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NTT DATA — at a glance

* Headquarters: Tokyo, Japan
* Revenue: JPY 1.16 trillion (USD 11.6 billion, FY2010%*)
* Employees: 10,173 [non-consolidated] (Dec 2010 )

51,433 [consolidated] (Dec 2010)
54,433 with Value Team

* Business Areas:
Broad range of IT services including consulting, systems integration,
and IT outsourcing

* History:
1967 - established as a division of NTT
1988 - spun off from NTT and incorporated (May 23, 1988)
1995 - went public (Tokyo Stock Exchange: 9613)

*In Gartner “Market Share Analysis: IT Services, Worldwide, 2010 " (USD 1 = JPY 100)
April, 2011, NTT DATA ranked the 8" position worldwide
* Fiscal year ends on March 31, 2011
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NTT DATA's Philosophy & Vision

The activities of the NTT DATA Group are underpinned by the philosophy of contributing to the further

development of society and a group vision of using information
global perspective.
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Group Vision

Global IT Innovator

Our company uses information technology to change society,
working with a global vision, on a global scale.

nology to transform society from a
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Employees (as Dec 2010)

55,000

45,000

35,000

25,000

15,000

5,000

-5,000

'] Group Companies (Global)

[ Group Companies (Japan) 23,134
| NTT DATA ( non-consolidated )

54,433 (conso

2,629
21,126

- 187
A o5 121 208

10,173

88 89 90 91 92 93 94 95 96 97 98 99 00 01 02 03 04 05 06 07 08 09 10"

*As of end of December

VM_UETEAM See coverpage for conditions on the use of this document Globat T fnamm m



International presence (abroad Japan)

(Number of bases and employees in NTT DATA Group as of Mar. 31, 2011 with addition of Value Team )
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Outlook on financial market

Single Euro Payment Area
The project aims to improve the efficiency of cross border payments and turn the fragmented national markets for
euro payments into a single dome -~ one.

The project includes the development of common financial instruments, standards,
procedures, and infrastructure to enable economies of scale
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Outlook on financial market

Other similar projects are ongoing everywhere, drived from a broader base of clients who demand a more cost-
effective, less complex, and more certain payment service with a wider reach.

- Glabal IT Innavarer
TEAM See coverpage for conditions on the use of this document e m



Outlook on financial market

Financial - TRUSTING
- DIFFERENZIATION
market
-NEW VALUE ADDED
situation SERVICES

How the bank could
answer

- COMPLIANCE

- COMPETITION

- COOPERATION

!\frr\i, ?,5 TEAM See coverpage for conditions on the use of this document




Outlook on financial market

How the bank could
answer

waiting compliance cannot be
a solving strategy, mostly

-COMPLIANCE when timeframes is not under

o - TRUSTING control

Financial (eg. SEPA end-date)
- DIFFERENZIATION
market - COMPETITION
-NEW VALUE ADDED
situation SERVICES
- COOPERATION
MUETEAM See coverpage for conditions on the use of this document == m 10



Outlook on financial market

How the bank could

answer
- COMPLIANCE
Financial - TRUSTING
a strategy based only on
- DIFFERENZIATION competition could not access
market -COMPETITION in certain markets due to
localization, volumes or
. . -NEW VALUE ADDED technology gap
sSituation SERVICES
- COOPERATION
MUETEAM See coverpage for conditions on the use of this document === m 1



Outlook on financial market

How the bank could

answer
- COMPLIANCE
Financial - TRUSTING
- DIFFERENZIATION
market - COMPETITION
-NEW VALUE ADDED cooperation agreements can
situation overtake problems of
SERVICES capabilitiy and technology
- COOPERATION gap, but could reduce
opportunities and business
developing.
MUETEAM See coverpage for conditions on the use of this document == m 12



Outlook on financial market

How the bank could

answer
- COMPLIANCE
. . -TRUSTING
Financial
DIEEERENZIATION an INNOVATION based
B strategy that consider
market -COMPETITION competition for direct
-NEW VALUE ADDED markets and cooperation
. . agreements for different
situation SERVICES business areas/industries
-COOPERATION could be the solution,
mostly if based on new
technology and new model
delivery services
' TEAM See coverpage for conditions on the use of this document Ll 13



Outlook on financial market

How the bank could

How technology

answer could answer
()
best challenger in banking
innovation are NOT banks.
- COMPLIANCE >\ (eg. Paypal, Google Wallet)
Financial Starting from retail they will
NEW PAYMENT /\ move soon to corporate
market ‘ market.
- COMPETITION INFRASTRUCTURE
situation
- COOPERATION
TEAM See coverpage for conditions on the use of this document ' m 14



Outlook on financial market

How the bank could

answer
- COMPLIANCE
Customer
- COMPETITION
needs
- COOPERATION

How technology
could answer

NEW PAYMENT
INFRASTRUCTURE

technology gap in order to
protect own offering to the
corporates

Vi
f Banks need to fulfill the
/

TEAM See coverpage for conditions on the use of this document b m 15



Outlook on financial market

How the bank could

How technology

answer could answer
EXTENDED
-COMPLIANCE NEW PAYMENT FINANCIAL
INFRASTRUCTURE VALUE
customer CHAIN
- COMPETITION
needs
CLOUD NEW DELIVERY
U SERVICES
- COOPERATION COMPUTING MODEL
TEAM See coverpage for conditions on the use of this document e m 16
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Payments become a commodity: banks should re-define

model

their business

Scenario

Alignment to new international
standards in terms of process,

payment instruments and normative
obligations

Re-definition of the offering model in
the new competitive context

Impacts

- Players will have to increase efficiency in
order to face:
. Necessity of invesments
. Revenues reduction

- Most attractive services for customers who
manage huge volumes of payments (e.g.
Corporate and Public Bodies) could be:

. Payments tracking, notification and
reconciliation

. Trade, Cash and Treasury services

- Operational costs can be
reduced only by reviewing
processes and procedures to
increase the STP level.

- Banks will have to:

- allow customers to access
payments information and status

Integrate payments processes
with corporate treasury

TEAM

See coverpage for conditions on the use of this document
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Possible banking positioning in the market and acti

on areas

Low

Operational
costs

per transaction

- Ability to remain on the market

- Ability to offer services to others
banks

- High investments are required for
new VAS implementation

- critical time to market of new

services

- Good "value proposition"in the
payments area

- Ability to offer services to
coroprates and other banks

- Ability to adjust the supply of
services to the needs of customers
with suitable time to market and

costs

- Itis necessary to request services
to other banks or outsourcer and

review model and structure of

- rare situation

- It is necessary to revisit the entire payments
infrastructure in order to:
- adapt procedures
- recover of operational efficiency

- launch of new VAS

- The aim of the new value-added services will be
the integration of financial processes and

companies cash management with the Public

High
operational costs Bodies to ensure customer loyalty and not to feel
the pressure of competing on price
Low High
Integration level of the Payments System
management model
TEAM See coverpage for conditions on the use of this document e m 19



Finance and treasury management of the corporatesa  nd areas of interest
for VAS provided by banks

Finance and Treasury management process phases

Strategic . Operational Cash Back Office & Financial
; Budgeting . ) .
planning planning Management Accounting reporting

- Corporate - Annual financial - Risk - Credit transfer - Payments - Financial
Finance — non budget management - Direct debit reconciliation Reports
operating - Cash flow - Line of credit - Cash pooling - Bank's fee and - Financial
activities (eg. forecast (budget managemnt - Short term charges Forecast
M&A) quarterly review) - Treasury financing reconciliation
planning

Extended Cash Management
Transaction Business

Transaction Business plus

Areas of interest Possible VAS

Extended Cash - Managemgn't 'of company tr'e'asu'ry
- Payments initiation and notification
Management - Management of company current accounts
: - “Extended Cash Management” services
Transaction . o
e - Treasury virtualization
- Document management
- "Transaction Business" services
Transaction - Cash flow planning tools
Business Plus - Tools to support risk of liquidity exposures

- Actuals and forecast financial reports

TEAM See coverpage for conditions on the use of this document e m 20
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Why enhance the financial value chain

Service model on central platform

Cash Pooling
HA
C-:orporate A service layer based on
1 advanced technology are
ERP Online Trade able to provide services
Services easier to integrate with

corporate ERP:

A . L - Pa. centhJB 1. Basic integration : provide
--a m ——. connectors with big ERP
‘Hﬂl = % _ . @ systems.
Corporate / o W £ 2. Medium integration : part
Bt N g an of the ERP functionalities
% > s W = Banking .
o . . are processed directly on
B . ¥ L " Tran. v Systems
ank Services n A A i bank system

\,7

3. Fullintegration : the

,./-‘ whole ERP functionalities
1g5|mn_- Reparting are directly processed on
‘Bank bank system.
§ . 3
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Factoring
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An innovative payment Hub : VTPie

Multichannel Integration
Full Java Solution

Tracking End2End
Conditions & Billing Iy
Notify Manager M

Vas & Cross
services

Modules are developed
jointly with the banks to
ensure the supply of
differentiating service
proposal

Compliancy
Modules

Services for “compliancy
process “of the banking
operation

Kernel
base software
architecture that handle
all VTPie modules

FLEXIBLE
CHEAP
INTEGRATION

ENABLES
CLOUD
COMPUTING

EASY TO
CREATE NEW
V.AS.

VALUETEAM See coverpage for conditions on the use of this document
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An innovative payment Hub : VTPie

Vas & Cross
services

Modules are developed
jointly with the banks to
ensure the supply of
differentiating service
proposal

Compliancy
Modules

Services for “compliancy
process “of the banking
operation

Kernel
base software
architecture that handle
all VTPie modules

FLEXIBLE
CHEAP
INTEGRATION

ENABLES
CLOUD
COMPUTING

EASY TO
CREATE NEW
V.A.S.

STRONGLY
IMPROVE
OWN SYSTEMS

O

KEEP RUNNING
“AS-1IS” WILL NOT
BE A WINNING
STRATEGY

LOOK TO

CLOUD /
OUTSOURCING

TEAM
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VTPie: new customer 1/2

Posteitaliane In June 2011, Poste Italiane chose Value Team as technology partner for a
renewal project of their IT payment infrastructures. Thanks to our specific
know-how on the matter and our experience on an innovative and modular
technology such as VTPie, Poste Italiane will obtain a unique platform for
payment, in order to guarantee flexible access to the channels, compliance
of different standard of the marketplace and high volume management of

transaction.

26

TEAM See coverpage for conditions on the use of this document = m



VTPie: new customer 2/2 VT@

7\> BANCA D'TTALIA within the project CABI (“Bank of Italy Application Center") Bank of Italy has

EUROSISTEMA

selected, following a public tender, the VTPie sw platform of Value Team, in
conjunction with the project partners support of ICBPI-Equens, for the
realization of a system that will allows :

— CSM functionalities (Clearing and Settlement Mechanism) for the
exchange and settlement management of retail payment instruments like
pan-European SEPA Credit Transfer (SCT), SEPA Direct Debit (SDD) Core
and B2B

— service of “STEP2 intermediation” to allow banks to take advantage of the
tools offered by the SCT and SDD retail STEP2 payments system operated
by EBA Clearing

— execution of back-office activities related to corporate and retail payments
sent / received by the Bank itself or on behalf of third parties

TEAM
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