bill.

» SEVEN-ELEVEN JAPAN CO.,,LTD.
» KOKUBU GROUP CORP.
+ ONWARD KASHIYAMA Co.,Ltd.

*Revenue of Industrial IT Solution Segment

These materials were prepared for the sole purpose of providing information to use as reference in making investment

decisions, and were not intended as a solicitation for investment.

Clients

Our Value in Enhancing Business

In-depth
understanding of
clients’ businesses,

operations, &
systems

Feasible proposals
based on clients’
environments

Trust resulting
form medium-
term partner
relationships

No competitors

Understand the in-
use business
operations &

systems which are

the basis

Can ascertain time
duration of clients’
transformations

Contribute to acquiring new. projects while minimizing development
risks and contribute significantly to NRI's further,growth

Copyright (C)  Nomura Research Institute, Ltd. All rights reserved. N“
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Business Strategy | Advantages and Sustainable Growth Model
Continue stable growth supported by high added value & our client base

Advantage (1) : High added value

Advantage (2) : Medium- to long-term trust with clients

Added value provided:
® Recommend transformation visions to industry-leading
companies, design clients’ competitive domains together with

them and turn these into reality

DX growth companies

Competitive domains
(Operations that support business
competitiveness)

Standardized domains
(Operations targeting standardization
& more efficiency)

.

NRI
Process for providing added value:
® Build medium- to long-term trusting relationships
® Repeat this process, recommend and achieve

transformation visions over the long term

® Deliver high-quality engineering that assumes large

data & transaction volumes

® Create broad-ranging medium- to long-term trusting
relationships all the way from senior management to worksites

and recommend ongoing transformations to clients who have

high expectations for NRI's added value
® Deliver ongoing transformations (enhancements) & acquire new

projects while minimizing development risk

® Consequently, minimize staffing excesses and deficiencies per
fiscal year by combining large-scale development for multiple
clients with enhancements

v
O Continued stable growth with evened-out

earnings growth

Investment size per client
= Our earnings .
( gs) Our earnings

A Early Stages of
Transformation 7
(New development) I

Continuous
5- Transformation

10b||| (Enhancement)

per year

Duration

Duration

These materials were prepared for the sole purpose of providing information to use as reference in making investment
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Growth Goals
Become clients’ long-term strategic partner & aim to achieve V2030

Seek growth of at least 90%
in FY2030 vs. FY2022

New potential Large Clients

— Focus Theme — — Focus Industry CAGR
SCM, EC Service, Real Estate, over 82
Transportation, Retail/Distribution,
Al, Ecosystem Manufacturing Approx.¥160bill.

Consulting and IT solutions working together

Existing Large Clients

Seven & i HD/KDDI/Ajinomoto/

Yamato HD, Automobile, Services etc

Midsize Clients

I S

2022 2025 2030

Copyright (C)  Nomura Research Institute, Ltd. All rights reserved. N-{l
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Activities for Sustainable Growth (NRI’s value in accelerating DX growth companies)

Further increase client scale by providing the aforementioned high added value in

combination with NRI's contribution methods to grow together with clients

Methods for contributing to clients’

transformations
(provided in combinations)

[1]

NRI owns the assets and provides them as a

service

Deploy expertise that has competitive
strength in multiple industry types
(SCM optimization, more sophisticated customer
experience, etc.)

Incorporate technical knowledge that clients
no not yet possess

Create strong relationships through support
by information systems staff and subsidiaries
(includes establishing joint ventures)

Ig'evelop joint business committed to client’s

business transformation
(includes establishing joint ventures)

These materials were prepared for the sole purpose of providing information to use as reference in making investment

decisions, and were not intended as a solicitation for investment.

Retail
A

Retail

B

Automobile

C

Real-world example

Provide business systems which are the focal point
as services via NRI's own investment from the

beginning stages. Contribute to company’s growth.

Contribute to growth by shifting client contact
points to DX through horizontal deployment of
NRI's expertise in retail and e-commerce

Acquire technical knowledge through advance
investment by NRI and become the company’s
partner from the R&D stage. Assist the company's
growth

Equity participation in information systems
subsidiary and leveraging NRI's knowledge to
bolster IT operational capabilities that support
business growth

Establish new company for DX business
Seek to co-create business leveraging strengths of
both the client and NRI

NRI
grows
together
with
clients

al

Copyright (C)  Nomura Research Institute, Ltd. All rights reserved. ml
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Activities for Sustainable Growth (Al Utilization)

Utilizing Al to advance productivity improvement at NRI and also support expanded Al
utilization in clients’ operations

Improve productivity through use of generative S U R T L o o

Al (within NRI)

Expand usage of Al starting in effective
processes according to the characteristics of
clients’ systems

Together with consulting, work alongside
clients from operational usage concept
through implementation

Development
Process

Utilizing Al for Activities

Provision of generative Al
utilization consulting

Enhancement of Business and
Systems through Al Utilization

Generative Al IYHILT124H-ER (2H)

Plan creation, review assistance
and information gathering

Planning &
Investigation

GAI* AT IR/ FAIEYTRIE * Generative 1

T AT YR 2 GAIAMH AL
iiig Ry - < FEMTE

3 2-A7-2 @) GAX* TFU=ud
nstormati

Design document review assistance N

5 I TR
-ﬂ-emxél

Design

Rewriting and code generation e p—

g 6 GAIT -5 8- . T GAIP-%79F ¢
0 YFRIAVEEEL Bt

Development

Terig Test case generation and Test automation

+ Service Industry Company A - Retail Industry Company C

. . . Exploring business use cases for i icti
Inquiry support and semi-automation of ploring Al Al requires pred!Ct'O” and
generative automatic ordering

investigation and counter measures - Service Industry Company B

Operations &
Maintenance

Support for Building Al Governance

These materials were prepared for the sole purpose of providing information to use as reference in making investment
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Activities for Sustainable Growth (Summary)

In addition to increasing scale of clients, achieve continuous growth through progress in
improving human capital, production innovation, and business model evolution

Increasing scale of clients

Joint operations of consulting & solutions

Create trusting relationships Create client business x NRI
with clients’ management growth scenarios

Advance human capital Evolve business models

Building human capital to Improving productivity in system Strengthening clients’
support clients' transformations development process transformation support functions
iy Al Utilization & i

Bolster DU , Expand planning & co-

- level human Expansion of Use of : : :

hiring —— DiPcore creation oriented business
v

Achieve continuous growth toward achieving V2030

These materials were prepared for the sole purpose of providing information to use as reference in making investment
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This document contains statements that constitute forward-looking statements.
These statements include descriptions regarding the intent, belief or current
expectations of the Company or its officers with respect to the consolidated
results of operations and financial condition of the Company.

Such forward-looking statements are not guarantees of future performance and
involve risks and uncertainties, and actual results may differ from those in the
forward-looking statements as a result of various factors.

The Company does not undertake to revise forward-looking statements to
reflect future events or circumstances.

Figures given in the reference data related to the financial results forecasts are
figures which are only intended to convey the Company’s current circumstances
and outlook. The Company does not undertake to revise the forecasts to reflect
new information or circumstances.
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