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One of CTC’s strengths is its people—employees who keep growing as professionals.
What kind of backgrounds do the people behind the company’s creation of so much new value come from?
What roles do they play, and how do they deliver results?
Hearing directly from employees working across a wide range of settings brings what CTC is today into 
clearer focus.

Engineer Roundtable Discussion/Sales Talk/Interview
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What led you to join CTC, and how
has your career unfolded so far?

Suzuki: I came across an article on CTC’s 
corporate website about employees working 
overseas, and that made me want to be part 
of work on a global scale, too. That’s what 
pushed me to apply. After I joined the company, 
I worked on maintaining core systems (SAP) 
for ITOCHU Corporation’s overseas sites. 
Later, I got involved in SAP implementation and 
upgrade projects and spent time on assignment 
at CISD (ASIA)*1 in Hong Kong. Now, I handle 
SAP maintenance, system reviews, and other 
responsibilities.

Oshina:  When I  was job hunt ing,  I  was 
looking for an IT company with solid technical 
capabilities and a diverse product mix. Over 
the course of the process, people at CTC kept 
telling me, “It’s a really good company”—
and that convinced me to join up. My first 
assignment was to a division that oversees 
products and services, where I supported sales 
by handling technical verification and internal 
inquiries. I’m still in the same division today. 
Now, as part of the new business team, I help 
promote core products and drive AI-related 

initiatives. That involves things like designing 
AI-based operational-efficiency tools and GPU 
server configurations.

Takahashi: At my previous job, I had the chance 
to work with people from CTC. Seeing how 
seriously they took responsibility for seeing 
complex customer requirements through—
and how strong their proposals and execution 
were—was pretty impressive. CTC’s multivendor 
model also appealed to me from a career-
development standpoint, since it meant being 
able to engage with so many different industries 
and technologies. After I joined the company, 
I worked on IT architecture examination, 
scrum development, and system maintenance 
development for customers across a wide 
variety of industries. Today, I split my role 
between engineering and consulting, focusing on 
building and operating generative AI platforms 
to help boost the efficiency and sophistication of 
our customers’ operations.

Sasaki: I used to work at a subsidiary of a major 
SIer, but I wanted to become a project manager 
(PM) at a prime vendor eventually. CTC has 
a wide-ranging customer base and a strong 
track record. On top of that, another thing that 

grabbed my attention when I was applying was 
a development project CTC was working on for 
a major telecommunications company. Right 
now, I’m mainly responsible for redesigning 
and rebuilding networks tied to customer 
headquarters relocations. I’ve also expanded my 
role into project management.

What were your first impressions 
after joining?

Suzuki: I did land an assignment in a department 
with an overseas dimension—just like I’d 
hoped—but honestly, my English wasn’t great. 
Hearing how fluent the veterans in the group 
were was intimidating at first. In maintenance 
operations, a lot of my work had to do with user 
inquiries and requirements definition—which felt 
approachable given my humanities background. 
I’m a cautious person by nature and tend to be 
on the indecisive side, so I struggled quite a bit 
at the start. But all the support from the veterans 
got me through the rough patches. That care is 
something I’m always grateful for.

Oshina: My first impression? “I have no idea 
what’s going on.” That pretty much sums it 
up. I had zero IT knowledge, and I didn’t even 

A Liberating Culture That Encourages Bold 
Endeavors—and Turns Curiosity into Growth

Kenta Sasaki
Infrastructure Engineer

Telecommunication Division No. 2
Telecommunication Group

Graduated with a degree in the sciences
Joined the company in 2023

*1 CISD (ASIA) is a Hong Kong-based joint venture between ITOCHU Corporation and CTC.

Roughly 70% of CTC employees are engineers, working at the forefront of technology.
What kind of work do they do day to day? How do they envision their careers? 
In this roundtable discussion, four engineers share their perspectives on technology, 
job satisfaction, and the CTC culture.

■ Engineer Roundtable Discussion
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understand what my department actually did. All 
I was responsible for at the start was one single 
product, which I learned inside and out and 
responded to internal inquiries about. I looked 
up every term I didn’t know and kept asking 
veterans for help, gradually getting a handle on 
everything I didn’t understand.

Takahashi: During my job hunt, I’d heard people 
say CTC had a “jock culture,” a kind of strict, 
top-down system—but that turned out to be 
completely off. The amazing amount of support 
I got from supervisors and veterans was a very 
welcome surprise. CTC offers both specialist 
and management career tracks. Whichever path 
you’re on, though, you’re expected to develop 
far-reaching product and service knowledge 
and collaborate across departmental lines to 
give customers the proposals and value they’re 
looking for. That means you have to keep 
learning—and the great training programs and 
cross-department knowledge-sharing systems at 
CTC make it a very growth-friendly environment.

Sasaki: Before I took my position at CTC, 
I’d been warned that the department I was 
headed into was extremely busy. I assumed I’d 
be spending my time with a lot of exhausted 

people. Instead, everyone had energy and drive. 
We go out for drinks a lot and communicate 
with people from other departments, too. It’s a 
fun, dynamic place to be.

What makes engineering work 
interesting and rewarding?

Takahashi: CTC lets you stay involved end to 
end—from consulting and design to architecture, 
development, maintenance, and operations. 
You can really get a sense of how your work 
translates into value for end users and society 
as a whole. My work at the moment focuses 
on supporting a broad mix of projects across 
the company—and that involves working with 
specialists in consulting, infrastructure, and 
applications both inside and outside CTC. You 
really can’t beat the sense of accomplishment 
that comes when you collaborate with people 
inside and outside the organization, push the 
team forward, and see a large-scale project 
through.

Sasaki: I moved from server engineering into 
network engineering, and that shift helped me 
see systems from a whole new angle. Once the 
big picture clicked and I saw how things moved 

in context, the work got a lot more interesting. 
That larger perspective got me thinking 
about trying my own hand at system design 
and eventually got me interested in project 
management, a role where you steer and 
manage projects through to completion. PMs 
get real decision-making authority, which is what 
makes the position unique, and the moment you 
finish everything up, pass acceptance, and stick 
the landing with a project is so satisfying.

Oshina: I’m always happy to hear that a project 
I supported actually made it to implementation. 
In my second year, I led my first project—a 
version upgrade for a product with very little 
internal knowledge to back it up. I built a 
test environment to simulate the customer’s 
environment, identified issues, established 
procedures, and finally got to turn what I’d 
learned into concrete output. It was really 
gratifying. Another thing about being an engineer 
is that we get hands-on experience with the 
latest products and technologies, which is great.

Suzuki: I like moving from project to project, 
drawing on the lessons and insights from 
every stop along the way—knowing that I’m 
growing as I work is a really rewarding feeling. 

Rie Suzuki
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In my fourth year at CTC, I got assigned to an 
implementation project in India; in the span of 
just one year, I went to India about 10 times. 
Working on the project with local users meant 
dealing with English accents and business 
customs that were both completely new to 
me—it was tough, but it helped me grow. On 
assignment at CISD (ASIA) later on, I got to work 
with a mix of people from different countries 
and generations. That was a really valuable 
experience, too.

What do you like about working 
as a CTC engineer?

Takahashi: CTC really has a culture where, if you 
raise your hand, you can get yourself a chance 
to tackle something new. There was a role I had 
my eye on, so I used the internal job-posting 
system to get a transfer. As part of my new 
team, I got to work on a prototype PHR platform 
that integrated and analyzed health-checkup 
and lifestyle data. I handled everything from 
planning to development, linking the platform 
with customers’ AI infrastructure to analyze and 
predict future health conditions and risks. It was 
a big experience for me, career-wise.

Suzuki: My dream of working on global projects 
just keeps coming true. And whatever your 
job type might be, CTC has great upskilling 
programs to offer. I did the English program, 
which helped a lot, and there’s a system in place 
to help employees improve their proficiency 
through regular TOEIC testing.

Oshina: I completely agree about the supportive, 

enabling culture. When you tell your supervisor, 
“Here’s what I want to try,” they really listen. 
They respect what you have your sights set on. 
Support for skill development is strong, too. 
There’s a cross-company community called Dojo 
where you can stay up to date on technologies 
you don’t normally work with. The learning 
doesn’t stop there, either. Product teams and 
manufacturers meet up frequently for study 
sessions.

Sasaki: I told my supervisor I wanted to become 
a PM and went through the training, which 
got me to where I am now: running projects. 
Employees get the recognition they deserve for 
hard work, too. Some projects do involve long 
hours, including overtime, but you can really feel 
you got something out of all that effort when the 
company acknowledges what you put in.

Takahashi: The work-life balance systems 
are another big plus. I’ve taken childcare 
leave twice. Having that option, along with 
all the support I got from my supervisor and 
teammates, let me focus on parenting without 
worrying about work. I still take advantage of 
the arrangements for paid leave and remote 
working when parenting duties call. When 
it comes to balancing work and family, the 
flexibility of the working environment at CTC is 
great.

Suzuki: I took about 15 months off for maternity 
and childcare leave, and I’m working reduced 
hours now. Before coming back to work, I talked 
through my preferences with my supervisor to 
find a good situation for me to work in—and 

that’s exactly what happened. I do need to take 
unplanned days off when my child gets sick, but 
that’s something everyone at work understands.

Any words for people considering 
joining CTC?

Takahashi: CTC gives you the chance to work on 
large-scale projects with real social impact, all in 
an open environment that’s really conducive to 
growth. If you want to leverage your strengths 
and challenge yourself in new technologies and 
fields, I’d love to work with you on projects and 
initiatives that make a difference.

Suzuki: What interests you—and what you want 
to try—will be your biggest drivers at work. My 
advice would be to take the time to understand 
yourself. There are veterans at CTC who can 
be real role models for all kinds of employees, 
including women and people with humanities 
degrees. Being in that kind of environment 
makes it easier to create your own career path.

Oshina: CTC encourages people to take on the 
challenges they want to. The training system is 
robust, too, so not having prior IT experience 
isn’t a barrier to success. I can’t wait to work 
with people who want to push themselves.

Sasaki: In my department, people aim to add 
“one extra skill or technology on top of your 
expertise.” CTC engineers tend to be familiar 
with a wide range of technologies, I think. If you 
want to broaden your technical command and 
take on challenges across the spectrum, I’d love 
to see you join the CTC team.

Kotaro Takahashi
Consultant

DX Consulting Division
Digital Services Group

Graduated with a degree in the sciences
Joined the company in 2019
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The timing lined up, making my 
dream of working abroad true

Having lived overseas as a kid and studied abroad in 
high school, I’d always wanted to join a company that 
would give me the chance to work outside Japan. 
Sales was an area I had an interest in, so I went to 
information sessions on trading companies and other 
employers—and that’s where I first learned about 
CTC. I didn’t know much about the IT field at the 
time. But as I looked more into companies, I started 
to see real potential in the industry. Since CTC does 
cross-border business, I decided to apply.
My first assignment put me in a department that 
handles major telecommunications carriers. Our 
organization was huge: there were more than 
20 people in sales alone and several hundred 
engineers. The projects were big, too. When I 
was just about to begin my sixth year on the 
team, my manager asked about my job-rotation 
preferences. I decided to be open and honest: I 
said I wanted to work abroad. It just so happened 
that around that same time, CTC was exploring an 
expansion into Indonesia. Things moved quickly, 
and the transfer came through right away.

A “solo mission” with lows 
and highs alike

CTC had overseas sites in the US, Malaysia, 
Singapore, and Thailand back then; the entry into 
Indonesia was still in the planning stages. In 2015, 
my first year on the project, I made plenty of 
extended business trips to Indonesia, did surveys, 
and took care of other groundwork. Once CTC 
decided on its approach to setting up operations 
in Indonesia, I transferred the following year to PT. 
ITOCHU Indonesia—and I was the only person from 
CTC there. I had a mission: since we had to get 
projects kicked off right away after the local entity 
was up and running, my job was to prospect and 

develop new customers. Doing sales without any 
engineers at my side was a challenge, no question. 
But fortunately, there were many Japanese 
companies already operating locally. That’s where I 
landed my first orders. I also headed up the process 
of finding and selecting local partner companies to 
work with on real projects. On that front, I focused 
on making sure the partners could deliver the 
quality Japanese clients expected. Indonesia has 
a pretty laid-back culture, which made for a pretty 
different environment— especially the local sense of 
time.
After we established the local CTC subsidiary in 
August 2017, a small team of just a few people 
started preparing for the next stage. Still, it wasn’t 
until 2019, after we’d formally acquired a local 
company, that CTC launched the business in 
Indonesia full-scale. Until that point, the whole task 
of representing and running the company fell to just 
a handful of us. That was quite the responsibility 
to have on our shoulders, but the mindset and 
experience I got out of that period became a 
real asset for me. I’m also glad I got to work with 
people from different cultural backgrounds—moving 
things forward in a mutually respectful way.

Mentoring the next generation

In March 2020, during my fifth year overseas, 
I came back to Japan because of COVID-19. 
Now, I manage overseas group companies from 
the Japan side. It’s rewarding work, of course, 
but my next goal is to take another overseas 
assignment—this time as a manager or in a 
corporate-planning role.
I’ve always valued relationships with my 
customers, of course, and my colleagues, too. 
Veterans have taught me so much to this point. 
From here on out, I want to be the one teaching 
my younger colleagues through mindful, effective 
communication.
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What led you to join CTC, and 
what has your career path 
looked like so far?

Yamamoto: My goal of having a role where I 
could use English led me to CTC, which was 
already importing products through a global 
network of vendors. I also saw a lot of potential 
in the IT industry, which was still relatively new 
back then, as an arena where women could 
thrive.
I joined as a new graduate and spent six years 
in a sales organization that handled products 
and services. For about a year and a half of 
that stretch, I worked on-site at a customer 
location. In 2007, I went with my husband on an 
overseas assignment. Since there wasn’t a leave 
of absence system like there is today, I resigned 
from my position. After I got back to Japan, I 
rejoined the company in 2011 as a mid-career 
hire. I wasn’t handling the same products and 
services as before, but I was lucky enough to 
be back in the same organization. After stints in 
other departments, like the Corporate Planning 
Department, I made another return to the same 
organization—and today, I mainly focus on 
developing new business.

Shimbo: In my previous job, I worked in 
Hokkaido on sales for off ice automation 
equipment. I wanted to move to a more urban 
area and take on bigger challenges while I was 
still in my 20s, though. Up to that point, I had 
mainly handled sales to small and mid-sized 
companies, so I also wanted to work with larger 
customers—enterprise-scale organizations. 
That’s what brought me to CTC. Initially, 
they hired me into a role closer to what Ms. 
Yamamoto does—product and service sales. 
After about two years doing that, I spoke with 
my supervisor about maybe trying something 
a bit different. They told me to think about 
account sales: a role where you deal with 
customers directly. I made that transition, and 
my role right now has me managing several 
financial-industry clients. I handle projects for 
existing customers, develop new areas, and 
work to bring on new customers, too.

Can you walk us through your work 
flow and your respective roles?

　
Shimbo: What we do in account sales is work 
to meet customer needs. We listen to the 
customer, pinpoint issues, think through how 

to solve them, collaborate with different teams 
within the company, propose the optimal 
solution, and connect that to an order—that’s 
the basic flow.
When it comes to dealing with customers, we 
have to build relationships through continuous 
communication and make sure we understand 
exactly what they’re going for. At the same time, 
we also reach out for support from our own 
colleagues—including teams that do sales for 
products and services like Ms. Yamamoto’s—
bring together the right people, lead the team, 
and drive the project forward. For every project, 
we select the products and services that fit 
the situation best and identify the key skillsets 
for the engineers we’ll be bringing on board. 
Gathering the information for that process is 
another part of my responsibilities. For large 
projects, we might work across close to 10 
departments; the team can grow to as big as 20 
or 30 people.

Yamamoto: People on our end of the sales 
spectrum take charge of the products and 
services we provide. Aiming to respond to 
any customer need, we serve as the point of 
contact with vendors, handle contract work, 

Reona Yamamoto
Product & Service Lead
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Telecommunication Business Planning Division
Manage r ,  Te lecommun ica t ion  Bus iness 
Development Department 
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People tend to lump “sales” into one big group, but the roles in a sales organization 
differ dramatically—especially sales teams that handle customers and sales teams 
that focus on products and services. How do these two roles work together? What 
makes each challenging—and rewarding? We spoke with Ms. Yamamoto, who has 
built her career since joining the company out of college as a sales lead for products 
and services, and Ms. Shimbo, who made a mid-career switch to CTC from another 
industry as an account sales professional.
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and promote sales of our offerings. We also 
accompany our account-sales colleagues to 
customer meetings to explain products and 
services.
Beyond that, we look for potential new products 
and services, develop engineers, and open up 
new fields that could become future business 
areas. My department alone works with roughly 
50 contracted vendors, so we need a lot of 
knowledge—not just about products and 
services themselves but also about contracts 
and legal applicability. Dealing with products 
and services means having to align with vendors’ 
different policies and standards. In some cases, 
they require us to obtain certification. As a team, 
we constantly need to keep our technology 
knowledge up to date.

What makes your work difficult—
and how do you overcome the 
challenges?

　
Yamamoto: With our commercial products 
from overseas, there’s a real gap sometimes 
between what a vendor has in mind and what 
Japanese customers want. A big part of our 
job is to bridge that gap and tailor the offering 
to Japanese specifications. When there’s no 
clear approach to a compromise between 
those two sides, I sometimes end up caught in 
the middle between the vendor and account 
sales, a team that centers on the customer’s 
standpoint. That’s a tough situation to deal with. 
In those moments, I dig in and think: What’s the 
customer’s real objective? Is there another way 
to get there? I stay on task and work to find the 
right landing point.

Shimbo: What you say is true—account sales 
has to think from the customer perspective and 
seek out people within the CTC organization for 
help. One hard part for us, then, is needing to 
communicate well both with the customer and 
internally.
For me, the focus is pretty simple: talk to 
people about what’s going on. When I speak 
up, people help. In a way, account sales can 
feel like a networking game. You need to keep 
growing your circle of connections and build 
good relationships with colleagues across the 
company, whatever line of work they’re in.

Yamamoto: People you’re not directly working 
with—“diagonal connections,” you might call 
them—are always there to step in and help, 
too.

Shimbo: Absolutely. I’ve even gotten insights 
from talking with people I’d normally just go out 
for drinks with.

What kind of growth and fulfillment 
has sales work helped you achieve?

Yamamoto: I’ve centered my career on selling 
products and services and gained such a wide 
variety of experience along the way. Every stop 
along the way brought new encounters with 
new people, every one of which has given me so 
much inspiration. I think that’s one advantage of 
working at a company with such a broad range 
of business domains.
When you land a big deal and it f inds a 
successful end—there’s nothing better than that. 
And it’s so great when a product or service that 

grabs me—something that makes me say, “I like 
this”—makes it out into the world.

Shimbo: At CTC, if you raise your hand and say, “I 
want to do this,” the company lets you try most 
of the time. That’s how it went for me. Just one 
month after joining the company, I spoke at an 
external event as a presenter. The ability to go 
big and try something new has a direct impact, 
fueling learning and growth.
Like Ms. Yamamoto, I’m thrilled when we win 
a major deal. More than anything, though, the 
best part is when something I proposed to the 
customer—rather than simply doing what the 
customer told us to do—takes shape.

Finally, do you have any words 
for students?

Yamamoto: Many people in sales, like us, come 
from humanities backgrounds. The company 
offers learning opportunities and chances to 
shine, so as long as you have the motivation, 
you can keep learning and growing. Another 
great thing about CTC is all the support 
systems in place for women. That takes care 
of a lot of worries, I think. I’ve used just about 
every system the company has to offer. I really 
believe CTC is a place where you can feel 
secure building a career as you go from life 
stage to life stage. In terms of doing my work, 
I’ve never felt any gender gap in the workplace, 
either.

Shimbo: If you like people and love excitement, 
come join us at CTC. I can’t wait to dive into 
new challenges and grow together.

Natsuki Shimbo
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Finding a springboard for growth

I’m an engineer in the Automotive Industry 
Division. This year, my fifth since joining CTC 
out of college, I transferred into the AI Digital 
Innovation Department.  The project I’m 
working on right now isn’t AI-related, though—
it’s application development using a low-code 
platform.
What first got me interested in working at CTC 
was a winter internship I did during my job hunt. 
During my job hunt, I was looking for a place 
where I could feel my growth as real, tangible 
results. Through my internship at CTC, I came 
away thinking that the company would be a 
good match for the way I wanted to work and 
develop.

Five years at the Nagoya Office

After my onboarding training, I was assigned 
to a team serving automotive customers 
a t  the  Nagoya Of f i ce .  Even though my 
background is in the humanities, not IT, CTC 
has given me opportunities to work with 
companies that operate on a global scale. I 
think it helped that I shared my goal early on 
at a consultation: I wanted to be involved in 
big projects and do work that feels fulfilling. 
Our customers dig deep into issues they deal 
with, focusing on what really matters. That’s 
part of their culture. They’re also pushing 
forward in areas like next-generation, AI-
driven mobility. Working alongside customers 
on the cutting edge means we have to always 
stay in step and keep our own standards just 
as high, too.
When I heard I’d be living alone—something 

I’d never done—I was nervous at first. But I 
wasn’t alone. There were about ten other 
members of that year’s batch of new hires 
there in sales and engineering, and I lived 
close to the office. That helped me get my 
life in Nagoya off to a smooth start. Work-
wise, my first project was a blur—I remember 
scrambling constantly because everything 
was new. Someone I worked with back then 
recently told me, “You’ve grown so much 
in these five years—I hardly recognize you!” 
It was so nice hearing that. It made me feel 
like I’d made strides forward. Veterans have 
also told me that regional sites tend to give 
individual employees more ownership. I want 
to take advantage of that kind of environment 
and keep leveling up.

How relationships help me thrive 
at the workplace

Before I started, I imagined engineers sitting 
alone in front of a computer all day. But it’s 
actually a line of work where relationships 
are crucial. Questions are bound to come up. 
There will always be moments when you need 
advice. That’s why it’s so important to build an 
approachable, team-like relationship—not only 
among sales personnel and engineers but also 
with customers. I’ve never worked anywhere 
else, so can’t compare what things are like 
here with other locations. But it’s so easy to 
build warm, down-to-earth relationships here in 
Nagoya, and that makes the workplace feel like 
home. Going forward, I want to keep valuing 
those connections—and growing my circle 
of colleagues—so I can take on even larger 
projects and get results.
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From a physical chemistry lab to 
the IT world

In college, I was in a physical chemistry lab—
completely outside the IT world. When I started 
looking for a job, I wasn’t sure which industry I 
wanted to get into. I ended up deciding to take 
a different approach: I’d start my job search by 
learning what kinds of jobs are out there in the 
first place. As I went to company briefings and 
gathered info, one thing became very clear: no 
matter what industry I went into, knowledge 
and skills in IT were going to be essential. That’s 
what made CTC stand out. The company’s 
customers span a wide range of fields, and I felt 
like I’d have so many chances to get experience 
with different technologies and products—so I 
decided to apply at CTC.

Step by step, I turned my plan into 
reality

After I finished the training program, I got an 
assignment to the Naka-Nihon Engineering 
Division in Nagoya—and that’s where I am today. 
My customers are mostly local governments and 
education-related organizations. The division had 
an OJT program where you would create your 
own three-year growth plan and revisit it every 
year to help guide your growth. My vision for 
myself was clear: I wanted to take a leadership 
role under a project manager (PM) in my second 
year and run things on my own as a PM in year 
three. At the time, I honestly wondered if I 
could really do it—but this year, my third year, 
I achieved everything I originally set out to do. 
CTC is a place that’s open to a lot of different 
work styles, including remote-work options, but 

I’m almost always in the office. It’s easier for 
me to ask questions, talk things through, and 
move projects along that way. With CTC’s range 
of quality training programs and a culture that 
supports people who take the initiative and say “I 
want to try this,” I’ve felt myself grow steadily—
and I’ve been able to make good on my goals.

The fulfillment that comes with 
having responsibility

This year, I led a small project for a municipality. 
From handling the request for proposal (RFP) and 
gathering information on requirements to doing 
design, testing, and explaining operations, the 
whole thing was in my hands. I was still getting a 
lot of help from the people around me, but having 
responsibility for the project, staying close to the 
end user—the customer—as the PM, explaining 
operations, and answering the questions made me 
feel like I’d really accomplished something. I think 
it’s part of CTC’s culture that younger employees 
get opportunities like this. The scope of the 
responsibilities we get in my department now 
is pretty big, too, and we have veterans around 
who can help. It’s a really fulfilling environment. 
The work I do demands technical capabilities, of 
course, but there’s also a lot of coordination and 
negotiation, which makes communication skills 
another must. This year, I set a new goal during 
my third-year training program: to build enough 
experience as a PM that customers ask for me by 
name when they place an order.
I don’t know how long it’ll take to get there. 
Until I do, though, I’m going to keep taking the 
initiative to make myself even better at what 
I do, drawing on my colleagues’ support, and 
aiming for the next stage.
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From the humanities to 
AI engineering and on to research

I was a humanities person in school, but I got so 
absorbed in building game apps during college 
that I ended up repeating a year. CTC didn’t 
fault me for that—they found it interesting. 
What made me want to work at CTC was the 
great environment, which lets you develop 
applications and also broaden your experience 
into surrounding areas, and the fluid, energetic 
dynamics I got a taste of during my internship.
My first assignment was in the Security Business 
Promotion Department. Next, I joined the Build 
Services Department (which had just been 
launched at the time) and worked on cloud-native 
application development. My next move was to 
the AI and Advanced Technology Department, 
where I did AI R&D. Since 2024, I’ve been with 
the MIRAI Design Laboratory. These days, I also 
work at the AI Research Center at Keio University 
about half the week, teaming with professors and 
students to advance joint research that brings 
industry and academia together.

Using CTC’s systems and structures 
to balance work and graduate school

In the Build Services Department, I also served 
as a team leader. Learning how difficult it is to 
run a team was a big learning experience for 
me. Alongside my day-to-day work, I decided 
I wanted to challenge myself with something 
new and go to graduate school. In 2023, I took 
the entrance exam, passed, and got started 
researching the intersection of AI and software 
engineering. CTC has a system for staggered 
working hours, which lets me work until early 
afternoon and then attend graduate school. I’m 
not only learning in class—I’m also learning how 

to manage my time well. I’m so grateful to the 
supervisors and colleagues who were willing to 
support what I’d set my mind on.
Going from specialization to specialization, 
I’ve had to deal with different kinds of key 
knowledge and levels of output quality. But over 
that whole time, I’ve stuck to one principle: If 
you try, you can do it. I focus on starting with 
action—getting my hands moving, testing ideas, 
and jumping into fields that interest me. The 
biggest step forward in my growth, I think, was 
realizing through my different experiences that 
my career is something I build for myself.

A wide array of options for 
broadening your career range

CTC offers a variety of career choices, so it’s 
easy to find a place where you can thrive. I’ve 
made so many career shifts within a single 
company. I think I’ve been able to do that 
because CTC has such a diverse mix of business 
areas in-house. If you want to try something 
new at CTC, you can show it through action—
building something, earning certifications—and 
the company responds. There’s a real sense 
of support here. There are also lots of internal 
gatherings and events where you can meet 
colleagues across departments, often opening 
up paths to what you tackle next.
At the MIRAI Design Laboratory, our mission is 
to create new markets for 20 to 30 years down 
the road. That means leveraging ideas and free 
thinking into creating things the world hasn’t 
seen yet. People here are think-outside-the-box 
types through and through—an all-star lineup of 
really interesting, unconventional professionals. 
Everyone is pushing the boundaries of their 
fields. All that excitement and energy makes the 
workplace a joy to be at.
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Applying scientific expertise 
toward solutions to social issues
　
I majored in theoretical physics, so I focused 
my job search on companies and SIers that did 
scientific computing. What stood out about 
CTC was that it has a division that specializes in 
science and engineering, something you don’t 
see much in the SIer industry. I felt like if I had 
a job there, I could deepen my skills and also 
venture into new fields.
That division—the Science & Engineering 
Systems Division—uses analysis and simulation 
technologies to help solve social problems 
across a broad scope of fields, ranging from 
resources and energy to nuclear power and 
plant engineering. My first assignment at CTC 
was a team that focused on propagation 
simulation for ultrasound and electromagnetic 
waves ,  work ing  on  ana lys i s  re la ted  to 
ultrasound sensors and nondestructive testing. 
Now, I’m a project manager on a team that 
concentrates on seismic calculations in the 
nuclear field.

Truly meeting customer needs: 
Challenging, but so rewarding

On my previous team, I  handled a wide 
range of work: developing ultrasound and 
electromagnetic-wave software packages in-
house, providing customers with maintenance 
support, and making new proposals. Those 
experiences taught me a lot. The hardest part 
for me was dealing with customers. There were 
times I felt so lost about what the customer 
needed that I even started doubting I could 
keep going in my role. What helped me through 
those struggles was my supervisor, who told 
me we’d “do it together.” I did whatever I could 

to make sure the customer’s needs were met. 
In the end, they had such nice words for me: 

“We’re glad you were the one in charge.” It 
was a moment I’ll never forget.
I still draw on that experience today. The 
seismic work I do now was a new challenge 
for me, but the veterans in the group and my 
teammates have taught me from the ground up 
and put me in the position to be able to move 
projects forward now. Knowing that my work 
has an impact on critical social infrastructure 
and that I have a role in it as an engineer is an 
amazing motivator.

Sustaining career growth 
and development through 
flexible work styles

The Science & Engineering Systems Division 
organizes frequent study sessions to help 
employees develop their skills and share 
information. Dialogue within teams is a big part 
of the division’s culture, too, which creates an 
environment where learning and growth happen 
naturally.
Another plus is that you can keep building your 
career even as your life changes. The return-
to-work rate at CTC after childbirth is close to 
100%. I personally took maternity and childcare 
leave twice, came back to work, and used the 
reduced-hours system to keep my career on 
track. Even as my living environment changed, 
my supervisors understood how I wanted 
to keep going as an engineer and helped 
me stay part of the Science & Engineering 
Systems Division. Going forward, I want to 
keep developing into the kind of engineer that 
can contribute across multiple domains and 
hopefully become a role model for other women 
engineers.
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