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| am Masao Yamaguchi, Director of Area Business Unit.

| will be presenting the business strategy for the Area segment.
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Customers and organizational structure Main services and products provided

Number of employees in the segment: 5,148
(as of the end of December 2025) Canon Products and Other

Office MFPs, laser beam printers, large format printers,
document scanners and others

Quasi-major and

upper-medium- ‘?

sized companies

Staff size
300

IT Solutions
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operation, security, PCs, servers, network cameras, and others

SMEs
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*Notification in this material
Canon Marketing Japan Inc.— Canon MJ Canon System & Support Inc. — Canon S&S
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First, | would like to give you an overview of the Area segment.

The customers for Canon Marketing Japan's Area segment are mainly Small and Medium
Enterprises (SMEs) with 300 employees or fewer.

Because of this, we deliver products and value to SMEs across Japan with two-company
structure: the resale division of Canon Marketing Japan (Canon MJ), that operates through
business partners, and Canon System & Support (Canon S&S), our direct sales division.

As our main services and products, we offer Canon products, centered on Office MFPs and
laser beam printers (LBPs), as well as a wide range of solutions centered on the Makasete
IT Series, which comprehensively addresses the challenges faced by customers and
business managers, in addition to hardware and software products such as business PCs
and security products. We provide a diverse range of value to SME customers.




Review of Long-Term Management Objectives (2021-2025) Period  cumucamo o

B Achievements in 2021-2025 B Sales share by business (2025)
Sales Operating income @=® Operating income ratio Canon Products and Other
(Billions of yen) 65% IT Solutions
240.3 35%
233.9 231.3
220.8 226.6
22.3
Financial highlights (2021-2025)
18.2 18.1
15.6 9.3% Net sales +9%
7.8% 7.8% Operating income +85%
12.0 6.9% Operating income ratio +3.8pt
In the case of reflecting the organizational transfer IT solutions sales +34%
5.5% to other segments, the sales for 2023 were 229.7 Sales of PCs, Makasete IT series and security

billion yen and the operating income was 17.5
billion yen, so net sales and operating income both

increased essentially in 2024. Sales share of IT solutions
289% (2021) — 35% (2025)

increased.

2021 2022 2023 2024 2025

* Results have not been reclassified following business transfers, etc.

Next, | will explain our review of our Long-Term Management Objectives implemented from
2021 to 2025.

As for sales, operating income and operating income ratio between 2021 and 2025, sales
and operating income both continued to grow smoothly. Sales for 2025 reached 240.3 billion
yen, with operating income of 22.3 billion yen and operating income ratio of 9.3%.

While sales and income appear to have declined from 2023 to 2024, some sales channels
were transferred to other segments in 2024, and after taking this into account, 2024 actually
saw growth in both sales and income.

Operating income over this period represents the highest level since the business unit’s
establishment in 2018, and this was achieved by expanding the high-value-added IT
solutions business and enhancing productivity, thereby reducing SG&A expenses.

If we look at individual business segments, the Canon products business accounts for the
majority at 65%, with the IT solutions business representing 35% at present.

If we look a little deeper, sales within the IT solutions business grew by 34% compared to
2021, with the share of total sales also increasing significantly from 28% in 2021 to 35% by
2025.




. . Canon
Strategies in Area Segment Ganon Marketing Japan Group

B Future Vision

We will design workstyles in customers and create a digital future of regional communities. (Billions of yen)

240.3 245.0

B 2028 Forecasts

(Billions of yen)

Achievements in Increase/ 25.0
22.3
2025 2028 Forecasts Decrease —
10.2%

Net sales 240.3 245.0 +4.7 9.3%

Operating income 22.3 25.0 +2.7

Operating income ratio 9.3% 10.2% +0.9pt

2025 2028
B Main strategies (Forecasts)
Sales Operating income Operating income ratio
Strengthen full support for SMEs to maximize revenue
Increase loyal customers and boost the amount of transactions per customer
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Now | will explain the strategy in the Area segment.

First, we aim to design workstyles in customers and create a digital future of regional
communities.

By maintaining revenue in our printing business, which has continued to face challenges due
to the recent shift toward paperless operations, and expanding our IT solutions business, we
hope to maximize our channel business and enhance our market presence.

Our 2028 plan is for sales to reach 245 billion yen, operating income to reach 25 billion yen,
and the operating income ratio to be 10.2%.

Our main business strategies are:
1. Strengthen full support for SMEs to maximize revenue, and
2. Increase loyal customers and boost the amount of transactions per customer.
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» Full support for SMEs is at the heart of the expansion of the IT solutions
business. We will continue to focus on it and further develop it.

HOME & IT Maintenance and Full Support for SMEs

Operation Services
* Makasete IT BX/DX Series

+Makasete IT BX/DX Series *IT Helpdesk Services _
«HOME Select Series Solution Pack * HOME Select Series Solution Pack

«ESET MDR
Net sales
Number of contracts
2021 CAGR 2025 2028 CAGR
135,000 +15.506 16.4viionyen  PAINKOITIINVEN .8 60,
- Y,

* From 2026 onwards, KPI figures are changed from the number of contracts to monetary amounts.
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Regarding the first strategy of expanding full support for SMESs, | would first like to explain
the current state of the IT solutions business in the Area segment.

Under our previous Long-Term Management Objectives, Canon S&S expanded its range of
solutions, including the Makasete IT BX/DX Series and the HOME Select Series. In the
HOME and IT maintenance and operations domain, the number of contracts were nearly
doubled compared with 2021.

Moving forward with the Medium-Term Management Plan through 2028, this has been
renamed “Full Support for SMEs”, and we will establish sales revenue, including ESET and
other security solutions, as a KPI for regular monitoring.

As | will explain later, by including the expansion of the Makasete IT BX/DX Series and other
new value offerings, we aim to achieve 21 billion yen in sales by 2028 as a concrete target.
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» We have built stronger, more trusted relationships by supporting the top
priorities of our clients’ management.

Scope of support offered

We have enlarged the scope of our suppo
by Canon System & Support

rt
by expanding Makasete IT series. ] Management's areas of concern

€ Responding to rising prices, cost
pass-through

<Printing> <IT solutions> i X
@ Decline in the workforce, Securing
Makasete 1V T JMakasete 1V T human resources

D _ /\/ B ‘/\/ € Improving productivity,

AN % Eﬁ/ € Constraints on working hours ...
1 Business PC series series
s « Security pack T rrlana il

. gement capability

= = * Outsourci improvement support

* Maintenancg and « Information security measures

operation \ enhancement support
- « Industry-speci
r solutions
@ « ICT platform

« Decarbonization management
A —
[ |m|
I
_ Network cameras

support

* Generative Al utilization support
+Sales skills enhancement support
« Educational support

Security

The “Full Support for SMEs” domain, which serves as the core of recurring services in the
Area segment, has been driven significantly by the Makasete IT Series, mainly operated by
Canon S&S.

We distribute Makasete IT Series by making use of direct sales division of Canon S&S,
which operates across Japan. We have expanded our offerings to provide support in areas
of high interest to business managers by closely addressing their concerns and challenges,
such as enhancing productivity amid constraints on working hours and reduced staffing
levels, based on the insights gained through these interactions.

By always being near business managers and supporting them in areas that are of the
greatest interest to them, Canon S&S can build stronger relationships of trust, which we
believe will lead to continued growth for both our customers and Canon S&S.

In addition, to expand our offerings, we have further enhanced Canon S&S’s human
resources, refined the organization and structure, and built a system to deliver unique
Canon Group solutions.

We believe that the concept of expanding solutions that stay closely attuned to customers
and respond accurately to what they want has differentiated us from the competition.
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» We expand the scope from IT support to management support.

————— Makasete l_!l/ DX series

Total support for IT investment planning, selection, introduction,
operation, maintenance and education to achieve DX

Makasete| 1} T ] BX series

Supporting business continuity and development through the
stipulation of vision and strategies, IT investment planning,
corporate value improvement, sales skill enhancement, human
resources education and others

m Security pack mOutsourcing = IT management capability — m Sales skills enhancement

Security pack for security
measures

Security pack for protection
against information leaks

Security pack for data
protection

PC security pack

m industry-specific solutions

IT operation outsourcing
services

= Maintenance and operation

PC operational support
services

Server operational support
services

Network operational support
services

Application operational
support services

Nursing care solutions

Kindergarten and nursery
school solutions

Cloud operational support
services

Construction industry
solutions

Imaging solutions

Manufacturing industry

Wi-Fi Environment

improvement support

DX Certification Acquisition
Support Service

IT coordination services

Response to changes in
laws and systems

m Information security
measures enhancement
support

Application Support services

for Cybersecurity Measures
Evaluation System

Update Support services for

Cybersecurity Measures
Evaluation System

Security training services

support

Sales strategy development
support services

SFA support services

m Generative Al utilization
support
Training for human

resource development in
generative Al era
m Educational support

Skill improvement support
services

Training support services

m Decarbonization
management support

Support services for creating
information security rules

Support services for

solutions Optimization Support Services! calculating CO2 emissions
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Looking back at the history of Makasete IT, before the Makasete IT Series was launched,
stable infrastructure operations were the main value provided.

From the second half of 2020, we expanded the Makasete IT DX Series, which provides
total support from IT investment planning to equipment selection, implementation, operation,
and maintenance to achieve DX. Furthermore, in 2022, we launched the Makasete IT BX
Series, offering higher-value solutions, including support for creating management visions
and strategies, IT investment planning, and human resource development.

It is not an overstatement to say that the growth engine for our previous Long-Term
Management Objectives has been the Makasete IT Series.
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» We will concentrate on cross-sell proposals to increase our average sales
price and improve profitability.

Makasete 1/‘\7'/ ﬂEusiness PC

o IO SEMes = security .
* o r *
O * *
o SRS

o B O %
b Ccrosssell proposals ", &
based on each product
line to address

_'E . Makasetel/‘.l/

—— customer issues Vs
..MFP..m <.l-.l-.ll-.l-.l-. %
H_ -l.-l..-..-..-l.-l) 758”857

In the future, we plan to expand the Makasete IT lineup and promote cross-selling.

Various patterns are envisioned for cross-selling. For instance, the Makasete IT BX Series,
which addresses customers’ managerial challenges, may be introduced, leading to the
adoption of Canon products, including MFPs and LBPs, as well as business PCs. Or, we
first provide infrastructure solution -such as business PCs- and build relationships by
introducing the Makasete IT DX Series. After that, we propose solutions to address the
managerial challenges they face.

There are many entry points, but we believe we have solutions that can closely address any
challenge our customers may face, and all of these products and solutions are
interconnected.

By making the most of this, we believe we can solve our customers’ challenges, build
stronger relationships with them, and grow together.
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> We will provide the Makasete IT series to our business partners to expand the full
support for SMEs.

Canon MJ
(Business Partners Headquarters)

High capacity to provide services An extensive sales network
1

Canon System & Support

- - |
! r 1 ‘ T . ! ! Eﬁgﬁ]nedséhe service-type !
! Makasete | A/ , ! 2USINESS !
1 - 1 1 1
| % ‘:_‘B’.‘{/ JPl Offering original | |
1 h [ 1 1 1
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I - security pack improvement support ! Can on Svstem & ! !
: + Outsourcing « Information security measures : T : :
| N m:h”;a‘/z’;)ceec;i’::dsgﬁﬁi’gﬁg" enhancement support | Suggort S | |

* - + Decarbonization management

I+ |CT platform ! structure ! !
: . SGuepnp:r:nve Al utilization support : ! L. R :
h + Sales skills enhancement support | H | O”g i na| services \
1 ]

« Educational support 1 1
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So far, | have spoken about Canon S&S’s initiatives and expansion efforts, but we are also
considering deploying solutions that utilize this expertise at our resale division of Canon MJ.

Up until now, Canon MJ has also developed various solutions to expand its service-type
businesses, including the HOME Select Series and ESET, but it has not been able to
sufficiently develop its own services in areas such as maintenance and operations.

We believe we can greatly expand the service-type businesses by developing our own
services through Canon MJ’s resale channels and its extensive sales network, utilizing the
high level of service capabilities of Canon S&S.
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» Canon System & Support and business partners firmly capture customers’ needs
by concentrating information at Canon System & Support.

<Example of original services that capitalize on Canon System & Support's structure: IT Helpdesk Services>

Remotely solving o)

PC-related issues! Customers _g_/‘

Inauir *Phone support On-site Maintenance
quiry *Remote connection support agreement

2} Canon System & Support Business partners
A Customer Center

helpdesk support

--------------------------------------------------------------- .Report on Comp|et|0n of
*Request for on-site support
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Specifically, we plan to launch our own services by utilizing the resources and framework of
the Canon S&S Customer Center, which serves as Canon S&S’s contact center, starting
with the IT Helpdesk Service, a service that remotely resolves customers’ PC-related issues.

The Canon S&S Customer Center boasts a high remote resolution rate and is one of the
solutions offered by Canon S&S that customers have been extremely satisfied with.

In this way, we aim to achieve further expansion by expanding our range of offerings to
provide Canon S&S’s resources, expertise, and solutions to our business partners’
customers.

10
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<Concept behind the strategy for increasing the number of customers on the business partner channel>

(1) Customers without
transactions

Customers in //x

printing
Customers in
IT solutions

(2) Printing & ITS

() Increase the number of customers by approaching customers without any transactions with us
(2) Increase loyal customers through cross-selling to customers in both printing and IT solutions

anon Marketing Japan Inc. 2026
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Next, | would like to explain our second strategy of increasing loyal customers and boosting
business share.

To date, in the business partner channel, at the resale division of Canon MJ, we have not
been able to fully develop strategies focused on our business partners’ customers.

We hope to review this approach and work with our business partners to fully understand
the end customer and enhance the viability of our business strategy.

As you can see in this illustration, we want to strengthen our approach to customers who
have not previously purchased from Canon MJ and expand our customer base.

At the same time, we will promote cross-selling to both printing and IT solutions customers,
increase the number and volume of products sold per customer, and expand the number of
loyal customers.

11
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» We will combine all of the strengths of the Canon MJ Group to bolster our edge,
increase the value we offer and to expand the number of loyal customers.

Solution for digitalizing FAX order receipt and
placement operations for different industries
(DigitalWork Accelerator: electronic
transaction management services)

MA

Headquarters Number of employees
———————————————————— - 3,000

Poor efficiency and errors

due to order receipt and

placement by fax (paper)

GB Solution
Headquarters
Digitalization and enhanced operations in

handling received and placed order data
increase efficiency and reduce costs.

Number of employees
———————————————— - - 300

Business
Partners
Headquarters

Canon
System &
Support

Direct sales
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And to promote the implementation of these customer-centered strategies, we plan to
reference examples of solutions developed by the GB Solution Headquarters, our direct
sales division for quasi-major and upper-medium-sized enterprise customers, and other
organizations within the Enterprise segment, and adapt them for our business partners as
we develop them.

By fully understanding the customer, we will be able to understand the market and the
customer more deeply.

We hope to expand our base of loyal customers by bringing together the Canon MJ Group’s
expertise in solution development and industry-specific knowledge to engage customers,
further sharpen our strengths, and harness the full capabilities of the Canon MJ Group to
deliver value to SME customers.

12
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This concludes my presentation on the business strategy in the Area segment.

Thank you for your attention.
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